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Letter from the Publisher 

 

Mimi L. Zelman 

  

Welcome to our new E Magazine! 

As most of you know, Women With Know How is the 

first premier resource guide for women business 

owners and professionals in the greater Charlotte area! 

When I started this almost a year ago, it was to help 

women connect with and help other women and create 

a community. We have accomplished that! It starts with 

your ad in the resource guide, but our commitment to 

ƻǳǊ ŀŘǾŜǊǘƛǎŜǊǎ ŘƻŜǎƴΩǘ ŜƴŘ ǘƘŜǊŜΣ ǿŜ Řƻ ŜǾŜǊȅǘƘƛƴƎ ǿŜ 

can to continue to brand our advertisers through our 

workshops and referrals.  Women With Know How e- 

magazine is designed to continue help brand our clients.  

We will feature editorials written by our clients on 

topics that all women can relate to.  

Inspirational women in our community will be profiled 

each month. 

We encourage all groups to send us your monthly 

events and meetings.  We will have a Calendar page in 

the E-Magazine just for you to refer to every month to 

see what is going on with events pertaining to women. 

 

 

 

We welcome your feedback, ideas and encourage you 

to submit articles, poetry, inspirational sayings, and 

reviews of local restaurants, good books and movies!  

We will strive to make Women With Know How your 

must read for the month! 

Just send an email to: 

mimi@womenwithknowhow.com 

Thank you again to all our advertisers and those who 

believe in my vision, 

Mimi L. Zelman, Publisher 
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Featured Articles   

 

άWHAT ARE YOU DOING TO PREPARE FOR YOUR PROFESSIONAL FUTURE?έ 

 

If this current economic situation has taught us anything, it 
is to stay better informed and to keep our professional 
lives healthy.  For so long we have depended on big 
businesses to ñtake care of usò. But as we have seen, many 
of them canôt seem to take care of themselves!  Instead, we 
have seen irresponsibility by prominent businesses and 
decision makers.  How discouraging!  Instead of admitting 
irresponsible behavior, they are looking to all other 
Americans to bail them out.  Do you think that any of us 
would be bailed out if we mishandled our business?  Donôt 
hold your breath! 

It is time for us to look at our own situations.  We could 
whine and complain about our tough lives, but Iôd rather 
see we women professionals take a more adult, 
responsible approach.  Letôs learn from others.  How can 
we avoid catastrophes, and keep our professional futures 
healthy? 

We need a focused, solid plan to keep our careers and/or 
businesses on a proactive path.  How are you and your 
work doing?  Like an annual physical, how healthy is your 
career and/or business?  Are you financially healthy?  
What do you need to do to stay that way? 

Take time to review your past year.  Did your business 
dwindle toward the end of 2008?  From where does most 
of your business come - referrals, website, ads, 
sponsorships, direct mailings, cold calls, special  

 

 

promotions?  What works for you?  Be sure to utilize those 
efforts that produce the best results. 

Also, give your work some fresh air!  Take classes or 
workshops that will strengthen your own skills and grow 
business.  Look for a challenge to wake up your brain and 
stir up creativity. 

Develop your own ñBoard of Advisorsò to include people in 
industries who are not competitors, but target similar 
areas/industries.  Exchange ideas or combine efforts to 
spark new venues. 

Experiment by visiting new network groups, who might 
broaden your contact base and open your eyes to new 
perspectives.  Be selective.  This could grow your own 
network. 

Consider being a speaker to other groups, who could 
benefit from your experiences, while making them aware of 
you and your expertise. 

Be sure, each month to have a new goal or project for 
yourself.  Some may not work out well, but others will.  
Explore but be wise.  Have a great 2009! 

By Robyn Crigger, CEO  

Compass Career Management Solutions/OI Partners Inc 

www.compasscareer.com 
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òHow to Get the Most Out Of Your 

Training Dayó 

By Janet Anderson  

Training is well thought out, organized and executed 
to provide advancement of knowledge to an 
employee, but the student has a responsibility to 
prepare and accept the training to complete the 
knowledge transfer. Here are some ideas to help you 
as a student get the most out of your training day. 

Prior to signing up: 

Make sure the prerequisites for the class are met. For 
example, knowledge of Windows and the completion 
of Excel Level 1 might be required for an Excel Level 
2 class. If you have not taken the Level 1 class, look 
at the outline and objectives of that class and make 
sure you can perform all of the actions. 

Check the objectives and outline of the class to make 
sure your expectations will be met.  If the outline is not 
clear to you, donôt hesitate to call the company or 
department providing the training for clarity.  

Make sure you have the time to give the class your 
full attention. Do not schedule other things after class. 
A full day of intense concentration can be exhausting. 
You need time to decompress. 

Prior to class: 

Get plenty of sleep and drink lots of liquids. Eat a 
hearty, healthy breakfast. Your brain functions much 
better when it is nourished. One of the toughest 
classes I ever taught was to a group of Third Shift 
workers. They had been up all night before the class. 
They had a hard time concentrating and very little 
learning occurred.  

Make sure you know how to get to the facility ahead 
of time and plan a little extra time for unforeseen 
problems. Some classes will close the door if a 
student is 30 minutes late. 

Arrive at least 15 minutes early to class. Introduce 
yourself to the instructor (if they donôt beat you to it.) 
Let the instructor know any concerns or expectations 
you have for the class. 

Have reasonable expectations.  If it is an Excel Level 
1 class, you will have a good understanding of how 
Excel works and the basics of creating a worksheet, 
but you may have trouble creating the entire budget 
for the company using millions of cells and complex 
calculations. 

During class: 

Listen attentively. If something is NOT clear, let the 
instructor know right away. You might raise your hand 
and say ñI donôt quite understand this procedure, or 
ñCan you say that a different way? Itôs not making 
sense to me.ò Sometimes the instructor will say 
something like, ñLetôs try the exercise and maybe it will 
be clearer,ò or they may state the concept in a 
different way that makes more sense.  

As you go through the day, think about how a 
particular procedure or tool in the program will help 
you in your company. For example, after learning how 
to create and save custom chart settings, you might 
think, ñWow, this will save me lots of time by not having 
to recreate a format for my charts.ò 

 

 

Keep a óshort listô of items you will use right away. I 
would suggest you write them in your training book ï 



maybe on the front inside page.  If you want to 
remember how to add headers and footers to a 
Word document, you can write the procedure or the 
page number where it can be found in the book. 

It is impossible to stay attentive the full day. If you 
have ever been on a jury, you know this is true. I give 
my students permission in the beginning of class to 
say, ñI was daydreaming and I didnôt hear you. Could 
you repeat that?ò Donôt be afraid to ask for 
information. 

Ask for help. If you are having trouble with an 
exercise, use the tools the instructor gave you, i.e. like 
in the programôs help menu. If that doesnôt work, donôt 
hesitate to ask for help. That is what the instructor is 
there to doégive you guidance. 

Take breaks. When it is time for a break, take it. If you 
can, donôt call the office. If you get wrapped up in 
problems at work you will not be attentive for the rest 
of the day and will waste the training opportunity. Try 
to really relax reading a newspaper or magazine. 
Your mind needs a breather. Remember, the 
instructor needs a break, too.  

This is a training day and not a personal consulting 
opportunity. Most instructors donôt mind giving you 
some general advice, but cannot give you an answer 
in a few minutes about a complex database you have  

 

 

 

 

been working on for months. Ask yourself, ñIs this 
within the scope of the class?ò Some instructors do 
offer consulting services separate from the classes. 

END of CLASS: 

Fill out the evaluation truthfully. Every training 
department reads all of these to improve their 
classes. Be sure to give positive feedback as well as 
suggestions for improvement.  

AFTER CLASS: 

Practice, practice, practice. Too often you go to a 
class and donôt practice the new information. Make it 
a point to practice 5 minutes every day on one 
aspect of the class. You may be amazed at how 
efficient you will become. 

Finally, take responsibility for your own learning. Your 
expectations, preparation, participation, evaluation 
and practice enhance a rewarding and productive 
training event. The class is just the beginning of your 
learning. You must follow through by using the 
product to become proficient. Most importantly, enjoy 
the thrill of learning a new skill! 

 

By Janet Anderson, Anderson PC Solutions 

 

  



 

 

òPutting your best face forward with Professional Head Shotsó 

By Terry L. Reimer, TLR Photography Studio- www.tlrphoto1.com  

 

Putting your best face forward with professional head 

shots shouldnõt be one of those dreadful tasks that you 

continuously put off because you feel that you òdonõt 

take very good picturesó or you òjust donõt have the 

time or money.ó  If you think about it ð it is probably 

your most inexpensive marketing tool if you utilize it 

properly and are aware of what you are entitled to 

when you do finally get that shot.   

A professional head shot is very important these days 

because it creates a visual reference to your clients as 

to whom they are working with and establishes a 

visual rapport as to what kind of business and clients 

you are trying to obtain.  Head shots should represent 

you and your personality and be of high quality.  

Donõt shortchange yourself and go for the snapshot, 

because your potential clients will respond to this as 

your being cheap or lazy. If you donõt care about 

yourself and your business to showcase your best, 

how are they to believe that you will showcase their 

best?    

Professional head shots should be considered a 

marketing material like business cards, brochures, 

flyers they must be updated and made an integral part 

of your marketing strategy.  Donõt use everyday 

photos of yourself in a casual atmosphere if you are 

trying to sell a highly professional product and make 

sure to wear the appropriate outfit that suits your 

business.  Taking pictures with your significant other, 

friends, or a pet, unless they are an integral part  

 

 

of your business, it takes away from the whole 

purpose of a head shot and should be reserved for 

more casual situations.  

Finding the appropriate photographer and 

communicating your particular needs shouldnõt be a 

chore either.  Make sure that you ask them how long 

they have been a photographer and what kind of 

photography they specialize in.  You really donõt want 

someone who isnõt familiar with taking pictures of 

people and doesnõt have the right gear to get the 

results you are looking for.  Take the time to build a 

relationship with the photographer beforehand so 

he/she understands your line of work and your 

personality and will bring those qualities out in your 

photograph.  Being comfortable with your 

photographer and your surroundings should be very 

important in obtaining that perfect shot.   

Some key points to remember in obtaining the right 

photograph for you and your business:   

 Dress age appropriate and according to your 

business 

 Have your makeup done professionally, not 

overdone and blended well  

 Consider having your hair done professionally 

but not in a style that looks natural 

 Color head shots are always best and can be 

made into black and white if necessary  

 

 

http://www.tlrphoto1.com/


 Bring several outfits to the photo shoot, just in 

case one doesnõt work well with the 

background or lighting  

 Keep accessories to a minimum ð remember 

òless is moreó  

 Donõt worry about the shoes (remember this is 

a head shot, unless you want a full body shot);  

 Try and give yourself plenty of time with the 

photographer so as not be rushed  

 Drink lots of water the day before so your skin 

looks fresh and radiant 

 Practice in front of your own mirror at home 

to see what your best look is  

 Donõt be afraid to ask the photographer for 

help 

Ask the photographer what you will receive out of the 

photo session.  Will you receive copyright to the 

photographs?  And, what does copyright mean? Do 

you receive prints or a CD?  Are all the photos edited 

and at high quality or are you going to have to pay 

extra for photo editing, reprints and copies? Are you 

going to have to give the photographer copyright 

credit each time a photo is used?  Does the 

photographer keep copies of the session in case you 

lose yours and for how long?  Can you get a makeup 

artist and hair stylist included in the price of the 

session, or will they provide them for you?  Can you 

bring your own stylist if you prefer?  Is there a dressing 

room?  How long will the session last and what should 

you expect?  What kind of studio do they have ð full- 

service or just a room with a camera?   

 

Photos by Terry L. Reimer, TLR Photography 2008 

 

 

The average price for head shots varies by 

photographer and their level of experience and what 

is included in the session.  Prices ranging from $125 

on up, are not uncommon.  Ask the photographer if 

she will work with your office and give a group rate, 

or if they offer a referral program so you can get your 

photos free or at a reduced rate.  If you work in an 

office with other professionals, it is a good idea to 

keep the head shots consistent so as not to create a 

jumbled image of the company.  Ask the 

photographer about a group shot as well, for other 

marketing materials you may encounter in the future 

to save money on rescheduling another photo session.  

 

Remember your image is a key element in selling your 

business and what you are. Put your best face 

forward, and let your personality shine and have the 

right marketing materials, and nothing should hold 

you back from success!  

By Terry L. Reimer, Owner/Photographer ð TLR 

Photography  

www.tlrphoto1.com 
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