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With the shift to our new virtual world, you have probably found it more 
difficult to build and sustain professional relationships. Yet, the virtual 
technologies we are all using have actually expanded our opportunities 
to network and build connections. We are no longer limited to connecting 
with those in our local community as we now have expanded opportunities 
to connect with people from around the world. It is possible to build 
relationships by using virtual experiences. The challenge is, how do you do it?

MAKING VIRTUAL NETWORKING CONNECTIONS 

Some social media efforts seem to be a complete waste of time. But social 
media now provides new opportunities to make connections with others. The 
key is how you use social media to build and sustain your relationships with 
others in your network.

Finding people to connect with by searching the social media sites using 
keywords and company names is one way to identify new connections. An 
even better way is to take advantage of the various virtual meetings and 
events that you are already participating in and connect with those who are 
also participating in them.

http://www.abwa.org
http://www.abwa.org
http://www.abwa.org
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save the date

Important deadlines and events 
your league won’t want to miss!

Connect with ABWA Online.
Anytime. Anywhere!

• Login: There’s something new to explore in 

Community Connections—visit your team board 

or stop by for an online chat!

• Request to Join the Facebook ABWA 

Members Group

• Become a friend of Executive Director  

René Street on Facebook:  

www.facebook.com/rene.street

• District Facebook pages

March-May

April 16

May 15

Month of May

May 31 - June 1

June 15

June 30

•	Spring Membership Campaign

•	Nomination form for the NBOD are  
due to ABWA National

•	Scholarship applications should be 
completed by the applicants

•	Council 990N files due

•	Universal Elections

•	National Office is closed

•	Nomination forms for ABWA’s Top Ten  
Business Woman Award are due

•	Administration fee due
•	Officer reports due
•	Website forms due

RUN FOR A  
POSITION ON THE  
NATIONAL BOARD 

OF DIRECTORS
TODAY!

https://www.facebook.com/groups/156669334381322/?ref=bookmarks
https://www.facebook.com/groups/156669334381322/?ref=bookmarks
https://www.facebook.com/rene.street
http://www.abwa.org
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If you have two monitors on your computer, use one monitor 
to participate in the meeting and your other monitor as 
your search engine. If you don’t have two monitors, use your 
smartphone or tablet. Pay attention to the people you are 
resonating with or those who are making thought-provoking 
comments in your virtual meetings. 

On your other monitor or device, go to LinkedIn and see if you 
can find this person while you can still see their face in the 
meeting. You might be surprised at how difficult that can be, 
especially if they have a common name or have changed their 
appearance. By doing it while you’re still participating in the 
virtual meeting, you can double check that you have the right 
person before you send them a LinkedIn invitation.

When you send the invitation, be sure to personalize the 
connection message. Say something like, “Janet, I enjoyed your 
comments in the XYZ meeting today. I’d love to connect with 
you on LinkedIn to get to know you better.”

The goal here is to establish an initial connection, not to make 
a sale or have them do something for you. You have to earn 
that right. Do not immediately reach out and try to sell them 
something once they accept your connection.

SUCCESSFUL APPROACHES TO  
NETWORKING VIRTUALLY  

Once you’ve established a connection with someone, begin to 
explore the opportunities available to you to get to know that 
individual better. It is easier to do than you might think. 

The most effective way to stand out to a new contact is to 
engage with them on the social media platform. Start to 
regularly post comments on their social media post and when 
appropriate, share their post on your own social media profiles. 
Don’t just “like” something that they’ve posted. Likes, hearts, 
thumbs up and other reaction acknowledgments don’t make 
you stand out. These are just passive engagement reactions and 
do not get much notice.

Active engagement that gets your name in front of  
your connection will make you stand out and connect  
in deeper ways.

If your connection has shared something on social media that 
you find interesting, do your own post and tag them in it. Take a 
picture of you holding their book with a testimonial. Then post 
your testimonial on their book page on Amazon. The idea here 
is to stand out, especially if they are someone who has a very 
large social media following.

Engagement is vital to building relationships. It requires energy 
and effort just as it does in the physical world. It is important 
to take this slowly. Nothing freaks someone out more on social 
media than the appearance of having a stalker or someone who 
is only connected to sell to them. Look for opportunities that are 
appropriate, but not every day, especially in the beginning. 

TAKING YOUR VIRTUAL NETWORKING  
TO THE NEXT LEVEL 

If the person you’re connecting with is someone that you would 
like to know better and the feeling is mutual, suggest setting 
up a telephone call or virtual meeting. That will allow for deeper 
communication beyond the written word. 

Explore opportunities that might be mutually beneficial or 
ask them if there is something specific that they need right 
now that you might be able to provide. 

For an author, it would be a testimonial. Or it might be making 
some endorsements on LinkedIn once you get a deeper 
understanding of their skills and strengths.

Leverage the combination of interacting with them on social 
media platforms, phone calls, virtual conversations and email as 
a way to stay connected. This needs to be organic and it cannot 
be forced. Too many people today make an initial connection on 
social media or in a virtual meeting and then begin to bombard 
their contact with too many emails or too many asks. That is not 
building a relationship. That is pushing for a sale.

Those who are successful at networking virtually are looking 
to expand their connections with those with whom they share 
mutual interests. Those mutual interests turn into opportunities. 
In the best of all worlds those opportunities are mutual, not 
one-sided.

FINAL THOUGHTS 

One thing is certain, virtual interactions are here to stay. Those 
who are most effective at networking in this “new normal” will 
bridge the gap between connections and relationships by 
strategically looking for opportunities to connect. Remember, 
networking is about building relationships, not making sales. It 
is vital to keep this key difference in mind as you begin to take 
steps to use virtual opportunities to make new connections. 
Sales or jobs may eventually flow from these relationships, but 
the primary goal in networking is to make a casual connection 
and build it into to a deeper relationship. Then, you take 
advantage of the virtual world to help you sustain and deepen 
that connection over a longer period of time.

JILL J. JOHNSON, MBA, is the President and Founder of Johnson Consulting 
Services, a highly accomplished speaker, an award-winning management 
consultant, and author of the bestselling book Compounding Your 
Confidence. Jill helps her clients make critical business decisions and 
develop market-based strategic plans for turnarounds or growth. Her 
consulting work has impacted more than $4 billion worth of decisions.  
She has a proven track record of dealing with complex business issues  
and getting results.  
For more information on Jill J. Johnson, please visit www.jcs-usa.com. 

EFFECTIVE NET WORKING continued from page 1

http://www.jcs-usa.com
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From time to time, everyone misses a deadline, forgets an 
obligation, or fails to live up to meet a commitment. We’re 
human, and it happens. For most of us, failure is followed by 
an immediate effort to right the situation.

Problem solved, right? Not so fast. “Most of us” excludes 
a special cohort: those who chronically disappoint and 
routinely fail to meet their obligations. They say one thing 
and do another, they agree to deadlines they have no 
intention of meeting, and they commit to deliverables that 
will never materialize. 

If we’re lucky, once we identify members of this tribe, we 
can put a healthy distance between ourselves and them. If 
not, there are some proven strategies we can use to retake 
control, push for greater accountability, and regain control of 
our sanity.

• ACCOUNTABILITY STRATEGY ONE • 
CONFIRM A SHARED 

UNDERSTANDING 
Be sure you and the other person have a shared 
understanding of your expectations. Does the fellow 
shipping your packages understand what’s required? If so, 
how do you know? Did he say “yes” in a way he’d hoped you 
would figure actually meant “no?” Did he agree because 
you are in a position of authority, and he didn’t want to 
disappoint you in the moment? Did he know that you meant 
today and not just sometime soon? Before taking other 

action, it’s important to make sure you and the other person 
have a shared understanding.

• ACCOUNTABILITY STRATEGY TWO •

LOOK FOR ROADBLOCKS
Once you are sure that you and the other person have a 
similar grasp of the requirements, look for roadblocks. Is the 
promotion you’ve looked for no longer available because of 
circumstances outside of the promiser’s control? Does the 
person boxing shipments have someone else demanding his 
time? If you discover it’s the latter, your frustration is focused 
on a symptom and not the root cause of the problem. Take 
the time to do a little digging. You’ve got to focus your effort 
on changing the underlying belief and make a case for your 
point of view.

• ACCOUNTABILITY STRATEGY THREE •

BREAK STEPS IN  
SMALLER PIECES 

Even with a shared understanding and no obvious 
roadblocks, sometimes people don’t follow through because 
they get overwhelmed. When this happens, it may make 
sense to break the task into smaller pieces. Bobby, how many 
packages do you think you can have ready by 1:00? Great, I’ll 
check in with you then to see where we are. It’s important that 
we meet our shipping deadlines because our customers count 
on us to live up to our promises. When we meet this afternoon, 
we can see where you are. How does that sound?

THE LOWDOWN  
ON THE  
LETDOWN: 

A B W A  P E R S P E C T I V E S
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continued on page 6

WHY SOME 
PEOPLE DROP 
THE BALL AND 
WHAT TO DO 

ABOUT IT
He didn’t get the shipments out – again! Makes me crazy.  
That guy never follows through.

She said I’d get a promotion, so where is it? I’ve been waiting for three years.

All talk and no action, that phrase describes that group in a nutshell.  
They pay lip service to teamwork, but they never pull their weight.
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KATE ZABRISKIE is the president of Business Training 
Works, Inc., a Maryland-based talent development 
firm. She and her team help businesses establish 
customer service strategies and train their people 
to live up to what’s promised. For more information, 
visit www.businesstrainingworks.com.  

• ACCOUNTABILITY STRATEGY FOUR •

MAKE USE OF UPFRONT 
CONTRACTS

If there are no roadblocks preventing the other person 
from following through and small steps aren’t solving the 
problem, it’s time to explore up-front-contract language. If 
you can get these shipments out by 3:00 today, I can mark your 
work as complete. If your team can meet the deadlines we’ve 
agreed to, we will have what we need to move the project to the 
engineering team. The pattern is simply, “if you/your team can, 
then I/we will.” If you can clean the odd-numbered rooms, I can 
take care of the evens. That should split the work fairly.

• ACCOUNTABILITY STRATEGY FIVE •

ADD A NEXT STEP
If the upfront contract doesn’t yield results, it’s time to add 
an else component. If you can get these shipments out by 3:00 
today, I can mark your work as complete. If I’m unable to do that, 
we can set up a meeting with Brian to let him know that we’re 
notifying customers that their packages will arrive late. If your 
team can meet the deadlines we’ve agreed to, we will have what 
we need to move the project to the engineering team. If we can’t 
move forward, we’ll have to escalate the schedule change to 
senior leadership, so they are aware of the schedule slip.

• ACCOUNTABILITY STRATEGY SIX •

CONSIDER CUTTING YOUR 
LOSSES (IF YOU CAN)

From time to time, you may encounter a customer, colleague, 
or someone else who fails to follow through no matter 
what you do. When that happens, you may decide to cut 
your losses. Matt, when we spoke about arriving by 9:00, I 
explained that if you could make that happen regularly, you 
could continue your employment. For the last two weeks, you’ve 
arrived after 9:00 more than half the time. For that reason, we’re 
going to let you go.

• ACCOUNTABILITY STRATEGY SEVEN •

TAKE BACK CONTROL
What if you’re not in a position to fire someone or walk away 
from a relationship? In these situations, it’s important to 
realize you are making a choice. I’m not getting the promotion. 
I know this. I’m going to continue to work here because it’s close 
to my house, and the schedule is flexible. Jane is chronically late, 
and she’s the owner’s daughter. Although I’ve brought the issue 
to his attention, he’s chosen not to act. I need a job, and this 
is the one I have now. I choose to work around this instead of 
walking out the door and having nothing.

And that’s the lowdown on the letdown. Few people enjoy 
disappointment or appreciate someone who chronically 
drops the ball. Sometimes better communication can fix 
the problem, sometimes upfront contracts paired with 
consequences can make things right, and if all else fails a little 
positive self-talk can help if no other solution does the trick. 

THE LOWDOWN ON THE LETDOWN continued from page 5

PROVEN  
STRATEGIES

RETAKE CONTROL, PUSH FOR  
GREATER ACCOUNTABILITY, AND REGAIN 

CONTROL OF YOUR SANITY

http://www.businesstrainingworks.com
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Recruiting new members has always been an important aspect of 
maintaining the growth and sustainability of the American Business 
Women’s Association (ABWA). Introduced in the early 50s, ABWA’s Inner 
Circle Recognition program recognizes members who are committed 
to sponsoring new members into ABWA. There are eight levels of the 
Inner Circle Recognition program. Each level represents a higher number 
of sponsored new members. This elite group of Inner Circle members 
are recognized in the Achieve Newsletter published six (6) times a year. 
They are ABWA’s unsung heroines. 

TERESA WILLIAMS 
InspireHer Chapter 
Blue Sapphire Star 
sponsored 44 new members

DEBORAH JOHNSON-BLAKE 
Douglas County Charter 
Chapter
Inner Circle 
sponsored 11 new members

SANDRA NEWSOME 
Oxon Hill Charter Chapter
Inner Circle 
sponsored 11 new members

KAREN KLEFFEL 
Women Excelling Chapter
Inner Circle 
sponsored 12 new members

ANITA CARBONE 
Oceanside Charter Chapter 
Emerald Star 
sponsored 22 new members 

LINDA JOHNSON 
Leading Ladies Chapter 
Emerald Star 
sponsored 23 new members 

MARY ELLERMAN 
Territorial Charter Chapter 
Blue Sapphire Star 
sponsored 45 new members 
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CELEBRATING OUR MEMBER & LEAGUE ANNIVERSARIES FOR APRIL-MAY

NINA DAVIDSON 
National Member  
Greenville, SC

JEANETTE WHEELIS  
National Member 
Desoto, TX

ANNA BELL 
Renaissance Chapter 
St. Louis, MO

MYRA BRADY 
Mid Day Professionals 
Chapter 
Asheboro, NC

HELEN FLEMING 
Cavalier Chapter 
Clarksburg, MD

JULIANN PAGLIA 
Heart of the Piedmont 
Chapter 
Greensboro, NC

TERESA WITMER 
Millersburg Charter Chapter 
Millersburg. PA

DARLENE SCHRADER 
National Member 
North Canton, OH

FRONZIE SHRINER 
Indianapolis Charter Chapter 
Indianapolis, IN

AUBRIANNE WILSON 
Olympia Charter Chapter 
Cottonwood, AZ

PATRICIA MILLER 
Homestead Charter 
Chapter 
Homestead, FL

RHONDA BLUE 
Heart of the Piedmont 
Chapter 
Greensboro, NC

BETH BOLYARD 
Dynamic Connections 
Chapter 
Independence, MO

ARIETTA MALLORY 
National Member 
Louisburg, KS

ARLOEEN SCIARONI 
National Member 
Englewood, FL

TERESA WILLIAMS 
InspireHer Chapter 
Snellville, GA

GWEN BELL 
National Member 
Gainesville, GA

WANDA MAGERS 
National Member 
Terry, MS

CATHERINE HALL 
National Member 
Kansas City, MO

KRINA SNIDER 
Mo-Kan Chapter 
Peculiar, MO

SONDRA DRAPER 
Cavalier Chapter 
Richmond, VA

MILLICENT SMITH 
National Member 
Upper Marlboro, MD

25 
YEARS

30 
YEARS

LOUISE ALDRIDGE 
Oklahoma City Charter Chapter 
Oklahoma City, OK

ALICE BLALOCK 
Marietta Charter Chapter 
Marietta, GA

LORRAINE EVANS 
Inland Empire Charter Chapter 
Redlands, CA

FRANCES FLEMINS 
Oklahoma City Charter Chapter 
Oklahoma City, OK

ROSE HUGHES 
National Member 
Burtonsville, MD

BRITTA NEEDHAM 
Granite City Charter Chapter 
Pilot Mountain, NC

GRACE PARY 
National Member 
Houston, TX

LOUISE PICHETTE 
National Member 
Chula Vista, CA

MELINDA RUNNION 
Mo-Kan Chapter 
Huntington Beach, CA

NANCY SUMPTER 
Kansas Executive Express 
Network 
Topeka, KS

MARGARET TARVER 
Pyramid Chapter 
College Park, GA

JACQUELYN WHITE 
Illinois Heartland Chapter 
Bloomington, IL

SHARON WOODRUFF 
Raintree Chapter 
Yorktown, IN

GLADYS WOOTEN 
National Member 
Jasper, TN

LESILIE WALKER 
National Member 
Marietta, OK

35 
YEARS
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SHIRLEY ALLEN 
National Member 
Raleigh, NC

RITA GREENWELL 
Charisma Charter Chapter 
Plano, TX

WYNONA MCWATTERS 
National Member 
Clovis, MN

BARBARA JONES 
Harris County Charter 
Chapter 
Cataula, GA

SHARON CORBEN 
Mo-Kan Chapter 
Olathe, KS

SARAH GOODFELLOW 
National Member 
York, PA

WANDA BUSSARD 
National Member 
Groveport, OH

40 
YEARS

60 
YEARS50 

YEARS

JOAN DAUGHERTY 
National Member 
Masonic Home, KY

55 
YEARS

PEGGY SIVERS 
National Member 
Willis, TX

RUTH BEAN 
National Member 
Huntsville, TX

VERDENA SCHWING 
National Member 
Ocala, FL

TOOTSIE BENNETT 
National Member 
Pinnacle, NC

AL-LU-WE CHAPTER 
Oklahoma City, OK 
celebrating 40 years

FORSYTH CHAPTER 
Winston Salem, NC 
celebrating 40 years 

FORT BEND COUNTY CHAPTER 
Houston, TX 
celebrating 40 years

TERRITORIAL CHARTER CHAPTER 
Yuma, AZ 
celebrating 50 years

KANSAS EXECUTIVE EXPRESS 
NETWORK 
Topeka, KS 
celebrating 20 years

ORANGE PARK CHARTER 
CHAPTER 
Orange Park, FL 
celebrating 45 years

RAINTREE CHAPTER 
New Castle, IN 
celebrating 55 years

CHARLOTTE CHARTER CHAPTER 
Charlotte, NC 
celebrating 65 years

APRIL AND MAY LEAGUE ANNIVERSARIES

CELEBRATING OUR MEMBER & LEAGUE ANNIVERSARIES FOR APRIL-MAY



UPLOAD YOUR RESUME  
to ABWA’s online Career Connection site

INCREASE YOUR VISIBILITY  
with companies across the country 

JOB POSTINGS  
Check regularly, there may already  

be the perfect job listed

FRIENDS & FAMILY 
Non-members can also add resumes!

Post your resume and search for jobs at 
https://careers.abwa.org/

CAREER  
CONNECTIONS 
Made Easy, Free and Confidential

Whether you’re looking for a new job or ready to 
take the next step in your career, we’ll help you 

find the opportunity that you’ve been looking for.

If you’ve dreamed of going back to school, now’s the time. 
Northcentral University offers rigorous academic coursework 
across over 50 online master’s and doctoral programs 
designed to help you thrive in your field of study.

• 100% Online
• 100% Doctoral Faculty
• Weekly Course Starts
• Nonprofit and Accredited

YOU HAVE WHAT IT TAKES 
TO CHANGE YOUR LIFE.

844.628.3532 | WWW.NCU.EDU/ABWA

American Business Women’s Association members 
and employees receive a 15% tuition reduction.
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CREATE A NEW 
COMMUNITY

FOR WOMEN TO CONNECT, 
LEARN, AND GROW

IN THE AMERICAN BUSINESS WOMEN’S ASSOCIATION

•  GET STARTED TODAY!  •

https://careers.abwa.org/
https://careers.abwa.org/
http://www.ncu.edu/abwa
http://www.abwa.org
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click here to register

ABWA’S CONNECT, LEARN AND GROW OPPORTUNITIES

APEX COURSES  
OFFERED COMPLIMENTARY  

THROUGH JULY, 2021
(a $150 value)

CULTURE OF KAIZEN  
April 1st–30th, 2021
(Previously offered – in case you missed it). While the tools 
of continuous improvement are obviously important, 
one thing is certain. If we, as continuous improvement 
leaders, fail to respect, effectively motivate, and 
positively influence those around us, we will never 
create strong cultures of Kaizen. This course will explore 
the human side of lean in great detail.

SEVEN QUALITY CONTROLS  
May 3rd–28th, 2021
The entire lean system is a result of decades of 
continuous problem solving by all of the people and 
companies who have contributed to the development 
of lean systems. No matter if you work in a factory 
making “widgets” or in a hospital taking care of patients, 
the concepts taught in this course will forever change 
the way you use methods to analyze and control quality. 
This course explains the seven tools used by quality 
control experts.

TOYOTA KATA–PRACTICE MAKES 
PROGRESS  
May 3rd–28th, 2021
(Previously offered – in case you missed it). Toyota Kata 
is a structured way to create a culture of continuous 
learning and improvement at all levels through daily 
habits and routines. Do you know how and where to 
start making improvements to your organization? 
Our Kata course will show you how to begin solving 
problems you may be facing.

A3 THINKING  
June 1st-30th, 2021
Explore how A3 thinking can positively impact any 
organization in any industry. View real-world case studies 
and hear testimonials from leaders that have benefited 
from A’s. The A3 is the summary of problem solving activity, 
not the start of it. Go to the actual place, talk to the people, 
see the situation, gather information, then work through 
the PDCA process by writing a good problem statement.

THE KAIZEN WAY 
June 1st–30th, 2021
(Previously offered – in case you missed it). Translated the 
word kaizen means to “change for the better.”  In The Kaizen 
Way, you will learn exactly what kaizen is and how it’s 
helping organizations in industries such as manufacturing, 
office environments, and healthcare reduce costs and 
increase profits without resorting to massive layoffs.

5S WORKPLACE PRODUCTIVITY  
July 1st–30th, 2021
(Previously offered – in case you missed it). During the 
20 modules, you’ll see firsthand how 5S and workplace 
organizations can transform your facility, boosting 
productivity and making work easier and more pleasant  
for everyone involved.  

HOSHIN PLANNING  
July 1st–30th, 2021
Hoshin Planning is a strategic planning method used to 
help bring organizations together in order to successfully 
manage their key strategic initiatives. Learn how to create 
a vision, mission, and then a hoshin plan of long-term and 
annual objectives.

http://www.myapexcampus.org
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A B W A  P E R S P E C T I V E S

“We have a bunch of high-potential employees  
we want to keep. We’ve got to offer them 
something in the way of development.”

“These people are going to have direct reports  
soon and we need to prepare them. Otherwise,  
I know some will fail. It’s not fair to ask people  
to lead with no preparation.”

“Our leaders are leaders in title only, and we need 
to do something quickly. We’re losing good front-
line employees. I don’t know how we ended up in 
this situation.”

Organizations create leadership development programs for a 
myriad of reasons. Sometimes they are proactive, sometimes 
they are reactive, all times they can be more successful if their 
programs include a few essential elements and follow some 
established best practices.

CHOOSE MEANINGFUL CONTENT

No two leadership development programs look exactly alike. 
Some include such elements as leadership behaviors and 
employee development skills. Others incorporate technical 
content or project management in addition to soft skills. There 
is no one-size-fits-all formula, but there is a one-size-fits-all 
rule: Leadership development program content should be 
relevant and immediately useful to the people who participate. 
If you miss the mark on content, don’t be surprised when your 
program flops.

DEVELOP FROM MULTIPLE ANGLES

Great leadership development programs leverage more than 
classroom time. They include books, discussion groups, projects, 
mentoring, and sometimes internal or external coaching. These 
added activities reinforce the classroom message and accelerate 
the learning process. Think about your content and the various 
ways you can deliver it.

MODEL YOUR PROGRAM AFTER  
SOMETHING ESTABLISHED

Nothing says you must create a program from scratch, so look 
around before diving in. As you begin researching, you will 
quickly discover there is a large body of work that exists, and 
there are countless companies that have established solutions.  
A few ideas from one perspective paired with some from another 
and your knowledge of your participants and organization 
should save you some time and yield a custom-tailored approach 
that makes sense in your environment.

ALLOW TIME

Development isn’t instant. It takes time, and good leadership 
development programs build in space for life to happen and for 
participants to practice what they’re learning.

When you’re designing your program, be realistic about what 
you can accomplish in a given period, and know that an intensive 
six days is going to yield a different result than a thorough six 
months.

CHOOSE FACILITATORS AND COACHES  
PARTICIPANTS WILL RESPECT

Should we outsource the sessions? Should the same facilitator 
lead all the classroom portions of our program? Can we use inside 
resources to keep costs down? Maybe. Every one organization 
is its own animal. Some people like the continuity of using the 

WANT AN 
ORGANIZATION 

FILLED WITH 
GREAT LEADERS? 
Then Build Them From  

the Ground Up!
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A B W A  P E R S P E C T I V E S

KATE ZABRISKIE is the president of Business Training Works, Inc., a Maryland-
based talent development firm. She and her team help businesses establish 
customer service strategies and train their people to live up to what’s 
promised. For more information, visit www.businesstrainingworks.com. 

same instructor for all or most classroom sessions. 
Other organizations like to shake it up and bring in an 
expert for each topic. Just as with content selection, 
there isn’t a right answer, but there is a right approach. 
Think through various options and ask yourself what 
makes the most sense for your group.

MAKE IT SPECIAL

People who go through a selection process of some 
kind are usually more excited about participating 
in leadership development programs than their 
colleagues who enter programs that have a come-
as-you-are-and-when-you-like policy. Consider using 
a nomination and recommendation process when 
selecting your program’s participants.

SHOW BUY-IN FROM THE TOP

Buy-in from the top communicates a sense of 
specialness and commitment, and having the 
CEO or another senior member of leadership kick 
off a program can go a long way toward showing 
participants that the initiative is important. With 
advances in technology, the kickoff does not have to 
be in person or for that matter live. You can easily use 
video conferencing technology to broadcast or record 
a message.

DON’T USE MONEY AS AN EXCUSE TO DO NOTHING

If your business is so small that you only have one 
or two people to develop, consider signing the 
employee up for a public program. If that expense is 
still too much, think about partnering with another 
business or two and building something together. If 
that’s not practical, investigate internal mentoring and 
online learning. With what’s available for little or no 
cost, there’s just no excuse to do nothing.

EVALUATE YOUR EFFORTS

Landing on the perfect leadership development 
formula usually takes time. Furthermore, as changes 
occur in the world, most programs need a refresh. 
To stay current and to refine your approach, ask your 
program participants for feedback. If you’re sincere 
in your desire to improve, most people will usually 
give you sincere and helpful information. Listen to 
what they say and take the feedback to heart without 
taking it personally.

Growing leaders from the ground up takes time. 
Fortunately, the payoffs can be huge, and the 
investment is almost always worth the effort. If you 
start today, just think where your organization could 
be in a year or two.

 

LOOKED WHAT YOU MISSED 

#1 New York Times Best Seller! 
One reviewer wrote: Ms. Brené 
Brown has taught us what it means 
to dare greatly, rise strong, and 
brave the wilderness. Now, based 
on new research conducted with 
leaders, change makers, and 
culture shifters, she’s showing us 
how to put those ideas into 
practice so we can step up and 
lead.  
 

Get the Best Ideas and 
Strategies in Minutes 
from Today’s Top  
Business Books 
ABWA has teamed up with The Business Source to 
offer concise summaries of books you need to read. 
Each month, you’ll learn best practices and gain 
powerful insights from leading-edge thinkers, industry 
experts, and world-renowned business gurus...and 
the summaries take less than 20 minutes to read or 
listen to! Best of all, we’ve arranged a special price 
specially for ABWA members: 70% off the regular 
price (a savings of $91)! 

Watch your email on April 27, 2021 
for information on how to sign up 
during their limited enrollment 
period. 

 

 

http://www.businesstrainingworks.com


PLUS, if you 
recruit more than 3 

new members during 
the campaign, you will 
be added to a drawing 

for “bonus” prizes in the 
same pattern just in 

time for spring. 
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LEVEL

ENROLL TWO NEW MEMBERS

LEVEL

ENROLL THREE OR MORE NEW MEMBERS

This year, we asked our regional conference attendees to choose their favorite 
package of Vera Bradley accessories (VB) for recruiting, one, two or three new 
members during the spring campaign period. We are pleased to announce that the 
majority of members selected Package 1 which includes a Vera Bradley luggage tag, 
hanging organizer, and a duffle bag with luggage sleeve valued at almost $200 in a 
fun spring pattern (while supplies last).  

This campaign season, reach out to a woman who needs the support of a community 
of strong, smart and compassionate women. Ask her to attend a Chapter/Express 
Network meeting. Help her REIMAGINE HER FUTURE, by sharing the benefits of 
membership in ABWA. And if she joins, make sure YOUR name is listed as her sponsor 
to qualify for prizes. You will be recognized on the ABWA District Facebook pages 
weekly, for every member you sponsor too!  

SPRING MEMBERSHIP RECRUITMENT CAMPAIGN MARCH 1-MAY 31

YOUR LEAGUE AFFILIATION, YOUR LEAGUE’S ELECTED OFFICER, YOUR LEADERSHIP JOURNEY!

WE KNOW THAT ABWA  
IS AN ASSOCIATION THAT’S  

ALL ABOUT “CHOICE.”   
IN ABWA, YOU CHOOSE. . .

LEVEL

ENROLL ONE NEW MEMBER

1 2 3

WHIMSY LUGGAGE TAG HANGING TRAVEL ORGANIZER COMPACT WEEKENDER BAG 



A C H I E V E  N E W S L E T T E R  •  2 N D  I S S U E  2 0 2 1    1 5A publication of the American Business Women’s Association, ©2021 ABWA Management LLC

1,500 
THANK YOUS

ABWA would like to pay for $1,5001 
in accidental death and dismemberment 
insurance for you to show how much we 
appreciate your membership.

You must go online and con� rm your eligibility. 
Terms, conditions and exclusions apply. Help 
secure your family’s � nancial future today.

                           Go to:  
 myonlineinsurance.com/ABWA

1This product may not be available to residents of all states.
Benefi ts reduce by 30% at age 70. Insurance is underwritten by Federal Insurance Company, a Chubb 
company. For California Residents: Insurance product offered by Franklin Madison Insurance Services 
LLC. Underwritten by Federal Insurance Company. The coverage described in this literature may not be 
available in all jurisdictions. This literature is descriptive only. Actual coverage is subject to the language 
of the policy. Exclusions and limitations apply. Chubb, PO Box 1600, Whitehouse Station, NJ 08889.

Accept Your $1,500 No-Cost Coverage —
Visit: myonlineinsurance.com/ABWA 

“With Fisher, I’m excited by the 
opportunity to explore other 
career paths and become a 
female leader in the company, 
impacting the �rm and families!”
Samantha Torres is an Investment 
Counselor at Fisher Investments.

SAMANTHA’S JOB 
ALIGNS WITH 
HER VALUES.

Facebook.com/FisherCareers

Instagram.com/FisherCareers

LinkedIn.com/company/Fisher-Investments

READ HER FAIRYGODBOSS 
ARTICLE HERE

 CHANGING WOMEN'S  L IVES .  .  .  ONE WOMAN AT A T IME . ®

ONE MEMBERSHIP, 
A LIFETIME OF VALUE

A M E R I C A N  B U S I N E S S  W O M E N ’ S  A S S O C I AT I O N

LEVERAGE YOUR ABWA EXPERIENCE  
TO ADVANCE YOUR CAREER

JOIN US!

https://www. myonlineinsurance.com/~/default.aspx?prd=ADD&client=ABWA&newenrollment=1
https://www.fishercareers.com/?site_type=US
https://www.abwa.org/join-now/


 

Nothing will stop us from bringing business women together to connect, learn 
and grow! This year we’re going to meet again virtually for the 2021 National 
Women’s Leadership Conference to elect ABWA’s 2021-2022 National Board 
of Directors, celebrate member and league achievements, and enhance your 
effectiveness in your job or in your business with professional development 
seminars and discussions delivered by subject matter experts. 
More information coming soon! Mark your calendar for November 4-6, 2021 
for ABWA’s National Women’s Leadership Conference! 

Save the date! 
NOVEMBER 4-6 2021

BRINGING BUSINESS WOMEN TOGETHER, NO MATTER 
WHAT BARRIERS WE FACE, SINCE 1949!

OUR NEXT VIRTUAL NATIONAL  
WOMEN’S LEADERSHIP CONFERENCE

IS COMING THIS FALL! 

WHAT’S THE BUZZ ALL ABOUT?

http://www.abwa.org

