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Okay, you've decided to sell 
your business, or perhaps you ;re ready 
to plunge into buying a business. Are 
you going to tough it out alone, taking 
each step of this unfamiliar process as 
a novice, or  are you going to seek the 
help and advice of others? 

According to the International 
Business Brokers Association, Maine 
has six business brokerages that spend 
100 percent of their time helping people find the 
right business to buy or sellers find the right buyer. 
But, as  Portland-based business broker Glen Coo-
per points out, if you include the real estate compa-
nies that  also sell  businesses, there  are  about 22 
business brokerage firms in the state. 

B U Y I N G 
& 

S E L L I N G 
a 

B U S I N E S S 

Before diving into buying or selling a busi-
ness, be aware that there are methods and formulas 
that make life  easier when it comes to  striking a 
deal. There  are  workshops and books specifically 
devoted to  the  process, and  plenty of business 
people are willing to  tell their own war stories. 

What Buyers  Should  Ask  Sellers 
B Y G L E N C O O P E R , C B A 

There ar e seve n essentia l ques -
tions—actually, categorie s o f ques -
tions—that buyer s mus t as k seller s be-
fore buyin g a  business. They represen t 
information tha t buyers, as well as sell -
ers, mus t have . 

W h a t ' s t h e C o m p a n y ' s 

S t o r y ? 

Before buyer s loo k a t th e sale s 
and earning s o f a  business , the y 

need t o le t th e selle r tel l the m th e 

company story . W h e n an d wh y wa s i t 
started? Wha t is  specia l abou t it ? W h y 
does th e selle r wis h t o sell ? 

The answer s to these questions w i l l tel l 
a stor y int o wh ic h th e buyer s mus t fi t 
themselves. I f the y can' t pictur e them -
selves owning the business , they shouldn' t 
buy it . 
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Thank Yo u WBDC Donor s 
WBDC thank s thos e wh o contribute d t o it s annua l campaig n driv e 

during the las t quarter of 1996.W e truly appreciate your thoughtfulness an d 
efforts t o hel p strengthen the rol e of wome n i n business! 
Dawn Andersen , Dawn Anderse n Enterprises, And y LaCasse , Augusta 

Standish 
Karin Anderson, Alna 
Carol Brooks, Hampde n 
Linette Burns , Key Bank of Maine, August a 
Kelley Campbell-Dongo, Portlan d 
Virginia Caruso , Edward Jones & Co., 

Brunswick 
Lou Chamberland, Newburg h 
Maureen Chick , Bottom Lin e Accounting, 

Lisbon 
Jeannine Clark , Dresde n 
Vicki Clewley, The Maine InterWorks , Inc., 

Waterville 
Deborah Cole , Finance Authority o f Maine , 

Augusta 
Julia Comeau, Downeas t Temporar y Services , 

Bangor 
Jayne Crosby-Giles, Key Bank of Maine , 

Bangor 
Janice Edwards, Gold Lea f Restoration , 

Windham 
Sherri Eldridge , Coastal New England 

Publications, Inc. , Salisbury Cove 
Bonnie Erickson , Hallowel l 
Morris Fer , VR Business Brokers, Bangor 
Nancy Fritz , Owl s Hea d 
Ida Gammon Wilson , Hallowel l 
Jane Gilbert, Owl s Hea d 
Judith Grossman, Golden Hand Decoratin g 

Shop, West Rockpor t 
Donna L . Hathaway, CPA, Dover-Foxcrof t 
Deanne Herman , Watervill e 
Theresa Hodge , Topsham 
Lynn Jebbia, Mount Deser t 
Nikki Kagan , Kagan Marketing an d Research, 

Portland 
Governor Angus King and Mary Herma n 
Charlene Kemp , Charlie's Diner , Lewisto n 

Roberta Laverty , Mil o 
Patty LeBlanc, LeBlanc's Gourmet Lobste r 

Stew, Presqu e Isle 
Sherry LeBlanc , Randolph 
Mary Shainin , Lightbod y Art School, Guilfor d 
Linda Lockhart , Mancheste r 
Marlene Long , Lat e Bloomers , Breme n 
Rita Lovejoy , Greenvill e 
Mary Lynch , Center Genera l Store , 

Lincolnville 
Nancy Makin , Interiors , Waterville 
James C. McConnon, Jr., Orono 
Susan Mullins, Stenci l Works, Bango r 
Cheryl Munn , Gorha m 
Pamela Perry , Cas h Flow Solution s of Maine , 

Portland 
Carol Pettyjohn , Main e Educatio n and 

Training Export , Augusta 
Linda Piper , Edwar d Jones & Co. , Augusta 
Penny Plourde , Augusta 
Cathie Preyer , Stenci l Works, Bango r 
Ellie Rees, Sangervill e 
Gloria Richard , Richard Excavating-Lakevie w 

Haven, Leeds 
Helen Seidner-Vestal , US A Promotions, 

Plymouth 
Tonya Shevenell,  Colonia l Lif e & Accident 

Insurance Co. , Portlan d 
Devon Ra e Storman, Tumbleweed's , Oron o 
Duke Thatcher, Belfas t 
Nancy Tibbetts, Nanc y Tibbetts Trucking , 

Inc., Monmout h 
Marlee Turner , Norther n Pines , Inc., 

Raymond 
Rachel Wahrer, NASE , Ba r Harbor 
Myra White , Pape r Trails, Camde n 
Kit Whited, Unit y 

R E G I O N A L S T E E R I N G C O M M I T T E E S 
BANGOR 

Laura Emack , 567-343 7 
Janice Fleming , 942-231 5 

Joan Roberts , 990-210 2 
Gail Platts , 941-868 9 

BELFAST 
Gail Sawyer , 338-410 0 

Sue Black , 338-169 2 
Kay Retzlaff , 223-250 8 

Norma Littlefield , 338-425 4 

LEWISTON-AUBURN 
Trudy Haines , 783-897 3 
Pam Beliveau , 783-414 8 

Sonja Christiansen , 786-2632 
Patricia Clar k Estes , 783-302 5 

Anita Letendre , 786-296 7 
Sharon Nelson , 966-120 0 
Rebecca Webber , 784-456 3 

Nancy Beaule , 784-175 9 

MIDCOAST 
Debbie Leighton , 442-726 0 

Joanna Sampson-McCabe , 442-886 5 
Karen Brown , 729-654 5 
Eliza Allison , 882-713 1 

Deb Lewis-Gray , 725-284 2 

PISCATAQUIS 
Doris C. Desclos, 277-3382; 277-3942 

Barbara Ladd , 965-091 1 
Becky Morse , 695-382 5 
Leslie Owens, 876-369 4 
Carol Ripley , 924-385 9 

R O C K L A N D / T H O M A S T O N 
Judith Grossman , 236-0765 

Catherine Knowles , 372-6256 
Ria Biley , 596-565 0 

Myra White , 236-406 0 
Karol Skoby , 236-898 0 

Gina Fry , 596-6494 
Chuck Whitehouse , 236-862 8 
Mary Carrol l Root , 594-524 8 

RUMFORD 
Doreen Chartier , 545-262 4 
Barbara Gallant , 369-955 2 

Joseph E . Gabriel, 364-200 1 
Gale Packard , 364-200 1 

Reta White , 364-252 0 

SOUTHERN MAIN E 
Stella Holt , 324-265 6 

Lynn MacCannell , 324-815 8 
Dr. Cinnd i Davidson , 985-739 7 

Julie Dickerson , 967-2822 
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Bangor Area Protegees Graduate 
Barbara Bailey-Schmid t 
Bucksport Riversid e School , Bucksport 

Phyllis Boyd 
In Christ  We Stan d Ministries , 
Howland 

Lisa Esposito , Fairfield 

Julie Jackson 
My Littl e Friends Daycare, Corinn a 

Jan Kendy-Fragas 
In Stillness , Ellswort h 

Nadine Lewi s 

New Vision s Advertising, Ellswort h 

Nancy Lowr y 

Indian Meado w Herbals , Eastbroo k 

Brenda Mitchel l 
Once Upo n A Garden, Ellswort h WBDC wil l b e 

holding its 
annual auc -

tion this 
spring. No w 

is the time t o 
donate your 
goods and 
services to 
the auction 
by calling 
947-5990! 

Susan Mullin s 
Stencil Works , 
Bangor 

Cathie Preye r 
Stencil Works , 
Bangor 

Roseanna Rich 
Indian Meado w 
Herbals, Eastbroo k 

Valerie Russel l 
Smoke Signal s from 
Maine, Holde n 

Lynn Mari e Thibea u 
Old Tow n 

Emily Wetheral l 
3 Sister s Cafe, Brewe r 

Susan Brale y 

Coffee Express , Inc., Bango r 

Helen Calla n 

Prolog Learnin g Resources , Bangor 

Julia Comea u 
Downeast Temporar y Services , Bangor 
Patti Dows e 
ERDA, Inc. , Cambridg e 
Janice Flemin g 

Fleming Appraisa l Associates, Bangor 

Jennifer Hil l 
Rooted Communications , Belfas t 
Debbie Metzle r 
EMDC, Bango r 
Jeannie Moone y 
Studio Artist , Veazi e 

Carolee Moor e 
Key Bank of Maine , Bango r 

Gail Platt s 
In Calico , Glenburn 

Carol Riple y 
Carol's Country Crafts , Sangervill e 

Joan Robert s 
Career Masters , Bango r 

Patsy B.A . Thomas, CPA 
Hampden 

Alexandra Turall o 
Sew A Fine Seam , Bangor 

Bangor 

SEATED: Cathy Preyer , Valerie Russel , Phyllis Boyd; STAND-
ING: Susan Mullins, Bonnie Williams, Brenda Mitchell, Roberta 
Laverty, Barbara Bailey-Schmidt , and Julie Jackson. 

Thank You , WBD C 
Volunteers 

This month , W B D C thank s it s 
Loan Fun d Committe e member s 
who mee t monthl y i n August a t o 
decide which applicant s meri t Busi -
ness Growth Fun d loans , made avail -
able fro m Ke y Ban k an d adminis -
tered b y W B D C . 

Committee member s includ e 
Susan Giguere , Healthcar e Temp s 
and W B D C boar d member ; Mar y 
Ellen Johnston , Main e Departmen t 
of Economi c an d Communi t y De -
velopment an d boar d chair ; And y 
LaCasse, Ke y Ban k o f Main e i n Au -
gusta; Stephani e Lilly , Lewiston -
Auburn Economi c Growt h Counci l ; 
and Lo u Chamberland , W B D C ex -
ecutive director . 

Apology: I n th e Decembe r issu e 
of Developments  w e congratulate d 
our Conferenc e Plannin g Commit -
tee bu t neglecte d t o mentio n Pa t 
Knowles, Smal l Busines s Adminis -
tration, Augusta . Pat , w e appreciat e 
your inpu t an d attendanc e a t meet -
ings and woul d like t o than k you fo r 
helping t o pla n events for ou r mem -
bership an d th e public . 

HELP WANTE D 
Persons committed t o 

grassroots economic an d 
community development 
who ar e availabl e eve-

nings, have good commu-
nity contacts, some busi-
ness experience, and ca n 
train and suppor t small 

groups of busines s people 
to establis h peer-lending 

programs. You wil l b e pai d 
for group s formed an d 

trained. Cal l Mar y Denzer 
at WBDC , 207-442-7911, 

days; 207-882-7915, 
evenings and weekends ; o r 

e-mail to mdenze r 
@aol.com. 
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B Y P A M L E W I S 

In November , I  was par t of his -
tory i n th e makin g whe n I  joine d 
more than 150 affiliates o f Women's 
W o r l d Bankin g wh o ha d gathere d 
in Nairobi , Kenya , fo r it s biennia l 
conference—a brainstormin g ses -
sion—on ho w t o ge t wome n ou t o f 
poverty an d int o business . 

Jo in ing representative s fro m 
Bangladesh, th e Dominica n Repub-
lic, Philippines , Russia , Nepal , Eu-
rope, an d othe r point s worldwide , 
we discusse d method s an d plans t o 
enable low-incom e wome n t o star t 
and sustain businesses, and reviewed 
the constraint s me t i n eac h coun -
try. Surprisingly, we learned that w e 
shared man y simila r roadblocks. 

D id w e fin d tha t discouraging ? 
No! In fact, we fel t cause for celebra-
tion, fo r w e foun d commo n solu -
tions t o furthe r hel p wome n wit h 
low incom e t o succeed . Ho w could 
we fail ? 

There wil l b e man y memories o f 
individuals and events there in Kenya 
that I  wil l retai n forever , bu t wha t 
will always be foremost amon g them 
will be the accomplishmen t of many 
to arriv e a t common goals and solu-
tions—to empowe r ourselves . 

Nairobi itsel f wa s a  mesh o f th e 
exotic. I  remembe r especiall y th e 
city's warmth , the humidit y of th e 
climate, and the air made electric by 

the excitemen t o f Women' s Worl d 
Banking. 

Many of the clients of the Keny a 
Women's Finance Trust affiliate dis -
played thei r good s a t th e Mayfai r 
Court Hotel , wher e booth s spille d 
over wit h saris , beade d bags , silve r 
jewelry, fabrics , sisa l bags , an d T-
shirts. Client s an d affiliate s share d 
wonderful meal s and the Kenya n air 
at th e Oasi s Caf e besid e th e pool . 

During th e day , w e sa t i n ses -
sions a t th e Unite d Nation s build -
ing, share d eternal bus caravan s es-
corted by police and security guards, 
and listened to each other talk about 
starting ne w businesse s an d learn -
ing ho w t o becom e self-sufficient . 
We watched monkeys sit in the win-
dows o f th e hote l an d listene d t o 
endless storie s abou t delaye d an d 
rerouted planes. W e saw goldfis h a s 
big a s salmo n an d hear d frog s s o 
loud they would drown out any con-
versation. 

O n to p o f that , courteou s por -
ters greeted us with " jambo," a Kenya 
version o f "hello" ; cook s prepare d 
our eggs any way we wanted; and an 
average o f fiv e waiter s mad e sur e 
our coffe e cup s wer e full . 

Finally, I  carried hom e wit h m e 
the imag e o f golde n dr y grass tha t 
surrounded th e airpor t when w e ar-
rived. As we took off again, the gras s 
was gree n an d lush , thank s t o th e 
advent o f th e rain y season , whic h 
began th e da y afte r w e arrived . 

In November, WBDC Board 

Chair Pamel a Lewi s an d 

Executive Directo r Lo u 

Chamberland hoppe d a 

747 t o Keny a to  join 44 

other affiliate s o f 

Women's World Bank-

ing (WWB ) fo r it s 

biennual confer -

ence. Despit e th e 

heat, the y immedi-

ately got down to business — 

reviewing WW B goal s an d discussin g 

how to increase the scale of the world -

wide organizatio n i n orde r t o hel p 

more women . 

In existenc e fo r nearl y 2 0 years , 

WWB, an international women's credi t 

and financia l organization , ha s ex-

tended loan s an d suppor t to  wome n 

around th e glob e wh o wan t t o ge t a 

business venture up and running. WWB 

has four affiliates i n North America : in 

Montana, Philadelphia , Cape Breton , 

and Maine . Th e majorit y o f affiliate s 

are i n third-world countries . 

Everytwo years, WWB convenes at 

a new location somewhere i n the world 

(two year s ago , thei r conferenc e wa s 

in Mexic o City ; fou r years ago , i n At-

lanta) t o tak e it s pulse . Thi s year , i t 

focused o n strengthenin g affiliate s 

financially, t o mak e the m self-sus -

taining. Th e conference als o zeroe d 

in on strengthening th e ties between 

affiliates. 

As it turns out, the problem s faced 

by women in business around the globe 

are similar , albei t i n a  matte r o f de-

grees. Women , especiall y lower-in -

come women , encounte r roadblock s 

when the y nee d financing . The y ar e 

often no t taken seriously enough, and 

they are usually tied righ t up trying to 

balance famil y responsibilitie s wit h 

earning a  living . Soun d familiar ? 
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S Q U A R E D E A L fo r B U Y ER AN D SELLE R 
Get Ready , 

Get Set , Buy ! 
On October 14, 1996, papers were signed that handed over 

ownership of Deep Woods, a  Portland-based flooring company, 

to Michael Reardon. Deep Wood's  previous owner, Carol  Kelly, 

had started the company in 1985 with a partner and assumed 

full ownership in 1992. She decided to sell the thriving business 

to pursue other interests and hooked up with Mr .Reardon 

through Maine Business Brokers.  D e v e l o p m e n t s talked  with 

Ms. Kelly and Mr. Reardon separately, asking  them to share 

their own personal perspective on the buy-sell process as they 

currently pass through the  change of ownership. 

Long-Term Strategy  Pays  Off 
B Y J E N N I F E R H I L L 

Once sh e decide d t o sel l he r 
Falmouth floorin g business , Dee p 
Woods, Caro l Kell y too k th e kin d o f 
practical step s sh e ha s alway s take n 
in th e lif e o f he r business—she wen t 
to see a  broker. Glen Cooper , of Maine 
Business Broker s Network, suggested 
a selling price based o n hi s formulas , 
but sh e says , " I knew wha t I  had i n 
mind fo r a  price an d wouldn' t hav e 
sold fo r muc h less. " 

You see , busines s i s boomin g a t 
Deep Woods . 

Back i n 1985 , i t wa s jus t Ms . 
Kelly and her partner. The name an d 
showroom locatio n the y chos e wer e 
important, a s the y bot h kne w the y 
wanted t o buil d a  sellabl e entity . 
This strateg y create d a  long-ter m 
option, i n case they decide d thi s wa s 
not t o b e thei r lifelon g work . 

They develope d a  clientel e an d 
reputation that grew steadily throug h 
the late 1980s, despite a recession tha t 
rocked th e constructio n industry . 

"We woul d hav e mad e mor e 
money out of our garage, but the show-
room an d retail space gave us the vis -
ibility we neede d t o mak e a  name fo r 
our business, " say s Ms. Kelly. 

By 1992 , sh e ha d bought ou t he r 
partner an d continue d t o lea d th e 
company t o recor d growth . 

"What set s Dee p Wood s apart, " 
she says , "i s tha t we'r e a  retaile r a s 
well a s a  contractor . Fro m da y one , 
we targete d high-end , custo m wbrk . 
We worke d t o buil d a  reputation o f 
quality, bendin g ove r backwar d t o 
get peopl e wha t the y want. " 

Carol Kell y wa s i n he r earl y 20 s 
when sh e lef t college , wher e sh e 
majored i n financ e an d economics . 
She ha d discovere d tha t workin g i n 
an offic e wa s not  wha t sh e wante d t o 
do; wha t sh e wante d wa s t o operat e 
her ow n business . 

It wa s a  fluk e tha t helpin g he r 
friend t o san d floor s resulte d i n a 
business partnership . Alway s tas k 
oriented, sh e love d seein g 
the result s o f he r labor 
in a  shor t perio d o f 
time. O w n i n g thi s 
business was a grand 
scheme sh e coul d 
fully embrace . 

W h i l e col leg e 
courses i n finance an d 
economics prepare d 
Ms. Kell y fo r ownin g a 

V t o o d R o o r i n g Special ist s 

Contractor &  Retai le r 

Michael Reardon was no strange r 
to busines s no r th e worl d o f con -
tracting, when h e decided to buy th e 
hardwood-flooring company , Dee p 
Woods. Wha t h e didn' t anticipate , 
however, wa s th e all-consumin g na-
ture o f ownin g a  business . 

Following a  corporat e restruc -
turing a t U N U M , wher e h e wa s sec -
ond vic e presiden t o f corporat e ser -
vices, h e saw the opportunity to tur n 
a ne w pag e i n hi s professiona l life ; 
thus bega n hi s hun t fo r th e righ t 
business to own. An affinity to woo d 
led h i m t o Dee p Woods , whic h wa s 
on th e market , liste d wit h Busines s 
Brokers o f Maine . 

Two month s afte r h e an d Caro l 
Kelly close d o n th e sal e o f Dee p 
Woods, Mr . Reardon is immersed i n 
the detail s o f owning a thriving busi-
ness. Stil l o n a  learnin g curv e an d 
despite 12-hou r workdays , h e re-
mains exhilarate d b y hi s responsi -
bilities. Dee p Woods, which is base d 
in Falmout h an d cater s t o a  high -
end residential and commercial mar-
ket, employ s eigh t i n a  fast-pace d 
contracting environment . 

What h e ha s learne d include s 
not onl y ho w t o instal l hardwoo d 
floors an d meet the payroll , bu t also 
how t o bu y a  business. Mr . Reardo n 
said h e spen t severa l month s re-

searching ho w t o 
buy a  busines s 
and sough t th e 
advice o f many , 
including friend s 
w h o ar e s m a l l 
business owners , 
the Servic e Corp s 
of Retir e Execu -
tives ( S C O R E ) , 
a n d th e S m a l l 

Continued on  page 13 Continued on  page 13 

Developments, TH E MONTHL Y BULLETI N O F WBDC, 207-947-599 0 •  P O BOX 658, BANGOR , MAIN E 04402-065 8 •  FEBRUAR Y 1 997 •  5 



WBDC Expands  its 

Leadership Initiative 
Over the last few years, the concept of leadership has 

emerged a s a  ho t topic . Her e i n Main e an d beyond , 

many leadershi p program s and initiative s hav e sprun g 

up, som e especiall y fo r women . A  majorit y o f thes e 

programs, however , targe t middle - to upper-leve l man-

agers (usuall y corporate ) an d carr y a  hig h pric e tags . 

M a n y ar e mainl y academic , wit h fe w offerin g applica -

tions t o th e rea l world . 

Stay Tuned fo r 
WBDC's Upcomin g 
Business Workshop s 
Business w o r k s h o p s ar e he ld o n a regular l y s c h e d u l e d 
basis i n three loca t ion s t h r o u g h o u t M a i n e : 
• 3 6 P e n n Plaza , St i l lwate r Professiona l Park , B a n g o r 

• 36 1 M a i n Street , Bat h 

• B u s i n e s s I n f o r m a t i o n C e n t e r , 3 5 C a n a l S t r e e t , 
2 n d F loor , L e w i s t o n 

E a c h w o r k s h o p last s th re e h o u r s . Pleas e cal l W B D C a t 
2 0 7 - 9 4 7 - 5 9 9 0 fo r d a y , l o c a t i o n , a n d t i m e . Preregistra -
t ion i s essent ia l ; classe s m a y be c a n c e l l e d i f u n d e r -
reg is te red . 

• H O W T O C R E A T E A  B U S I N E S S O U T O F W H A T 
Y O U L O V E D O I N G ( C A B ) . D i s c o v e r y o u r s t rength s 
a n d skills , lear n h o w sel f k n o w l e d g e a n d p r o d u c t k n o w l -
e d g e c o m b i n e t o m a k e a  successfu l bus iness. 

through th e M S Foundatio n Collaborativ e Fun d fo r 

Women's Economi c Developmen t funding , wil l offe r 

something different . A t it s core , WBDC' s leadershi p 

project examine s relationship s and power structure s a s 

they exis t i n ou r worl d s o tha t w e lear n wise , respon -

sible, an d cooperative us e o f ou r own power . 

Since August, W B DC ha s been analyzin g leadership 

concepts, attitude s abou t socia l classes, economics , an d 

public polic y b y assessment s conducte d throughou t 

Maine. Som e fascinatin g discussions hav e occurre d and 

women everywher e ar e keen o n continuin g the dialog . 

WBDC's leadershi p initiative wil l continu e to : 

• addres s th e crucia l topic s o f economics , class , an d 

gender, whic h ar e o f particula r interes t t o th e M S 

Foundation 

• engag e i n a  redefinition o f th e ter m "leadership" 

• encourag e rura l an d low-incom e wome n t o partici -

pate, which will include an important segment of th e 

population whos e need s ofte n g o unheard ; 

• establis h leadershi p developmen t a s par t o f WBDC' s 

foundation; 

• buil d leadershi p trainin g fo r th e W B D C staff , board , 

and membershi p 

• becom e a  sustainable project , not grant-dependent , a s 

W B D C staf f becom e adep t a t leadershi p trainin g 

• sho w participant s how the y ca n advocat e chang e i n 

economic developmen t 

W B D C i s committe d t o keepin g it s member s in-

formed an d involved as thi s excitin g projec t unfolds . 

• W H A T Y O U R B A N K E R N E V ER T O LD Y O U A B O U T 
C R E D I T A N D L O A N S . T a k e th e myste ry o u t o f busi -
ness l o a n s — e v e r y t h i n g y o u r banke r neve r to l d y o u a b o u t 
business cred i t . H o w t o talk loan s t o y o ur lender ; h ow 
to get , read, a n d repair y o u r c red i t repor t . H o w t o 
ensure y o u d o n ' t tur n y o u r o w n loa n d o w n . 

• R E S O U R C E S F O R G R O W I N G A  B U S I N E S S . W h o m 
to c o n t a c t a n d w h a t to d o. D i s c o v e r resource s a n d skill s 
n e e d e d fo r star t ing o r e x p a n d i ng a  bus iness. 

• M A R K E T I N G O N A  S H O E S T R I N G . Lear n th e 
secrets of low b u d g e t m a r k e t i n g . D i s c o v e r the variet y o f 
marke t ing tool s avai labl e t o y o u a n d leave wi t h a  12-
m o n t h m a r k e t i n g p l a n . 

W B D C an t ic ipa te s tha t it s o w n l eadersh i p in i t ia t ive , 

Concerned about Maine's 
Highways an d Byways? 

Increasingly, th e M a i n e C h a m b e r an d Business 

Al l iance, o f w h i c h W B D C i s a m e m b e r, emphasize s th e 

need fo r st ron g act io n t o support Maine ' s transporta -

t ion infrastructure . Consequent ly , th e c h a m b er i s as-

sembl ing a  transportat ion advisor y commi t tee , whic h 

will examin e o f wide rang e o f transportat ion issues . 

T h e commit tee ' s advic e wil l b e submit ted t o th e 

c h a m b e r ' s boar d o f director s fo r fina l act ion . The 

c o m m i t t e e wil l mee t thre e o r four time s a  year o n an 

as -needed basis , a n d eac h meet in g wil l b e approxi -

mately tw o t o thre e hour s l o n g . To join th e commit tee , 

contac t W B D C executiv e directo r Lo u C h a m b e r l a n d , 

947 -5990 . 
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January 

1 5 Wednesday 
. L E W I S T O N - A U B U R N RE-
G I O N A L G R O U P , 6- 8 p.m . 

21 Tuesday 
• STARTIN G Y O U R O W N 

BUSINESS. Busines s Educa -
tion Semina r Series , spon -
sored by SCOR E of Por t land . 
1.4 p.m. , $20 , spac e limited . 
P re - reg is te r b y c a l l i n g 
SCORE, 772-1147 , 6 6 Pear l 
Street, Roo m 210 , Portlan d 
04101. 

• BUSINES S SHARING C O N -
FERENCE wit h 1 4 session s 
on custome r sat isfact ion , 
executive leadership , man -
agement o f proces s quality , 
a n d o p e r a t i o n a l resul ts . 
Share "Bes t Practices"—rea l 
companies sharing their suc-
cesses. Kenote speaker : Dan a 
Connors , Presiden t o f th e 
Maine C h a m b e r o f C o m -
merce an d Alliance . Spon -
sored b y th e Main e Qualit y 
Center i n partnershi p wit h 
the Ma in e C h a m b e r an d 
Business Alliance . $12 0 pe r 
p e r s o n , i n c l u d e s l u n c h , 
snacks, an d materials . Holi -
day Inn By-the-Bay , Portland . 
Call 946-468 7 fo r informa -
t i o n ; e -ma i l m q c @ b i d -
d e f o r d . c o m ; W e b P a g e : 
ht tp: / /www.biddeford.com/ 
mqc. 

23 Thursday 
• B U Y I N G A  BUSINESS . 

Business Educatio n Semina r 
Series, sponsore d b y SCOR E 
of Por t land . 1- 4 p .m. , $20 , 
space limited. Pre-registe r b y 
calling SCORE , 772-1147,6 6 
Pearl Street , Room 210, Port -
land 04 1 

• R O C K L A N D / T H O M A S -
T O N R E G I O N A L G R O U P 
MEETING, 5:3 0 p.m . 

28 Tuesday 
• M A R K E T I N G A N D 

SALES. Busines s Educatio n 
Seminar Series , sponsore d 
by SCOR E o f Por t land . 1- 4 
p.m. , $20 , spac e limited . 
P re - reg is te r b y c a l l i n g 
SCORE, 772-1147 , 6 6 Pear l 
Street, Roo m 210 , Portlan d 
04101. 

February 

4Tuesday 
• STARTIN G Y O U R O W N 

BUSINESS. Busines s Educa-

tion Semina r Series , sponsored 
by SCOR E o f Por t land . 1- 4 
p.m., $20 , spac e limited . Pre -
register b y calling SCORE , 772 -
1147, 6 6 Pear l Street , Roo m 
210, Portlan d 04101 . 

• L A B O R ISSUE S F O R U M . 
Portland Regency , 7:30-9:3 0 
a.m. Sponsore d b y th e Main e 
Chamber an d Busines s Alli -
ance. Cal l 774-100 1 fo r infor -
mation 

• R U M F O R D R E G I O N A L 
G R O U P meeting , 5:3 0 p.m . 
Call Doree n Chartie r fo r loca -
tion, 545-262 4 

5 Wednesday 
• BELFAS T REGIONAL G R O UP 
M E E T I N G , 6- 8 p .m . 

6 Thursday 
• P I S C A T A Q U I S R E G I O N A L 
G R O U P M E E T I N G , 8:30-1 0 
a.m. 

11 Tuesday 
• P L A N N I N G A N D B U D -

G E T I N G . Busines s Education 
Seminar Series , sponsored b y 
SCORE of Port land. 1  -4 p.m. , 
$20, spac e limited . Pre-reg -
ister b y callin g SCORE , 772 -
1147, 6 6 Pear l Street , Roo m 
210, Portlan d 04101 . 

1 2 Wednesday 
• B A N G O R R E G I O N A L 
G R O U P M E E T I N G , n o o n -
1:30 p .m . 

W3DC REGIONA L GROUPS 
Regional Support  for  Women  Business  Owners 

Women's Business  Development 
Corporation's Regional  Groups  meet  monthly 
in their communities. Business  owners gather 
to learn  from  each  other,  and  share 
experiences, triumphs,  and  hopes  for  the 
future. Through invited  speakers, participants 
learn about  business.  Entrepreneurs  are 
invited to  bring  business  cards,  brochures, 
and samples  of  work to display.  All  meetings 
are free  and  open  to  the  public. 

B A N G O R A R E A 
February 12 , Wednesday , noon-1:3 0 p.m. , 
W B D C ' s main office , Stillwate r Professiona l 
Park, 36Pen n Plaz a (neartheBangorMal l ) , 
Bangor. 

W O M E N E N T R E P R E N E U R S O F B E L F A S T 
( W E B ) 
February 5 , Wednesday , 6  p.m. , Belfas t 
Free Library , Abbot t Room . Call Kay Retzlaff 
for details , 338-6468 . 

L E W I S T O N / A U B U R N 
February 19 , Wednesday , 6- 8 p .m. , Busi -
ness Informatio n Cente r (BIC) , Bate s Mil l 
Complex, 3 5 Cana l Street , Lewiston . 

M I D C O A S T 
February 18 , Tuesday , 6:3 0 p.m . networking ; 
7 p.m . meetin g begins , Bat h Polic e Depart -
ment conferenc e room , 25 0 Wate r Street , 
Bath. 

P I S C A T A Q U I S 
F e b r u a r y 6 , T h u r s d a y . 8 : 3 0 - 1 0 a . m . 
T h o m p s o n Fre e Librar y Meet in g Room , 
Dover-Foxcroft. 

R O C K L A N D / T H O M A S T O N 
February 27 , Thursday , 5:3 0 p.m . network -
ing, 6  p.m . meeting . Stell a Mari s House , 14 8 
Broadway, Rockland . Topic : Introductio n t o 
the Interne t wit h Te d Skowronski , ChelTe d 
Gallery, Inc . Fo r details , cal l 596-7230 . 

R U M F O R D 
February 4 , Thursday , 5:3 0 p .m . Cal l Doree n 
Chartier, 545-262 4 fo r location . 

S O U T H E R N M A I N E B U S I N E S S W O M E N ' S 
N E T W O R K 
February 13 , Thursday , 6:3 0 p.m . (network -
ing); 7  p.m . (busines s meetin g begins) ; Hun -
tington C o m m o n , Ross Road, Kennebunk. Fo r 
more information , cal l Lynn MacCannell, 324 -
8158, o r Stell a Holt , 324-2656 .  
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1 3 Thursday 
• S O U T H E R N M A I N E BUSI -
N E S S W O M E N ' S N E T W O R K 
M E E T I N G , 6:3 0 p.m . 

18 Tuesday 
• M I D C O A S T R E G I O N A L 
G R O U P M E E T I N G , 6:3 0 p.m . 

• S T A R T I N G Y O U R O W N 
BUSINESS. Busines s Educa -
tion Semina r Series , spon -
sored b y SCOR E of Por t land . 
1 -4 p.m. , $20 , spac e limited . 
P r e - r e g i s t e r b y c a l l i n g 
SCORE, 772-1147 , 6 6 Pear l 
Street, Roo m 210 , Portlan d 
04101. 

1 9 Wednesday 
• L E W I S T O N - A U B U R N RE-
G I O N A L G R O U P M E E T I N G , 
Lewiston, 6- 8 p .m . 

25 Tuesday 
• M A R K E T I N G A N D SALES . 

Business Educatio n Semina r 
Series, sponsore d b y SCOR E 
of Por t land . 1- 4 p.m. , $20 , 
space limited. Pre-registe r b y 
calling SCORE , 772-1147 , 6 6 
Pearl Street , Roo m 210, Port -
land 04101 . 

• W H A T W O M E N N E E D T O 
K N O W . A  Women ' s Foru m 
developed b y th e Institut e 
for F a m i l y - O w n e d Busi -
nesses, Universit y o f South -
ern Maine . Th e progra m wil l 
focus o n th e right s an d re-
sponsibilities of stockholders , 
directors, employees , peace -
makers , a n d o t h e r role s 
women ofte n pla y in the fam -
ily business . $15 . Cal l Dre w 
Masterman, 780-5925 , fo r 
information. 

27 Thursday 
• R O C K L A N D / T H O M A S -
T O N R E G I O N A L G R O U P 
M E E T I N G , 5 :3 0 p . m . , 
Rockland 

Upcoming 
• CO-ENTREPRIS E '97, thir d 
annual networkin g confer -
ence betwee n Main e an d 
Quebec t o b e hel d Apri l 2 3 
and 2 4 a t the Samose t Resor t 
in Rockport . Th e busines s 
matching opportunitie s o f 
Co-Entreprise allow s Main e 
companies t o pai r with Que -
bec businesse s intereste d i n 
subcontracting, manufactur -
ing agreements , distributio n 
networks, researc h an d de -
velopment, sharin g comple -
mentary produc t lines , an d 
investment opportuni t ies . 
For mor e information , cal l 
Kristin Smith , Main e C h a m -
ber an d Busines s Alliance , 
623-4568, ext . 11 . 

Programs 
• W O R K P L A C E H E A L T H 
A N D SAFET Y C O U R S E S , al l 
free an d sponsore d b y th e 
Maine Departmen t o f Labor , 
Bureau o f Labo r Standards. A 
variety o f classe s will b e hel d 
throughout th e yea r focus -
ing o n OSHA , safet y man -
a g e m e n t fo r supervisors , 
bloodborne pathogens , er-
gonomics, electrica l safety , 
health hazard s i n construc -
tion, an d trenchin g an d ex-
cavat ion. Fo r information , 
write Patti e Page , Safet y Di-
vision, 8 2 Stat e Hous e Sta -
t ion, August a 04333-0082 , 
or fa x 624-6449 . 

• T H E S P A C E A T SIL O i n Mt . 
V e r n o n offer s year - roun d 
c lasses , w o r k s h o p s , a n d 
events. Program s inc lud e 
Yoga; Ta i C h i ; African-in -
spired Drumming ; Belly , Ec-
static, an d Africa n Dance ; 
Feldenkrais; Authentic Move -
ment; Sin g Like You Feel ; sea 
sonal celebrations; children' s 
drum; an d danc e classes . Fo r 

information, cal l 293-2239 , 
or write R R 2, Bo x 1900 , Mt . 
Vernon 04352 . 

• ENTREPRENEURSHI P A N D 
S M A L L B U S I N E S S P R O -
G R A M , program s fo r market -
ing, growth, an d expansion a t 
the Schoo l o f Business , Uni -
versity o f Souther n Maine . 
USM offers courses at its School 
of Business , 780-4020; a  Pre -
mier FastTra c Entrepreneuria l 
Educat ion Program , 780 -
5929; The Institute for Family -
owned Business , 780-5929 ; 
and th e Main e Smal l Business 
Development Center , 780 -
4420. Fo r informatio n abou t 
the Entrepreneurshi p an d 
Small Busines s Program a t 6 8 
High St. , Portland , cal l 800 -
800-4876, ext . 5919 ; o r 780 -
5919. 

Ongoing 
• M A I N E S O F T W A R E 
D E V E L O P E R S ' A S S O C I A -
T ION meet s fo r networkin g 
and t o hea r speaker s o n th e 
second Wednesda y o f eac h 
month, 7-8:3 0 a.m. , Execu -
tive Dinin g Room , Phas e I I 
B u i l d i n g , U N U M , O u t e r 
Congress Street , Portland . 
C o n t a c t Joa n M e a d o w , 
8 6 6 - 0 4 9 6 , o r e - m a i l : 
MeSDA@satum.caps.maine.edu. 
All ar e welcom e t o attend . 

• Z O N T A C L U B M E E T I N G . 
Zonta, a  worldwid e servic e 
organization o f busines s ex-
ecutives wh o wor k t o im-
prove the legal , political , eco -
nomic, an d professiona l sta -
tus of women, meet s th e firs t 
Monday o f eac h mont h a t 6 
p.m. a t th e Hillto p Restau -
rant, El lsworth . Cal l Brend a 
Cartwright, 667-9062 . 

• T H E T U E S D A Y F O R U M . 
Network ing meet ing s fo r 
working wome n offerin g sup -
port an d th e pportunit y fo r 

b u s i n e s s a n d p e r s o n a l 
g r o w t h , n o o n - 1 p . m . , 
Penobscot Inn , Mai n Street , 
Bangor . Non-member s wel -
come. Fo r more information , 
call Hele n M u n s e y , 848 -
3417. 

• G R E A T E R B A N G O R C H A P -
TER O F N O W. Meet s th e sec -
ond Monda y o f ever y mont h 
at th e Peac e and Justic e Cen-
ter, Bangor . Cal l 989-330 6 
or 825-3962 . 

• SISTERSPAC E W O M E N ' S 
RESOURCES, 33 7 Wate r St. , 
A u g u s t a , i s ope n Tuesda y 
through Saturday , 1 0 a.m. -
5:30 p .m. , wit h regularl y 
scheduled luncheons , discus-
sion groups, and round-tables . 
For informatio n o r brochure , 
call 621-2994 . 

• M A I N E C E N T E R S F O R 
W O M E N , W O R K , A N D 
C O M M U N I T Y , wit h office s 
in Presqu e Isle , H o u l t o n , 
Bangor , El lsworth , Skow -
hegan, Farmington , Water -
vi l le , A u g u s t a , Lewis ton , 
Brunswick, Thomaston, Port -
land, an d Saco , offe r a  wid e 
array o f fre e service s fo r 
women wishin g t o star t a 
business, fin d employment , 
or becom e a  communit y ac-
tivist. Workshop s cove r en-
trepreneurial training , self -
esteem, assertiv e communi -
cation, caree r lif e planning , 
and ho w t o b e a n effective , 
skilled employee. Referral s t o 
education, training , an d jo b 
opportunities ar e provided . 
Call 800-442-2092 . 

• TH E INVENTREPRENEURS ' 
F O R U M . Meet s th e first or sec-
ond Tuesda y o f eac h month , 
6:30-9 p.m . Fre e a t th e US M 
campus Center s A , B , C, Port -
land. Cal l Jak e Ward , 581 -
1488, o r Do n Forrester , 797 -
3985, fo r information . 
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Online Seminar  for  Small  Business 
W B D C wil l sponso r a n onlin e 

seminar that will provide small busi-
ness owner s i n Main e a n opportu -
nity t o develo p collaboratio n skill s 
and lear n how t o researc h business -
related information on the Internet . 
A tota l o f 3 0 smal l busines s owner s 
from northern , central , an d coasta l 
Maine wil l wor k togethe r t o solv e 
business problems and hone Interne t 
skills to furthe r their business goals. 
The semina r wil l b e spli t int o fou r 
sessions, two online and two in desig-
nated locations. Meeting locations will 
be at the Market Development Cente r 
in Bangor ; the Busines s Informatio n 
Center, Lewiston ; and at Coasta l En-
terprises, Inc. , Wiscasset . 

Participants must hav e acces s t o 
e-mail, th e Web , an d hav e basi c 
online skills . The y also must hav e a 
new o r existing smal l or micro busi-
ness, o r hav e a  clea r busines s pla n 
with which to start one. Participant s 
must commi t a t leas t thre e hour s a 
week t o assignment s an d partici -
pate i n onlin e discussions . 

W B D C member s wil l ge t a  $1 5 
discount o n th e cours e ($7 0 instea d 
of $85 ; scholarship s ar e available) . 
T o registe r g o t o h t t p : / / 

meonline.com/register.html an d fil l 
out th e form . Fo r information, cal l 
Alina Blakelsey , 397-4272 , e-mai l 
ablakes@somtel.com 

Seminar Date s 
Session One : Orientation 

• Grou p 1 , Tuesday February 18 , 

Business Informatio n Center , 

Lewiston-Auburn 

• Grou p 2 , Wednesday , Febru -

ary 19 , Marke t Developmen t 

Center, Bango r 

• Grou p 3 , Thursday , February 

20, August a 

Session Two : Online,th e las t wee k 

of Februar y 

Session Three : Onl in e Marketin g 
Chat Forum . Participant s wil l mee t 
online on Wednesday, Marc h 5, from 
7-9 p.m . 

Session Four : Pullin g it al l together, 
feedback, an d nex t steps . 

• Grou p 1 , Tuesday , Marc h 11 , 
Lewiston-Auburn 

• Grou p 2 , Wednesday , Marc h 
12, Bango r 
• Grou p 3 , Thursday , March 13 , 
Augusta 

I n s t r u c t o r s 
ALINA BLAKESLEY , B.S. , i s the 

founder o f ME OnLin e Consultin g Ser -
vices, which specialize s in Internet train -
ing for businesses, non-profit groups, the 
education community , an d the general 
public. Activities include developing and 
teaching Interne t courses, leading work -
shops, newslette r publishing , writing in-
structions for online procedures , informa-
tion management , an d researc h utilizin g 
the Internet . Sh e ha s taugh t numerou s 
internet trainin g course s at University of 
Maine i n Farmington , Augusta , and 
Brunswick, a t the Lewiston-Auburn Col -
lege and Economic Development Centers. 

CLAIRE M.WHITMOR E i s co-owner 
of Th e Compute r Department , Inc. , a 
computer sale s and consultin g business 
based in Readfield. Clair e ha s bee n pri -
marily involve d with software setu p an d 
education fo r smal l businesse s and per-
sonal use . Sh e ha s bee n teachin g com -
puter classes for the local adult education 
program an d throug h he r ow n business 
for the pas t 10 years. She also specializes 
in Internet training, focusin g on market -
ing, an d ha s given man y Interne t work -
shops at conferences and at Communit y 
Training Centers . A n entrepreneu r her -
self an d an active membe r o f Women's 
Business Developmen t Corporation , 
Claire ha s had much exposur e t o th e 
world o f entrepreneurs . 
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W B D C W E L C O M E S 

Great Norther n Recycling , Inc. 
P.O. Bo x 219 
Mechanic Falls , ME 04256 
(207) 345-330 0 

Patricia Bree d 
24 Harbo r Roa d 
Camden, M E 04843 
(207) 236-683 1 

Deb Burwel l 
Deb Burwell , Educationa l 

Consultant 
RR 2, Bo x 2502 
Belfast, M E 04915 
(207) 338-216 2 

Helen Calla n 
Prolog Learnin g Resource s 
P.O. Bo x 8007 
Bangor, M E 04402 
(207) 942-424 0 

Verna Cox 
Cox Enterprise s 
RR 2, Bo x 245 
Verona Island , M E 04416 
(207) 469-640 2 

Bonnie Dwye r 
Simply Photo s 
23 Myrtl e Stree t 
Manchester, M E 04351 
(207) 622-620 2 

Sherri Eldridg e 
Coastal Ne w England Publica -

tions, Inc . 
P.O. Bo x 55 
Salisbury Cove , ME 04672 
(207) 288-898 8 

Elaine Godi n 
Roy's Beaut y Salo n 
48 Third Stree t 
Auburn, M E 04210 
(207) 784-636 1 

Karen Hendrickso n 
Creative Stres s Managemen t 
RR 1, Bo x 10 6 
Canton, M E 04221 
(207) 597-254 7 

Carolyn Houghto n 
D-Arrow, Inc . 
24 Lun t Roa d 
Brunswick, M E 04011-7288 
(207) 725-474 8 

Lynn Jebbia 
Sunrise Count y Economi c 

Council 
P.O. Bo x 679 
Machias, M E 04654-6079 

Barbara Jessen 
1 3 Lowel l Far m Roa d 
Falmouth, M E 04105 

Nanney Kenned y 
Sea Colors/Meadowcrof t 
45 Hopkin s Roa d 
Washington, M E 04574 
(207) 845-258 7 

Joyce Kleffne r 
UM Cooperativ e Extensio n 
RFD 5, Bo x 508A, 

Boggy Broo k Roa d 
Ellsworth, M E 04605 
(800) 287-147 9 

Patricia Knigh t 
Spiritual Treasure s 
1 36 Mai n Stree t 
Biddeford, M E 04005 
(207) 282-270 6 

Kathleen Kovelesk i 
Sewin Wil d Oat s 
P.O. Bo x 795 
Bethel, M E 04217 
(207) 364-906 5 

Stephanie Lill y 
Lewiston-Auburn Economi c 

Growth Counci l 
P.O. Bo x 118 8 
Lewiston, M E 04243-1188 
(207) 784-016 1 

Norma Littlefiel d 
Norma's Nimbl e Thimbl e 
120 Unio n Street , #A 1 
Belfast, M E 04915 
(207) 548-265 8 

Katherine Lyon s Bridg e 
The LightForc e Resourc e 

Network 
P.O. Bo x 629 
Kennebunkport, 

ME 04046-0629 
(207) 967-467 6 

Barbara Mahone y 
Project Staffing , Inc . 
P.O. Bo x 490 
Brunswick, M E 04011 
(207) 725-252 8 

Bonnie McPhe e 
Dirigo Investment s 
98 Mai n Stree t 
Ellsworth, M E 04605 
(207) 667-996 3 

Evelyn Meserv e 
30 Leavit t Street 
Auburn, M E 04210 

Marie Michau d 
Standard Waterproofing , Inc . 
P.O. Bo x 380, Nec k Roa d 
China, M E 04926 
(207) 968-260 0 

Ann Mill s 
Ann Mill s Voic e Studi o 
P.O. Bo x 3 
Lincolnville Beach , 

ME 04849-0003 
(207) 947-888 8 

Rebecca Mors e 
Kids Tim e 
P.O. Bo x 715 
Greenville, M E 04441 
(207) 695-382 5 

Ellie Ree s 
Love Elli e 
North Mai n Stree t 
Sangerville, M E 04479 
(207) 876-440 2 

Joan Robert s 
Career Master s 
61 Mai n Street , Suit e 5 5 
Bangor, M E 04401 
(207) 990-210 2 

Marika Savo y 
Marika's Kitchen/Laura' s 

Scottish Baker y 
RR 1, Bo x 20 9 
East Sullivan , M E 04607 
(207) 422-230 0 

Susan Sharp e 
Record Keeper/Applewoo d 

Farm 
RR 1, Box 102 
Franklin, M E 04634 
(207) 565-302 4 

Jane Simpso n 
The Cat' s Meo w 
9 Harlo w Stree t 
Scarborough, M E 04074 
(207) 883-961 1 

Linda Sivic k 
RR 1, Bo x 1080 
Frankfort, M E 04438 

Cheryl Steven s 
Accounting &  Information 

Systems 
19A Prince s Poin t Roa d 
Yarmouth, M E 04096 
(207) 846-013 3 

Dorothy Torre y 
Economic &  Communit y 

Connections 
P.O. Bo x 14 0 
Prospect Harbor , M E 04669 
(207) 963-788 8 

Need money and 
support for you r smal l business? 
Working Capital groups give credit, business 

training, and support to micro-business 
owners. Working  Capital groups are peer-

lending groups that govern themselves, loan 
money made available by WBDC to each 

other, and learn business skills. Call for the 
date, time, and location of the next informa -

tional meeting, 947-5990. 
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NEW &  RENEWIN G 
M E M B E R S 

Jane Allemann Vick i Griffi n 
106B E . Broadway Paralega l Assistanc e 
Bangor, M E 04401 3 0 Hale y Stree t 

Lewiston, M E 04240 
Peggy Blackma n (207 ) 782-327 5 
Multi-Purpose Totes , Inc . 
P.O. Bo x 137 Su e Crosjean 
Turner, M E 04282 Ho g Bay Pottery 
(207) 225-202 5 Bo x 1 75 

Franklin, M E 04634 
Bernadette Boldu c 



S p r i n g M e n t o r i n g 

C y c l e s R e a d y t o R o l l 
W B D C ' s Busines s M e n t o r i n g 

Program wi l l begi n severa l six -
m o n t h cycle s thi s s p r i n g i n 
Farmington, Rockland , and Dover -
Foxcroft. Thos e wishin g t o sig n u p 
as eithe r a  protege e o r a  mento r 
need t o appl y no w t o mee t a  Marc h 
1 applicatio n deadline . 

A W B D C protege e i s usuall y a 
woman wh o ha s bee n i n busines s 
approximately one yea r and is ready 
to gro w he r busines s wit h th e hel p 
of a  mentor . A  mento r i s a  woma n 
who ha s been i n business or worked 
in an executive capacity for approxi-
mately fiv e year s an d i s willin g t o 
volunteer abou t fou r hours a  month 
for si x month s helpin g a  protege e 
set an d accomplis h busines s goals . 

Traning classes are held one da y 
a month. Mentor support is one hou r 
a week. Cal l W B D C fo r a  mentor o r 
protegee applicatio n a t 947-5990 . 
Class spac e i s limited . Fo r more in-
formation, cal l Roberta Laverty, 947 -
5990; Mar y Denzer , 442-7911 ; o r 
Sonja Christiansen , 783-2770 . 

The Main e Centers fo r Women, Work , an d Communi t y presentedjuli e 
Comeau, owne r o f Downeas t Temp s Staffin g Services , wit h it s 199 6 
Partners in Change Award on Decembe r 9 . The award recognizes exemplar y 
employers wh o hav e supporte d wome n entering , re-entering , o r retraining 
for the workforce , an d presented collaborativel y wit h th e nationa l affiliate , 
Women Work! , Th e Nationa l Networ k fo r Women' s Employment . 

Julia's two office s o f Downeas t Temp s Staffing Service s ar e in El l sworth 
and Bangor . I n addition t o W B D C , Juli a volunteers a t the Bango r Chamber 
of Commerce , the Bango r Rotary, Veazie Economi c Development Commit -
tee, an d Veazi e Garde n Club . Sh e ha s als o bee n appointe d co-chai r o f th e 
Governor's Plu s 1  Campaig n Advisory Committee, organize d t o hel p eco -
nomic growt h i n Maine . 

A m y Knowles , founde r an d presiden t o f Quiescenc e C o m p a n y i n 
Cushing , i s circulatin g an inaugura l issue o f he r mail-orde r catalog, whic h 
lists books, tapes , and other material s dedicate d t o self-help . Amy' s ventur e 
is th e onl y sourc e o f specialize d material s an d title s tha t focu s o n psychol -
ogy, self-help , addictio n an d recovery , eatin g disorders , healt h crises , spiri -
tuality, inspiratio n and meditation, an d children and teen issues. More tha n 
175 entrie s fil l ou t th e catalog , whic h ca n b e obtaine d fre e b y callin g 800 -
205-5860 (ou t o f state) ; 800-293-687 1 (in-state) ; faxin g 354-2443 ; o r 
e-mailing quies@midcoast.com. 

Kay Retzlaff , proprieto r o f Writer s a t Large , a  Belfast-base d publi c 
relations company , i s teachin g a  cours e o n publicit y fo r businesse s an d 
public servic e group s thi s semeste r i n Belfast . Th e cours e i s offere d i n 
conjunction wit h th e Belfas t Are a Chambe r of Commerc e an d Ka y will b e 
covering topic s suc h a s writin g pres s releases ; advertisement , newsletter , 
and brochur e design ; an d Interne t use . Fo r information, cal l 338-3197 . 
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BUYING &  SELL IN G 
C O N T I N U E D F R O M P A G E 1 

Is it a story o f a shaky operatio n 
that i s too ne w o r i n decline? I s th e 
business establishe d an d steady ? 
Does i t hav e a  good reputatio n an d 
growth rate? Whatever the compan y 
story, buyers mus t hav e th e motiva -
t ion t o ente r th e stor y a t thi s stag e 
and carr y th e busines s forward . 

The sal e of The W h ip and Spoon, 
a gourme t ki tche n specialty shop i n 
Portland, i s a n exampl e o f ho w a 
company stor y create s buye r pros -
pects an d value . Th e W h i p an d 
Spoon ha d suc h a n attractiv e stor y 
that buyer s rushe d t o tr y an d bu y 
the business ! 

What I s th e Number s 
Story? 

Most buyer s kno w t o as k abou t 
the sale s an d earning s history . Buy -
ers wan t t o kno w the business ' his -
toric income and expense level s and 
whether incom e and profi t margin s 
are increasin g o r decreasing . Bu t 
these numbers als o tell a  "numbers " 
story, on e tha t shoul d be combine d 
wi th th e compan y stor y fo r a  com -
plete tel l ing . 

A mos t pertinen t questio n is : 
"Where doe s th e busines s g o fro m 
here?" 

Yesterday's incom e an d profit s 
were probabl y create d b y th e ac -
tions (o r inactions ) o f th e owner . 

S tatistics indicat e tha t mor e tha n 
90 percen t o f buye r prospect s 
who cal l on business-for-sal e ads 

are unqualified.To weed the field , bro -
kers use fou r methods to protect sellers: 

1. Buyer s are screened. 

2. Potentia l buyers are required to sign 
confidentiality agreements. 

3. Busines s brokers usually run "blind " 
ads an d listing placements . 

4. In special cases, brokers plan a phased 
release o f financia l an d proprietar y 
information a s buye r sincerit y an d 
trustworthiness ar e assesse d durin g 
negotiations. 

W i l l th e ne w owner' s 
actions b e different ? 
What impac t w i l l th e 
new owner have on th e 
operation? 

S m a l l b u s i n e s s 
revenues ar e no t a s 
eas i ly p r e d i c t e d a s 
those o f large r busi -
nesses. A  chang e o f 
ownership ca n hav e 
d r a m a t i c pe r fo r -
mance results . 

What's th e 
Workstyle? 

In thi s case , workstyl e refer s t o 
how th e curren t owne r make s th e 
business work . Buyer s mus t inter -
view the selle r carefully. It's no t jus t 
the numbe r o f hour s th e curren t 
owner put s in that counts , it' s wha t 
the owne r doe s durin g those hours . 
A n d wha t doe s th e busines s requir e 
of th e ne w owner ? Sometime s wha t 
the curren t owne r i s doin g i s no t 
what th e ne w owne r shoul d do ; i n 
most cases , ne w owner s choos e t o 
be different . That' s usuall y good! 

How's th e 
Workspace? 

Is the workspac e appropriate fo r 
the production of the business' prod-
uct o r service ? I s i t accessibl e t o 
customers? I f buyin g th e busines s 
involves th e purchas e o f real estate, 
most buyer s fee l protecte d b y cur -
rent disclosur e requirements . Bu t 
when buying or just leasing a physi -
cal space , buyer s mus t as k question s 
about th e workspac e tha t ar e be -
yond the legall y required disclosures. 

Is th e workspac e compatibl e 
wi th productio n an d marketing ? I s 
it righ t fo r growth ? 

Where I s th e Industr y 
Going? 

Every busines s i s affecte d b y 
larger trends , especiall y those o f it s 
industry. Buyer s need t o as k seller s 
what the y kno w abou t th e trend s 

O O P E R 

and trad e practices . In -
dustry an d trad e asso -
ciations ar e ofte n goo d 
sources fo r information. 
Buyers nee d t o analyz e 
the impor tan t trend s 
and, thoug h the y nee d 
to protec t th e confiden -
tiali ty o f th e business , 
they ar e no t prevente d 
from doin g confidential 
research. 

Where I s th e 
Competi t ion? 

Sellers are often ou t of touch wit h 
the newe r source s o f competition . 
Even i f a buyer is given a complete lis t 
of competitor s by the seller , the buye r 
should step back and take a long view. 
Call ing an d visitin g competitor s i s 
usually acceptabl e behavior , a s lon g 
as th e sellin g company' s confidenti -
ality i s maintained. Seller s wi ll ofte n 
insist on stric t compliance with non -
disclosure agreement s the y requir e 
buyers t o sign . Whe n competitor s 
know anothe r i n their business i s for 
sale, they ca n easily launch a damag -
ing effor t t o recrui t employee s an d 
customers. 

What Ar e th e Terms ? 
Buyers nee d t o understan d th e 

asking pric e an d terms . T o perfor m 
all th e du e diligenc e homework re -
quired t o analyz e an y busines s ac -
quisi t ion withou t knowin g the pos -
sible terms ca n be a  real time waster . 
If a  selle r doesn' t see m t o hav e a 
common-sense approac h t o the price 
and term s o f th e business , buyer s 
are bes t advise d t o mov e on ! 
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G E T R E A D Y , G E T S E T 
C O N T I N U E D F R O M P A C E 5 

Business D e v e l o p m e n t C e n t e r 
(SBDC) a t th e Universit y of South -
ern Maine . Wi t h al l that , h e stil l 
wishes he' d don e mor e research . 

"Don't underestimat e th e leve l 
of preparatio n needed," h e warned . 

Coming fro m corporat e culture, 
he wa s surprise d b y th e natur e o f 
small business : thoug h budget s ar e 
much smaller , th e detail s an d re-
sponsibilities ca n b e muc h greater . 

"I was use d t o a  larg e organiza-
tion wit h ampl e staff, " h e said . I f 
there wa s a  financia l problem , yo u 

Steps to Selling A Busines s 
1. For m You r Team . Yo u nee d a n attor-
ney, an accountant an d maybe a  banker . 
Ask them t o hel p you find a broker. Afte r 
this team is assembled, follow their advice. 
The firs t tea m tas k wil l b e to price you r 
business. 
2. Pric e It Right . Som e broker s just can' t 
bring themselves to tell you that your price 
is too high . Your tendency will be to over -
price you r business ; when yo u d o this, 
however, th e time it takes to sel l stretches 
to the poin t wher e i t is mighty shopwor n 
merchandise b y the time it sells, if it sells. 
Nothing raise s the doubts of a prospective 
buyer mor e tha n t o find ou t you'v e bee n 
trying t o sel l for a  long time . 
3. Prepar e a  Package. Comprehensiv e 
documentation i s essential. That mean s 
you hav e t o develo p a  fancy packag e to 
present you r business . Mos t buyer s to-
day ar e "number crunchers " an d wil l 
expect accurat e an d current financia l 
reports. 
4. Target Prospects . Your broker should 
set u p a  buyer targetin g an d qualifica -
tion process . After your marketin g pack -
age i s complete, you'l l kno w wha t kin d 
of buye r you need . 
5. Negotiat e Professionally . Remem -
ber tha t yo u wan t to sell, no t jus t bea t 
the buye r a t som e negotiatio n game . 
You and the buyershould lay thefounda -
tion for a  team effort to ge t t o a  closing. 
6. Wrap it Up Quickly. Get to the church 
on time ! Eve n the bes t buye r prospect s 
can change thei r mind s overnight . 

— Clen  Cooper 
For a complete cop y of this article , con -
tact Mr . Coope r at 775-1957.  

would cal l bookkeeping . Personne l 
problems? Cal l personnel . 

"But whe n you'r e a  small busi-
ness owner , yo u can' t cal l a  lawye r 
all th e time, " h e said . 

Mr. Reardo n also emphasized the 
importance o f positiv e cas h flow . 

"Make sur e you'r e sufficientl y 
capitalized whe n yo u assum e own -
ership," h e said , passin g alon g ad-
vice other s hav e give n him . "Don' 
be o n th e edg e o r you'll sink. " 

Mr. Reardo n made a loan to him-
self t o ensur e tha t h e woul d be abl e 
to meet his payroll , pay contractors, 
and bu y materials during those firs t 
crucial weeks . Th e purchase-sal e 
agreement betwee n Ms . Kell y an d 
him stipulate d tha t revenu e fro m 
jobs i n progres s a t th e momen t th e 
business wa s sol d woul d g o t o Ms . 
Kelly; i f a  job hadn' t starte d b y th e 
time o f th e sale , th e revenu e woul d 
be Mr . Reardon's . 

To reac h an acceptable pric e for 
the business , Mr . Reardon sai d h e 
created a  business valuatio n mode l 
after consulting with a business bro-
ker an d readin g book s an d th e 
Harvard Business  Review. 

The har d asset s (offic e equip -
ment and tools, fo r example) o f Deep 
Woods represente d a  small percent-
age o f th e price ; more integra l wer e 
the company' s earnin g power , it s 
revenue stream , an d it s intangibl e 
qualities or "goodwill"—the reputa-
tion i t ha d i n th e community . 

A n d jus t a s importan t a s a n 
agreeable pric e is managing an ami-
cable an d respectfu l relationshi p 
with th e seller . A  term o f th e Dee p 
Woods' sal e has Ms . Kelly, o f who m 
Mr. Reardo n has nothing but praise, 
remain o n a s full-tim e consultant . 

Right now , Dee p Woods has fiv e 
to eigh t job s a  week , Mr . Reardo n 
estimated. Hi s short-ter m goal s en-
compass sustainin g th e momentu m 
of th e business . Hi s long-term goal s 
include the possible expansion of the 
business' retai l stor e an d th e "do-it -
yourself" aspect of th e business . 

In th e meantime , h e wil l con -
tinue t o ge t accustome d t o runnin g 
a business: knowing the product line, 
learning the books, adjusting to per-
sonnel, an d cultivatin g customers . 
And maybe , jus t on e o f thes e days , 
he'll tak e Saturda y off . 

S T R A T E G Y P A Y S O F F 
C O N T I N U E D F R O M P A C E 5 

Her succes s a t managin g Dee p 
Woods transcend s man y levels . 
While its owner, she employed eigh t 
people, man y o f the m women , an d 
was sensitiv e t o th e powe r differen -
tial. "Ther e i s n o bos s mentalit y a t 
Deep Woods," she says . "Ther e is n o 
command structure . A s a  crew , w e 
work togethe r t o ge t project s done . 
I was neve r oppose d t o peopl e find -
ing thei r ow n way. " 

business, it s grindin g demand s fo r 
the pas t 1 1 year s hav e lef t he r quit e 
ready t o le t g o o f th e 60-hour-a -
week schedul e an d d o mor e o f th e 
hands-on par t of the job . She i s con-
sidering ne w challenge s now , a s sh e 
continues t o work for Deep Woods in 
a variet y of capacities . 

A d v i c e fro m a  Successfu l B u s i n e s s w o m a n 
• Le t yoursel f hav e a  grand scheme . 
• Cons ide r al l th e opt ions . 
• Don ' t limi t yourself . 
• Targe t a  market . 
• Pic k you r niche . 
• Buil d a  reputat ion . 
• Stan d out . 
• Offe r th e highes t qualit y p roduc t possible . 
• Kee p customer s an d supplier s in formed . 
• Tak e t im e t o learn you r customers ' expectat ion s be forehand . 
• Kno w you r produc t o r service an d b e comfor tab le sell in g it . 
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Chefs Help WEB 
Raise Library Funds 

A wid e rang e o f caterer s an d res -
taurants from Winterport, Searsport , 
Belfast, and Unity helped the Women 
Entrepreneurs o f Belfas t (WEB ) rais e 
$183 fo r th e Belfas t Fre e Library an d 
WEB b y donatin g a  platte r o f thei r 
house specialt y a t WEB' s secon d an-
nual Tast e o f th e Tow n earl y i n De-
cember. 

Held a t th e librar y with a  $3 pe r 
person charge, WE B invite d the pub-
lic an d Belfast Area Chamber of C o m -
merce member s t o joi n it s member s 
in helpin g t o rais e mone y fo r th e 
library's smal l busines s collection . 
Some o f th e mone y wil l b e use d t o 
help WE B cove r its monthly meetin g 
costs. 

Participating i n th e even t wer e 

Alexia's, Bel l th e Cat , Blueberry Bay 
Restaurant, Ceda r Stree t Bakery , 
Darby's, Fa r Eas t Cuisine, The Gothic, 
Homestead Restaurant, 90 Main, Peri -
winkles, Rollie' s Cafe , Suga r Plum's, 
Tri l l ium, Tumbleweeds , Vincent' s 
Restaurant, and Weaver's Bakery. Phi l 
Black als o donate d tw o dishes . 

WEB Add s Ne w 
Steering Committe e 
Members 

N o r m a Litt lef ie ld , owne r o f 
Norma' s N i m b l e T h i m b l e , an d 
Connie Carmichael , o f Secretary Ser-
vices Unlimited , hav e joine d th e 
steering committe e o f th e Wome n 
Entrepreneurs o f Belfas t (WEB) . 

The tw o jo i n Su e Black , o f 
Oceanside Healt h an d Fitness , an d 
Kay Retzlaf f in planning WE B meet -
ings and events. 

BUSINESS 

WBDC 
Launches 
Membership 
Drive 

M e m b e r s h i p i s c l i m b i n g a t 
W B D C , bu t tha t doesn' t mea n i t i s 
relaxing it s recruitmen t efforts . Be-
g inning i n January , al l regiona l 
groups wil l b e aske d t o recrui t ne w 
members. Steerin g committee s wil l 
engage i n a  bit o f friendl y competi -
tion t o se e whic h grou p ca n sig n u p 
the mos t members . Bot h ne w an d 
renewing membersh ip s w i l l b e 
counted. 

The benefit s o f belongin g t o 
W B D C ar e many , bu t th e mos t im-
portant i s th e chanc e t o mee t othe r 
women busines s owner s t o discus s 
one's own challenge s an d successes . 
W B D C regiona l group s tha t mee t 
monthly acros s th e stat e offe r tha t 
forum t o hundred s o f wome n busi -
ness owners . 

Regional group s wil l be credite d 
with all new member s who joi n from 
their areas. Those with th e mos t wil l 
be awarde d grea t prizes , includin g 
free admittanc e t o th e Octobe r 
W o m e n Busines s Owner s Confer -
ence, regiona l trainin g workshops , 
and one-on-on e consultations . Th e 
prizes can then b e give n o r raffled t o 
regional grou p members . 

More in format io n abou t th e 
membership driv e wil l b e sen t t o 
regional grou p steerin g committee s 
and wil l includ e application s an d 
W B D C brochures about it s programs 
and services . 

The recruitmen t contest will run 
through Apri l 30 . W i n n i n g regiona l 
groups wil l be announce d an d hon -
ored at WBDC's annual meeting, May 
20, i n Augusta . 

For mor e informatio n o r t o vol -
unteer on the membership campaign, 
call a  loca l regiona l grou p (se e pag e 
two fo r steerin g committe e mem -
bers) o r Mar y Denzer , 442-7911 ; e -
mail: mdenzer@aol.com. 
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C A R D 

D I R E C T O R Y 
Rates: $1 0 pe r 
month; $100 fo r on e 
year. Card s mus t be 
in th e WBD C offic e 
by th e 20th of each 
month. Pleas e en-
close several copies . 
For mor e informa -
tion, cal l 947-5990. 
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Telecommunications Advic e Available 
Coastal Enterprises , Inc . (CEI ) is no w offerin g individua l consultatio n 

and trainin g i n telecommunication s fo r ne w an d existing women-owne d 

businesses. Throug h it s Women's Business Project , CE I offer s assistanc e i n 

connecting t o th e Internet ; marketin g online; communicatin g with cus -

tomers, suppliers , and peers; an d location resources . 

For mor e information , contac t Bets y Tipper , 7  North Chestnu t Street , 

Augusta, 621-0254 . CEI' s Women' s Busines s Projec t als o offer s genera l 

business counselin g i n area s suc h a s financia l management , marketing , 

pricing, an d acces s t o credit . Fo r that , contac t Jane t Roderic k a t CEI' s 

Augusta office . 

Taking Care of the Past 
Ever w o n d er w h y you r o l d p h o t o -

g r a p h s — t h e o n e s d e p i c t i n g h o w 
closely y ou resembl e your great-grand -
m o t h e r — h a v e degenera te d int o yel -
low blobs ? 

A c c o r d i n g t o W B D C m e m b e r 
Paula Baines , w ho ha s b e c o m e a  Cre-
ative M e m o r i e s consu l tan t , lower -
pr iced p h o t o a lbum s ar e often c o n -
structed with polyviny l chlor ide, whic h 
causes irreversibl e d a m a g e t o prints.lt 
may b e better t o store photo s i n a n 

old shoe box, rathe r tha n subjec t the m 
to th e cheaper phot o a lbum s o n th e 
market today . 

Instead, Ms . Baine s advises , bu y 
acid-free album s an d adhesives . Stor e 
them uprigh t i n a cabinet locate d i n a 
cl imate-control led r o o m , no t attic s o r 
basements, wh ic h ar e subjec t to fluc-
tuations i n temperature . 

T o lear n mor e abou t takin g car e 
of you r photos , art , and heir looms, 
contact Ms . Baine s a t 866-5573 , o r 
write he r at 42 5 C o l l e g e A v e n u e , 
#3-F, O r o n o 04473 . 

Women in  Politics 
and in  Government 
How th e U.S. Stack s Up Nex t 
to th e European Communit y 

Women in power 
% in parliament and government 

B A N G O R 
F e b r u a r y 1 2 

B E L F A S T 
F e b r u a r y 5 

L E W I S T O N / A U B U R N 
F e b r u a r y 1 9 

M I D C O A S T 
F e b r u a r y 1 8 

P I S C A T A Q U I S 
F e b r u a r y 6 

R O C K L A N D / 
T H O M A S T O N 
F e b r u a r y 2 7 

R U M F O R D 
F e b r u a r y 4 

S O U T H E R N M A I N E 
F e b r u a r y 1  3 
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BUSINESS SURVEY...BUSINES S SURVEY...BUSINES S SURVEY.. . 

Do Yo u Want to 
Increase Your 
Business Income? 

In a n ongoing effor t t o desig n fu-
ture workshops and services, WBD C needs 
to identify what factors affect th e bottom 
line of small and micro businesses. WBDC 
needs t o kno w th e mos t importan t ele -
ments tha t wil l increas e th e cas h flow in 
your business . 

WBDC wil l us e th e informatio n to 
help shape its business training services. W e 
hope reader s wil l photocopy  thi s surve y 
and pas s it along to other business owner s 

10 can also lend us their opinion. 
"This survey will have a good deal 

of impac t o n futur e progra m develop-
ments and choice of services we plan to 
offer women business owners/' said Mary 
Denzer, Regional Program Manager. 

Surveys shoul d b e returne d t o 
WBDC in Bangor by February 28. As sur-
vey data is compiled, it will be shared with 
WBDC board members, staff, an d WBDC 
members at large. You are encouraged to 
volunteer to help with this project. 

For informatio n or to volunteer , 
call Mary Denzer, 442-7911, or e-mail her 
at mdenzer@aol.com. 

B U S I N E S S S U R V E Y 

mailto:mdenzer@aol.com


B U S I N E S S SURVEY...BUSINESS SURVEY...BUSINES S SURVEY.. . 

To: Women's Business Development Corporatio n 
P.O. Box 658 
Bangor, M E 04401-0658 



Survey Tabulations 

Section III 



QUESTION NUMBER 1 

ARE YOU INTERESTE D IN INCREASING YOUR BUSINESS INCOME ? 

NO 0  0. 0 0% 
YES 7 5 100.00 % 
DON'T KNOW 0  0.00 % 

TOTAL RESPONSES: 7 5 

QUESTION 3 : 

I WILL CONSIDER M Y BUSINESS SUCCESSFUL WHEN IT: 
RESPONSES PERCEN T 

PAYS PART OF MY BUSINESS EXPENSES: 4 2 .14% 
PAYS ALL MY BUSINESS EXPENSES: 21 11, 

. 23% PROVIDES PART OF MY HOUSEHOLD INCOME : 16 8 . 56% 
PROVIDES MAJOR SUPPORT FO R MY HOUSEHOLD: 42 22 . 

.46% ALLOWS ME TO PUT ASIDE MONEY IN SAVINGS: 42 22 .46% 
ALLOWS ME TO PUT AWAY MONEY FOR RETIREMENT : 44 23 . 

. 53% OTHER: 18 9 . 63% 

QUESTION 4 : 

HAVE USE ACCESS FUTUR E 
BUSINESS PHONE 52 13 2 0 
ANS. MACH. 63 13 2 5 
COMPUTER 62 11 5 5 
MODEM 37 6 4 12 
E-MAIL 27 4 5 17 
INTERNET 29 4 7 18 
FAX 36 7 12 10 

70% HAVE OR HAVE ACCESS TO A BUSINESS PHONE, 

8 7% HAVE OR HAVE ACCESS TO A COMPUTER AND PRINTE R 

41% HAVE OR HAVE ACCESS TO E-MAIL 

22% HAVE FUTURE PLAN S FOR E-MAIL 

46% HAVE OR HAVE ACCESS TO THE INTERNE T 

23% HAVE FUTURE PLAN S FOR THE INTERNE T 



I f yo u want to increase busines s income , pleas e r a t e th e f o l l o w i ng f a c t o r s in 
order o f importance t o your business . Begi n w i t h -1 - as the most importan t 
u n t i l yo u reach -10 - as the l e a st important . 

RANKING TOTA L PERCEN T 
Increase i n q u a l i ty o f product o r s e r v i c e: 1s t 4  5.33 % 

2nd 5  6.67 % 
3rd 4  5.33 % 
4th 1 0 13.33 % 
5th 9  12.00 % 
6th 1 1 14.67 % 
7th 1 7 22.67 % 
8th 1 2 16.00 % 
9th 0  0.00 % 
10th 3  4.00 % 

Better f i n a n c i a l recordkeeping : 1s t 2  2.67 % 
2nd 8  10.67 % 
3rd 6  8.00 % 
4th 1 0 13.33 % 
5th 9  12.00 % 
6th 8  10.67 % 
7th 1 4 18.67 % 
8th 1 0 13.33 % 
9th 5  6.67 % 
10th 3  4.00 % 

Better l o c a t i o n : 1s t 2  2.67 % 
2nd 2  2.67 % 
3rd 6  8.00 % 
4th 5  6.67 % 
5th 4  5.33 % 
6th 1  1.33 % 
7th 6  8.00 % 
8th 1 1 14.67 % 
9th 1 7 22.67 % 
10th 2 1 28.00 % 

Access t o business loans : 1s t 6  8.00 % 
2nd 3  4.00 % 
3rd 3  4.00 % 
4th 7  9.33 % 
5th 1 1 14.67 % 
6th 1 3 17.33 % 
7th 1 0 13.33 % 
8th 1 3 17.33 % 
9th 7  9.33 % 
10th 2  2.67 % 

CONTINUED ON NEXT PAGE 



QUESTION # 2 CONTINUE D 

A v a i l a b i l i t y o f good help : 

Better marketin g and a d v e r t i s i n g: 

Larger custome r base : 1s t 3 7 48.05 % 
2nd 1 1 14.29 % 
3rd 1 0 12.99 % 
4th 5  6.49 % 
5th 6  7.79 % 
6th 5  6.49 % 
7th 2  2.60 % 
8th 1  1.30 % 
9th 0  0.00 % 
10th 0  0.00 % 

A v a i l a b i l i t y o f export o p p o r t u n i t i e s : 1s t 2  2.63 % 
2nd 1  1.32 % 
3rd 5  6.58 % 
4th 5  6.58 % 
5th 8  10.53 % 
6th 5  6.58 % 
7th 9  11.84 % 
8th 3  3.95 % 
9th 8  10.53 % 
10th 3 0 39.47 % 

CONTINUED ON NEXT PAGE 

RANKING TOTA L PERCEN T 
1st 3  4.00 % 
2nd 2  2.67 % 
3rd 7  9.33 % 
4th 3  4.00 % 
5th 4  5.33 % 
6th 6  8.00 % 
7th 5  6.67 % 
8th 1 6 21.33 % 
9th 1 7 22.67 % 
10th 1 2 16.00 % 

1st 1 1 14.29 % 
2nd 2 4 31.17 % 
3rd 1 6 2 0 .78% 
4th 1 3 16.88 % 
5th 5  6.49 % 
6th 5  6.49 % 
7th 1  1.30 % 
8th 2  2.60 % 
9th 0  0.00 % 
10th 0  0.00 % 



QUESTION #2 CONTINUE D 

More networkin g an d s a l es leads : 

A v a i l a b i l i t y o f low cost technology : 

RANKING TOTA L PERCEN T 
1st 7  9.33 % 
2nd 1 5 20.00 % 
3rd 1 3 17.33 % 
4th 1 3 17.33 % 
5th 1 1 14.67 % 
6th 5  6.67 % 
7th 1  1.33 % 
8th 8  10.67 % 
9th 2  2.67 % 
10th 0  0.00 % 

1st 5  6.67 % 
2nd 5  6.67 % 
3rd 6  8.00 % 
4th 5  6.67 % 
5th 9  12.00 % 
6th 1 5 20.00 % 
7th 9  12.00 % 
8th 6  8.00 % 
9th 1 2 16.00 % 
10th 3  4.00 % 



BUSINESS SURVEY...BUSINES S SURVEY...BUSINES S SURVEY.. . 

Do Yo u Want to 
Increase Your 
Business Income? 

In a n ongoing effor t t o desig n fu-
ture workshops and services, WBD C needs 
to identify what factors affect th e bottom 
line of small and micro businesses. WBDC 
needs t o kno w th e mos t importan t ele -
ments tha t wil l increas e th e cas h flow in 
your business . 

WBDC wil l us e th e informatio n to 
help shape its business training services. We 
hope reader s wil l photocopy  thi s surve y 
and pas s it along to other business owner s 

ho can also lend us their opinion. 
"This survey will have a good deal 

of impac t o n futur e progra m develop-
ments an d choice o f services we plan to 
offer women business owners," said Mary 
Denzer, Regional Program Manager. 

Surveys shoul d b e returne d t o 
WBDC in Bangor by February 28. As sur-
vey data is compiled, it will be shared with 
WBDC board members, staff, an d WBDC 
members at large. You are encouraged to 
volunteer to help with this project. 

For informatio n or to volunteer , 
call Mary Denzer, 442-7911, or e-mail her 
at mdenzer@aol.com. 

B U S I N E S S S U R V E Y 
Please help us by filling out the following survey and 

mailing or faxing your response t o 
WBDC, P O Box 658, Bangor , ME 04402-0658; fax, 947-5278. 

mailto:mdenzer@aol.com


B U S I N E S S SURVEY...BUSINESS SURVEY...BUSINES S SURVEY. . 

Thank you. Pleae fold into thirds and return this survey today. 

To: Women' s Business Development Corporation 
P.O. Box 65 8 
Bangor, ME 04401-0658 



Developments Newsletter on Success 

Section IV 



W h a t I s Success? 
Its definition is elusive, depending  on our individual ambi-

tions. Success  can  range from the acquisition of  wealth and 
fame to simply the completion of a task  well done. We  may 
aspire to be on the fast track, 
raking in the material 
benefits, or  we may choose 
to live a rigorous good life, 
according to the Helen and 
Scott Nearing template. 
More than likely,most of 
us fall somewhere in 
between. 

We wanted to find out 
how Maine businesswomen, especially  WBDC  members,  regard 
success. So,  we made random phone calls around the state. 
What we found was that  defining individual success is  part of 
an ongoing life study, one  that evolves with wisdom, introspec-
tion, and growth. As Paula Green points out,  success is  not a 
goal, it  is a process. 

For on e graphic designer , succes s use d t o mean risin g to the top of an 
extremely competitiv e field , creating the best logos, an d being known as far 
and wid e a s possible . Now , mor e matur e an d mor e i n tun e wit h he r 
immediate community , wha t matter s t o her is turning out quality work on 
a consisten t basis . Moreover , she cares les s about nationa l fam e an d more 
about ho w she is regarded in the small cit y wher e he r business thrives . 

To Iv y Gilbert-Vigue , wh o i s C E O , author, an d mother , succes s i s 
intrinsically tie d t o a contented famil y an d happ y children. 

"If yo u enjo y you r work, you can be successful, " she said. "I don't vie w 
success a s having a  certain amoun t o f money o r a title. Yo u don't alway s 
have t o win . M a n y peopl e ste p o n a  lo t o f othe r peopl e climbin g th e 
corporate ladder . But if instead the y helpe d everyon e alon g the way up the 

To page 14 

Success: An 
Improved Poppy 
or the Impossible 

Once-a-Day 
E M I L Y D I C K I N S O N VERSUS 

ELBERT H U B B A R D 

ladder, the n that' s rea l success. " 

The Women' s Business Development Corporation (WBDC ) i s a statewide, private , nonprofi t membershi p 
organization that promotes and supports busines s ownership for Maine women, WBD C encourage s 
growth through training, networking , financing , advisor y services, educational programs, and tech-
nicai assistance . Contac t W B D C at : PO Box 658, Bangor , M l 04402-065 B * Tef c 207-947-599 0 

B Y K A T H E R I N E L Y O N S 

I'd hear d o f Engleber t 
Humperdinck, bu t I'd neve r 
heard o f Elber t H u b b a r d . 
W h e n W B D C aske d m e t o 
write abou t success , I  discov-
ered Elbert . I t was not love at 
first sight . Elber t reside s i n 
my fil e marke d "Success. " 
Englebert does not. Elbert was 
one o f th e silver-tongue d 
guys who offere d supposedl y 
wise word s abou t success , 
general ly t o othe r guys . 

Here's what Elber t an d a few other s 
had t o say. 

Elbert: "N o one eve r get s ver y 
far unles s h e accomplishe s th e im-
possible a t least onc e a  day." 

Thomas Edison: Show me a thor-
oughly satisfied ma n and I will show 
you a  failure. 

Ca lv in Coolidge : "Persistenc e 
and determinatio n alon e ar e om-
nipotent." 

J.F. Dulles : The measur e o f suc-
cess is not whether yo u have a tough 
problem t o dea l with , bu t whethe r 

To page 12 
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WBDC BOAR D 
OF DIRECTOR S 

Mary Elle n Johnston, Chai r 
Maine Department o f Economi c and 

Community Development 

Alina Blakesley , Secretar y 
Health Communication s 

Sharon Barker 
Director, U M Women's Resourc e Cente r 

Susan Giguer e 
Healthcare Temps/Car e and Comfort 

Kay Gra y 
Primerica Financial Services 

Trudy Haine s 
Haines Services 

Pamela Lewi s ,  Vice Chai r 
Meditrans 

Carole Pelletie r 
Amanda's Maine Made Creations 

Carol Riple y 
Carol's Country Crafts 

Joanna Sampson-McCab e 
J. Sampson-McCab e Silversmit h 

Ann Tenpenn y 
Tex's Tortillas 

Claire Whitmore, Treasurer 
The Compute r Department , Inc . 

Mary Youn g 
Yankee Gol d Corporation 

WBDC 
PO BO X 65 8 

BANGOR, M E 04402-065 8 
207.947.5990; fax 207.947.5278 

Executive Directo r Lo u Chamberland 
Secretary Debbi e Bradstree t 
Receptionist Sand y Walke r 
Bookkeeper Debora h Walke r 
Program Coordinators : 
Central & 
Western Regio n Sonj a Christianse n 

783-2770; fa x 783-7745 
Toll-free numbe r 1-888-879-490 0 

Midcoast &  Southern Regio n .. . Mary Denze r 
442-7911 

Bangor Regio n Robert a Lavert y 
947-5990 

Membership Marketin g Caro l Brodeu r 
fax, 746-345 1 

Newsletter Editor s Lynd a Clanc y 
236-3984/fax: 236-696 3 

Jennifer Hil l 
338-4501 

To reac h u s by e-mail: 
Sonja Christianse n ... . schrist219@aol.com 
Lynda Clanc y Iyclancy@tidewater.net 
Mary Denze r denzerac@clinic.net 
Jennifer Hil l rooted@agate.net 
Roberta Lavert y Iaverty@telplus.net 

WBDC Heartily Thanks its Office Volunteers! 
Thank yo u Jil l Gi lma n and Kare n Walke r for volunteering i n Bango r 

and thank s Pamel a Mancus o fo r volunteering you r time i n Bath . Thanks 

also to : 

REGIONAL STEERIN G C O M M I T T E E S 

B A N G O R 
Laura Emack , 567-343 7 

Janice Fleming , 942-231 5 
Joan Roberts , 990-210 2 

Gail Platts , 941-868 9 

B E L F A S T 
Connie Carmichael , 338-6468 ; 568-355 6 

Sue Black , 338-169 2 
Kay Retzlaff , 223-250 8 

Norma Littlefield , 338-425 4 

H A N C O C K C O U N T Y 
Amy Kin g 667-224 7 

Rebecca Littlefiel d 667-2247 
Ann Patsi s 667-696 8 

Marika Savo y 422-230 0 
Susan Sharp e 565-208 1 

Dorothy Torre y 963-788 8 

L E W I S T O N - A U B U R N 
Trudy Haines , 783-897 3 
Pam Beliveau , 783-414 8 

Sonja Christiansen , 786-263 2 
Patricia Clar k Estes , 783-302 5 

Sharon Nelson , 966-120 0 
Barbara Proko , 795-628 1 

Rebecca Webber , 784-456 3 

M I D C O A S T 
Debbie Leighton , 442-726 0 

Joanna Sampson-McCabe , 442-886 5 
Karen Brown , 666-363 2 
Eliza Allison , 882-713 1 
Pat Harcourt , 443-600 6 

P I S C A T A Q U I S 
Doris C . Desclos, 277-3382; 277-394 2 

Barbara Ladd , 965-091 1 
Rita Lovejoy , 695-207 3 
Becky Morse , 695-382 5 
Leslie Owens, 876-369 4 
Carol Ripley , 924-385 9 

Ellie Rees , 876-4402 

R O C K L A N D / T H O M A S T O N 
Ria Biley , 596-565 0 
Gina Fry , 596-6494 

Judith Grossman , 236-0765 
Michelle Painchaud , 596-723 0 
Mary Carrol l Root , 372-892 1 

Kami Skoby , 236-898 0 
Myra White , 236-406 0 

Chuck Whitehouse , 273-862 8 

R U M F O R D 
Doreen Chartier , 545-262 4 
Barbara Gallant , 369-955 2 

Joseph E . Gabriel, 364-200 1 
Gale Packard , 364-200 1 

Reta White , 364-252 0 

S O U T H E R N M A I N E 
Dr. Cinnd i Davidson , 283-707 0 

Dorrie Roedner , 284-642 0 
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Julie Bartlet t Norm a Littlefiel d 

Alina Blakesle y Pamel a Mancus o 

Carol Brodeu r Rut h M c C o y 

Verna Co x Jeanni e Moone y 

Karen Crosb y Chery l M u n n 

Mary Dola n Jenni e Pool e 

Susan Giguer e Caro l Riple y 

Jill Gi lma n Mar y Schrag e 

Laurie Halma n A n n Tenpenn y 

Elizabeth Ho y Kare n Walke r 

Mary Elle n Johnston Clair e Whitmor e 

Pamela Lewi s 

mailto:schrist219@aol.com
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WBDC Holds  Annual  Meeting 
W B D C c e l e b r a t e d it s 10 t h yea r a s a s u p p o r t er o f a n d advoca t e fo r w o m e n 

e n t r e p r e n e u r s a t its A n n u a l M e e t i n g a n d S p r i n g A u c t i o n , M ay 20 , a t th e Elk s 
L o d g e i n A u g u s t a. T h e r e , w o m e n c h a t t e d , e x c h a n g e d bus ines s cards , a n d 
e n j o y e d a  l i v e ly a u c t i o n , w h i c h u l t i m a t e l y ra ise d $1 ,00 0 fo r s c h o l a r s h i p s to 
W B D C ' s M e n t o r i n g P r o g r a m . 

A n n u a l award s wer e p r e s e n t e d t o the f o l l o w i n g i n d i v i d u a l s : 

Agency Supporter of the Year 
Business Informatio n Cente r o f Ma ine, Lewiston ; Bonni e Erickson , Directo r 

Mentor of the Year 
Sandy Labaree , Marke t Right , Wiscasse t 

Protegee of the Year 
Susan Mul l in s an d Cath i e Preyer , Stenci l Works , Bango r 

Supporter of the Year 
Verna C o x , C o x Enterprises , Inc. , Veron a Islan d 

Volunteer of the Year 
Jill G i l m a n , Nature' s Designs , O l d T o w n 

WBDC Thanks Its Steering Committees 
R e g i o n a l s teer in g c o m m i t t e e s ar e best d e s c r i b e d a s the b a c k b o ne o f 

W B D C , i n a d d i t i o n t o d e v e l o p i n g p r o g r a m s i n the i r o w n areas. T h e y 
represent m e m b e r s o f the ir area s a t quar te r ly m e e t i n g s w i t h W B D C staff , 
h e l p l i n k M a i n e b u s i n e s s w o m en w i t h l o c a l , state , a n d g l o b a l o p p o r t u n i t i e s , 
c o n t r i b u t e t o M a i n e ' s c o m m u n i t y d e v e l o p m e n t , a n d ac t as role m o d e l s . 
M e m b e r s serv e o n e year , staggere d terms . 
Bangor: Gai l Platts , Laur a Emack , Janic e E . F leming , Joa n 
Roberts 

Belfast: C o n n i e C a r m i c h a e l , N o r m a Littlefield , Susa n 
Black, Ka t Retzlaf f 

Hancock C o u n t y : Susa n Sharpe , Doro th y Torrey , A m y 
K i n g , R e b e c c a Li t t le f ie ld , A n n Patsis , Mar ik a Savo y 

L e w i s t o n / A u b u r n : Sharo n Ne lson , Rebecc a W e b b e r , 
Patricia Clar k Estes , T r u d y Haines , Pamell a Beliveau , 
Barbara Prok o 

Midcoast : Su e Barker-Mil ler , Pa t Harcourt , Debora h 
Le ighton , Eliz a Al l ison , Kare n Brown , Joann a S a m p s o n -
M c C a b e 

Piscataquis: Barbar a L a d d , Rit a Lovejoy , Rebecc a Morse , 
Ellie Rees , Dori s Desclos , Lesli e O w e n s , Caro l Riple y 

R o c k l a n d / T h o m a s t o n : Mar y Carrol l Root , G in a Fry , 
Michel le P a i n c h a u d , Char len e Whi tehouse , Judit h 
G r o s s m a n , Ri a Biley , Karo l Skoby , Myr a Whi t e 

Rumford : Barbar a Gal lant , Gal e Packard , Doree n 
Chart ier , Josep h Gabr ie l , Ret a Whi t e 

Southern Ma ine : Dr . C i n n d i Dav idson , Dorri e Roedne r 

A d d e n d u m 
Last m o n t h , w e forgo t t o thank on e o f Deve lopment ' s 
o w n editors , Jennife r Hill , w h o th roug h he r business , 
Rooted C o m m u n i c a t i o n s , help s ge t W B D C ' s month l y 
newsletter t o press. 

New Member s 
for WBD C Boar d 

of Director s 
M a r y Y o u n g 

Y a n k e e G o l d C o r p o r a t i o n 

C a r o l e Pel le t ie r 
A m a n d a ' s M a i n e M a d e C r e a t i o n s 

A u b u r n 

T r u d y H a i n e s 
H a i n e s Serv ices , L e w i s t o n 

S h a r o n Barker , D i r e c t o r 
W o m e n ' s Resourc e C e n t e r 

U M O r o n o 

C r e d i t A d j u s t m e n t 
Last month, Development s pub -

lished a formula fo r determining sale s 
potential bu t we forgo t t o give credi t 
where credi t i s due. Ji m M c C o n n o n, 
a Busines s and Economic s Specialist 
with th e Universit y o f Maine C o o p -
erative Extension , wrote th e article , 
which originall y appeare d i n th e 
U M C E Bulleti n #3006 , Marke t Po-
tential for Retai l Businesse s in Maine . 
That wa s reprinte d i n th e 199 6 
W B D C Conferenc e HandBoo k (pp . 
80-83). 

Future D e v e l o p m e n t s 

Developments w e l c o m es m e m b e r input , articles , a n d 

ideas fo r W B D C ' s m o n t h l y newsletter , I f y ou w o u l d lik e 

to writ e a n article perta inin g t o an y o f the fo l lowin g 

topics , o r if y ou hav e s o m e t h i n g c o n c e r n i n g busines s 

that y o u ' re burn in g t o wri te a b o u t, le t u s know, Develop -

ments'Personal O p i n i o n c o l u m n present s a n o p p o r t u -

nity t o state y o u r cas e a b o u t issue s relevan t t o w o m e n 

and business . Readers ar e invite d t o writ e letters to Devel -

opments, T he d e a d l i n e f o r a l l s u b m i s s i o n s a nd a d v e r -

t i s i n g i s t h e 2 0 t h of e a ch m o n t h . 

E d i t o r i a l C a l e n d a r 

August M o n e y — C a s h - f l o w , C o l l e c t i o n 

S e p t e m b e r W o m e n a n d Powe r 

O c t o b e r . A f f e c t i n g Publ i c Pol ic y 

N o v e m b e r . . . . . . . . • B e y o n d Discr iminat io n 

D e c e m b e r H o m e - b a s e d Businesse s 

Developments, TH E MONTHL Y BULLETI N O F WBDC , 207-9 4 7-5990 •  P O BO X 658 , BANGOR , MAIN E 04402-065 8 •  JUL Y 1  9 9 7 •  3 



G O I N G G L O B A L 

Export Resources 
The following  publications  and  infor -

mation sources are just a few that  are of 

interestto small business exporters. Each 

month we will  print more resources. 

Exporter's Guid e t o Federa l Re-
sources fo r Smal l Busines s 
U.S. Governmen t Printin g Office , 
Super in tendent o f D o c u m e n t s , 
Washington, D . C . 20402 . Phone : 
202-783-3238. Publicatio n numbe r 
045-000-00263-2. Price: $4.75. Iden -
tifies majo r federa l program s de-
signed t o assis t small business own -
ers wit h thei r exports . 

U.S. Smal l Busines s A d m i n i s t r a -
t i o n Internat iona l Trad e Assis -
tance, Fac t Shee t #4 2 

Available throug h your nearest SBA 
District Office. Information on SBA' s 
financial an d business developmen t 
assistance program s fo r th e smal l 
business exporter . 

PERIODICALS 
Agexporter 
United State s Departmen t o f Agri -
culture, Foreign Agricultural Service , 
Information Division , Roo m 4638 -
S, Washington , D . C . 20520-1000 . 
Phone: 202-720-3329. Price: $17 pe r 
year. Magazin e o n internationa l 
trade an d trad e opportunitie s over -
seas. Publishe d by th e Departmen t 
of Agriculture . 

Business America 

U.S. Governmen t Printin g Office , 
Superintendent of Documents, Wash-
ington, D C 20402. Phone : 202-783 -
3238. Price : $61 pe r year; $2.50 eac h 
issue. Magazine on international trade 
issues an d busines s opportunitie s 
overseas. Publishe d bi-weekly b y th e 
U.S. Departmen t o f Commerce . 

Export Today 

733 15t h Street , N . W . , Suite 1100 , 

Washington, D . C . 20005 . Phone : 

202-737-1060. Price : $4 9 pe r year . 

The "ho w to " internationa l busi -

ness magazin e fo r U.S . exporters . 

Published 1 0 time s a  year . 

The Exporter 
34 Wes t 37t h Street , Ne w York , N Y 
10018. Phone: 212-563-2772. Price : 
$144 pe r year . Month l y report s o n 
the busines s o f exporting . 

Foreign Trade 
6849 O l d Domin io n Drive , #200 , 
McLean, V A 22101 . Phone: 703-448-
1338. Price : $4 5 pe r yea r (1 0 edi -
tions). Feature s trad e briefs , infor -
mation o n financing , shipping , ai r 
cargo, truck s an d rails , an d curren t 
legislation. 

Global Trade 

North America n Publishin g C o m -
pany, 401 Nort h Broad Street, Phila -
delphia, P A 19108 . Phone : 215 -
238-5300. Price : $45 peryear . Infor -
mation o n internationa l finance , 
transportation, an d commerce . 

International Business 
American Internationa l Publishin g 
Corporation, 50 0 Mamaronec k Av-
enue, Suite 314, Harrison , NY 10528. 
Phone: 914-381-7700. Price: $48 pe r 
year. Report s o n oversea s marke t 
opportunities, globa l corporate strat -
egies, trad e an d politica l develop -
ments to assess their impact on U.S. 
imports, exports, join t ventures, an d 
acquisitions. 

Journal of  Commerce 
Two Worl d Trade Center, 27th Floor , 
New York , N Y 10048 . Phone : 212 -
837-7000. Price : $29 5 pe r year . In -
formation o n domesti c an d foreig n 
economic developments , plu s ex -
port opportunities, agricultura l trade 
leads, shipyards , expor t ABCs , an d 
trade fai r information . Featur e ar -
ticles on tariff and non-tariff barriers, 
licensing controls, join t ventures an d 

trade legislatio n i n foreign countries . 

World Trade 

Taipan Press, Inc. , 500 Newpor t Cen-

ter Drive, Newport Beach , C A 92660 . 

Phone: 714-640-7070 . Price : $24 pe r 

year. Profile s o f successfu l exporter s 

and report s o n internationa l trad e 

developments. 

HOTLINES 
Export Hotl ine: 1-800-USA-XPOR T 
The Expor t Hotlin e i s a  corporat e 
sponsored, nationwid e fa x retrieva l 
system providing international trad e 
information fo r U.S . business . It s 
purpose i s t o hel p fin d ne w market s 
for U.S . products an d services . 

The Expor t O p p o r t u n i ty Hot l in e 

The Smal l Busines s Foundatio n o f 

America; 1-800-243-7232 . Answer s 

questions abou t gettin g starte d i n 

exporting. Advic e on produc t distri-

bution; documentation ; licensin g 

and insurance ; expor t financing ; 

analyzing distributio n options , ex-

port managemen t firms ; customs ; 

currency exchang e systems ; an d 

travel requirements . 

Source: Small  Business Administration 

F Yl... 
T h e M a i n e E c o n o m i c G r o w t h 

C o u n c i l i n t e r n a t i o n a l e x p o r t 
b e n c h m a r k ant ic ipate s tha t th e 
value o f Ma ine ' s internationa l ex-
ports wil l g r o w faster , o n average, 
than th e growth i n valu e o f U.S . 
international export s f rom 199 4 t o 
2005 . 

In 1995 , M a i n e c o m p a n i e s ex-
ported $1.4 9 bil l io n wor th o f p r o d -
ucts, a n increas e o f 2 3 percen t 
f rom 1994 . This dat a represent s 
the valu e o f p roduct s expor te d 
f r o m M a i n e t o other countr ies , but 
excludes services . M o r e tha n one 
third o f Ma ine ' s export s i n 1995 
went t o C a n a d a. 

For mor e in format ion , contac t 
t h e T h e M a i n e D e v e l o p m e n t Foun -
da t ion , 4 5 M e m o r i a l Circ le , Au-
gusta 0 4 3 3 0 . Te l : 622 -6345 ; fax, 
622 -6346; e-mai l , m e g c @ m d f . o r g . 
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S u c c e s s . O n c e Y o u H a v e I t , T h e n W h a t ? 

B Y S A R A H L U C K , E S Q. 

We all strive for  success  in  our business  life,  although  it can 
take many forms depending on one's  definition.  Generally, and 
hopefully, we  can all  include in our successes a certain degree of 
financial gain, which fuels the  future  success of our business 
and personal  financial security. 

Planning for the future i s key to 
reaping the benefits of success, bot h 
on a  busines s an d persona l level . 
Planning include s thinkin g abou t 
and implementin g a n appropriat e 
entity choic e fo r our business, an d 
then ho w w e wil l dispos e o f tha t 
interest upo n our death or disability. 

Various factor s influenc e thes e 
important decisions , includin g with 
whom w e are in business, wha t typ e 
of busines s i t is , what ou r personal 
and famil y situation is , and who wil l 
benefit fro m th e business whe n w e 
die (remember , that' s no t a n "if" 
question). Thi s self inquiry and plan-
ning i s calle d "Busines s Planning, " 
but it includes a serious examinatio n 
of one' s persona l situation . 

"Estate Planning " i s busines s 
planning's companion and attempts 
to insur e tha t ou r success i s passe d 
correctly. Estat e plannin g takes int o 
account the business's type and for m 
of ownershi p an d i t examines one' s 

future incom e needs . I t require s a 
Last W i l l an d Testament an d ma y 
involve th e use of trusts an d insur -
ance products . W h e n coordinate d 
with a  busines s plan , i t ca n be a 
proactive an d effective strateg y fo r 
the future . 

As yo u strive fo r success , o r if, 
you ar e alread y enjoyin g success , 
remember that you can carefully and 
effectively provid e for the longevit y 
of tha t succes s i n your ow n life a s 
well as the lives of others. You should 
consult a  lawye r fo r informatio n 
about the best way of accomplishing 
the goal s se t forth for your success . 

Sarah Luck is  an attorney in Port-
land, practicing  commercial  law,  in-
cluding business  transactions and  liti-
gation, real  estate, and bankruptcy. She 
is also licensed to practice in New Hamp -
shire and is a WBDC member.  She can 
be reached at 780-0955. 

FYI...FYI...FYI... 
The lates t U.S . Censu s dat a indicate s women owne d 6.4 million businesse s in 

1992. Curren t calculation s indicat e tha t wome n no w ow n almos t 8  million firm s 
(including C Corporations)—one-third of all firms. 

Employment by women-owned firms rose by more than 10 0 percen t from 1987 -
1992, compare d to a 38 percent increas e in employment b y al l firms . Fo r women-
owned companie s with 10 0 or more workers , employmen t increase d by 158 per-
cent—more tha n doubl e the rat e for al l U.S . firms o f simila r size . 

Business Ta x 
Relief 

You ca n fil e a  clai m fo r 1997 
property taxes * under th e Busines s 
E q u i p m e n t Ta x Reimbursemen t 
(BETR) progra m implemente d las t 
year. 

The BET R program was designe d 
to encourag e th e growth o f capital 
investment i n Maine . I t provide s 
certain taxpayer s th e opportunit y 
to reques t fro m the State Tax Asses -
sor a  reimbursemen t o f propert y 
taxes tha t hav e bee n pai d to a tax-
ing jurisdictio n o n qualifie d busi -
ness property first placed in service 
in Main e afte r Apri l 1 , 1995 . Th e 
reimbursement may be claimed each 
year fo r a period of up to 12 years . 
Taxpayers wh o clai m th e invest -
ment ta x credit for income ta x year s 
ending on or after July 1,1997 mus t 
exclude fro m BET R claim s an y in-
vestment ta x credit. 

Business propert y that qualifie s 
is tangibl e persona l propert y use d 
or hel d fo r use exclusivel y fo r a 
business purpos e b y the person i n 
possession o f it. Tangible persona l 
property may also include construc-
and repai r an d replacement parts . 
The propert y must be subject t o an 
allowance fo r depreciatio n unde r 
the IR S code a s o f Apri l 1  o f the 
property ta x year, o r in the case of 
construction i n progress, wil l be eli-
gible fo r depreciation whe n place d 
into service . 

Qual i fying busines s propert y 
does not include lan d or buildings; 
however, i t doe s includ e tangibl e 
property affixe d o r attache d t o a 
building o r other rea l estate i f it is 
used to further a particular trade or 
business activity taking place in that 
building o r on that rea l estate . 

To fil e a claim for 1997 property 
taxes or for more information , cal l 
the Burea u o f Taxation , Income / 
Estate Ta x Division , 626-8475 . For 
application forms , cal l 624-7894 . 
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R E S O U R C E S F O R G R O W I N G 
A B U S I N E S S . W h o m t o c o n -
tact a n d w h a t t o d o . Dis -
c o v e r r e s o u r c e s a n d skill s 
n e e d e d fo r start in g o r ex-
p a n d i n g a  business . 
• Friday , July 1 1 ,9 a . m . - n o o n , 

Business Inf o Center , 3 5 C a n a l Street , Lewisto n 

B U S I N E S S P L A N D E V E L -
O P M E N T . Identif y t h e c o m -
p o n e n t s n e e d e d . C r e a t e 
y o u r visio n int o a  m a p o f 
y o u r future . 
• W e d n e s d a y , Jul y 9 ,9 a .m. -
n o o n , Stillwate r Professiona l 
Park, B a n g o r 

F I N A N C I N G : W H A T Y O U R B A N K E R N E V E R T O L D Y O U 
A B O U T C R E D I T A N D L O A N S . Tak e th e myster y ou t o f 
business loans—every th in g y o u r banke r neve r to l d y o u 
a b o u t busines s credit . H o w t o tal k loan s t o y o u r lender -
h o w t o get , read , a n d repai r y o u r credi t report . H o w t o 
ensure y o u d o n ' t tur n y o u r o w n loa n d o w n . 
• W e d n e s d a y , Jul y 16 , 1- 4 p . m . , Stillwate r Professiona l 
Park, B a n g o r 

1 2 - M O N T H M A R K E T I N G . Lear n th e secret s o f low -
b u d g e t market ing . Discove r the variet y of market in g tool s 
available t o y o u a n d leav e wi t h a  1 2 - m o n t h market in g 
p lan . 
• W e d n e s d a y , Jul y 9 ,9 a . m . - n o o n , F a r m i n g t o n , locat io n t o 
be a n n o u n c e d 
• Thursday , Jul y 1  7, 9  a . m . - n o o n , 36 1 H i g h Street , Bat h 

Free Bus ines s A s s i s t a n ce Clinics 
W B D C no w offer s three-hou r free  Busines s 
Assistance Clinic s every Tuesday. Th e clinics 
provide busines s assistanc e an d presen t a n 
overview o f W B DC loa n programs . Walk-in s 
are welcome , bu t pre-registratio n i s sug -
gested (i f there are fewe r tha n 5  participant s 
registered, the clini c will be cancelled). Choos e 
your location : WBDC' s Bango r offic e (947 -
5990); th e Busines s Assistanc e Cente r i n 

Lewiston (800-879-490 0 o r 783-2770) ; o r 
361 Hig h Street, Bath (442-7911) to register . 

T H E CLINIC S WIL L B E H E L D : 
J u l y 1  9  a.m.-noon ; 6- 9 p.m . 
J u l y 8  9  a.m.-noo n 
J u l y 1 5 9  a.m.-noon ; 6- 9 p.m . 
J u l y 2 2 9  a.m.-noo n 
J u l y 2 9 9  a.m.-noo n 

QUESTIONS? 
CALL 

WBDC 
AT 

947-5990 
Pre-regis tra tion 
for workshops is 

required. 
All classes  are 
$10 for  WBDC 

members; $20  for 
non-members, 

unless otherwise 
specified. 
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C A L E N D A R : J U N E -  J U L Y ' 9 7 
June 

1 7 Tuesday 
• M A R K E T I N G A N D S A L E S . 
Business Educatio n Semina r 
Series, sponsore d b y SCOR E 
of Por t l and . 1- 4 p .m. , $25 , 
space limited. Pre-registe r b y 
calling SCORE , 772-1147,6 6 
Pearl Street , Room 210 , Port -
land 04101 . 

• M I D C O A S T R E G I O N A L 
G R O U P M E E T I N G , 6:30 p.m . 

18 Wednesday 
• L E W I S T O N / A U B U R N 
G R O U P M E E T I N G , 6- 8 p.m . 

1 9 Thursday 
• H A N C O C K C O U N T Y RE-
G I O N A L G R O U P M E E T I N G , 
6 p.m . 
• M A R K E T I N G O N A  S H O E -
STRING. W B D C workshop . 
Learn the secret s of low-bud -
ge t m a r k e t i n g . B I C , 
Lewis ton , 6- 9 p .m. , $1 0 fo r 
W B D C members ; $2 0 non -
members. Cal l 947-599 0 t o 
register. 

24 Tuesday 
• S T A R T I N G Y O U R O W N 
BUSINESS. Busines s Educa -
tion Semina r Series , spon -
sored by SCOR E of Por t l and . 
1 -4 p.m. , $25 , spac e limited . 
P r e - r e g i s t e r b y c a l l i n g 
SCORE, 772-1147 , 6 6 Pear l 
Street, Roo m 210 , Portlan d 
04101. 

• M A I N E I N T E R N A T I O N A L 
T R A D E D A Y . Annua l exhibi t 
and workshop s o f th e Main e 
International Trade Cente r a t 
the Holida y In n b y th e Bay , 
Portland. Las t year' s Trad e 
Day include d mor e tha n 9 0 
exhibitors, includin g Main e 
businesses activ e i n interna -
tional trad e an d business , 
service providers , an d for -
eign consultan t delegations . 
For information , cal l Keit h 

Luke, Main e Internationa l 
Trade Center , 541-7477 . 

26 Thursday 
• R O C K L A N D / T H O M A S -
T O N R E G I O N A L G R O U P 
M E E T I N G , Annua l picnic . 

July 

1 Tuesday 
• F R E E BUSINES S CLINICS . 
S p o n s o r e d b y W B D C . 
B a n g o r (947-5990) , Bat h 
(442-7911), an d Lewisto n 
( 8 0 0 - 8 7 9 - 4 9 0 0 o r 783 -
2770) 9  a .m.-noo n and  6-9 

p.m. Cal l 947-599 0 fo r infor -
mation. 

• P L A N N I N G A N D B U D G E T -
ING. Busines s Education Semi -
nar Ser ies , s p o n s o r e d b y 
SCORE o f Por t land . 1- 4 p .m. , 
$25, spac e limited . Pre-regis -
ter b y callin g SCORE , 772 -
1147, 6 6 Pear l Street , Roo m 
210, Portlan d 04101 . 

2 Wednesday 
• BELFAS T REGIONAL G R O UP 
M E E T I N G , 6- 8 p .m . 

3 Thursday 
• P ISCATAQUI S R E G I O N A L 
M E E T I N G , 8:30-1 0 a .m . 

JULY 

5 M  T  W  T  F  S 
1 2  3  4  5 

6 7  8  9  1 0 1 1 1 2 
13 1 4 1 5 1 6 1 ? 1 8 1 9 
20 2 1 22  2 3 2 4 2 5 2 6 
2? 2 8 2 9 3 0 3 1 

8 Tuesday 
• FRE E BUSINES S CLINICS . 
S p o n s o r e d b y W B D C . 
B a n g o r (947-5990) , Bat h 
(442-7911), an d Lewisto n 
(800-879-4900 or 783-2770 ) 
9 a .m. -noon . Cal l 947-599 0 
for information . 

• S T A R T I N G Y O U R O W N 
BUSINESS. Business Education 
Seminar Series , sponsore d b y 
SCORE of Port land . 1  -4 p.m. , 
$25, spac e limited . Pre-regis -
ter b y callin g SCORE , 772 -

I 

W3DC REGIONA L GROUP S 
Regional Support  for  Women  Business  Owners 

Women's Business  Development  Corporation's  Regional  Groups  meet  monthly  in  their 
communities. Business  owners  gather  to  learn  from  each  other  and  share  experiences, 
triumphs, and  hopes  for  the  future.  Through  invited  speakers,  participants  learn  about 
business. Entrepreneurs  are  invited  to  bring  business  cards,  brochures,  and  samples  of  work 
to display.  All  meetings  are  free  and  open  to  the  public. 

B A N G O R A R E A 
July 9 , Wednesday , noon-1:3 0 p.m. , WBDC' s mai n office , 3 6 Stillwate r Professiona l 
Park, 3 6 Pen n Plaz a (nea r the Bango r Mall) , Bangor . 

W O M E N E N T R E P R E N E U R S O F B E L F A S T ( W E B ) 
July 2 , Wednesday , 6  p.m. , Belfas t Fre e Library , Abbot t Room . Cal l Ka y Retzlaf f fo r details , 
338-6468. 

H A N C O C K C O U N T Y 
July 17 , Thursday , 6  p.m. , M y For k i n th e Roa d Cafe , 18 5 Stat e St. , Ellsworth . Cal l Susa n 
Sharpe, 565-3024 , o r Doroth y Torrey , 963-7888 . 

L E W I S T O N / A U B U R N 
July 16 , Wednesday , 6- 8 p.m. , Busines s Information Cente r (BIC) , Bate s Mil l Complex , secon d 
floor, 3 5 Cana l Street , Lewiston. Cal l Sonja Christiansen, 888-879-4900 or 783-2770, for details . 

M I D C O A S T 

July 15, Tuesday , 6:3 0 p.m. , Bat h Polic e Department conference room , 25 0 Wate r Street , Bath . 

P I S C A T A Q U I S 
July 3 , T h u r s d a y . 8 : 3 0 - 1 0 a . m . T h o m p s o n F re e L i b r a r y M e e t i n g R o o m , 
Dover-Foxcrof t . 
R O C K L A N D / T H O M A S T O N 

July 24 , Thursday , Annua l picnic . Contac t Chuc k Whitehous e fo r details , 273-8628 . 

R U M F O R D 
July 1 , Tuesday , 7  p .m . Cal l Doree n Chartier , 545-2624 , fo r location . 
S O U T H E R N M A I N E B U S I N E S S W O M E N ' S N E T W O R K ( S M B N ) 
July 10 , Thursday , 6:3 0 p.m . networking ; 7  p.m . busines s meetin g begins ; Huntingto n 
C o m m o n , Ros s Road, Kennebunk . 

Developments, TH E MONTHL Y BULLETI N O F WBDC , 207-947-599 0 •  P O BO X 658 , BANGOR , MAIN E 04402-065 8 •  JUL Y 1  99 7 •  7 



1147, 6 6 Pear l Street , Roo m 
210, Portlan d 04101 . 

9 Wednesday 
• 1 2 - M O N T H M A R K E T I N G . 
W B D C workshop . Lear n th e 
secrets of low-budget market -
ing. Farmingto n (locatio n t o 
be announced) , 9  a.m.-noon , 
$10 fo r W B DC members ; $2 0 
non-members. Cal l 947-599 0 
to register . 

• B A N G O R R E G I O N A L 
G R O U P M E E T I N G , n o o n -
1:30 p .m . 

10 Thursday 
• S O U T H E R N M A I N E BUSI -
N E S S W O M E N ' S N E T W O R K 
M E E T I N G , 6:3 0 p .m . 

11 Friday 
• R E S O U R C E S FO R G R O W -
ING A  B U S I N E S S . W B D C 
workshop. Focu s on business-
assistance program s an d fi-
nancing option s availabl e i n 
Ma ine . L e w i s t o n , 9  a .m. -
noon . ; $1 0 W B D C members ; 
$20 non-members . Cal l 947 -
5990 fo r information . 

1 5 Tuesday 
• FRE E BUSINES S CLINICS . 
S p o n s o r e d b y W B D C . 
B a n g o r (947-5990) , Bat h 
(442-7911), an d Lewisto n 
(800-879-4900 or 783-2770 ) 
9 a .m. -noon . Cal l 947-599 0 
for information . 

• M A R K E T I N G A N D SALES . 
Business Educatio n Semina r 
Series, sponsore d b y SCOR E 
of Por t land . 1- 4 p .m. , $25 , 
space limited. Pre-registe r b y 
calling SCORE , 772-1147 , 6 6 
Pearl Street , Roo m 210 , Port -
land 04101 . 

• M I D C O A S T R E G I O N A L 
G R O U P M E E T I N G , 6:3 0 p.m . 

1 6 Wednesday 
• W H A T Y O U R B A N K E R 

NEVER T O L D Y O U A B O U T 
CREDIT A ND L O A N S . W B DC 
workshop. Tak e th e myster y 
out o f busines s loans . 1- 4 
p .m. , Bangor , $1 0 W B D C 
members ; $2 0 n o n - m e m -
bers. Cal l 947-599 0 fo r in-
formation. 

• L E W I S T O N / A U B U R N 
G R O U P MEET ING , 6- 8 p.m . 

1 7 Thursday 
• 1 2 - M O N T H M A R K E T I N G . 
W B D C workshop . Lear n th e 
secrets of low-budget market -
ing. Bath , 9  a.m.-noon , $1 0 
for W B DC members; $2 0 non -
members. Cal l 947-599 0 t o 
register. 

22 Tuesday 
• FRE E BUSINES S CLINICS . 
S p o n s o r e d b y W B D C . 
B a n g o r (947-5990) , Bat h 
(442-7911), an d Lewisto n 
(800-879-4900 or 783-2770 ) 
9 a .m. -noon . Cal l 947-599 0 
for information . 

• S T A R T I N G Y O U R O W N 
BUSINESS. Busines s Educa -
tion Semina r Series , spon -
sored b y SCOR E of Por t land . 
1 -4 p.m. , $25 , spac e limited . 
P r e - r e g i s t e r b y c a l l i n g 
SCORE, 772-1147 , 6 6 Pear l 
Street, Roo m 210 , Portlan d 
04101. 

24 Thursday 
R O C K L A N D / 

T H O M A S T O N R E G I O N A L 
G R O U P M E E T I N G , 6- 9 p.m. , 
Rockland. 

29 Tuesday 
• FRE E BUSINES S CLINICS . 
S p o n s o r e d b y W B D C . 
B a n g o r (947-5990) , Bat h 
(442-7911), an d Lewisto n 
(800-879-4900 or 783-2770 ) 
9 a .m. -noon . Cal l 947-599 0 
for information . 

• BUYIN G A B U S I N E S S . Busi -
ness Educatio n Semina r Se-
ries, sponsore d b y SCOR E o f 
P o r t l a n d . 1- 4 p .m. , $25 , 

space limited. Pre-registe r b y 
calling SCORE , 772-1147 , 6 6 
Pearl Street , Roo m 210, Port -
land 04101 . 

Education 
• S U M M E R INSTITUTE : L O W 
L I T E R A C Y SKILL S F O R 
HEALTH PROFESSIONALS , a t 
the Universit y o f New Englan d 
College o f Professiona l an d 
Continuing Studies , and spon-
sored i n par t b y th e Main e 
AH EC Healt h Literac y Center . 
Six-day program , Jul y 20-26 , 
for healt h professional s wh o 
regularly use , produce , and / 
or distribut e printe d healt h 
informat ion. Topic s rang e 
f rom effectiv e wr i t in g t o 
graphic design . Fo r informa -
tion, call 283-01 71, ext . 2440 . 

• ENTREPRENEURSHI P A N D 
S M A L L B U S I N E S S P R O -
G R A M , program s fo r market -
ing, growth, an d expansion a t 
the Schoo l o f Business , Uni -
versity o f Souther n Maine . 
USM offers courses at its School 
of Business , 780-4020; a  Pre -
mier FastTra c Entrepreneuria l 
Educat ion P r o g r a m , 780 -
5929; The Institute for Family -
owned Business , 780-5929 ; 
and th e Main e Smal l Business 
Development Center , 780 -
4420. Fo r informatio n abou t 
the Entrepreneurshi p an d 
Small Busines s Program a t 6 8 
High St. , Portland , cal l 800 -
800-4876, ext . 5919 ; o r 780 -
5919. 

• W O R K P L A C E H E A L T H 
A N D SAFET Y C O U R S E S , al l 
free an d sponsore d b y th e 
Maine Departmen t o f Labor , 
Bureau o f Labo r Standards . A 
variety o f classe s will b e hel d 
throughout th e yea r focus -
ing o n OSHA , safet y man -
a g e m e n t fo r superv isors , 
b loodborne pathogens , er-
gonomics, electrica l safety , 
health hazard s i n construc -
tion, an d trenchin g an d ex-
cavat ion. Fo r information , 
write Patti e Page , Safet y Di-
vision, 8 2 Stat e Hous e Sta -
tion, August a 04333-0082 , 
or fa x 624-6449 . 

• T H E S P A C E A T SIL O i n Mt . 
V e r n o n offer s y e a r - r o u n d 
c l a s s e s , w o r k s h o p s , a n d 
events. Program s inc lud e 
Y o g a ; Ta i C h i ; A f r i c a n -
inspired Drumming; Belly , Ec-
static, an d Africa n Dance ; 
Feldenkrais; Authentic Move -
ment; Sin g Like You Feel ; sea-
sonal celebrations; children' s 
drum; an d danc e classes . For 
information, cal l 293-2239 , 
or writ e R R 2, Bo x 1900 , Mt . 
Vernon 04352 . 

Ongoing 
• T H E P O R T L A N D S M A L L 
BUSINESS D E V E L O P M E N T 
C E N T E R hold s a drop-in after -
noon ever y Wednesda y fro m 
3-5 p.m . fo r thos e intereste d 
in starting a  business. Counse-
lors available. N o appointmen t 
necessary. Cal l 780-494 9 fo r 
information. 

• M A I N E S O F T W A R E 
D E V E L O P E R S ' A S S O C I A -
T I O N meet s fo r networkin g 
and t o hea r speaker s o n th e 
second Wednesda y o f eac h 
month , 7-8:3 0 a.m. , Execu -
tive Dinin g Room , Phas e I I 
B u i l d i n g , U N U M , O u t e r 
Congress Street , Portland . 
C o n t a c t )oa n M e a d o w , 
8 6 6 - 0 4 9 6 , o r e - m a i l : 
MeSDA@satum.caps.maine.edu. 
All ar e welcom e t o attend . 

• Z O N T A C L U B M E E T I N G . 
Zonta , a  worldwid e servic e 
organization o f busines s ex-
ecutives wh o wor k t o im-
prove the legal , political , eco -
nomic, an d professiona l sta -
tus o f w o m e n, meet s th e firs t 
M o n d a y o f eac h mont h a t 6 
p .m. a t th e Hillto p Restau -
rant, E l lsworth . Cal l Brend a 
Cartwright, 667-9062 . 

• T H E T U E S D A Y F O R U M . Net-
working meeting s fo r work -
ing wome n offerin g suppor t 
and th e opportunit y fo r busi -
ness an d persona l growth , 
noon-1 p.m. , Penobsco t Inn , 
Main Street , Bangor . Non -
members welcome . Fo r mor e 
i n f o r m a t i o n , cal l He le n 
Munsey, 866-3417 . 
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C A L E N D A R 
• G R E A T E R B A N G O R C H A P -
TER OF N O W. Meet s the sec-
ond M o n d a y o f every mont h 
at the Peace and Justic e Cen-
ter, Bangor . Cal l 989-330 6 
or 825-3962 . 

• M A I N E C E N T E R S F OR 
W O M E N , W O R K , A N D 
C O M M U N I T Y , wit h office s 
in Presqu e Isle , H o u l t o n , 
Bangor , E l lsworth , Skow -
hegan, Farmington , Water -
vi l le , A u g u s t a , L e w i s t o n , 
Brunswick, Thomaston, Port -
land, an d Saco, offe r a  wide 
array o f fre e service s fo r 
women wishin g t o star t a 
business, fin d employment , 
or becom e a  communi ty ac-
tivist. Workshop s cove r en-
trepreneurial training , self -
esteem, assertiv e c o m m u n i -
cation, caree r lif e planning , 
and ho w to be an effective , 
skilled employee. Referral s to 
education, training , an d job 

opportunities ar e provided. 
Call 800-442-2092 . 

• C A N ' T G E T A W AY DUR-
ING BUSINES S H O U R S ? T he 
Business Informatio n Cente r 
at 35 Canal Street , Bate s Mil l 
Complex , Lewiston , i s open 
Wednesday evenings , 6:30-
9:30 p.m. , for your busines s 
research pleasure . Thank s to 
S C O R E m e m b e r Phi l St . 
Pierre, Chapte r #325 . Cal l 
783-2770 o r 888-879-490 0 
for information . 

• T H E INVENTREPRENEUR S 
F O R U M O F M A I N E , INC . 
Meets the first Tuesday of each 
month a t University o f South-
ern Main e Campu s Center , 
Rooms A, B, C, Portland. 6:30-
9 p.m . Call Jak e Ward , 581-
1488, o r Don Forrester , 797-
3985, for information . 

WORKING 
CAPITAL 

Information 
Meetings 

E L L S W O R T H : N o o n - 1 : 3 0 
p . m . , T u e s d a y , Jun e 1  7, 
El lsworth Publ i c Library . 
C o n t a c t D o r o t h y T o r r e y , 
9 6 3 - 7 8 8 8 ; fax 9 6 3 - 7 8 5 5 . 

L E W I S T O N : 6 - 8 p . m ., 
T u e s d a y , J u n e 2 4 , 
L e w i s t o n B I C . C o n t a c t 
V a n Perry , 7 8 4 - 0 1 9 3 o r 
8 0 0 - 8 3 1 - 4 2 3 0 . 

W B D C 

N e e d s Y O U 
Would you like to renew your WBDC 

membership but find yourself short of 
cash? Would  you like to attend the 
Women Business Owner's  Conference  this 
October or be able to bid at next year's 
Annual Auction? 

If so, why not volunteer your office 
support, hours  that can be used as credit 
toward membership renewal,  enrollment  in 
the Mentoring Program, or  conference 
registration. 

W B D C need s hel p i n th e followin g capacities : 

• Telephone/Reception . 1 0 a.m.-noo n o n Monda y 

mornings when the W B DC staff holds its weekl y 

meeting (othe r day s ar e als o possible ) 

• Databas e Input . W e ca n teac h you ! 

• Copying , Collating , an d Stuffing. Worksho p bro-

chures an d promotiona l handouts . 

• Annua l Meetin g an d Conference . Wor k o f al l 

kinds—setting up , greeting , cleanin g u p 

WE WILL acknowledge you r efforts i n Develop -

ments, kee p trac k o f you r hours , an d rewar d yo u 

with credit s toward your annual membership dues , 

annual meetin g attendance , th e cos t o f bein g a 

mentoring protegee , an d more ! 

YOU WIL L earn ou r undyin g gratitude . You r 

self estee m wil l soar . Yo u will gai n ne w skills . You 

will se e jus t ho w muc h work is produce d by s o fe w 

people i n suc h a  shor t amoun t o f time . A n d , your 

volunteer hour s wil l b e usefu l o n you r resume . 

Cal l 947-599 0 (Bangor) , 442-791 1 (Bath) , o r 

888-879-4900/783-2770 (Lewiston ) t o mak e a n ap-

pointment t o com e se e us . We  will  be  very glad to  see 

you! 
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W B D C W E L C O M E S 
NEW &  R E N E W I N G 
M E M B E R S 

Frances Baco n Karen Dil l 
Beacon's Thorpe Handspu n Karen Dil l Cour t Reportin g 
RR 1, Bo x 65 RR 1, Bo x 247 
Harrington, M E 04643 Mt. Vernon , M E 04352 

Terry Badge r Michele Dorse y Brooks 
56 Nort h Mai n Stree t 1 34 Westland Avenu e 
Orono, M E 04473 Portland, M E 04102 

M. France s Bigelo w Smit h Joan Dow 
H. Smit h &  Associates Dow &  Associates , Inc. 
95 Becket t Street , # 3 P.O. Bo x 7242 
Portland, M E 04101-4475 Portland, M E 04101 
(207) 828-868 2 (207) 773-744 2 

Laurie Bisso n Gloria Dwina l 
Day's Ferr y Finerie s Lyndon Acre s Catter y 
RR 1, Bo x 149 Day' s Ferr y 36 Meadowvie w 
Woolwich, M E 04579 Ellsworth, M E 04605 
(207) 442-796 9 (207) 667-754 3 

Jean Blanchar d Tonja Edgecom b 
Jean Blanchar d Interiors RR 2, Bo x 2680 
4 Evergree n Driv e Holden, M E 04429 
Freeport, M E 04032 (207) 843-794 0 
(207) 865-131 2 

Sue Espana 
Linda Blanchar d Vita's Tortilla s 
Blanchard Qualit y Consultant s 71 Curti s Roa d 
101 Colleg e Roa d Freeport, M E 04032 
Greene, M E 04236 (207) 865-677 4 
(207) 946-237 8 

Maralyce Ferre e 
Anne Branc o Contemporary Clothin g 
Foxglove Far m Herb s Designs 
67 Boar d Edd y Road 36 Danfort h Stree t 
Dover-Foxcroft, M E 04426 Portland, M E 04101 

(207) 772-860 7 
Linda Coffma n 
Coffman Enterprise s Laura For t 
P.O. Bo x 545 Laura's Sweet s 
New Gloucester , M E 04260 85 Cumberlan d Stree t 
(207) 926-317 2 Bangor, M E 04401 

(207) 945-510 6 
Sarah Cox 
Lyric Tile Compan y Peggy Frase r 
Brookway Far m Peg's Pain t &  Pape r 
Brooksville, M E 04617 688 Middl e Stree t 
(207) 326-962 2 Bath, M E 04530 

(207) 442-929 0 
Sharon Dani s 
The Bras s Ring Sherry Gran t 
300 Guine a Roa d Xanadu Specialt y Distributin g 
Biddeford, M E 04005 P.O. Bo x 467 

Dover-Foxcroft, M E 04426 
Linda Diet z 
Traditional Accupunctur e Kay Cra y 
74 Birc h Street , Apt . B Primerica Financia l Service s 
Bangor, M E 04401 203 Airpor t Roa d 
(207) 990-202 4 Corinna, M E 04928 

(207) 924-302 7 

Kathleen Hal l Shawn Lewi n 
RR 1, Bo x 13 1 Box 62 7 
Machias, M E 04654 Milford, M E 04461 

(207) 795-880 5 
Laurie Happane n 
Discovery Toys Bernice MacDonal d 
49 Pin e Stree t National Medi a Service s 
Bath, M E 04530 P.O. Bo x 83 7 
(207) 442-042 6 Bucksport, M E 04416 (207) 442-042 6 

(207) 825-408 5 
Annaliese Hoo d 
RR 1, Bo x 16 4 Toni Merric k 
Patten, M E 04765 Toni Merric k Healin g Practitio -

ner 
Ardith Houghto n Box 494 
Ardawho Is , Inc. South Freeport , M E 04078 
596 Castin e Roa d (207) 865-338 6 
Orland, M E 04472 
(207) 469-591 9 Susan Mullin s (207) 469-591 9 

Stencil Work s 
L. Elizabeth Hoy P.O. Bo x 217 6 
Livermore Fall s Trust Co. Bangor, M E 04402-2176 
RR1,Box688 (207) 990-592 7 
Turner, M E 04282-9731 
(207) 225-370 0 Cilda Nardon e (207) 225-370 0 

Women, Wor k &  Communit y 
Renee Hudgen s 46 Universit y Driv e 
100 Fourt h Stree t Augusta, M E 04330-9410 
Bangor, M E 04401 (800) 442-2092 ; (207) 621 -Bangor, M E 04401 

3427 
Colleen Ingraha m 

Lois Nealle y Ingraham's Dinne r Hous e Lois Nealle y 
41 7 Commercial Stree t Snow &  Nealle y Co. 
Rockport, M E 04856 P.O. Bo x 876 
(207) 236-311 4 Bangor, M E 04402-0876 (207) 236-311 4 

(207) 947-664 2 
Penny Jackson Pray 

Mary An n Pickar d Transcription A t Its Best Mary An n Pickar d 
P.O. Bo x 456 FoodSmart 
Winthrop, M E 04364 RR 1, Bo x 212 1 
(207) 377-219 7 Oakland, M E 04963 (207) 377-219 7 

(207) 465-823 2 
Dianne Kidde r 
Group Works Cathie Preye r 
P.O. Bo x 16 3 Stencil Work s 
Lisbon, M E 04250 P.O. Bo x 21 76 
(207) 353-583 5 Bangor, M E 04402-2176 (207) 353-583 5 

(207) 990-5927 ; (207) 941 -
Naomi Kin g 2900 
Tabitha Jeans ' Restauran t 
94 Fre e Stree t Tracy Ree d 
Portland, M E 04101 Maine Commercia l Realt y 
(207) 879-197 8 241 Stat e Stree t (207) 879-197 8 

Bangor, M E 04401 
Sandra Kudra k (207) 945-450 0 
Veterinary Housecall s for Cats 
RR 2, Bo x 38 8 Gloria Richar d 
Orrington, M E 04474 Lakeview Have n Res t Home -
(207) 825-210 5 Unlimited Ent . (207) 825-210 5 

639 Quake r Ridg e Roa d 
Louise Leavit t Leeds, M E 04263 
Ayn Enterprise s (207) 946-582 0 
14 Eide r Lan e 
Topsham, M E 04086-1504 Mary Rus h 
(207) 721-001 9 Mert Enterprise s 

P.O. Bo x 123 4 
Lenora Leibowit z Bangor, M E 04402-1234 
Haeare Judaic a (207) 942-458 5 
12 Sprin g Stree t 
Augusta, M E 04330 
(207) 623-435 9 
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Joanna' Sampson-McCabe Karen Swa n 
J. Sampson-McCabe , Silver - The Enchante d Swa n 

smith P.O. Bo x 555 
252 Washingto n Stree t Belgrade Lakes , ME 04918 
Bath, M E 04530 (207) 495-226 4 
(207) 442-886 5 

Patricia Touchett e 
Jane Searle s Healthscents 
Women, Wor k & Communit y 23 Michau d Avenu e 
355 Main e Avenu e Lewiston, M E 04240 
Bangor, M E 04401-4331 
(207) 581-613 2 Cindy Villanuev a 

Mary Ka y Cosmetics 
Debbie Sjogre n P.O. Bo x 12 5 
18 Emerso n Driv e Couldsboro, M E 04607 
Hampden, M E 04444 (207) 963-404 9 

Joelle Snide r Mary Lo u Wad e 
Snow & Nealley Co. 158 Parkvie w Avenu e 
P.O. Bo x 87 6 Bangor, M E 04401 
Bangor, M E 04402-0876 

Bangor, M E 04401 

(207) 947-664 2 Myra Whit e 
Paper Trail s 

Dana Sumne r RR 1, Bo x 412 0 
KVCOG Camden, M E 04843 
17 Mai n Stree t (207) 236-406 0 
Fairfield, M E 04937-1119 
(207) 873-071 1 Nancy William s 

Nance's Cracker s 
RR 1, Box 950, Silverlak e Roa d 
Bucksport, M E 04416 
(207) 469-276 0 

Paula A. Day Associates 

International and Domestic 
Commercial Arbitration 

and 
Mediation Services 

Proposition: When  business conflicts  arise,  the  best 

place to  resolve them  is in court. 

Response: Not! 

Please Call Fo r A Complete Description 

of Ou r Private Dispute Resolution Services 

Tel 207-623-981 1 

Fax 207-622-973 9 

E-mail PADay@ibm.net 

Member: ME Bar Assoc., American Arbitration Assoc., Society of Prof, in Dispute Resolution, MADRP 
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O N E - A - D A Y 

C O N T I N U E D F R O M P A G E 1 

it's th e sam e proble m you ha d las t year . 
A n d a  coupl e o f "autho r unknowns/ ' (M y guess i s 

that the y didn' t wan t t o b e identified. ) 

"Footprints i n th e sand s o f tim e wer e no t mad e b y 

sitting down. " 

"Those wh o woul d brin g grea t thing s t o pas s mus t 

rise earl y i n th e morning. " (? ) 

Elbert an d friend s ar e cheer y fel -
lows, aren' t they? At the poin t of read-
ing thei r wisdom , I  actually ha d jus t 
crawled ou t o f a  gloriou s an d muc h 
needed sleep-in , I  wa s definitel y sit -
ting down, feeling satisfied , an d I hung 
my hea d i n sham e ove r a  coupl e o f 
problems I  haven't solve d i n man y a 
spring. B y th e definition s o f Elbert , 
Calv in an d club , I  jus t wok e u p a 
failure. Thi s di d not pu t m e i n a  goo d 
mood. I  wanted t o read that a  business 
woman succeede d b y followin g inne r 
rhythms, stealin g a  lon g sleep , an d 
indulging i n ho t fudg e sundaes . Th e 
guys weren' t givin g i t t o me . 

I ca n b e tenacious , disciplined , 
and constant . I  ca n leav e a n occa -
sional wobbly footprint in the sand s of time. I  do believe 
that succes s i s abou t persistenc e an d perspiration . But 
sometimes I  want th e perspiratio n compliments o f sun , 
a broad brim hat , an d a naughty novel . Einstei n got hi s 
best ideas while shaving . I  might jus t get min e watchin g 
others puttin g footprint s i n th e sand . 

I also foun d i n "Elbert' s file" note s obviousl y take n 
at some 'success ' workshop: four pages of " I ams" defin -
ing success . Som e examples : 

• I  attract contract s 
• I  am fre e o f unwante d habit s 
• I  plan a t nigh t fo r th e nex t da y 
• I  say the right thing at the right time. I  take my business 

cards with m e whereve r I  go. I  am whole an d complete . 

J wanted to  read  that 

a businesswoman 

succeeded by 

following inner 

rhythms, stealing  a 

long sleep,  and 

indulging in  hot 

fudge sundaes. 

M y visio n o f thi s woma n i s a  combination o f Lilit h 
(of "Cheers " an d "Frasier") , a  Mothe r Superio r an d 
Leona Helmsley before prison . She never puts her foot in 
her mouth , alway s sit s serenel y wit h he r day-planne r 
after tuckin g cherubi c childre n into bed , pick s u p ne w 
contracts i n th e froze n foo d aisl e (alway s a  bi z car d 
attached t o grocer y list) , an d ha s methodicall y elimi -
nated al l evil habit s an d wanton ways . Lif e i s a  barrel o f 
fun an d systemati c success . Elber t woul d lov e her . 

I ha d almos t decide d t o leav e succes s t o Elber t an d 
go fin d Be n &  Jerry. The n a n ol d yellowe d pape r flut -
tered out o f the file . Year s ago I  had titled i t " M Y Kin d o f 
Success." A t the to p I  had quoted Booker T. Washington , 

a ma n wh o ha d see n hi s shar e o f suf -
fering: "Succes s i s t o b e measure d no t 
so muc h b y th e positio n tha t on e ha s 
reached in life as by the obstacles which 
he has overcome." What a kinder, gen-
tler definition , especiall y fo r wome n 
in business . Th e workplac e an d th e 
kinder, gentle r femal e conditionin g 
can presen t "swee t obstacles " t o suc -
cess a  l a Elbert . T o m e Booke r beat s 
h im an y day. But this tattere d ol d page 
held stil l anothe r loo k a t success , at-
tributed t o Emil y Dickinson : 

"He ha s achieve d succes s who ha s 
lived well , laughe d often , an d love d 
much; wh o ha s gaine d th e respec t o f 
intelligent me n an d th e lov e o f littl e 
children; wh o ha s fille d hi s nich e an d 

accomplished hi s task ; wh o ha s lef t th e worl d bette r 
than h e foun d it , whethe r b y a n improve d poppy , a 
perfect poem , o r a  rescue d soul ; wh o ha s neve r lacke d 
appreciation of earth's beauty o r failed to express it; wh o 
has alway s looke d fo r th e bes t i n other s an d give n th e 
best h e had. " 

Elbert, Thomas , Calv in an d club offer u s guidepost s 
and reminder s tha t persistenc e matters . Emil y an d 
Booker, however , tel l u s tha t succes s come s i n man y 
different packages . 

Snooze a  little, laug h often , lov e other s an d give th e 
best yo u have . Th e worl d an d you r busines s wil l prob -
ably bot h b e a  better place . 

Katherine Lyon s develops and deliver s corporat e trainin g 
and conferenc e keynote s o n the strategic us e o f humo r 
and creativ e thinking . Throug h he r consultin g business, 
The Lightforc e Resourc e Network, sh e ha s traveled cross -
country attemptin g t o transfor m th e terminally profes -
sional. Base d in Kennebunkport, sh e is also the founde r o f 
Oke Society for £atiesWho £au$h Out £oul, a n internationa l networ k 
of rebellious , overworke d w o m e n ! Cal l 967-4676  fo r 
information. 
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What Is  Success  without  Failure? 
Strolling about  the Web,  we found 

the following article  about small busi -
ness failures and  women. To  get to the 
site, which  has  much  more  about 
women and  business,  type  in http://  
www.mindspring.com/-higley/ 
project.htm. Unfortunately,  the  site 
failed (no  pun intended!)  to tell us who 
they are, so  we can't give credit where 
credit is due. 

H o w t o A v o i d 

F a i l u r e 

"It's s o easy to quit; success of-
ten take s longe r tha n yo u ha d eve r 
expected. Bu t the longe r yo u sta y 
with it , the mor e yo u learn abou t 
the differen t angle s o f it. If thing s 
do no t seem t o work one way, you 
begin t o as k yourself, 'Ho w abou t 
this way / and befor e yo u know it, 
you kno w mor e abou t th e busines s 
than you r competitors do. " - Heid a 
Thurlow, C E O of Chantal Cookware 
Corporation, annua l sale s o f ove r 
$10 mil l ion . 

Small busines s failur e rate s are 
relatively h ig h amon g entrepre -
neurs. W o m e n entrepreneur s fac e 
many additiona l challenge s whe n 
beginning a small business venture . 
Consider th e followin g statistics : 
24% of new businesse s fai l withi n 2 
years, 51 % fai l withi n 4  years, and 
63% fai l withi n 6  years. B y reading 
the followin g section , a  better un-
derstanding o f wha t cause s thos e 
failure percentage s wil l hopefull y 
be gained . Tip s o n ho w to avoi d 
failure ar e liste d a s well. 

T h e r e a r e m a n y 

r e a s o n s t h a t s m a l l 

b u s i n e s s e s f a i l : 

• managemen t incompetenc e 

• lac k of experience (manager s 
and employees ) 

• poo r financia l control 

• lac k of strategic plannin g 

• uncontrolle d growth 

• poo r locatio n 

• lac k of inventory control 

A woman pondering small busi-
ness ownershi p shoul d familiariz e 
herself wit h th e lis t above . B y be -
coming acquainte d with the poten-
tial ''pitfalls/ ' you will mak e your -
self more aware of factors that could 
lead to business failure . Knowledge 
is power ! 

Below i s a list o f ways o n ho w 
not t o become jus t anothe r failur e 
statistic: 
• B e flexible wit h your business. I f a 

product or service is not working, 
don't b e afrai d t o chang e you r 
focus. 

• Pa y attention to pertinent periodi -
cals an d trade magazines . B e re -
sponsive t o your marketplace. 

• Kno w you r competition. 

• Acknowledg e your personal weak-
nesses. Fo r example, i f yo u ar e 
bad with math, then consider hir -
ing a n accountant. 

• B e proud of and acknowledge your 
strengths. 

• Hir e a  knowledgeable staff . I f you 

To attain excellence 

you must  care  more 

than others  think  is 

wise, risk more than 

others think  is  safe, 

and dream  more 

than others  think  is 

practical. 

- Anonymous 

remember only one thin g on this 
list, the n thi s ti p shoul d b e it. 
Your employee s wil l se t the ton e 
for your business, s o choose the m 
carefully. 

• Lear n t o manage you r employee s 
effectively. 

• Don' t b e afrai d t o rel y o n "gut 
feelings" o r intuition . Afte r all, 
intuit ion i s ofte n describe d a s 
being comprised of judgment and 
experience. 

• Don' t be intimidated by salesman, 
bankers, lawyers , o r othe r busi -
ness owners . Yo u are smart and 
brave enoug h t o star t you r own 
business. Tak e prid e in that! 

• Don' t giv e up . Take thing s on e 
step a t a time . Follo w an "inch -
worm" philosophy. Let your busi-
ness progress, but also allow tim e 
to pause , regroup , reassess , and 
then move forward. Don't let your 
business's growt h escape you r ca-
pabilities. 

• Prepar e a business plan . 

• Don' t be intimidated by financial 
statements. I f you are able to pre-
pare the m yourselves , the n pa t 
yourself o n the back. I f your ac-
countant prepare s you r state -
ments, the n attemp t t o under -
stand the basic logic behind them. 

• Remember to advertise. Otherwise, 
people coul d eithe r neve r kno w 
your business exists , or they might 
forget abou t you r business . 

• Kno w wha t typ e o f imag e yo u 
would lik e you r business t o por-
tray. 

• Remember , the customer is always 
right! Custome r service i s key. 
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DEFINING SUCCES S 
C O N T I N U E D F R O M P A C E 1 

Here's what 
others had  to  say. 

"Having a  baby thi s yea r an d be -
ing abl e t o sta y hom e wit h h im." 

— Cynthia  Bowen  Rogers; Luna 
Design &  Illustration; Union,  Maine 

"Success i s bein g abl e t o liv e m y 
life th e wa y I  want to. " 

— Diane  Russell  Kidder; 
GroupWorks; Lisbon,  Maine 

For mos t o f m y workin g life , I 
thought I  ha d achieve d succes s be -
cause I  was makin g lots o f mone y i n 
positions o f high rank, visibility, and 
power. Bu t a  coupl e o f year s ago , I 
realized tha t I  ha d achieve d "suc -
cess" a t th e cos t o f everythin g else . 
Regular 6 0 t o 80-hou r weeks and an 
obsession wit h furtherin g my caree r 
had lef t m e wit h n o friends , n o sig -
nificant other . Overweight . Rarel y 
getting a  chanc e t o ge t ou t int o th e 
country, o r even t o se e a  sunset o r a 
sunrise. Neve r having the tim e t o g o 
to museums o r concerts. Operational 
or financia l report s a s m y primar y 
reading material . Never a  rea l vaca -
tion, withou t a  briefcase ful l o f work 

to d o an d frequent, dail y communi-
cation wit h th e offic e b y phon e o r 
fax. 

Finally, i n 1995 , I  sai d "enough" . 
Wi th grea t trepidation but much ex -
citement, I  chucked everything—po-
sition, home , sport s car , an d busi -
ness suits—withdre w m y life' s sav -
ings fro m th e bank , an d took a  year 
off t o travel and think. M a ny month s 
later, o n th e othe r side o f the world , 
I cam e t o thi s simpl e realization . 
Success i s achievin g a  stat e o f bal -
ance i n your life , wher e you r physi-
cal, emotional , relationship and spiri-
tual needs receive a s much attentio n 
as you r career an d financia l needs . 

— Elena  McCall;  McCall 
Resource Group; Portland, Maine 

"It's a  deep question . Bein g hom e 
to rais e my children, bu t stil l having 
a lif e an d doing m y par t for society . 
Being abl e t o contribut e t o th e fam -
ily. Tryin g t o maintai n my busines s 
at a good standing until m y children 
get int o schoo l an d the n mayb e ex -
panding." 

—Joan Stambach;  Brittany  Welsh 
Cookies; Lisbon  Falls,  Maine 

"It doesn' t mea n money . Succes s 
is no t abou t work , bu t it' s doin g 
work that' s fu n t o do . It' s abou t do -

ing somethin g make s yo u fee l good. ; 
making somebody happ y even whe n 
it's a s simpl e a s servin g tea. " 

— Frances  Browne;  MacNabs 
Tea Room;  Boothbay,  Maine 

"Success i n m y busines s ha s 
no th ing t o d o wit h money , bu t it' s 
about explorin g the artisti c par t of 
myself." 

— Angela  Butera  Dickson; 
Angelworks Pattern  &  Gift  Company; 

Carmel, Maine 

"Success i s working at somethin g 
I love wit h passio n an d enthusiasm . 
It's abou t drawin g on m y ow n inne r 
strength, resourcefulness , persever -
ance, an d suppor t syste m t o mak e 
my busines s grow . Succes s i s a  state 
of mind ; I  know I  can do anythin g if 
I put m y m i n d t o it. " 

— Deb  Bomaster;  PlayWorks; 
Portland, Maine 

"Success sound s lik e a  goal, but I 
think it' s a  process , a  continuall y 
changing wa y o f doin g th e bes t yo u 
can a t wha t yo u ar e doing . A s yo u 
feel you r wa y throug h th e process , 
you refin e what i t is that you do best 
and becom e mor e successful. " 

— Paula  Green;  Peagreen Card 
Company; Washington,  Maine 

"For m e success would have to d o 
with achievin g a  balanc e betwee n 
my busines s an d my family, so that I 
feel lik e I' m buildin g m y busines s 
and watchin g i t grow , feelin g com -
petent an d confiden t an d stil l no t 
feeling lik e I' m pull in g to o muc h 
energy awa y fro m m y family . I' m 
not alway s there , whic h i s wh y I' m 
growing m y busines s ver y slowly. " 

— Colleen  O'Neill  Conlan; 
Winterlong Herbs;  Vinalhaven,  Maine 
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S e t t i n g 
S m a r t 
G o a l s 

That Doesn't 
Mean Casting 

Them into Stone 

B Y J E N N I F E R H I L L 

'etting goal s i s no t som e 
-thing I've spen t muc h tim e 
doing. Whethe r it' s a  per -
sonality thin g o r a  gende r 

thing o r a n inherite d thing , I  don' t 
know. I  jus t don' t engag e i n th e pro -
cess muc h an d neve r have . Ther e i s a 
faction o f people , though , wh o swea r 
by i t an d I  wa s beginnin g t o ge t th e 
slightest bi t curious about exactly ho w 
it was done when Jim M c C o n n o n cam e 
into m y life . 

Jim M c C o n n o n i s a  Busines s an d 
Economics Specialis t with the Univer -
sity o f Main e Cooperativ e Extension. 
Jim i s a great believer in the practice of 
setting goal s a s a  way t o measur e suc -
cess. Hi s recen t worksho p i n Wald o 
County o n 'Tricin g you r Busines s Ser-
vice fo r Profit " provide d som e con -
crete question s w e ca n as k ourselve s 
about what it is we're looking for in our 
businesses. 

For instance , yo u migh t wan t t o 
ask yoursel f ho w muc h tim e you wan t 
to devot e t o your business. A n article I 
read whe n I  firs t starte d m y busines s 
said tha t goin g int o busines s mean s 
working lat e int o th e nigh t an d al l 
weekend. No t fo r me , I  thought. I  de-
cided t o charg e enoug h mone y an d 
keep m y expenses lo w s o tha t I  didn't 
have to work full-time. That works well 
for me , as I'm not just a business owne r 
but a  mother, too . 

Then migh t come the simpl e ques -
tion o f wha t i s i t you want t o d o wit h 
the tim e yo u spend working . Tal k t o a 
friend abou t your business an d ask her 
to notic e whe n you r eye s ligh t up — 
that's th e wor k fo r you t o b e focusin g 
on. The n figur e out ho w t o hir e some -
body els e to d o th e othe r stuff . I' m i n 
the proces s o f hirin g a  cleanin g ser -
vice. I t too k m e a  lon g tim e t o figur e 
out tha t this was a  need i n my life . My 
friends tel l m e tha t a  ver y dul l loo k 
comes across my face when the topic of 
housecleaning come s up . 

How muc h mone y d o you need i n 
order to survive ? A nd how muc h extr a 
would yo u like ? Whil e makin g bi g 
money isn' t a  motivato r fo r man y 

women, w e nee d t o conside r profit . It' s 
not jus t th e actua l tim e we'r e spendin g 
servicing our customers, but the risk we're 
taking just being in business. Those night 
sweats when we'r e wondering how we'r e 
going t o pa y th e bills—w e nee d t o in -
clude that time i n our cost of doing busi-
ness. Ji m describe s i t lik e this : "Fo r a 
service business , th e pric e yo u charg e 
should cove r a portion o f your overhead 
expenses, projec t materials , you r wage , 
and you r desire d profit. " We'v e go t t o 
take tha t "desire d profit" seriously . 

Consider i f you want t o ear n a l ivin g 
wage, o r jus t wan t t o ear n som e extr a 
money. W o u l d jus t breakin g eve n b e 
okay? Ther e ma y b e shor t ter m goal s 
where money is the least important thing 
to consider . It might be wort h it to rela x 
on th e profi t margi n a  bit if you're learn-
ing ho w t o d o something , o r meetin g 
some ke y peopl e i n your field . 

Is doing business fo r you about creat-
ing a  certain image i n your community? 
Is i t abou t statu s amon g you r peers ? B e 
frank an d hones t wit h yourself . Includ e 
everything yo u ge t ou t o f havin g you r 
own business . W h e n yo u kno w wh y 
you're i n business , yo u ca n zon e i n o n 
the good stuff, refinin g i t until you get t o 
nirvana, I  guess. 

Jim suggest s that you set smart  goals . 
In othe r words , th e goal s yo u se t shoul d 
be: 

• Specifi c 

• Measurable 

• Attainabl e 

• Rewardin g 

• Time d 

If w e conside r eac h o f these , w e wil l 
find motivatio n fo r achievin g ou r goals . 
Jim M c C o n n o n swear s by it . 

The onl y proble m wit h settin g goal s 
for m e i s remembering that I  made the m 
up an d I  can redirec t them. I  can ge t s o 
compulsive abou t makin g somethin g g o 
according t o a  previousl y arrange d pla n 
that I forget to notice lif e as it goes by. Yes, 
spring i s her e an d th e bud s ar e arriving , 
just according to schedule. Predictable, but 
enchanting nonetheless . 
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I n d e p e n d e n t C o n t r a c t o r s A s s o c i a t i o n o f M a i n e 

I C A M B O A R D 

Jessie Artiaga 
North Atlantic Marine , Inc. 
Portland •  775-73M 
Peter Cook 
Payroll Department Company 
Auburn •  800-734-688 0 

823-9524 
Betty Coombs 
Construction Consultants , Inc. 
Livermore Falls •  897-407 2 
Allen Dia z 
A & V 
Jay •  897-434 8 
Deborah Khadraou i 
Asina &  Associates 
Portland •  773-732 1 
Catherine Plante 
Lionel Plant e Associates 
Peaks Island •  766-250 8 
Gloria Richar d 
Richard Excavating-Lakeview Haven 
Leeds •  946-582 0 

Edna Rosengre n 
Rosengren Landscaping , Inc. 
Freeport •  865-340 5 
Nancy Tibbetts 
Nancy Tibbetts Trucking, Inc. 
Monmouth •  933-423 5 
Anita Wacom e 
Superior Construction Services, Inc. 
Oakland •  465-294 1 

P U R P O S E 
1 .Advocacy for the Disadvantaged 

Business Enterprise (DBE) mem-
bers i n regulator y develop -
ment and contractual disputes. 

2. Communicatio n amon g mem -
bers regardin g economi c op-
portunity, regulator y issues , 
and DB E program implemen -
tation ana compliance. 

3. Educatio n o f membershi p and 
the public regarding DB E rights 
ana opportunities . 

4. Smal l business advice and con-
sultation. 

Our mission is to promote equal busi-
ness opportunity for the advancement 
of independent contractors. We will 
accomplish this end through: 

Support: By sharing resources, knowl-
edge, information, and advice. 

Quality: Through the dedication of each 
member to quality and satisfaction. 

Commitment: Of each member to the 
people, ideals , and objectives of the 
Independent Contractors Association 
of Maine. 

S o m e A d v i c e 

Small disadvantage d businesse s need t o lear n th e specific s of a n agency' s mission and 

budget befor e the y tr y t o sel l to a  governmen t buyer , according to the "Minoritie s i n Busines s 

Insider". Do your homework and determine what the agency needs, say agency representatives. 

"As othe r smal l busines s experts hav e tol d us , minority firm s shoul d not offe r t o provid e 

virtually anythin g the agency might need , essentially say, 'What do you need?' " the "Insider" 

said. That' s a  quic k turn-off. 

W a s h i n g t o n B u d g e t T a l k 

The 199 7 federa l budge t boost s funding fo r th e Smal l Busines s Administration , whic h 

oversees sec . 8(a) an d other busines s development programs. 

The SBA FY97 budget is $28 millio n more than 199 6 appropriations . The surety bond fund 

received a  $1. 2 millio n boos t so that the SB A could continue guaranteeing th e work o f man y 

small contractors who otherwis e coul d not get bonding. 

Source: Minorities i n Busines s Inside r 

N e w E n g l a n d V e n d o r Lis t 

The Genral Services Administration has a prequalifie d vendor list for construction firms in 

Maine, Ne w Hampshire , and Vermont. Th e lis t includes small businesses , includin g minority -

and women-owned businesses , that meet certain experienc e and past performance standards. 

The contractor list will be used for construction projects ranging in cost from $2,000 to $10,000. 

For information , cal l 617-565-7736; e-mail , jen.pickering@gsa.gov. 

J o i n I C A M T o d a y ! 
If you are. .  . 

• Certifie d as a Disadvantage d Business Enterprise (DBE) 
• Involve d i n a non-traditiona l occupation 
• Wan t to support non-traditional occupation s or businesses for women and minorities 

Yes! I  want to join ICAM! 

Name: 

Business Name: 

Address: 

Telephone: (work) (home) (fax) 

Description of Business: 

Membership Categories: 
DBE-certified Business $75 

Non-voting Associate Member $7 5 

Other 

Other 

P l e a s e b e a s g e n e r o u s a s y o u c a n . I C A M n e e d s y o u r s u p p o r t . 
M e m b e r s h i p i n I C A M i n c l u d e s a  o n e - y e a r m e m b e r s h i p i n W B D C . 
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The Business Needs of Maine 
Women Entrepreneurs 

Last February,  WBDC  distributed 
a survey to its members to gain a better 
understanding of  issues  facing Maine 
businesswomen; 126 returned  their sur-
veys. The following is  a synopsis of the 
results. 

One questio n aske d business -
owners t o rat e factor s importan t to 
their business . Th e number one fac-
tor was "large r customer base," indi -
cated b y 72.4 1 percen t o f respon -
dents a s first , second , o r thir d o n 
their list . 

Second wa s "bette r marketin g 
and advertising," indicated by 66.66 
percent of respondents . 

The thir d facto r was "more net -
working an d sales leads" with 45.8 8 
percent choosin g i t a s eithe r first , 
second, o r third. 

Although a fair majority of busi-
ness owner s ar e seeking mor e cus -
tomers, expor t i s the las t thin g on 
their lis t fo r increasin g tha t base . 
Many businesses don't yet regard out-
of-state market s as viable. 

The surve y expressed a  common 
need fo r better marketin g of prod -
ucts an d services . 

"To get on the Internet" was the 
desire o f man y lookin g fo r mor e 
marketing options . Othe r respon -
dents state d a  nee d fo r marketing 
programs, especially funding, to help 
expose products to a wider audience. 

Personal concerns, especially th e 
need fo r setting goals , tim e manage -
ment, an d stress reduction were als o 
important. Th e phrase "mor e hour s 
in a  day " was repeate d b y many , 
highlighting th e nee d fo r hel p i n 
alleviating time crunches and stress . 

M a n y o f the returns repeatedl y 
expressed th e need fo r better acces s 
to curren t informatio n on al l sub-
jects relate d t o runnin g a  busines s 
and l ivin g a  more san e life . 

"How do I find mor e upscale cli -
ents?" was asked many times by busi-
ness owners. Interne t training , mar -

keting training , training , an d train -
ing was the answer. 

M a n y o f th e wome n returnin g 
their survey s sai d the y considere d 
their businesse s successfu l whe n i t 
was earning enough to pay for retire-
ment and personal expenses. Beyond 
that, the y wan t thei r businesse s t o 
bring i n extra cas h t o go traveling 
and otherwis e broade n thei r hori -
zons. Wha t doe s thi s indicate ? Tha t 
many women-owne d businesse s in 
Maine hav e move d beyond the abil-
ity to cover thei r expenses . 

Over th e course o f the survey' s 
distribution, W B D C wa s also hear -
ing fro m businesswome n o n issue s 
not specifically embodied in the sur-
vey. M a n y o f thos e concern s hav e 
been noted . W B D C i s using thi s in-
formation to develop new programs 
and service s fo r its members. 

W B D C hire d Caro l Brodeu r t o 
help develo p ne w marketin g pro -

grams for members. Marketing prod -
ucts an d services t o wider audience s 
will be the theme an d every metho d 
will be explored. 

W B D C i s also collaborating with 
several organization s to offer work -
shops an d conferences o n all busi-
ness subjects. W B D C regional groups 
foster networkin g and business dis -
cussion among women business own -
ers. W B D C ' s financ e program s offe r 
loans fro m $50 0 to $15,000 . 

Watch Developments  fo r new s 
about expande d resource s fo r grow-
ing your businesses. A n d i f you know 
someone wh o could benefit fro m th e 
information, support , and credit of-
fered by W B D C, pleas e tel l them the y 
are welcome t o attend an y meeting s 
or workshops . 

Thanks fo r you help i n making 
W B D C mor e responsive t o its mem-
bers. I f you have an y concerns, in-
formation, an d suggestions fo r mak-
ing W B D C better , pleas e contac t 
mMary Denzer , P.O . Box 198, Bat h 
04530; 207-442-7911 ; e -mai l , 
denzerac@clionic.net. 
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It's Not  the  End  of  the  Road 
The following  is  excerpted  from a 

research conducted in 1994 by  by  Rich-
ard F.  Fullenbaum  and  Mariana  A. 
McNeill and  commissioned by  the Small 
Business Administration.  It  focuses  on 
the personal experiences  of small busi-
ness owners whose businesses failed. It 
surveyed 101 individuals  who  had  gone 
through bankruptcy and  who  were  will-
ing to talk about their businesses. They 
were typically male  (81  percent  of  the 
respondents), middle-aged  (46  years 
old), well-educated  (some  college), and 
married (75  percent  of the  sample). 

For a  complete  copy  of  the  study 
contact the  National  Technical  Infor-
mation Service,  U.S.  Department  of 
Commerce, 5285  Port  Royal  Road, 
Springfield, VA  22161; 800-553-6847; 
Order number:  PB94-175718. 

Statistical analysi s o f th e surve y 
results strongly suggests a number of 
conclusions regardin g th e failur e 
process. 

• Failur e doe s no t appea r t o b e 
associated with individuals who hav e 

little prio r wor k experience. I n fact , 
the opposite i s true: the average leve l 
of previous work experience was 14. 5 
years, comprisin g a  divers e se t o f 
sectors an d occupations . Mor e tha n 
50 percen t o f th e respondent s ha d 
never owned a  business befor e start -
ing th e bankrup t business ; a  sig -
nificant minori t y o f th e respon -
dents (3 7 percent ) ha d been entre -
preneurs before . 

• Failur e i s no t generall y associ -
ated wit h th e en d o f one' s career . 
Only 1 2 percen t o f th e respondent s 
left th e labo r force . O f thos e wh o 
remained, mor e tha n hal f (5 3 per -
cent) became owners of another busi-
ness; the res t pursue d wage-and-sal-
ary employment . Generally , peopl e 
tended t o com e fro m an d gravitat e 
back t o th e industrie s of thei r bank-
rupt business . 

• Typically , th e post-bankruptcy 
experience show s forme r owner s 
moving quickl y bac k int o th e busi -
ness/employment mainstream . The 
size o f th e averag e post-bankrup t 

business seem s considerabl y smalle r 
than the business tha t went bankrupt . 

• Th e financia l implication s o f 
the failur e process ar e no t devastat -
ing. Th e post-ownershi p profil e 
strongly suggests a significant recov-
ery from an y financial hardship that 
the busines s failur e ma y hav e im -
posed on the former owner. From both 
a curren t incom e an d a  ne t wort h 
perspective ther e wa s significan t im-
provement durin g th e stud y period . 
Those wh o becom e wage-and-salar y 
workers, however , repor t greater and 
faster financia l recover y tha n thos e 
who remaine d business owners . 

• Tw o distinc t group s emerge d 
from th e 10 1 owner s o f bankrup t 
businesses studied. The first distinc t 
group owne d severa l businesse s be -
fore th e bankrup t one ; the y als o 
started anothe r busines s shortl y af -
ter thei r curren t bankruptcy . Fo r 
these "committe d entrepreneurs/ ' 
bankruptcy appear s t o b e a  part of a 
cycle o f starts , failure s an d rebirths. 
By contrast, a  second grou p of "one -
time entrepreneurs" were wage-and -
salary workers both before an d afte r 
their bankruptc y experience. 
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• Th e media n leve l o f liabilit y 
left b y th e fai le d busines s wa s 
$172,800. T h e larges t p o r t i o n 
($120,000) wa s hel d b y creditor s 
holding security . I t was no t possibl e 
in thi s stud y t o asses s th e ultimat e 
costs to thes e creditors . Al l creditors 
having unsecure d claim s withou t 
priority were lef t wit h a  median los s 
of $72,000 ; th e larges t singl e grou p 
among thes e creditors wer e the sup -
pliers o f non-ban k loan s a t $40,700 . 

• Th e responses t o tw o specula -
tive question s captur e importan t 
non-economic aspect s o f th e bank -
ruptcy experience . W h e n 

asked "I f you were to do i t 
all ove r again , woul d yo u 
have starte d you r bank -
rupt business? " 61. 4 per -
cent o f th e respondent s 
answered "Yes. " W h e n 
asked "Woul d yo u eve r 
start you r ow n busines s 
again?" 73. 2 percen t an -
swered "Yes. " 

Houlton Photographer Finds 
Success with Target Marketing 
Rosalind Morgan , co-owne r o f Fo x Hollo w Photograph y an d 

Design i n Houlton , i s beginnin g t o se e th e reward s o f he r targete d 
advertising. Sh e place d a  full-pag e a d featurin g example s o f he r 
photography i n Direct Stock 5, a  directory of stock photograph y tha t 
is distribute d t o thousand s o f phot o buyers . Now , thos e buyer s ar e 
calling instea d o f he r makin g col d call s t o them ! 

Roz's firs t sal e was a  photo o f hot-ai r balloons tha t wa s use d o n 
the cove r o f th e 199 7 "Summe r Opportunitie s fo r Kid s an d Teens, " 
published by Peterson's Publishing. That was followe d b y a call from 
Target Drugs to us e th e sam e image o n a n invitation . Now , Reader's 

Digest will be printin g her photo o f canoes o n 
Daicey Pond , Baxte r Stat e Park , acros s a  two -
page sprea d i n it s Jul y 199 7 issue . 

Target advertisin g doe s work , say s Roz. 
But, photograph y an d running a business 

are no t th e onl y accomplishment' s i n Roz' s 
life: Sh e i s als o th e Main e Stat e Benc h Pres s 
Champion i n th e Women' s Maste r Class. O n 
June 21 , sh e travel s t o Nort h Attleboro, Mas -
sachusetts, t o compet e i n th e Ne w Englan d 
Bench Pres s Championship . 

Good luck , Roz ! 

Get o n the 
Recycled List 

If y ou o r a c o m p a ny yo u kno w 
manufactures o r distribute s 

recycled products , th e Main e 
Buy Recycle d Associat io n want s 
to includ e thos e product s i n th e 

next edit io n o f its R e c y c l ed 
C o n t e n t P r o d u c t D i r e c t o r y . 

For informat ion , cal l Gayl e 
Briggs, Cente r fo r T e c h n o l o g y 

Transfer, 780- 1 744 . 

BUSINESS 
CARD 

DIRECTORY 
Rates: $ 1 0 pe r 

m o n t h ; $ 1 0 0 for 
o n e year . C a r d s 
m u s t b e in th e 

W B D C off ic e b y 
the 2 0 t h o f e a c h 

m o n t h . Pleas e 
e n c l o s e severa l 

c o p i e s . Fo r m o r e 
i n f o r m a t i o n , cal l 

9 4 7 - 5 9 9 0 . 
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Fastest Growing Occupations in Maine, 1992 to 2005 
Thinking about  starting  a  business?  Here  are  some  projections  from  the  Maine  Department  of  Labor. 

OCCUPATION EMPLOYMENT EMPLOYMENT PERCENT AVERAGE 
TITLE 1992 2005 INCREASE HOURLY WAG E 

Personal Hom e Car e Aide s 489 1,092 123.3 $6.97 
Computer Engineer s 193 403 108.8 24.04 
Human Service s Worker s 942 1,956 107.6 8.94 
Systems Analysts , EDP 1,122 2,296 104.6 20.27 
Adjustment Clerk s 804 1,608 100.0 9.61 
Home Healt h Aides 2,199 4,355 98.0 6.93 
Dental Hygientist s 766 1,320 72.3 16.29 
Medical Assistant s 584 998 70.9 8.03 
Correction Officer s &  Jailers 1,242 2,111 70.0 8.96 
Dental Assistants 620 1,050 69.4 9.21 
Physical Therapist s 515 86.3 67.6 20.24 
Psychologists 837 1,359 62.4 22.30 
Physical Therapy Assistant s 234 377 61.1 8.85 
Nursery Worker s 261 412 57.9 6.25 
Psychiatric Aide s 185 289 56.2 5.98 
Funeral Director s &  Mortician s 135 210 55.6 17.20 
Telemarketers& Relate d 983 1,521 54.7 6.67 
Child Car e Worker s 4,523 6,971 54.1 6.57 
Residential Counselor s 936 1,441 54.0 7.93 
Insurance Adjusters/Examiner s 582 895 3.8 14.62 
Nursing Aide s & Orderlies 9,729 14,849 52.6 7.24 
Radiologic Technologist s 564 859 52.3 13.27 
Bill & Account Collector s 571 869 52.2 9.66 
Transportation Agent s 159 240 50.9 13.21 
Paving Equipmen t Operator s 387 575 48.6 9.39 
Radiologic Technician s 270 398 47.4 12.88 
Operations &  Research Analyst s 179 263 46. 24.43 
Dietetic Technician s 158 232 46.8 8.86 
Laundry &  Drycleaning Operator s 1,002 1,455 45.2 6.19 
Tax Preparer s 269 389 44.6 12.93 
Insurance Claim s Clerk s 

• h  c 1 f a s t •  I c w i s t o n / a u b u r n 

563 

• m i d c o a s t •  p 

798 

i s t a t a q u i s •  r o c k 

41.7 

1 a n d / t h o in 

11.29 

as t on •  y o r k c 
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J u l y 1 5 

P I S C A T A Q U I S 
J u l y 3 

R O C K L A N D / 
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J u l y 2 4 

R U M F O R D 
J u l y 1 
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The Busines s Need s of Maine 
Women Entrepreneur s 

Last February,  WBDC  distributed 
a survey to its  members  to gain a  better 
understanding of  issues  facing  Maine 
businesswomen; 126 returned  their sur-
veys. The following is  a synopsis of the 
results. 

One questio n aske d business -
owners t o rat e factor s importan t t o 
their business . Th e number one fac -
tor was "large r customer base," indi -
cated b y 72.4 1 percen t o f respon -
dents a s first , second , o r thir d o n 
their list . 

Second wa s "bette r marketin g 
and advertising/ ' indicated by 66.66 
percent o f respondents . 

The thir d facto r wa s "mor e net -
working an d sales leads" with 45.8 8 
percent choosin g i t a s eithe r first , 
second, o r third . 

Although a  fair majority of busi-
ness owner s ar e seekin g mor e cus -
tomers, expor t i s th e las t thin g o n 
their lis t fo r increasin g tha t base . 
Many businesses don't yet regard out-
of-state market s a s viable . 

The surve y expressed a  common 
need fo r bette r marketin g o f prod -
ucts an d services . 

"To get o n th e Internet " was th e 
desire o f man y lookin g fo r mor e 
marketing options . Othe r respon -
dents state d a  nee d fo r marketin g 
programs, especially funding, t o help 
expose products to a wider audience. 

Personal concerns, especially th e 
need fo r setting goals , tim e manage -
ment, an d stress reduction were als o 
important. Th e phrase "mor e hour s 
in a  day " wa s repeate d b y many , 
highlighting th e nee d fo r hel p i n 
alleviating time crunche s and stress . 

M a n y o f th e return s repeatedl y 
expressed th e nee d fo r better acces s 
to curren t informatio n o n al l sub -
jects relate d t o runnin g a  busines s 
and l ivin g a  more san e life . 

"How do I  find mor e upscale cli -
ents?" was asked many times by busi-
ness owners. Interne t training , mar -

keting training , training , an d train -
ing wa s th e answer . 

Many o f th e wome n returnin g 
their survey s sai d the y considere d 
their businesse s successfu l whe n i t 
was earning enough to pay for retire-
ment and personal expenses. Beyond 
that, the y wan t thei r businesse s t o 
bring i n extr a cas h t o g o travelin g 
and otherwis e broade n thei r hori -
zons. Wha t doe s thi s indicate ? Tha t 
many women-owne d businesse s i n 
Maine hav e move d beyond the abil -
ity t o cove r thei r expenses . 

Over th e cours e o f th e survey' s 
distribution, W B D C wa s als o hear -
ing fro m businesswome n o n issue s 
not specifically embodied in the sur-
vey. Man y o f thos e concern s hav e 
been noted . W B D C i s usin g thi s in -
formation t o develo p ne w programs 
and service s fo r it s members . 

W B D C hire d Caro l Brodeu r t o 
help develo p ne w marketin g pro -

grams for members. Marketing prod -
ucts an d services t o wider audience s 
will be th e them e an d every metho d 
will b e explored . 

W B D C i s also collaborating with 
several organization s t o offe r work -
shops an d conference s o n al l busi -
ness subjects. W B D C regional groups 
foster networkin g an d busines s dis -
cussion among women business own -
ers. W B D C ' s financ e program s offe r 
loans fro m $50 0 t o $15,000 . 

Watch Developments  fo r new s 
about expande d resource s fo r grow -
ing your businesses. A n d i f you know 
someone wh o could benefit fro m th e 
information, support , and credit of -
fered by W B D C, pleas e tel l them the y 
are welcome t o atten d an y meeting s 
or workshops . 

Thanks fo r yo u hel p i n makin g 
W B D C mor e responsiv e t o it s mem -
bers. I f yo u hav e an y concerns , in -
formation, an d suggestions fo r mak-
ing W B D C better , pleas e contac t 
mMary Denzer , P .O . Box 198 , Bat h 
04530; 207-442-7911 ; e -mai l , 
denzerac@clionic.net. 
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It's Not  the  End  of  the  Road 
The following  is  excerpted  from a 

research conducted in 1994 by  by  Rich-
ard F.  Fullenbaum  and  Mariana  A. 
McNeill and  commissioned by  the Small 
Business Administration.  It  focuses  on 
the personal experiences  of small busi-
ness owners whose businesses failed. It 
surveyed 101 individuals  who  had  gone 
through bankruptcy and  who  were will-
ing to talk about their businesses. They 
were typically male  (81  percent  of  the 
respondents), middle-aged  (46  years 
old), well-educated  (some  college), and 
married (75  percent  of the  sample). 

For a  complete  copy  of  the  study 
contact the  National  Technical  Infor-
mation Service,  U.S.  Department  of 
Commerce, 5285  Port  Royal  Road, 
Springfield, VA  22161; 800-553-6847; 
Order number:  PB94-175718. 

Statistical analysi s o f th e surve y 
results strongly suggests a number of 
conclusions regardin g th e failur e 
process. 

• Failur e doe s no t appea r t o b e 
associated with individuals who hav e 

little prio r wor k experience. I n fact , 
the opposite i s true: the average leve l 
of previou s work experience was 14. 5 
years, comprisin g a  divers e se t o f 
sectors an d occupations. Mor e tha n 
50 percen t o f th e respondent s ha d 
never owned a business befor e start -
ing th e bankrup t business ; a  sig -
nificant minori t y o f th e respon -
dents (3 7 percent ) ha d been entre -
preneurs before . 

• Failur e i s no t generall y associ -
ated wit h th e en d o f one' s career . 
Only 1 2 percen t o f th e respondent s 
left th e labo r force . O f thos e wh o 
remained, mor e tha n hal f (5 3 per -
cent) became owners of another busi-
ness; the res t pursue d wage-and-sal-
ary employment . Generally , peopl e 
tended t o com e fro m an d gravitat e 
back t o th e industrie s o f thei r bank-
rupt business . 

• Typically , th e post-bankruptcy 
experience show s forme r owner s 
moving quickl y bac k int o th e busi -
ness/employment mainstream . The 
size o f th e averag e post-bankrup t 

business seem s considerabl y smalle r 
than the business tha t went bankrupt . 

• Th e financia l implication s o f 
the failur e process ar e no t devastat -
ing. Th e post-ownershi p profil e 
strongly suggests a significant recov-
ery fro m an y financial hardship that 
the busines s failur e ma y hav e im -
posed on the former owner. From both 
a curren t incom e an d a  ne t wort h 
perspective ther e wa s significan t im-
provement durin g th e stud y period . 
Those wh o becom e wage-and-salar y 
workers, however , repor t greater and 
faster financia l recover y tha n thos e 
who remaine d business owners . 

• Tw o distinc t group s emerge d 
from th e 10 1 owner s o f bankrup t 
businesses studied . The first distinc t 
group owne d severa l businesse s be -
fore th e bankrup t one ; the y als o 
started anothe r busines s shortl y af -
ter thei r curren t bankruptcy . Fo r 
these "committe d entrepreneurs/ ' 
bankruptcy appear s t o b e a  part of a 
cycle o f starts , failure s an d rebirths. 
By contrast , a  second grou p of "one -
time entrepreneurs" were wage-and -
salary workers both befor e an d afte r 
their bankruptc y experience. 
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T h e W o m e n Busines s Owner s Conferenc e i s accessibl e t o th e physicall y impaire d an d i s a n equa l opportunit y event . 



WOMEN'S BUSINESS DEVELOPMENT CORPORATIOI 

you 
to our exciting TENTH Annual Women Business Owners Conference! Th e Conferenc e ha s a  new look this year. 
For you r convenienc e an d clarity , w e hav e groupe d workshop s int o fiv e majo r categories : FINANCE , 
TECHNOLOGY, MARKETING , MANAGEMEN T an d COMMUNICATIONS. W e als o expande d th e "Experienc e 
Level" to include "Subjec t Knowledge" to help you so you won't waste your time on workshops too basic or 
advanced for what you kno w on a given subject. A  timeline in ou r centerfol d should help you t o organize your 
day. Pla n to visit our Trad e Show, as wel l as TECHNOLOG Y TODAY, our newes t Conference feature, where you 
can experienc e the Internet and othe r computer applications firsthand. 

As yo u wil l see, thi s Conference i s bursting with information and activity . Al l w e need now is YOU ! Brin g a friend 
to this year's Conference an d yo u eac h get $1 0 of f your Registration Fee! (Se e ou r Registration Form for more 
details...) Se e yo u a t the Conference! 

K E Y N O T E S P E A K E R 
M i c h a e l a Wal s h 

MICHAELA WALSH has combined a caree r i n investment strategie s wit h wide experience , both professiona l and pr o bono in the 
Not-For-Profit sector. In the 1960/s and 1970s, she brok e the gender barriers as th e first woman partner of Boettcher and Company and 
the firs t woman manager of Merril l Lynch International. Sh e helped formulate th e Rockefelle r Brothers Fund's effort to encourage 
innovative and small-scale sustainable projects worldwide and she directed the assessment of technology for local development for 
the U.S . Congressiona l Office of Technology Assessment. Currently , Ms. Wals h is working with Zimbabwe Progress Fund (Pvt) Ltd. , a  new 
venture capital fund that links equity or small - to medium-scale businesses with management and marketing assistance in South Africa. 

Ms. Walsh' s proudest accomplishment has been a s the foundin g president to Women' s World Banking (WWB), a uniqu e agency 
developed to respond to the vast , unmet need to provide women, particularly in Third World countries, with access to credit and 
financing. Plannin g began at a time when there were few women bankers anywhere i n the world and when women, even those of 
substantial means in the most advanced Western countries, were systematically denied banking services in thei r own right. It s capital 
fund (which was expanded from US $80,00 0 in 198 0 to nearly US $ 7 million in 1990) allowed WWB to make over 57,000 loans totaling U S 
$ 11.6 million in 37 countries. With an innovative structure, unlike that of any other international development program, WWB (its capital 
business is now nearly US $5 0 million) has become a mode for development of assistance programs around the world. 

Throughout her career of nearly four decades of experience in pioneering new financin g strategies, Ms Walsh has been active in 
numerous organizations, including the Synergo s Institute, the Counci l on Economic Priorities , the Financia l Women's Association, The 
Committee o f 200 , the Internationa l Women's Business Council, Graduate Wome n in Business, Overseas Development Council , the 
Asian Securities Industry Institute and the Council on Foreign Relations. 

Her work has been widely recognized with honors including the National Organization of Women-NYC Women of  Vision  Award, th e 
Global 500 Environment Achiever's  Award  an d the United Nations' Paul G. Hoffman Award  fo r outstanding work in development . 



Fl . CASHFLO W MANAGEMENT DURING GROWT H SPURTS, Constance Magistrelli, ME Small Business Development  Center CEI 
Rapid growth period s can strain you r cashflow. Cas h becomes tight as expenses increas e to mee t demand for your produc t or 
service. W e will discuss how to forecast and manage you r cash during this high risk time. Brin g your questions and problems. 
Experience Level: Growth , Subjec t Knowledge : Advance d 9:00-10:3 0 
F2. BEFOR E GOING TO A BANK, lane Giles, Key  Bank 
Before sitting down wit h a banker , it' s bes t to hav e you r financial house in order . Thi s workshop wil l discuss what questions a 
banker i s likel y t o ask , wha t kin d o f financial  statement s the y wil l nee d t o se e an d wha t type s o f informatio n yo u shoul d 
volunteer. Experienc e Level: Start-up , Subjec t Knowledge : Basi c 9:00-12:0 0 
F3. INTRODUCTIO N T O FINANCIAL MANAGEMENT, Mary Finnegan, Finnegan & Associates 
Start taking control of your company's financial position. We'll talk about budge t cashflo w and planning for the foture.Experience 
Level: Start-up, Subjec t Knowledge : Basic 10:45-12:1 5 
F4. PRICIN G YOU R PRODUCT OR SERVICE, Debbie Metzler, Eastern Maine Development Corporation 
Deciding how muc h to charg e for your product or service is one of the mos t important decision s you will make i n your business. 
This session will teach you what you need to consider when determinin g your price, and how muc h you will need to sell in order 
to break even and becom e profitable! Experienc e Level: Any , Subject Knowledge : Basi c 11:00-12:3 0 
F5 WOME N & INVESTING:TH E ESSENTIAL S FOR FINANCIAL INDEPENDENCE, Linda Piper & Virginia  Caruso,  Edward tones Co 
This worksho p introduce s th e principle s o f retiremen t plannin g for  women . Severa l idea s wil l b e discusse d to hel p wome n 
become financially independent Whethe r yo u have a current portfoli o o r don't know what a portfolio is , this workshop is for you! 
Experience Level: Any , Subject Knowledge : Basic-Advance d 11:00-12:3 0 
F6. RECORDKEEPING , Susan Sharpe, The Recordkeeper 
Learn some basic bookkeeping techniques. Discover meaning that will benefi t you r business in simpl y kept records . Experienc e 
Level: Start-up, Subjec t Knowledge : Basi c 11:00-12:3 0 
F7 GROWIN G OUR BUSINESSES IN A SUSTAINABLE ECONOMY, Lu  Bauer, CPA 
Following a revie w o f the globa l trends i n resourc e consumption, population growt h an d waste production , Lu will challenge us 
to envision new ways of doing business in an economy which has adjusted to sustainability. Experienc e Level: Growth , Subjec t 
Knowledge: Basi c 1:45-4:0 0 
F8. WHE N IT AL L COME S DOWN TO MONEY, Panel: Finance  Authority of Maine (FAME), Small Business Administration  (SBA), 
Women's Business Development  Corporation (WBDC),  Coastal  Enterprises, lnc.(CEI),  Bar  Harbor Banking & Trust 
In additio n t o traditiona l lendin g sources , there ar e a  variet y o f stat e an d federal  busines s assistanc e program s designe d 
specifically to hel p busines s owners obtai n th e financing needed to star t up or expand. This panel will discuss some of the mor e 
non-traditional financing  program s availabl e throug h FAME , SBA , WBDC, CEI and loca l banks . Experienc e Level : Any, Subjec t 
Knowledge: Basic 1.45-4.0 0 

T9. WHA T COMPUTERS CAN DO FOR YOUR BUSINESS, Claire Whitmore, Claire's  Computer Works 
Find ou t th e variet y o f use s a compute r ha s for a  smal l business . View th e type s o f softwar e tha t can produc e the result s you 
want W e wil l touc h o n th e Interne t accounting , word processing , spreadsheets an d databases . W e wil l revie w workin g wit h 
brochures, newsletters, graph s as well as discuss what type o f printer wil l best meet your needs. Experienc e Level : Any, Subject 
Knowledge: Basic 9.00-10:0 0 
T10. INTRODUCTIO N T O THE INTERNET, Alina Blakesley, ME Online Consulting 
This beginner's leve l sessio n will introduce yo u to the benefit s o f the Interne t Topics include: How t o connec t to onlin e services; 
choosing an Interne t access provider; ho w t o determin e th e bes t pric e for access and a n overvie w o f E-mail ; discussion groups , 
and the World Wide Web. Experienc e Level : Any, Subject Knowledge : Basic 10:15-11:1 5 
T i l . TELECOMMUNICATION S FOR SMALL BUSINESS, Bob Chiozzi,  Coastal  Enterprises, Inc. 
A wholisti c loo k a t applyin g technolog y t o you r busines s t o increas e revenue s o r lowe r cos t from  usin g th e telephon e t o 
marketing o n the Internet . Experienc e Level : Any, Subject Knowledge : Basic 11:30-12:3 0 
T12. HO W TO WORK THE WEB, Nancy King, Maine Street Communications 
We'll explor e Internet models, discuss some overall principle s for advertising on the Web , and debunk a few myths for small 
businesses wanting t o do business through the Interne t Several prime examples o f sites will be viewed; we'll discuss why the y 
are successfu l and how they generate revenue . Experienc e Level : Any, Subject Knowledge : Basic 11:30-12:3 0 

Business Card advertising i s available in the Business Owners Resource Book which will be published for th e Conference . 
A Business Card ad i s $10. Fiv e hundred Resource Books will be printed and distribute d to all Conference participants . 
Mail your check payable to WBDC (note that it is for th e Resource Book) and to 
mm&m b y October 10,1997. 



T13. INTERNE T MARKETING, Mike Lawrence, Guy Gannett Communications 
Get an overvie w o f the type s o f Web site s there are, which one s are bes t for which type s o f business needs, who's makin g money and 
why. From the novic e to the mor e computer savvy, everyone can benefit from this presentation o n new medi a marketing . 
Experience Level: Any, Subject Knowledge : Advanced 3:00-4:0 0 
T14. CREATIN G A COOL WEB SITE, Mary Going, FireGirl 
This i s not a  how-t o semina r abou t th e lates t fed  technology , bu t a  practica l guid e t o creatin g a  we b sit e that your busines s and your 
customers can actually use and enjoy! Cool concepts indeed! Experience Level: Any, Subject Knowledge : Basi c 1:45-2:4 5 
T15 INTERNE T RESOURCES FOR WOMEN, Alina Blakesley, ME Online Consulting 
A liv e demonstratio n o f th e Internet' s growin g arra y o f onlin e resource s tha t reflec t women' s experiences , accomplishment s an d 
perspectives. Resource s pertaining to women's health , leadership , the arts , child rearing and professiona l development wil l be explored . 
Experience Level: Any, Subject Knowledge : Advanced 1:45-2:4 5 
T16. BUSINES S RESEARCH ON THE INTERNET, Betsy Tipper, Women's  Business Project  of Coastal  Enterprises, Inc. 
Getting los t surfing the net ? Learn techniques that will help yo u use search engines quickly and effectively , locat e marke t research data 
and new s discussions , buil d a  lis t o f helpfu l sites , and fin d competitor s o n th e Web . Experienc e Level : Any , Subjec t Knowledge : 
Advanced 3:00-4:0 0 

M17. TARGE T MARKETING, Michael Lyons, Tower Publishing, Inc. 
Learn how to identif y an d locat e you r most profitable prospects . Understand dat a from a  variety o f sources and directly appl y the result s 
to your marketing campaign . Experienc e Level: Any, Subject Knowledge : Advanced 9:00-10:0 0 
M18. MARKETING , Mary Denzer, Marketing Consultant 
Get started righ t with marketing you r business. Ten marketing mistake s that you won't want to make . Learn how to market with very little 
money. Experienc e Level: Start-up, Subjec t Knowledge: Basic 9:00-10:3 0 



M19. CUSTOME R SERVICE MAKES GOOD BUSINES S SENSE , Jim  McConnon,  Business  &  Economics  Specialist,  UMaine Cooperative 
Extension 
You can increase sales & profitabilit y throug h improve d custome r service. Lear n how t o mor e effectivel y identif y an d meet the need s of 
your customers. Topics include: dynamics of customer service; what offends customers; building blocks of customer service; and guidelines 
for establishing an effective custome r service program. Experienc e Level: Growth, Subject Knowledge: Basic 9:00-11:0 0 
M20. BROCHURES : LEAVIN G AN IMPRESSION, Jan. A1. Riddle, MAEVNSkye Designs 
We will discuss everythin g from what information shoul d go into you r brochure to what kind of paper to prin t i t on and where t o hav e i t 
printed. Brin g your ideas and well work o n them together ! Experienc e Level: Start-up , Subjec t Knowledge : Basi c 10:15-11:1 5 
M21. MARKETING YOUR SERVICE BUSINESS, Mary Denzer, Marketing Consultant 
The onl y produc t yo u hav e t o marke t i s yoursel f an d you r service . Find ou t ho w t o d o i t right . Experienc e Level : Growth, Subjec t 
Knowledge: Basic 1045-1 2 15 SPONSONRED  BY BAR HARBOR BANKING & TRUST 
M22. BUSINES S WOMEN IN THE GLOBAL MARKET, Carol Pettyjohn, International Development Advantage, LLC 
This workshop will provide an insight into women workin g and marketing thei r products/service s in the globa l marketplace . Th e presen-
tation will focus on cultural issues , establishing distributor networks , internationa l trave l an d conducting business internationally. I f you 
are thinking about taking advantage o f the man y opportunities availabl e internationally , don' t miss this workshop! Experienc e Level: 
Any, Subject Knowledge , Basic 11:00-12:3 0 
M23. SELLING , Carol Brodeur 
Tricks on ho w t o sel l anythin g -  you r products , services and yourself . We'l l discus s body language , listenin g technique s an d makin g 
connections. Experienc e Level: Any, Subject Knowledge : Basic 11:00-12:0 0 
M24. MARKETIN G AND STRATEGIC PLANNING, Marcia Feller, Feller  & Company 
The answers are closer than you think. Great headlines and nifty slogans might create name recognitio n for mega businesses like Nike and 
Kelloggs, but rea l answer s about ho w to marke t a small business come from your own customers . This workshop will help you frame the 
questions t o client s an d colleague s tha t wil l lea d t o a n effectiv e marketin g plan . Experienc e Level : Growth , Subjec t Knowledge : 
Advanced 1:45-4:0 0 



M6T25. UNDERSTANDIN G CONTRACT LANGUAGE, Jeanne Cohn-Connor, Attorney at Law 
A quick study of legal terms i n a  basi c contract Lear n ho w t o kee p you r contracts simple , how t o revie w a  contrac t drawn u p by 
someone else and make change s where necessary . Sample sales contracts and contracts for services will be shown. 
Experience Level: Any, Subject Knowledge : Basic 9:00-10:3 0 
MGT26. CHOOSIN G THE RIGHT PEOPL E FROM THE START, Karen Heck & Lynn  Cole, The Avalon Group 
Learn ho w t o recrui t scree n and hir e effectively ; sav e time an d mone y o n costl y mis-hires/mistakes. We'l l tal k about creatin g a 
want-ad, successfu l screening, getting the mos t out of an interview, what' s lega l and what's not , and selecting the bes t candidate. 
Experience Level: Any, Subject Knowledge : Basic 9:00-10.3 0 
MGT27. BUYING , VALUING AND SELLING A BUSINESS, Glen Cooper, CBA,  Maine Business Brokers'  Network 
This workshop i s a mus t for  anyone thinkin g o f buyin g or selling a business . Topic s include ho w t o searc h for a  business , key 
questions to ask, how to maintai n confidentialit y an d how t o get pai d when yo u sell.. Worksho p filled with solid information an d 
expert advice ! Experienc e Level: Any , Subject Knowledge : Basic 9:00-12:0 0 
MGT28. A  WOMAN'S DAY: MANAGIN G YOUR PERSONAL RESOURCES, YOUR ENERGY AND YOUR TIME 
Patricia Clark  Estes, RPP f Woodbury Hill Polarity 
As a busines s owner, yo u are your Numbe r On e asset and mos t valuable resource . Introductio n t o concept s of time-shifting an d 
life balance through awareness an d management o f your subtle energy systems. Ca n you really do i t "all" without contracting the 
dreaded Empt y Well Syndrome ? Com e and discover . Experienc e Level: Any , Subject Knowledge : Basic 10:45-12:1 5 
MGT29. FORU M ON TIME MANAGEMENT , Brenda Canwright, The  Organizer 
When ther e isn't time to ge t the thing s done that need doing , it i s time to see k advice from an expert . Brin g your concerns; this 
workshop i s centered aroun d yo u an d you r tim e managemen t problems . Experienc e Level : Any , Subjec t Knowledge : Basic 

MGT30. PROTECTIN G YOUR IDEAS AND NE W PRODUCTS , Celia  Leber,  Patent  Attorney, William  Worden of Pierce  Atwood and 
Suzanne Watson,  ID, LLM, Maine Science &  Technology  Foundation 
Come learn ho w to protec t th e fruits of your creativity. Thi s forum will provide informatio n o n patents , trademarks, copyrights , and 
trade secrets and how they can be used to add value to your business. Discover how you can find resources through 
government program s to help commercialize your inventions. Experienc e Level: Growth, Subject Knowledge : Basic-1:45-4:0 0 

C31. CROSS-CULTURA L COMMUNICATIONS I N A GLOBAL ECONOMY, TonySeeger, ProseWorks 
Are you sayin g what you reall y wan t to? I f yo u experience miscommunication s domestically , they wil l onl y b e compounde d by 
cross-cultural interaction. Affordabl e telecommunications hav e the powe r to put every individual i n touch with the worl d on a daily 
basis which fuels the forces of economic globalization. But , are we understandin g each other any better? Ho w successfu l are your 
communications? Participat e i n a n interactiv e semina r tha t seek s to rais e awarenes s o f thes e al l importan t skills . Experienc e 
Level: Any , Subject Knowledge : Basi c 9:00-10:3 0 
C32. LEADERSHI P AND SUPERVISION: HO W TO BE A GOOD LEADER, Pat Hinckley, Hinckley Group 
Good leadership is about understandin g the dynamic s of people, business and creativity. Thi s seminar uses individual an d group 
activities for you to discover your unique leadershi p style . Gain insight into ho w persona l values affect leadershi p decisions ; un-
derstanding the fundamentals o f quality leadership ; and how to accept and manage responsibilit y and accountability . Experi -
ence Level: Growth, Subject Knowledge : Basic 1:45-4:0 0 
THIS WORKSHOP IS SPONSORED BY BLUE CROSS/BLUE SHIELD OF MAINE 
C33. SPEAKING ABOUT YOURSELF AND YOUR BUSINESS, Barbara Eberhardt, Eberhardt/lmpact 
This interactiv e worksho p wil l introduc e yo u t o th e strategie s for  talkin g abou t you r busines s at thos e awkwar d introductor y 
moments. Whether introduction s ar e mad e aroun d th e table , t o a  loa n officer , o r less formally, learn t o sa y the righ t thin g i n th e 
right way. B e prepared to practice , out loud . Experienc e Level: Any, Subject Knowledge : Basic 1:45-4:0 0 
C34. BELIEVIN G IN SUCCESS , Barbara Sirois Babkirk, Hean at Work 
Our attitudes an d beliefs are as critical to our success as our technical abilities an d specialized knowledge. We wil l identify visions 
and hope s for our businesses , learn specifi c strategies for transforming th e fear s that limit risk taking, and ope n ourselves to ne w 
possibilities for success. Experienc e Level : Any, Subject Knowledge : Basic 1:45-2:4 5 
C35. UPDAT E ON WBDCS LEADERSHIP INITIATIVE, Deb Burwell, Educational  Consultant 
Come hear what's happene d durin g the first year o f WBDC's Leadership Initiative. Give your feedback on Year One highlight s and 
for Year Two plans . 3:00-4:0 0 

1:45-4:00 



REGISTRATION E N C L O S E D : W B D C Member : (  )  65$ (  )  55$ (Friend ) Non-Member : (  )  $75 (  )  $65 (Friend) 
Non-Members can save an additional $10 a t registration if they join W B DC a t the tim e of registration. 

Refunds will not be possible for cancellations after 10/08/97. Som e partial scholarships ar e available. 
Reasonable arrangement s fo r persons with disabilities and special dietary needs will be made i f requested a t least two weeks in 
advance. Contac t Jennifer Hill a t R O O T ED C O M M U N I C A T I O N S , 5 7 Wight Street, Belfas t M E 04915 338-4501 . 

P l e a s e m a i l y o u r R e g i s t r a t i o n ( s ) t o: W B D C , P 0 B o x 6 5 8 , B a n g o r, M E 0 4 4 0 2 - 0 6 5 8 

HOW ABOUT JOINING WBDC TODAY? 
Business Owner ($50) Individual Professional ($35) Corporate ($250)_ Other ($ ) Patron ($500) 

Please make checks payable t o W B D C o r Charg e with VISA/MC # 

Exp Date Nam e and addres s of Cardholder if different from Registrant: 



TECHNOLOGY TODAY - All DA Y TECHNOLOG Y TODAY - ALL DAY TECHNOLOG Y TODAY - ALL DAY • 
C 

TECHNOLOGY TODAY 
A live computer demonstration area directly linked to the exciting world of the Internet 

Sponsored by 
STAPLES, The Office Superstore , August a 

join us as we take a step into the world of state-of-the-art hardware and software. Watc h as 
you are hyperlinked to a site at England's Oxford University. Hav e your picture taken digitally 

and printe d in color seconds later or speak into a microphone and see you r words on the 
screen! Joi n us in this exciting area any time throughout the day to try out some new 

software, ask questions about hardware or practice your new Internet knowledge. 

Staples will be displaying these items for our use throughout the Conference: 

HARDWARE: 
10 Compa q Computer s 
Hewlett Packard Compute r 
Hewlett-Packard 5PSE Flatbed Scanne r 
Hewlett- Packard 820CS E Color Inkjet 
Hewlett-Packard 6L Laser (B&W) Printe r 
Toshiba Lapto p 
Microphones 
Modems (External ) 

SOFTWARE: 
Microsoft Office 97 
Quick Books 
Assorted Games 
Voice Pilot 
True Type 

NONPROFIT 
ORGANIZATION 

U.S. POSTAG E 
PAID 

AUGUSTA, ME 
PERMIT NO 10 7 



Brochure: Women's Business Development Corporation 

Section VII 



MISSION STATEMEN T 
The Women' s Business  Development Corporation is a 

membership organization  committed  to  the  equality and 
empowerment of  Maine women through  economic  develop-
ment. We  have  a committment to women who have  not had 
access to  traditional,  mainstream economic resources, 
recognizing a  particular need  among  rural  and  low  income 
women, 

We support  ownership  for women,  advocate  for their 
needs, and  work  to increase opportunities  and  resources  for 
women to achieve self-sufficiency  through  business  assis-
tance, leadership  development,  public  policy, education and 
access to  financing. 

WBDC strives  to  provide a unique forum for a  diverse 
group of women from varying economic backgrounds to  share 
their business  experiences,  knowledge,  training  and  goals, 
thus bridging  the  gap between  new  and  established women 
business owners. 

WBDC GOALS : 
• Encourag e and increase business ownership 

by wome n in Maine 

• Provid e a voice fo r women business owner s 
in th e development o f economic policy , both 
at the state and federal level 

• Buil d an awareness o f the contributions of 
women in business 

• Increas e acces s to traditiona l and innovative 
financing 

• Wor k wit h existing organizations to improve 
their capabilities to be responsive t o women 
business owner s 

• Provid e and/or coordinate programs to 
increase technica l business skill s 

The statewide organization 
promoting and  supporting 
business ownership  for 
Maine women 

P.O. Bo x 658 
Bangor, ME 04402-0658 
Tel. (207)947-599 0 
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The Women's Business Development Corporation 
(WBDC) is  a statewide private, nonprofit  organization that 
promotes and supports business ownership for Maine women. 

WBDC encourages  and supports your business growth 
through training,  networking,  advisory  services, educational 
programs, and  technical assistance. We  care about you - the 
woman business owner. We understand the needs of women 
business owners and are interested in your growth as a person 
and the success  of  your business  venture. 

Our growing membership is  a dynamic and  spirited 
group of entrepreneurs. Whether you  are just starting or 
already established, WBDC  has  something to offer you. Our 
programs are developed and designed to fit your needs — right 
where you  are now.  Let  us make your business  life  more 
effective and  assist you  in meeting the  goals that  will  help 
make your business  successful. 

Join the WBDC  today  - become part of a growing and 
successful network that  cares  about  you and your business. 

W B D C i s supporte d in part by: Th e Maine 
Community Foundation , Maine Women' s Fund , 
Working Capital, The Ms. Foundation, Key Bank 
of Maine, Fleet Bank of Maine and The Campaign 
for Huma n Development an d numerous othe r 
corporate sponsors . 

W B D C i s an affiliate o f Women's Worl d 
Banking. 

• Mentorin g Program 
Targeted t o help beginning women business 
owners, WBDC' s Mentorin g Program brings 
together the thre e components o f the mentoring 
process: an experienced business woman to serve 
as the mentor; an entrepreneur ready for business 
(protegee); and technical assistance from th e 
W B D C staff . Th e program provides training, 
skills development, support , and networking over 
a six-month period. 

• Regiona l Groups 
Monthly regiona l group meetings around the 
state provide training , support, and networking 
opportunities. Th e agenda is tailored to the needs 
of each grou p with a  mini-workshop at each 
meeting. I n addition, member business presenta-
tions allow members t o promote thei r businesses 
and the grou p to benefit fro m the experience o f 
other W B D C members . 

• Annua l Women Business 
Owners Conference 

A da y devoted t o you , th e Main e business -
woman —  th e conferenc e provide s an informa-
tion, networking, and training forum as well as a 
business-to-business trade show. Focusin g on the 
needs of beginning as well as established business 
owners, ove r twent y different workshop s ar e 
presented b y specialists in their field. 

• Monthl y Newsletter 

Each month "Developments' ' comprehensiv e 
calendar of events will kee p you apprised of 
upcoming regiona l group meetings as well a s 
workshops an d seminars offere d b y W B DC and 
other agencies and institutions tha t are of interest 
to business owners. Development s als o provides 
news and information for smal l businesses and 
alerts yo u to resource s an d assistance available 
to Main e businesses. 

• Smal l Business Financing 
Programs 

W B D C offer s financin g fo r different stage s of 
your business. Whethe r you are just starting out, 
need to build or rebuild your credit history, or are 
established an d need workin g capital, W B D C 
can help. Workin g Capita l Pee r Lendin g 
Groups offer loan s from $500 to $5000. Th e pro-
gram also offers extensive training, networking and 
support. Fo r more established businesse s needing 
working capital , we offe r Th e Business Growt h 
Loan Fund in conjunction with Key Bank of Maine 
with shor t ter m loans fro m $3000 to $10,000. 

• Workshop s and Seminars 

W B D C offer s workshop s and seminars covering 
subjects of critical importance to women business 
owners. Topic s such as sales, marketing, financial 
planning, access to credit , and self-assessment 
are presente d a t locations throughou t th e state. 

• Th e Maine Women's 
Business Directory 

W B D C offer s thi s biannual publication with 
more than 700business listings, organized for easy 
access, in over 50 business categories. I f you want 
to help support women in business, network with 
other W B DC members or just have easy access to 
a wide variet y of products and services, you'l l 
find ou r directory indispensable . 

• Informatio n and Referral Services 

WBDC's experience d staf f provid e assessment 
and informational support. Traine d staf f are 
familiar wit h business assistance resource s 
available statewid e and can help you decide 
which would be most beneficial t o you and 
your business . 


