
How to Recession-Proof  
Your Business             
Perfecting Your Sales Process 

By refining and building on the most 
successful techniques of his own ex-
perience over the last 20 years, Mi-
chael Woodbeck has doubled the sales 
of every business or division assigned 
to him, most within 12 to 18 months. 
He has worked with solo entrepreneurs 
and large corporations as a business 
consultant, trainer and motivation ex-
pert. He has identified and developed 
the 7 key impact areas that are proven 
to provide the main backbone of truly 
great companies, and he has success-
fully applied more than fifty methods of 
implementation. 
Michael has proven that he can dra-
matically impact the performance of a  

company by focusing intently on only the 
most essential elements that make a 
business truly successful. He says, “The 
secret to becoming a successful business 
owner is not about doing 1000 different 
things, it’s about doing 7 things, 1000 
times each." A strategic master, Michael 
consistently sling-shots his clients beyond 
the competition and often beyond their 
own expectations. 
 
Michael Woodbeck is also a devoted fa-
ther and husband, which he calls “my 
greatest accomplishment." 
 
Visit our website at gwin.ca  to book for 
the February meeting. 

Remember ... 
PLEASE NOTE — CANCELLATION POLICY:   Reservations are required and 
are taken either online by 5:00 p.m. on the Sunday prior to the meeting or by phone (519-
827-4946) up to 10:00 a.m. on the Monday prior to the meeting. Cancellations are taken by 
phone only up to 10:00 a.m. on the Monday prior to the meeting. You will be billed if you do 
not give the required notice of your reservation cancellation. Method of payment: Cash or 
Cheque at the door. 
 
As a courtesy to our members and guests with perfume sensitivities, please refrain from 
wearing perfumes to our monthly meeting. Thank you. 

 

For an Evening with 
Michael Woodbeck …  
 
  Tuesday, February 3, 2009 
      

Location       
 

     Guelph Country Club 
 133 Woodlawn Road East 
 
             Visit our website at 

gwin.ca 
 
Cost:     $30.00 for members 
              $35.00 for guests 
 
Time:    Doors open for networking 
             at 5:00pm, dinner and  
             speaker are from 6:00pm to 
             9:00pm 
 

Registration is required! 
 

"Every decision you make - every decision - 
is not a decision about what to do.   It's a 
decision about Who You Are.  When you 
see this, when you understand it, every-
thing changes. You begin to see life in a 
new way.  All events, occurrences, and 
situations turn into opportunities to do what 
you came here to do."  
Neale Donald Walsch  
Author of Home With God 

Volume 08-09 Issue 5, January 2009 

Join Us ... 

SPECIAL NOTE: 
We have a very special draw happening at the February Meeting.  All the non-members who 
join at the February meeting, will l have the opportunity to win their membership, absolutely 
FREE!. 
 
So, bring your friends (along with their cheque books) and it may be your friend who is the 
lucky recipient of the draw. 

http://www.gwin.ca
http://www.gwin.ca


THE PRESIDENT’S  
CORNER 

By Sylvia Plester-Silk 

Creative Marketing  
I used to think that there was a magical marketing process that 
all I needed to do was to be told it and then do the work.  Well, 
in my years as a business owner and GWIN member, I have 
found this not to be so. 
 
At our last meeting Heike Mertin talked about the importance 
of marketing specifically to your target market.  What is effec-
tive for one market may not work for another product/service or 
even another group of clients of your business.  For example, 
in my business, word of mouth is the most effective venue, 
while for other businesses newspaper advertising can yield 
remarkable results. 
 
At our table, we had a discussion about the importance of hav-
ing a web presence for business.  Some interesting ideas were 
mentioned such as building an on-line brochure with pages 
that can be flipped through, or using video vs. words on a web-
site. 
 
So this month, I challenge you to ask others what they have 
done for marketing that was most beneficial to their business.  
Call another GWIN member and go for coffee or lunch and talk 
about marketing different ideas.  Then sit with the ideas and 
ask yourself, would my target market respond well to this idea, 
or do I need to “tweek” it in some way to fit my business and 
customers.  Then, don’t forget to follow-up by reviewing how 
successful each attempt was. 

Special Note: 
We are still actively seeking 2 wonderful women to take over 
the positions of Secretary, and Upcoming Program Director.  
This is a perfect opportunity for you to be involved in many 
areas of GWIN and to be in a position to get to really know all 
the members. Volunteer now and you have the advantage of 
being a Secretary with help from  Bonnie Deschenes,  and 
get the benefit of Jody Hay’s experience with the position of 
Upcoming Program Co-ordinator.  We will be holding elec-
tions for these posts at the February meeting. 
 

Please contact Jody Hay  at programming@gwin.ca  if inter-
ested. 

Congratulations and  
Welcome! 

We have two new Executive Members and we bid them welcome! 
 
Welcome to Jody Hay who is our new Vice-
President, and is also fulfilling the role of Acting Cur-
rent Program Coordinator. 
 
Jody is a busy Real Estate Agent with Coldwell 
Banker Neumann Real Estate here in Guelph.  Jody , 
the rumour has it, moonlights as Santa on occasion. 
 
 

 
And also a big welcome to Bonnie Deschenes who is now 
our Acting Secretary as well as filling the role of Public 
Relations Assistant 
 
Bonnie is a relatively new member of GWIN, and is an 
extraordinary Stained Glass artist.  If you are canny 
enough to have bought one of her pieces, you know how 
talented she is. 
 
Thanks so much to both Jody and Bonnie for stepping up to the plate! 
(yes, I know, I know, a baseball allusion is probably a little out of place 
for January.) 

“The only person who ever got everything done by Friday was Robin-
son Crusoe” 
Anonymous 

Help, Help, Help! 
Each year in July, GWIN holds their annual fund-raising Golf Tournament.  This helps create a large part of the funds for GWIN that as-
sists to  keep the cost of our memberships at their surprisingly low rate.  In addition, we also adopt a local charity, and part of the pro-
ceeds are given to that charity. 
 

Putting on the Golf tournament does require a lot of work—but many hands make ‘light’ of the work involved.  So we are looking for some 
of those many hands.  As Editor, I have been one of the many hands and I can tell you from experience that it was lots of fun, and very 
fulfilling.  To assure you I mean that, I have already committed to be on the committee again this year.   
 

So help yourself, help GWIN and help others in our community, and contact Jody Hay at programming@gwin.ca and volunteer. 



Business Bios 
As a Realtor, it is my pleasure to be a part of 
making people’s dreams come true, or to help 
people move on to the next phase of their lives. 
There are so many reasons for buying or sell-
ing homes such as job changes, divorce, a 
growing family needing more space, an older 
couple looking to downsize, an investor wanting 
a property to rent out and so on.   
Because Real Estate is one of the largest in-
vestments in many people’s lives, it is important 

to work with a professional Realtor whom you trust, and who un-
derstands what your wants and needs are.  
 
I feel that my past work experiences have well prepared me to 
excel in working with people in a Real Estate capacity.  It was dur-
ing my years in retail, first as a manager of a consignment Cloth-
ing store in Toronto called Ex-Toggery, and then as a manager of 
the Gap, where I learned the value of true excellent customer ser-
vice.  I then moved into the position of Customer Service Manager 
with AMJ Campbell Van Lines, which is Canada’s largest house-
hold mover.  
 
I learned that although not all situations are easy, when you treat 
people with care and respect, and work together with them to 
achieve solutions to problems, you can move mountains. Good 
communication is key, and is something that I pride myself on. 
 
It was during my time at AMJ Campbell that a good friend of mine 
who had been a Realtor for over 15 years, mentioned that she 
thought I had the ‘right stuff’ to be in Real Estate. She even of-
fered me a position to work as her assistant, so that I could try 
things out, to see if I had a passion for the business. I was able to 
learn from one of the best, as my friend Kathy is a top producer, in 
the top 1% of Prudential agents across North America.  Well...that 
was several years ago and I haven’t looked back since!  
I pride myself on the kind of service I provide. My motto from day 
one has been ‘Treating you with the care, commitment and re-
spect that you deserve’.   
As you may well be aware, there are certain benefits of being a 
member of GWIN, such as our Newsletter, or the ability to adver-
tise both on our website, and in the newsletter, for example.  
I am going to add to those benefits by offering GWIN members a 
reduction in my commission from 5% to 4.5% should you decide 
to list your home with me.   Just to give you an idea as to what 
that reduction could add up to, if your home was priced at 
$300,000, it would save you approximately $1500 in commissions! 
For any home I list, I also offer a FREE consultation with a profes-
sional Home-Stager, so that your home can shown to its best po-
tential while on the market.   
I look forward to helping you and your family with your Real Estate 
goals! 

Upcoming Meetings 
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Take Advantage of your GWIN membership  - present your busi-
ness bio to the membership at a GWIN meeting, AND have your 
bio inserted into our newsletter, just as Jody has done this 
month! 

Sylvia Plester-Silk 
 
President  
Supervises the overall activities and decisions for 
the organization. Liaises with web site provider to 
develop Internet strategies. 

Meet Your Executive! 

Jody Hay 
 
Vice-President 
Assumes the duties of the President in her ab-
sence, administers the Scholarship Program and 
accepts special projects and duties as required 
 
Current Program Coordinator (Acting)  
Creates the overall theme for the new GWIN year, books appro-
priate professional speakers for each dinner meeting, and man- 
ages the communication of the speaker series details 

Deborah D’Antonio 
 
Treasurer  
Handles all funds for GWIN, keeps accurate finan-
cial records including Accounts Payable and Re-
ceivables. 

Celia Desir 
 
Membership Coordinator  

Supports all details regarding membership, new 
and existing, and supports the administrative func-
tions at each dinner meeting. 

Colleen Hunter 
 
Hospitality Coordinator  

The exclusive contact for GWIN regarding all details 
which involve catering and facility booking. 

Carla Berquo 
 
Communications Coordinator  
Responsible for gathering information on events put 
on by GWIN members or events in the community 
that may be of interest to GWIN members, seeking 
out news items about GWIN members and their 
companies, updating content on the GWIN Web site 

Susin Micallef 
 
Public Relations Coordinator  
Establishes and maintains media contacts. Develops 
public relations strategy and consistently promotes 
the public profile of GWIN 

Executive Information 
continued on next 
page …... 



Meet Your Executive!    continued ..  

Bonnie Deschenes 
 
Public Relations Assistant  
Assists the Public Relations Coordinator in all 
duties and manages the GWIN display board 
and maintains a log of events. 
 
Secretary (Acting) 
Chief recording and corresponding officer of the organiza-
tion. 

Special Events Coordinator 
Responsible for the coordination and implementation of all 
special events including the annual fundraiser. 

Marilyn Kleiber 
 
Newsletter Editor 
The Newsletter Editor is a non-voting member of 
the executive and an intricate member of the 
team. She is responsible for creating the news-

letter each month and manages all member advertising /
announcements/articles within this publication 

Anne Harauz 
 
Past President 

So, there they are — your Executive!  
They are a truly hard-working group of 
women and we thank them all. 
Take time at the next dinner meeting 
to talk to them, and ask if there is any-
thing you can do to help make their 
jobs easier.  Trust me, they will all ap-
preciate it. 

By Sylvia Plester-Silk , is a Holistic 
Healing Practitioner in Guelph 
 

“To forgive is the highest, most beauti-
ful form of love. In return, you will re-
ceive untold peace and happiness.” 
Robert Muller, The happiest man on 
earth 
 

For me the best high that I have every 
experienced in life was due to forgiving 
someone who hurt me deeply.  In my 
experience, I first needed to work 
through the feelings that resulted from 
the situation.  Then I could intellectu-
ally appreciate that there was a gift in 
the situation.  

Many people struggle with the concept of forgiveness.  Some indi-
viduals hold onto their hurt and anger until it becomes a burden that 
they bear in every day life or begin to plot revenge.  Others try to for-
give on an intellectual level, rationalizing why they should forgive. 
 
True forgiveness happens when we can recognize our inner feelings 
regarding the experience, feel these emotions and then we can let go 
of the baggage of the experience. 
 
Steps to forgiveness: 
 

1.     Allow yourself time to feel the emotions from the hurtful ex-
perience.  This means to feel all the feelings of hurt, be-
trayal, sadness, etc. staying in anger and resentment only 
harms you.  As you hold onto the anger and hurt, your body 
tries to cope with this stress and may become ill. 

2.     Take out your journal and record your feelings and thoughts 
and review the following questions. 

3.     Release all blame.  Trying to find fault and blame will hold 
you in a place of resentment or self-blame. Move beyond 
judgment and punishment. 

4.     Ask yourself, what did I learn or gain from the experience?  
Many people have learned great coping skills from traumatic 
experiences. 

5.     Understand your role you played in the situation.   Is there 
an unhealthy pattern from your life that is being pointed out 
in this situation?   

6.     Recognize that things happen for a reason. What was the 
gift in this situation?  What have you learned as a result of 
this experience? 

7. Make a conscious choice to release the other person and 
yourself from the bonds of hurt by using words like “I forgive 
you” as you think about the situation and release the feel-
ings. “I free us from this bond”.  

Upcoming Program Coordinator 
Assists Current Program Coordinator in programming and 
communication duties. Assumes Current Program Coordi-
nator position the following year. 

Article 

The secret to happiness is not in doing what one likes to do, but in liking 
what one has to do. 



Articles 

What a confusing time it is, in both the financial world and the 
world of Real Estate. Many buyers and sellers are paralyzed 
with fear, not knowing if they should even consider buying or 
selling a home, as the future seems so uncertain.  

 
A couple of things to keep in mind, are that there will ALWAYS 
be a market for Real Estate. Regardless of what is happening in 
the world’s financial markets, there will always be people who 
have to buy or sell for a variety of reasons, such as job trans-
fers, job losses, ‘upsizing’ or ‘downsizing’ and so on.  What that 
essentially means is that there will always be buyers out there 
looking for homes to buy, and there will always be sellers, who 
are motivated to sell their home.  

 
The important thing to know and understand is whether or not it 
is a good time for YOU to buy or sell.  Right now we are in what 
is called a ‘buyer’s market’. This is a big change from the hot 
‘seller’s market’ that we’ve been in for quite some time. Essen-

tially a buyer’s market means that the prices of homes have 
come down, and that there are more homes for sale, than there 
are buyers looking for them. In this market, the trend is for Buy-
ers to be more choosey as to what they are willing to accept, 
and for what price.  

 
What this all boils down to, are your actual motivations for buy-
ing or selling.  For those of you who are FIRST TIME homebuy-
ers, or those of you who are looking to make a move up 
(upsizing), this is a fantastic time to consider a move. Mortgage 
interest rates are still reasonable, making home-ownership a  

real possibility for many first-timers, AND housing prices have 
come down, making homes more affordable. These factors bode 
well for first timers.  
 
In addition, people who are looking to sell their current home, 
and move into a bigger, and/or more expensive home, may ulti-
mately realize that although they may not get as much money for 
their home as they would have even a year ago, the same is true 
for a home that they are going to purchase. What that means for 
example, is if they take $10,000 less for their home than they 
would have last year, they may actually end up paying $25,000 
less on the bigger, more expensive home that they are buying, 
ultimately meaning that they have saved themselves $15,000! 

 
So, there are many positives to the current Real Estate market. It 
is not all the doom and gloom that some make it out to be. It sim-
ply means that some people more than others, will benefit more 
from the current Real Estate market. 
 
For those of you who are thinking of downsizing, it may mean 
waiting things out a little while (if you have that choice) to see if 
the market will rebound back into a neutral, or even a seller’s 
market. 
 
By Jody Hay 
Sales Representative 
Coldwell Banker Neumann Real Estate 

Understanding the Current Real Estate Market 

Testimonials …  

Dear Sylvia: 
 
Congratulations on spearheading the best December meeting 
ever!! It was truly a fun and productive evening, one I hope will 
be repeated next year and many more. Colleen also did an 
amazing job as did all the executive. 
  

It was a most enjoyable evening. 
  

Wishing you and yours all the blessings of Christmas ---- and 
may 2009 bring all good things! 
  

Ciao 
Ruth 
  

Joe and Ruth Kennedy 
Independent Associates 
Pre-Paid Legal Services Inc. 
Group Benefits and Small Business Specialists 

A Woman's Fantasy 
 
In a recent On-line poll 38,562 men across the U.S. were asked 
to identify women's ultimate fantasy. 97.8% of the respondents 
said that a woman's ultimate fantasy is to have two men at once. 
 
While this has been verified by a recent sociological study, it 
appears that most men do not realize that, in this fantasy, one 
man is cooking and the other is cleaning. 
 
Things to Ponder 
 
If you yelled for 8 years, 7 months and 6 days you would have 
produced enough sound energy to heat one cup of coffee. 
(Hardly seems worth it) 
 
Why on earth do they put Braille on the drive-through bank ma-
chines? 
 
If the police arrest a mime, do they tell him he has the right to 
remain silent?  
 
Starfish have no brains. (I know some people like that too.) 



Guelph Women in Networking 
 

Next Meeting …  
 

Trade Show Booths 
Learning how to best represent your  

business at Trade Shows 
 

   Date:          Tuesday, March 3, 2009 
   Location:     Guelph Country Club 
                       133 Woodlawn Road East 
    
   Cost:            $30.00 for members 
                       $35.00 for non-members 
 
   Time:           Doors open for networking at 
                       5:00PM, dinner and speaker 
                       are from 6:00pm to 9:00PM 
 

Registration required! 
 

Registration starts after Feb 4, 2009 
at gwin.ca  

 

Advertising Submissions — Member Prices 
Big Business Card Ad:  $10.00 (3.5”x2.5”) 
1/4 Page Ad:  $15.00 (3.5” x 4.75” or 7.5” x 2.5”) 
1/2 Page Ad:  $28.00 (3.6” x 10” or 7.5” x 4.75”) 
3/4 Page Ad:  $38.00 (7.5” X 7”) 
Full Page Ad: $50.00 (7.5” x 10”) 
 

The above prices are for the placement of the ad,  if 
Camera-ready art is provided.  Ads can be designed 
for you for an additional fee. 
There is a 10% discount on all prices if you book more 
than one issue at a time.  To advertise in C-Notes, 
please talk to the editor at the monthly GWIN meeting.  
All submissions to C-Notes are published on a first-
come, first-serve basis. 
Non-Member rates on request. 
The submission deadline for the next issue of C-Notes 
is February 15, 2009 
 

  Editor .. Marilyn Kleiber .. 519-846-8218 
makani_ki@hotmail.com   

The Last Word ….   The Editor 
 

Volunteering 
 
In the November Issue of our newsletter I printed an article about change 
and in it I referred to volunteering rather briefly. 
 
This month I would like to talk a little more about that subject.   
 
Not all of us really want to volunteer within the organizations that we be-
long to, and that is just fine.  All clubs and organizations need ‘Indians’ 
just as much as they need “Chiefs”. 
 
In the past, I have certainly been very much involved in many organiza-
tions – Big Brothers, CKDO Christmas Toy Drive, about 5 different 
women’s networking groups in Toronto and Orangeville, Broadcast Re-
search Council, Cambridge Chamber of Commerce Mentoring program, 
Wen-Do Women’s Self Defense, RSPCA in Tortola, BVI, and so on.   
 
I have enjoyed my time with every one of them, and with each position, I 
learned so much.  However, I also burned out by trying to do too much, 
and I have taken a fairly lengthy break from volunteering. 
 
My most recent stint (and a very new stint it is) as Newsletter Editor has 
brought me a whole new perspective to volunteering.  I have learned 
more about more members and enjoyed them so much more with that 
knowledge, that I am having more fun than can be imagined. 
 
Your current executive are amazing women --- they are hard-working, 
talented, organized, multi-dimensional and just plain fun.   
 
You may be a person that is convinced that being involved on the execu-
tive of GWIN is simply too much work for you at this time in your life, and 
if you think this, you are probably right.  Each of us knows very well what 
our abilities and limits are.  However, you may find just as much fun as I 
have by simply being part of a committee. 
 
If you are willing to try, I know the executive would welcome you with 
open arms. 
 
But whatever your decision is, make your commitments sparingly, but 
keep them absolutely.   This is probably one of the biggest lessons that 
women have to learn.  It took me a long time to learn this as well.  I 
learned to say no, and became almost too rigid in refusing to commit to 
things, hence my long stint of being simply an “Indian”. 
 
But eventually something does come along that inspires us and we want 
to commit to it.  
 
Sylvia will tell you that it took many other suggestions before I finally 
found my niche in volunteering for GWIN ,,, and it’s so nice to be back! 
 
And that, is my last word on the subject! 

Our Special Thanks ... 
To members who supplied prizes for our 50/50 draw for our January 
meeting. 
 
Bonnie Deschenes—Bonnie Deschenes Designs 
 
Sylvia Plester-Silk—Holistic Healing Practitioner 
 
Lisa Ivaldi—Forestview Business Services 
 


