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Served on boards of:

o [A'. . @
= Teaching ‘ﬁu

LI v CQRLC
= Junior High at v NJASL i
Hamilton, Elizabeth v NJLA
v PT-SLA
- Elem?ntary at School v Rutgers SCILS Alumni Assn
23, Elizabeth =
= High School at ALA:

hold

From William Briddes:
Managing Change

= Recognize that every
beginning starts with
an ending.




From Seth Godin: Frlge
You can’'t be a gatekeeper ANYridis
ohly a gate o

=

Gatekeeping workedin @ C
an information scarce
environment;

Q
Vr7s7i

Advocacy is O

> Advocacy goes against o

> We see advocacy as aski
for anything!

> Why don’t peopl
What if th

Think of Advocacyels
Relationship Building;

= Build relationships before
= Focus on what the other pe
= Build a bridge between th
program.

And have your ele
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Marketing Tribe Dy FRIFIE

@ Each may need unique thin
and have unique gifts to off

@ Godin says that if they dor
have to go to them and w

= Peter Pearson (St. Paul
time as a fundraiser i

Learn from the

m The economic model m
of decision making
had been:

= Gather all relevant

information;

m Evaluate and rank it;

ake choice.

Tom Asecker is the BranellieRelisg
{A Clear Eye 'fD}’ Sroikislirts))

= Branding, marketing, = ®
advocacy, leadership
are all connected here.




People do judge o boplk By T

@ Paco Underhill:

@ If your library looks like
the 19t century on the
outside, you have to
work twice as hard to
make the inside inviti
and appealing

SLA A]ﬁgnme Rapars
Perceptions of Valilsa

Most Valuable Information Roles (!

mProviders
= Users

Consultant Sarz
Continuous [proveiz it progidi]

= Most complaints (problem
system, not the person.
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Daniel Pink: Watch Your Sicfilzlefs
Livisg on the Rlght Side of ¢ha Hral)

o]

Make it as positive as possi

If it has to be restrictive,
intelligent.

Curb your dog, please!
Curb your dog, please
hildren play he Cell Phones!

=

o]

O}

It Takes Two to MEIKEROE
Break a2 Relationship
(Andrew Sanderbecl

= Jack Canfield’s
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From Mary Ellen Batasi g Ultimately, it is
Bog: relationsh.

= How does your
program fulfill your
organization’s
mission?

*With our funders
8 <With our customers
| <With our colleague:
*With our future c

@ What can you do fo

What's Not Aboul So, if all this
Re]atuonshlp_s s AbOll then wh
Convenie

We want what we want---
*when,

*how, and
*where we want

Try Different Approaciaseilel
Look for New Oppasttifiiies See What ¥

m Call it a Pilot
@ Look for Partner

m “Itis common sense to t
it. If it fails, admit it
But above a
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Get to Know Shr

@ Hire them wh
can

®m Learn fror
you can

From Maya Angéelolrs
Grandmother Pass on what vou lKioiy

@ Encourage the kids
If you have, Give

If you learn, Teach

: From Peter Senge, “Foreiile]
on Learn ancdNE¥aly, i i -

Continue to Learn zif Breakthil

What would you do if =
you weren't afraid? = Fine out where your own ¢

that’s where you'll learn

From

Who Moved My Cheese?

&



Pay Attent]
Career

% Our services are custome

< We make ourselves indi

We Will
to the Exte.

convenient

organizations
We keep our eye on
e adapt as ne
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