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ETP New Look for 2012

TO: Faculty Leaders, Lamplighter Team and Volun-
teers,

The Executive Committee voted to give the ETP landing
home web page a new look at www.ETPnetwork.org. The
member lodge remains the same.

The focus of the NEW web site make over is more interactive
engagement and exposure for ETP members. Any ETP mem-
bers who have articles published in the Lamplighter newsletter
will receive double exposure on the NEW site.

How Can I Brand and Market Myself on the
New ETP site?

1. Comment at the bottom of articles published on the
ETP site. If you want to link back to your personal
LinkedIn profile or web site, you can copy/paste the
following code at the bottom of your comment(s): <a
href="http://YourLinkedInProfileOrWebSiteLin
k"><b>Your Nameb>

2. If you are an Author with a published article on the
new ETP site, COMMENT BACK on EACH com-
ment posted about your article. Article Authors will
receive 1 notice when the first comment is published.
Click the Subscribe link at the bottom of your article
to receive future comments on your article.

3. Write a book review comment on #1 JOB SEARCH
BOOK menu option. If you already wrote a book re-
view on Amazon.com, then copy / paste it into the
new ETP web site book area comment section.

4. Become an ETP web site community blogger. Click
CONTACT US menu option to Submit a request for
an "authot" account and article submission guidelines.
Give yourself ongoing marketing and networking ex-
posure, but make your own blogging schedule. Blog
when it's convenient for you.

2 1 5 4 - 5 8 0 4

Take 1 Minute to Help the
Unemployed

Many of our readers are in job search transition. Please help
us help our readers by taking less than a minute by fill out
our Lamplighter Survey - click here. It really does take
less than a minute. This is a great opportunity to let the
Lamplighter team know how it's doing and what we can do
to make it better. In case you haven't had a chance to get
acquainted with our global career management newslet-
ter, click here to read back issues of the Lamplighter.

Lamplighter is constantly evolving. The banner has changed
to reflect a readet's concern. Lamplighter has tried to
address the concerns of you, the reader, in a way that may
make you quake with laughter, curl your brow, make you
think. If you feel Lamplighter does these things and puts
them all in an attractive package, please let us know.

There are four questions that can be answered as many
times as you wish to answer them - click here. In addition
to the buttons there are two text boxes in which you can
leave your comments, what you like, what you don't like,
how you feel about the articles; in essence, the future direc-
tion of Lamplighter

Thank you for your continued support and readership.

ETP Lamplighter Newsletter Team


http://www.etpnetwork.org/
http://www.surveymonkey.com/s/6TZV9BR
http://etpnetwork.memberlodge.org/newsletter
http://www.surveymonkey.com/s/6TZV9BR
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Member and Founding Faculty Leader of Central New Jersey
Networking Group.(page 9).

WELCOME MESSAGE
By Aida A. Rodriguez, PMP

I would like to thank our contributors (special mention to Jerry
Clifford, our generous and consistent contributor), our com-
positor, Eric Nilsson, our proofreader Barbara Daisak, and
the ETP Executive Committee for their suppott.

1 would like to say GOOD LUCK and TAKE CARE but
definitely not good bye to our Compositor, Eric Nilsson and
his wife Sandy, who are moving from New Jersey to
Tobaccoville, North Carolina sometime on February,
2012. True to the ETP spirit and his personal generosity,
Eric has assured us that he will still continue to work with
us virtually on the Lamplighter. 1 am sure Eric’s close pres-
ence will be sorely missed by his relatives and friends here
in New Jersey. “Eric, many thanks for all your past, pre-
sent and future work on the Lamplighter. We truly appreci-
ate your generosity and dedication.”

We invite all the ETP members and readers to send us their
article/s. We encourage them also to take a few minutes to tell
us how we are doing by filling out the Lamplighter Survey.

(page 5).

So sit back, relax and enjoy reading this edition.

Announcing the exciting ETP New Look for 2012! The ETP
Executive Committee has given the ETP Landing home
page a new look at www.ETPnetwork.org. The new web
site gives more interactive engagement and exposure for
ETP members. ETP members who have articles published in the
Lamplighter newsletter will receive donble excposure on the NEW site
. (read all about it on page 1).

The Lamplighter staff would like to welcome and thank
out new contributors:

Benny A. Recine for his “Important Message” article on his
experience in putting together a personal board. (page 4).
Tony Cretella for his insider’s advice to job seekers “70
Ideas from the Desk of a Hiring Manager.” (page 7).

“Take 1 Minute to Help the Unemployed,” reminds you
of how you can help the Lamplighter staff serve you better
in the future. (pagel).
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Sesquipedaliophobia
and Networking
By Jerrold (Jerry) Clifford

Sesquipedaliophobia. This is not a term often used
by career coaches or even their clients, some of whom
may be affected by it. If so, they likely would suffer from
the word itself. If they do not know what the word means
they probably would not even look it up in a dictionary. If
they did, they would discover that it is simply a fear of
large words.

It seems silly to be afraid of big words. After all, the words do
not attack you; they cannot cause injury or physical pain. They
are just letters in a pattern arranged on a page or spoken. Yet,
for some people, the fear is very real. They have to work hard
to get over it.

There is another phobia from which some people suffer. It is
probably more common than a fear of long words. Yet, to
those who suffer from it, it can cause emotional and economic
discomfort, desire for avoidance of the root cause and an ina-
bility to utilize a valuable career-expanding tool. It is a fear of
networking or networking events.

To people unaffected by sesquidaliophobia the condition
appears to be irrational for them. Just because a wotd is long
doesn’t make it a threat. Similarly, for those who are comfort-
able with networking, neither a networking event nor the dis-
comfort felt by some people with networking situations ap-
pears to be warranted. Networking events are attended by
people and just as words themselves are benign, the people
who attend networking events are not combative. In fact,
since networking is an interaction of people for mutual benefit,
they are there to help.

So why do people avoid networking and networking events?
From the time we were little children we were taught not to
talk to strangers. That is why in their job search people pro-
crastinate when it comes to calling someone they don’t know.
Place a bunch of strangers in a room and upon entering we
may experience physical symptoms. We don’t feel at ease go-
ing up to strangers, introducing ourselves and trying to find
out information about them. Explaining what we do to an
individual or group of people (a.k.a. the elevator speech)
evokes symptoms such as sweating palms or shaking knees. It
is no wonder that when we find ourselves in such a situation,
we instinctively seek someone we already know rather than talk
to a stranger. In avoiding to connect with a stranger, we will
never know if that stranger we avoided might be more benefi-
cial to our networking needs.
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In reality, when we network, we are working for ourselves
and networking is just a tool that we must use in this venture.
If you were an employee and your supervisor asks you to
learn how to operate a tool that is unfamiliar to you, what
would you do? Would you panic or refuse to do it for fear of
being criticized in case you fail? Would you let your fear of
discomfort keep you from trying to meet his expectation?

As a business person would you steer clear of methods, tools
or technology that are foreign to you even if these things are
gaining wide acceptance and are being used by your competi-
tion?

Job related skills come with job experience. They must be
practiced so they become comfortable to apply. In today’s
job searching environment most positions are not advertised.
Being able to talk with strangers is a skill that must be learned
and practiced. A good place to develop that ability is at
networking events. If you don’t feel comfortable or have a
fear of these networking activities - - - get over it! To be suc-
cessful at networking you just have to speak with people.

You don’t have to use big words.
Let’s conquer -
Sesquipedaliophobia
and networking phobia!




An Important Message from
Benny A. Recine

Dear ETP Members:

A little over 3 years ago, I heard a speaker at the breakfast
club discuss the need of a personal board for objective
guidance. You may ask, “Can’t a spouse provide that?” Not
if you are looking for objective feedback, especially feed-
back that comes from individuals in your field of work,
then a spouse may not be the optimum feedback response
you may be looking for. I will say this once and only once; I
am NOT encouraging anyone to seck advice from a person
other than his or her spouse. On the contrary, I encourage
a person to be transparent about the need of a board in
one’s field of work.

Once I understood MY need for a board, I then went
through my contact list to find out who I can ask to be in
My Board. My need was and still is to review my career as
a senior project manager and establish the steps needed to
accomplish that need.

The board I formed consisted of five (5) individuals: A
PMO Manager, a senior vice president in his professional
service organization, a senior project manager and two
coaches (one of them worked in the breakfast club that had
a lot of members in the Information Technology field). The
other one was a former senior manager NOT from the I'T
field because I wanted to receive diverse opinions. Why
did I have two coaches? Mainly because one of them is a
former coach of mine and has no issue with offering objec-
tive feedback. This is my way of ensuring diverse and ob-
jective feedback from my board.

All my board members provided invaluable and objective
feedback in the years that ensued. In the three-year period,
three board members had to depart for various personal or
professional reasons. So, I needed to replace a senior PM, a
senior executive, and one coach. When I thought about it
further, I realized that I needed only one capable coach on
my board and I have that person already. So I invited an-
other senior project manager and one I'T executive to be on
my board. They both graciously accepted. What I will do
soon is send a “meet and greet” email to my board with a
short introduction from each member. I will then have my
first meeting scheduled.

Putting together one’s own board takes time and effort. I
established the mission of the board geared to how it can
effectively provide productive feedback to me. I am cur-
rently putting my professional “roadmap” together and I
will be sharing that and my thoughts with my board.

| believe that this will be a fruitful year for me!
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Barb Daisak'siTip for
1

Tech Tip
Thanks Eric for the timely article info to start the
New Year!
Have a tech tip to share? Email me!
We will publish it in upcoming issues...
bndaisak@verizon.net
Your posts are always welcomed! Check our
next issue for another great Tech Tip!

Is Your LinkedIn Profile
Holding You Back?

e December 22, 2011
e Laura Smith-Proulx

You’ve probably heard others rave about LinkedIn as
a job search tool — mentioning recruiters have con-
tacted them through the site, or that they’ve been ap-
proached by hiring managers, just on the strength of
their profiles.

But what if this isn’t happening for you? How can you
figure out what might be wrong?

These common LinkedIn missteps can make the dif-
ference between having all the action pass you by or

realizing the full power of the site:

Retrace your missteps here:

http://www.careerealism.com/linkedin-profile-back/



mailto:issues...%20%20%20bndaisak@verizon.net
mailto:issues...%20%20%20bndaisak@verizon.net
http://www.careerealism.com/author/laura-smith/
http://www.careerealism.com/phrases-linkedin-profile/
http://www.careerealism.com/phrases-linkedin-profile/
http://www.careerealism.com/linkedin-profile-back/

Just Do It ... You Are Ready!
2011-12-16 12:00:15.826-05

As student pilots approach the end of their formal training,
they take one last trip with their instructors before going up
for that first nerve-wracking solo flight. Instructors report
that some students become so obsessed with dials, gauges,
and basic maneuvers that they forget one of the most im-
portant rules: Sometimes you just have to sit back and fly
the plane! The preliminaries are over. You know the cock-
pit controls inside out. You know how the emergency pro-
cedures work. You could probably fly the plane blindfolded
and still land safely.

At this point, you’re ready to own your career as a business
and test your skills for that first solo flight. You've fine-
tuned the necessary connection and networking skills, fully
embraced the CEO of ME, Inc. mind-set, tested your skill
at crafting powerful, persuasive value propositions and
mastered the 7-Step Job Search Methodology that will ena-
ble you to find the job best suited to your unique skills and
abilities.

Don’t worry if you hit occasional turbulence such as ne-
glecting to make a key follow-up call or perhaps misreading
some core skills in a job description because those types of
errors will occur. But by the time you’ve gone through a
few complete cycles of the methodology, you will have ac-
quired enough experience to claim that you “know where
all the rough spots are.” Having successfully navigated
those rough spots, you now become someone who can lead
others — and make no mistake, others will want to follow
you to learn from your successes and your failures.

Right now, however, it’s time for you to integrate all that
you’ve learned into a single, seamless, and logical plan to
manage your career as a business. To put it another way, it’s
now time for you to just fly the plane!

You can hear me on the radio every Sunday morning at
8am (EST) on Your Career Is Calling on 107.7 FM and
online on www.1077TheBronc.com. I look forward to tak-
ing your calls at 877.900.1077.

Keep Networking Alive!

Coac& CK»

Volume 4, Issue 1
February-March, 2012

Can you write?
Do you tell stories?
Do you want to help
ETP members?

Job Title: Contributing Writer
Reports directly to: Lamplighter Editor-in-Chief

Minimum commitment: 1 article submission per
newsletter issue

Focus: To support the mission of Empowering To-
day’s Professionals with articles related to career
management, networking, job search or running a
business.

Responsibilities:

1. Provide a 500 to 1,000 wotd article for bi-
monthly issue of newsletter

2. Submit article at least 2 weeks prior to newsletter
publishing

3. Modify article from Editor changes and resubmit
in a timely manner

Qualifications:

e Be able to tell a story, while providing members
with valuable information

e Have some basic writing skills.

e Strong desire to help ETP members succeed with
informative articles.

e Knowledge of MS Word or other word pro-
cessing software and Email

Apply at Volunteer Cafe

Lamplighter Survey

Lamplighter wants to hear from you. As you know, Lamp-
lighter has changed since it first started and much of this
change is due to the comments of our readers. Please take
few minutes to tell us what we're doing right and — it's hard|

to believe — what we are doing wrong. Lamplighter Survey.
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Mad Rod's Message

Colleagues,

When friends learn that I've written a book about my net-
working organization, EMPOWERING TODAY’S
PROFESSIONALS Network they often ask, "Rod ...
There are at least 15,000 books out there about network-
ing. Why write another one?”

For one thing, this isn’t just another book about network-
ing. This book is about a bold new approach to finding
jobs, clients, and business opportunities — as well as per-
forming complete career makeovers. It’s about helping
business professionals win the race for 21t century jobs.

The second reason for writing this book — a far more
compelling reason in my view — is that it was the right
thing to do and now was the right time to do it.

Many people out there are in pain. Their financial situa-
tions are dire. They have lost their jobs, their life savings
and in many cases, their self-respect while chasing around
looking for a new position.

It's that "chasing around" part that started to bother me
many years ago, long before today’s economic turmoil
started creeping toward critical mass. It became obvious
to me that far too many people were conducting their job
searches in an illogical and self-defeating way. They were
lured into the easy, deceptive world of Internet job boards
where hunting for a job simply meant finding an interest-
ing opening, uploading a resume and cover letter, clicking
a few buttons, then waiting for a response.

I used to imagine job seekers sitting by the phone, waiting
for that special call from a key decision-maker telling them
that, yes, they’d been chosen for an interview and to
please make all the necessary preparations.

But the folly of this approach is that the job boatd, at best,
is nothing more than a piece of software. It cannot en-
gage in meaningful two-way communication with hu-
mans. Without a human-to-human “networking” compo-
nent in the equation, how can anyone expect to get mean-
ingful results?

This is the connectionless void in which so many people
have spent thousands of hours toiling their lives away in
the false hope that a database somewhere in cyberspace
would electronically ride to their rescue, find them a job,
reinstate the flow of money into their households, and
make things right with the world again.
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How much more wrong could they have possibly
been?

As the Founder of Empowering Today’s Professionals
Network, Empowering Today’s Professionals is exactly
what we do in this unique organization. We teach people
how to take control of their careers in the same way a
Chief Executive Officer directs all critical operations of a
large corporation.

The key difference separating the Empowering Today’s
Professionals Network from every other networking or-
ganization can be traced back to something that hap-
pened to me in the 1990s when I worked as an corporate
recruiter and hiring manager at J. P. Morgan.

The position gave me an unobstructed, 20/20 view of
both sides of the interviewer’s desk. 1 learned a great
deal about the mistakes made by candidates applying for
jobs as well as the techniques and strategies used by hir-
ing managers to screen those very same candidates.

I knew what hiring managers were looking for — the best
talent for the companies they represented. After all, eve-
ryone knew these managers earned their salaries by cot-
rectly and consistently choosing the best talent to meet
the needs of their employers.

It’s easy to see why hiring managers continue to live by
these same stringent standards. In today’s high-pressure
business environment, these individuals still have the
strongest leverage in the entire job search process — and
they use it!

I wanted to find a way for job seekers like you to reduce
that leverage by applying some leverage of your own. I
concluded that you needed to grasp, master and integrate
four critical skills:

~

Exceptionally effective networking

Thinking and acting like the CEQO of a large corporation

3. Developing a bulletbroof value proposition to make you as
attractive as possible to decision-makers, and

4. Expertise at following a precisely-targeted 7-step job search

methodology that leads you directly to an interview.

In order to do this, I realized it would be necessary to set
up a highly specialized networking and career man-
agement training organization.

That’s what Empowering Today’s Professionals Network
is and that’s what differentiates it from almost all net-
working organizations where the emphasis is on making
introductions, giving 30-second elevator speeches, ex-
changing business cards, then calling it a night.
(Continued on Coach Rod)



Coach Rod

Today, you will be hard pressed to find another networking
organization that matches what the Empowering Today’s
Professionals Network does. Our signature benefit to
members is the 7-step job search methodology, unavailable
anywhere else, that provides a clear and logical path for
moving from “in-transition” to “employed.”

You are most welcome to join us on your job search jour-
ney. We are here to teach you, coach you, guide you, and
inspire you. We are not here to do the heavy lifting for you
— that is your job entirely. While you manage your job
search as the CEO of ME, Inc., we will be here to support
you in winning the race for 215t century jobs.

But please be careful: Contrary to what you may hear else-
where, there is absolutely no free ride to your next posi-
tion. Although Internet job boards may be useful for gath-
ering information, that’s where their practical value ends.

To really make progress, you need a team that’s already
been on the journey you’re taking now, a willingness to
commit to some very hard work, and the mental toughness
to see the program through to completion.

EMPOWERING TODAY’S PROFESSIONALS Net-
work is that team. I hope you will join us.

www. ETPNETWORK.otg — visit us today - there is
powerful team of “Networking Angels” ready to support
youl!

Make it happen ... I know you can!

Best wishes and keep networking alive,

Coach Rod

Rod Colon

Master Networker, Professional Developent, Executive
Coach, Speaker, Author

Weekly Co-Host of Radio Show "YOUR CAREER IS
CALLING"

Rod Colon Consulting, LLC

732-367-5580
www. RodColon.com

The succsssful networkers I knov, the
onzs recalving fons of referrals and
faeling truly hepoy ebout themselves,
continually put the other merson's nesds
ahead of thelr own, =fob Rurg
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10 Ideas from the Desk of
a Hiring Manager

TO:
FROM:

Job Seekers
Tony Cretella

If only you would follow Rod's simple advice of targeting
companies where you meet AT LEAST 70% of the re-
quirements. Why? Sending resumes into the black hole
and hoping for a chance at an interview can be time con-
suming, not very fruitful and less than motivating. As
Vince Lombardi said, “Hope is not a strategy.”

Some of the top things to improve your job search
include:

1) Only apply for jobs you are qualified for. 1 stopped
counting the number of cover letters I have read that
start "I know I don't have the skills/qualifications you
are looking for but ...”

2) State right up front what you can do for my com-

pany, not what I can do for you.

3) Tailor your resume to help me find the relevant
skills and abilities that will make you successful in the
position, don't make me hunt for them.

4) Follow the directions for the job posting. When it

says attach your resume in one of these file formats
don't send a link to your on-line generic resume. Not
following simple application directions makes me
wonder, “How will they handle the various processes
within my business structure?”

5) Provide samples of your work as requested to help
me see what you can offer that others cannot.

6) Put a phone number on your resume that you will
actually answer and then . . . ANSWER! I called a

person several times to set up a phone interview.
Eventually I sent an e-mail and received the following
reply, "Sorty, I did not recognize the number coming
in on my phone so I did not answer it.”
7) Differentiate yourself in some way. What makes
you different from the many other qualified appli-
cants? Did you do some research maybe, “I see that in
your industry the main challenges are ... and here is
how I can help you with those...”

Say thank you and follow-up. Did you send a sim-
ple thank you after the phone interview and send the

follow-up items requested?

Continued at 10 Idedas
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10 Ideas

9) Show iInterest and be prepared. At the end of the
phone interview I ask "What questions do you have
for me?” Too many times I get "Gee, I don't really
have anything, you covered it all.” I am just not
that good an interviewer. What I hear from that re-
sponse is, "No, not really that interested to bother
having anything prepared to interview you as my
future employer.”

10) Follow the ETP 7 Step Job Search Methodolo-
gy and you will find your next great opportunity
with less effort on both your part and that of the
hiring manager.

IT WAS A PLEASURE MEETING YOU.

ETP Members,

As you meet people to expand your network, please
share this very cool resource. Sharing FreeCycle.org is
a great way to reconnect with someone you haven't
talked to in a while. My wife and I have helped other
people and non-profits acquire needed items through

FreeCycle.org.

FreeCycle.org is a huge network of people giving
things away to other people who need them. No mon-
ey is allowed to be exchanged and everyone wins.
have also helped other non-profits get rid of no longer
needed useable items, saving $600-$1,000 on a dump-
ster rental.

Just enter your local U.S city location to join a
FreeCycle.org group near you. This allows people to
quickly make arrangements for pickups. This is awe-
some way to preserve the environment too!

About FreeCycle.org

The Freecycle Network™ is made up of 5,015 groups

with 8,928,715 members around the world. It's a grass-
roots and entirely nonprofit movement of people who
are giving (and getting) stuff for free in their own

Volume 4, Issue |
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towns. It's all about reuse and keeping good stuff out of
landfills. Each local group is moderated by local volunteers
(them's good people).

Membership is free. To sign up, find your community by
entering it into the search box above or by clicking on
'Browse Groups' above the search box. Have fun!

Shine a light on the .
Hidden Job I¥.

by Rod Cofon

Colleagues,

The Hidden Job Market is the name given to all the oppor-
tunities out there that are unadvertised, either because a
company wants to find candidates through its employees'
networks or because no such position currently exists. In
the last case, you must depend on your own ingenuity to
identify potential opportunities at an intriguing company,
do your homework to determine what that company truly
needs, then figure out how to create an attractive, value-
added position. Finally, you need to “sell the concept.”

How Do You Access It?

Due to the sheer volume of applicants competing for a
fixed number of positions, many employers don’t even
bother registering their openings on big-name job boards
like Monster, Dice, and CareerBuilder.

Instead, they turn to their existing employee network to
help recruit qualified candidates. This means there may be
great opportunities at a company of interest, but you’ll nev-
er find out about them via the traditional approach of que-
rying Internet job boards.

Why would an employer do this?

There are two immediate advantages. First, hiring managers
can avoid the torrent of paperwork from job seekers who
aren’t even remotely qualified for a position. Second, they
can bypass the registration process with the job boards and
confine interview time to a bare minimum.

There's something else you need to know about The Hid-

Continued at Hidden Job Market

Page 8


http://http/www.freecycle.org/
http://http/www.freecycle.org/
http://http/www.freecycle.org/
http://http/www.freecycle.org/
http://http/www.freecycle.org/

Hidden Job Market

den Job Market. Step 2 of the 7-Step Job Search Method-
ology is based on the spot market. In other words, it uses
today's market conditions to determine what positions are
currently available. By contrast, The Hidden Job Market is
based on the futures market, that is, the potential for po-
sitions that might exist or that could be created in the fu-
ture — your future.

The Role of Networking in The Hidden Job Market
You've built a network of trusted relationships. But why
bother to network if you never plan to leverage it It’s
now time to do some asking because you’ve earned the
right to do so. You’ve followed the rules and observed
the connection protocols. It’s time to tap your network’s
connection horsepower to help you find a position.

In order to set you up with the proper mind-set for ex-
ploring the Hidden Job Market, I’d like you to consider
the following somewhat offbeat illustrative scenario:
Let’s say you’re a surgeon who has been as-
signed the task of finding and removing a dan-
gerous tumor somewhere in the lower abdomen
of a 52-year-old man. Theoretically, you could
start performing exploratory surgery right away,
reaching in through various incisions to feel for
any lumps or masses that don’t belong there.

But is that really a medically sound practice?
Before performing surgery, wouldn’t it be bet-
ter to gather as much information about the
soft tissue in the patient with a CT-Scan or an
MRI? Wouldn’t these diagnostic procedures
give you far greater intelligence about the size,
shape, and precise location of the tumor? And
wouldn’t it make much more sense to have all
of the diagnostic work completed before the
first incision is ever made?

The point is this: While investigating the Hidden Job
Market, your primary function will be networking, not
selling, and your aim is to gather intelligence from those
individuals you’ve identified as being reliable but only in
the specific area in which your skills are a precise match.
Your job is to connect with individuals who can truly help
you because they’re in the same industry, not going on
some fishing expedition inside industries that have no
relevance to yours.

To put it in slightly different terms, it’s not going to do
you any good to tap into a pipeline of business intelli-
gence for the pharmaceutical industry if you’re secking a
position as a tax accountant. You need to refine and re-
fine again the “filtering” of your contacts to make sure
you’re picking up intelligence for the industry — and, if
possible, even the precise niche — in which you want to
work.
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Your ultimate goal is to answer two very specific
questions:

1. Who does what you do?

2. Who hires people who do what you do?

Once you’ve mastered this “precision targeting” tech-
nique, the flow of your conversation will be along these
lines:
“Where do you see the industry heading? What’s
going on? What’s hot? What’s not? What groups
should I belong to? This is what I’'m hearing;
what are you hearing?”

Finally, when you judge it to be the correct time to do
some asking, you must do it as an assertive CEO, not a
spineless wimp. It must be a direct request for a specific
action to achieve a targeted goal. Don’t worry, you've
earned the right to ask because of your golden reciprocity
track record. Furthermore, most business owners appreci-
ate direct, straightforward requests.

Make it happen ... I know you can!

Coach Rod

Rod Colon

Master Networker, Professional Develop-

ment, Executive Coach, Speaker, Author

Weekly Co-Host of Radio Show "YOUR CAREER IS
CALLING"

Rod Colon Consulting, LLC
732-367-5580
www.RodColon.com
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Laura (Abrahams) Cohen, ETP Member and Founding
Faculty Leader of Central New Jersey Networking
Group. Laura speaks on the topic "Birth of a Brand", in
developing her community cause Mitzvah Squad--Walk
MS Team

EBirth of



http://www.rodcolon.com/
javascript:void(0);
http://lists.etpnetwork.org/lists/info/cnjng
http://lists.etpnetwork.org/lists/info/cnjng
http://www.facebook.com/pages/Mitzvah-Squad-Walk-MS-Team/172121151138
http://www.youtube.com/watch?feature=player_embedded&v=AKxqKR6eJ0A

Scott Chase is 2 Human Resources Solutions Pro-
fessional with in-depth knowledge of all HR functional
areas, specializing in Health and Welfare Benefits, 401K,
Pension, Total Rewards/Compensation, Talent Man-
agement/Recruiting, Learning and Development, Payroll,
BPO and Sarbanes Oxley compliance. Currently the
Manager of Human Capital for INTTRA, he has previ-
ously provided high-level services for Chubb Insurance.

Scott carries strong technical knowledge and began his
career in HR closely tied to HRIS functions and he also
has computer systems certification from Chubb.

“My goal is to provide outstanding customer service,
and results for any company.”

Specialties

Project Management, Business and Technical Analyst,
Systems Analyst, HRIS, Reporting, Data Analysis, HR
BPO, Benefits Management, Performance Management,
Compensation Management, Cerdian, Xactly, Halogen

“Scott is a conscientious individual who always put the
company's best interests at the forefront of his decision
making. He is a hard working, thoughtful professional
who brought tremendous value to his department.” July
16, 2009

President, Chubb

Barbara  Ring,  Sewior i
managed Scott indirectly at Chubb
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“I have had the pleasure of working with Scott on a
number of projects. I always found his professionalism
refreshing and his technical knowledge of the business
systems he supported to be of the highest caliber.” Jan-
uary 2, 2009

Tod Thomas, Directory Architect, Chubb Group of Insurance
Companies
worked with Scott at Chubb

“Scott worked for me at Herman's Sporting Goods as
well as at Chubb Insurance. Scott is a very intelligent
and detailed developer who always got the job done.
Whatever was asked of him he managed to make hap-
pen. I hired Scott originally at Herman's Sporting Goods
as a programmer and when we both ended up at Chubb,
I brought him on board to my team because of his abili-
ties. Scott is a solid performer.” December 24, 2008

Patrick Rutherford, Senior Project  Manager, Chubb

managed Scott at Chubb

“Scott Chase and his manager above him hired me to
work at Chubb Insurance. He was my supervisor and
was always someone I could turn to for advice or to be
pointed in the right direction.

He managed several projects for multiple departments at
any given time. He is a detailed individual that manages
time well. He was a great mentor to prepare me for my
future role in another department.” August 12, 2008

Chubb

Programmer — Analyst,

Harry Frasca, Senior
reported to Scott at Chubb

"When Scott took over as editor-in-chief of the Lamp-
lighter, his contributions and guidance allowed the
Lamplighter to retain its high quality as ETP's official

newsletter."
- Eric Nilsson, Lamplighter Compositor

" I had the honor of taking over Scott's position as the
editor-in-chief of the Lamplighter.

Scott's easy manner and friendliness made the transition
a seamless one.

I am impressed by the professionalism and strong spirit
of volunteerism that he has for the Lamplighter and
ETP."

_ Aida A. Rodriguez, PMP, Lamplighter editor-in-chief
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Lamplighter Contributors
Running the Business of "ME"
Carl E. Reid, CSI - www.carlereid.com
Chief Operations Officer| Tel: 201-222-5390
Empowering Today's Professionals - www.ETPNetwork.org
Carl is Foreword Author in book Win the Race for 21st Century Jobs

Jerry Clifford is o Project and Program Manager experienced with all aspects of soft-
ware project development. As both employee and consultant he worked with some of the
nationds premier companies i ncl MdrcknHe hélds & GroduCi
ate degree in mathematics, earned certifications in project management and information
systems auditing (CISA) and was elected to two terms as President of the EDP Auditors As-
sociation, New Jersey Chapter. He is the published author of several fechnical and non-
technical books on topics ranging from computer math to car repair and carpentry.

Benny A. Recine, MBA, PMP, PMOC, CAMS
609-575-1719

Benny is an executive who has worked in Program/Project Management Office (PMO)
processes as well as Professional Services Organizations (PSOs). He coordinates PMO pro-
cesses and functions to organizational strategy and directs staff at the program, project
and business analyst level. Benny is known for solving crucial profit maximization and ex-
pense reductions issues relating to the current economy. He is always focused on creating
capital, eliminating inefficiencies and bringing companies and/or divisions info a more effi-
cient level of operation.

Rod Colon

Master Networker, Professional Development, Executive
Coach, Speaker, Author

Weekly Co-Host of Radio Show "YOUR CAREER IS CALLING"
Rod Colén Consulting, LLC

732-367-5580

www.rodcolon.com

Tony Cretella is founder and owner of Custom Sign Source, an independently owned and oper-
ated Sign Manufacturing company in Northwest NJ. Prior to starting his company, he spent 23
years in corporate America with a large privately-held confectionary company working in a variety
of disciplines including sales, marketing, franchise, business information, IT project and program
management, business process improvement and manufacturing. Tony is a Certified Business Pro-
cess Program Management Professional (CBPMP), and Certified Knowledge Manager (CKM).
tony@customsignsource.net

908-447-2075

732-970-9280
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Volunteer Lamplighter Staff

Adelaida (Aida) Rodrigue® the Editorin-Chief and Contributing Writer of the Lam
lighter Newsletter. She is a Project Manager Professional (PMP), Businasalyst/
Consultant at the Warranty Recovery -Specialist, LLC
adelaida.rodriguezl@verizon.net

732-404-0255

Eric Nilssonis the Compositor and Contributing Writer for Lamplighter. Eric enjo
the art and science of newspaper layout. He has been an IT consultant at theP
fessional Service Group of New Brunswick and previously worked for North Jer
Media Group Bergen Evening Regoras a Project Manager and Progna-
mer/Analyst. Interests include ecoamics, history, and journalism.

Email: ericnilsson@earthlink.net

LinkedIn: http://www.linkedin.com/in/ericsnilsson

Barbara Daisakis the Lamplighter Contributing Writer & Proofreadetn addition,
she is a Learning, Training, & Development Specialist and Microsoft CertifiedsM
ter Instructor.

Barb is also an Instructor Adjunct with the County Colleges of New Jersey wtt ¢
cialties in the Technology Training Divisions and Corporate Training Programs.
Phone Numbers:732.863m08e4A8 ¢ 732.616
Email Barbara atbndaisak@verizon.net
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