ewiconnect.com

Officers and Directors

Advisors

PRESIDENT

Krista Dettman

Wright & Percy
kdettman@wright-percy.com
225-336-5322

VICE PRESIDENT/PUBLIC RELA-
TIONS/ASSIT

Rose Wilson

YMCA of the Capital Area
rwilson@ymcabatonrouge.org
225-923-0653 Ext. 4

SECRETARY

Pamela Thorning
Baton Rouge Duplicating Products
Pamela@brdp.com

TREASURER/SERGEANT-AT-
ARMS

LaDonnis Kimble

PPC Mechanical Seals
admin@PPCMechanicalSeals.com
225-356-4333 ext. 240

PAST PRESIDENT

Mary Alice Stanford

Renal Associates of BR
mstanford@renalassociates.com
225-767-4893, ext. 223
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MEMBERSHIP DIRECTOR

Deanne Bonvillain

EXCEL Group
dbonvillain@excelusa.com
225-677-8700, ext 223

WAYS & MEANS DIRECTOR

Leah Frederic

EXCEL Group
Ifrederic@excelusa.com
225-677-8700, ext. 227

PUBLICATIONS DIRECTOR

Dianna Braud

Safety Council of La Capital Area
dbraud@safetylca.org
225-282-3297

READING RALLY CHAIR

Lauren Champagne

EXCEL Group
Ichampagne@excelusa.com
225-677-8700, ext. 236

PARLIAMENTARIAN/BYLAWS

Jackie Airhart
Sustaining Member
jlairhart1@cox.net
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MEMORANDUM

TO: ALL EWI MEMBERS

CC:

FROM: Darlene Banogon, EWI Corporate Membership Director
DATE: May 14, 2009

RE: Recruiting New Members

Step 1 Who to Ask

The first step to successful membership recruitment is asking the right people.
There are virtually hundreds of firms in every Chapter area who are eligible to
join EWI, but that doesn’t mean that every firm is a good prospect. Good
prospects are those that are more likely to join because of some specific reason.
In EWI, those reasons could include a personal or professional relationship with
a current member; firms with employees newly-appointed to an executive/
management position; or firms wishing to gain new networks of contacts in the
business community.

In addition to those firms that are known to current members, firms representing
business classifications (both major and minor) that are currently not
represented in the Chapter should also be invited to join. To find out more about
the business interests of these firms, what to emphasize with these prospects, and
who to approach within the firms, go to the websites of prospective member
firms. In addition to profiling the firm’s products and services, most company
websites also list key executives. This will help you determine who the decision-
makers and potential representatives might be.

Step 2 How to Ask

There are several ways to contact prospects: through the mail, on the phone, etc.
The best way to get members, of course, is to have a current member ask
another person/firm to join. Even in today’s fast-paced business world there
is no replacement for the human touch in membership. If EWI is to grow, then it
must rely on current members asking others in their Chapter area to become EWI
members.
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Step 3 What to Say

Sometimes we make recruiting much harder than it really is. When talking to
someone about EWI membership, be yourself and remember it’s far less
important to focus the discussion on what EWI does but, more important to
focus, on how the prospect can benefit from what EWI does. The key skill
needed to recruit a new member isn’t the ability to talk — it’s the ability to
listen!

To be effective, begin by uncovering what the prospect’s interests or concerns are,
and then respond by highlighting ways that EWI can meet those interests. Here
are some examples:

= |If the prospect is interested in business exposure, highlight EWI’s firm
promotion activities. These include Chapter meetings, Corporate and Chapter
online directories; and sponsorship/partnership opportunities.

= |If the prospect is interested in personal growth and professional
development, talk about EWI’s leadership programs; online learning
programs; Fellows Scholarship; Conferences and Chapter leadership
opportunities.

= |If the prospect is concerned about corporate citizenship and public
image, highlight EWI's Community Involvement Programs, scholarship
activities, and community service projects.

As a recruiter, start with the one or two aspects of EWI that are most meaningful
to the prospect. By all means, recruiters should try to give prospects a good
overall picture of EWI, but that overall picture should come after establishing
some rapport with the prospect.

Step 4 Asking for the Commitment

All of your efforts will be wasted if you don’t ask the prospect to join. Always
encourage the prospect to fill out the membership application right away (even
offer to help fill it out while you're there).

Step 5 Follow Up

Be sure to understand the procedures of EWI and your Chapter for approving
membership applications. You don’t want to confuse the prospect/new member
with policies and administrative procedures, but you also don’t want to leave
them wondering what happens next. If you have questions on these matters, talk
to your Chapter’'s Membership Director.

*These steps were originally printed in the EWI Membership 2006 Recruiter’s
Guide. Stay tuned next week for Overcoming Objections.
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MEMORANDUM

TO: ALL EWI MEMBERS

CC:

FROM: Darlene Banogon, EWI Corporate Membership Director
DATE: May 21, 2009

RE: Overcoming Objections and Involving Your Executives

Overcoming Objections

Even when the recruiter does a good job of explaining the benefits of EWI
membership, there is a good chance that the prospect will still have some
concerns about joining.

In order to overcome objections effectively, recruiters need to be up-to-date on
EWTI activities, programs, and policies. By knowing what EWT and the Chapter
are doing, recruiters can have some flexibility in answering prospects’ questions.

Here are some of the most common objections EWI recruiters hear, and some
suggestions on how to overcome them.

Objection: “I don’t have any time to participate.”

Consider: This is going to be one of the most basic and frequently-heard
objections. Be prepared for it and be ready to respond.

Possible Reply: “I sure understand how busy you are. One of the great things
about EWT is that there are no time “requirements.” You participate at a level
that’s comfortable for you. Ithink EWI is a worthwhile investment at whatever
level you choose to participate. As a member you receive our information
updates, online learning opportunities, access to the EWI Corporate Website and
online directory, and the opportunity to support EWI’s educational and
scholarship efforts.”

Objection: “I think that’s a lot of money to join a group like this.”
Consider: It may be hard for a current member to believe that EWI membership
is a lot of money, but that doesn’t matter. What matters is that the prospect
thinks it’s a lot of money. There is nothing to be gained by trying to convince the
prospect that it isn’t a lot of money. Just acknowledge the viewpoint and move
on. Remember that although in many cases the employer actually pays the
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membership fee, the representative still have to convince the executive to do so.
Also, some of the prospects you talk with will be the final decision-maker on
this, so in that case they do have to think about the actual amount it costs to
join.

Possible Reply: “You're right. That is a lot of money, if there isn’t something of
value in return. Ithink EWI offers a lot for its dues, including our promotional
opportunities to develop new business partners, personal development activities
that enhance skills and add value to member firms, and community involvement
projects that raise the visibility — and stature — of member firms and their
representatives.”

Objection: I'm already a member of another organization that’s a lot
like EWL.”

Consider: Be careful about making comparisons with other “competing”
organizations — you may be talking to a very active member of that group.
Don’t say anything negative about any other group, even if you know the group
very well. Reinforce the positive value of EWI. Don'’t try to talk the person out
of the other organization.

Possible Reply: “There are certainly plenty of fine organizations out there. I
think EWI would be a great investment for your firm because of its unique focus
on the partnership between the executive and the representative. The programs
and services of EWI are designed to provide value directly to the company, and
the representative(s) as well.”

Objection: “There is no money in the budget.”

Consider: This is a little different than the “too much money” objection.
Basically, the prospect is saying that they like EWI and would likely join but
their firm doesn’t have any money budgeted for this. Since most firms assign
memberships to a membership budget, maybe there is money elsewhere.”
Possible Reply: “I understand that your firm’s budget for things like dues and
membership may be limited, but what about your training budget or your firm’s
marketing budget? After all, EWI is an investment in professional development
and company promotion. Perhaps your marketing, or training, or human
resources department budgets would have the funds available.”

The Number One Way to Overcome Objections

These are some of the objections you are likely to hear, and some suggestions on
how to overcome them. The best way to overcome an objection — any objection —
is to use your own experience as a member. Only current members like yourself
can credibly use the “feel-felt-found” method of overcoming objections. This
method is simple: when you hear an objection with which you can identify, you
can reply by saying “I know exactly how you feel. I felt the same way myself — I
thought I was too busy to make EWI membership worthwhile. What I found out
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was that EWI is a great organization and worth joining even if I couldn’t make
every meeting.”

The same technique can be used to overcome other specific objections.
Overcoming objections by saying “feel-felt-found” also points out why it is so
important that EWI members are involved in the actual recruitment of others.
No brochure, letter, fax, or email can say “feel-felt-found” with the credibility that
comes through personal, one-to-one recruiting.

Even after addressing these concerns and objections, there is always a chance
that the prospect still won’t join. It’s important not to get frustrated. It’s OK!
The important thing is to make the effort. Just because one prospective member
you talk to chooses not to join, that doesn’t mean that the next prospect won’t
join!

*Originally printed in the EWI Membership 2006 Recruiter’s Guide.
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Chapter: BATON ROUGE Date:

Enter your first choice for each position, and if desired, your second choice. Following presentation at the
June meeting, nominations may be made to the President in writing by any five (5) representatives prior to
August 31, at which time the nominations are automatically closed. All nominees must have indicated their
willingness to serve, if elected.

A minimum of three (3) directors, which includes the President-Elect, must have served on the Chapter
Board the previous year. No director shall serve more than five (5) consecutive terms.

First Choice Second Choice (optional)
President ROSE WILSON - elected as VP/Pres Elect in 2008

Vice President/President-Elect

Secretary

Treasurer

Sergeant-at-Arms

Membership Director

Program Director

Publication Director

Ways and Means Director

Director-at-Large/Scholarship

ROUTING INSTRUCTIONS: Send form to Mary Alice Stanford, via fax 225-408-1421 or email
mstanford@renalassociates.com by June 5, 2009.

Executive Women International® 515 South 700 East, Suite 2A, Salt Lake City, UT 84102, (801) 355-2800, Fax (801) 355-2852
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EWI Baton Rouge 2009 Roster

Representative

Firm

Melissa Averett

AVERETT AIRCRAFT

Chiara Caruthers

BATON ROUGE COCA-COLA BOTTLING CO.

Pamela Thorning

BATON ROUGE DUPLICATING PRODUCTS

Mary Lynn Jones

DONNIE JARREAU CONSTRUCTION, INC

Omaya Jazairli

COMMONWEALTH ADVISORS

Lauren Champagne

EXCEL GROUP

Lisa Oubre

EXCEL GROUP

Leah Frederic

EXCEL GROUP

Deanne Bonvillian

EXCEL GROUP

LaDonnis Kimble

PPC MECHANICAL SEALS

Susan Rachel

REDEMPTORIST-DIOCESAN CATHOLIC HIGH SCHOOL

Barbara Michael

RENAL ASSOCIATES

Mary Alice Stanford

RENAL ASSOCIATES

Dianna Braud

SAFETY COUNCIL

Renee Barbier

SAFETY COUNCIL

Krista Dettman

WRIGHT & PERCY INSURANCE

Rose Wilson

YMCA OF GREATER BATON ROUGE

Toni Shaw

YMCA OF GREATER BATON ROUGE

SUSTAINING & LIFE MEMBERS

Carolyn Chaney

BATON ROUGE COCA-COLA BOTTLING CO.

Jacqueline L."Jackie"Airhart

THOMAS, WILSON,RAGUSA,UFFMAN & CO.CPA's

Betty Lawrence

REDEMPTORIST-DIOCESAN CATHOLIC HIGH SCHOOL




