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■ President’s Message
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As I write this column, I am 
preparing to attend the Online 

Information Conference in London 
where I will host the AIIP President’s 
Breakfast (on Tuesday morning, 
for those wishing to attend).  I am 
looking forward to the Breakfast 
because it gives me the opportunity 
to meet face-to-face with many of 
our European AIIP members. As I look 
through the conference program, 
I am pleased, but not surprised, to 
see so many AIIP members listed 
as presenters, including Mary 
Ellen Bates, Karen Blakeman, Ulla 
deStricker, Marydee Ojala, and 
Arthur Weiss. At the conference, I, 
too, will be presenting:  a Career 
Development Talk, “Transitioning 
From Employee to Business Owner.” 

In October, at the Internet Librarian 
Conference, the eleventh annual 
AIIP Technology Award was 
presented to LucidityWorks, LLC, 
in recognition of Lucidity, an 
innovative digital research assistant 
software application for professional 
researchers.  Linda Stevenson, 
founder of LucidityWorks and an 
AIIP member, was there to receive 
the award, and in doing so, publicly 

thanked her AIIP colleagues for 
their help and support, particularly 
on and off the AIIP-L.  In a private 
conversation, Linda told me how 
grateful she is to AIIP members 
for their support during Lucidity’s 
development phase.  Please join me 
in congratulating Linda on her award.

In September, Andrea Carrero 
resigned her position as AIIP’s Director 
of Marketing.  On behalf of the board 
of directors, I am pleased to announce 
that Loretta Shaw has agreed to 
serve the remainder of Andrea’s term. 
Loretta has been a consistent AIIP 
volunteer from almost the very first 
day she joined AIIP.  In a statement 
she made last year about AIIP, Loretta 
said: “I had a vision of what my second 
career as an independent researcher 
would be, and the determination to 
launch it. AIIP gave me the tools and 
support that I needed to succeed.” 
Loretta’s first career began at the 
NASA Glenn Research Center in 
Cleveland, Ohio, where she honed 
her skills in analytical research, 
managing a technical organization, 
and managing large multimillion 
dollar projects. Loretta’s educational 
background is equally impressive: 

Welcome . . .
to the December 2010 issue of AIIP Connections.

Master of Aeronautical and 
Astronautical Engineering, Master of 
Business Administration, and Master 
of Library and Information Science. 
Please join me and the rest of the 
board in welcoming Loretta in her 
new role as AIIP Director of Marketing.

Plans for the 25th Annual AIIP 
Conference, April 7-10, 2011 in 
Vancouver, Washington, USA are well 
underway. Attending the annual 
conference provides a professional 
double-whammy:  it helps promote 
your business, and it helps update 
your business skills.  Early-bird online 
registration will open on November 
28, 2010. Watch the AIIP website for 
program details and sponsorship 
opportunities. I am looking forward 
to seeing you in Vancouver!

Wishing you much success and 
happiness,

Marge King
InfoRich Group, Inc. 

mking@inforichgroup.com

mailto:mking@inforichgroup.com
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■ Editor’s Column

This quarter’s issue is full of tips 
to help our members – whether 

you are starting out, needing some 
business coaching, or bringing 
together some like-minded 
colleagues.

It’s always a pleasure contacting 
members and asking to feature them 
in our “Spotlight” columns. In this 
issue, we profile the invaluable work 
of the AIIP-L Committee chaired by 
Mary-Doug Wright.  

Our Member Spotlight features 
Veerle Persey from Belgium.  Veerle 
has taken a very interesting path to 
setting up Hugin Mugin Research, 
combining her medical degree and a 
career as a scientific researcher.

Sonia Isotov from Hawaii offers “do” 

advice for first year members.  Jan 
Davis provides her insight on the 
benefits to be gained from working 
with a business coach.  

Mary Ellen Bates set up a Local 
Info-Entrepreneurs Group called 
the I-25ers in 2003.  She shares her 
experiences and the benefits of 
being part of a local group of IIPs.

In Coach’s Corner, Amelia Kassel 
offers some sound advice on when 
to stop your research.

I hope you enjoy the December issue 
of AIIP Connections.

Heather Carine 
Editor, AIIP Connections
ConnectionsEditor@aiip.org
Adelaide, South Australia
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Designed to support innovation across the enterprise, our next-generation product will 
deliver critical information to help organizations discover new opportunities, validate
the uniqueness of inventions and bring new products to market. Offering ease of use 
and precision searching for information professionals and knowledge workers across
industries, the new Dialog will combine authoritative sources from Dialog® and 
DataStar® databases with powerful new tools for maximizing your research and results. 

In Summer 2010 our first release designed 
for scientific knowledge workers features:

• Left-hand, embedded and right-hand truncation
• De-duplication and post-processing capabilities
• Retrieval of synonyms, plural terms and alternate 

spellings
• On-the-fly document and interface translations 
• Intuitive ways to limit results by facets
• Authoritative scientific content 

 

The new        

For more information, visit

www.dialog.com/newdialog

http://www.dialog.com/newdialog
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■ Spotlight on Members

Veerle Persy

Member Spotlight:  
Veerle Persy

Somehow, history always seems to 
repeat itself... My mother started 

her flag store (literally!) by sewing cloth 
together. When I graduated as an MD 
in 1998, I harbored the ambition of 
becoming a surgeon – sewing patients 
together. To satisfy my scientific 
curiosity, however, I decided to first 
obtain a PhD. With a research grant 
from the Fund for Scientific Research 
FIanders, in Belgium, I worked at my 
PhD in the Antwerp University nephro-
logy lab, investigating the role of the 
protein osteopontin in kidney disease 
using mice models – still sewing, 
though using much smaller needles 
plus a microscope.

Thoroughly enjoying scientific 
research, I buried my surgical 

trade organization. From these 
organizations, I gained exposure to 
good litera ture (such as Mary El len 
Bates’ often-praised book), diverse 
contacts, and broad ex pe rien ce. 
To further support my business, I 
had a proper web site developed, 
and then sent to all my contacts 
an email introducing my business, 
Hugin Mugin Research. 

Within two months I had my first 
assignment:  a literature study on 
the effects of lan thanum.  Soon 
to follow were other types of 
projects – literature studies, clinical 
study documents, review articles, 
conference reports – on a variety 
of topics. Buoyed by the amount 
of independent work, I left the 
research lab in October 2008, and 
Hugin Mugin Research has been 
expanding progressively ever since. 
The increasing number and scope 
of projects now also include data 
management and lab process 
consulting. My next business 
challenge will be to cope with the 
increasing demand – not a bad 
challenge to have.   ■

aspirations and stayed on as a 
postdoc after my PhD in 2003. In the 
following five years, I established a 
research line on vascular calcification 
in renal failure, explored new 
techniques such as micro-CT imaging, 
became copromotor of several PhD 
students, published papers, wrote 
grants, etc. Although my passion for 
research never waned, the inherent 
job insecurity as a researcher, always 
depending on external grants, 
progressively bothered me. In 2007, 
when my employer allowed postdocs 
to cumulate functions, I took my 
chance and started my own business: 
Hugin Mugin Research.

Hugin and Mugin are the ravens of 
the Norse god Odin, whose names 
mean ‘thought’ and ‘memory.’ Odin 
sends the two ravens out at dawn to 
fly all over the world and when they 
return, they sit on Odin’s shoulder 
and speak into his ear all the news 
they gathered. Quite the image I 
had in mind for my business, which 
provides research, consulting, and 
writing services in the medical and 
life sciences sectors.

To help support my business 
networking, I became a member 
of AIIP, European Medical 
Writers Association (EMWA) and 
FlandersBio, a regional biotech 

Hugin Mugin Research
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■ Spotlight on Committee Volunteers

Speaking as the committee chair 
of AIIP-L, I would best sum up 

AIIP-L’s purpose as the primary 
way our members connect with 
each other on a day-to-day basis. 
We use the members-only forum 
AIIP-L as a platform to ask questions 
about running our businesses, to 
brainstorm about research resources 
and approaches, and as an informal 
network of colleagues distributed 
around the globe.  Said by more 
than one list participant, AIIP-L is 
“worth the price of admission” in AIIP. 
Personally speaking, the list is one of 
the most collegial and informative 
discussion lists I’ve ever encountered 
on a professional basis.

The AIIP-L Committee’s purpose is to 
keep this valuable resource running 
smoothly from both a technical and 
administrative perspective. For the 
past two years, the AIIP-L Committee 
has been comprised of AIIP member 
Tamara Durec, and myself as Chair, 
with help from former Member 
Services Board Director Marjorie 
Desgrosseilliers. We recently 
welcomed another AIIP member, 
Alisa Cottingham, along with our 
new Board Director, Ellen Naylor.

The committee oversees both AIIP-L 
list activity and the discussion list 
platform, Sparklist. The Committee’s 
day-to-day tasks include:

✓ Approving requests to join 
AIIP-L (non-members receive 

Worth the Price of Admission: AIIP-L
Mary-Doug Wright, AIIP-L Committee Chair

an email explaining that the 
list is members-only, and an 
invitation to join AIIP);

✓ Responding to members’ 
questions about AIIP-L 
protocol and etiquette;

✓ Advising members about 
technical aspects of posting 
(e.g., posts sent from 
Blackberrys or in non-standard 
character sets);

✓ Reviewing posts to ensure that 
they are within AIIP-L guidelines 
(and, where necessary, 
contacting posters about list 
violations – a rare occurrence 
done with a gentle touch);

✓ Sending out occasional 
reminders about list etiquette 
and other list business;

✓ Providing a monthly update 
on list activity, including 
names of new or returning 
members and the total AIIP-L 
member count;

✓ Monitoring and solving 
technical issues and problems 
with Sparklist (communicating 
with individual AIIP-L 
members, often with Sparklist 
support, and occasionally with 
the member’s ISP).

As a discussion list platform, Sparklist is 
proving to be increasingly problematic; 
an ad hoc committee has been struck 
to find a suitable replacement at a 

reasonable cost. AIIP-L is currently 
running on an old version of Sparklist. 
With the newest version, we would 
not be able to port the AIIP-L archives 
to the new platform. The archives are 
such a valuable member resource 
that the Board has decided to stay 
with the old version of Sparklist until 
a replacement is found. An improved 
AIIP-L is anticipated to be in place in 
early 2011.  ■

Mary-Doug Wright serves as the Chair of the 
AIIP-L Committee. She is principal of Apex 
Information, based in Vancouver, BC. She 
specializes in health services planning and 
policy, health technology assessment, and 
the social sciences, providing comprehensive 
literature-based/secondary research 
to academics, government agencies, 
non-profits, and other consultancies, for 
systematic reviews and evidence-based 
decision making. She also provides topic 
summaries and overviews and conducts 
environmental scans. She can be reached at 
mdwright@apexinformation.com.

mailto:mdwright@apexinformation.com
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■ the i-25ers

My office dress can be jeans and 
a t-shirt. However, even with 

all the social media that we IIPs use, I 
still need the occasional face-to-face 
encounters with others of my kind. 
When I lived in Washington DC, I 
helped organize the I-95ers group, 
comprising info-entrepreneurs from 
the area and whoever wanted to 
drive in (usually via the I-95 highway, 
hence the name). When I moved 
to Colorado in 2003, I organized a 
similar group which we eventually 
named the I-25ers—in reference 
to the highway that runs through 
Denver. While most of us live in 
the greater Denver area, we have 
members in Oregon, Indiana and 
New Mexico. 

I started the I-25ers group with the 
same feeling as when I launched my 
business… a little bit of trepidation, 
some worry whether anyone would 
care, and excitement to see what would 
happen next. I sent emails to every AIIP 
member in Colorado, inviting them 
to meet me at an International House 
of Pancakes about 10 miles north of 
Denver on a Wednesday morning. 
Why there? The IHOP was right off 
the freeway, able to handle a group of 

undetermined size, and served endless 
cups of coffee. To my pleasant surprise, 
we had 8 or 10 people at that first 
meeting and enough enthusiasm to 
warrant scheduling a second meeting. 
We had several more meetings there 
until I realized that the location wasn’t 
convenient for many in the group. 
We eventually found that we had the 
most number of people attending 
meetings held on Saturday mornings 
at someone’s house.  

Of a mailing list of around 50 people, 
we average between 6 and 10 people 
at any given meeting, and we hold 
meetings every couple of months. 
Hosting rotates among six or seven 
“regulars” in Denver (or nearby) for 
whom we are all grateful. Some 
people bring food to share. Our last 
meeting even included nibbles from 
the wine bar where member Nora 
Stoecker’s nephew manages events. 
While most hosts just make sure 
everyone has something to drink, 
Lark Birdsong has awed us with a full 
brunch complete with root beer floats. 
No more IHOP food for this group!

Our program format varies. For 
example, if we are meeting soon 

after an AIIP Annual Conference, 
we share some of the insights we 
gained from the conference. For 
other meetings, we might focus on 
a topic such as “managing clients” 
or “marketing with social media.” 
Some meetings consist of everyone 
describing a resource they consider 
essential; the compiled list of 
resources is then shared with the 
rest of the group. And we sometimes 
have an “un-meeting” during which 
we all   toss out ideas and then 
decide which ones to discuss. These 
can be very satisfying, as we often 
manage to find solutions or ideas for 
each person’s questions.

What I find most valuable about the 
I-25ers meetings is the generosity of 
the group’s members. We regularly 
exchange ideas on how to approach a 

One aspect of being an independent info pro I treasure is 
being able to work by myself, wherever I happen to be.

The I-25ers: from IHOP  
to Wine Bar

Mary Ellen Bates, Bates Information Services

Mary Ellen Bates
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■ the i-25ers

After having organized the I-25ers for a long time, I 
recently stepped down. Connie Clem is now the driving 
force behind the group. As I reflect on what has worked 
with both these groups, I am struck by how little has 
changed over the years. I wrote a short paper back in 2005, 
titled “How to Start and Build a Local Info-Entrepreneur 
Group”. (You can download it by going to the “Meet With 
Area Info Pros” page of the AIIP web site, at www.aiip.org/
AreaInfoPros, and click the link to “Form a new group!”) 
Most of what I wrote then still applies, and I still agree with 
my conclusion in the white paper:

My experience has been that organizing and maintaining a 
local group of info-entrepreneurs doesn’t take much time 
and is immensely rewarding. Where else can you hang out 
with people who, like you, think about the challenges of 
running a one-person information business? ■ 

Mary Ellen Bates (BatesInfo.com) offers strategic coaching for 
info-entrepreneurs as well as business research for business 
professionals. She is the author of Building & Running a Successful 
Research Business, 2nd ed, 2010.

NKS Info Services
Providing timely, value-added information for your business        

Nora K. Stoecker, MLIS
n.stoecker@nksinfoservices.com

505/715-0607
www.nksinfoservices.com

When you need to:

…Keep current on industry/technical news & trends

…Profile a target company or industry

…Solve a technical problem

…Track legislation

…Obtain other information for business planning, 
competitive intelligence, or problem resolution

NKS Info Services can provide:

…Targeted online database searching 

…Focused research in information-rich academic, 
government, trade association and other websites

…Research approach and results designed, tailored, packaged 
and delivered in a format to meet your specific needs

Available as a subcontractor to other AIIP members needing 
assistance with projects.

difficult situation or alternative ways to manage office work. 
Much of the subcontracting work I have done over the past 
few years has come from fellow I-25ers, and they are always 
my first group to approach when referring a client. Several 
of us use each other to cover our business when we travel. 
We even had a member who was a local info pro looking for 
good researchers for outsourcing projects. 

One of the benefits of a local IIP meeting that might not 
be obvious at first is that we have a group of people who 
we run into in other settings as well. A number of us are 
members of the Special Libraries Association, so we tap into 
our I-25ers network when we are looking for volunteers. 
Members attending their first AIIP Annual Conference 
often walk into the “First-Timer’s Orientation” to find they 
recognize the familiar faces of several I-25ers. Kim Dority, an 
I-25er and adjunct faculty at the University of Denver’s LIS 
program, brings in a number of fellow info-entrepreneurs to 
her class on career alternatives—giving us the opportunity 
to meet some of our future colleagues. Several LIS students 
are themselves I-25ers, and we have tapped into their 
resources when projects require their skills.

http://www.nksinfoservices.com
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■ Conference Update

BUILD YOUR NEW BUSINESS,
EXPAND YOUR REACH

Whether your new or existing business needs a mentor, consultant, coach, advisor or 
confidante, working with Amelia Kassel can be your first and most cost-effective step to 
success! Amelia will help you identify and develop your:
 
 • Target Markets
 • Market Positioning
 • Marketing Strategies

A customized program and practical tools—which help you shorten the time it takes to get 
up and running, to break into new markets or to take your business to the next level—includes 
training and coaching on: 

 • Research Methods
 • Premium Database Searching and Advanced Internet Research
 • Client Management
 • Proposal Writing and Disclaimers
 • Pricing, Budgets and Terms
 • Deliverables
 • Defining Client Benefits

Work with Amelia at your convenience and at a price you can afford.

 •  One-year email-based program—The most popular and cost-effective solution! 
  Additional savings with reduced fees for yearly extensions
 •  Telephone consultations
  A set number of hours at a special price 
 •  Hourly consulting by telephone or email
  On an as-needed basis
 •  Onsite training at conferences
  To expand your learning opportunity
 •  Private instruction at a retreat in beautiful Sonoma County, California
  In-depth training geared toward getting immediate results

800 544-5924 • 707 829-9421 
amelia@marketingbase.com

 Recognized Teacher, Trainer, Consultant, and Leader  

An Information Professional since 1971

 • Unique Selling Proposition
 • Sales Techniques
 • SWOT Analysis

Contact Amelia Today to
Grow Your New or Existing 

Research Business

Amelia Kassel
Recognized Teacher, Trainer, 

Consultant, and Leader
An Information Professional 

since 1971
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■ Your Most Prized Asset

Nervous About  

RAISING Your Rates
First Focus on Your Most Prized Asset—You

I had wanted a change for quite 
awhile.  I’ve been in business for 
about 15 years, but have felt a little 
bored and frustrated that I’ve been 
generating the same income for 
the past four years.  So I recently 
accepted a part-time job in the same 
niche market as my clients–-business 
valuation.  It’s a great opportunity, 
and I still want to maintain and grow 
JT Research.  But while I’m calling on 
my subcontractors to handle more 
of my research work, I’m still feeling 
stretched.  I’m really tired of the 
smaller jobs, but it has always been 
hard for me to turn down work. 

So I did what I usually do when 
I’m stuck, I got help. I hired a new 
business coach. The last time I 

worked with a business coach, over 
three years ago, I left the experience 
empowered and more profitable. I 
raised my rates and improved my 
marketing materials to reflect the 
value my services offer. But three 
years later, I’m facing a recurring 
issue: how to raise my rates. 

Good business coaches aren’t cheap. 
I’m limited to how much time I can 
spend with mine.  So, at the onset, he 
asked me two important questions:

Question 1: What do you want 
to get out of this 
coaching overall? and 

Question 2: What do you want 
to get out of today’s 
call?

After giving it some good thought, I 
answered:

Answer 1: What should I do with JT 
Research now that I have 
this good part-time job?

Answer 2: I want to raise my rates, 
and once again I’m 
afraid to do so given 
today’s economic 
climate.  And I’m afraid 
to say no to work.

The first thing I told my new business 
coach is that I’ve always been ner-
vous about raising my rates and take 
just about any project that comes my 
way because of the money I’ll make.  
But you know what?  I’m exhausted.  
The coach quickly suggested I do 
one thing: focus on my most prized 
asset – me. I laughed at this cliché, 
and he elaborated.  “Change is hard. 
We will rationalize whatever we can 
to keep the status quo.”

When I told him I had “issues” around 
money he countered: “No, you have 
‘thought patterns’ around money.”  Our 
thought patterns create emotions, and 
our emotions create actions, which turn 
into results.  Sound like therapy? Yeah, I 
guess it is. But I was paying attention. 

Jan Davis, JT Research

business coach. The last time I call?
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■ Your Most Prized Asset

What are some of my thought patterns around money? 
Through some discussion and role playing, I realized I 
have a habitual way of thinking that is: if I quote a higher 
rate my client would balk “no way!” This thought creates 
an emotion (fear) which triggers an action (not raising my 
rates) which creates an outcome (less income). 

There are a lot of issues to consider when raising one’s 
rates, such as market forces.  But after some discussion it 
became apparent that it’s a good time to charge more.  
How did I know this? Well, for one, a couple of trusted, 
long-term clients told me “you know Jan, you can charge 
more.” When I worked with my coach a few years ago, I 
admitted I had lost business to off-the-shelf services such 
as First Research. The solution was to differentiate myself 
and emphasize the custom research I provided and the 
value that came with it.  I did that, and now it’s time to do 
it again. For example, one of my goals with this round of 
coaching is to figure out whether or not to do away with 
some of the services I offer.

In the recent Inc. article “Go Ahead, Raise Your Business’s 
Prices”  Jason Fried wrote: “Sure, some customers 
will complain, and others might take their business 
elsewhere. But there’s a good chance you don’t want 
those kinds of customers, anyway.”  Indeed!  He also 
wrote:  “We have no interest in participating in a race 
to the bottom. Ninety-nine cents is not for us.” Exactly. 
I can’t compete with companies such as First Research, 
nor do I want to.  I need to price my service based on 
value, not on commodity. 

At the end of the first call,  my coach suggested doing a 

market test—and since I’m paying the coach a chunk of 
change I was motivated to take his advice. When a couple 
of new and existing clients emailed project requests I 
upped my rates by a good amount, closed my eyes, and 
hit “send.” And guess what?  I got the jobs.  “When you get 
results you’ll see how easy it is,” the coach said. “Step up to 
the market…those people who say no – that’s ok.”

We concluded the call with his comment: “When you 
recognize that you can change your current situation and 
move up to where you want to be, you’ll feel great.”  Why?  
Because I’m focusing on my most prized asset – ME.  ■

Jan Davis is President of JT Research LLC located in Portland Oregon 
USA.  For the past 15 years she has provided business appraisers and 
financial analysts with company, industry and M&A intelligence.  
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Jan Davis

http://www.inc.com/magazine/20101101/go-ahead-raise-your-businesss-prices.html
http://www.inc.com/magazine/20101101/go-ahead-raise-your-businesss-prices.html
http://www.lindarink.com
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■ “Do” Advice

It’s been a little over one year since 
I officially started my business, 

which may be loosely defined as 
when I first registered my business 
name and rented office space. It’s 
been a fast ride with a big learning 
curve, and only now am I really 
beginning to feel focused and more 
confident in my business direction. 
I have had the opportunity to try 
some things that worked and some 
things that did not work, and in the 
end, researcher that I am, I am more 
confident than ever that taking the 

time to weigh and balance all my 
options has left me with no regrets 
and more confidence in the direction 
I have chosen. 

For me, finding my focus meant 
going back to my roots in tourism, 
hospitality, and travel—being from 
Hawaii and all, and working in and 
for the industry for almost 20 years. 
Now, I am proudly focused on this 
subject area and confident in my 
ability to deliver business and market 
intelligence services to strategically-
minded professionals. I have my target 
market…finally…and that feels good.

So this is where I am at, and here’s 
what I am learning along the way. 
Hopefully, it will confirm some of 
your activities, and, sooner rather 
than later, help you break away from 
other activities. Here goes:

1. Start a monthly newsletter. 
Start collecting contacts, and 
get in front of them every 
month with a newsletter. 
If you’re really good, do 
something on a weekly or daily 
basis to get in from of your 
target regularly. See #2 next.

2. Do social networking; 
especially Linkedin, Twitter, 
and Facebook. This is a great 
way to start collecting a 
“following” and showing your 

Sonia N. Isotov, Isotov Information Services

expertise. It’s also a great way 
to stay in front of contacts 
who have not subscribed to 
your newsletter. Further, it’s 
a great way to stay in front of 
your target weekly, or even 
daily, rather than once a 
month with your newsletter. 
Important! Set a time limit, 
daily or weekly, or you will get 
sucked into the black hole that 
can be social networking. Oh, 
and connect with everyone. 
Everyone you do any business 
with, not just clients. At this 
point in the game, you need 
to get the word out. Being 
particular, won’t help.

3. Do get your logo and business 
cards professionally done. 
From there you can design 
your own letterhead, and save 
some money. You can print 
up letterhead at home or at a 
professional printer as needed. 
Frankly, letterhead almost 
feels a little passé these days; 
all things being predominantly 
electronic and all.

4. Definitely put a web page up. 

Build your  
network!
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Make sure you have a way for folks to subscribe to 
a newsletter. Advertise your social networking. You 
need to capture contacts.

5. Do mail postcards to announce “business is open” 
to former colleagues, business acquaintances (of 
all kinds, and don’t be shy), and friends (especially 
your tennis buddies, or whatever hobby you have). 
You never know where that first project is going 
to come from and you need to build a network. 
Unless your list is hyper targeted, I suggest you 
resist the urge to do any other kind of mass 
mailing.

6. Do buy books. You are in an intensive learning 
phase and need the latest and greatest information 
from the latest and greatest gurus. Start with Mary 
Ellen Bates’ newly updated edition of Building and 
Running a Successful Research Business.  I especially 
love the used books secton on Amazon.com, 
although I don’t know if Mary Ellen’s book is old 
enough to be in the used section, but I did find a 
lot of great old editions from the latest gurus on 
competitive intelligence and business consulting in 
general, plus all the Super Searcher Series books. Oh, 
and if you don’t already get the Borders’ newsletter, 
this is a must have. I got a free cup of coffee on 
my birthday and 30-50% discount coupons every 
weekend. [Don’t forget to go thru the AIIP website to 
get there; the association gets credit.]

7. Do order a good laser printer, not an inkjet, if you have 
the money. I’m still regretting that decision myself.

8. Become a “thought” leader. It took me a good year 
to come to terms with 
the fact that my second 
year is going to be the 
“Year of Writing”. I’m 
convinced you need to 
be a thought leader if 
you own a business in 
the modern world. It’s 
just good marketing. 
What do you need to 
do to be a thought 
leader? Three easy 
things to do: write a 

blog, write a book, and write an ebook.

9. Do write a marketing plan with annual goals: 
monthly, weekly, and daily. I weeded out a lot of 
useless activities when I started thinking about 
doing things that actually got me in front of buyers. 
Once you see everything you are doing laid out in 
black and white, then you will start to see that you 
are only capable of doing a few things really well, 
and you can start to weed out mediocre activities.

10. Do in-person networking and start working on 
establishing relationships. Join associations your 
prospects join, write for their newsletters, or 
otherwise volunteer for prospect-facing activities. 

11. Do set up Google alerts on your “prospects”.

12. Do follow your leads. If someone asks for a webinar 
and you have never done one, do it anyway. You 

 “Luck is what happens 
when preparation  

meets opportunity” 
– Seneca, Roman philosopher, politician,  

and early CI proponent.

Sonia N. Isotov



15  AIIP Connections Volume 24 |  No. 4 |  December 2010 

■ “Do” Advice

know what? Now you’ll have intellectual property. 
You can do so many things with the information 
you presented in the webinar: tweet about it, chop 
it up into smaller articles and use it for your blog, 
etc. Do build your intellectual property. This goes 
back to being a “thought leader”.

13. Do use a business coach, have a mentor, surround 
yourself with smart people, and/or form a 
mastermind group. I have one guru of a business 
coach, Mary Ellen Bates, and at least three mentors 
I keep in touch with regularly. I also have a very 
nice relationship with my AIIP Mentor, Deb Liptak, 

“First year, the year of reading; 
second year, the year of writing. 

What will the third year bring?”

from info2go.com. Thank you all for your time, 
patience and knowledge sharing. 

In the end, the best advice I have for you is to “keep it 
simple”. Trying to do too much, and not being focused on 
a clear direction, is probably the biggest factor against a 
1st year AIIPer; especially those who are generalists and not 
centrally located like me (from Hawaii). Once you have set 
your direction, you can really hone your marketing plan, 
write a better blog, tweet consistently, and more. Every 
strategy in your plan will come into focus. 

On the other hand, you really do have to “pay your 
dues” and “jump across a few bridges”, to really “own” 
your business and be sure you’re headed in the right 
direction…the direction that is right for you. Only by being 
in sync with your passion will you really succeed. All in 
all, readers may not agree with some or all of what I have 
written, but I found these things to be true for me. Last, 
I want to say…don’t be too hard on yourself. As one of 
the gurus I have been following once said (or blogged, I 
forget): “If you’re not failing, you’re not trying”.  ■

Sonia N. Isotov, Principal, Isotov Information Services, has extensive 
experience as a Business Researcher working with corporate decision 
makers. Sonia holds a MLIS from the University of Hawai`i and 
worked for many years for the U.S. Small Business Administration 
where she delivered secondary research, business analysis, and 
business consulting services to retailers, services, manufacturers, 
non-profit organizations, and government. She also loves to play 
tennis and invites all AIIPers to a game.  Contact:  info@isotov.com

mailto:mailto:info%40isotov.com?subject=AIIP%20Newsletter
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■ Coach’s Corner

IIPs who conduct research face an 
abundance of databases, Internet 

search choices, and tools and it’s often 
difficult to know when to stop.  We 
must satisfy clients within budget and 
ensure profitability for our businesses.  
To be profitable, it’s necessary to 
generate enough income to cover 
all business expenses, pay yourself 
in a way that meets your personal 
financial needs, and (not to be 
excluded from the formula) you 
need money to reinvest and grow 
your business.  Much of my modus 
operandi is a delicate balancing act 
between factors such as:  Client goals 
and information requirements; a finite 
budget with deadlines; delivering 
quality results; and increasing size of 
the sale and margins.  

Early in my business, nearly three 
decades ago, I believed it was 
incumbent on me to search all 

potentially relevant databases.  I 
found that my work style was 
costing me!  I trimmed expenses by 
searching fewer databases and still 
continued to satisfy clients. I also 
reduced the use of more expensive 
databases wherever possible.  By 
becoming more judicious, I elevated 
my profit margin.  

Spending excessive time is a greater 
challenge to conquer.   Whether 
on a fixed budget or working hourly, 
many researchers find it tempting to 
continue research beyond the time 
and budget allocation, usually either 
because we’re enjoying ourselves – 
what researcher hasn’t discovered the fun 
of working on some topics  – or we want 
to wow the client and go over and beyond 
the call of duty.  In many cases, research 
takes longer than initially anticipated. 
Further, it’s crucial to cover a topic from 
various perspectives using multiple 

sources that are reliable to maintain 
quality.  A given is that we must stop 
when we run out of time but it’s also 
truly amazing how many extra hours 
of searching, analyzing, and writing we 
can expend within even a short time 
frame.  Stopping isn’t easy and in fact, 
not stopping can be considered an 
occupational hazard.  What’s the cure?  You 
need both will power and self control but 
never forget:  You’re in charge!   

A key business goal and requirement 
for success is to take control of 
sources while forcing yourself to 
stop when you reach the budget 
cap – not after – assuming you work 
on a “do not exceed” budget, which 
I highly recommend.  Explain and 
include “do not exceed” budgets and 
their implications ahead of doing 
research--verbally and in proposals 
and letters of agreement. Inform 
clients you’ll provide both results and 

©2010 All Rights reserved. No part of this document or information may be reproduced without the expressed written permission of Amelia Kassel.
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Amelia Kassel, MarketingBase 
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recommendations for additional research if needed. Rather 
than continuing ad infinitum, include next steps in your 
report, some of which require added time and expense.  
Just as you must ask for a sale, ask for extra budget when 

applicable.  A client can make the decision about whether 
to go forward.  A few basic tips to follow: 

1. Evaluate and review the time and expense you 
spend for each project to keep watch over profit 
margins.  

2. Reduce the number of databases and websites you 
search to decrease both time and expense.  

3. Watch for the same information repeating, which is 
one clue for stopping.

4. Avoid time spent beyond the budget cap and make 
recommendations for more research.

Yes – all of this takes effort and practice but by rigorously 
following these measures you’ll benefit both your clients 
AND yourself.  Implement these management techniques 
today to keep your business healthy for now and  
the future.   ■

Amelia Kassel is President of MarketingBase, a global firm 
specializing in industry, company and competitive and market 
intelligence research. Amelia operates The Mentor Program 
for new research professionals and those wishing to expand.  
Contact:   
amelia@marketingbase.com,  
www.marketingbase.com

mailto:amelia@marketingbase.com
http://www.marketingbase.com


18  AIIP Connections Volume 24 |  No. 4 |  December 2010 

■ Book Reviews

Self-Promotion for Introverts: The 
quiet guide to getting ahead.

Nancy Ancowitz 
McGraw-Hill (2010)

Nancy Ancowitz writes Self-Promotion 
for Introverts for individuals who 
wants to make more of an impact in 
their professional lives. Whether this 
means achieving more credit for their 
ideas, increasing their visibility, or 
making more money, Ancowitz has 
years of experience from which to 
draw. As a former vice-president of 
corporate marketing—and currently 
a communications coach and artist—
Ancowitz is an introvert who has 
found the right professional balance. 

Book ReviewsBook ReviewsBook ReviewsBook ReviewsBook ReviewsBook Reviews
In her own efforts at self-promotion, 
she interviews several high profile 
individuals (including Bill Clinton and 
Warren Buffet) to include their advice 
for introverts within a professional 
environment.   

Ancowitz begins by addressing 
misconceptions commonly held about 
introverts. She clarifies that introverts 
are often quite good socially and that 
many hold high profile positions. 
Being an introvert does not mean that 
one is shy (although one may be), 
but it probably does mean that being 
social is taxing and that alone-time is 
essential. 

Introverts are prone to internal 
thought that can lead to negative 
self-talk. In the book’s early 
chapters, Ancowitz suggests specific 
mental exercises to counteract 
the negativity.  With regard to 
the creation of one’s “game plan,” 
she encourages the creation of a 
“dream team” (not unlike a Master 
Mind group) of individuals who 
support and respect the introvert 
- a group that will speak honestly 
about goals, accomplishments and 
opportunities. If one chooses to work 
through the many exercises in these 
initial chapters, one has, in essence, 
performed a SWOT analysis and 
developed a nascent business plan.

Additional chapters cover 
target audiences (who are one’s 
clients?), networking (positioning 
oneself as a valued expert), “chalk 
talk” (presentation skills), and 
interviewing. Within the interviewing 
chapter, Ancowitz covers two (of 
many) points I thought particularly 
relevant to the IIP. First, she provides 
recommendations for how to handle 
uncomfortable (but necessary) topics 
like compensation. In this discussion 
she offers several open-ended 
questions one could edit and use in 
any negotiation. Second, Ancowitz 
emphasizes using listening (a natural 
skill for most introverts) to tease 
out needs of potential employers 
(clients)---and using those needs to 
lay out and define one’s proposals 
and value propositions. 

Finally, there is perhaps my favorite 
chapter: “Your Opposite.” I find it 
fascinating that my needs as an 
introvert (such as space and alone-
time) might contrast so dramatically 
with the “pet peeves” of the extrovert 
who never wants to be alone! 

Of course, these characteristics are 
on a spectrum and no one person 
fully exemplifies either extreme, but 
the book was fun and educational 
for me. Whether one identifies as the 
introvert or extrovert, I recommend 
this book for anyone looking to 
evaluate how personality can be 
optimized for self-promotion. ■

Linda Stacy is Senior Research Specialist 
& Training Manager at LEK Consulting 
in Boston and is planning to launch her 
research business, InfoGazelle, in the 
coming year.
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Ad Rates for AIIP Connections
AIIP Connections is a quarterly online publication.  If you are interested in advertising, contact Eiko Shaul at 1-416-544-0208 or 
email to e.shaul@sympatico.ca.  [NOTE:  Please prepare the ad in electronic image - PDF, JPG, TIF, GIF.]

Size
Frequency  

(/yr)
Members

Non Members

Full page 1X $150.00 $300.00

Full page 4X $450.00 $900.00

½ page 1X $90.00 $180.00

½ page 4X $275.00 $550.00

¼ page 1X $60.00 $120.00

¼ page 4X $175.00 $350.00

¹⁄16 page 1X $20.00 NA

¹⁄16 page 4X $60.00 NA

One of AIIP’s member benefits is 
its free webinars. We announce 
upcoming webinars on AIIP-L, or you 
can also go to the webinars page 
(aiip.org/Webinars) to see what’s on 
the schedule and to register for a 
webinar. An archive of past webinars 
is at aiip.org/WebinarArchive. Don’t 
miss this opportunity to tap into the 
expertise of AIIP’s members.  ■

Professional Professional Professional Professional Professional Professional 
Development Development Development 
for IIPsfor IIPsfor IIPsfor IIPsfor IIPsfor IIPs

FREEFREEFREE

mailto:e.shaul@sympatico.ca
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■ Conference Update

Online registration opens November 28, 2010.

Earlybird registration will be available 
through March 4, 2011.

Our annual conference is the highlight event for 
members—several stimulating and exciting days of 
learning, enjoying the company of long-standing 
colleagues, and forming connections with new colleagues.

The Association 
of Independent 

Information 
Professionals (AIIP) 

will host its 25th annual 

conference April 7-10, 2011 in 

Vancouver, Washington, USA.

In 2011, AIIP is proud to offer our 25th annual conference, 
celebrating 25 years of successful, productive, and 
valuable conferences.

The conference is where attendees . . .

✓ Hear from experts in business management, 
marketing, planning, client relations, and other 
topics crucial to running their businesses and 
growing their revenues. 

✓ Learn from colleagues tips ranging from new 
technology tools to branding and pricing for services. 

✓ Explore strategies for balancing business and life. 

✓ Examine exhibitors’ latest products.  

✓ Enjoy ample time for discussions with colleagues 
(and having a lot of fun!) 

And—

✓ First-time attendees receive special attention in a 
tailored session. 

✓ Everyone leaves with a mountain of new ideas and 
energy for the year ahead. 

✓ Feedback from past conferences is uniformly 
enthusiastic, stressing the special value of an intimate 
venue coupled with highly targeted programs and 
lively events designed to stimulate discussion.

The focus of the conference program and the discussion events 
is business—sharpening skills, increasing opportunities, and 
growing revenue . . . but the value of the personal connections 
is the primary reason many members attend. 

For further details, go www.aiip.org/conference.

http://www.aiip.org/conference



