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Welcome to the March issue of 
AIIP Connections.

In this issue, Alison Brown relates 
her adventures in telephoning for 
informational interviews.

Frances Caballo reviews a variety of 
useful Twitter apps. 

Michele Bate covers the annual 
Online Information Exhibition in 
London, England.

Jan Davis interviews the 2012 AIIP annual conference keynote 
speaker Ron Sukenick, of the Relationships Strategies Institute, 
about building business relationships.

In further conference coverage, Marydee Ojala reports on 
personal-brand coach Lynn Zettler, who will be conducting a 
Sunday morning workshop at the 2012 AIIP annual conference.

Also in this issue, Richard Torian describes his responsibilities as 
the chair of the AIIP Awards Committee.

We also profile AIIP member Danielle Conklin. Danielle’s 
business, Cotton Gloves Research, specializes in American 
history and cultural heritage research, especially that of the U.S. 
Northeast.

In her Coach’s Corner column, Amelia Kassel advises on the 
various written business agreements to consider prior to 
beginning a research project.

And don’t miss a new feature launching in this issue of 
Connections: Survey SAYS!, a column in which the AIIP 
membership is surveyed over AIIP-L and selected responses are 
published here in Connections. I hope you find it interesting, and 
will contribute in future surveys.

Enjoy the March, 2012 issue of AIIP Connections.

Joann M. Wleklinski,  Editor, AIIP Connections
ConnectionsEditor@aiip.org
Munster, Indiana, USA
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■ President’s Message
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Welcome . . .
to the March 2012 issue of AIIP Connections.

If you ever wanted to see time move 
faster than you thought possible, 

become president of an international 
organization. I keep checking my 
reflection to see if I have wrinkles or 
silver hair. Not because of the stress 
of managing an organization that is 
hundreds-strong, making decisions that 
will ultimately have impact on its current 
and future standing, but because it 
seems action happens so quickly, time 
must be moving on a fictional clock 
which counts every two minutes for one.

If I stop time and look at today, it is late 
January, 2012 – one day before we cut 
over to our new email forum. This huge 
move, with hopefully little disruption but 
much improvement for our members, is 
all the board and committee members 
can think about this week. There is a lot 
of bustling about as our volunteers are 
expertly transitioning 500 people from 
one familiar but outdated system to a 
completely new one which offers solutions 
to our email problems, functionality we 
never had before, and an actual customer 
service department that follows through 
on its contracts. Fortunately, we have an 
intelligent and flexible membership that 
understands that we’re doing a sizable 
feat, and has been encouraging and 
enthusiastic in this move.

Fast forward my time machine to March 
when this issue of Connections should 
be out, soon before our May annual 
conference. In March, there will be 
crocuses in my garden, pitchers and 
catchers will be reporting to baseball 
fields for training, and AIIP will be well 
ahead of its strategic goals. Our new 
email forum will be operating smoothly, 
with the old system forgotten like a 
bad donut. The conference committee 
will be in their last throes of timing, 
organization, and last-minute plans. We 
should have all registered for our annual 
conference, booked our hotel rooms, 
and planned our calendars for speakers 
and excursions.

The Board will also be transitioning.  
New board members will be elected and 
the outgoing members will be finalizing 
their years’ worth of work and effort, 
putting together their packages to pass 
onto those taking over their roles.

This is when I will think back and recall 
that not nine months ago the current 
board was huddled in a conference 
room working through our future with 
a professional strategist. Together we 
worked out what goals were important 
to the membership, how we built our 
strategy to look ahead and measure 
our successes, and finally, built an 
operational plan that has been our guide 
through the entire process.

A most wonderful thing occurred at that 
time. It worked! The strategic vision we 
planned out so many months ago, has 
kept us motivated to make the changes 

necessary to keep AIIP strong and 
successful. Prior to this, as mentioned 
earlier, we identified an email forum that 
wasn’t working for us. In addition to this, 
the website has been through several 
iterations of review and remarks and it, 
too, was not working to its fullest potential. 
And we were visiting conferences outside 
of the AIIP annual, but seeing little return 
on investment. Finally, we were exhausting 
some volunteers but not making the most 
of others.

With the strategic plan in place, we have 
re-allocated our assets (volunteers!) and 
started putting thoughts and ideas into 
production. To that end, we now have a 
new website company – 10K Design – 
which is also our email forum manager. 
Months of requesting proposals (writing, 
sending, and submitting them) went into 
this development, and it paid off in a 
contract with an excellent company that 
has been responsive to our needs and 
strategic goals.

We also decided to expand our horizons 
with other like-minded associations 
in order to spread the word about 
independent information professionals. 
Since then, we have been in discussions 
with no less than three partner groups 
and will, possibly/hopefully, be signed 
on with all three by the time this issue of 
Connections is distributed.

While we have enjoyed a terrific 
relationship with our management 
company, we also realized that we were 
underutilizing its excellent office staff. 
We’ve asked them to take on more of the 
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day-to-day tasks, allowing our volunteers to manage more of the 
strategic work and getting us to our goals much more quickly.

All of this is summed up in the best way possible: none of our 
growth could have been realized without our volunteers. We 
spotlight them and their achievements as often as possible, but 
they deserve Golden Globe awards (or maybe a golden IPPY?!) for 
the heroic tasks they take on each year. I especially want to thank 
the current board who has made our success possible, with their 
courage, intelligence, and dedication to the AIIP. To my mentor, 
Marge King, our president-elect, Scott Brown, plus Lark Birdsong, 
VadaRepta, Debbie Wynot, Ellen Naylor, and Betty Story, I say 
thank you. AIIP has been blessed with you and your committees. 
Can’t wait to say thanks to all of you, and hello to our members, at 
the AIIP Annual Conference in Indianapolis. See you there!

Cynthia Hetherington
The Hetherington Group

A Practical Approach to Finding
Local Business and Market

Information on the Web!
Even in a global economy, busi-
nesses need targeted, localized
information about customers,
companies, and industries. But as
skilled searchers know, adding
the element of geography to any
research project creates new
challenges.

With Research on Main Street,
you'll learn expert techniques 
and strategies for approaching 
location-specific research, includ-
ing advice on how to tap local
sources for in-depth information
about business and economic
conditions, issues, and outlooks.
In addition to sharing her own

well-honed expertise, author Marcy Phelps incorporates a wealth of
advice throughout from her fellow business researchers.

280 pages/softbound/ISBN 978-0-91965-88-0              $29.95

For more information or to order, visit www.infotoday.com

Main Street Ad_c.1  3/31/11  4:56 PM  Page 1

■ President’s Message

mailto:etrevino%40hoovers.com?subject=AIIP%20March%20Newsletter
http://plunkettresearch.com
http://infotoday.com
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■ Spotlight on Members

Danielle Conklin

Member Spotlight:  

What do most information 
professionals have in common? 

Meticulousness. A compelling drive to 
find and organize information. The desire 
to share information with others. 

For me, those traits manifested 
themselves early in life. I felt the need 
for intellectual organization, as well as 
a desire to document my little world for 
the sake of posterity. Starting at the end 
of elementary school, I kept descriptive 
lists so that my future self—and 
descendants—would have a record of life 
as I knew it. (I still have the folded sheets 
of paper tucked inside dated envelopes.) 

When I went to college, I took a job 
in the school’s archives department. 
There, I had the opportunity to catalog 
the student newspaper, help preserve 
historic photographs, and immerse 
myself in the history of the college. It 
suited me well.

in American history and cultural heritage, 
particularly that of the Northeast. We 
examine the collections of historical 
societies, public and academic libraries, 
local and national archives, private 
exhibits and other repositories from 
Washington, D.C. through New England, 
and beyond. Our customized and 
comprehensive services include: in-depth 
or support research, document retrieval, 
transcriptions of historical manuscripts, 
consulting and lectures, and training 
either in-person or on the Web.

In many ways, I credit the AIIP 
community with giving me the courage 
and know-how to further expand my 
career. When I officially launched Cotton 
Gloves Research, a business that allows 
me to tap into those earlier-mentioned 
traits that extend back to my childhood, 
I made a point to thank my fellow 
members. With AIIP, I have the support 
and guidance of kindred spirits.   ■

Contact Danielle at danielle@
cottonglovesresearch.com or via www.
cottonglovesresearch.com. 

A few years after graduating, I realized 
that these interests were more than just 
the basis for my quirky hobbies: they 
were guiding me to my ideal career. So, 
I enrolled in the library and information 
science program at Simmons College, 
where I earned my master’s degree. 

I was introduced to freelance research 
while working as a cataloging librarian. 
Because of my ties to the archives field, 
I had joined the local archivists’ group. 
One day, a colleague saw my name on 
the membership roster and sought 
me out. As luck (or fate) would have it, 
she occasionally subcontracted for a 
museum consultant and asked if she 
could pass along my information. 

Shortly thereafter, I did my first 
amazingly gratifying research project 
for a museum. Surprisingly, the idea 
of doing independent work hadn’t 
previously occurred to me, but once I 
was invited into that world, I couldn’t 
imagine doing anything else. 

In proper librarian form, I looked for 
resources to further this endeavor. 
I started reading books, blogs, and 
journals directed at the freelance 
librarian. Finally, in 2010, I attended my 
first AIIP conference and was fortunate 
to meet other meticulous, organized, 
knowledge-hungry people. I joined the 
organization as soon as I got home. 

And since then, I have established Cotton 
Gloves Research, LLC, which specializes 

Danielle Conklin
Cotton Gloves Research, LLC

mailto:danielle@cottonglovesresearch.com
mailto:danielle@cottonglovesresearch.com
http://www.cottonglovesresearch.com
http://www.cottonglovesresearch.com
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■ Spotlight on Committee Volunteers

As chair of the Awards Committee,  
I describe below some of the 

benefits of AIIP’s Awards Program 
and provide information on how the 
program is administered.

AIIP and members benefit in several 
ways from the Awards Program. First, 
the program increases AIIP’s reputation. 
Two awards are presented annually at 
non-AIIP conferences; through these 
presentations, press releases, and details 
on the AIIP website, others become 
aware of AIIP and the independent 
information professional.

Four AIIP awards provide cash stipends 
to members. Two, the Myra T. Grenier 
Award ($600) and the Roger Summit 
Conference Sponsorship Award ($1000), 
assist members in attending our 
conference. The Sue Rugge Memorial 
Award ($500) recognizes a member for 
service provided to other members, 
for example, by being a mentor or by 
answering questions on AIIP’s email 
exchange. The AIIP Connections Writer’s 
Award ($350) recognizes writing talents 
when the member’s article 
is selected as the 
best of the year 
published 

The Awards Committee
By Richard Torian, AIIP Awards Committee Chair

Richard Torian

in Connections. These cash stipends can 
help motivate members to reach goals 
such as attending AIIP’s conference, 
helping other members, and writing 
good articles. Members who receive 
awards also benefit by identifying them 
in their biographies.

A fifth award, the AIIP Technology Award, 
not only benefits AIIP through increased 
recognition, but also benefits members 
by alerting them to technologies and 
products that might be useful. One of 
my goals as the Awards Committee Chair 
is to increase the quality and quantity of 
nominated products for the Technology 
Award and then to better inform the 
members on the products.

The Award Process
A separate judging panel is convened for 
each award. An important responsibility 
of the Awards Committee Chair is to 
recruit the judges and provide them 
with the needed information. Another 
responsibility is to publicize the need for 
nominations. I am the only continuous 
committee member, but I am ably 
assisted by the judges, who serve for 
limited time periods.

In addition to these awards, three 
other awards (the Marilyn Levine 

AIIP President’s 
Award; the Pam 

Wegmann 
International 
Award; and 

the Roger Summit Award Lecture) are 
administered by AIIP’s Board of Directors 
and President or the Conference 
Committee.

More details on each of the AIIP awards, 
including information on those honored 
by having awards named for them, can 
be seen at www.aiip.org/Awards.

AIIP’s Awards Program works best when 
sufficient numbers of good nominations 
are submitted. Please think about the 
benefits identified above and about 
nominations you might make. ■

Richard Torian provides QuickBooks 
accounting, consulting, and business research 
services. See http://www.linkedin.com/in/
RichardTorian.

http://www.aiip.org/Awards
http://www.linkedin.com/in/RichardTorian
http://www.linkedin.com/in/RichardTorian


World Headquarters 
45 Rockefeller Plaza, 20th Floor 
New York, NY 10111-2000  
Tel: (212) 286-9100  
Toll-Free Tel: (800) 932-2221

Email: mail@investigation.com 
Website: www.investigation.com

Kessler InternatIonal®  
provides smart solutions to the most complex 
investigative and technological dilemmas

Forensic accounting | Computer Forensics | Brand Protection | Corporate Investigations 

With decades of experience, offices on several continents 
 and a network of associates that spans the entire globe, Kessler  
is uniquely prepared to handle your inquiries anytime, anywhere. 

Beijing | Beverly Hills | Chicago | Lancaster | London | Long Island | Miami | New York |  Paris | Puerto Rico | Seattle

http://investigation.com
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■ Marketing

It was Monday morning. I sat at my 
desk trying to ignore the churning in 

my stomach. I had spent all weekend 
dreading the phone calls I had to make 
today, but I couldn’t put it off any longer. 
For months, I had been working towards 
starting my business. I read all the books. 
I went to the AIIP conference and picked 
the brains of the experts. I snooped 
around my target market’s association 
websites and got a good understanding 
of their challenges. I knew I could help 
them, but how, exactly? What would 
they really pay me to do? Without that 
clarity, I couldn’t brand, and I couldn’t 

Five Phone Calls:  
Adventures in Informational Interviews
By Alison Brown

market. I was stuck. (See 
my Tip 1 in the sidebar 
Tips section, which 
I crafted from the 
following lessons 
learned.)

To get unstuck, 
I needed to 
do informational 
interviews with people who 
were like my anticipated target prospects. 
But calling people scared me. It was safe 
and easy to research online, but if I talked 
to a real person, they might think I was a 
complete joke. Worse, they might tell me 
they thought my business idea was terrible, 
which would crush this little dream that I 
had been nurturing for a few years. 

No matter. It was time to either give 
up the dream or force myself to move 
forward, which meant making these 
calls. I had sent carefully crafted 
email messages to five people I had 
researched. Not one person had replied 
to my messages. I was already feeling 
rejected, but felt I didn’t have any 
options but to call them. (See Tip 2.)

I closed my office door, took a deep 
breath, picked up the phone, and dialed 
the first number on my list. My heart was 
pounding as the ringer echoed in my 
ear. Then, an answer! 

The voice on the other end said, “This is 
John.” I hadn’t expected a live person on 
the line (doesn’t everyone let a call go 
to voicemail?). I croaked out something. 
I was completely off-script. Next thing 
I knew, I was asking about how he 
monitored the market to know when 
things were improving, and he was 
rambling about the idiots in Congress. 
This was not going well. Finally, I heard 
myself saying, “Well, thank you very 
much for your time. I wish you luck in all 
your future endeavors. Goodbye.” 

Oh boy. Who says “future endeavors” in a 
conversation? My confidence was quickly 
going out the window, but I knew it 
was only the first interview. It would get 
better, right? I dialed the second contact, 
Joseph. (See Tip 3 and Tip 4.)

As I hung up from the second call, I 
felt whatever energy I had left drain Alison Brown
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out of me. Joseph had made it very clear that he really loves 
his lead-generating service, and his local business journal was 
really fulfilling all his other needs. He really couldn’t think of any 
problems he had, so he said. I was realizing my worst fears – 
nobody needed me. (See Tip 5.)

I had had enough, but I gritted my teeth and dialed the next 
contact. I connected with a seemingly rude woman named 
Carol. She explained how wonderful she was at managing their 
research and how she would never need any outside help, 
except for some major fancy-pants consulting firms. 

By now, I felt like I had spent the morning getting punched in 
the gut. I was finished for the day. I sent out some thank-you 
emails and decided to reach out to one more person – by email. 

While I sat at my desk feeling sorry for myself, I decided to check 
my email just one more time. I was surprised to find I had an 
immediate return email from Suzanne, the woman I had just 
contacted. She was busy, but we set up a time for me to call her 
in two days. 

Finding one person who wasn’t going to immediately blow me 
off was the small victory I needed to keep going. My attitude 
began to change.

The next day, I had a so-so interview with another woman, Kathy. 
This wasn’t as awful as the first three. She was friendly, and while 
she said they were doing their research well with the internal 
staff, she also mentioned three major problems she had. Okay. 
I was starting to understand that you had to read between the 
lines. Reflecting on Kathy’s call, I realized I had gotten more out 
of the first three calls than I initially thought. (See Tip 6.)

I almost let myself start to believe there was a business I could 
create.

Then, I got an unexpected follow-up email. It was from Joseph, 
the guy who loves his lead-generating service. Once I dropped 
my guard, and explained exactly who I was and what I was trying 
to do, he told me there was a “huge need” for my services in my 
target market. 

By the time I was ready for my follow-up call with Suzanne, I 
was actually looking forward to picking up the phone. My pen 
did not stop moving during our thirty-minute call. Suzanne was 
a gold mine of information, and we had a great brainstorming 
session about how I could work with my target market. Next 
time I opened my email, she had sent me two white papers plus 
a few referrals to contact. I felt so lucky that I let my ego take a 
beating with a few more painful phone calls. (See Tip 7.)

For me, five phone calls weren’t enough for me to say, “Ah-

Tips: Getting Started with 
Informational Interviews

1. Start talking to people before you think you are 
ready. You don’t need a website, a brand, an LLC, 
or a bucket-load of primary research experience 
to call people and ask them some questions. 

2. Email. Call. Strike a balance and find what works. 
I liked sending an introductory email because 
then when I called I could say that I am so-and-so 
following up on an email I sent last week. Don’t 
expect people to reply to your emails requesting 
phone calls. 

3. Adjust your interview approach when you learn 
that something isn’t working. 

4. Find the right people to interview. My best 
interviews were with people who had been 
heavily involved for a number of years with an 
industry association in my target market. Look for 
association fellows, past presidents, mentors, etc.; 
their full contact information is typically available 
from their association directory. Start with the 
person you think may be the most tangential to 
your target so you are well-rehearsed for your 
closest (best) interview targets.

5. Be transparent. At first, I was reluctant to give 
too much information about myself because I 
didn’t want the interviewee’s answers to be based 
on what people thought I could offer. But this 
approach confused them, and some thought I 
might possibly be working for a competitor. 

6. Refine your language and have a conversation 
instead of an interview. I learned that close-
ended questions don’t work, but even with open-
ended questions (“What’s your biggest research 
challenge?”), you may still get close-ended 
answers (“I don’t have any challenges.”). 

7. Embrace rejection and move on. Remember the 
old Napoleon Hill story: Don’t stop when you are 
three feet away from striking gold!
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ha! I know what my people need and exactly how I will offer 
it to them.” That would have been too easy. I discovered that 
you will constantly have to reach out to your target market, 
learn about market needs, and test your actual offerings. What 
the five phone calls did do for me was get me off the fence. 
Reading books, talking to seasoned info professionals, and 
making a pros-and-cons list won’t give you the confidence you 
need to move forward with your business. Theory is excellent 
preparation; practice must follow. If you are starting out with a 
business, make life easier for yourself by putting informational 
interviews at the top of your to-do list.

Alison Brown helps companies improve their competitive position by 
revealing the real story of the marketplace through research and analysis. 
She focuses on the architecture, engineering, and construction industry. 
Contact Alison at alisonjillbrown@gmail.com or find her on the web at 
secantresearch.com.

SIGN UP FREE AT BIBLIOGO.COM

Follow. Remix. Share.
Journal article alerting, curation, access, 

collaboration & sharing just got way more efficient.

eMail: Profound4AIIP@MarketResearch.com.

A Profound Way to Save Time 
& Money on Market Research

With a Profound subscription, you’re afforded access to 
the world’s largest collection of continuously updated, 
syndicated market research reports. Plus, you can save 
thousands by purchasing, only the sections, chapters, or 
tables most vital to your needs.   

And if you are an AIIP member, here’s the best part… 

We have reduced our minimum report purchase commitment 
($7,500) for an annual subscription to Profound to just $3,000!

http://bibliogo.com
mailto:profound4aiip%40marketresearch.com?subject=March%20issue%20of%20AIIP
http://batesinfo.com/coaching


Call for Nominations
AIIP Member Awards

AIIP is pleased to announce a call for nominations for the 2012 AIIP Member Awards.

Take this wonderful opportunity to nominate your deserving AIIP colleagues  
who meet the requirements for these four prestigious association recognitions.

Winners will be announced at the AIIP Annual Conference  
to be held in Indianapolis, Indiana, USA, May 3-6, 2012.

Send your award nominations, or questions, to  
Richard Torian, Awards Committee Chair, at rltorian@msn.com. 

Myra T. Grenier Award
A $600 stipend awarded to a new or aspiring 

independent information professional to  
support his or her attendance at the  

AIIP Annual Conference.

Sue Rugge  
Memorial Award

A $500 cash stipend awarded to a Full member of 
AIIP who has significantly helped another member 

through formal or informal mentoring.

AIIP Connections  
Writer’s Award

A $350 travel stipend to attend the Annual 
Conference is awarded to the writer of the best 

original article published in AIIP Connections.

Links to detailed award information  
and nomination requirements can be found  

at http://www.aiip.org/Awards under  
the heading Member Awards.

Roger Summit  
Conference Sponsorship

A free Conference registration and $1,000  
awarded to an individual who has been an AIIP 

member for at least two years and in business for 
at least three years and who has not previously 

attended an AIIP Annual Conference. 

The deadline for nominations  
is March 9, 2012.

mailto:rltorian@msn.com
http://www.aiip.org/Awards
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■ Online Information Conference

At the end of November 2011, 
the annual Online Information 

Conference and Exhibition took place 
in West London, where it has been held 
for over 20 years. It used to be an un-
missable event for European information 
professionals: the main launch pad for 
new products from the major providers of 
online databases. However, over the years, 
the number of exhibitors has shrunk with 
some of the big-name vendors deciding 
it’s simply not worth their while attending. 
Is it still worth a visit?

One of the key benefits of the Online 
Information Exhibition for independent 
information professionals without access 
to large corporate training budgets has 
always been the free seminars. This year 
was no exception. AIIP members were 
prominent as presenters at both the main 
conference and in free seminars at the 
exhibition: take a bow Karen Blakeman, 
Scott Brown, Cynthia Hetherington, 
Marydee Ojala, and Arthur Weiss.

AIIP broke with its longstanding 
tradition of having a formal booth at 
the exhibition this year, opting instead 

The London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information ExhibitionThe London Online Information Exhibition
By Michele Bate, Archer Van Den Broeck Limited

to hold two events. The traditional 
AIIP Breakfast provided an excellent 
opportunity for President Cynthia 
Hetherington and President-elect Scott 
Brown to meet international members 
– including vendors – and for us to 
catch up with each other. This year, in 
addition to attendees from Europe, we 
were joined by two AIIP members from 
Singapore – Janet and Eric. Thanks for 
making the effort to come and get to 
know us! (On a personal note, I was 
deeply honoured to be presented 
with the first ever Pam Wegmann 
International Member Award.) An 
evening reception at a local pub gave 
Cynthia and Scott the opportunity 
to chat to existing and prospective 
members in a less formal setting. 

Cynthia and Scott declared the trip 
very successful as a way of building 
membership and increasing the AIIP’s 
visibility outside North America. Several 
new members signed up on the spot.

Next year, the lines between the 
Online Information Conference and 
Exhibition are being blurred. According 

to the marketing brochure, it is being 
“re-launched as a major International 
Information Convention” -- moving 
east to London’s Docklands, where it 
will be co-located with the EPublishing 
Innovation Forum and the SES (Search 
Engine Strategies) conference and 
exhibition. In the past, it has always 
been free to attend the exhibition and 
show-floor seminars with advance 
registration, but next year all attendees 
will have to pay (according to the 
marketing brochure). Apparently, even 
the most basic delegate package will 
provide entry to Keynote Speeches. It 
will be interesting to see whether that 
will prove to be a big enough draw to 
prompt information professionals to part 
with their money. ■

Michele Bate set up her research company, 
Archer Van Den Broeck Limited, five years 
ago to provide public records research in the 
fields of due diligence, litigation support, fraud 
investigation, and asset tracing. She is based in 
Northampton, England and can be contacted 
by telephone on +44 20 7993 4741 or by email 
at mbate@archervandenbroeck.com.
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These days we are swimming in 
apps (geekspeak for application 

software). There are apps for magazines 
(The Narrative App), recipes (Jamie 
Oliver’s 20 Minute Meals), and 
budgeting (HomeBudget). There are 
even apps for kids which let them draw 
and paint virtually.

According to the New York Times, as of 
July, 2011, there were 90,000 apps for the 
iPad, 475,000 apps for the iPhone that 
also run on the iPad, 300 apps for the HP 
tablet, 8,000 apps for the TouchPad and 
at least 3,000 apps for the Android. Yikes!

Twitter interfaces with 275 of these apps. 
Apps can help you schedule your tweets, 
find new followers, determine who 
“unfollowed” you, analyze your tweets, 
determine your best tweeting times, and 
even curate your Twitter content. 

I’ve been collecting Twitter apps for 
nearly a year and I include here some 
that I really like – or really want to try.

Buffer
Originally, Buffer was only to be used 
with Twitter but they recently upgraded 
so users can add Facebook streams. The 
algorithm behind Buffer selects the best 
times for your tweets. Buffer’s founder 
and cofounder write the Buffer Twitter 
Tips Blog. I learn a great deal by following 
co-founder Leo Widrich (@leowid). 

HootSuite
I love this app. Scheduling is easy, the 
analytics are great, and if you are willing 
to pay a small monthly fee, you can 
add team members without sharing 
passwords. 

Twylah 
Eric and Kelly Kim are the cofounders of 
Twylah. The program will upload your 
content from Twitter and categorize it. 
Your Twylah page ends up looking much 
like a Webpage with the added benefit 
of preserving your Twitter content and 
presenting it in a user-friendly platform. As 
an example, check out my Twylah page.

Keepstream
This app allows users to store certain 
tweets and organize them in collections to 
make it easier to find tweets from people 
you follow. With this app, you won’t waste 
time searching through tweets.

Commun.it
Still in the beta-testing phase, this app 
is designed to help you keep track of 
the individuals you interact with most. 
It is designed to help you improve the 
way you build relationships on Twitter. 

I recently submitted my request for an 
invitation and can’t wait to try it. 

Twilert
Twilert is basically a Google alert for 
Twitter. Use this app to keep track of terms 
mentioned on Twitter that are relevant to 
you or your clients. This is a great tool for 
businesses that sell products and want to 
keep track of the chatter on Twitter.

Twellow
At Twellow, you will find a bevy of 
search categories for people in a range 
of industries including entertainment, 
technology and government. You can 

By Frances Caballothere are 275 apps for that!

uuusssing twitter? ing twitter? ing twitter? ing twitter? ing twitter? ing twitter? ing twitter? ing twitter? ing twitter? ing twitter? ing twitter? ing twitter? 

Frances Caballo
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search for people by expertise, profession, 
or other attributes. This is a good app for 
people who are new to Twitter. 

Twitter Gallery
After looking at a variety of Twitter 
background programs, my favorite so far is 
Twitter Gallery. They offer some of the best 
backgrounds I’ve seen. With this app you will 
no longer have Twitter background envy.

Twitrans
Are you interested in your tweets 
reaching beyond our national borders? 
Twitrans, developed by One Hour 
Translation Ltd., will translate your 
tweets into a variety of languages.

TweetWhen
HubSpot has created some cool Twitter apps; 
TweetWhen is one of them. All you have to 
do is enter your username and this app will 
analyze your last 1,000 tweets and display 
the best time and day for you to tweet.

Tweriod
I like this app. This is another tool that 
will analyze your tweets and your 
followers’ tweets and give you the best 
time to hit the keyboard and punch 
those tweets out.

Twitsprout
I haven’t used this app but it is 
mentioned frequently in the 
blogosphere. Twitsprout will analyze 

your account and display its results in 
a colorful dashboard. Reports can be 
exported to a PDF file.

WhoRetweetedMe
This is another HubSpot app that 
will show you who your most active 
retweeters are.

Strawberryj.am
Another app that’s in beta testing, 
Strawberryj.am compresses the tweets 
from people you follow and shows 
you the links they tweet the most. It 
increases your efficiency by filtering 
out all the junk and showing you what 
people are talking about. 

Tweepi
Tweepi will determine which accounts 
aren’t worth following, who’s not 
reciprocating by following back, and 
which of your followers aren’t tweeting 
much. Think of Tweepi as a sort of Twitter 
broom for sweeping your account clean.

TwitThis
TwitThis provides users with the HTML 
code they need to add the TwitThis link 
(as an icon or wording) to their blogs. 
Think of it as Twitter’s Share This button. 
If you want the code for the wording, 
send me an email or go to TwitThis.

TweetWally
I really like the concept behind this 
Twitter app. To get started, go to 
TweetWally’s website, sign in with 
Twitter, and then list the usernames, 
keywords, and hashtag phrases you 
want to track. TweetWally will scour 
through the Twitter universe to sort and 
display on your TweetWall the topics that 
interest you the most. Cool, huh? 

Summify
If you’d like to receive a daily email or 
mobile alert that summarizes Facebook, 
Twitter, and Google Reader updates 
by relevance and importance, then 
Summify may be for you. The founders 
of this startup were formerly interns 
for Google and Microsoft, and their 
company already has more than 20,000 
followers on Twitter.

If I neglected a Twitter app that you like, 
let me know. There are 257 more apps I 
could share with you, but my invitation 
to Commun.it just arrived, so I must go 

try it out.   ■

Frances Caballo, owner of ACT 
Communications, has 22 years of 
communications and resource development 
experience. She has worked with small 
businesses and local, regional, and national 
nonprofits at all levels of management. 
Presently, she is the Social Media Editor and 
board vice president for Redwood Writers, a 
volunteer with Golden Gate Labrador Retriever 
Rescue, and is a member of the Association 
of Independent Information Professionals. 
She specializes in helping small businesses 
and nonprofits with their social media 
marketing, external communications, and 
fund development needs. Frances is bilingual in 
English and Spanish. 
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Ron Sukenick will be the 2012 AIIP annual 
conference keynote speaker. More 
information about him and his work can be 
found at www.ronsukenick.com.

Jan Davis: Ron, I recently reviewed 
my Quickbooks account and counted 
X number of clients since I started my 
business 15 years ago. Of those, I still 
work for about 25 on a regular basis, and 
one-third of those are people who have 
hired me once or twice over the past 10 
years. The rest have hired me once and 
I’ve never heard from them again.

And so in terms of building relationships 
and knowing that time is limited – you 
know, we don’t have a zillion hours in a 
day – I want to build the best relationships 
with those 25 clients who keep calling me 
back. Should I reach back and try to build 
relationships with those clients who only 
hired me, say, twice; two or three times? 
Where should my energies lie? 

Ron Sukenick: Yes, it takes time to 
build relationships. But one thing to 
understand about relationships is they 
never end. They simply shift. SHIFT. 
That’s a very powerful term. In fact, 
at the conference in May I’m going to 
talk about an approach, which I call 
NetBeing, which I think is a much more 
relevant and effective way to build 
relationships. The concept behind 
NetBeing is that you’ve got to BE 
before you can DO. So, let me ask you a 
question, Jan: Do you communicate at all 
with the people from the past? 

Jan Davis: Not much. I used to have a 
newsletter, but I stopped it. I now have a 
quarterly email that announces the avail-
ability of a publication I produce and sell.

Ron Sukenick: That’s not much. Well, 
they don’t communicate with you much, 
either, right? 

Jan Davis: Unfortunately, no…

Ron Sukenick: Typically it’ll take six 
interactions to have a good beginning for a 
relationship that will never end. So it sounds 
like what you’ve got are people you’ve done 

By Cindy Shamel, Shamel Information Services

Fall Seminar
for Information Professionals 

in Southern California

An interview with Ron Sukenick, The Relationship Strategies Institute

Conducted by Jan Davis

Relationships Never End.Relationships Never End.Relationships Never End.

They They They Shift.Shift.Shift.Shift.Shift.Shift.

Ron Sukenick

www.ronsukenick.com
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business with and then they kind of shifted into not doing business 
with you. So the Number One advice I can give you is to increase your 
frequency of interaction. Continue to give them support. Feed them 
information that supports them and the services you provide them. 
You’re a researcher and there must be topics of interest for them.

Jan Davis: Absolutely. In my case it is the valuation of privately-
held companies. 

Ron Sukenick: Excellent. So you have your subject. Now you’ve got 
to go through a simple process to re-launch the relationship. You’ve 
got the relationships in place. So to build and strengthen, you need 
to increase the frequency of interaction by having an automated 
system in place. Here’s an example: You acquire new clients, you 
work for them, and you thank them for the business. After that, it 
would then be nice to have some quick SurveyMonkey go out with 
five questions to get a sense of how they experienced working 
with you. Then gain their permission to add them to your monthly 
newsletter mailing list.

It’s all about frequency of interaction. Increased interaction brings 
increased cooperation. Repetition builds reputation. 

Jan Davis:  How do you suggest I approach those former clients 
whom I haven’t spoken with in years? Isn’t it weird to call them 
after six years?

Ron Sukenick: It’s not too weird at all. I like to go from high-tech 
to high-touch. What does it sound like if I called you up and I said, 
“Hey, Jan, Ron Sukenick here, and I hope my name rings a bell. I 
just wanted to let you know that I was thinking about you. In fact, 
we did business. Remember about six years ago you hired me 
to do so-and-so? I always loved working with you at that time. 
And I thought, ‘my goodness, I’ve been so out of touch.’ And I was 
putting together this newsletter that I think would appeal to you – 
it has a lot of helpful tips and ideas about what would support you 
in your business. I wanted to say hello, see how business has been, 
see if I can add you to the newsletter list, and see if I can be of any 
service to you.” Now, what a nice message that might be, right? 

Jan Davis: Yes, exactly! And I can already think of several people 
whom I’ve enjoyed working with and just never followed up. The 
relationship is still there. It just shifted. 

Ron Sukenick: Another concept I’d like to share with you, Jan, 
about the power of relationships is the Magic of Six. But… I think 
I’ll save that for your conference in May….

would like to thank

for its consistent support of AIIP and for 
sponsoring the online publication of Connections.

Jan Davis: Thanks, Ron. I’m looking forward to your conference 
talk. I’m sure you’ll educate and motivate my fellow AIIP 
members.  ■

Jan Davis is the owner of JT Research, providing research services to business 
professionals. Contact her – even if it’s been six-plus years – at 
jt@jtresearch.com.

http://lindarink.com
mailto:jt@jtresearch.com
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In a parallel universe, AIIP member Lynn 
Zettler would be sitting in the audience 

at the AIIP annual conference listening 
to a life coach engage her with exciting 
ideas about how to be not only a better 
businessperson, but also a better person. 
She’d be learning about building her 
personal brand. In a parallel universe, 
Lynn Zettler would have started her 
career as a coach, then realized how 
much she enjoyed intellectual property 
research and switched careers. In a 
parallel universe, Lynn Zettler would 
have set up her own business as a patent 
searcher and joined AIIP.

In our universe, it’s the opposite. Lynn 
Zettler will be the coach on Sunday 
morning of the AIIP 2012 conference, 
walking the audience members through 

some very exciting exercises about 
their personal brands, the images they 
present (and want to present), and 
strategies for success. She did indeed 
start her career as an intellectual 
property researcher and remains a 
registered Agent with the U.S. Patent 
and Trademark Office. Her degree in 
Chemistry led first to a job as a bench 
chemist at Ceilcote, then to a career with 
Dow Chemical, where she authored over 
80 patent applications/patents. At Dow 
AgroSciences, she took on the role of 
Global IP Portfolio Development Leader.

Immersed as she was in intellectual 
property, Zettler felt drawn towards 
Dow’s professional and personal 
development programs. When, in 2005, 
she read an article about coaching, 
it hit a nerve. She then did what any 
normal AIIP member would do. Said 
Zettler, “I immediately researched all 
the information I could find related to 
coaching, credentials, education, and 
other requirements.”

Her next step was to enroll in Coach 
University, a virtual study program. She 
started coaching clients at night, while 
working full time – again, a path far from 
unfamiliar to AIIPers. Finally, says Zettler, “It 
was only a matter of time before I realized 
that I truly wanted to make the jump from 
a corporate job to business ownership. 
I put together a plan and executed 
it in June of 2009. So now I take the 
professional and personal development 

that I learned over my 20-year career and 
share that with other business owners and 
professionals through coaching. It’s the 
perfect match for me.”

It’s also the perfect match for AIIP. 
It’s rare to find someone who’s 
knowledgeable about the needs of small 
businesses in general but also “gets” the 
type of businesses we run. How many 
life coaches can also do in-depth patent 
searches? You don’t need a lot of fingers 
to count out that one. 

AIIP is extraordinarily lucky to have 
Zettler for most of the morning of 
Sunday, May 6th. This gives us time 
for interactive activities – and having 
previewed some of them, I know they’re 
pertinent to our businesses. If you’re 
tempted to slip away early from the 
conference, I urge you to resist that 
temptation. This workshop opportunity 
is one you really don’t want to miss. ■ 

Marydee Ojala edits ONLINE: Exploring 
Technology & Resources for Information 
Professionals, owns Ojala Associates, an 
information company specializing in business 
research, teaches online research skills for 
WebSearch University and IUPUI, and is 
local arrangements chair for the AIIP 2012 
conference in Indianapolis.  Contact her at 
marydee@xmission.com.

Your Personal Your Personal Your Personal 
BrandBrandBrand in a in a in a 
Parallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel UniverseParallel Universe
by Marydee Ojala

Lynn Zettler
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Debating which annual meetings I 
should attend as those most relevant 
are always in late April or early May, few 
seem to meet in the fall!

Rosa Shine Raskin 
Rosa S. Raskin & Associates, LLC 
rosa@raskinfo.com

Having to keep up the connection with 
prior clients so they will remember me 
for future projects. I wish I could just 
telepathically send them messages to 
keep my business in their minds. I don’t 
primarily do research so my projects tend 
to be singletons. But, I still want them to 
keep me in mind for future projects, and 
to recommend me to others.

Donna Cohen 
D. L. Cohen Information Services 
dcohen@dcoheninfo.com

Survey SAYS!
We bring you a new Connections column, Survey SAYS!, in which the AIIP  
membership is surveyed on random business-related topics.  This issue’s  
survey question is:

What is one task or activity in your What is one task or activity in your What is one task or activity in your What is one task or activity in your What is one task or activity in your What is one task or activity in your 
business you wish you could drop?business you wish you could drop?business you wish you could drop?business you wish you could drop?business you wish you could drop?business you wish you could drop?

A survey taken on AIIP-L via SurveyMonkey in late January, 2012

Accounting! I have to hire someone 
to do it. Just the thought of opening 
Quickbooks or doing my quarterlies 
for the S-corp makes my blood boil. 
After seven years as an independent 
consultant, it’s still the only piece of 
business ownership I truly detest.

Marilyn Harmacek 
MHConsulting, Inc. / MHC Info Solutions 
Marilyn@MHCinfosolutions.com

The whole money side of things. Having 
to estimate pricing for services, and then 
after the work is done sending the bill. 
Everything in between I absolutely love 
about my work, including networking. 
Although I don’t mind receiving 
payment for some reason!

Connie Crosby 
Crosby Group Consulting 
connie@crosbygroup.ca

Outbound sales – wish I just had 
assignments, like in school, or when I 
was working for someone else.

Ellen Corley 
ResearchWorksChicago 
eacorley@aol.com

Thank you to everyone who participated 
in the survey.  Watch AIIP-L for a new 
survey question, to be published in the 
next issue of Connections.

Got a question to suggest?  Send 
your suggested survey question to 
ConnectionsEditor@AIIP.org.

Here follows a representative sampling of the responses:

mailto:ConnectionsEditor@AIIP.org
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Periodically, I’m asked questions 
about what kind of documents and 

contracts are needed to begin working 
with a client. I recently addressed this 
topic in response to a question on AIIP’s 
discussion forum and am expanding 
here to add a few more details.

There are various types of written 
agreements such as formal contracts, 
letters of agreement or authorization 
(LOAs), and purchase orders(POs). Formal 
contracts are typically devised by an 
attorney or you can prepare one and 
have your attorney review it. However, 
other types of written agreements may 
suffice. A question to ask yourself is 
whether you need a formal contract 
based on the nature of your work and 
client base. 

I work with a wide range of companies 
from large to small, with writers, 
consultants, and one-person shops. Legal 
departments of large companies typically 

devise detailed contracts. Some require 
statements of work (SOWs) and others 
prepare master services agreements 
(MSAs), usually used for long-term 
arrangements. You review the contract 
and negotiate changes if some of the 
boilerplate language doesn’t meet your 
approval. (That being said, it’s often 
necessary to comply with many or most 
of a large company’s terms with little 
room to negotiate.) If you don’t meet all 
their requirements – or don’t believe you 
need to – it may be possible to negotiate 
some away. Sometimes, you can ask the 
person you’re working with to go to bat 
for you and help get rid of terms that are 
required for most vendors but that are 
not applicable to IIP businesses. Because 
a large company has already prepared the 
contract, there’s no need to go through 
the trouble and expense of drawing up 
a contract at your end. As an aside, some 
clients in large corporations who haven’t 
outsourced before don’t necessarily 

know that their company requires such 
contracts; you may need to direct them to 
their legal department so paperwork can 
be readied and completed.

Some of my clients use purchase orders, 
which suffice, and for other clients I 
prepare a Letter of Agreement, a/k/a 
a Letter of Authorization, with a basic 
template that incorporates what you plan 
to do. My template generally includes:

•	 MarketingBase Methodology

• Budget

• Deliverables and Format 

• Payment Terms 

• Turnaround Time

• Scope Creep Clause – which says: 
“If after reading this proposal, you 
require any changes, please let me 
know. MarketingBase reserves the 
right to reevaluate and propose a 
new budget based on additional or 
different work requirements prior 

©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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Prior to Starting a ProjectPrior to Starting a ProjectPrior to Starting a Project

Amelia Kassel, MarketingBase 
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to or during the project. Please don’t hesitate to contact 
me with questions.” 

• Disclaimers – which can vary in content; I don’t always 
use the word “disclaimer” and sometimes simply say 
“Please Note.” You can shape the disclaimers or notes to 
meet requirements of the project. Here is one example: 
“MarketingBase does not guarantee finding answers to all 
questions (or requirements) you outlined. Since most of 
the companies on this list are private, detailed financials 
are not generally available. In these instances, we will 
look for information and paint a picture that depicts the 
financial health of the company.”

• The client’s signature authorizing work.

Based on the nature of my client base and my own work style, 
I’ve never needed a formal contract (in business since 1982), 
used a lawyer for this purpose, or been concerned about 

developing a formal/legal contract. In fact, in working with 
individual consultants or small and medium businesses, a legal 
document can be discouraging or overwhelming to some and 
simply not necessary. Putting everything in writing is important 
to avoid confusion but, in my case, there are even some clients 
I work with who pay in advance with little paperwork needed. 
Apart from contracts, LOAs, and POs, one more approach is to 
provide a detailed proposal with a signature line at the end for 
the client to sign and thus authorize the work.

Bottom Line: Assess your client base, the situation at hand, and 
your own feelings or philosophy about how formal you must be 
– and do what’s best for you and your business. ■

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
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