Tracy Fredrychowski

Pagel of 3

JoAnne Lenart-Weary and Carol Bass [joanne@onedaydecorating.ccsend.com] on behalf of JoAnne

Lenart-Weary and Carol Bass [thequeenandtheduchess@onedaydecorating.com]

From:
Sent: Wednesday, September 05, 2007 2:31 AM
To: tracy @tf-shs.com

Subject: The Wednesday Wake-up from One Day Decorating

Webinars by One Day

Decorating
!
# # % %&%
# # ‘&

JoAnne Lenart-Weary
814-796-6597
joanne@onedaydecorating.com
Carol Bass

856-782-7577

9/10/2007

Uecorating

Training and Mentoring Today's Decorating Professionals

Your passion is creating beautiful rooms, ours isdaching
you how!

!
Decorating. Enjoy!

Short and Sweet-Week Ten-

People Skills
What is it? Who has it? How can | get some?

We know, to be successful in this field, how impettit is to have a talent
for decorating, right?

It is also important to have a good working knowgeaf business.

It is helpful to have aentrepreneuriadpirit.

But an important component to being good in businttmt cannot be
ignored, is "People Skills", or better known astySocial 1Q.

How well you connect with others.

Think of a time when you went for a consultatiort fomehow you and
the client just didn't connect.

| (Carol) was reading in miositive Thinking Magazinabout Social 1Q.
| thought the tips were worth sharing. Here areestips they had to offer
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on how to connect with others.

So the next time you come away from a meeting witfient and you felt
it did not go the way you had hoped, quiz yourselthe following:

Did | - Make eye contact? It's essential to good interactions. If this
makes you uncomfortable, practice speaking whitkilng at your own
eyes in the mirror.

Did | - Subtly mimic my conversation partner's posture
or intonation? This signals that you are on the same wavelength.

Did | - Listen actively? Cut out distractions and question the other
person to find out more about him. Wait until he fhaly explained
himself before switching the topic or talking abgatirself.

Did | - Get feedback from people who know me well?

Ask how you could listen and interact more effesly. Don't be afraid of
what you hear because you may be getting jusipghet need to change
your behavior for good. Often we don't realize wémtial habits we have
that others may find unappealing.

Was | - Aware of my own behavior? Perhaps you tend to
interrupt people. Remember that everyone needs teebrd. Figure out
when you are most likely to interrupt someone, eorasciously squelch
the impulse and wait your turn to talk.

Did | - Go armed with a checklist? Say you're hosting a party.
Rehearse what you will do when guests arrive, tbintopics for
conversation and plan how the evening will go. B®$ame in business.

Did | - Use props to start conversations. Compliment a
stranger's necklace, ask about the book she'snggadicomment on the
décor of the café you are both sitting in. You tlbaVve to be clever or
funny to get someone to engage in conversationjysithave to show
interest in finding out more about her.

Above all, look at failures as opportunities. E¢iclie you face these
challenges, come up with ways to handle it bett¢hé future. And you
willl
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