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Feature Articles
Human Resources
Five Keys to Resolving Conflict. by: Loretta Huff. This article
presents 5 clear and proven methods for resolving conflict. This
advice would be particularly useful within small companies and
for use by Human Resource personnel in larger companies.

Pg. 14
Sales and Marketing
Removing Obstacles to Sales by: Charlie Cook. In this article
you will learn a number of useful techniques for improving sales.
Two common obstacles to sales and powerful techniques for
overcoming them are discussed.
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City of Glendale - Ed Beasley by: Angela Brooks Banking on its
diversity as a means of establishing cultural and economical
versatility is one way Glendale has propelled itself from near
extinction to becoming a forerunner of inclusiveness, cultural
growth and city thought leadership. This articles explores how
City Manager Ed Beasley has accomplished this task.

Pg. 17
How to use ECAudio files.
Whenever you see the ECAudio button there is a sound link behind it.
Just click on it with the internet on, and the file will open on the page
usually within 12 seconds even with a 56K dial-up connection. If you
have broadband and would like to open the audio file in a separate
window, use the broadband button or the list of broadband audio links
on page 31. Enjoy (Note: MAC-OSX users must use Acrobat. “Preview”
does not access all interactive functions.) If the ECAudio button does
not work, you may need to install
or reinstall QuickTime or use the
high speed links in the back.
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Staff

contributing writers
The author, Charlie Cook, helps service professionals and small business owners attract
more clients and be more successful. Sign up for the Free Marketing Plan eBook, “7 Steps
To Get More Clients And Grow Your Business” at:
http://www.marketingforsuccess.com.

The Ebony Cactus
magazine is published by
Ebony Cactus magazine Inc.,
Angela Brooks
CEO and Publisher
George B. Brooks, Jr. , Ph.D
COO and Editor
Marketing
Life Strategies Consulting
Sales Consultant
Susan Morris

President of Emerald Harvest Consulting, LLC, Loretta Love Huff is an Executive
Coach and Organizational Effectiveness Consultant. In addition to being an author and
speaker, she is a seasoned corporate executive with experience in a variety of functions
including market research, financial services and human resources. She has a Bachelor's
degree in Psychology from Howard University and an M.B.A in Finance from the University
of
Chicago.
Loretta
can
be
reached
at
602.454.7787
or
loretta@emharv.com.http://www.emeraldharvest.com/

Graphics/ Art
Magazine:
Dr. George Brooks Jr.
WEB
Karl Rothweiler
Web Page
Karl Rothweiler
Proofing
Susan Morris
Photography
Angela Brooks
George B. Brooks, Jr.
J. Pla’ Sowell
Staff Contributing Writers
Alvin (Floyd) Galloway
Terryl Mack

The Ebony Cactus
magazine is published
semi monthly through
the Internet by Ebony
Cactus magazine Inc.
There is no subscription
cost.
All Rights Reserved.
To Reach Us:
Mail: P.O. Box 24982
Tempe, AZ 85285-4982.
Phone: (602) 821-8191
Fax:(602) 437-8852
Publisher:
Publisher
@theebonycactus.com
Editor:
Editor@theebonycactus.com

Subscribe
Subscribe
@theebonycactus.com

Unsubscribe
subscribe@the
ebonycactus.com
message:
Unsub EC

All editions

Ebony Cactus magazine Navigation Tips
ECAudio Dialup

Low Speed 56k audio button

Ecaudio Broadband

Broadband audio button

Jump Buttons (jump to)
Next Page
Previous page
Full Screen
Back from full screen

Point and left click
Right Arrow
Left Arrow
Control (Apple) - L
Esc

Index

of

Click to listen to ECAudio using 56K. Note:
Internet must be on and Quicktime is
required.
Click to Listen to Ecaudio in new browser
window. Note: internet must be on and
Quicktime is NOT required.
Move to indicated page
Move to next page
Move back one page
View full screen of magazine
Back to regular viewing

Advertisers

Avon - Charity Williams
Cactus Internet Radio
Chandler Center for the Arts
City of Phoenix
Cynthia’s Custom Designs
Digital Art by Robert Smith
Diversity Leadership Expo
Ebony Cactus magazine
Greater Phoenix Black Chamber of Commerce
Life Strategies Consulting
New England Financial
South Mountain/Laveen Chamber of Commerce
Supplier Diversity Search
The Robert Smith Education and Development Group
J. Pla SoWell
T.R.I.B.E.
Valley Barter Group
Well Done

Index
13
16, Back Cover
Back Cover
13
13
21
19
6, 9
14
6
13
16
2
13
13
10
13
5

http://ww
w.theebonycactus.com
Cover: Photo courtesy of Ed Beasley

4

www.THEEBONYC ACTUS.com Vol. 3 No. 16 October 6, 2004

Moving Up
DEBBIE A. YOUNG SELECTED BBOD PROJECT OUTSTANDING ALUMNA
Debbie A. Young, Vendor Manager, Wells Fargo, has been selected to receive the
2004 Black Board of Directors Project Outstanding Alumna Award. Young was
presented the award at the organization’s 21st annual black tie banquet on Friday,
October 15, 2004 at the Doubletree La Posada Resort in Paradise Valley, Arizona.
The Black Board of Directors Project Outstanding Alumna Award is given annually to an
alumnus of the Black Board of Directors Project who is in the formative or mid-range of
his / her career and has shown exemplary civic involvement.
________

MORRISON INSTITUTE ANNOUNCES 2004-2005 CLASS
FELLOWS IN PARTNERSHIP WITH GENERAL DYNAMICS

OF

ASU

COMMUNITY

In its continuing efforts to link community service with applied research, Arizona State
University recently announced its 2004-2005 class of Community Fellows. Selected
through a highly competitive process, this year’s Fellows are: Jennifer Doty,
Sergeant with Phoenix Police Department; Boyd Dunn, Mayor of the City of
Chandler; Denise Meridith (Pictured) , CEO of Denise Meridith Consultants and
The Leadership Consortium; and, Ginger Spencer , Director of the Family Advocacy
Center in Phoenix. ASU’s Morrison Institute for Public Policy created the program, now
in its eighth year, to serve as a catalyst for fostering partnerships and dynamic learning
experiences between local communities and ASU. General Dynamics is the program’s corporate partner
as this special program embodies the spirit of their commitment to building strong community
partnerships. Fellows were selected based upon their ability to raise university awareness of local
community issues, create partnership projects to address those issues, and promote university
community - business linkages. Opportunities for policy formulation, action research, community service
and interaction with General Dynamics and the business community are emphasized. TEC

Well Done
Job Search / Local and National
In-depth, Reliable, Time Saving
Clerical
Outsource with ease. Contract or utilize services as needed. Great for small businesses
Proofreading
Great for public speakers, corporate administrators, various authors,
college students
It’s not done until it’s Well Done
Susan Morris
602-738-0393 / 2drb@cox.net
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Angienuity

Living in America

by: Angela Brooks

Power Networking
Resource

by: George B. Brooks, Jr. Ph.D

and

Human

What’s the value in Human Resources? Now more than
ever, this question is being asked of HR managers,
generalists, trainers and even para-professionals. In
the twenty- first century, as more and more Human
Resource professionals have taken on the
responsibility of being leaders among leaders. Their
expedition is one of a meritorious virtue held in high
regard in organizations today.
These days, Human Resource divisions are held
accountable for more than the recruiting employees.
With diversity inclusiveness becoming more entrenched
within the business culture of American companies, HR,
in many instances, is now accountable for the
development of effective diversity communications.
The accountability is company wide and ensures that
outsource personnel, supplier diversity vendors and the
like are included in the mix. That’s where “Power
Networking comes in.”
It’s been said that the best defense is a great offense.
This could definitely be the case with Power Networking
and HR. The widely popular individualistic approach
accepted during various intervals in the twentieth
century is now considered a lost strategy in business
that simply does not work.
To effectively deal with growing issues of ethnic, race,
gender , sex and even ethic difference in the workplace
HRP ( Human Resource Professionals) are re -visiting
the team approach (specifically High Performance Work
Teams) to understand and master how to manage
processes, work groups, vendor inclusion, etc., with as
little conflict as possible.
Power Networking is a key component when the goal is
better business and employee relations. To
accomplished this HR should be thoroughly involved in
researching teams, processes or vendors to find the
right mix for project completion, vendor product
placement,etc. Another way of looking at it all is through
relationship building. Power Networking and Human
Resource are like a Donald Trump television show. You
work hard to work together, but if you don’t know the
people you’re working with or the rules of the game...
Your’ re fired! To you be the glory in life and in business!

You’ve Got to Fight for the Right!
“Successful people do those things others fail
to do.” Ray Jackson. Ph.D. Phx. Az. 1994
What sets apart successful small businesses? Why do
some succeed when others fail? As a small business
person, I often ask myself this question. What can I, what
can we do better? At least a partial answer to this
universal question may have come from the
representative of a Fortune 500 I was speaking to
recently. She told me that she often received phone calls
from minority suppliers asking why they were not informed
of a particular project or opportunity. Her answer was
telling. She indicated that while
the minority firm was waiting for
a phone call, the competition
was knocking down her door
seeking the information. She
continued with the suggestion
that there must be a push and
pull of information for Supplier
Diversity to be successful. The
buyer
must
push
the
information out, however the
supplier also has the
responsibility to do every thing
they can to seek it.
Best Practices are partial and
often imperfect solutions to the
myriad of problems faced in
creating and sustaining
successful Supplier Diversity
programs. However, minority
businesses must realize that they must do more than
expect a major firm to provide access, they must demand
it. More importantly, for the increasing number of buyers
that are opening the doors for minority suppliers, they (the
suppliers) must make the effort to walk, no run through the
opening before some one else does. That is the way
things work. It seems the old adage is true, you do “have
to fight for the right.”
There is a reverse side to the access issue. It is fair to ask
why many minority firms do not fight harder to get these
jobs. The answer may be as simple as: “I’ve knocked
before and no one answered so why knock again?” This is
a reasonable response and a challenge that must be faced
by the majority buyers. Though they tout their Supplier
Diversity program, are they real or fronts. Some times it is
both, but this is a subject for another column. Enough talk
for now, on with the show. TEC
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News
CONSULTANT ADVISES SOUTHWEST
DIVERSITY LEADERSHIP, NONPROFIT
ORGANIZATIONS, SUPPLIERS TO ASKWHAT COLOR IS YOUR BRAIN?

Phoenix, Arizona-Twenty years ago, the
discussion of colors was a sticky subject to tackle
for even the most tactful HR Manager. Today, in
business, understanding the color of another
could mean the difference of making a deal that's
been in the works for months or not. Savvy
eighteen year veteran in the training industry,
Robert Smith of The Robert Smith Education and
Development Group encourages individuals to
become open to the personal work-style of
others in an effort to optimize employment and
sales growth.
“No one in any organization, large or small, thinks
exactly alike. Ascertaining how others process
and utilize data can create a considerable
advantage for many different types of
organizations. Its all about developing their
competitive capabilities in today's economic
environment. Smith adds, “What Color is Your
Brain training session is an informative, interactive
program that focuses on personal style,
communication and individual learning traits.”
A successful Professional Development Trainer
for one of the largest financial institutions in the
nation, Robert Smith has presented the What
Color is Your Brain training session throughout
the continental United States. Adding that
training sessions can be utilized by virtually all
segments of today's workforce, Smith said, “Small
businesses can especially benefit. The training
session can enhance their ability to approach
vendor issues with a special knowledge in better
understanding customer needs."
For more information on The Robert Smith
Education and Development Group e-mail:
Robert Smith at:
rsmith@robertsmithtraining.com
or phone: 1-602-791-4536.

CHAMBER SELECTS NEW VICE
PRESIDENT OF ECONOMIC
DEVELOPMENT

The Greater
P ho e nix
Chamber of
Com me rce
has named
Peter Eberle as its new Vice President of
Economic Development. "Peter was an obvious
choice for this position. His experience and sheer
awareness and appreciation of economic
development in a community will breathe new life
into our programs here at the Chamber," said
Valerie Manning, President and CEO of the
Greater Phoenix Chamber. "The Chamber
understands the value of keeping our existing
businesses healthy and strong - it is our main
focus. Peter will help the Chamber to continue to
reach out to and assist more of Greater Phoenix
businesses."
Eberle will oversee the Chamber's largest
department and provide members with a wide
range of direct, technical assistance and resources
to help them become and remain profitable here in
Greater Phoenix. The Economic Development
department is responsible for some of the
Chamber's most well known programs and
services, including our work with entrepreneurs
and technology firms, the Arizona Manufacturing
Network and BidSource. A new program, Invest
Southwest, will be launched in December in
partnership with many public and private sector
organizations that recognize the availability of both
angel and venture capital investments still remains
a major challenge in the region and the state.
Eberle received his Master's Degree in Business
Administration from San Diego State University in
May, 2004. While at SDSU, he worked with the
Entrepreneur Management Center to study
character traits of early and growth stage,
corporate, serial and social entrepreneurs. No
stranger to economic development, Eberle has
served as Executive Director of the Downtown
Association of Santa Cruz and Promotion
Coordinator for the Downtown Association of San
Luis Obispo in California.

Index
Continued on the next page

8

www.THEEBONYC ACTUS.com Vol. 3 No. 16 October 6, 2004

Continued from the previous page

BOOT CAMP HELPS WOMEN
ENTREPRENEURS BATTLE FOR
BUSINESS

Merger Places RockWest Technology
Group as the Southwest Region’s
Largest Full-Service Photo Identification
Sales and Service Provider

Phoenix, AZ. - Round up your troops and attend
the First Annual Women Entrepreneurs Small
Business Boot Camp on January 8th 2005 at the
Hilton Scottsdale Resort. Three hundred women
entrepreneurs are expected to enjoy catered
rations and be educated and motivated by two
inspiring keynote speakers, nine talented
workshop leaders, five award-winning women
business owners and forty exhibitors.
"We've planned a power-packed day that will get
your entrepreneurial spirit standing at attention"
said organizer Susan Ratliff, President of Exhibit
Experts. "No theory, philosophy or fluff, just an
arsenal of ideas and high-caliber ammunition to help
battle your most difficult business challenges"
This event is targeted to the micro-business owner
with less than 10 employees. This is the fastest
growing segment of entrepreneurship in the
country, and has increased by 30% since 1997, yet
remains the most underserved. Keynote speakers
include Ratliff focusing on "How To Succeed When
You Don't Feel Successful" and Debbie Allen,
marketing expert and author, concentrating on
"Attracting Customers Like Crazy". Nine popular
workshop presenters will offer information on
marketing, selling, networking, prospecting and
more. Five award-winning, local entrepreneurs will
share their rise from the trenches followed by Q & A
from the audience. Proceeds from the raffle will
benefit Gabriel's Angels and a shoe drive will help
Cinderella's Closet.
The Women Entrepreneurs' Small Business Boot
Camp will take place on Saturday, January 8th,
2005 from 7:00 a.m. to 4:30 p.m. at the Hilton
Scottsdale Resort and Villa (6333 North Scottsdale
Road). For sponsorship opportunities contact
Susan Ratliff at Exhibit Experts: 602-437-3634. or
to register to attend or exhibit, visit:
http://www.exhibitexpertsaz.com
susan@exhibitexpertsaz.com. T E C
Wanted: Experienced Grant Writer for grassroots non-profit
agency. Fax resume to: 602-437-8852 or e-mail
lscphx@aol.com Ref. Georgia

Authentic Data Solutions (ADS), Affinity Business
Systems (ABS), Intelacard (IC) and Superior Data
Systems (SDS) are pleased to announce the
merger of their photo identification sales,
technical support, supplies, and marketing
services into RockWest Technology Group, LLC
(RWTG).
With this merger, RockWest Technology Group
becomes the southwest region’s largest fullservice photo identification sales and service
provider. The new company will maintain its
corporate headquarters in Las Vegas, NV while
continuing its operations in Tempe (AZ),
Albuquerque (NM)/El Paso (TX), Denver (CO) and
Los Angeles (CA) locations.
Stan McKinney, President of RockWest
Technology Group, stated that “this merger will
enable RWTG to offer more services, enhance it
customer focus, while realizing greater market
presence and increased geographic reach”. The
name RockWest Technology Group is a symbol of
the new company’s extensive geographic
territory, however, Mr. McKinney states that “the
company is committed to continuing its
unrelenting support of the Black business
community, its support organizations and to the
local communities in which the company
operates, especially in Arizona.". More
information about RockWest Technology Group
and the company’s products and services can be
found at http://www.rockwesttech.com.
Photo: Stan McKinney, President RWTG; Endia
McKinney, Wife; James Germany, Sales Manager.
TEC
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BizNet Calendar
Arizona
October 13
Greater Phoenix Chamber's 17th Annual ATHENA Awards Luncheon
Location: Phoenix. Time: 11:15 a.m. - 1:30 p.m. This auspicious event will be held at the legendary
Arizona Biltmore Hotel and Resort , 2400 E. Missouri Ave. Contact the Phoenix Chamber of Commerce at
602-307-5200 or visit http://www.phoenixblackchamber.com for more information.

October 14
Greater Phoenix Black Chamber of Commerce: Breakfast Networking Forum
Location: Phoenix. Time: 7:00 a.m. - 9:00 a.m. Breakfast Networking Forums are held every second
Thursday of the month at APS Corporate Offices, 400 North 5th Street, 2nd Floor.

October 14 and 15
19th Annual Hispanic Women’s Conference
Location: Phoenix. The Hispanic Women’s Conference will be held at the Phoenix Civic Plaza.
Attendance of 2,000 or more is expected. Topics/workshops include: family, entrepreneurship, the
presidential debate career planning and more. For more information visit
http://www.hispanicwomen.org.

October 16
NASD and Arizona Republic : Financial Forum
Location: Phoenix. Time: Registration and a breakfast begin at 8:00 a.m. Cost: FREE. Keynote speakers
will address the audience at 9:00 a.m. This is a must attend financial literacy and networking event.
Interested parties may register by calling: 1-877-586-2737.

October 18
Diversity Leadership Expo 2004
Location: Phoenix. Time: 7:30 a.m. - 5:00 p.m. This will be one of the most talked about expos of 2004.
Held at the Phoenix Civic Plaza, guest speakers include: Phoenix Mayor Phil Gordon, Arizona State
University President Dr. Michael Crow and Arizona Governor Janet Napolitano along with a full day event
of workshops, networking, exhibitors and entertainment. Lunch will be provided. For more information
visit http://www.diversityleadershipalliance.com .

Women I Should Know-(W.I.S.K.).
Location: Phoenix. Time: 11:30 a.m. to 1:30 p.m. The event will be held at the University Club, 39 E.
Monte Vista Road. For more information email: M. Joyce Geyser at mjgpc@cox.net.

November 5
Business Networking- First Fridays Phoenix ( FFP) 5th Anniversary
Location: Phoenix . Time: 6:00 p.m. -1: 00 a.m. This monthly professionals networking event, held at one
of the city of Phoenix’s illustrious resorts, is designed to assist small businesses gain exposure, connect
with other vendors, product suppliers and put them in touch with consumers from across the valley. For
more information call 602-273-7373 or visit http://www.1stfridaysphoenix.com.

November 18
South Mountain/Laveen Chamber of Commerce Mixer
Location:TBA. Time 5:30 p.m. - 7:30 p.m. Networking Mixers are the third Thursday of each month. Free
for members. $10 for non-members PLEASE RSVP to: cat@southmountainchamber.com.
Visit the Chamber website at http://www.SouthMountainChamber.com.
Continued on the next page
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California
October 21
San Diego Regional African American Chamber of Commerce Monthly Luncheon
Location: San Diego. Time: 11:30 a.m. Venue: TBD $15 members (tax deductible); $20 non-members
For more information, phone: 619-262-2121, or e-mail: sdcbcc@pacbell.net.

October 22
African American Business Women of Vision Monthly Networking Breakfast
Location: Mission Valley, California. Time: 7:00 a.m. - 9:30 a.m. Featured Speaker: TBD For more
information, phone: 619-263-6868, or e-mail: Dee Sanford at http://www.deesanford.com.

November 5
First Friday’s San Diego (FFSD) Monthly Business Mixer
Location: San Diego. Time: Begins at 5:30 p.m. Visit: http://www.ffsd.com for more details.

November 9
San Diego Supplier Development Council (SDSDC) Networking Luncheon
Location: San Diego. Time: Call . Reservations are required. This networking luncheon is set to be held
at the Bay View Restaurant at MCRD: 3800 Chosin Avenue. Cost: $20.00. This is an on-going program.
For more information call 858-720-4028, e-mail: jrosenow@jaycor.com or visit:
http://www.ptac-sandiego.org.

Monthly
Blacks In Government Monthly Meeting
Location: San Diego Time: 5:00 p.m. This informative event will be held at the Malcolm X Library, 5148
Market St. For more information, phone: 619-545-2097, e-mail: greater.san-diego@bignet.org or
visit http://www.bignet.org/regional/greater.san-diego

Nevada
October 20
Las Vegas Chamber of Commerce Business Education Series "From $0 to $1 Billion In
Sales – How To Make It Happen"
Location: Las Vegas. Time: 7:30 a.m. - 9:00 a.m. This educational series event will be held at the
Stardust Resort & Casino, 3000 Las Vegas Blvd. S. The Presenter: Fafie Moore, president,
Realty Executives of Nevada. For more information visit http://www.lvchamber.com or email:
info@lvchamber.com.

October 22
Las Vegas Urban Chamber of Commerce Monthly Luncheon
Location: Las Vegas. Time:11:30 a.m. Fee: $20 for members; $25 for non-members and ALL walk-ins.
RSVP at 702-648-6222. For more information call: Phone: 702-648-6222, Fax: 702 648-6223 or E-mail:
info@urbanchamberlv.org. Sponsored by UCC.

Southern Nevada Black Nurses Association (SNBNA)
Location: West Las Vegas. Time: 11:00 a.m. Meetings are held on the second Saturday of each month
and at the West Las Vegas Library. The President is Donnetta Miller-Kyle, RN, BS. Contact the SNBNA
at P.O. Box 270586, LV, NV 89127. 702-615-3575; fax 645-4708: http://www.snbna.org.

Professional Black Women's Alliance
Index
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Location: West Las Vegas. The Women’s Alliance meets the second Saturday of every month at the
West Las Vegas Library. The address is 951 W Lake Mead. To attend call: 702- 631-0000. TEC
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Financial Sales Representative
New England Financial/Progressive Financial
Concepts, the premiere financial services firm in the
Valley of Sun is looking for sales oriented
individuals to learn the financial services business. With millions of baby boomers
heading towards retirement and a significant transfer of wealth to occur in the next two
decades we need to hire and train success oriented individuals to learn to counsel
clients regarding their financial future.
New England Financial/Progressive Financial Concepts offers
substantial training and the opportunity to work in a team based selling environment
building clientele through focused, targeted industry prospecting. We have an
exceptional team of specialists to support our representatives in assisting their clientele
towards financial success. We offer training compensation plus commissions and
benefits for those who qualify.
If you have a strong desire to help people, a successful business or school background,
and high income aspirations, please email your resume to Jcleveland@pfc.nef.com call
Jeffrey Cleveland at (602) 956-0956 to set up an interview.
CD200209222 exp. 10/18/2005
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Human Resources
5 Keys to Resolving Conflict
What can you do when you find yourself
embroiled in a conflict with someone?

1.

VIP
Summary
This article
presents 5
clear and
proven
methods for
resolving
conflict. This
advice
would be
particularly
useful within
small
companies
and for use
by Human
Resource
personnel in
larger
companies.
by: Loretta
Huff
Bio on page 4

D is ti n gu is h
Feelings.

fa ct s

from

Remember "Dragnet and Sgt. Friday? His famous
line was "Just the facts, Ma'am.” We all think our
view of the world is the "right" one: the only right
one. Recognize that you just have a piece of the
'truth'. Try creating a police or news report that
captures both your view of what happened as well
as the view of the person with whom you're
having the conflict. This will help you release your
attachment to the 'right-ness' of your personal
perspective.
When we disagree with someone, we often get
worked up over not just the event that happened,
but the judgments we made about the situation
and the person and the feelings that were
evoked in us. Take ownership for your own
feelings. The other person didn't "make you feel"
a particular way. They did what they did. You
chose to feel the way you did. There was a whole
range of emotions you could have felt. You
picked the one you did feel and notice if it's a
familiar one for you.

2.

D i s ti n gu i s h
emotions

m ot i v e

and

We often assume we know what the other person
was intending to do 'to us'. The only thing we
really know is the reaction we had to the other
person's actions. Recognize that they may not
have 'meant' to disrespect (or hurt, or ignore or
control) you. Also recognize that if you are the
perpetrator, just because your motive was
innocent, that doesn't negate the feelings the
other person experienced.

3.

C o n v er t
requests

c om p l a in t s

to

Imagine that any complaint (yours or another's) is
really a request in disguise. When we are in
situations we don't like and we feel powerless,
the natural response is to complain and blame.
Index
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and ask yourself "If something could be different
here and I would like that better, what would 'that'
be?" Then ask for it! Make the request to
someone who has the power to grant it.
Complaining or making requests to anyone else
won't get your problem solved.

4.

Take responsibility for your
contribution, role or influence

Recognize that you may have something to do
with the continued existence of the problem.
This is generally hard for people to deal with. It's
so much easier to blame someone else for your
problems. It's the "those idiots over there"
syndrome. "If they would just." They may not.
See what actions you can take to solve your own
dilemma.

5) Forgive and give yourself a gift
Forgiveness is not condoning or even accepting.
Forgiving someone in your heart who has
'wronged' you, just releases your agony. It does
nothing for them. Holding on to your grievance
will just keep your blood pressure high. If you
can't muster "I forgive them", try "I'm willing to
forgive them.” Then let it go and let your
willingness salve your pain. TEC

http://www.gpbcc.org

Tyron J. Ivy,
President/CEO
Prism Technology
Solutions
GPBCC Member
Since 2002
The Greater Phoenix Black Chamber of
Commerce
A Winning Strategy
http://www.Prismtechsol.Com
click on radio button to hear the
latest GPBCC internet talk radio
show >>>>>>>

Next time you catch yourself complaining, stop
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Removing
Obstacles To Sales

free. During a severe downturn in the economy, a
local financial services firm offered a series of
workshops for free to private investors. Within a year
the firm grew their assets under management from
$5.5 million to $15 million.

During the Summer Olympics I watched the men's and
women's hurdles. I'm always impressed by these
athletes' ability to run at full speed and leap the hurdles
without breaking stride.

Using an ezine I sent to librarians and online editors, I
grew the value of a web site about search engines to
almost a million dollars, without spending a dime on
advertising. This strategy works equally well for
established companies. Les Schwab Tire Centers
fixes flats for free, giving away over $10 million in
repairs each year. Building goodwill with giveaways
like this and an unusual dedication to customer
service, this chain of 300 tire outlets earned
estimated revenue of $1 billion in 2003.

But each time I watch this track event, I have the same
reaction. If they just went out on the track and removed
those barriers, it would be a heck of lot easier to get
around the track. The athletes could run faster, more
smoothly and wouldn't risk falling (as the accomplished
Flo Joyner did).
If you are struggling to attract clients, you may feel like
you're running the hurdles. Obstacles like limited
promotional budgets, ads that don't sell, web sites that
don't generate leads, prospects that aren't ready to buy
or who think your prices are too high, all get between
prospects and the sale.
Do you find yourself struggling to overcome hurdles to
getting the sale? You can clear the track of the hurdles
that are getting between you and potential clients once
and for all and create a clear path for prospects to
become clients. If your target market knew you and how
you could help them, understood the value of your
services and contacted you when they were ready to
buy you'd be rolling in revenue.
•

Is this how your business works?

•

Are you getting a steady stream of calls and new
clients?

•

What can you do to remove these obstacles and
increase your sales?

If you haven't already identified your marketing
obstacles, start by doing so. The first step is to list
them. Once you know what are your biggest obstacles
to increasing sales, you can look for ways to get rid of
them. (If you have other staff involved in sales, get their
input too.)
Below are two common obstacles to sales. For each I've
included some simple strategies for removing these
obstacles. Once you understand that marketing
obstacles aren't permanent you'll discover that you can
remove more and more impediments and clear the way
for increased sales.
Lack of Awareness: You're just starting your
business. No one has heard of you, and, given your
lack of revenue you have little to invest in advertising.
What do you do?

Lack of Results from Advertising: You're not
getting a positive return on your ads, should you buy
more ad space? How much? Where? In my
experience, there are two obstacles to increasing
sales with advertising. Its either the message or the
audience. Both can be fixed and to increase sales. If
you want people to respond to your advertising, get
their attention and prompt them to contact you, write
your marketing message, ads and marketing copy
from your prospect's perspective. Identify and
address their concerns.
No matter how good your marketing message is, it
won't help you unless its seen by people who want
your products and services. Even if you do your
homework up front, there is no guarantee your ad will
draw sales.
Track each ad campaign and each sale to determine
which ads sell. No matter how good your copy is or
how many people see your ad, if the ad audience
doesn't include people who want your services and
are ready to buy, it's the wrong audience. Drop those
ads that bring in meager results and identify additional
advertising opportunities, ones that will be seen or
heard by people who want to buy your products and
services.
Stop wasting your time struggling to jump over
marketing hurdles. Instead, you can identify the
obstacles that get in the way and eliminate them one
by one. Make this shift and you'll increase your sales
and be more successful.TEC
2004 © In Mind Communications, LLC. All rights
reserved.
The author, Charlie Cook, helps service professionals
and small business owners attract more clients and
be more successful. Sign up for the Free Marketing
Plan eBook, '7 Steps to get more clients and grow
your business' at:
http://www.marketingforsuccess.com

VIP
Summary
In this article
you will
learn a
number of
useful
techniques
for
improving
sales. Two
common
obstacles to
sales and
powerful
techniques
for
overcoming
them are
discussed.
by: Charlie
Cook
bio on pages
4 & 15
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Use lead generation strategies that are free or almost
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Ed Beasley
City Manager
City of Glendale
Arizona
Glendale City Hall
5850 W. Glendale Ave
4th Floor - Suite 431
Glendale, AZ 85301
623-930-2870
623-847-1399 - fax
http://www.glendaleaz.com/

A

decade ago, the City of Glendale was
viewed as one of many Arizona bedroom
communities. From the outside the city didn’t
appear to offer very much in the way of tourism. To
add insult to injury, without easily accessible
freeways, it (Glendale) simply was too far to travel
for those living in locations east or south of the
State’s Capitol city-Phoenix. With the completition
of freeways that make the city more accessible, all
is changed. Now, Glendale is considered a
destination point for sports, the arts and other
cultural attractions for those living near and abroad.
Through the various degrees of change that come
from progress, there has been much for city
planners to consider in the way of unification via of
diversity. Diversity is a hot item on the discussion
table nowadays. Banking on its diversity as a
means of establishing cultural and economical
versatility is one way Glendale has propelled itself
from near extinction to becoming a forerunner of
inclusiveness, cultural growth and city thought
leadership. At the helm of it all is Glendale’s
consummate power networker, diversity advocate,
and newest City Manager- Ed Beasley.
Appointed as City Manager in 2002, Ed Beasley
was recently honored by the International
City/County Management Association (ICMA) with
its Workplace Diversity Award in San Diego,
California, chiefly due to his steadfast commitment
to change in the name of community,
employment, and cultural growth. The Workplace
Diversity Award is presented annually to
individuals who have designed exceptional career
development programs, policies or practices
specifically to assist minorities and women in local
government. Under his leadership, diversity has
become a valued concept in Glendale.
Beasley said, “ When I came on board with the City
of Glendale, it was an organization that traditionally
had employees with many years of tenure. Now, in
reference to city management, the tenure as a
group has been roughly seven to eight years. The
diversity of the organization has changed
drastically, specifically over the last three years”.
Continued on the next page
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VIP
Summary
Banking on its
diversity as a
means of
establishing
cultural and
economical
versatility is
one way
Glendale has
propelled
itself from
near
extinction to
becoming a
forerunner of
inclusiveness,
cultural
growth and
city thought
leadership.
This articles
explores how
City Manager
Ed Beasley
has
accomplished this
task.

by: Angela
Brooks
Index
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2007, AllStar game 2006), then it’s time to look
beyond the borders and start to represent cross
sections because that’s the type of dollar
potential that’s out there. We had to take an
objective look at who our future markets were.
No longer could we behave as if we were on an
island.” Selected as a delegate to the Beijing,
China Trade and Market Economy Conference
proves he exceptionally capable of driving his
organization to pinnacle success. Beasley was
instrumental in developing a key proposal that
secured the 2008 Super Bowl to be held in the
City of Glendale along with a $400 million dollar
positive impact it would bring with it. Glendale,
like many southwest cities is no longer a single
market. Now more than ever the City’s market
includes a broader variety of races including:
African American, Anglo, Asian, Hispanics, thus
the reason for diversity in the workplace

Continued from the previous page

Beasley explained that diversity relations has
changed in recent years. In the past, less than 15
percent of the city’s management was of a diverse
culture. Now however, fifty-eight percent of
Glendale's top executives are minority.“I believe
diversity is not an obligation. It is an opportunity.
Smart organizations and the ones that are filled
with visionaries take a look at who they are
delivering services to then develop a plan that’s
based on who the recipients of those services
are.”
Beasley pointed out that one of his tasks in
motivating Glendale from being viewed as a
bedroom city to becoming a visitor destination
point was to convince the Council (City and
Diversity Council) that diversity was the way to go
because it was clearly good business. With a
budget of $635 Million and an employee count of
1800, the means was certainly there to transform
the quiet city into a recognizable force in the
Southwest.

Index
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In a city where the anglo population is 25 to 35
percent, locating good, qualified non anglo
people to work within the city was not regarded
as an obstacle by Beasley. He suggested the
city’s move from casting nets of job opportunity
into isolated pools to searching for qualified
individuals in other pools or even beyond the
banks of the pool to sufficiently fill employment
voids.
When asked what the percent of Africa Americans
was in his city, Beasley stated it was less than
three. However, Beasley indicated opportunities
for minorities were on the rise especially in the area
of construction. “With the building of the sports
stadium there are many opportunities for those in
the construction industry. And, when completed
there will be many more opportunities for small
businesses that can serve the needs of the
stadium in nearly every capacity of operation from
vendors to sports management. It’s all networking,
building relationships and vision.”
As the representative for Glendale for the ICMA,
Beasley expressed he is most proud about being
selected as a recipient of the diversity award
because he believes (in reference to a workforce)
that if one plants the seeds at the foundation then
the belief is that one can change the course of a
workforce direction. TEC

Understanding that diversity is crucial to the health
of any city, Beasley goes on to say, “When you talk
about becoming an international destination, for
example; to host professional ball games that
attract visitors from around the world (Fiesta Bowl
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Diversity Leadership Alliance • SHRM
The Business Journal • Community Celebrating Diversity
Jobing.com • East Valley & Scottsdale Tribune
Presents:

Diversity Leadership Expo 2004
Phoenix Civic Plaza
Monday, October 18, 2004
7:30 a.m. – 5:00 p.m.
Register Today @ http://www.diversityleadershipalliance.org
Seating is Limited, No Charge to Attendees

*Key Note Speakers:
Phil Gordon, Mayor of Phoenix
Dr. Michael M. Crow, Arizona State University President
Janet Napolitano, Governor of Arizona
What is the Diversity Expo?
A full-day event of workshops, networking, exhibit floor, and entertainment; lunch is provided.
• Learn diversity skills and competency
• Learn the benefit and importance of diversity in our businesses and community
• Best practices in leveraging strengths and applying diversity
• Resources, tools and forums that support our community’s diversity
• Showcase products, services and strengthen standing as a premier Employer

Sponsored By:
American Express, Cox Communications, The Dial Corp, Freescale, Honeywell,
Intel Corporation, Maricopa Community Colleges, Mayo Clinic, Medtronic,
Southwest Airlines, Starbucks Coffee, USAA
Sponsorship and Exhibitor opportunities still available
The Diversity Leadership Expo is a place for business and community leaders to interact and connect, to work
towards an inclusive community. The Expo will be a wonderful place for organizations to promote their services,
share information, recruit and network.

*scheduled
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Future Editions of the Ebony Cactus
October, 2004
21

Policy Makers

November, 2004
6
21

Non Profit Organization
Marketing

December, 2004
6
21

Holiday Gift ideas
Annual Index

Conference Call
UPCOMING MULTICULTURAL CONFERENCES AND SEMINARS FOR
PROFESSIONALS IN 2004
Courtesy of Multicultural Marketing
October
Oct 20 "Change at The Top: Ann Fudge, Chairman & CEO, Young & Rubicam
Advertising Club & TIME Magazine, 212-533-8080 x210:
https://www.theadvertisingclub.org

Brands," NYC, The

Oct 21-23 "The 15th Annual Conference and Career Expo," Fort Worth, TX, National Society of
Hispanic MBAs, 214-596-9338: h t t p : / / w w w . n s h m b a . o r g
Oct 25 "AWIB Leadership Awards Dinner," NYC, Asian Women in Business,
http://www.awib.org

212-868-1368:

Oct 25-26 "Diversity and Women Leadership Summit & Gala," Washington, D.C.,
Practices and Business Women's Network, 202-466-8209

Diversity Best

Oct 25-27 "Workplace Diversity Conference & Exposition," Chicago, Society for Human Resource
http://www.shrm.org/conferences/diversity
Management, 800-283-7476:
Oct 26-27 "All Asia Food Expo," NYC, Diversified Business Communications, 207-842-5555:
http://www.allasiafoodexpo.com
Oct 26-27 "Expo Comida Latina," NYC, Diversified Business Communications,
http://www.expo-comida-latina.com
Oct 26-27 "Kosher Fest," NYC,
http://www.kosherfest.com

Diversified

Business

207-842-5555:

Communications,

Oct 27 "African American Professionals Seminar & Luncheon," Jacksonville, FL,
Florida Division of Cont. Ed, 904-620-4211: http://www.ce.unf.edu

Index
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207-842-5555:

University of North

Oct 28-30 "The 9th National Women of Color Technology Awards," Atlanta, CCG, Inc., 410-2447101, x116
Continued on the next page
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Continued from the previous page
November
Nov 2-3 "Advanced Diversity Strategies," NYC, Cornell's Diversity Management
340-2852

Program, 212-

Nov 4 "2004 Latino Marketing Awards Gala Event," Los Angeles, NoticiasWire.com & TeleNoticias,
213-239-6555 x201: h t t p : / / w w w . l a t i n o m a r k e t i n g a w a r d s . c o m
Nov 4-7 "Fourth Annual IAAC Film Festival: The Indian Diaspora," NYC, Indo-American Arts Council
http://www.iaac.us
Inc., 212-529-2347:
Nov 5 "30th Annual Los Angeles Awards Gala," Hollywood, Mexican American
Educational Fund, 213-629-2512 x109: h t t p : / / w w w . m a l d e f . o r g
Nov 7-9 "ANA Multicultural Marketing Conference," LA, Association of National
http://www.ana.net
455-8012:

Legal Defense and

Advertisers, 212-

Nov 7-12 "Advanced Minority Business Executive Program: Transforming The Minority Business,”
Hanover, NH, Tuck School of Business at Dartmouth, 603-646-3740
Nov 8 "LGBT Marketing Seminar: National LGBT Business Convention," Los
http://www.echelonmag.com
Magazine, 323-653-1960:

Angeles, Echelon

Nov 11 "14th Annual Entrepreneur of the Year Awards Ceremony & Conference," LA, Hispanic
http://www.hbevents.com
Business Magazine, 800-205-9459:
Nov 11-14 "Building Personal and Professional Competence In A Multicultural Society," Bethesda,
MD, National Multicultural Institute, 202-483-0700: h t t p : / / w w w . n m c i . o r g
Nov 12 "Latina Style Business Series," Atlanta, LATINA Style Magazine,
http://www.latinastyle.com
651-8083:

800-

Nov 12 "3rd Annual Women's Leadership Exchange Conference," NYC, WLE,
http://www.womensleadershipexchange.com
888-937-5800:
Nov 13 "Asian American Music Conference," San Francisco, Prime Image Media
Group, 415-543-3837: h t t p : / / w w w . p r i m e - i m a g e . c o m
Nov 13 "2nd Annual Conference: Mind, Body and Spirit…the Road to Serenity,"
NYC, 100 Hispanic Women, Inc., 212-239-1430:
http://www.100HispanicWomen.org
Nov 15 "Diversity Awareness," NYC, Cornell's Diversity Management
Program:
212-340-2852
Nov 15-19 "UCLA Latino Leadership Institute," LA, UCLA Anderson School
Office of Executive Education Programs, 310-825-2001
Nov 17 "NCM Awards Ceremony & Banquet-The Ethnic Pulitzers," Sacramento,
CA, New California Media, 415-503-4170: http://expo.ncmonline.com
Conference information courtesy: MMRNEWS

Index
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LEGAL
The various incarnations of the internet
are new and exciting vehicles for the distribution of
information. Regrettably, they are still far less than perfect
and not fully controlled or secure. The Ebony Cactus
magazine is distributed only by the website, by e-mail
subscription or by direct e-mail request. The Ebony Cactus
Magazine (TEC) therefor cannot warrant that the function
or operation of The Ebony Cactus magazine Electronic
Document, autoresponder, The Ebony Cactus website or
linked websites will be free of defects, that defects will be
corrected, or that they will be free of viruses or other
harmful elements.
As a visitor to and a user of The Ebony Cactus magazine or
Website, you, in effect, agree that your access will be
subject to the terms and conditions set forth in this legal
notice and that access is undertaken at your own risk. As a
visitor to and user of The Ebony Cactus Website or
Electronic Magazine, you must assume full responsibility
for any costs associated with servicing of equipment used
in connection with use of our site or documents. The
Ebony Cactus magazine shall not be liable for damages of
any kind related to your use of or inability to access the
website or opening the TEC magazine electronic file.
We endeavor to present the most recent, most accurate,
and most reliable information on our E-magazine and
Website at all times. However, there may be occasions
when some of the information featured in The Ebony
Cactus magazine or at
http://www.theebonycactus.com may contain
incomplete data, typographical errors, or inaccuracies. Any
errors are wholly unintentional. In addition, the opinions of
guest writers are their own and may not reflect the views of
TEC and thus TEC can not be held liable. Please be aware
that we present our content "as is" and make no claims to
its accuracy, either expressed or implied. We reserve the
right to amend errors, make changes to our Website, or to
update our magazine at any time without prior notice. To
the fullest extent permitted by law, The Ebony Cactus
magazine disclaims all warranties, expressed or implied.
No part of this magazine may be used for business or
promotional use without a written request and permission
from the Publisher or the Editor.

How to Receive The
Ebony Cactus
Published twice monthly, The Ebony Cactus (TECH) is a
100% electronic magazine, no hard copies will be available.
To receive it, you need a recent model P.C. or Macintosh
computer equipped with E-mail and Adobe Acrobat
Reader 6.0. Adobe Acrobat Reader 4.0 will work, but some
features will not be available. Copies of The Ebony Cactus
may be accessed in the following manners:
1. E-mail subscription
You may subscribe to the Ebony Cactus by either sending
a subscription request to:
Subscriptions@theebonycactus.com or by clicking
the subscription link found at
http://www.theebonycactus.com
The latest edition will be sent to you twice monthly as an email attachment (see legal). Note, the subscription list is for
the use of TECH only. It will not be sold or distributed to
any outside parties. There is no subscription cost.
2. Download from the web page
Archived copies of the most recent and past editions of
The Ebony Cactus will be found at
http://www.theebonycactus.com for download (see
legal).
No cost.
3. Send it to a Friend
Knowledge is power. The Ebony Cactus magazine offers
knowledge. Empower your associates.
Tell them.
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480.784.4444 - 520.321.1000
All Ticketmaster Outlets including Robinson’s May,
Tower Records, Wherehouse Music and Fry’s Marketplace
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