Recommended Consultants, Training Specialists
and Special Events Speakers

All of the following are available through at no increased fee. In each
instance, impeccable credentials ancestferenaey yars of experience and provks platform sk

TONY ALESSANDRAecognized byMeetings and ConveiMiagazine as “one of America’'s most
electrifying speakers.” Dr. Alessandra is a leadingoiiyt on bottom-line marketing tactics and on
building business relationships for life. He is alighbd author with 13 books, has been featured im ove
50 audio/video programs and films and also hosts Bi¢/Hrimestar network talk shotrictly Business
His topics includeThe Platinum Rule, Customer Loyalty,and Collaborative Selling.

JOHN AMATHas made presentations to over 1750 corporate anégsiohal audiences representing
well in excess of 750,000 people in 40 countries around/dniel. Building on his lifetime of adventure
and entrepreneurship, including as a leader and etindm Canada’s first successful Mt. Everest
expedition, John Amatt uses the adventure metaghmspire and motivate audiences. His most popular
presentation topics includ®&o Mountain Too High: Challenging Change with the Advduare
Attitude™, andClimbing Your Own Everest: What It Takes to Get tthe Top.

JOY BALDRIDGleuses orsales, customer servicand management skill developmenier diverse
background as a corporate trainer, sales professicaahgar, vice president and president enables her to
be accepted as an authority in her field at everpa@te level. Ms. Baldridge has conducted training
programs for over 200 corporations, publications, and atisosia

ERIC BAROIRbunder of The Baron Group, is author3#lling Is A Team Sport: Turn Your Whole
Organization Into A Living, Breathing, Selling MachinéPrima Publishing 2000). As a sales consultant,
trainer, and special events speaker, Eric has trained anditadtsales people for more than 20 years. His
unique, customized, multi-day workshops combine thet lwé proven problem solving skilend
consultative selling skills. Recognized for extra@girenergy, passion for his subject, and an ability to
command and hold any audience’s attention, Ericleasaen invited to keynote scores of nationalssale
meetings, trade association conferences, and senior leealse

PETER L. BYpresident of MDB Group, Inc. is the former Corporaigdbsity Director for AT&T. His
consulting firm provides clients with leading eddenking and expertise about hodiversity and
inclusion can ensure the highest possible quality workforce vaark environment, and help achieve

meaningful business results. Mr. Bye develops Busiigssd diversity and inclusion strategies and
associated policies, practices, communication plaswabsites. Clients represent consumer products,
financial services, insurance, telecommunicationg] &movices, education, energy providers, and the
pharmaceutical sector. Mr. Bye is a frequent speaikkworkshop leader at The Conference Board and
International Quality & Productivity Center.
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ARDEN BERCOVITZ, PH.D., @&den’'s niche as an entertaining, inspiring, and nimfdive
professional speaker in the guise of Dr. AlberttEindelps his audiences learn new ways of thinking
and recognize new windows of opportunity-e skillfully weaves stories and quotes from Eimstéife
with the challenges currently facing each group, chgllensuch ashange management, innovation,
creative thinking, and professional development Titles of presentations includelntelligent
Change...The Einstein Way!, Change Your Thinking Today...ThEinstein Way!, Discover
Opportunities in Diversity...The Einstein Way!and Strudel for the Noodle. Arden's portrayal of
Einstein has been featured Success Magazine Los Angeles Tiifles, San Diego Business aodrnal
numerous trade journals. His client list includestdr@ 500 corporations, government groups, and
professional associations in a wide range of industries.

SHEILA MURRAY BETHEL, PH.D., CSP, i€RAdiobally acclaimed keynote and special events
speaker who gets the results her clients want. Shdeligers a powerful combination of expertise,
substance, humor and inspiration with every presemtaSheila brings a unique depth of sensitivity to
her specialties othange, leadershipcustomer serviceand personal excellenceln the course of
delivering 2,500 presentations in 11 nations, she haleespto over one million people. Her client list
reads like a global “Who’s Who” of Business, Tradeciatisms, Education and Government. Sheila is
author ofMaking a Difference: 12 Qualities That Make You A lagler.

BRIAN D. BIR®one of the nation’s foremost catalysts for faansng a “getting by” mentality to an
infectious eager spirit. At the heart of his powepdsentations is an irrepressible belief in pecdfie
author of the internationally acclaim@&tkyond Success: The 15 Secrets of A Winning Lif®995) and
The Joyful Spirit: How to Become The Happiest Persdrou Know!Brian was rated #1 from over 40
speakers at the prestigioldC Magazine International Conference in Customer Seruic1997. Brian
has been featured c@ood Morning AmefidéN’'s Business UnusudhltheFox News Netwdtlis most
requested topics includgeyond Succesand The Unstoppable Spirit which create exciting new levels
of teamwork within organizations.

LENORA BILLINGS-HARR4S international speaker, consultant and the cauti The Diversity
Advantage: A Guide To Making Diversity Work President of Excel Development Systems, Inc., a
human resources development company, Lenora defieefermance improvement interventions that
enable clients to discover the hidden strengths ofkiag in and valuing a diverse multicultural
environment. Her learner-oriented programs pro\adgafe environment to explore the sensitive issues
diversity as they relate to team effectiveness, multicultoramunications, sales and leadership. Whether
through keynotes, half-day workshops, or multi-dayisars, Lenora Billings-Harris’ thought-provoking
programs are lively, positive, and non-judgmental.

CAHILL ASSOCIAWES founded in 1984 by Ellen and Paul Cahill. Since, te@mdreds of corporate
executives and managers who have discoveredNkeinls Based Speaking Systemim it is the most
meaningful and long-lasting training to improve their speschales and marketing presentations, and the
communications flow to employees, peers and senioragement. Their popular training programs
address general and technical presentation skilis) tgresentations, product introductions and sales.
They also offer a series of 90-minute interactivegranms, includingHow To Make Your Point In A
Minute, Avoiding "Geek" SpeakPresentations That FandHandling Questions
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BARBARA CALLAN-BOGicipal and founder of the management developmfamt, Callan
Consulting, provides workshops anfluencing skills, leadershipand teambuildingto help participants
navigate change and improve the performance of thesiness units. Barbara uses the Accelerated
Learning method in all of her workshops, which guarastparticipants will leave the training with skill
sets they can use immediately. Her many satisfieditglieepresent retailing, finance, insurance,
manufacturing, technology and utilities. Prior to rfiding Callan Consulting, Barbara held key
organizational development and training positionshwiarshalls and John Wanamaker. Barbara is a
member and past-president of the National SpeakersiassneNew England Chapter.

BARBARA CARNES, PHs[a consultant, trainer, speaker and writer. She is thetlboraf the books,
Making Training StickandMaking Training Stick: A Training Transfer Field GuideBefore founding
Carnes and Associates, Inc. in 1982, Barbara was a ndrtiimetraining staff for a subsidiary of Sprint,
Inc. Her extensive list of workshops incluBenotional Intelligence, Managing Messages — E-mail,
Voicemail and Faxes, Making Training Stick, RetainiBgployeesandMentoring.

KEVIN CARROIsLa communications trainer, motivational speakpeech coach, and corporate
entertainer whose strengths include his ability towrmxt with his audience, motivate them, and
transform objectives into useful skill sets. His tmmspular topic isLife's a Boomerang!: How to
Positively Influence OthersKevin's clients include Avis, Fleet Bank, EnvirokTdtitney Bowes, the
U.S. Postal Service, IBM, Chase Manhattan Bank, Met Growmark, Sikorsky Aircraft, Blockbuster
Video, and Hanscom Air Force Base.

JIM CATHCART, CSP, CPfsknder and CEO of Cathcart Institute, has beerining people
worldwide for more than 20 years in ways to grow thesinesses and expand their lives. He speaks on
leadership, sales, new era business practices,nass psychologwand personal growth As the author

of twelve books, includindhe Acorn Principl® and Relationship Sellin@®, and featured speaker at
over 2000 conventions, Jim has impacted the lives pfireds of thousands of people. He is past
president of the National Speakers Associationrenipient of their highest awards including the Cavet
Award and the CPAE Speaker Hall of Fame Award.

ART CORNWSE&Ithe president of The Boardroom, a Michigan-hasmnsulting and training firm that
specializes in showing business people how to weptbeir professional skills. Art has 30 years of
experience, and has been a senior officer of five firmstémational speaker, and member of the National
Speakers Association, Art has presented the pi@sogontained in his bookreeing the Corporate Mind:
How to Spur Innovation in BusinesOne of his most popular workshop serieaadership in the 21st
Century, which covers eight different skill sets.

DAVID COUPHERunded his consulting practice in 1996 after 20 yearkimgrwith organizations
around the world to offer botlmstructional designand coachingservicesHe has offices in both Los
Angeles and London. Organizations representing a wahge of industries in Japan, the United
Kingdom and the United States have engaged David &sigh programs oncross-cultural
communication, international negotiationsand sales. As a Coach, David guides frontline staff,
supervisors, managers, and senior executives whoiagetigamugh career or life transitions. Coaching
assignments have also involadss-cultural coachindo executives and their families who are being
posted to Asia, Europe and Latin America as weloasing with foreign employees who are taking up
assignments in the U.S.
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RITCH DAVIDSObénior Vice Emperor of PLAYFAIR, Inc., presents pliieat message about the

importance ohumor inthe workplaceto thousands of people each year. Participants iésdbe value

of humor in promoting innovation, flexibility, and ximmum profits. Clients, including DuPont, Charles

Schwab, Pacific Bell, Duke Power, MCI, U.S. Air ForeemFEquipment Association, and the Young
Presidents Organization, cite Ritch as a superb atertaining speaker who gains immediate rapport
with his audience.

KATE DRIESBNesident of Driesen & Associates specializedpmbeemployees sharpen their critical
leadership skills to achieve performance excelléfioese include training and speech topics that addre
management and leadership development, coaching,roamication,andmanaging stress'he content

of each of her program topics is enhanced by herrbupresence and an almost magnetic rapport which
she establishes with every group. Kate who has wonkdd companies throughout the U.S. and in
Australia, New Zealand, Canada, and Great Britainudesl among her clients, Bristol-Myers Squibb,
McGraw Hill, Toyota Motor Company, Verizon, Stop & Sh8ppermarket Company, Chevron, DKNY,
Salvation Army, and numerous federal, state and local gogatragencies.

PHILIPPA GAMSE& an eBusiness strategy consultant and confergpeaker. She combines her
extraordinary knowledge and background with a spawggedient that is all her own—nher British accent
and humor. Programs includée Top Seven Strategies for Website Success, Cregitidompelling
Communities and Exposing Your Expertise Phillipa is licensed by Daniel Burrus, author of
Technotrends to conduct his unique, interactivedvantage Business Strategy Game ™.

MICHAEL E. GOLDBBERdder of Building Blocks Consulting, is a trainat apecial events speaker
who helps companies attract m@ales offer betterservice and practice gredeadership. Described

by clients as a “spark plug” because of his high gnklighael has earned multiple engagements with
companies representing a wide range of industriesong his many dynamic workshops and keynote
presentations are programs abbigtworking, Team Building, Interpersonal Skills, Leadership and
Sales Prior to forming Building Blocks Consulting in 2000, Miehacquired hands-on management and
training experience over a 17-year period within the hospitahid retail industries.

FRANK J. HALUCH, C.P.Munder of Haluch & Associates, Ltd., has beemwtiing standard and
custompurchasing skill development seminatsoughout the world since 1988. He uses his otatesof-
the-artSourcing Decision Supporsoftware in all of his purchasing seminars. Frank’s barelgerience is
unmatched as a result of his successful career GHth He made important contributions in each
management position: Manager of Purchasing forrBinrhation Services, Program Manager-International
Purchasing, and Manager Capital Equipment and Agoli

KEITH HARREIAs. president of Harrell Performance Systems, Keithdnaated a firm specializing in
helping the corporate marketplace achieve and maiitiagoals through the power of a positive attitude.
Keith has shared his powerful messafjgitude Is Everything® with audiences around the world.
Known across Corporate America for his energetid emmovative presentations, Keith counts IBM,
Mattel, Aetna, Eli Lilly and Coca Cola among his repeastomers. His lively delivery compels
participants to take a “fix-it" or “kick-it" appoba toward desired changes in attitude, increased
confidence, and productivity. In addition to his prograAttitude Is Everything, he has presented
Making Performance Matter™, Embracing Change to In@ed&ffectiveness.
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GEORGE HARRIS, C.P.C.M., C.Rdunder of The Calyptus Consulting Group, specializethe
areas of procurement, materials management, andygualitagement. His company currently offers over
30 different courses, each of which is delivered Wyedified Purchasing Manager and qualifies for
C.P.M. hours. Clients include Raytheon, Honeywell, Wyman-@ordUnited Technologies, Toro
Corporation and the Federal Government. George has Ibamed a Fellow by the National Contract
Management Association and appointed to the panelarbitrators of the American Arbitration
Association.

SUE HERSHKOWITZ-COORBaE Sdken to more than one million people in 48stand seven
international venues. “Energetic,” “enthusiastic,™@rattical” are the words most often used to descr
her programs. Presentations, which range from 90-mitelnotes to 4-hour breakouts, include
Customer Communications: Email or Enailed? Communicating When Communication is Difficult
and Demanding Power Sales WritingD and From Success to Significance: Moving from
Indistinguishable to Indispensable Sue is the author of Power Sales Writing: What Everys $3eson
Must Know to Turn Prospects Into Buyers.

PATRICIA N. HUNTé&fRcializes irone-on-one executive coaching, talent assessmeaitsl career
managementThroughout her 30-year career, Patricia has been wisesid counselor, and a coach to
organizations and individuals. She held HR leadershipiposiin staffing, benefits and compensation. As
a result Pat has a deep understanding of the jalisettist in organizations, what leaders need to do to
succeed in those jobs, and how to select top taleler consulting assignments have been with
organizations in financial services, healthcare, ¢et@cunications, law, information technology,
manufacturing, consumer products, fashion, e-commanck entrepreneurial ventures. Pat holds a
Master's degree in counseling from New York Univeraitd an undergraduate degree in psychology
from Barnard College.

JILL D. KANTERYincipal of Jill Kanter Associates, is a managemensultant and trainer with
expertise ifeadership development, team effectiveness, cohfilanagement, workplace improvement,
and organizational change. Jill's clients represent financial services, healthc high-tech,
telecommunications, and higher education. All arenitmausly impressed by her skill and the positive
impact she has made in their organizations. Jillrified to administer the DiSC Personal Profile Syste
and Career Architect instruments. She writes thentilp business advice column, “Ask Jill” for
WomenandBiz.cBitre earned her B.A. in Education from the Uniyersft Massachusetts where she
focused on counseling and career development. Avafid University, Jill was awarded her Ed.M.
specializing in organization development and corporate atohuc

KEYGROUP®a management consulting and training firm irsBittgh, PA. It's group of professionals
include Fortune 500 executives, health care admitoisgrananufacturing managers, government/military
supervisors, and community leaders who consult aid in the areas gberformance management,
employee developmentand leadership.The two principals ar®r. Joanne SujanskandDr. Jan-Ferri
Reed Joanne is author dfhe Power of Partnering: Vision Commitment and Actio(Pfeiffer and
Company, 1991) and co-author ®faining Games for Managing Chang®cGraw Hill 1999). Jan has
been designing and delivering customized managemaining programs for the firm since 1984 and
serves as KEYGroup'’s President.
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MICHAEL KIPBrmed his management consulting firm in 1989 and hagetiemore than 100
companies design and facilitate high impact worlsisas that supportorporate strategy,business
innovation, organization design, new marketing initte¢és and the cultivation of more effective
executive teamsAs a former Chief Executive Officer, Mike has cedckxecutives and their teams
through market repositioning, corporate transformatiand personal growth. He regularly consults in a
variety of operating environments, frequently in emergent oratmund situations and plans and manages
large group interventions. Mike presents regularlybigginess, trade and professional gatherings. His
provocative leadership development keynotes incliitie Accidental Leader Seven Lessons in
Strategy Self Inflicted ChangeandFrom Transaction to Consultation.

KENNETH J. KUKLA, Phk[resident of Performance Systems & DevelopmentDPin Kukla helps
clients in the midst of major organizatiortdlangeto develop an overall work design that optimizesrthe
employees’ productivity. His client list includes T@eca-Cola Company, IBM, Wachovia Bank, GE,
Burger King, and Georgia Power. He has facilitatetiamge managemeisblution for employees of a
newly merged bank, helped a major insurance compaplernment large-scale organizatiortdlanges
relating to structure and philosophy, and developeithing programs for scores of companiesbange,
teams,andresolving differenceskKen possesses critical attributes that have relsuithis establishing so
many successful client relationshipsofessionalism, practical experience, tgntb amlabilto a variety of
organizations and people.

JAY KURTZ2resident of KappaWest, Inc. has been involved in the @@paand facilitation of company
Business Wargamder more than 15 years. In his programs, partiggpsearn how to use the lessons from
Sun Tzu, von Clausewitz, and other military thirkéo increase their corporate success. Jay hasdhelp
scores of companies to increase their strategctaféness and tactical efficiency using militavgoepts,
principles and planning process@&isiness Wargamesave been conducted throughout the world to
support strategic planning, to test new produchéuplans, and to help develop bid strategies fajom
procurements. Typical topics includde Art of (Business) War, Competitive Intelligencand Tactics,
andPlanning to Win.

JAMES MAPESa keynote speaker, seminar leader and autt@uarftum Leap Thinking: An Owners
Guide to the Mind. Over a million people have experienced the mentagic of his one-man show,
Journey into the Mind's Eye: Hypnosis with an Edg®lore than a hypnosis show, utilizing total
audience participation, Jim directs audiences orextraordinary adventure through mind-opening
demonstrations. Employing hypnosis as a metaphordhbeflsystems, Mapes provides toolséduce
stress, manage change, increase motivation, creatafa environment for communication, clarify and
set goalsandenhance creativity.

PETER W. NATHMANa consultant to thexhibition and conference industryA widely respected
authority in his field, Mr. Nathan’s career has beeamked with pioneering “firsts” including the first to
design an “Expo” show, the first to present a tréwbevan the Soviet Union, then China and most
recently, Cuba. He provides expertise in new showeldgwment, association outsourcing, mergers and
acquisitions, corporate exhibit planning and evaluationketiaig and promotion, and facilities planning.
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PENN PO$%ifovides training seminars for non-financial mamag¢p learn how to use financial information
to improve their job performance. The authorT@n Ways to Improve Profitability Penn has delivered
more than 500 workshops and seminars. Workshags titicludeManaging for Financial Success and
Shareholder ValugMaking Decisions to Achieve Financial SucceBsidgeting Business Finang@rofit
and Cash Flow Managemer®rowing Revenues—It's Everyone's JolhdSelling Financial Benefits

SHARON ROBERT&esident and founder of Selling to Women andqipal of Roberts & Roberts
Associates, a Texas-based training and consulting fharon has been invited by organizations
throughout the world to present her most popularjeat) Selling to Women & Couples and Silent
Signals.She provides insights on reading and interpretiragéhsubtle, but important, "silent signals” that
are sento youand unconsciouslipy you Featured nationally 068NN, the New York-based, "Lets Talk
Business Radio Network," as well as numerousatéitk-shows, Sharon has reached millions of people
with her timely message. Sharon is author of thekb8elling to Women & Couples: Secrets of Selling
in the New Millennium.

GERALDINE Q. RUTHCHILD, MrkeBldent of Exemplar, Ltd. creates and delivemvativetraining
curricula, training programs, procedures manuyasd other technical documentationin addition to
developing traditional manual-based training, hereeence includegistance learningand various
formats of computer-delivered training includi@®T, andtraining via internet/intranet/extranet Dr.
Ruthchild’s background combines academia, instnaltidesign, and investor relations to produce
training materials that are pedagogically sound, ingstwally creative, and informed by a deep
understanding of business issues. Clients includea@k, Merrill Lynch, Koch Industries, J.P. Morgan,
American Arbitration Association, and Knight Ridder Raial.

SUSAN SALVounder and CEO of Revenue Generators, LLC, helps ga&lople and business owners
learn the skills of cold call prospecting for new bimess Susan’s methodology for setting quality
meetings involves a unique methodology she has desgtlapd which she teaches her clients. Her
clients consistently acclaim the strength of this modblogy, which she teaches either in half-day
workshops for multiple participants or in one-on-one callil @aching sessions. Prior to establishing her
own firm in 2002, Susan enjoyed a successful twenty-yearasal marketing career with such companies
as The Hertz Corporation, Freedom Broadcasting, Intigh€-Ridder, Inc. and Capital Cities/ABC, Inc.
She also held sales and marketing positions with sevethlmimately-held technology firms.

MICHAEL SCHATZKI, @8ftucts hisNegotiation Dynamics programs for business, non-profit
organizations, and professional groups throughout thentry since the early 1970s. He custom designs
and presentaegotiating skillsseminars for sales, purchasing, personnel, financeraamichg groups, as
well as engineering, contracting, manufacturing, and n&seaganizations. Clients who have engaged
Mike for long-term multiple assignments include HerPrudential Relocation, DuPont, Cendant,
Ingersoll Rand, McGraw-Hill, BMW and IBM. As a keynoteaier on this subject, Mike delivers a high-
energy program that draws rave reviews.
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MICHAEL U. SCHWARdflucts state of the art, fully customized finantiaining programs. His
career spans both the business and university envinats. While at Pace University, Mike enjoyed a
distinguished career as chair and professor of tiiergraduate Finance Department and was the
recipient of the Accounting Society’s “Teacher of ¥ear’ award. His business experience included
serving as Vice President, Corporate Finance forirw@stment banking firms where he completed IPO
and Secondary Underwriting, completed mergers, and digotate advisory and syndicate work. His
customized programs embra@orporate Analysis ConceptsFinancial and Competitive Analysis
Financial and Credit Analysis of CompanjeBudgeting Planning and Control ConceptsBasic
Accounting Training Long Term Investment Analysis

DAVID SILVERnducts customized training programs covernmnagemenand supervisory training
leadership development&andmentoring The expertise David imparts is a direct resuinofe than 20
years experience in a variety of senior human res®unanagement positions with such organizations as
Gentiva Health Services, Aventis, Amerada Hess Catipor, The Bank of Tokyo and the Federal
Government. Since 1987, David has provided consulting @aining services to over 200 client
organizations representing both the public and privatgass.

BOB SILVERSTRiNvidesprofessional interventiongo help employees deal with the fear, anger,

confusion, and distress that result from a reorgtaizastrike, or crisis involving an employee death,

serious accident, or workplace violence. Bob’s bagkdrincludes an impressive combination of

counseling, employee assistance, crisis interventainjrtg, and organization development. His clients

include Bankers Trust, Girls Scouts USA, Philip MoieiepsiCo, the U.S. Postal Service, and the U.S.
Department of Energy.

MARGARET (PEG) SKARB®@Wéd Skarrow Associates in 1989. Her consulting fineldps custom
training programs for large businesses as well asiggarBhe is an expertimstructional design, project
management, human resource consultiagd competency analysidPrior to forming her company, she
was a consultant for Arthur D. Little, a curricula@i®sign project director for Westinghouse Health
Systems, a senior project manager at Learning Intenaitiand director of human resource planning and
development with a Pathmark supermarket chain.

VALERIE SOKOLOBKYDallas-based management consultant who aseeststives in reaching their
full potential throughcoaching strategic career planning, and the development oferpersonal skills
including corporate protocoland image enhancemen¥alerie has helped thousands worldwide reach
their professional goals. She is a widely published authoreobdioks, includin€orporate Protocoland
Seasons of SuccegSorporate Protocolhas been translated into Spanish and Indonesiamsandrketed
worldwide.

FRAN SOLOM@¥dhior Vice Empress of PLAYFAIR, Inc., is a highlylpopnotivational speaker who
has been speaking to excited and enthusiastic aigtig¢hroughout the U.S. for over 15 years about the
revitalizing effects ofiumor andplay in the workplace Her lighthearted, enlightened approach to work,
life, and the community, “inoculates” organizations regjatiypical workplace scourges: Chronic stress,
lack of motivation, and uninspired customer service.
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JOHN (JACK) STAGKhe founder and CEO of SRC Holdings Corporation, employee-owned
company which currently includes 22 subsidiaries cogerbusinesses from banks to engine
manufacturing plants. Stack is the author of the-beking business books on unlocking the power and
profitability of open-book managementhe Great Game of BusinegndA Stake in the Outcomeand

is aninc.Magazinecolumnist As well as leading SRC Holdings Corp., Stack traw@issa the U.S and
around the world delivering speeches and educatingpeaies about the benefits open-book
managementind how it can positively impact people’s lives #ml company’s bottom line. He has
received numerous recognition awards for his réeolary style of management including The National
Business Ethics Award and Top 100 Companies to Work For in Americ

MARK P. STEINBERSGpresident and founder of Steinberg and Associdtiesnan Resource
Consultants. For over 15 years, he has designed anchtegbdeaining programs and speeches that
address the most critical issues associated wittvatiog workforces and increasing their productivity.
Currently, Mark offers more than 30 different topicsleadership, customer serviceommunication,
creativity and innovation, team building, businesgiting, and networking. Mark's programs are filled
with business-relevant instruction conveyed inestiing, inspirational ways. Clients cite his highly
interactive presentations, creative audio/visugbped, entertaining group exercises, and both
conventional and unconventional instructional technique

WILLIAM STIEBER, PH.D. C&er of InterPro Development, Inc., is a trainer, oizgtion
development consultant, and speaker. Dr. Stiebeohas20 years of experience working in the financial
services, healthcare, manufacturing, and consultidsfiglis workshops includéeadership practices,
guality measurements, customer service, problenveg tools, team building, project management,
matrix management, time management, coaching skalel Myers Briggs® Bill's most recent book is
Teaming for Improvement — Getting Results in the Mitlaium. Other books includeThriving on
Change in OrganizationsandThe Anatomy of a Leader: 21 Tips for Z1Century Success

BYRON STO@HKides organizations throughout the world toward #&nee through hisEmotional
Intelligence Seriesof presentations and workshops. Using stories anchohu his high-energy
presentations and workshops target today’s isEmestional Intelligence — Keys to Managing Change
Effectively, Restoring Balance in a Chaotic Enviroent, Getting to the Heart of PerformanceByron’s
clients are from manufacturing, financial serviaggsrmation systems and technology, agriculture and
food products, and healthcare.

ZUHAIR SUIDAS the principal of amarketing, strategic planningand business development
Consultancy. Prior to forming Suidan Associates, heyedj a successful 23-year career at IBM. Mr.
Suidan has helped teams in many different corporatiistry, and competitive position settings to
understand their markets, analyze opportunities, dadelop distinctive, integrated and workable
marketing strategiethat are bought into throughout the orgdeizades a powerful, yet easy-to-use
strategic marketing planning process that demystifiesptocess and greatly increases the effectiveness
and speed of visioning and objective setting. Mr. Suidas presented numerous strategic marketing
management workshops for companies such as Verizmnm@nications, Pitney Bowes, Thermo
Electron, Programart, Hyperion Solutions and Perkin Elmer.
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JAMIE B. TELEGADKS been providing consulting and training servioesniore than 15 years in all
facets of management development. Programs she cendegularly includeDeveloping Your
Management Potential, Management Practices for Prsi@sal Employees and Secretaries, Team
Building, LeadershipandCoaching and Caring to Improve Employee Performandamie is certified to
teach the Myers Briggs® Personality Indicator, LIF@-L®rientation Training, and Situational
Leadership.

PETER VIDMA&a motivation speaker who was the premier matenggt for the United States at the
1984 Olympics. With a perfect score of 10, Peter capturedGbld Medal on the pommel horse. His
powerful speeches are artfully blended with live @estrations on the pommel horse. Peter vividly
describes the requirements for “The Perfect 10" w#tpresentation oROV - Risk, Originality, and
Virtuosity. Successful Meddlagazine lists Peter Vidmar as one of the Top Ten Speak#rs country.

STEPHEN T. WATERHOUSEh&3Sébnducted training sessions and made keynoterpgegions
before thousands of sales professionals worldwiddésarecognized as the expert in complex and team
sales. His most recent bodkhe Team Selling Solution: Creating and Managing Teathat Win the
Complex Sale was published by McGraw-Hill in 2004. An engineer in guecessful Patriot Missile
project, Steve went on to lead the Vortech Corparatin a 300% turn-around in less than two years.
Steve's client companies are in telecommunicatipin@gmaceuticals, chemicals, robotics, and financial
services. Program topics inclufieam SellindD, negotiating, prospecting, building rapport, closing
sales, managing time and territoriemnd major account management.

ALAN WEISS, PHiBa consultant, speaker and author. His consulting Summit Consulting Group,
Inc. has attracted clients such as Merck, Hewletk&a GE, Mercedes-Benz, Avon and over 300 other
leading organizations. Alan is the author of 12 booksijynma which have been on the curricula at
Villanova, Temple University, and the Wharton School Bfisiness and have been translated into
German, Italian, Arabic, and Chinese. His hard-hittingstom-designed presentations focus on practical
techniques for improving performance, communicatigmeductivity and teamwork and include such
titles asMastering Change: The Seven Keys to a World That WiNever be the Same, Making the
Fourth Sale FirstHow to Build Winning Relationshipsand Empowering the Customer: How to Allow
the Buyer to Buy.

THOMAS J. WINNINGER, CSP, btd3Ateen referred to by his peers as “AmericatseBsisCoach!”
Tom delivers programs orompetition, marketing, leadership, team building, hehmarking,and the
future. Author of the best selling boplrice Wars: How to Win The Battle For Your Customehe

has been featured dDNBC First BusingsBoardRoom Repdesturegnd Successagazines. His varied
background and client base has made him a valuabteince for marketing, sales, and management
professionals nationwide.

ALAN R. ZIMMERMAN, PH.D., CSP, @P#e&sident of the Zimmerman Communi-Care Network.
As a motivational speaker and trainer Dr. Zimmerthags a unique talent for achieving enthusiastic
interaction wherever he speaks. His custom-desighedrams for Peak Performanaambrace the
subjects ofmotivation, team building, risk, burnout, listeningcommunication,and customer service
He has spoken to more than a million people thraughthe world and over 90% of his clients engage
him for subsequent events. Dr. Zimmerman is one effédw people named “Distinguished Faculty
Member” year after year by the Institute for Managememiey.
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