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SELECTED SPEAKING ENGAGEMENTS

KEYNOTES

· John Wayne the Negotiator is Gone: It’s A New Frontier Pardner, February, 2009, Mondotel Conference for European City Bureaux, Washington, D.C.  Hired by Conference Leaders for this 350 member organization.  The presentation highlighted the need for a global style of negotiation that is in tune with the requirements of global commerce.

· “Hospitality in Any Language Should Welcome All”, November, 2008, Keynote speaker for the Professional Conference and Meeting Planners Association, Chicago, IL.  Hosted 250 regional members, an all time high attendance.  Shared how to identify and secure partnerships with other countries.

· “Global Leaders”, International Conference sponsored by Temple University, Wachovia, & the World Trade Organization, Philadelphia, PA, May, 2006.  Requested to present as one of 3 keynote speakers on setting up business off shore and reasons why a small business owner should do it.  Several hundred attendees.

· International Negotiations, October, 1998, National Society of Professional Engineers, Vancouver, BC Canada.  One of the keynote speakers for their International Conference, 700-800 attended the session.

BUSINESS, ORGANIZATIONS AND UNIVERSITIES

· “A New Way of Doing Business – Negotiate”, DeKalb / Sycamore Chamber of Commerce, November, 2009, How to confidently and effectively secure new business and retain it during an economic crisis.

·  “Crossing the Cultural Divide: Building Relationships”, February, 2008, World Trade Organization, Chicago, IL. The WTO hosted the event for businesses working off shore.  Presented and then served on a panel to inform audience members how to initiate and establish business in emerging markets.

· “Crossing the Cultural Divide”, May, 2008, for the Women’s Business Development Center and the World Trade Center.  How western business styles are perceived by other cultures and how to modify them to influence better and to secure international business.  150 plus attendees.
· “Negotiating Across Borders”, October, 2007, Project Management Institute, Rochester, NY for their quarterly dinner event with 150 attending Project Managers.  

· “21st Century International Neighborhood”, October, 2007, Rochester Institute of Technology, Rochester, NY for their Business faculty and students and for varied community business leaders.  The presentation focused on why do business off shore and then how to begin a plan to do business internationally.
·  “Campaign to Build A Business”,  October, 2007,  Taiwanian Entrepreneurs.  To offer a framework for setting up and sustaining an entrepreneurial endeavor/ business.  75 attendees.
· “Adopting a Negotiating Style”, November, 2007, for the Supply Chain Management Council’s National Conference.  Hired to demonstrate how to negotiate with customer, supplier and all internal levels.  300-350 attendees.
· “Negotiate To Yes”, January, 2007, Asian American Alliance and the Department of Labor.  A seminar introducing the processes and behaviors proper to a successful negotiator working across western cultures.  170 attendees.  
· How to Work Effectively with the Board of Education, Association of School Business Officials, Chicago, IL, Presented as President of a Board of Education offering an insight into the expectations of management/ the elected officials/board members and their egos.

·  “The New Rules of International Negotiation:  In Your Neighborhood”, March, 2008, Western Suburbs Women Entrepreneurs.  The purpose of the presentation was how the ‘international’ or diverse was everywhere today and how do you work charismatically valuing diversity.

· “Negotiation and Building Relationships” Southwestern Suburbs Chamber of Commerce [Hinsdale], February, 2008 ,   The focus was on a new way of doing business, a future of collaborating with our eastern neighbors.  85 attendees.

· “International Negotiations From A Western View”, January, 2008, Organization of Women In Trade [OWIT], Chicago, IL.  Presented at Baker McKenzie Law offices to primarily attorneys, professional women in trade and also a host of men.

· Facilitating the Learning Process among other training topics including The Behaviors of a Successful Negotiator, Chinese Ministers and Administrators of several universities in China, Beijing, China and TianJin, China, 1990 – 2000. Exploring an appreciation for interactive learning and the benefits of including learners in the process. 

· Building Relationships Across Continents, Women Entrepreneurs in Science & Technology & Women Professionals, Beijing & Shanghai, China, April, 1998.  Leading a delegation of women in business required several presentations on creating joint ventures and building relationships between the east and the west.  The first step was building a relationship with a woman of China and an individual woman of the west.

WOMEN IN LEADERSHIP

· “Women The Global Leaders”, April, 2010, Athena International Annual Summit, Chicago, IL. Present and serve on a Panel of three on how to support women of diverse cultures in their leadership roles.

· “Negotiating From A Woman’s Advantage”, June, 2009.  Presented at the National Annual Conference for the National Association of Women Business Owners [NAWBO], held in Chicago, IL.  Several hundred attended.  The presentation highlighted the western cultural influence on women, the strengths and drawbacks of women in business, and the gap of negotiating skills of women in leadership / business.

· “Negotiating from A Woman’s Advantage”, Naperville Chamber of Commerce Women’s Network [men did attend], August, 2008.  100 attendees.  The presentation evolved around the cultural expectations of women, the assets proper to women and the behavioral skills of women to excel in building trust and relationships.

·  “Why Business – Why Women?”, October, 2007, for the BPW [Business Profession Women], The objective of the speech was how to become a business owner – the plan and the implementation.
·  “How To Optimize Your Feminine Assets”, October,  2007, Women’s Business Council Motorola, Canada.  A presentation to the women executives in Motorola, Canada on how to work, balance and advance in corporate America.
· “Coalition Versus Competition”, April, 2007, A Coalition of women associations, like Women in Finance, Women’s Bar Association, Professional Women’s Association, Women Business Owners, Women in Construction, Women’s President’s Organization, a group of 37 women’s professional Associations.  The presentation addressed the reasons/ needs for women to coalesce their efforts and their resources.
· “Retaining the Talents of Women in Management”, BP Houston, Texas, April, 2005.  Hired to address the hierarchy of several divisions at BP on how they could support and retain women in management at BP.
· “Negotiating To Yes”, February, 2007, Polish American Women In Business, a way of doing business to be more successful for the long term, while building relationships not only the bottom line.
· Getting Women Elected: A Grass Roots Effort, Beijing, China. 

