
November 24, 2008 TeleSeminar 

Create a ‘Get-Hired’  
One-Sheet:

Design and Writing Tips  
to Give You Buy Appeal

Whether it appears in print or PDF form, you want your one-sheet 
to convey your services and talents with maximum appeal. How do 
you accomplish that in a single page or two?

In this one-hour recording, you’ll get insight from award-winning 
designer Karen Saunders and editor Barbara McNichol on how to 
write and design a one-sheet that gets you noticed. You’ll learn:

Who your messages should be directed to•	

What written and graphic elements to include•	

How to make your one-sheet “float” above the rest•	

The 3 most common mistakes that speakers make on their •	
one-sheets

How to “get over yourself ” and start crafting a powerful  •	
one-sheet

Karen Saunders has created “get-hired” one-sheets for speakers and 
entrepreneurs for over 18 years. Karen had her own graphic design 
firm in the Denver area since 1990 designing books, one-sheets, 
logos, ads, DVD and CD packaging, and much more. Karen has 
designed the covers of 28 books that have become best-sellers or won 
awards, including the 2005 Writer’s Digest “Grand Prize” winner for 
the best self-published book in America. Karen is an active member 
of Colorado Independent Publishers Association (CIPA)  and served 
as program director  and board member for three years. 

Some pages in this handout are from Karen’s award winning book Turn  
Eye Appeal into Buy Appeal: How to easily transform your 
marketing pieces into dazzling, persuasive sales tools! Turn Eye  
Appeal into Buy Appeal won the “Best of Show” and 1st Place in the 
“How To” category of the 2007 Colorado Independent Publishers Asso-
ciation EVVY Book Awards competition. It also won an 2006 APEX 
award, which stands for “Award for Publication Excellence.” 
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You simply can’t have less-than-dynamic 
financial presentations—ever again 

Don’t worry. Steve Mertz holds the record for attending lackluster financial pre-
sentations. That’s why he vows to never duplicate those boring experiences. In-
stead, this humorous master of financial change sets waves of change in motion 
through his hugely dynamic programs.    
Steve’s wit, inspiration, and never-boring presentations empower employees to 
free up mental clutter around their finances, expanding their opportunities, and 
paving the way to peak performance. See how his Get Out of Financial Purga-
tory Free approach offers relief while positively impacting the bottom line!
He knows. He’s been to purgatory and back. 
Steve was paralyzed from the chest down at the age of six after a bout of measles. 
Fortunate to have made a remarkable recovery, he quickly learned that living with 
a physical disability (he walks with crutches) was expensive. He gained expertise 
as an investor and became passionate about becoming financially independent. 
“My own financial journey has been a marathon, not a sprint. Now, I stand up to 
help others on their journeys with my customized presentations.” 

Create financial break-throughs—as Steve did
As an investment advisor for more than 
15 years, Steve has had the privilege 
of reviewing thousands of investment 
portfolios. He focuses on what’s work-
ing, separating the “comfortable” in-
vestment  returns from the “truly 
successful”  ones. 

Steve Mertz           
Financial Possibilities Expert

But rather than addressing the me-
chanics of investing, Steve zeros in 
on the emotional side of finances—
the side that gets people to face their 

fears and dream their dreams. 

Yes, Steve has faced the fear of 
being broke and scared; he em-

pathizes with the self-doubts 
most people deal with. And 

he can prove that he “eats 
his own cooking.” When 

he was happily mar-
ried, he managed their 

retirement account to 
more than $1.2 million. But 

after a painful divorce, a business 
bankruptcy, and other life dramas, 
Steve gave himself a “Get Out of Fi-
nancial Purgatory Free card.” He over-

came these temporary inconveniences 
and continues his journey to financial 
independence.

Be assured—Steve can empower audi-
ences to do the same! Through passion-
ate stories of bust and boom, he shows 
people how to break through emo-
tional and mental barriers and land 
on their feet. 

Steve has earned a bachelor’s of sci-
ence degree in business management, 
and has worked for Merrill Lynch and 
AG Edwards. He holds two U. S. pat-
ents. Today, he offers presentations, 
programs, coaching, and consulting on 
financial concerns. 
Steve is a member of 
the National Speak-
ers Association.

Who is Your Target Audience?
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________
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Can you 

really afford 

your Starbuck’s 

outings?

Partial List of Clients 

AT&T
Qwest
Motorola
Cisco
Qualcomm
Microsoft
General Electric

“Solar Turbines (Division of Cat-
erpillar) has provided me with 
very positive feedback on the 
program you ran for them. We 
were able to deliver what was 
promised.”

 — Duncan Mathison,
  Drake Beam Morin

“Steve, I received excellent feed-
back from our employees on your 
presentation. Thanks for the great 
information.”

 — Felicia Seavey,
  Qwest Communications

“Thanks again for your help. Our 
employees found your informa-
tion very helpful with strategies 
they were able to implement  
immediately.”

 — Mary Savoure,
  Hughes Network

How You Can Get Out 
of Financial Purgatory
Steve thoroughly researches the needs of a client company and its people to 
customize programs. Here’s a taste of what he can offer your group.

Are You in Financial Purgatory?

Do you want to take better advantage of current opportunities? Has your sales 
force lost its focus? Are revenues decreasing and key client relationships weak-
er than they should be? Are managers hiding behind paper work instead of 
coaching for peak performance? 

Through his programs and consulting, Steve Mertz helps managers and employees 
crystallize their roles. When you implement his strategies, your organization will:

• expand opportunities with your clients
• free up mental clutter around financial issues
• pave the way for people to reach peak performance

Get out of Financial Purgatory and see your revenues increase!

Fan the flames of financial possibilities
Through Steve’s programs and coaching, people are able to expand their thinking 
about their own financial possibilities. They’re moved to action with his powerful 
and inspirational topics that get to the heart of financial independence. 

Whether you’re planning a corporate event, breakout session, or conference key-
note, Steve’s message leaves a lasting impression. You can count on his integrity, 
his extensive research, and his ability to entertain! 

Just watch! People learn best when they laugh. 

Once they connect with this humorous master of financial change, your audience 
members will be launching their own financial journeys.

Ask for Steve’s offbeat version of a Financial Quiz. Call him today!

Disney & Company
Sun Microsystems
Kodak
IBM
Drake Beam Morin
State of Colorado

Steve Mertz, Financial Possibilities Expert
9263 E. Arbor Circle #B
Englewood, CO 80111

303-619-8972
mail@stevemertz.com
www.stevemertz.com

What are the Components of a One-sheet?
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________
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What Makes a One-sheet 
A “Must-Have”  
Marketing Tool?

You meet someone who could hire you for your expertise and ser-
vices. In the spirit of getting to know you, that decision-maker asks, 
“What do you speak about?” or “How do you help organizations?” 
or “Which groups have you worked with?”

These questions become your opening to convey how you assist 
people and why you’re the one experienced to do so. That’s exactly 

what a marketing one-sheet 
does, too. To convey that you’re 
a “must-have” expert, your one-
sheet needs to be written and 
designed effectively. 

Answers Key Questions
Your one-sheet, in effect, suc-
cinctly answers these seven 
questions that decision-makers 
would ask you in person at a first 
meeting:

1.  How would you describe  
 your area of expertise?

2.  Whom do you work with  
 and give presentations to?

3.  What are the benefits of  
 hiring you—

	 •	 for	the	leaders	of	the		
  organization? 

	 •	 for	the	participants	in		
  the ranks?

	 •	 for	organizational		 	
  progress?

Front side of Doug Butler’s  
marketing one-sheet.
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4.  What have you done that  
 makes you an expert?

5.  Which groups have you  
 worked with before?

6.  What did participants   
 think of your contribution?

7.  How can you be reached for  
 more information?

Well-crafted words on your one-
sheet answer these questions in 
the form of seven corresponding 
“must-have” elements:

1. Topics/Programs

2.  Target Audience

3.  Benefits  
 (especially in headlines)

4.  Biography

5.  Client List

6.  Testimonials

7.  Contact Information

Adding Personality
Even if you have all of these elements in place, what turns it into a stron-
ger “must-have” piece that represents you? In a word: Personality.

For example, Doug Butler’s marketing one-sheet features these basics 
with lots of showmanship. Its overall look reflects the “personality” 
that participants want from him, achieving that appeal through 
these special graphic effects:

4-color photos of Doug portraying his Cowboy Wisdom theme.•	

Graphics of cowboy symbols: a guitar, a horse, a lasso, a badge, •	
a cowboy figure wearing a hat, bandana, and chaps—even a 
spurred cowboy boot.

Back side of Doug Butler’s  
marketing one-sheet.

Visit www.macgraphics.net  
to see more sample one-sheets.

http://www.macgraphics.net
http://www.macgraphics.net
http://www.macgraphics.net


© 2007 •  MacGraphics Services •  888-796-7300 •  www.macgraphics.net 6

Cowboy Code message that stands out on the page.•	

Benefits in the headlines: e.g., Bringing cowboy wisdom into •	
the 21st century.

Bio framed by a color photo that adds credibility for his message.•	

List of target audiences, a sampling of clients, and comments •	
from them.

Well-designed company logo and easy-to-find contact info.•	

NSA logo to show affiliation with a group recognized by deci-•	
sion-makers.

Tag line: •	 “Forge a firm foundation with Doug’s tried-and-true 
Cowboy Code.”

Through these words, themes, and graphics, Doug extends his 
warm personality to additional marketing pieces—his website, 
business card, handout materials, and so on. Together, they create 
a “must-have” look that appeals to decision-makers in organiza-
tions he wants to reach.
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Professional Speaker • Lifestyle Counselor

How often do you find yourself saying,
“When things slow down I will . . .”

. . . exercise . . . get more sleep . . .
. . . read a novel . . . take better care of myself . . .

Emergency living is full of panic, chaos and crisis care-
taking. It prevents us from paying attention and living
with intention. As an Emergency Room nurse for over 20
years, Diane knows how 5 minutes can mean the differ-
ence between life and death. But 5 minutes taken for
ourselves can also make an incredible difference in our
everyday lives. Diane can show you why we have to
STOP to keep GOING.

Diane Sieg
works with
people who

want to STOP
living their
lives like an

EMERGENCY!

MOST REQUESTED PROGRAMS:
STOP Living Your Life Like an Emergency!
Are you always trying to do more, be more, have more? Identify your specific
challenges and develop an action plan you can take home today to help you give
up the struggle and overwhelm of emergency living. You will come away from this
upbeat program with renewed energy and enthusiasm and have more to give in
all the areas of your life by learning how to:

• Wake Up Before You Wear Out!
• Resolve Your Energy Crisis
• Live Your Commitment Every Day

Break Through Before You Break Down:
Seven Strategies for Ruthless Self Care!

The crazy lifestyles most of us lead today require us to be ruthless in managing our
time, our stress and most importantly, ourselves! This highly interactive program
gives you the skills to practice ruthless self care by showing you how to:

• Give up the Guilt
• Just Say No!
• Eliminate and Terminate

Diane Sieg, RN, CLC

Book Diane for:

 Keynotes . . .

Seminars . . .

Corporate Retreats . . .

Diane understands what it’s like to
struggle with balance issues after
years of “overdoing it” herself
with work, social commitments,
and even exercise!

How to Make Your  
One-Sheet “Float”  
Above the Rest
How do you add eye appeal to make your one-sheet stand out in 
the eyes of your target audience? 

1. Let One Thing Dominate
When you look at a well-designed ad or one-sheet, usually one 
dominant feature will catch your eye. It could be the headline or a 
picture, but usually not both. Something has to dominate. If you 
try to emphasize everything, you’ll end up emphasizing nothing.

2. Minimize Font Variety
Your computer may come with 
327 fonts, but that doesn’t mean 
you have to use every single one 
of them. Stick to one, or maybe 
two fonts per piece. 

3. Become a Fan of  
White Space
Don’t feel compelled to fill every 
inch of space with copy or 
pictures. A page full of dense 
type and pictures can look unat-
tractive and turn readers away. 
An open and airy design is more 
inviting and easier to read.

4. Use Cut-out Silhouettes        
and Action Photos
Experiment with silhouettes 
or “break outs” by eliminating 
the background of your photo. 
Action photos draw the reader’s 
attention.
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6 Elements that Make  
Your Design Effective 

In today’s market, your customers and clients are influenced more 
than ever by the visual presentation of your marketing materials. If 
your one-sheet is well designed, it is likely to be read, remembered, 
and respected . . . and you are more likely to get that next gig. 

As you create your one-sheet, be sure to apply these basic design 
concepts and ideas to do the job effectively: 

1. Serif and Sans Serif Fonts 
In general, when you have a large amount of text, it is best to use 
a serif font because it is easier to read than a sans serif font. Use 
sans serif fonts (usually in bold) for subheads and headlines. Some 
examples of serif fonts are: Times, New Century Schoolbook,  
Garamond and Goudy. Some examples of Sans Serif fonts are: Arial, 
Helvetica, Univers and Trade Gothic. 

2. Clip Art and Stock Photos
Chances are you’re not an illustrator or photographer, but that 
shouldn’t stop you from using professional illustrations in your mar-
keting piece. You can use clip art—sometimes at a very low price—to 
enhance your layout. (Check out the Internet for sites that feature 
clip art or stock photo libraries that provide a wide variety of quality 
and prices to choose from.) Match clip art you select with the “style” 
of graphics so you create a consistent look and feel on the page. Two 
sources for photos are www.photos.com and www.istockphoto.com.
 
3. Contrast
Using contrast means having clearly apparent differences among 
the design elements that come together on a page, business card, or 
computer screen. These include contrasting colors, shapes, fonts, 
and sizes of text and graphics. A high degree of contrast helps create 
dramatic interest and draws the viewer’s eye to specific areas of your 
page. White space also provides contrast, aids legibility, and gives 
the reader’s eye a resting point. Controlling the amount of white 
space you use affects the overall page design. 

http://www.macgraphics.net
http://www.photos.com
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4. Repetition
Good design calls for repeating certain elements throughout your piece 
to make the whole piece come together visually. For example, use the 
same color, shape, and size for all your bullets. Also make all your 
headers the same size, color, and font. Go for more and repeat specific 
graphic elements (e.g., boxes, banners, rule lines, etc.) throughout the 
piece. A word of caution: When you review your work, make sure 
you’ve used all of these design elements consistently.

5. Alignment
To create a sense of balance and alignment in your piece, use a tool 
called a grid. Follow the grid lines to position your text, graphics, 
and photos—in effect, creating invisible straight lines that align 
these elements and give the piece a visual sense of order. If you 

“almost” align items, then the 
piece looks sloppy and chaotic, 
not professional.

6. Proximity
Proximity refers to the exact 
spatial relationships between 
elements. For example, you cre-
ate visual relationships between 
photos and their captions by 
keeping the captions close to the 
photos. For subheads, a profes-
sional positions them closer to 
the text below than the text 
above. Apply this principle of 
exact spatial relationship to all 
other graphic and text elements 
where appropriate. When you 
review your work, make sure 
you’ve applied this spacing con-
sistently throughout.

Use these six elements and you’ll 
draw positive attention to your 
one-sheet every time!

M
O
R
E

Maximize. . . 
Your memory with Total Recall ©

Did you know you have a 
photographic memory?

Learn: How to remember 
people’s names, presentation 
materials and important statistics.

Organize. . . 
Your life with Priority Shuffle ©

Did you know you can organize 
your life in 15 minutes a day?

Learn: Task management strategies 
that guarantee success!

Realize. . . 
Your full potential with
Coaching for Today’s Leader’s ©

Did you know the greatest coach 
lies within you?

Learn: How to develop tomorrow’s  
leaders, TODAY!

Energize. . .
Your teams with Jumpstart Your TQ ©
You have an IQ and an EQ . . .

Did you know you have a TQ as well?

Learn: How to create powerful,
effective teams.

Become MORE
with  Marguerite Ham

Marguerite Ham

This one-sheet uses several of 
these design elements: Contrast 
in size (the letters M,O,R,E, 
and the two suns). Repetition is 
shown in the treatment of the 
typography in each paragraph. 
The large sun in the lower right 
balances the weight of the large 
letters on the left side and the 
top photo.

http://www.macgraphics.net
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What are the Most Common Mistakes 
Speakers Make on Their One-sheets?
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

What is Often Lacking in a One-sheet?
______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________
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Apply Your Brand to  
All Areas of Visual  
Communication

Case Study: Kristie T. Website

Business Card

Kristie Tamsevicius
Kristie@BrandingontheNet.com

Websites that help you increase sales, 
get more clients, and become headline news

Phone: (847) 244-8450
Cell: (847) 682-8284
Fax: (224) 717-7904

© 2007 •  MacGraphics Services •  888-796-7300 •  www.macgraphics.net 11

http://www.macgraphics.net


Letterhead 

(Printed in 3-colors 
to save money)

One-Sheet (Front and Back)

Most Requested Programs
Websites that SELL! 5 C’s to Seizing Greater Website Profi ts 

Did you ever wonder why some websites make millions of dollars in online sales 
while others barely make enough sales to keep your business afl oat? And did you ever 
wonder why some website owners get the wealthy customers, get more leads, and com-
mand higher fees? This program helps audiences to learn proven strategies that they 
can immediately apply to their own website to reach greater heights of success.

Brand your Way to BIGGER Profi ts

What would you say if you had the opportunity to learn step-by-step how the world’s 
top consultants brand themselves on the Internet? In this program, Kristie T reveals spe-
cifi c techniques anyone can use to build a branded web sites that positions you as the top 
superstar in the industry. You’ll learn step-by-step how to create a web site that builds 
credibility, boosts sales, and makes the media fall in love with you. This program forever 
change the way you communicate your brand online. Are you ready to be a lavishly 
paid, in-demand expert?

Make Money with a Home Business You Love 

Discover your personal ambition and learn about the “hottest” at home job opportu-
nities when author, writer and small business expert, Kristie Tamsevicius hosts this 
informative seminar on working from home. Why is having a passion about a home 
business so important? What are the best ways to fund the business? What are the 
industry’s current trends? Find the answers to these questions and many more 
while charting a course to home business success!

Kristie Tamsevicius is Known for Helping People Get Results on the Internet
Kristie Tamsevicius is a marketing phenomenon whose brand of business 
advice has been featured on every national television network, CNN, Crain’s 
Chicago Business, Dr. Laura, and radio shows around the country.  She is 
also a featured panelist on the USA Today panel of small business experts.

She is author of the bestselling book, I Love My Life: A Mom’s Guide to 
Working from Home and co-contributor to the soon to be released book 
Build it Big 2: 101 Insider Secrets from Top Direct Selling Experts. As 
the founder of Webmomz.com, her national organization for work at home 
parents, Kristie helps thousands of individuals make their dreams of own-
ing a home business, a reality. As an online business consultant, Kristie 
helps business owners to skyrocket their website profi ts. A sought after 
speaker, she has presented to audiences from coast to coast. Kristie is a 
member of the National Speakers Association and Toastmasters.

Speaker, 
Best-selling Author, 

Trainer

Kristie T is a veritable gold mine of practical wisdom. She provides ac-
tionable strategies and the how-to you need to profi t on the Internet. Her 
programs will jumpstart your thinking as well as teach you key strategies 
for building your business online. 

Working in close partnership with your organization, Kristie discovers 
your business needs, creates a custom tailored strategy, and delivers a so-
lution that produces an enviable return on your investment. Your people 
leave the meeting energized, motivated, and eager to put their newfound 
insights into action. 

Kristie’s business building programs guide you to: 

Unleash the hidden profi ts on your website.
Double your profi ts in half the time.
Turn your business into an irresistible brand of choice. 
Command repeat business and create lifelong, loyal customers. 
Realize greater market share and infl uence.
Transform your business into a customer magnet.
Become the number one recognized business in your industry.
Create endless referrals with a powerful “word of mouth” army. 
Stabilize your profi ts with recession proof income. 

 
What audiences are saying about Kristie T . . .

“Great job with the presentation! I especially liked your comments about how 
emotion sells, which is a great lesson for our fi nance leaders members. It is so 
easy for fi nance people to get factual and leave that part out. Your four steps 
towards creating an emotional sale are very useful. I am very impressed! Perhaps 
blown away might be more appropriate to say! What you have done is far beyond 
what I imagined!”
 — Jon Paul, President, Finance Leaders Association  

“It takes ability, knowledge, and talent to express ideas in a way that is both 
informative and entertaining. My personal thanks to you for your time and effort 
that went into the program. Communications with you made planning this event 
a breeze. It’s truly a pleasure to work with a speaker of your caliber. Your contribu-
tion was immeasurable.”
 — Marci Burger, Programming Director 
 
Helping you turn your passion into profi ts on the Internet

www.KristieT.com  •  OFFICE (847) 244-8450  •  CELL (847) 682-8284
 
 

•
•
•
•
•
•
•
•
•
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How Do You Write Your One-sheet?
Make information in your one-sheet an extension of the conversation already going on in your prospects’ 
minds by describing:

key problems you can solve•	

your services and programs •	

your credentials and qualifications (bio)•	

results from others (testimonials and client list)•	

call to action and contact information•	
 
To warm up your heart, your mind, and your message, answer these questions for yourself:

1. Exactly what do you do? (one sentence only – your elevator speech) ____________________
________________________________________________________________________

2. Why did you choose this line of work? __________________________________________

3. What gets you excited about your business?  ______________________________________

4. What makes you different from others who do similar work? _________________________
________________________________________________________________________

5. What is the single most important question you can answer for:

the meeting planner •	  ____________________________________________________

the audience members •	  ___________________________________________________

the executives of the company?•	  _____________________________________________

What benefits do you deliver to these stakeholders? Turn them into headlines! •	
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________

6. What is your call to action?  __________________________________________________

As Anais Nin once said, “We don’t see things as they are. We see things as we are.” 

Reverse that trend!! Your one-sheet is all about THEM, not you!
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“Rarely does a graphic designer come along 
who has mastered marketing principles 
as well as proven design concepts. 
 
Turn Eye Appeal into Buy Appeal reveals 
everything you need to know about cre-
ating printed materials—from brochures 
to books. You’ll discover easy, proven 
techniques to turn marketing pieces into 
eye-catching, persuasive sales tools . . . 
without a degree in commercial art! 
 
This is a ‘must’ read for anyone who 
creates printed materials. It will be your 
constant reference. 

Karen has hit the nail on the head with 
Turn Eye Appeal into Buy Appeal.”
 
— Dan Poynter, ParaPublishing,
 author of the best-selling book, 
 The Self-Publishing Manual

Award- 
Winning 

Book
Turn Eye Appeal  

into Buy Appeal: 

How to easily transform  

your marketing pieces  

into dazzling, persuasive  

sales tools! 

by Karen Saunders

Supercharge Your  
Marketing with . . .
Turn Eye Appeal into Buy Appeal:
How to Easily Transform Your Marketing Pieces
into Dazzling, Persuasive Sales Tools!

You want your marketing pieces to have just the right mix of “eye appeal” 
and “buy appeal” to make your sales soar. But how can you increase the 
“buy appeal” without having to hire a designer? 

NOW, this brand new home study course—Turn Eye Appeal into Buy 
Appeal—gives you a design consultant on your desktop . . . without 
paying design fees. Specifically, it provides:

•	 128	pages	of	easy-to-read	instructions	that	help	you	produce	
logos, brochures, flyers, presentations, and book covers that 
inspire people to buy!

•	 Nearly	200	full-color	illustrations	
•	 Nearly	200	hyperlinks	that	help	you	find	subjects	fast
•	 Details	appreciated	by	people	with	tight	deadlines	
•	 Hundreds	of	techniques	to	reinforce	your	strategies	
•	 Tips	for	writing	persuasive	copy	that	“hooks”	customers
•	 An	easy-to-use	resource	you	can	refer	to	again	and	again	

Grab a lot of wisdom from a design pro 24/7 and reduce your production 
time by 50%. Make Turn Eye Appeal into Buy Appeal your own and 
get the great results you want. 

Order NOW and you’ll receive 4 FREE BONUSES worth $280+ 
plus a FREE critique of YOUR one-sheet.

Turn Eye Appeal into Buy Appeal is available in three formats:
As a downloadable PDF file for $30, as a PDF file on a non-audio CD for 
$35, or full-color soft cover book for $34.99.

This special offer is available for a limited time only.

Visit www.BuyAppealMarketing.com to place your order.

MacGraphics Services
Karen Saunders 
Phone: 888-796-7300  
Email: Karen@macgraphics.net MacGraphics

s e r v i c e s
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Take On

7 People Skills
That Matter and Break 

Through the Tough 

Issues
Your people deal with tough 

issues – conflicts, setbacks, 

communication blunders, lack 

of recognition, low visibility. 

How can they sharpen the 

people skills they need to 

excel in your environment? 

By learning to break through 

barriers and build on strengths 

they already have. That’s 

easier said than done – except 

with the right guidance from 

a skilled speaker /trainer /

facilitator who turns touchy 

issues into tough assets. 

Diana Morris Turns Touchy Issues into Tough Assets
People cheer, “wonderful,” “empowering,” and “excellent” at Diana’s 
presentations and workshops on the 7 Breakthrough Skills:

Conflict Management: 1. Keep cool in hot situations 
Confident Communication: 2. Sharpen your writing                        
and presentations 
Active Listening:                    3. 
Hear the possibilities
High Possibility Thinking:     4. 
Set great expectations
Leadership and Teambuilding: 5. 
Unify and motivate your team 
Practical Persuasion:             6. 
Create the win-win
Skillful Self Promotion: 7. Boost your 
reputation for excellence 

Feature Topics Like These at Your Next 
Conference or Key Meeting:

Unstoppable:•	  Six Keys to Breakthrough Success (Whether 
Business is Booming or Busting)
Keep Cool in Hot Situations:•	  How to Thrive When Conflict Arrives
Positive, Proactive, and Excuse-free:•	  Using Setbacks to           
Build Momentum
Star Quality:•	  Wow Your Audience at Your Next Presentation
Get in the Game:•	  Keys to Skillful Self Promotion

Diana delivers these and other topics as keynote talks and as 
two- to four-hour workshops that zero-in on the issues facing both 
teams and individual performers.

“Diana created a terrific agenda – totally customized to the needs of 
our business – with on-target presentations, breakout sessions, and 
discussions.  Her engaging and positive approach…helped us develop 
outstanding leadership skills that turned into real bottom-line results.”

– Suzanne Biszantz, CEO, La Perla North America 
formerly CEO, Greg Norman Collection

“You wowed them again! Thank 

you from the bottom of our 

collective hearts.”
– Kate Pandolpho 

Employment and Training Director

Women’s Rights Information Center 

“Diana gives an unpretentious 

presentation…she motivates and 

encourages people to tackle their own 

communication frustrations. Diana 

inspires confidence.”

– Rob Pawson, Director 

Cliffside Park Public Library

Success…Multiplied



American Express
Ingersoll-Rand
New York Life 
MetLife

The CIT Group
Tommy Bahama
Pfizer
Rockport

Cushman & Wakefield
JPMorgan Chase
Sun Chemical
Novartis 

Diana Morris: 
“I Get Where 
People are 
Coming From”

“I know what it’s like to itch for what’s next. After 
leaving my Manhattan consulting job in 1989 and 
floundering for a while, I built a communications 
company that grew and shrank and grew again. 
In the past 25 years, I’ve been an employee, 
entrepreneur, salesperson, manager, business owner, 

author, and speaker. I’ve been hired and fired, praised and rejected. I’ve 
faced tough challenges, sometimes rising to meet them, sometimes bombing. 

“As a result, no matter what career stage or position they’re in, I understand 
where people are coming from – what their real issues and concerns are. I’ve 
also learned not to try to ‘fix’ what’s wrong but to focus on what’s right and 
ask, ‘How can we get more of that?’”

Her “Strengths-Based” Approach Energizes People 
to Make Positive Personal and Team Changes 

Diana has facilitated meetings for dozens of companies large and small. 
Drawing on Appreciative Inquiry, she readily absorbs an organization’s issues 
and makes participants feel comfortable, then engages them in meaningful 
problem-solving. They leave filled with enthusiasm and lists of actions that 
will fulfill their most important aspirations.  

“…professional and poised, Diana displays a true gift for imparting 
important information.”

– Florence Wetzel, CRM, Barnes & Noble 

A top communications strategist among leaders in insurance, consumer 
products, retail, pharmaceutical, manufacturing, and health care, Diana has 
worked with companies like:

Break Through Your Toughest Communication Issues Ever
Invite Diana Morris to deliver “relevant, sane, and totally usable”
presentations and workshops for your company or organization.

Call (201) 224-3800 
Email: dianam@breakthroughskills.com

www.breakthroughskills.com

Diana’s competence and 
confidence stem from two decades 
as head of Morris Communications 
where she has:

written and published 7 •	
business books and dozens 
of feature articles

created thousands of pages •	
of business prose for her 
clients 

run meetings and given   •	
talks to hundreds of  
business people

coached CEOs and •	
managers, mentored 
workers, and advised 
company officers

taught at New York •	
University’s extension   
school and Bergen 
Community College

led numerous focus groups •	
and workshops for Novartis, 
Ralph Lauren Footwear, Greg 
Norman Collection, Valley 
Hospital, Prudential, and 
Medco Health Solutions

“Diana is very personable 

and intelligent…extremely 

poised and articulate. She 

clearly presents her ideas in 

ways that make them easy to 

understand…a professional of 

highest integrity.” 

– Andrew M. O’Hearn 

Senior Consultant, AMO 

Communications, former 

Managing Editor, Atlantic 

Mutual Companies 

The People Skills Experts™

NATIONAL SPEAKERS ASSOC.



Let me help you make your authorship dreams come true!

Since 1994, I’ve been the editor or ghostwriter of 200+ books including these award-winners:

•	 Robert Shemin’s How Come That Idiot’s Rich and I’m Not?, #3 on the 2008 New York Times

  bestseller list

•	 Sourena Vasseghi’s Love Your Life and It Will Love You Back, Best Business Book, 2008

  INDIE book awards 

•	 Karen Saunders’ Turn Eye Appeal into Buy Appeal, 2007 Best How-to, 

  Best of Show EVVYs (CIPA), 2006 Apex Award for Publication Excellence

If you want to create a substantive book 

that will—

•	 Be	a	high-class	business	card,	a	door	opener

•	 Provide	a	profit	center	in	your	business	

•	 Build	a	solid	reputation	among	those	who	

don’t	know	you

•	 Reinforce	your	reputation	among	those	who	

already	love	and	admire	you

And you are a business author who—

•	 Sees	value	in	producing	a	high-quality,	well-

edited	book	product

•	 Wants	to	build	your	credibility,	reputation,	

and	business	through	authorship

•	 Specializes	in	business,	health,	self-help,	

relationships,	and	financial	services

“Your best business calling 

card is a book.” 

- Inc. magazIne

“Barbara	has	surpassed	both	my	publisher’s	and	my	own	expectations.	A	super	

professional,	dedicated,	caring—a	lovely	person	to	work	with.”

																											
																			–Robert Shemin, New York Times #3 bestselling author 

Sign up for your Word Tripper of the Week at

www.BarbaraMcNichol.com
editor@BarbaraMcNichol.com

1-877-696-4899  •  520-615-7910

Barbara McNichol Editorial

What you can expect from Barbara 

McNichol, an expert editor who— 

•	 Echoes	your	personality	in	writing	while	

making	your	voice	sing!

•	 Ensures	stories	and	solutions	are	expressed	

clearly	and	succinctly

•	 Brings	artistry	and	persuasion,	clarity	and	

consistency	to	your	writing

•	 Refines	your	book’s	structure	to	make	it	

easy	to	follow

•	 Pays	close	attention	to	continuity,	logic,	

consistency,	structure,	flow



Author, organizing expert, and professional speaker  Elizabeth 
Hagen sparks immediate action. In her entertaining, high-
energy style, she packs her presentations with how-to’s, 
humor, and inspiration—leaving people feeling “on fi re” 
about changing their lives. 

People walk out of her sessions feeling they have more 
focus, more confi dence, more balance, and more time. 
Before long, they’re reporting a dramatic increase in 
productivity and well-being, happy to be performing 
at their best.

From “Overwhelmed” to “In Control”

For people in your organization who—

• Feel terrifi ed by paper piles and endless e-mails
• Are overwhelmed with to-do lists 
• Want the fi rst step toward permanent change

Give your people the tools for —

• Navigating their space more effi  ciently 
• Maintaining calm in the midst of chaos

 

Select the Presentation that BEST 
Meets What Your People Need

Are people in your business or association ready to learn new skills that will 
immediately improve their lives? Elizabeth customizes her presentations to 
meet your group’s needs including keynotes, breakout sessions, teleseminars, 
and half-day and full-day workshops. Select from these topics:

• Organize with Confi dence
 With newfound purpose, you’ll get things done and see how life gets better. 

• Build Your Confi dence . . . Grow Your Business 
 What’s the secret to success? Work less and earn more. Elizabeth reveals how! 

• It’s Your Time! (Keynote) 
Find out why how you feel impacts your offi  ce, home, space, and life. Th is 
inspirational keynote speech will create a turning point in your life and work!

“Take control of your home, offi  ce, 
and life one action step at a time.”



Meet Elizabeth Hagen

Elizabeth Hagen’s passion is showing overwhelmed 
clients and audiences how to organize their lives and their 
spaces—and then seeing the sparks fl y! 

It all started with keeping up with the demands of raising 
fi ve children and supporting her husband, Dr. Bruce Jon 
Hagen, in his chiropractic career. Elizabeth has spent 
25 years developing the common-sense systems and 
tools that encourage people to get organized and feel 
fantastic. Her book and companion manual Organize 
with Confi dence provide even more tools!

Credentials 

• Golden Circle Member, National Association of 
Professional Organizers

• CLASS Certifi ed Personality Trainer   
• Professional Member, National Speakers Association 
• Member, Sioux Falls, SD Chamber of Commerce 
• Author of Organize with Confi dence: Simplify Your 

Life and Make Every Moment Count

Partial List of Clients

American College of Health Care Administrators
Business & Professional Women’s Foundation
Care Providers of Minnesota
Children’s Care Hospital and School
Int’l Association of Administrative Professionals 
Meeting Planners International 
MOPS (Mothers of Preschoolers) 
National Association of Professional Organizers           
National Speakers Association
Society of Government Meeting Planners
South Dakota Telecommunications Association 
University of Sioux Falls Center for Women
Wells Fargo Bank
Women in Blue Jeans Convention

Testimonials

“Elizabeth conveys practical steps
you can use the moment you leave her session!” 

  — Ali Ecklund, Workshop Attendee

“Th is session has given me the confi dence 
and tools to meet my goals!”

  — Susie Schroeder, Workshop Attendee

“Lots of info, great action plans, wonderful hints,
now it’s up to me.”

  — Donna Phillips, Workshop Attendee

“Th is session has motivated me to rethink 
how I do things and take action!”

  — Peg Mahowald, Head Start

(605) 357-8767
5012 S. Cliff Avenue, Suite 111
Sioux Falls, SD 57108

Elizabeth@ElizabethHagen.com 

www.ElizabethHagen.com

Call for availability 
and booking information

“Organizing is 
more than self-
control. It’s a 
skill that anyone 
can learn.”
— Elizabeth   
 Hagen



Mountaineering Survivor • Inspirational Speaker • Expedition Leader

Keynote Presentations & Workshops
Climbing Out — Overcoming Life’s Crevasses
 When an unseen snowbridge collapsed beneath his feet, 

Jim plummeted 80 feet into a glacial crevasse, and was 
the only survivor. From this intense survival situation, 
Jim shares hard-earned wisdom about facing big 
challenges. Learn how acting like a PRO (perseverance, 
resilience, and optimism) empowers you to overcome 
the tough crevasses in your life and business.

Solid Leadership — Lessons for Diffi  cult Times
  Leaders of high-altitude expeditions and rescues face 

rapidly changing conditions, limited resources and 
uncertain team  dynamics — just like today’s business 
world. By examining extreme leadership situations, 
you will learn key lessons for being a solid leader and 
a reliable team member. 

Summit Secrets — How to Reach Your Highest Goals
 Succeeding on big mountains epitomizes goal setting, 

self-discipline and teamwork. From several amazing 
climbs, this session isolates success strategies you and 
your teammates can use to reach high goals . . . no 
matter how tough the odds may seem.

From his mountain adventures, Jim distills lessons to help you:
Triumph over tough challenges

Overcome adversity in business and life
Succeed through perseverance, resilience & optimism

Make your next meeting a real adventure . . . 
• Inspire your group to greater achievement
• Encourage your team to persevere through tough times, and thrive afterwards
• See spectacular images from high peaks across the globe
• Energize your event with the thrill of mountain climbing . . . without any frostbite!

Phone: 970-224-4608 • jim@speakingofadventure.com



Mountaineering Accomplishments
• Expedition leader and team member to 

Bolivia, Ecuador, Argentina, Alaska & Nepal
• Ice climber, rock climber & climbing instructor
• Reached summits as high as 22,900 feet
• Commended twice by U.S. National Park 

Service for voluntary high-altitude rescues
• Active climber across America since 1982

Jim Leads Retreats & Adventure Outings
• Team Building 
 –  Energizing team activities (outside or inside)
 – Instruction on climbing walls and rope 

courses that integrates with keynote messages 
• Guided Mountain Adventures 
 – Hiking & rock climbing
 – Snowshoeing & mountaineering
• Customized Adventure Events
 – Adventure-themed activities for 

your meetings 

Business Accomplishments
• Environmental geologist 
 and consultant since 1985
• B.S. and M.S. degrees
• Successful small business owner since 1990
• Professional trainer & speaker since 1992 
• Active in:
 – National Speakers Association
 – Meeting Professionals International
 – Professional Convention Management Assn.
 – Colorado Society of Association Executives

Partial List of Clients
• Oppenheimer Funds
• Meeting Professionals International
• Shell Oil Company
• Amoco Oil Company
• Land Trust Alliance
• Energy Summit
• Outdoor Leadership Summit
• Colorado School of Mines
• National Association of Sigma Users
• National Ground Water Association
• International Conference on Outdoor 

Recreation and Education
• Environmental Education Enterprises
• U.S. Fish & Wildlife Service
• U.S. Environmental Protection Agency
• Mount Rainier Mountain Festival

Rave Reviews 
“Th ank you for giving one of the most well-received and 
truly enlightening and inspirational presentations that 
we have ever witnessed at a meeting of any kind.”

— Dave Nielsen, Conference Director, North 
American Environmental Field Conference  

“Each individual who was fortunate enough to have 
attended was personally touched by the nature of your 
experiences and your ability to capture the audience.”

— Anita Wright, Program Chair, 
Colorado Mountain Club

“By far the best presentation of the conference! It was 
very impactful!” 

— Attendee at international conference

Speaking of Adventure
2731 Dixon Creek Lane

Fort Collins, Colorado 80526
970-224-4608 • (fax) 866-264-8319

www.speakingofadventure.com 
jim@speakingofadventure.com

Jim’s compelling adventure presentations inspire people to persevere

19,000 feet on Mt. McKinley (Denali)



Dr. Kim Dalzell and her programs lay 
the groundwork for healing miracles.

Kim shares her nature-based wit and wisdom 
in life-changing programs for:

• cancer survivors and their 
caregivers

• healthcare professionals 

• organizations committed to 
preventing disease

• Nature’s Answer to Cancer: 
What Does Your Body Grow?

• Customized Cancer Care: 
Eat Right for Your Cancer Type 

• I’m Not Fat, I’m Just Infl amed!

• Nutritional Synergism: 
Get the Health Advantage!

• Biased Science: Separating Fact 
from Fad in Nutrition

• Integrating Nutritional Therapy 
into Cancer Care: A Real-World 
Action Plan to Help Patients

KEYNOTES, 
BREAKOUTS, and 

WORKSHOPS

Doctor of Holistic 
Nutrition, Speaker 

and Author

Kim Guides Her Audiences 
from Hope to Health
Frustrated by the limitations of conventional 
medicine and spurred on by sophisticated 
questions from her patients, Dr. Kim Dalzell 
sought out the power of nature to provide 
some answers. Since then, Kim has turned 
thousands of cancer survivors onto the heal-
ing potential of natural medicine. Many say 
they would not be here without integrating her 
strategies into their cancer treatment plans.
  
As a respected holistic health professional, Kim 
developed a nutrition course for the fi rst U.S. 
Government-funded complementary medical 
residency program in Illinois. She was selected 
as a medical advisor for Lifetime Television’s 
Walgreen’s Health Corner TV show, served as 
spokesperson for Cancer Treatment Centers of 
America, and was invited to collaborate with Dr. 
John LaPuma (Chef MD) and Dr. Andrew Weil.
  
Known among health care professionals in 
Japan, Kim was honored to write the foreword 
for The Recipe for Breast Cancer — a fi rst-
of-its-kind nutrition and cancer book in Japan. 
Her award-winning book Challenge Cancer 
and Win! has been translated into Japanese 
and adapted into a distance learning course.



Here’s what Kim’s clients are saying:
“Just wanted to let you know that my MRIs 
have shown no sign of tumor return. It’s 
been over a year!” 

— J. Sales, Lee Summit, MO

“I took your advice and I’m through radiation 
with no side effects!” 

— M. Schwantz, Bloomfi eld Hills, MI

“Kim’s ‘way’ is refreshing . . . a great 
communicator and funny as heck!”

— Paula Bkrone, 
 North Suburban Dental Association

“. . . I have dumbfounded my doctors who are 
still amazed as I have survived over 10 
years now. I want to thank you for all you 
have done.” 

— R. Miller, Atlanta, GA

“Following your nutrition program, I was again 
blessed with a clean bill of health . . . blood 
work all normal and there was no evidence 
of any tumors!”

— S. Johnson, Milwaukee, WI

“The comments from your presentation were 
overwhelmingly positive. I am continuing to 
receive phone calls at the offi ce for more 
information.”

— Cynthia Cole, RN 
 Norton Hospital, Louisville, KY

A partial list of Kim’s clients:
Alpena General Medical Center 
Leukemia-Lymphoma Society – Florida
Kanto Japanese Dietetic Association
University of Southern Indiana
Aquinas College
Gilda’s Club – Detroit
Western Suburban Dietetic Association
North Suburban Dental Association
Charlotte Kimmelman Cancer Center – 
 U.S. Virgin Islands
National Safety Associates – Canada
Millennium Biotechnologies, Inc.
EuroRSCG Magnet
American BioSciences, Inc.
Asahi Elles, Japan

Kim Dalzell, PhD, RD, LD 
PO Box 874 
Round Lake, IL 60073
Toll Free: 800-832-2983
Email: nqoffi ce@sbcglobal.net 
Website: NaturesAnswerToCancer.com

Learn how to release your inner healing, naturally!

Award-winning 
Challenge Cancer and 

Win! can be purchased at 
discount rates for participants. 
Empower your audience with 

a healthy dose of natural 
wellness!



Throw away those age-old selling techniques that won’t cut it with today’s sharp decision-makers. 
Equip your sales team with new-fashioned NOW tools that turn their talents into tangible results.

How? By hiring Rich Lucia who transfers three decades of experience with Fortune 500 
companies into up-to-date, dynamic sales teams.

Rich Lucia says, “If you’re getting turned off  by the same old selling techniques, 
it’s because the buying environment has changed—and the tools haven’t!”

Your Customers Have Changed. 
Get with It. 

Start Selling in theSelling in theSelling NOW
Rich provides customized programs—as keynotes or breakouts—that will 
give your sales teams a 21st century edge. Here are just two that he off ers:st century edge. Here are just two that he off ers:st

Selling in the NOW
Th is hard-hitting presentation pierces the heart of getting “with 
it.” Rich Lucia wakes up your sales team to what’s diff erent NOW 
and why adapting is critical. He’ll provide concepts for Selling in 
the Now that:

• successfully fi nd, track, and close opportunities
• catapult poor sales performances into commanding, eff ective ones
• replace the “same-old” strategies with the best “now” tools 
• test current actions for Selling in the Now eff ectiveness

The 180 Rule®: Turning What You Don’t Know into an Asset
Rich specializes in getting participants energized to take giant 
steps forward using proven Selling in the Now tools. He helps 
them gain:
• knowledge that’s up to date and courage to try new things
• a proven process that meets today’s challenges
• profi ciency using top sales tools like the 180 Rule®
• the ability to look, laugh, and learn with a personal assessment tool

Selling in the NOW



May the Sale Be With You
A humorous, inspiring, quick-read book 
for busy salespeople. Through father–
son mentoring sessions the reader 
gains valuable lessons and easy to 
implement ideas for Selling in the 
Now. A must-read for all sales 
professionals who want to become 
savvy in today’s sales environment 
and exceed their goals. 

Rich’s Partial Client List
IBM • Sprint  • Microsoft • Exxon Mobil • Unisys • BMW • Ecom XML Inc • Sungard 

Recovery • TechSpan  • Wang Laboratories  • Lockheed Martin • Meeting Professionals 

International (MPI) • Small Business Association (SBA) • U.S. Postal Authority 

If your customers have changed 
and your team hasn’t—get with it NOW. 

Contact Rich Lucia today.
Info@ADLassociates.com

972.899.3411
www.RichLucia.com

“Rich Lucia captures the essence of motivation 
by understanding what works today and 
conveys it in an easily understood, humorous 
manner. He energizes the audience and helps 
unlock their ability to succeed.”

 —Lockheed Martin

“Rich’s 180 Rule Management System has 
worked like magic with our sales reps. I’ve 
watched their enthusiasm for meeting their 
goals spiked as a result of using Rich’s tools.”

 —Frost & Sullivan

“I’ve never seen a speaker captivate a crowd 
the way Rich does. He delivers highly eff ective 
messages, and does so with humor and a keen 
ability to relate to his audience. Rich’s Selling 
in the Now program defi nitely has had an 
impact on our revenue.”

 —Ecom XML 

About Rich Lucia
Respected by industry colleagues as a “turnaround” executive, Rich has 
senior executive experience that spans a diverse range of companies: IBM, 
Sprint, Exxon Mobil, as well as Sungard Recovery Services, Unisys, Wang 
Laboratories. Rich skillfully teaches what he’s developed working with sales 
teams in corporations, start-up companies, and non-profi t organizations. 
Specifi cally, he uses the “180 Rule” Management System, which he has 
developed and launched.



Creates Name Recognition 
Everywhere You Want to Be

Using publicity to 
drive revenue higher for 

speakers, authors, and experts!

“Pam Lontos’ 
experience in sales, 
marketing and 
public relations, 
along with her 
media savvy can
jump-start your

career. She’s capable, committed 
and hard working.” 

—  Zig Ziglar 

You’ll Recognize Our Clients Here . . .

• Place your articles in business, trade and association publications

• Follow-up for publication dates and printed copies for your marketing

• Pitch story ideas to media contacts, positioning you as the expert

• Secure interviews for you in newsstand magazines and newspapers

• Target radio and/or television shows that are appropriate for your topic

• Pitch internet contacts to get your original articles placed and to arrange 
interviews with you as an expert

How We Get Your Name Recognized

Customized packages available; please call for a quote.

Pam Lontos is President of PR/PR. 
With her years of experience in 
promotion and with a Masters 
Degree in Psychology and Advertising, 
Pam knows the publicity ropes. 
She is a past VP of Disney-owned 
Shamrock Broadcasting, author, 
and former speaker.

775 S. Kirkman Road, Suite 104 Orlando, FL 32811 
Phone 407-299-6128 or 800-786-1764 • Fax 407-299-2166 
Web www.prpr.net • Email pam@prpr.net



“Since I began working with PR/PR, I have been published and printed in 
magazines, newspapers and articles of all kinds, all over the country.” 

— Brian Tracy, author of 26 best selling books

“You marketed my articles to nearly 100 business and healthcare magazines. 
When I counted the number of subscribers, it totaled over 1 million readers!”

— LeAnn Th ieman, Co-Author Chicken Soup for the Caregiver’s Soul

“I attribute the eff ective use of well-placed PR to much of my success. 
I have never endorsed or recommended a fi rm with this level of excitement, 
but Pam Lontos, the owner of the fi rm PR/PR, is a keeper.”  

—  Sy Sperling, Founder, Hair Club for Men

“Th e time I have spent with your fi rm has rewarded my career tenfold. I 
have seen a direct correlation between the publicity and placements from 
your fi rm and my calls for speaking engagements. I have been able to fi ll 
my calendar and raise my fees twice this year thanks to you and PR/PR.” 

— Dr. Maurice A. Ramirez, President, High Alert, LLC

“PR/PR is largely responsible for the phenomenal bestseller success achieved 
by my book Less is More. Hire them and let them work their magic.” 

—  Jason Jennings, Bestselling Author

“I have worked with many PR agencies in the past 10 years and no one has 
ever come close to getting the results you have. Ever since I started with PR/
PR, people keep saying, ‘I see you everywhere!’”  

— Barbara Hemphill, author of Taming the Paper Tiger 

“Using her contacts and extraordinary sales ability, Pam gets to the right 
person and sells her clients talents.” 

— Frank Bucaro, author of Taking the High Road

PR/PR’s clients include speakers, authors, and experts at all levels.

775 S. Kirkman Road, Suite 104 Orlando, FL 32811 
Phone 407-299-6128 or 800-786-1764 • Fax 407-299-2166 
Web www.prpr.net • Email pam@prpr.net

How to Contact Us:

These are the people we work with . . .

. . . there must be a reason why.




