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Upcoming Networking Meetings

PORTLAND GROUPS

Metropolitan Senior Network
www.MetropolitanSeniorNetwork.org (always same location)
July 7,8am 8 The Power of Laughter in Sales SWWMC, Memorial HealthCare Center Campus,
at Vancouver Heights Church, 5701 Macarthur, Vancow9ere 33rd St, 2nd Floor, Vancouver WA 98663
Aug. 4,8am & Panel Discussion for Marketers  July 16, 9am 8 Customer Service
at Vancouver Heights Church, 5701 Macarthur, Vapegivstr20 , 9am 8 What to say after a death
Sept. 1, 8am 8 Topic TBD Sept. 17, 9am & Ombudsman Program
at Vancouver Heights Church, 5701 Macarthur, Vancouver
Senior Provider Information Network (SPIN )
East County Marketing Exchange Aug. 24, 3pm & Topic TBD
July 13, 3pm 8 Summer Community Events atPacific Specialty, 1015 N Garrison Rd, Vancouver
at Summerplade727 NE Russell St, Portland, OR, 97203
Aug. 10, 3pm & Sales vs. Marketing SALEM GROUPS
at Park Rose Chateau , 3141 NE 148th Ave, Portland _
Sept. 14, 3pm & Closing Techniques Senior Service Network (SSN -Salem)

VANCOUVER GROUPS
Senior Service Network (SSN -Clark)

Office: at Gresham Manor, 2895 SE Powell Valley Gresh#ffy 28,9 am & Working with the Parish Nurse
20_5t S iss;psokane St at South Salem Senior Cefdéf) Fairway Ave SE
uite

Clackamas County Senior Network Aug. 25, 9am 8 Guerilla Mktg vs. Grassroots

July 15, 3pm & Adult Protective Services at South Salem Senior CeMé&Q Fairway Ave SE
at Oregon City Health Ct8,Hood St, Oregon CitySept. 22, 9am 8 Medicare Basics for Marketers

Aug. 19, 3pm & Topic TBD at South Salem Senior Cetdén) Fairway Ave SE
at Homewoods on the Willam&8&1 SE River Rd

Sept. 16, 3pm & Topic TBD

The Team: at Thel 852 RW 2n& Ava, Canby

Amy Schmidt
Lyman Schmidt

Portland, OR 97202

Mailing:
PO Box 820067

Portland, OR 97282 . .
Salem Senior Lifestyles

July 14, 9am & Location TBD
Aug.11, 9am 8 Home Instead Senior Care

at Phoenix Inns370 Commercial St SE, Salem, 9730z
Sept. 8, 9am 8 Clare Bridge of Salem

Senior Provider Information Network (SPIN)
Details listed at www.spinportland.org

Colleen Papp July 26, 3pm at1355 Boon Rd. SE, Salem, 97306
Shirley Smith Aug. 23, 3pm )
Jake Richmond Sept. 27, 3pm Senior Network

July 21, 9:30am & Home Health/Care Services

at NWSDS410 NE Cherry Ave, Keizer 97309
Sept. 15, 9:30am & Senior Mental Health Issues

at First Call Home Health G&EeUnion St. NE, # 205
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Greater Portland)y; Yambhill County Senior Networking Group
&"T"”’"f”;f“*‘M~"~ww~ﬁfifm<.,$,£ Aug. 19, 9am 8 Memorial Planning
at Arbor Oaks Terrace, 317 Werth Blvd, Newberg,

Get The Full Scoop

This is just a summary of the upcoming events; for complete details and updates
please visit www.RetirementConnection.com/networking

You may alJsimoursveiling lastd fi
to receive this and monthly updates electronically.
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What Makes This
Guide Different?

FOCUSED MARKET
Distribution in your back
yard. Consumers search
and shop locally

COMPREHENSIVE
Over 100 topics of
information, to be a one
stop resource for boomers,
seniors, caregivers and
professionals

DIGEST SIZE
Easy to carry, always on
hand, makes a great desk
or phone reference

DESIGN

Thoughtfully designed color

selection and low glare

paper for more mature eyes

97% RENEWAL RATE
High satisfaction and ROI
with existing advertisers

THE PREFERRED GUIDE
The
many organizations,
including: Washington
County Disability, Aging &
Veteran Services

SHELF LIFE
Seniors and professionals
keep our guide as a
valuable reference
resource

LOCAL REPS
That understand your
market and know your
referral sources to be an
advocate and help you
market your business

INTERNET MARKETING
Your events, promotions
and news posted on
RetirementConnection.com

DISTRIBUTION LOCATIONS
Hospitals, Senior Centers,
Area Agencies on Aging,
Case Managers, Libraries,
Expos, Physicians, Meals
on Wheels, Parish Nurses,
& more!

nof ficial

What is Retirement Connection

FOCUSED o COMPREHENSIVE o PRt

Retirement
Connection

GUIDE

EEES THE GUIDE

Retirement Connection Guide is the
most comprehensive local resource
for those 50 & better, with hundreds
of topics, comparison grids,
educational articles and caregiver
checkilist.

The guide can be found at ALL hospi-
tals, senior centers, libraries, meals
on wheels sites, and more than 500
addition locations. Free copies are
available to share with your clients.

www RetirememtConnection com » 3-80c-296-64c%

Retirement g
Connection.com =

THE WEBSITE

RetirementConnection.com
contains 100+ topics of
searchable listings of
information organized by
category, a news and events
section, a link to a printable
guide and marketing resources
for professionals.

e

Search Your Area of Interest

Learn More About Retirement Resources & Services In Your Area

About RetirementConnection.com
The official website for Retirement Connection Guide- designed for Boomers,
Seniors, Carzgivers & Providers to search more than 150+ topics of information
2nd connect you with & quick and complete reference of providers and services.
Our educstional articles, business profiles, svent postings, and help pages ar=
svailsble to offer ongoing support. The printed Retirement Connection Guide
can be picked up at many convenient locations or ordered from this website.

Print Guide Help & Referrals

Gt the Guics for your avea. Suaciz inyour ares.

THE NETWORK

We work within the community to
build a business-to-business
network. This includes a monthly
e-newsletter, calendar, network
meetings, quarterly events, and
professional development.




Find us on Facebook

View Postings and Articles by Joining us on Facebook
Visit our Page now

Enjoy great Wines & Hors d'oeuvres at the networking event of the year. With around
300 guests expected - including case managers & referral specialists this is THE

PDX/Vancouver Release Party

When: Thursday , July 15, 2010 4 -7pm
Where: Gerding Theater at the Armory

128 NW 11th Ave, Portland, OR

net working event you dondét want to miss.—

and other guests. Pick up copies of the new Retirement Connection Guide &
register for fabulous prizes. Email jill@retirementconnection.com with your name
and company to RSVP & be entered for prizes.

We are excited about the new location for the Portland/Vancouver Party and feel
it will better accommodate the amount of guests.

Al so Save the Date for-Ostaberebtbs Rel
at Mission Mill Museum

ease Party

Nuggets of Knowledge

Nurturing the Relationships that Matter; They All Matter

It is important to build relationships with the right people and companies regardless of their buying
time. If a potential client doesn't buy today we unfortunately drop them like a hot potato rather than

continue to nurture that relationship into fruition.

5 Tips to Nurture Relationships
1.

Itisn't just the

Companies don't buy the people do. Give a human touch. Make a phone call, first impression

send a card or take just a few moments to send an email to see how they are. that counts.
Be an advisor not a salesperson. A trusted advisor will always be more wel-

come than a hard -core salesperson. It's every

Is your customer here today and gone tomorrow? A new way of thinking: A impression that
customer is for life. Are you willing to invest what it takes to get their you make.
business?

Itisn't just the first impression that counts. It's every impression that you

make. Be consistent always.

Be personable. Your clients should want to talk to you - if they don't you might be trying to hard to
get the sale rather than develop the relationship.

Nurturing relationships reminds me of dating. If we take our "dates" for granted eventually they will
replace us with someone who doesn't. Evaluate your courting relationship with your clients.

If you were getting the treatment you are giving would you continue? If so, keep doing what you

are doing - if not it's time to make changes today.

- Laura Lake


mailto:Jill@retirementconnection.com
http://www.facebook.com/pages/Portland-OR/Retirement-Connection/117432338301152

