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In this Issue: 

IEA Conference 2010  

     - Who Should Attend? 

     - Aloha, Sheraton Waikiki 

 New Member Firms: Syracuse, Honolulu,  

Seattle, Calgary, Oregon, Edmonton  

Chapter News & Contact Changes 
Congratulations: Vancouver & New Orleans 
Changes: Red Deer, Fraser Valley, Contra 
Costa, Peninsula 
Condolences: Buffalo, Las Vegas, Shreveport-
Bossier 
Prez Jack visits Washington EA 
What is the Executives Association Way? 
7 Secrets of Getting Referral Business 
IEA Hotels  
 

Chapter Directors: 
For next month’s newsletter  I 
would like feedback on your Social 
Networking Plans - do you already 
have a Linked In or Facebook 
page?  Blogs? Bulletin Boards?  
Want to know what IEA plans?  
 
  

We don't have to be in the 
same room to be on the 
same page!! 

 
 

Welcome New Members!  
Welcoming new company members to the IEA 
chapters.  
 (For inclusion, send info to the IEA Director :) 
 
Syracuse 
Van Derhoof Roofing Company, Inc. 
Chip Van Derhoof 
vanderwc14@yahoo.com  
 Roofing - Residential  

 

 
Aloha!!!  

  
IEA Leadership Conference 

Honolulu, October 4 - 7, 2010 
 

Who Should Attend: Chapter Presidents, other Board 
Members. Classification Holders or Executive Directors. 

 

The Annual Coordinators Conference has been held since the 

early 30’s and was attended by Chapter Coordinators only.  In 

1996 when the International Executives Association was 

formally created,  it was with the intent that the IEA be primarily 

for Members so it would be an additional tool for the 

Classification Holders to increase their networking as well as 

help them run their Associations. 

In 2010 the Leadership Conference will have many of the topics 

covered pertaining to either running a business or  an 

Association more efficiently.  Therefore the people who should 

attend are the one who actually Manager the Association and 

set policy & direction for the Chapter.   

In some chapters the Executive Director manages the group 
and helps guide policy, but in other Chapters the Executive 
Director is the Administrative Assistant to the Committee Chairs 
-  in that case, the President or Membership Chair would be the 
more likely attendee - although both can benefit from the 
Annual Conferences. 
 



Honolulu 

Montgomery Pacific Outsourcing  
Bernice Parsons 

bparsons@montpac.com 

 

Seattle 
Sarah Henry 
Gaspar's Construction 
Construction: Residential 
remodeling/Seattle 
sarah@gaspars.com 
 
 
Oregon (Portland) 
Pacific Inns, LLC 
Tiffany Forni 
Hotel 
tiffany@pacificinns.com 
 
 

Calgary 
Cory Andrusiw  
Westcon Precast 
 Precast Concrete Manufacturer 
 cory@westconprecast.com 
 www.westconprecast.com 

Scholten Psychological Services  
Dr. Teeya Scholten 
Psychologist 
teeya@shaw.ca 
www.empowermentplus.org 

Edmonton 

Kerr Interior Systems  
Darryl Wiebe 
Commercial Drywall Systems  
 darryl.weibe@kerrinterior.com  
www.kerrinterior.com 
 
Lenmak Exterior Innovations 
Ray Turner 
 Exterior Metal Components      
rturner@lenmak.com        
www.lenmak.com 
 

 
 
 

Members Traveling:  
 Travelling? Try an IEA member hotel? 
(& attend an EA meeting for 
Attendance credit while there!) 
 
Oregon (Portland) 
Pacific Inns, LLC 
Tiffany Forni 
tiffany@pacificinns.com 

 

Las Vegas NV 

Gold Coast (Boyd Gaming) 

 
 

Host Hotel: Sheraton Waikiki 

 

           Hotel amenities include:  Business Centre, Fitness Centre, 

Restaurants, Shopping, 2 pool areas (one is adult only),  

 

Mon Oct 4th –  
9:00 to 5:00PM – IEA Board Meeting  
6PM to 9PM – Welcome Reception  
 
Tues Oct 5

h
 – 

9:00 AM to 10:00AM Opening Ceremonies & Sessions  
Buffet lunch - Wally Amos – Speaker 
1:45 to 4:45 – More Sessions for ED’s & Members 
 
Wed Oct 6

th
 

8:00AM  –  Meet with  HEA 
Speaker – Karen Turner &  Breakout sessions 
3:00  – Board Meeting 
4:00PM to 10:00PM – Dinner cruise 
 
Thursday Oct 7

th
 

9:00AM to 10:00 – Closing sessions:  
 12:00 – Golf outing  
 

 

Chapter News & Contact Changes:  
 
Congratulations to Vancouver (Vanex)  celebrating 90 years! 

 
New Orleans 
Congratulations to Rudy Bierhuizen, Mike Posey Photography & 
Video who was named GNOEA 2009 “Executive of the Year”.   

Condolences: 

Las Vegas:  Steve Hawley, Rakeman Plumbing, was a 
member of LVEA from October 1985 until his retirement in 
October 2008 
 
Shreveport-Bossier:  Former Executive Director Bob Hall’s wife Nell 

Hall passed recently.  Bob & Nell attended many annual IEA conferences. 
 
Buffalo: E.W. Dann Stevens,  attorney and a member of BEA since 1977, 
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www.boydgaming.com 

Mary Ann Burns 

maryannburns@boydgaming.com 

 

Nanaimo BC 

Coast Bastion Inn 

www@coasthotels.com 

Kerry Pearce  

k.pearce@coasthotels.com 

 

Honolulu HI 

Outrigger Hotels & Resorts 

www.outrigger.om 

Lori Naone  

Lori.Naone@outrigger.com 

 

Whistler (Vancouver) BC 

Wildwood Lodge 

www.wildwoodlodge.com 

Al Hurwitz 

Al@alhurwitz.com 

 

Fort Lauderdale 

Lago Mar Resort & Club 

www.lagomar.com 

Walter Banks 

reservations@lagomar.com   

Fort Lauderdale 
LXR Luxury Resorts & Hotels 
Hotels 
Bill Stanton 
wstanton@luxuryresorts.com 
954-728-3533 
www.luxuryresorts.com 
 
Miami FL 
Miami Airport Marriott 
www.marriott.com 
John Mulrey 
john.mulrey@marriott.com 
 
Abbotsford BC 
Ramada Place 
www.ramadaabbotsford.com 

   

San Francisco CA 
Queen Anne Hotel 
www.queenanne.com 
Michael Wade sales@queenanne.com 
 
Palm Beach FL 
Palm Beach Gardens Marriot 
www.marriott.com/pbipb 
Roger Amidon 
rogeramidon@marriott.com 

the Past President from 1987, and legal counsel to the BEA forever.  His 
son, Dr. Reed Stevens, is a veterinarian who has been a BEA member since 
2006.  

 
Red Deer Leads Executives Association: New Executive Director is 
Duane Demeria (no contact info at this time) 
 
Fraser Valley new Executive Director Adrian Percival(no contact 
info at this time) 
 
Contra Costa EA Bonni Hendricks: 
association_office@worldnet.att.net 

 
Peninsula Executives Association Neal Coogler, Ex. Dir. 408-246-
1819. 

 
 
 
 
 

 

IEA President Jack Schneider  visited the Washington Execs on his 

back to Honolulu following the Mid Year Board meeting in Orange County at 

the end of April:  (I believe his compass may be  broken?) 

ñThe Washington Execs meeting was absolutely outstanding.  The facility 

wherein they meet was superb, and the camaraderie exhibited was 

outstanding. 

The group, although small, was highly motivated and extremely 

knowledgeable.  They are choosey as to new members because of their 

desire to admit only members who meet their high quality standards.  

Obviously, this will promote slow growth, but the end result will be an 

outstanding Executive Association.ò 

 

What is the òExecutives Association Way?ó 

(thanks to Linda Bennett, Syracuse Execs - I found this gem in her 

weekly bulletin) 

An Executives Association isé 

 A business service organization, operating for the individual 
benefit of its member firms, not for profit as an organization or for 
philanthropic pursuits. 

 An organization with one primary purposeé to produce business 
leads for its fellow members. 

 An organization that provides its members with dependable 
sources of supply.  Members trust each other to provide the highest 
quality of products and services at a reasonable price.  When a fellow 
member is satisfied with the service, they will recommend the 
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Warwick RI 
Radisson Airport Hotel 
www.radisson.com/warwickri 
Cheryl LaBanca 
clabanca@jwu.edu  
 
Red Deer AB 
North Hill Inn 
www.northhillinn.com  
Joyce Boone (no email)  
 
Charlotte NC 
Hampton Inn & Suites Southpark 
Fay.Gibson@Hilton.com 
www.hamptonsouthpark.com.  
  
Seattle WA 
Crowne Plaza Hotel 
Cristy Smith, General Manager 
csmith@cphotelseattle.com 
www.crowneplaza.com 
 
London ON Can 
Station Park Allsuite Hotel 
www.stationparkinn.ca 
lfrench@stationparkinn.ca 
 
Edmonton, AB Can 
The Westin Edmonton  
Brenda MacGregor 
brenda.macgregor@westin.com 
www.westin.com/edmonton 
 
Buffalo 
Embassy Suites 
Hotel  
Erin McGee, Sales Manager 
erin.mcgee@hilton.com 
www.embassysuites.com 
 
Akron (Cuyahoga Falls) OH 
Sheraton Suites 
www.sheraton akron.com 
Deborah E Smith  
dsmith@sheratonakron.com  

member(s) to their other business and personal contacts. 
 

Syracuse Execs should be thought of as an extension of your 

business, and part of your marketing plan !  You have an extended 

òexecutive sales forceó that you meet with each week.  As with any 

sales force, they need to be educated and trained  to maximize their 

potential for developing leads that turn into business for you! Use 

your SXA membership to its full advantage ! 

And I found this gem about Referrals in the Lass Vegas weekly 
newsletter - thanks Terri & Marguerite! In Edmonton we call these 
Direct Leads.... 

 
Seven Secrets of Getting More Referral Business 
 
Are you looking for a way to get more referrals from LVEA 

members, your present customers. or even from your competition? 

Implement these seven strategies and a flood of new business 

referrals will result: 

 

1) Make referral sources comfortable enough with your business to 

refer your business. Potential referral sources must have confidence 

in you. If you relate success stories (with the customer's permission) 

the referral source will get the idea that good things happen when you 

are around. 

 

2) Teach referral sources how to refer your business. If someone 

suggests you call Bill Gates, resist the impulse to celebrate. Instead, 

ask questions: How do you feel I could help him? How do you know 

him? What have you told him about me? Ask that person to call Mr. 

Gates so he will expect your call. 

 

3) Be sure potential referral sources know exactly how you can 

benefit customers or clients. If their knowledge of your business is 

limited, you can improve your position by explaining how you benefit 

customers or tell about the results you get. If you were an 

optometrist, you might say, "I help people see better", rather than 

"We give eye examinations and fit eyeglasses." 

 

4) Let your potential referral sources know that you need and 

want referrals. Many people have the impression that all of your 

customers come through the yellow pages. Others may think that you 

are always very busy and don't need any referrals or more business. 

Plant seeds any time you can. For example, when asked about your 

activities, you might respond "I'm excited about a new account that 

was referred to us by another client who was pleased with the work 

we just completed for them. In fact, most of our new business comes 

by way of referrals." 

 

5) You will get more referrals if you thank your sources enough. 
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Always thank a referring party three times. Thank them verbally, both 

at the time of the referral and after contact has been made with the 

prospect. Then thank them with a hand-written note. 

 

6) Have a game plan for gaining new referral business from 

competitors. You can get at least 10/0-15/0 of your referrals from the 

competition. Choose people who are where you were 2-3 years ago in 

the development of their business, and get to know them and their 

capabilities. Refer work to them that you cannot or will not do, then 

encourage them to pass along to you the things they can't handle. 

 

7) Don't let your referral sources forget about you. Combat any 

loss of memory by staying in touch. Keep a database of your referral 

sources just as if they were prospects. Don't let six months go by 

without them hearing from you. Remind them you are there - by 

telephone, mail or e-mail. 

 

Since referred prospects normally close at the rate of 5 times 

those generated by cold calls, using these strategies will be very much 

worth your time and effort. 

 
INTERNATIONAL EXECUTIVES ASSOCIATION 
P. O. Box 4044, Edmonton, AB T6E 4S8 Canada 
Telephone: 780-413-1979  Fax: 780-413-1975 
Managing Director Betty Adams  director@ieaweb.com 
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