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Have you ever had a fear so strong that you feel paralyzed or powerless from it? And does this fear make you feel angry and upset 
with yourself? It seems we all have a fear of something, rational or irrational as it may be. But there is always a solution.  

My new year’s resolution is to overcome one of my biggest fears – the fear of flying. And yes, I fly quite often for my job. The 
frequent travel was actually one of the reasons why I accepted this position two years ago. I wanted to overcome my fear and what 
better way to do it than to feel an “obligation” to travel for my livelihood. I preface this by saying, this is not a small fear or one of 
those “I just get nervous when the plane takes off” kind of fears. Let me explain.

On the day of flying, I usually study the weather patterns across the country. I arrive at least three hours prior to my departure time.  
I then count the flights on the “Departures” and “Arrivals” screens to assure myself that thousands of flights take off and land safely 
each and every day around the world. And then I start my interview process. Everyone gets questioned – from the ticketing agent 
to the pilot to the flight attendant. I need to know how long they have been doing their job, how many times they have flown, and if 
there is going to be any turbulence during the flight. 

If I am flying alone, I usually warn the surrounding passengers and apologize ahead of time for what my behavior is going to be and 
what they will be subjected to over the next few hours. Once we pull away from the gate, I grab hold of the safety card and then bury 
my head in a scarf for the remainder of the flight. Don’t serve me food – only wine. I will screech when we hit turbulence. The win-
dow shade must be drawn. And I pray out loud. I usually have to send my fellow passengers a basket of flowers or candy to apologize 
for what I put them through. I used to convince my best friend, Christa, to come along on my business trips. But she stopped traveling 
with me after she had the great pleasure of sitting between me and another gentleman who, if you can believe this, was more afraid 
to fly than I was on the way home from London last year. They had to turn the plane around before we even took off.

But it was this past December when I decided something needed to be done and fast. After a turbulent flight to Atlanta, I arrived in 
my hotel room only to turn on CNN and watch in horror the Southwest Airlines’ incident in Chicago. I immediately called Amtrak 
and booked my train ride home. But when I awoke the next day, I realized my fear was completely irrational. I decided I would fly 
home after all and as soon as I got back I was going to do something to overcome my fear.   

I found a “Fear of Flying” course and I enrolled on the spot. The most important thing I learned from the seminar was that fear stems 
from the lack of information or knowledge about the source of your fear. I also realized many people have fears and that they should 
be taken seriously – whether it is the fear of flying, fear of heights, fear of your superiors at work, or even the fear of simply asking 
for a raise. But when you are equipped with the knowledge and education to combat the negative energy that fear creates, you will 
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Reminder  
of our  
next event:

Join us for our March breakfast event

Business Ethics and Preventing  
Fraud in the Workplace

Thursday, March 30, 2006 • 7:30 a.m. to 9:30 a.m.
Pyramid Club
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Who: Globalfit
What: Discounted memberships to over 
1,500 fitness clubs nationwide. 
How: Visit www.globalfit.com 
and select PWR (spelled out as 
‘Professional Women’s Roundtable’) 
for more info!

Who: M & T Bank 
What: $250 fee waived on Business 
Lines of Credit up to $100,000 until 
12/31/05 for all PWR members or 
referrals.
How: Contact Anne-Marie Nicola, Vice 
President, Business Banking at 610-
640-2391

Who: The Mann Center for 
Performing Arts
What: 10% ticket discount for groups 
of 20 or more for designated concerts

How: Contact Jan Griesemer at 
215-546-7900 x 125 or e-mail at 
jgriesemer@manncenter.org.

Who: Molletta (European Style 
Boutique)
What: 10% off purchase
Where: 55 N. 3rd Street, www.molletta.net
How: Mention you are a PWR member 

Who: Paige Wolf Media & Public 
Relations
What: 10% off public relations services 
from this multi-service communications 
company specializing in fashion, retail, 
restaurants, and the arts
How: Call Paige at 215-413-3790 or  
e-mail paige@paigewolf.com

Who: Philadelphia Business Journal
What: $71 for 1-year subscription  

(25% off regular rate) and receive the 
annual Book of Lists publication free of 
charge (normally $48)
How: Call 215-238-5119 and mention 
you are a PWR member

Who: Rebecca Smolen, Esq
What: 10% discount for legal services 
in Estate Planning (Wills, Trusts, 
Powers of Atty, Living Wills), Estate 
Administration, Tax Exempt/Charitable 
Organizations
How: Call Rebecca at 215-977-2624 or 
e-mail her at rsmolen@wolfblock.com 
and mention you are a PWR member.

Currently, PWR offers these ben-
efits for our members. If you have 
a benefit you would like to pro-
vide to our members, please contact 
membership@pwrountable.org.

PWR Member Benefits

SMART is a diverse team of business 
advisory, consulting, accounting, tax, 
and financial planning professionals that 
offers a comprehensive foundation of 
business expertise and practical, informed 
advice. SMART has set an innovative 
new standard 
for service that 
adds value to 
the bottom line 
and security to 
planning strat-
egy.

Located in 
the metropolitan areas of Atlanta, Balti-
more, Chicago, New York, and Philadel-
phia, and internationally in Amsterdam, 
the firm is comprised of over 550 profes-
sionals and staff. Their multi-disciplined 
team of professionals offers practical, 
informed advice that is both responsive 
and cost-effective in Accounting and 
Assurance, Advisory Business Services, 
Financial Advisory Services, Tax Ser-
vices and Business Consulting Services.

They deliver professional services that 
exceed their clients’ expectations. By lis-

tening to their clients’ needs and utiliz-
ing their extensive industry and service 
experience, they customize  processes, 
and effectively work to surpass client 
expectations.

Their people are seasoned, industry-
tested profession-
als. They’ve come 
from national 
consulting and 
accounting firms, 
and they’ve been 
senior-level exec-
utives or direc-

tors in businesses. In fact, many of their 
partners are former CEOs, CFOs and 
CIOs. 

Their people know the challenges cli-
ents face. They know what it takes 
to make effective business decisions, 
timely, accurate financial reports, and 
sound financial plans and programs. 
And they use this knowledge to quickly 
assess situations and provide intelligent 
solutions for improvement.

For more information about SMART, 
visit our web site at www.smartllp.com.

Sponsor Profile: SMART

overcome your fear and turn the negative 
energy into positive reinforcement. As 
you can imagine, there are many books 
and online tools to combat all kinds of 
fears.

No, I have not flown since I took the 
course this past January but I do have 
several flights booked in 2006 for both 
personal and professional reasons. But 
my new year’s resolution is not to let fear 
prevent me from seeing the world or tak-
ing on new challenges. I encourage you 
to do the same.

On behalf of PWR, we hope that you and 
your family have a safe and healthy 2006. 
And as we embark on a new year, PWR 
is excited to achieve the goals we have 
clearly defined for our organization – and 
for you. Have no fear; this year is going to 
be the best ever – for you and for PWR!

Sincerely,
Janine Dilauro
PWR President

PWR Letter from the 
President, cont.
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Mentoring – Strategies for Creating Successful Relationships

By Lesley Mallow Wendell, President, 
Rosewood Consulting Group

Mentoring has been identified by both 
men and women as being critical to their 
career success. Many women who have 
reached senior levels credit having a men-
tor as key to reaching their goals. Once you 
have reached a senior level (or are almost 
there), you may be more likely to serve as 
a mentor to others. However, your need for 
mentors of your own doesn’t necessarily 
diminish just because you have reached a 
senior or leadership role.

Mentoring, especially in today’s work 
environments, has changed dramatically 
over the past decade. Peers now mentor 
one another and in some cases, depend-
ing upon the particular situation, younger 
leaders are mentoring those with more 
experience. Finding one mentor who can 
provide access, guidance and advice in 
every aspect of your career is becoming a 
less realistic goal. Many emerging leaders 
will have several mentoring relationships 
as they advance their careers.

When do you need a mentor?
A mentor can be helpful at all stages 

of your career. In the beginning, a mentor 
within your own organization can help 
you learn the lay of the land, navigate 
the organization’s politics, determine what 
skills you need and how to develop your 
organizational style. Later on, mentors 
can help you learn about opportunities and 
position yourself to access them. They can 
also provide visibility by talking you up to 
senior management.

Mentors can be extremely helpful when 
you are struggling with a choice (to take 
a new position or accept an assignment to 
work on a particular project) or when you 
are faced with a new and/or unfamiliar sit-
uation (a new boss, a return from maternity 
leave). Talking through the decision-mak-
ing process and getting advice and feed-
back can be extremely beneficial because 
mentors are often able to ask questions to 
help you focus your thinking.

Should you have a mentor or a board 
of advisors?

Ideally, you will have more than one per-
son providing advice, counsel and access 
(to opportunities, individuals, assign-

ments). It is hard to find one person who 
can help with all your needs. And, having 
several people mentor you can be benefi-
cial because it provides multiple avenues 
for visibility and the chance to learn from 
people who possess a variety of styles and 
approaches.

Connecting with individuals on your 
board regularly for advice and counsel is 
beneficial. You will want to check in indi-
vidually with them. But in some instances 
(making a decision about a job offer, for 
example), you may want to meet with your 
entire board. Bringing a group of people 
together who know about you in a more 
diverse way improves the decision-making 
process.

How do you choose mentors? Connect 
with them?

First, you must determine what it is you 
need. Review your career vision and make 
a prioritized list of your developmental 
needs. Do you need help moving from 
one sort of role to another? Learning how 
to facilitate meetings? Managing a new 
project that is outside your area of exper-
tise? Balancing your work and personal 
life? Next, think about those individuals 
who could help you in each area. Who has 
developed the skills you seek? Who knows 
how to navigate the very upper levels of 
management? Who is effective at running 
meetings?

 The best relationships develop from a 
natural connection between two individu-
als. Talent and enthusiasm often draw the 
mentor or advisor to the mentee. Accom-
plishment and prominence (either within 
the career field or within the organization) 
draw the mentee to the advisor. However, 
the relationship is really more about learn-
ing than comfort. Your mentors should 
have the traits, skills and attributes that 
you want to learn more about or develop 
in yourself.

Look for ways to get to know individu-
als you would like to serve on your “board 
of advisors”. Has anyone on your list 
shown an interest in you? Who is aware of 
your accomplishments? Are there people 
who have provided advice who are not on 
your list? Consider adding them. Are there 
people on the list who can help you move 

ahead? 
Friends and colleagues may be able to 

connect you to mentors you have identi-
fied or they may be able to suggest people 
they think would be good mentors for you. 
Use these “referral partners” to connect to 
people on your list or expand it.

In some cases, you may need to approach 
a prospective mentor or advisor – seek 
them out at an office social event or busi-
ness meeting. Or ask them for coffee or to 
meet for lunch. You can approach them by 
acknowledging their expertise and indicat-
ing that you are trying to increase your 
skill level in ___ and hoped they might 
help by providing some advice and feed-
back. Start small and in a manageable way 
so you don’t scare them off.

Should you seek out mentors who are 
like you or different from you?

Because there continue to be fewer 
women than men in senior level positions 
in most organizations, it is beneficial to 
rely on at least a few men to mentor you. 
There are challenges to cross-gender men-
toring—gossip about the true nature of 
the relationship, stereotypical assumptions 
about gender, and differing preferences for 
social activities, to name a few. You may 
want to access the advice of men for very 
specific areas. Also, look for a best fit to 
assisting you in areas you seek to develop 
or access. Men who are involved with 
community activities and spend time vol-
unteering in their children’s lives might be 
more sensitive to issues related to balance, 
for example. Success as a leader in most 
organizations requires developing effective 
relationships with male leaders, and having 
a male mentor can support this.

Let the relationship evolve. Try to main-
tain some frequency of regular contact 
mixed with questions as they arise. Be sure 
to offer something back to your mentor 
– information about what is going on at 
your level, for instance. And, be apprecia-
tive of the time and effort the mentor gives 
on your behalf. As your relationship with 
your mentors evolves, use it as an oppor-
tunity to develop and fine tune your own 
skills as a mentor and/or coach, so that you 
can provide the same guidance to someone 
else as you advance in your own career.



4 Winter 2006

2006 PWR  
Events Calendar

January Event
Body language workshop with Russell 
Lipensky

February Event
February 28, 2006

Taking Care of Number One with Lynn 
Yeakel: Current issues in women’s 
health, how women professionals can 
make time for these issues 

March Event
March 30, 2006

Business Ethics and Preventing Fraud 
in the Workplace 

April Event
Mentoring: Structured Mentoring 
within Corporations

April Members Only Event
April 13, 2006

Opening Night Performance of “A 
Midsummer Night’s Dream” 

May Event
May 23, 2006

Weathering the Storm: How to Prepare 
Financially for Life’s Unexpected 
Changes

June Event
June 21, 2006

Executive Presence: Trunk Show and 
Disussion at Monika Turtle Studio

July Event
Who Has Time to Cook? Kitchen Tips 
for the Busy Professional

August Event
4th Anniversary Event and presentation 
of the PoWeR Award

September Event
Networking in Today’s Fast-Paced 
World (Speed Networking Event)

October Event Special Event - Details Coming Soon

November Event
Doing Business in the City of ‘Sisterly’ 
Love: Update on the Philadelphia 
Business Environment

December Members Only Event Members Only: Holiday Event

Member 
News and 
Events

News:
•  Hope Feldscher has taken a 

position as Director of Devel-
opment South Jersey for the 
Make-A-Wish Foundation® of 
New Jersey. She is charged with 
growing the Corporate and Indi-
vidual Development in South 
Jersey, a territory that cover Mer-
cer County down to Atlantic and 
Salem Counties. 

•  Sandra Stoneman was made 
partner at Duane Morris LLP.

•  Jessica Natali and Nina  
Russakoff were named among 
Philadelphia Magazine’s Ris-
ing Stars. Nina also recently 
welcomed a baby boy named 
Matthew.

•  Rebecca Y. Starr, a litigation 
associate at Hangley Aronchick 
Segal & Pudlin, was recently 
selected to speak at the American 
Democracy Institute’s 2006 East-
ern Regional Summit. Rebecca 
served on a panel on the Constitu-
tion in the 21st Century and spoke 
on trends and developments relat-
ing to Criminal Justice. 

Events:
Sally Morgan:  

Defying Gravity
March 3 and  

March 4, 2006
8:00 p.m.

Odette’s presents Sally Morgan: Defying 

Gravity. Odette’s is located at South River 

Rd. in New Hope, Pa. For more information 

and reservations call (215) 862-3000.

If you are a PWR member and have 

news or events you would like published in 

our newsletter, please e-mail your item to 

Newsletter@PWRoundtable.com. 
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Seeking Candidates for the PWR Board of Directors

On behalf of the Professional Women’s Roundtable (PWR) Board of Directors, and as the Chair of the Board Development and 
Nomination Committee, I am pleased to inform you that we are in the process of seeking two candidates to serve on our Board of 
Directors.

As you may already know, the PWR mission statement is to provide networking, leadership, educational and personal growth oppor-
tunities to a diverse group of emerging women business leaders in our community. Our goal as the Board of Directors is to foster 
PWR’s growth in accordance with our mission statement.

Serving on the Board of Directors has been a rewarding experience for me, as well as for the other members of the Board. We have all 
made some great connections and long-lasting friendships, and most importantly, have worked together to establish an environment 
where women can acquire and hone business development and other professional skills, expand and strengthen their professional 
network, and meet and cultivate new business prospects.

While we have a lot of fun, I have to warn you, the PWR Board of Directors is a “working” Board, and involves a significant time 
commitment from all of its members! Each member of our Board of Directors is expected to meet the following criteria:

• Be, or become upon being elected to the Board, a fully paid member of PWR (i.e., pay $240 — $100 membership fee plus 
$140 monthly event fees);
• Meet criteria for membership in PWR;
• Either have employer become sponsor of PWR or agree to secure at least one sponsor from target list;
• Either serve as an officer (e.g., President, Vice President, Treasurer, Secretary) or as a committee co-chair; and
• Be willing to (1) attend Board meetings (while atten-
dance at all 10 to 12 meetings each year is encouraged, 
attendance at 75% of meetings is required), (2) attend 
annual all-day Strategic Planning Board Retreat, (3) 
attend monthly PWR membership events (while atten-
dance at all events is encouraged, attendance at 50% of 
events is required) and (4) attend training sessions for 
service on the Board and, if applicable, a committee.

Service on a committee or as an officer of PWR is one of the 
most important responsibilities as a Board member. Our com-
mittees include Board Development and Nomination, Events, 
Membership/Marketing, Public Relations/Communications, and 
Sponsorship. Currently, we have two open co-chair positions on 
our Sponsorship Committee that we are seeking to fill. 

The first step in the application process is to complete an 
application, and to return it to me. Applications are due by 
November 30, 2005. I will then contact you to discuss set-
ting up meetings with several Board members. The Board of 
Directors may also elect to check references, names for which 
you are asked to provide on your Application. The Board will 
then vote on your application, and we will get back to you or 
or about April 1 to let you know of our decision. 

If you are interested in exploring Board opportunities and 
would like an application, or have any questions about the 
process or the benefits of serving on our Board, please 
contact me via phone at 215-979-1360 or via e-mail at 
sgstoneman@duanemorris.com.

Sandra G. Stoneman 
Chair, Board Development and Nomination Committee

Sponsorship Committee 
Responsibilities

The PWR Sponsorship Committee members research and 
develop a list of potential sponsors, and then solicit such 
sponsors through an organized fundraising agenda which 
coincides with PWR’s organizational objectives. Duties 
include:

• Develop, update and prioritize prospect list

• Develop and manage database of prospects 

• Prepare annual targets for number of prospects 
approached and new sponsors obtained, including 
numbers at each level

• Develop and update sponsor package and associated 
materials (i.e., levels and benefits, intro letter, 
commitment form, other materials)

• Conduct outreach to and meet with prospects 
(including mailings, calls and meetings)

• Conduct follow up with existing sponsors at time 
of their annual renewal to confirm sponsorship 
contribution and request renewal

• Provide PR/Communications Committee with up-to-
date Sponsor listing and facilitate obtaining logo and 
other necessary information from each sponsor for 
PWR print materials and web site



Professional Women’s Roundtable cordially invites you to 
attend the April 13th Members & Friends Event

Opening Night Performance of  
A Midsummer Night’s Dream 

A mystical ballet exploring love’s delusions and mishaps! 

Based on Shakespeare’s riotous comedy, A Midsummer Night’s Dream dem-
onstrates the magical transformational power of love. Brimming with fairies 
and butterflies, the spirited story follows the romantic adventures, quarrels and 
mishaps of a group of mortals and immortals, intricately woven to the lightly 
textured music of Mendelssohn. The mischievous servant, Puck, guides the 
characters through an enchanting landscape perfect for lovers.

Ticket includes an elegant buffet dinner at 6:00 p.m. (normally available 
to Prologue Series subscribers only) at the Double Tree Hotel. We will be 
welcomed by the Artistic Director, Roy Kaiser, for an informal talk. During 
intermission, Juliana deRosa, Manager of Audience Development and Busi-
ness Partnerships, will take us backstage to meet the dancers. Curtain rises 
at 8:00 p.m. on the Opening Night Performance of “A Midsummer Night’s 
Dream” at The Academy of Music. 

Thursday, April 13, 2006

6:00 p.m. Dinner at the Double Tree Hotel 
(237 South Broad Street, Philadelphia)

8:00 p.m. Performance of The Pennsylvania Ballet 
at The Academy of Music 

(Broad and Locust Streets, Philadelphia)

Member’s & Friends  
SPACE IS LIMITED FOR THIS EVENT

RSVP is due with payment in full on or before March 24, 2006.* 
RSVP to Jane Barr Pino at jane@barrpino.com  

* Non refundable. Performance and dinner must be purchased as a package. 

$90. Includes buffet dinner (Prologue Series) at the Double Tree Hotel and parquet seating at  
the opening night performance of “A Midsummer Night’s Dream” at The Academy of Music.

Founded in August 2002, PWR’s mission is to provide networking, leadership, educational and 
personal growth opportunities to a diverse group of emerging women business leaders in our 
community. For more information on PWR, visit pwroundtable.org or call 215-628-9844.

April Members & Friends
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PWR would like to thank its Sponsors and Friends for 
their generous contributions to our organization.

Silver Sponsors

Platinum Sponsor

Envision Solutions, Inc.

If you would like more information about PWR Sponsorship opportunities,  
please e-mail us at Sponsorship@PWRoundtable.org.

PWR is a 501(c)(6) not for profit organization. Copyright 2006 The Professional 
Women’s Roundtable. The Professional Women’s Roundtable, PWR and the five-women 

logo are service marks of The Professional Women’s Roundtable. All rights reserved. 

Newsletter design by Jessica Ngo

Galia & Johnson, 
Executive Search

Comcast Corporation

Gold 
Sponsors

Friend Sponsors

Charisse Lillie, Esq.
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