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business fyi

11 Things I Wish I Knew When 
I Started My Business

A lot of people like to fool 
you and say that you’re not 
smart if you never went to 
college, but common sense 
rules over everything. That’s 
what I learned from selling 
crack.      -Snoop Dogg 

My name is Stephanie St. Claire, 
and I am an unfunded entrepreneur. 
I’ve been in business for three years, 
after engaging in my own personal 
and tenuous renaissance (uh…
divorce) and rediscovering my Di-
vine Core Purpose. In other words, I grew a pair of 
ladyballs and started living the life I always wanted to 
while making money doing it.

But there was a LOT to learn, and some of those 
things weren’t covered in Who Moved My Cheese.

Throw these four rockstars into a blender, and 
you’ll have a composite sketch of me in the first three 
months of my business:

Glitter was literally shooting out of my eye sockets 
as I quit my PR firm job and started my own busi-
ness. Full of optimism, living in New York City, and sur-
rounded by a tribe of friends who were also launching 
businesses, art, and gigs, I felt it was the perfect time 
to make the bold move to entrepreneurship. I was 
now officially Living My Dream and Working For My-
self which meant that I was In Charge of My Financial 
Destiny and Captain of My Promising Future.

Luckily my initial hyper-optimism buoyed me 
whilst, oscillating between euphoria and despair, I was 
slowly but systematically forced off The Magic School 
Bus and onto the S.S. Battleship Long Haul.

I was a quick and eager learner, but despite the 
hours of webinar watching, countless Friday nights 
pumping out website copy, and teaching myself ev-
erything I could about HTML, there were just some 
things I didn’t get. I had to fall on my butt to procure 
the “masters degree in life survival” every entrepre-

neur has to earn on their 
“journey.”

Here are 11 things I 
wish I knew when I started 
my business. I hope they 
will save you some time, 
but at the very least, some 
anguish because – experi-
ence is a good teacher here 
– the sodium from your 
tears acts as a corrosive 
melting agent on all brands 
of premium ice cream, but 
otherwise, makes a superb 
saline for your dirty martini. 
Cry over a cup, oh fathom-

less bird of preneurial gumption!

ONE.  Running the business is your first pri-
ority. Your success (and financial stability) will come 
from expertly running your business – not teaching 
yoga, life coaching, writing copy, or making jewelry. 
In other words, you will spend 15% of the time doing 
what you love (your gift . . . in my case coaching and 
writing) and 85% of the time marketing, administrat-
ing, selling, strategizing your business, and answering 
a ton of email. Survival will totally hinge on how quick-
ly you adopt this role of business owner first, creator 
of pretty things, second.

This sucked for me because I wanted nothing to 
do with running a business. I just wanted to be a writ-
er and a life coach who wrote and coached all day. I 
didn’t get it.

TWO.  Ready to meet your soul mate? It’s you. 
Entrepreneurship is the most life changing relation-
ship (like marriage or parenthood) that a person can 
have. You will be confronted overandoverandover with 
your fears, your insecurities, your crappy excuses, 
your limitations, your justifications, your lousy integ-
rity, and your inefficient time management. The stan-
dard you held yourself to in the work-a-day world was 
good enough then, but it won’t be good enough to 
run your own business. And you will learn to accept 
yourself through all this because in order to get up 
every day and create, you have to. Somehow through 
that process of acceptance, while you’re busy put-

Continued on page 5
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NAWBO Buffalo Niagara 

is the premier organization 

for women business 

owners who aspire to 

accomplish growth, 

education, and 

connections.

nawbo

The National Association 

of Women Business 

Owners propels women 

entrepreneurs into 

economic, social, 

and political spheres of 

power worldwide by:

• Strengthening 

the wealth creating 

capacity of our members 

and promoting economic 

development within 

the entrepreneurial 

community

• Creating innovative and 

effective changes in the 

business culture

• Building strategic 

alliances, coalitions, and 

affiliations

• Transforming 

public policy and 

influencing 

opinion makers

2013/2014 program
Program is subject to change

make your dinner reservation online at:  www.nawbowny.org
Include your full name, telephone number, dinner choice (guests include name of NAWBO member who invited you).  Mail pre-

payment (check payable to NAWBO) to:  NAWBO, P.O. Box 1165, Orchard Park NY 14127.
We now accept paypal: log onto our website and follow prompts for payment.

Questions?  Contact our chapter administrator, Jeanne Hellert, at 238-2461 or nawbowny@gmail.com.

Please RSVP by 3:00 p.m. on the Friday the week before the Wednesday night meeting

Please note: meeting date!!
thursday, december 12, 2013

Holiday Networking Get-Together
Please bring a guest to our networking meeting with ABWA WNY Charter Chapter (American Business 
Women’s Association)!  Mari McNeil will be singing jazz favorites from The Great American Songbook – the songs 
of Ella Fitzgerald, Tony Bennett and Frank Sinatra, plus a few you might not know.

wednesday, january 8, 2014

Keeping it Simple - Keeping it Real: A 
Practical Approach to Strategic Planning for 
Your Business
Having a vision of what your business will become and mapping for the course ahead 
ensures your venture will remain competitive and relevant.  Many businesses fight their way 
through the strategic planning process only to produce an onerous document that sits on 
the shelf never to be looked at again.  In this session we will explore a simpler way to those 

results in a “living plan” that will engage and align your team while focusing on accountability and execution of your 
team’s vision.  Presented by Tom Ulbrich, executive director, UB Center for Entrepreneurual Leadership.

Would you like to host one of our monthly Breakfast Briefs?
NAWBO Buffalo Niagara will be offering monthly morning meetings entitled Breakfast Briefs. This group will 
gather the third (or fourth) Thursday morning each month as a networking platform, a learning venue, and an 
opportunity to share business experience. a chapter member will “host” the monthly meeting by committing to a 
particular month. The host member is allotted a 30 minute window to speak about their business and to deliver 
information that is useful to other women business owners. We’ve set up a 30 minute window for network too! 
Location will be the Pancake House, 5479 main Street in Williamsville (members pay for their own breakfast) or at 
the business location of the “hosting” member where host will supply a continental breakfast. 

If you are interested in hosting a Breakfast Brief, please contact committee chair Nicole Fiorella at ni-
cole@fiorellasearchgroup.com.

Location Windows on the Green Time 5:30 p.m. Networking
 Westwood Country Club  6:00 p.m. Dinner
 772 North Forest • Williamsville NY 14221  

Cost  $30 member • $ 40 guest RSVP Cancellation 48 hrs in advance.
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Key.com is a registered service mark of KeyCorp 
©2011 KeyCorp. KeyBank is Member FDIC. CS10985 617493684

unlock
your
company’s
potential
At KeyBank, our business bankers tailor 
unique financing strategies to help you 
take your business wherever you want it 
to go.

We help you get the funds to buy a new 
building or renovate existing space, pay 
for new equipment or upgrade 
technology. We also help protect 
against fraud, manage your cash flow 
and make sure your payroll is always 
accurate.

Whatever you need, we offer the kind of 
straightforward advice to help take care 
of all the things that matter most.

go to key.com/business
call Elizabeth Kraus at
call 847-7775
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silver member chapter partners
Alliance Advisory Group
Suzanne Novelli • 817-7109

Barbara Oliver & Co. Inc.   
Barbara Oliver • 204-1297 

Brown Electric, Inc. 
Sharon Brown • 694-7622 

Career Partners International/Buffalo Niagara   
Dottie Austin • 632-7663

Duke Holzman Photiadis & Gresens LLP   
Patricia Gillen • 855-1111

Healthcare Solutions WNY, LLC   
Sharada Varanasi • 206-1504

Insty-Prints Business Printing   
Joyce DeLong • 634-5966

Lisa Hunter Jewelry   
Barbara Maira • 634-5353

Lougen, Valenti, Bookbinder & Weintraub, LLP
Carolyn Valenti • 204-9000

White Rabbit Design Studio   
Katharine Smith • 839-3696

Lisa A. Coppola, Esq. 
Partner  
Rupp, Baase, Pfalzgraf, 
Cunningham & Coppola LLC
1600 Liberty Bldg. • Buffalo NY 14202
telephone  716-854-3400
fax  716-332-0336
e-mail  coppola@ruppbaase.com
www.ruppbaase.com
Lisa Coppola is a litigator and partner in Rupp, Baase, 

Pfalzgraf, Cunningham & Coppola LLC, which is based in downtown 
Buffalo with offices in Lockport and Rochester. 

welcome new member!

All contributed articles must be original work; all previously published works must be accom-
panied by the publisher’s authorization to reprint. WOMANink reserves the right to edit con-
tributed articles for clarity and length, and reserves the right to refuse to publish any contrib-
uted article.

The articles contained in WOMANink express the views of the individual authors and do not 
necessarily represent the views of NAWBO, or the NAWBO Buffalo Niagara Chapter. WOMANink 
is distributed for information purposes only, with the understanding that neither NAWBO, the 
NAWBO Buffalo Niagara Chapter, nor the individual author is offering legal, tax or financial advice.

WOMANink is a monthly information service for the NAWBO Buffalo Niagara Chapter’s 
members and other women business owners. Published 10 times per year (no issues pub-
lished in July and August). Circulation:  September and February issues approximately 750; 
and remaining months, approximately 140. Payment must accompany all advertisement 
requests. WOMANink reserves the right to refuse to publish any advertisement.

© NAWBO Buffalo Niagara

2013/14 Editorial Board
Marilyn C. Miller, President
Celeste DiStefano, Immediate Past President
Ramona Gallagher, Editor 

Design/Layout 
Katharine Smith, Communications Co-chair

Articles 
Email submissions: whiterabbitdesign@roadrunner.com
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President Marilyn C. Miller 208-9548 marilyn@artfulthreadsembroidery.com
President-Elect Donna Scalfaro 706-0003 Donna@CarpetCareServices.net
Imm. Past President Celeste DiStefano 310-5274 cmdistefano@verizon.net
Secretary Nancy Eckerson 984-4413 njeckerson@outlook.com

Directors
Kristine Buchband 667-5009 kristine.buchband@MSSB.com
Amy Christieson 524-6740 achristieson@benefitbrokerswny.com
Jennifer Cooper 297-2340 jen@oldgloryflag.com
Mary Eicher 741-5108 mary@ewdinteriors.com
Dolores McCarley 831-3888 rpa-dmccarley@usa.net
Suzanne Novelli 445-7442 suzanne_m_novelli@glic.com
Leanne Oldenbrook 864-1194 crescmnyoga@yahoo.com
Sabina Ramsey 308-6208 sabina@insightinternationalusa.com

Chapter Administrator Jeanne Hellert 238-2461 jhellert@roadrunner.com

2 0 1 3 / 2 0 1 4  c o m m i t t e e s
Breakfast Briefs Nicole Fiorella 565-1944 nicole@fiorellasearchgroup.com

Communications Sabina Ramsey 308-6208 sabina@insightinternationalusa.com
 Katharine Smith 839-3696 whiterabbitdesign@roadrunner.com

Corporate & Economic 
Development Marilyn C. Miller 208-9548 marilyn@artfulthreadsembroidery.com

Finance Dolores McCarley 831-3888 rpa-dmccarley@usa.net

Fundraising Jaime Proulx 800-338-3820  jaime@datalineonline.com

Membership Joyce DeLong 634-5966 joyce@instyprintscheektowaga.com

Nominations Celeste DiStefano 310-5274 cmdistefano@verizon.net

Program Donna Scalfaro 706-0003 Donna@CarpetCareServices.net

Scholarship Mary Eicher 741-5108 mary@ewdinteriors.com

Service Project Dottie Austin 632-7663 Daustin@cpibn.com

Women in 
Leadership Gretchen Nichols 688-3800 gnichols@nfdlaw.com 

NAWBO Buffalo Niagara

Our Mission
NAWBO Buffalo Niagara is the premier organization for women 

business owners who aspire to accomplish growth, education, 

and connections.



ting yourself out there in spite of your flaws, 
your weaknesses will transform and you will 
fall in love with yourself. Not in the over-hyped 
“SELF LOVE 2012” way, but in a quiet way 
that sneaks up on you after witnessing a thou-
sand splinter-sized moments of transcending 
the baser aspects of yourself.

THREE.  Your trajectory for success 
will take as long as everyone else’s, even 
though you’re special and brilliant. I heard 
the “two-year rule” when I started my biz, but I 
was confident I could do it in six months. I be-
lieved with every fiber of my glittery, go-gettin’ 
heart that my work ethic (15-hour days/seven 
days a week), along with my talent, skills, and 
personal magic, I could rip a path to acceler-
ated success because also, this was A Leap of 
Faith and I was Living in My Divine Authentic-
ity and that was worth some express lane juju 
points from Heaven.

Jesus had other plans.
See #4.

FOUR.  Running out of money is a com-
mon part of the journey. You won’t expect it, 
because you prepared for the long haul. You 
secured a business loan, or got some inves-
tors, or sold your house (cough, cough), or 
have one year’s worth of savings and you have 

planned accordingly.
But then all of the sudden, midst the puffy 

clouds and blue skies, your little twin engine 
Entreprenairplane will sputter, the needle on 
the gas gauge unexpectedly plummeting to 
zero, and you will have only one choice… land 
your plane on the wild, abandoned air strip 
called Bank Balance: Fourteen Dollars. And 
this will be the LAST PLACE you ever thought 
you’d crash land, cuz didn’t you pass this test 
on No More Sephora Island?

Well.
The good news is this is a rite of passage 

that will launch you into the League of Busi-
ness Badassery in which, once you are out of 
the money hellhole, you will be unstoppable. 
You’ve been to the baddest prison there is, you 
looked down the barrel of your worst fear, and 
you stood your ground. You didn’t quit. You got 
up the next day, and you wrote your next post, 
created your next offering, and answered the 
email with zero dollars in your bank account.

There is nothing more beautiful than run-
ning out of money and realizing that you are 
doing your work because you’ve got the guts 
to stand in the face of no agreement and push 
through when there is no evidence of security. 
You really, truly love what you do, and you’d do 
it for free if you had to.

Irony is a sassy bitch, isn’t she?

FIVE.  Build a hybrid stream of income. 
Take a second job if it will give you peace of 
mind. Please don’t be a jackass like I was and 
make it mean that you’re failing at your busi-
ness. I was so resistant to “dividing my focus” 
or taking any action which I interpreted as 
undermining my commitment to being a suc-
cessful writer and coach. Do you see the hell-
ish mousetrap that was? I really thought that 
by making a Plan B I was telling the Universe I 
wasn’t 100% serious about my success. Don’t 
even get me started with my crazy aversion to 
Plan Bs. I created a worse problem by allowing 
financial stress to gut me of my sanity.

If having a steady stream of part-time in-
come would be in service to your peace of 
mind, DO IT.

I finally came to terms with the fact that 
I was being obnoxiously naïve about how 
money, peace, survival, and timing all work to-
gether and I got a second job. By doing this, I 
supernaturalized my own path to freedom and 
self-sustainability. And since I wasn’t freaking 
out about money anymore, I liberated more 
creative real estate in my brain to apply toward 
my business.

SIX.  Read Steven Pressfield’s Do the 
Work. The biggest challenge you will deal with 
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 1According to statistics released by the U.S. Small Business Administration (SBA) for total approved loans through the SBA’s 7(a) lending program during the federal fiscal year ending 
9/30/2010. ©2011 M&T Bank. Member FDIC.  H

While other banks 
wait and see,  
M&T lends.

Now more than ever, small businesses need the support of banks to succeed – to remain viable in today’s economy and to create jobs for 

families. And that’s why M&T Bank is out there continuing to make loans. In fact, we made 36% more SBA loans this year than last – 

making us the sixth largest SBA lender in the country. These rankings1 confirm our unwavering commitment to the small businesses 

in all our communities. See what our strength, experience and full range of business banking services can do for you. Stop by any M&T 

Bank branch, call 716-839-8720, or visit us at mtb.com/SBAlender. 

# 1  SBA Lender In Western 
New York Sixteen Years 
In A Row.

#6 SBA Lender Nationally.

Continued on page 6

business fyi, continued 
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LAUNCH GREAT

IDEAS.
visit us at firstniagara.com

in running a business is your own resistance. Period, end of story. Be-
fore you study anything about marketing, social media, money, or time 
management, read this book. You’ll be treated to gems like this:

Our enemy is not lack of preparation; it’s not the dif-
ficulty of the project, or the state of the marketplace, or the 
emptiness of our bank account. The enemy is resistance. 
The enemy is our chattering brain, which, if we give it so 
much as a nanosecond, will start producing excuses, alibis, 
transparent self-justifications, and a million reasons why he 
can’t/shouldn’t/won’t do what we know we need to do.

A professional distances herself from her instrument. 
The pro stands at one remove from her instrument – mean-
ing her person, her body, her voice, her talent; the physical, 
mental, emotional, and psychological being she uses in her 
work. She does not identify with this instrument. It is simply 
what God gave her, what she has to work with. She as-
sesses it coolly, impersonally, objectively.

Does Madonna walk around the house in cone bras and 
come-f*k-me bustiers? She’s too busy planning D-Day. Ma-
donna does not identify with “Madonna.” Madonna employs 
“Madonna.”

SEVEN.  Spend less time researching, more time doing. Re-
searching/studying/reading other people’s blogs is a form of resis-
tance. In order to get clarity, you must act. Clarity does not come by 
learning more, it comes by jumping in with your instincts and putting 
yourself out there, even if you don’t know exactly what you’re doing.

Block out the distractions (turn off the phone, Facebook, and Gmail) 
and take inspired action that feels fun, easy, and exciting. This will rattle 
your inner Perfectionist Catholic German Drill Sergeant, because you 
have been taught that succeeding requires you to do boring, tedious 

crap that’s difficult. Sometimes you’ll have to do boring stuff (prep your 
tax receipts) but when working your business, make it fun and exciting 
or you will end up indulging in resistance behaviors.

EIGHT.  Only say yes to clients/collaborative projects that are 
HELL YESES. Scrutinize any joint project carefully and qualify the per-
son you are doing the project with (even if they are your friend and 
you LOVE them). Get everything in writing before you embark on the 
project, with a clear division of labor and deadline dates. You will most 
likely be splitting the profits, so have two numbers in your head: The 
$ number you would LIKE to make, and the $ number you NEED to 
make in order to pay for your time. Set the first financial deadline early 
to make your NEED number so that you both have the freedom to walk 
away if the project isn’t going to be profitable. Have a transition strategy 
in mind so in case that happens and one of you wants to continue on 
with the project, there is a way to pass the baton gracefully.

Summed up: COMMUNICATE ABOUT EVERYTHING, even though 
you’re friends, even though you love each other, even though you trust 
each other, even though you’ve worked together at XYZ Company, be-
cause projects have a way of going sideways and making everyone a 
little custodial and overreactive.

NINE.  You must devote time to becoming a brilliant marketer. 
MUST. I know you just want to spend all your days making hipster sar-
saparilla-scented mustache wax, or needle pointing edgy throw pillows 
for Etsy, or writing your YA zombie novel, or life coaching women to 
stratospheric success, but if you don’t spend time marketing you will 
not make money.

This was my biggest weakness when I started because I thought 
marketing = slimy sales letters with big arrows and opt-in boxes and I 

Continued on page 7
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couldn’t! I wouldn’t! So I put my head in magical fairyland sand, stubbornly insist-
ing that my customers would be tractor-beamed into my budding practice by the 
pulsating, heavenly light that radiated from my vision boards and 4 blog posts.

And then I ate canned food and spaghetti for a long, long time.
But this rescued me – knowing what category I fell into: a guru-star, wisdom 

guide (ding ding), or connector/supporter. Beth Grant explains this expertly and 
you can watch a free webinar here which will help you figure out which one you 
are. And once you have that figured out, marketing to your customers will be a 
thousand times easier because you will be working within your natural vibe. I am 
not an affiliate for this, I just really love her work.

Learn what way you like to market and stick to that and do it consistently 
and often. Even if you hire a pro, you will be doing some marketing yourself. 
Keeping your website fresh and current is essential in your marketing, so learn 
how to work WordPress and learn some HTML code. You will be in the guts of 
your website A LOT.

TEN.  Email will be your new best frenemy. Your inbox will explode. You 
care about everyone, but you can’t help everyone. Read: Not everyone is your 
customer. Your inbox will be a jumble of people who want to say thank you, 
people who want free stuff, and people who want your services. Your job is to 
quickly discern who’s who and respond in the most appropriate way.

Shorten the email back-and-forth as quickly as possible with people that are 
your potential clients. If your business is a consultancy where you are selling 
your time, I recommend having two form letters on hand that you can custom-
ize to the occasion: one for your potential customer and the other for your not 
potential customer.

Your Customer: Acknowledge their situation, request, or problem and invite 
them to a 20-minute call. Include your available dates, times, and a phone num-
ber you can be reached.

Not Your Customer: Acknowledge their situation, request, problem and direct 
them to other resources, practitioners, blogs, or articles that would be a splendid 
fit for them.

I love personally connecting with my clients. In this area of business, I am 
1997 all the way, and I pick up the phone and talk to them live. I set up all the 
calls on one day or schedule them after my regular client sessions. I have found 
this to save a colossal amount of time. In a 20 minute phone call, I accomplish 
the following:

• Find out their history and current issues.
• Explain to them how coaching works and pricing.
• Ascertain if we are a right fit and they are ready for coaching.
• Answer any of their logistical questions.
• Give them a personal sense of what it would be like to work with me on the 
   phone (my tone of voice, cadence through the call, etc.).
• Process the invoice.
• Set up the first session.
Do you know how long that would take back-and-forth by email?
Five days to a month. Do not screw your own time economy.

ELEVEN.  Number eleven is a hodge-podge: Do not work your business 
7 days a week. From time to time, forget everything you know about the “right 
way” to run a business and run it like a neighborhood lemonade stand. Do not 
price your offerings around your personal ability to pay for it — you are not your 
ideal customer. Work out perplexing issues in your business and it will resolve 
problems in other areas of your life. Breathe, play, laugh. Remember how lucky 
you are to be an entrepreneur. If you want to be smarter in business, read every-
thing these two people write: James Altucher and Penelope Trunk.

Now it’s your turn: What piece of advice could you offer a new entrepreneur? 
Onward!

Copyright ©Stephanie St. Claire.  Printed with permission. 
Stephanie St. Claire, Writer and Guidance Counselor | Founder 
of BLISSBOMBED.com.  Contact her at http://blissbombed.com
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Suzanne M. Novelli
Registered Representative
& Financial Advisor

600 Delaware Avenue
Buffalo, NY 14202
716. 817-7109   CELL  716. 445-7442
FAX  716. 817-7117
suzanne_m_novelli@glic.com
www.allianceadvisorygroup.com

s s s s s s s s s s s

Don’t take a chance  
on your company’s image.

3959 Union Road  Cheektowaga, NY 14225
p 716.634.5966  f 716.634.0841  insty@roadrunner.com

www.InstyPrintsCheektowaga.com

d e s i g n      p r i n t      c o p y      m a i l

business fyi, continued 
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5350 Main St.
Williamsville, NY 14221
Entrance on N. Long

716.634.5353
lisahunterjewelry.com

Fine handcrafted designer jewelry in gold and platinum.

Barbara Maira
Owner, AJP

71201-Barbara BC.qxp  10/12/2007  1:24 PM  Page 1

Sharada Varanasi
President & CEO

Ph 716.206.1504
Fax 716.651.9855
varanasis@hcswny.com 

AppleTree Business Park
2875 Union Road, Ste. 8
Cheektowaga, NY 14227

“Helping your practice become a successful business.”

Patricia Gillen
Attorney at Law

1800 Main Place Tower
350 Main Street
Buffalo, NY 14202-3718
e-mail: pgillen@dhpglaw.com

Duke Holzman 
Photiadis & Gresens LLP
tel: 716-855-1111
fax 716-855-0327

330 harris hill road • williamsville, ny 14221 • www.cpibn.com

dottie austin
principal

ph: 716-632-7663
cell: 716-652-2206
daustin@cpibn.com

Check us out online:

www.nawbowny.org

www.facebook.com/NAWBOWNY

twitter.com/nawbowny

Nancy Jo Eckerson
Author & Legacy Facilitator

Write Now!  Inc.
Serving all your writing needs.

5784 Main Street
Williamsville, NY 14221

(716) 542-6544
njeckerson@verizon.net
www.writenowink.com

Personal Legacies • Business Legacies • Freelance Writing

Witty

Wondrous

Whimsical

Woman-Owned

716 839 3696

www.whiterabbitdesign.com 
whiterabbitdesign@roadrunner.com

Imaginative, intelligent ideas that get your message across.

a r t i c l e s
E-mail submissions: whiterabbitdesign@roadrunner.com. Contributed articles 
must be original work; previously published works must be accompanied by pub-
lisher’s authorization to reprint. WOMANink reserves the right to edit contributed 
articles for clarity and length, and reserves the right to refuse to publish any con-
tributed article.

a d v e r t i s i n g 
ANNUAL AD RATES AND SIZES:
Ads run in 10 issues.
Full page (7 1/2" x 10") $1,000 
Half page (71/2" x 43/4") $525
Quarter page (3 3/4" x 4 3/4") $225 
Business card (31/8" x 17/8”) $125

SPECS:  
Please send your business card and a check (made payable to 
NAWBO) to: White Rabbit Design, 173 Audubon Drive, Snyder 
NY 14226. For electronic submissions, preferred formats: PDF, eps or 
tif. Email files or questions to: whiterabbitdesign@roadrunner.com.
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