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In an effort to reach its goal of 
raising $100,000, the IPSSA Scholarship 
Fund is requesting donations of 
equipment, services and other items from 
manufacturers to be used in a silent 
auction at Pool Industry Expo during its 
Monterey convention from Sept. 27 - 29. 
The items will be displayed and bid on 
during the show. 
 The purpose of the IPSSA 
Scholarship Fund is to enable IPSSA to 
offer scholarships to help further the 
educational goals of all self-employed 
pool technicians and their families in 
California, Texas, Arizona and Nevada. 
Nearly $30,000 has been raised since its 
inception earlier this year. Applications 
for the next selection period are available 
on the IPSSA website at 
www.ipssa.com. 
 Those companies wishing to make 
donations for the IPSSA Scholarship 
fund for the fundraiser at Pool Industry 
Expo should contact Jim Ciccone at 
(909) 766-5725. 

 

• %�2�5�'�, Aug. 18, Embassy Suites, 
Santa Ana. (888) 360-9505. 

• 5�� %RDUG� 0HHWLQJ, Tues., Sept. 25,
7:00 p.m., (postponed from Aug. 21, 
location TBA. R7 Election. 

• 3RRO� ,QGXVWU\� ([SR, Sept. 27 – 29, 
Monterey Convention Center. (650) 323-
7743 (general info), (415) 883-3743 
(exhibitors). 

• 163,� 'HVLJQ� $ZDUGV� DQG� *ROI�
&ODVVLF, Fri., Sept. 28, 2001, Doubletree 
Golf Resort, 14455 Penasquitos Dr., San 
Diego, to benefit Children’s Hospital. For 
info, reservations, or sponsorships, call 
(888) 269-1589, fax (760) 941-3782, e-
mail: matthewgardner@msn.com. 

7KH�7RS����3ULQFLSOHV�RI�
$WWUDFWLRQ�1HWZRUNLQJ��

--by Davender Gupta 
 

The world is changing.... The reality 
now is that you must create your own 
network to provide the stability that you 
want in life. The more people who know 
about you, your talents and your 
abilities, the more easily you will attract 
the opportunities, jobs, resources, 
people, ideas, money and results that you 
really want! Here are ten principles to 
create a network that attracts success to 
you:  
 

1. %H�YLVLEOH. Make the first move, 
in a friendly, helpful way. Be a welcome  
stranger . . . adopt an attitude of 
enjoyment. (If you don’t like being there, 
people will sense it and will not connect 
with you!)  
 2. 3ODQW� VHHGV. Give something 
that they can remember you by. Add 
value by sharing what you know. (Keep 
your knowledge up to date!) Leave them 
feeling better about themselves ("what I 
appreciate about you is that you help me 
see new alternatives").  
 !1HWZRUNLQJ��SDJH���

(left) Rick Bishop explains Silent Auction 
procedure. (right) John Cook and the 
“famous” (or is it “infamous”?) Bruce Smith 
from the Escondido chapter meet and 
greet participants. Photo by Nancy 
Gillespie. 
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3. &UHDWH�D�GLDORJXH. Don’t tell or  
lecture; instead ask questions, find out 
more about the other person. Remember, 
you need at least six encounters before 
they remember you. Find ways to stay 
connected over time so you can create 
six different ways of staying in touch 
with the person (phone call, email, 
postcard, lunch date, squash game, 
noontime jog, etc.). Ask permission to 
stay in touch in a concrete way (can I 
give you a call on Tuesday at 10 a.m. to 
talk about yadayada?).  
 4. )LQG� RXW� ZKDW� WKH� RWKHU�
SHUVRQ�YDOXHV�RU�QHHGV�WKH�PRVW.
Be a resource: Put people in your 
network in touch with each other. The 
value you offer to the other person is the 
network you bring to the relationship. 
(This creates a much stronger positive 
impression than trying to "sell" 
yourself.) What’s also very important is 
to find out the other person’s 
communication or thinking style and 
adapt your own message to it. (If the 
person likes facts and figures, don’t do 
too much visioning -- give facts and 
figures.)  
 5. %URDGFDVW� \RXU� RZQ�
PHVVDJH. Distinguish your own 
personal brand - be known for being an 
expert in something or in some way. 
Create tremendous value...make people 
go "wow" in your presence.  
 6. 1HWZRUN� above you, below you 
and sideways from you.  
 7. .HHS�\RXU�QHWZRUN�DOLYH by 
being at the center of it.  Host your own 
network by starting your own groups. 

(I’ve started a couple of groups, 
including a monthly dinner conversation  
club.) Don’t attempt to get your personal 
needs met through your networks (i.e. 
don’t "sell" yourself to networks you 
host; people will come to you because of 
what you can offer).    
 8. Don’t make requirements of your 
network - EH� RI� VHUYLFH. Give value 
first, then receive - you may receive 
from another  (unexpected) direction. A 
simple example: don’t ask members of 
your network if they can hire you. 
Instead, ask your network if they know  
anyone who can hire you (go indirect). 
Or, offer to your network that if they can 
provide a referral you provide free/bonus 
help.  
 9. Use your network WR� H[WHQG�
\RXU�VNLOOV. Take a leadership position 
in the organizations that you belong to. 
Don’t just do what you normally do at 
work - you will lose interest and so will 
others (i.e., if you are a web designer, 
don’t be the webmaster for a group -- be 
an event coordinator instead!). Use your 
network to learn new skills in a safe 
environment. Don’t be afraid to ask for 
help, assistance, guidance or coaching. 
(In a network, people want to give back 
to you, because you give so much!)  
 10. 'RQ
W� KHVLWDWH�� EXW� GRQ
W�
UXVK. This type of networking is a style 
that takes time to adopt. (Hire a coach to 
help you learn it!) You are building your 
personal equity through the strength of 
your network. Take simple steps and  
eventually you will effortlessly attract 
what you need!  
 
DavenderGupta, davender@davender.com 
Web: http://www.davender.com.  
www.coachville.com/.  
www.dailycast.com/.  
Subscribe: toptenbusiness-on @lists.dailycast.com  
Cancel: toptenbusiness-off@lists.dailycast.com  
You can add your own Top 10 List or view 
thousands of such lists at http://www.topten.org/  
Copyright 2001 CoachVille, All rights reserved.  

 

0DNLQJ�\RXU�MRE�HDVLHU�
By Gary Meyer, Santa Clara Valley Chapter 
--from the IPSSAN, August 2001 

When you sell an equipment pad 
remodel, consider throwing in a tab 
feeder. If they have copper plumbing, 
which prohibits a chem feeder, or they 
already have a tab feeder – consider 
throwing in pool tools. Make sure to 
have o-ring lube for tab feeder lid o-

rings. The Rainbow brand comes with a 
lube that should be left near the feeder 
for use each time the lid is opened. This 
lube and/or automatic chem feeder lube, 
such as that provided by Blue White 
Industries (with their feeders) – works 
well on any 3” tab feeder lid o-rings. 
(The Hayward brand tab feeder lids need 
to be lubed, but Hayward does not 
include a lube with their product). 
 If the customer calls and tells you 
they are starting to see algae in their pool 
or spa (and you installed and restocked 
the feeder), you can ask them to turn up 
the feeder – until you can get back out 
there. 
 Just think how many more pools you 
could service each day, if all the tools 
were poolside. As an added incentive to 
sell pool tools to your customers, you 
can install tool hooks for them and 
include the hooks in the price of the 
tools. 
 Many of my accounts have tab 
feeders that I have installed. (I prefer the 
Rainbow 320 3-inch tab feeder). 
 For your accounts that have poolside 
or spa-side tools, such as poles, nets, 
brushes and spa wants, sell a spa wand 
by pointing out that you only service 
their spa once a week and that if the day 
they go to use the spa a worm has 
managed to crawl in, they will wish they 
had some nearby tools to extract the 
unwanted creature from their spa. 
 All of my spa accounts have a nearby 
childproof bucket with spa chemicals 
and test strips. I recycle the 90-lb. tab 
buckets as spa chemical containers. I 
also will stock spare spa cartridges and 
o-rings in these buckets. 

�

3RRO�5RXWH�IRU�6DOH�
Pool route for sale in San Diego; 
most pools at the beach. 25 pools for 
$20,000 or best offer. Also for sale: 
1996 Ford truck (50,000 miles). Call 
(619) 640-3612.  
 

 
You are all welcome and encouraged to 

submit newsworthy items and/or ideas to the 
Editor, Nancy Gillespie $� %XVLQHVV�6HUYLFHV 

895 S. Santa Fe Ave, Bx 222, Vista, CA 92083 
Ph (760) 945-6667 • Fax (760) 945-6616 

nancy5@flash.net • www.flash.net/~nancy5 �


