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WE DECLARE

NOW’S THE PERFECT TIME
FOR YOUR NEXT MEETING
With 50,000 square feet of flexible space and meeting experts with
you every step of the way, Belterra is the perfect destination for your
next meeting. From personalized themes to a friendly staff on-hand
to assist you with state-of-the-art technology, you’ll experience
meetings customized to fit your every need and group size. So relax
and enjoy exceptional service, savory meals, a spa, shopping, a Tom
Fazio golf course and more—all just a phone call away.

IN

PlaN YOUR MEETING TOdaY aNd ENjOY EXClUSIvE bENEFITS lIkE:
• VIP Upgrades

• Spa Services

• Rounds of Golf

• And More

Contact Debra Tewanger, Sales Manager
614.282.2867 | Debra.Tewanger@belterracasino.com

YOUR EVERY DAY ESCaPE.

belterracasino.com | 1.888.440.4498

For help with a gambling problem, call 1.800.994.8448. ©2012 Pinnacle Entertainment, Inc. All rights reserved.

The Official Newsletter of
MPI Ohio Chapter
Define is the official publication of the Ohio Chapter of Meeting Professionals
International. It is published every other month as a benefit of membership and
circulated free of charge to MPIOH members.

Helping to build your companies voice,
identity and personality.

Copyright, 2012. All rights reserved.
Permission requests to reproduce written materials should be sent to 4010
Executive Park Drive, Suite 100, Cincinnati, OH 45241.
Information appearing in this publication is obtained from sources we believe to
be reliable. The information may not be a complete statement of all available data
and is guaranteed as such. Calculations are based solely on editorial judgement
and analysis of technical factors and meeting professional industry information
sources. Define is copyrighted and portions may be reprinted with the permission
of MPIOH. Define is not responsible for the contents of its advertisements and
advises all members to investigate claims before making any purchases.

Reserve your space for the upcoming issue!
Advertising Opportunities
For information about advertising opportunities, please contact
Barb Burgie at 614.273.0783 or barb@burgiemediafusion.com.
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President’s Column
By: Anna Ryan, CMP
OCLC - Online Computer Library Center, Inc., MPI Ohio Chapter President
As a member of a National Association, it’s easy to lose perspective of what type of
resources and opportunities you have at your fingertips. MPI offers its members an
unbelievable amount of opportunities at the national, state and local level.
Did you know that MPI is made up of over 20,000 meeting professionals located
around the world? And that you have access to these 20,000 members at www.
mpiweb.org ? On the MP website you have the opportunity to reach out to any of these members through the
membership directory. The Ohio chapter is comprised of approximately 300, members and you can access these
members at any time on our website www.mpioh.org or through searching the national directory. When you are
considering your next event, it’s important to consider your fellow members and buy MPI when you are booking
meetings and events, be it in your own backyard or on the other side of the world. You can always reach out and find
a fellow MPI member who is certain to help you.
I recently used the MPI network to find a contact in the Netherlands. I needed some answers concerning a
2013 convention being held in Amsterdam and was having a difficult time getting an answer. So, I used the
MPI directory resource to find someone from Amsterdam and found that the director of the Amsterdam RAI
(conference center) was a member of MPI. I sent off an email and had a response which contained a personal
contact within 24 hrs. The connection didn’t stop there while at WEC this past July, I had the good fortune
of meeting my contact while in a meeting. WOW, what a great connection and all because of MPI and the
opportunities that having a network of 20,000+ contacts in the industry provides.
These connections and opportunities are important not only on a national level, but they can be invaluable on the local
level as well. The Ohio Board has made networking and relationship-building a priority for our members this year. I
hope you were able to come out and participate in our first late afternoon MPI Chapter meeting which took place at
the Arena Grand on October 17. This was an opportunity for those who can’t usually make a luncheon meeting to join
us for some valuable education and networking. Other opportunities for networking include our MPI after 5 events
located in each city and, of course, our Annual Auction on November 14 at the new Hollywood Casino in Columbus.
Don’t miss out on the opportunity to get some great items, support the MPI Foundation and check out the new
Columbus Casino! Plan to stay later or arrive early to check out the casino floor and try your hand at lady luck. Don’t
forget December 19 will be our Professional Education Institute and we are excited to announce Jim Spellos is one of
our speakers! Watch for invitations to hit your mailbox soon.
The opportunities to build relationships with fellow meeting professionals doesn’t end at the MPI monthly meetings.
Have you joined a committee? Looked into being a mentor or a mentee through our Power of 2 program? Have you
considered being a member of the Board? Are you considering testing for your CMP? All of these activities allow you
to build powerful relationships that will help you grow both professionally and personally.
As our schedules continue to fill, it’s important to make sure you keep these resources at your finger tips. As a
meeting professional, you just never know when you are going to receive that unique request and a fellow MPI
member can help you shine.
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Volunteering as Networking
By: Shane Yates, CAE, CMP
Ohio Society of Association Executives
Vice President of Communications on the MPI Ohio Chapter Board
What’s the difference between networking and volunteering?
One of the benefits to volunteering is that it not only builds
your network but also sharpens your skills and enhances your
credibility. Networking expands your social and professional
circle as does volunteering. So why don’t more people
volunteer as a way to grow their careers?
Volunteering can be a critical component in building a viable
and diverse network. Active involvement in a professional
association creates opportunities to sharpen your skills, try
something you’ve never done and expand your comfort zone.
Volunteering combines community involvement, professional
development and personal growth opportunities and is one of
the best ways to develop skills and meet colleagues through
active involvement within any area of interest. Associations
are always a good place to look for volunteering and
networking opportunities.
One way to make new connections and expand your
network is through membership in professional and
community organizations. Groups such as MIPOH, which
has many different committees that each have a unique
focus, skills needed and time required is a great place to
start volunteering. Having your name on a membership
roster can give you access to potential clients, but to make
the organization work for you, you also must work for it.
Volunteer. Become involved. Help the group accomplish
its goals. Volunteer to call members to attend meetings. In
the process of making these cold calls, you are laying the
foundation for a future connection. You are getting to know
others and they are getting to know you. Should the time
come to call one of these people for a work related purpose,
it will no longer be a cold call.
Volunteering as networking connects you to
others. One of the better-known benefits of volunteering
is the impact on a specific community. Unpaid volunteers
are often the glue that holds a group together. Volunteering
allows you to connect to your community whether personal
or professional and make it a better place. However,

volunteering is a two-way street, and it can benefit you as
much as the cause you choose to help. Dedicating your time
as a volunteer helps you make new friends, expand your
network, and boost your social skills.
Volunteering helps you make new friends and
contacts. One of the best ways to make new friends and
strengthen existing relationships is to commit to a shared
activity together. Volunteering is a great way to meet new
people, especially if you are new to an area or profession.
Volunteering also strengthens your ties to the community
and broadens your support network, exposing you to people
with common interests, neighborhood resources, and fun and
fulfilling activities.
Volunteering increases your social and
relationship skills. While some people are naturally
outgoing, others are shy and have a hard time meeting new
people. Volunteering gives you the opportunity to practice and
develop your social skills, since you are meeting regularly
with a group of people with common interests. Once you have
momentum, it’s easier to branch out and make more friends
and contacts.
Industry leaders are involved in community programs. What
better way to get to know leaders than to volunteer alongside
them? The number of groups you join is not important. What
is important is to be more than just another name on the
membership roll. The foundation of building a network is
giving. As we learn to give of our time and talents to those
around us, we learn that our greatest rewards are the
relationships we develop in the process. Networking builds
communication skills and volunteering can improve you’re
a variety of skill set in a specific area and build leadership
experience and positions. Volunteering is not just for the
future; it is for right now and the benefits of networking can
help with your current situation. While you can meet many
people while volunteering you should put some consideration
into select a volunteer organization that fits your networking
goals. If you decide to volunteer for an organization to
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increase your networking options, don’t join ten things. If
you join and volunteer for ten different organizations, people
may wonder, “How much are you really giving or getting
out of all of them? How do you have the time?” You should
join what is best for you and commit to one at least where
making a leadership contribution is that goal. Become
part of a committee, because that’s where you build the
relationships that really then matter in terms of finding that
next lead, or job, or mentor.
You’re donating your valuable time, so it’s important that
you enjoy and benefit from your volunteering. It’s important
to make sure that your volunteer position is a good fit and
to communicate with the people you’re working within the
organization.
Ask questions. You want to make sure that the
experience is right for your skills, your goals, and the time
you want to spend. If you have any questions, be sure to
speak up. Ask questions that will address you’re concerns
such as time commitment, if there’s any training involved,
who you will be working with, and what to do if you have
questions or conflict during your experience.
Make sure you know what’s expected. Before
starting, make sure you are comfortable with the
organization, know what is expected, and understand
the time commitment. Make sure that you feel that your
role is both valuable and meaningful (in other words,
benefiting both the volunteer and the organization), and
that infrastructure and resources are available to support
volunteers in the organization. Consider starting small so

that you don’t over commit yourself at first. Give yourself
some flexibility to change your focus if needed.
Don’t be afraid to make a change. Speak up if your
experience isn’t what you expected. Don’t force yourself
into a bad fit. Talk to the group you’re working with about
changing your focus or consider looking for another match.
Enjoy yourself. Most importantly, make sure you’re
having fun! The best volunteer experiences benefit both
the volunteer and the organization. If you’re not enjoying
yourself, ask yourself why. Is it the tasks you’re performing?
The people you’re working with? Or are you uncomfortable
simply because the situation is new and familiar?
Pinpointing what’s bothering you can help you decide how
to proceed.
It is important to remember that networking and
volunteering are not necessarily two separate ideas.
Through volunteering, you can build a network of friends,
coworkers, and potential employers, all the while learning or
refining job skills and giving back to a community.
During tough times it is important to explore all available
opportunities for volunteering and networking. Be proactive
and persistent. As you proactively pursue a network through
volunteering, other person-to-person efforts, or through the
internet, you will not only expand your job opportunities,
but you can gain confidence and momentum because you
are approaching your situation proactively. After all, a good
offense is the best defense.

volunteer!
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Build a Better Network
Through Better Relationships
By: Christine Zust
Networking. We all do it, yet, many professionals do it so poorly that they give networking a bad name. More than just
exchanging business cards, networking is really about building relationships. Within the meetings industry, we can all do a
better job of connecting with each other and learning about our needs. Here are a few tips to help you network like a pro:
Build relationships. A solid relationship is built on mutual trust, respect and reciprocity. When you build a relationship,
think first about the foundation that you are laying down. Is that relationship built on a quick business card exchange or
on taking the time to get to know another person? As you meet new people, lay that foundation correctly. Make the first
impression positive and meaningful. Look at that first contact as a way to begin a relationship.
Consider every new industry contact as a long-term contact. When you meet people within your industry –
the meetings industry – you will, no doubt, know them for many years to come. Why? Because every industry is similar to a
small town. It’s a close-knit community and everyone knows each other. And as we know, word travels fast in small towns!
Put your best foot forward from the very start, knowing that you are going to be seeing a lot of each other throughout the
years. When I worked in the destination marketing industry, I worked very closely with our local hospitality industry – hotels,
restaurants and tourist attractions – to position our city and its offerings to the visiting public in the most favorable light. My
long-term connections made that possible.
Treat your network like a living organism, because it is filled with living people. Like any living being,
your network needs to be cared for, fed and nurtured, not forgotten. Treat the people in your network with the utmost
respect on an ongoing basis.
Reciprocate. Don’t call someone only when you need something. There are individuals in the business world who do this,
and believe me, everyone knows who they are. They only call you when they are looking for client leads or a favor, want to
“pick your brain” or want to tap into your contact base for leads. Remember that networking is two-way, not just one-way.
Put the other person’s needs before yours. We live in the WIIFM era (What’s In It For Me?), and there are many
professionals who think of only themselves. In networking, this doesn’t work. Ask, “What can I do to help you?” This turns
WIIFM into WIIFTOP (What’s In It For The Other Person?). You will make the other person feel important. Every time I have
put someone else’s needs above mine, my network has worked ten times harder for me than if I had put my needs first.
Invest the time in that initial acquaintance. Make your first impression a winning one. Take the time to share in a
real conversation, not just collect a business card and move onto your next contact. Spend enough time to learn at least one
or two things about that person that you would not otherwise know. If you meet just one person at an event, and you spend
quality time with him/her, that is worth far more than collecting business cards from ten people who you can’t remember a
thing about. The relationship begins at first contact.
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Can the canned presentation. Shift from the sales pitch to a conversation. A sales pitch is one-sided (“I’m here to
tell you how wonderful and great I am/my service is/my venue is/…”). The sales pitcher goes into automatic pilot with a
canned presentation. Instead, have a real conversation with the other person. Learn about her/his needs and see if there is
a fit for you to help.
Maintain contact. The more frequent contact you have with people in your network, the more you position yourself as
a caring person. Members of your network will also remember you and think of you more often. Contact comes in many
forms – in person, electronic or in writing. Electronic communication, like email, text messages, instant messages or
social media, makes it easy for you to send someone a short “thinking of you” note. People don’t send as many cards and
letters as they used to in the past, and a short handwritten note means so much to the person receiving it. If someone was
featured recently in a magazine article or if you read an article that you know they would enjoy, send it by mail. It will get
their attention and they will be most appreciative.
It’s not just who knows you… It’s who promotes you (your supporters and advocates). We have
heard the old adage, “It’s not what you know…It’s who you know.” When we consider the people around us who are our
biggest fans, our supporters and advocates, they are the ones who help us to gain success without us asking them to do
so. Funny thing, often the feeling is mutual…we are their supporters and advocates as well. We have established trust
and respect as the foundation in our relationship. Much
business comes to us through private referrals because
someone worked with us and loved the work we did.
Our supporters and advocates promote us on their own
because they want us to succeed. It begins with you.
Who are you supporting and advocating? And how can
that relationship bring business success to you both?
Consider who’s missing from your network
and invite them into yours. There are two ways
people network – passively and actively. Passive
networkers wait for other people to approach them at
events. Active networkers are just the opposite: They
invite people into their network. If there are people
within your industry who you admire, simply call them
and invite them to coffee, to get acquainted, and to
learn from each other. More than 20 years ago, I
received a phone call from a woman who I knew of
but did not know. She referenced a recent feature
article about me in our local business publication. Then
she said something that no one had ever said to me
before. “After reading the article, I realized that you
were someone I needed to know.” She invited me into
her network. We have remained friends and business
colleagues for more than two decades. And it all began
with a simple phone call.

climb
higher

Our Five Facilities Located Across Ohio Offer:
• unique onsite teambuilding events

• dining room and lounge

• wireless Internet access

• indoor and outdoor
recreation

• flexible meeting spaces

• 18-hole golf courses
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Make a first impression a lasting impression. In the business environment a first impression begins with two things: getting
acquainted and exchanging business cards. Here are my two favorite tips on the fine art of business card exchange.
Remember, it’s not about you. It’s about the other person.
1. Rephrase “The Ultimate Question,” “What do you do?” Most people begin a conversation with this question, the first time they meet
someone. Notice, it starts with the word “What” that focuses more on the position than the person. Here’s a better way:
• Reframe: “Tell me about yourself.” It’s more personal, focusing on the person not the position. It opens up the conversation to
discuss anything from career to personal life. Remember, you’re investing in these industry relationships for the long haul, so it’s
important to know the person, not just their position.
2. Ask if you may have someone’s business card, and ask if they would like one of your cards. Never tell (“Here’s my card…”) or
demand (“Give me one of your cards.”). Instead, ask, (“May I have one of your business cards?”) or (“Would you like one of my
business cards?”) or (“May I give you one of my business cards?”). It positions you as the true professional you are. This one simple
courtesy – asking – will make a tremendous difference in how people respond to you.

As you continue to deepen your relationships with industry colleagues in your network, keep in mind that networking is truly
about building relationships. It requires your time and commitment. How much time are you willing to invest in people who
you could help to become more successful and who could also help to make your business successful?
© 2012 Christine Zust. Christine Zust (also known as “Christine the Communication Queen”) is an author, speaker and trainer. Portions of this
article were taken from her book, Everything I Do Positions Me: The Simple Path to Professional Success. If you would like to bring Christine’s
popular networking program, “Shut Up and Listen: Keys to No-Nonsense Networking” to your organization or a client’s company, visit www.
communicationqueen.com or contact her office directly at (440) 777-8373 or via email at Christine@communicationqueen.com. For more information
about her book, visit www.everythingidopositionsme.com.

CIC Announces Plans for 2012 CMP Census
During the Convention Industry Council’s (CIC) annual CMP
Conclave in Tampa, Fl. held in June, Karen M. Gonzales,
CMP, Chair of the Certified Meeting Professional (CMP)
Board of Directors unveiled a new, landmark initiative to
establish a detailed professional profile of practicing Certified
Meeting Professionals (CMP).
“For the first time we’ll have comprehensive and accurate
data on the CMP community,” said Gonzales. “We may
know there are 10,000 practicing CMPs in 46 countries
around the world, but the 2012 CMP Census will look
further into specific and critical areas. We’ll understand,
more definitively, the purchasing power, interests and career
challenges of CMP’s and how we can use that data to move
the industry forward.”

Much more than a survey to collect demographic data,
the Census will uncover honest perceptions and profiles
of meeting professionals. The findings affect many facets
of the industry and will drive future education offerings,
professional resources and industry standards as well as
inform potential employers and business partners on the
benefits of doing business with or hiring a CMP.
“This study will allow us to understand and articulate the
diversity, significance and influence of the CMP, both inside
and outside our professional spheres and our industry,” said
Gonzales.
Data gathering for the 2012 CMP Census begins this
summer and results will be released later in the fall this year.
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Planner Only Forums

“Casino Night” — Silent Auction Hosted
by Hollywood Casino, Columbus

About the Program:
We value your participation in the MPI Ohio
Chapter and invite you to take this opportunity
to share your insights and feedback to make
your MPI Ohio Chapter better. Share best
practices with fellow planners and give your
feedback on member benefits, chapter event
participation and future needs. Be prepared to
share your input on the following topics:

This is the Event of the Year!
Join your fellow MPI members for this exciting chapter event. The
event promises to be a “magical” experience, with lively entertainment,
networking with friends, exceptional auction items and great values!!!

Calling all Planners! We invite you
to attend a Planner Only Forum.

•
•
•
•
•
•
•

MPI Monthly Meeting Participation
Networking Opportunities
Educational Opportunities & Topics
Volunteer Opportunities
Communications & Social Media
CMP/CMM Certification
Industry Best Practices

Facilitators:
Barbara Perry, CMP
Dates:
Cincinnati – November 28, 2012
Cleveland – December 12, 2012

Do all of your Holiday Shopping in One Night!
Fabulous items to bid on that will ensure Ohio Chapter of Meeting
Professionals International’s continued commitment of bringing
outstanding education programs, certification programs and
scholarship opportunities. CLICK HERE to pre-register to bid on the
Bidding for Good website and purchase Chinese Auction raffle tickets!
Watch for special pre-auction bidding to begin! Mobile bidding will
also be available. In addition to the MPIOH Education and Scholarship
Fund, we are pleased to announce that our selected charity, The
MPI Foundation, will receive a portion of the proceeds. Our chapter
has received many grants from the MPI Foundation over the years,
enabling us to sponsor events such as the Education Tech day. It’s
our turn to give back! We need your assistance to ensure a successful
event. Thank you to those that have submitted their items. Questions
and more information, please contact Jennifer Veselko, (440) 2544314 or jveselko@caesars.com.
DAY/DATE/TIME:
Wednesday, November 14, 2012 5:00 PM - 8:30 PM

Location:
Cincinnati - Hollywood Casino, 777 Hollywood
Blvd., Lawrenceburg, IN 47025
Cleveland - Morton’s, 1600 West 2nd Street,
Cleveland, OH 44113
Time:
5:00 pm - 5:30 pm: Networking Reception
5:30 pm - 6:30 pm: Dinner & Best Practice
		
Sharing
6:30 pm - 7:30 pm: Discussion
Cost: Complimentary
Check your email for the event invitation!

LOCATION:
Hollywood Casino - Columbus
200 Georgesville Rd., Columbus, Ohio 43228
(614) 308-3333
FEES: $10.00 donation admission
RSVP BY: Friday, November 9, 2012 TO RECEIVE A REFUND, YOU
MUST CANCEL BY FRIDAY, NOVEMBER 9, 2012. NOSHOWS WILL BE
BILLED.
PAYMENT: Prepayment is requested - VISA/MC/Check (NO AMEX OR
DISCOVER - SORRY)
SEND CHECKS TO: MPIOH, 4010 Executive Park Drive, Suite 100,
Cincinnati, Ohio 45241
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Just desserts and other money-saving tips
originally published in Small Market Meetings, www.smallmarketmeetings.com.
When we sent out a call for cost-saving concepts, Beth Hecquet responded with great ideas. Since 2007, she has planned
an annual sports symposium, workshops and other meetings as director of meetings and events for the National Association
of Sports Commissions (NASC) in Cincinnati.
Like all associations, NASC wants its services to be viewed as a value by its members; finding ways to save money on
meeting-related expenses allows NASC to keep registration and other member-related costs lower. Hecquet is particularly
in tune with member needs; she was director of member services for NASC for five years before she took her current post.
Here are some of her tips.
Ban bottled water.
Not only is bottled water pricey, it is wasteful. Hecquet recommends two alternatives: Have water coolers placed around the
meeting space or ask the venue to place water pitchers and glasses on meeting room tables or at the back of the room.
Bump up continental breakfast.
Adding one hot item to the traditional continental breakfast carries surprising cache. “Attendees think you’ve gone the extra
mile without spending a lot of money,” Hecquet said. Among the items NASC has added are egg and sausage breakfast
sandwiches, breakfast burritos, miniature quiches, waffles and pancakes. “We try to work within what the venue can do
cost effectively and be open to their suggestions.”
Have cupcakes do double duty.
Desserts are often artful; why not use them as decor? NASC has used all types of desserts as centerpieces: custom logo
cookies; presliced, whole cakes and pies; and gourmet cupcakes.
Logo cookies can promote a sponsor, providing added
exposure. Edible centerpieces are more interesting than
an inexpensive centerpiece like votives. Using desserts
as decor also saves time and money required to buy
centerpieces.
NASC has displayed centerpiece desserts in a number
of ways: On lazy susans, on cake stands and, most
recently, on platters raised on glass blocks. Said Hecquet,
“We work with the venue to find what they already have
in-house so we don’t have to rent anything. I am not
opposed to having every table match — mixing it up I
think brings character to the room and most venues have
a hodge-podge of items that can be used if you can blend
them together.”
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Meeting Professionals International Ohio
Chapter would like to extend a special thanks
to all our 2011-2012 Host Facilities:
• Best Western Plus, Franklin Park Suites Polaris

• Intercontinental Hotel & Conference Center

• Blue Ocean Facilities

• Pinnacle Golf Course

• Crowne Plaza Cincinnati North & CoCo Key Water Resort

• Pro Football Hall of Fame

• Cuyahoga Community College

• Quail Hollow Resort

• Embassy Suites Columbus

• Quest Conference Center Columbus, OH

• Gervasi Vineyard

• Sawmill Creek Resort

• Grand Oaks Event Center

• Sharonville Convention Center

• Hampton Inn & Suites Downtown

• Smith & Wollensky Restaurant Group

• Hilton Cleveland East/Beechwood

• Star Lanes Newport on the Levee

• Holiday Inn Dayton/Fairborn

• The Westin- Columbus

Check
our web sit
for hot datee
& special s
packages.

By: Name

Oglebay Means Business!

More than a hundred years ago, Earl W. Oglebay established a tradition of generous hospitality at his summer estate. Today,
Oglebay Resort continues that tradition with extraordinary facilities and amenities, in a picturesque natural setting, ensuring
your next meeting will be both memorable and successful.
• 271-room Wilson Lodge
• Business center
• Premium cottages & estate houses
• Delicious dining options
• Catering options ranging from
cookouts to gourmet served in
beautiful banquet rooms or
catered outside

• Luxurious spa
• Fitness center, indoor pool
and jacuzzi
• 22,000 sq. ft. of flexible, state-ofthe-art meeting space
• Great teambuilding opportunities!
• Speidel Golf Course featuring 2
designer courses

• Additional amenities include
specialty shops, gardens, a zoo,
tennis, pedal boats, fishing,
museums, segway tours, miles
of walking trails & much more.
Just 2 hours from Columbus
and 3 hours from Cleveland!

Visit www.oglebay-resort.com/conferences, email sales@oglebay-resort.com
or call 800-972-1991 to start planning your next event.
DEFINE • OCT/NOV 12 • Page 13

www.mpioh.org

Resort & Conference Center
Wheeling, West Virginia

Congratulations to the Latest Class of CMPs
The Convention Industry Council (CIC) announced the individuals who passed the July, 2012 CMP examination, of which 3
were MPI Ohio Members!
Congratulations to:

• Sandy Wainz, CMP – Procter & Gamble

			

• Kimberly Willet-Manzi, CMP – Procter & Gamble

			

• Aaron Hayes, CMP – Procter & Gamble

This distinguished credential, recognized throughout the meetings, conventions, and exhibitions industry, demonstrates an
individual’s comprehensive knowledge of meeting management as well as a commitment to the profession.
Established in 1985, the mission of the CMP program is to elevate and enhance the professionalism of the meetings,
conventions, exhibitions and events industry and the dedicated individuals who are responsible for meeting management.
Obtaining the CMP designation is a two-part process consisting of an application and a written examination, administered
and monitored by an independent testing agency. Eligibility to take the examination is based on an extensive review
of professional qualifications - candidates must have at least three years of employment in the meetings industry, and
demonstrate responsibility and accountability for successful meetings. Additionally each applicant must have completed a
minimum of 25 hours of industry specific continuing education or a meeting management internship. The comprehensive
written examination tests knowledge of all functions of meeting management.
The next North American CMP exam is scheduled for November 1-10th, 2012 and January 24th-February 2nd. Additional
information on the CMP process and the MPI Ohio Study Group and Boot Camp can be found online at www.mpioh.org.

Welcome to Our New Members!
Jennifer Bako
Diebold, Incorporated
330 604-5743
jennifer.bako@diebold.com

Gay Grizzell
Dearborn National
440 788-7248
gay_grizzell@dearbornnational.com

Joy Bressler
Crowne Plaza Columbus North
614 885-1885
jbressler@cpcolumbusnorth.com

Bernita Hamilton
513 6680160
hamiltbc@mail.uc.edu

Amy Conover
513 218-0844
conoveramy@hotmail.com
Susan Fryer
Xanterra/ Ohio State Park Lodges
614 655-2040
sfryer@xanterra.com

Pamela McGill
937 429-1660
pammcgill@mindspring.com
Jamie Miller
University of Cincinnati Conference
& Event Services
jamie.miller2@uc.edu
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Shaunte Russell
Central State University
937 376-6282
srussell@centralstate.edu
Robin Stephens
Huntington Bank
614 5793116
robin.stephens@huntington.com
Keisha Villarreal
Winding Hollow
614 855-3548
keishav@windinghollow.com

www.mpioh.org

Mark Your Calendar!
November 1, 2012
Planner Only Forum
Cleveland, Ohio

November 14, 2012
25th Annual Education &
Scholarship Auction
Columbus, Ohio

November 3, 2012
CMP Boot Camp
Columbus, Ohio

January 16, 2013
Chapter Meeting
Marriott RiverCenter
Cincinnati/Northern KY

December 19, 2012
Tech Day / In Depth Education Day
Columbus, Ohio

November 7, 2012
REACH Meeting
Cincinnati, Ohio

Host the Next MPIOH Chapter Meeting!
Spotlight your hotel, property or meeting space by sponsoring an MPIOH Chapter luncheon! In addition to gaining
immediate exposure to meeting professionals attending the event, your hotel will receive exposure to MPIOH Chapter
members and non-members throughout Ohio, Michigan, Kentucky and Indiana with over $1,600 of sponsorship
advertising.
Call or email Angie Gasaway, Director of Strategic Partnerships, to secure your date at agasaway@helmsbriscoe.com,
614-205-8998.

Social Media Update

If you have not “liked” our
Facebook Page at “MPI Ohio
Chapter,” then you are missing
some great information. To stay
in the loop, be sure to “LIKE”
“MPI Ohio Chapter.”

Like 140 characters or less?
We do too! Be sure to follow
@MPIOH
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They say learn something new
everyday. There’s no easier
way than participating in our
MPIOH group on Linked In. You
may even teach your peers a
thing or two!

www.mpioh.org
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AN UNCONVENTIONAL
CONVENTION CENTER.
WELCOME TO KALAHARI.

COME SEE OUR EXPANDED MEETING FACILITY WITH A
FREE NIGHT’S STAY.
Stay one night for free and see for yourself how our convention center goes
way beyond expectations. We have first-class accommodations with state-ofthe-art technology to create world-class meeting facilities. If you’re looking
for a convention center that defies convention, welcome to Kalahari.
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