
 

 

MIND OVER MATTER- )4ȭ3 4)-% 4/ 2%#/.$)TION YOUR MIND 

With love from the President 

 

At the end of each year, we go 

through this list of things we want to 

achieve.  Some call them resolutions 

while others call them goals. Now 
itôs spring and itôs time to clean 

house!! 

After one day of looking back on 

one of my articles, on goal setting, 
something struck me.  A question 

arouses, how can we achieve our 

goals if we have not changed our 

mind set?  In order for us to move 
forward we need to renew our minds 

which means we need to think 

differently in order to attain new 

results. 

Letôs look at some ways to start 

renewing our minds. 

¶ Getting rid of old negative friends or 

associates. (You know who they 

are.) 

¶ Thinking Positively. 

¶ Setting new goals. 

I divided my friends and family up a long time 

ago into categories: (thatôs right family too!)  

The Dreamers- Always have great ideas but no 

plans; they just expect things to fall from the sky 

into their laps. 

The Dream Stealers- You know the ones who 

listen to your every word and before you know it 

they have executed your dream into a live and 

working adventure for themselves. 

The NaySayer- Always putting down the next 

person who has the dream and the plan.  

 (the haters) 

The GetWith- Are the ones who all of a sudden 

become your new best friend, when they hear of 

your success.  

The GoGetters- These are the people who have 

the dream and the plan which pushes them 

towards their goals. Positive minded people who 

refuse to settle for less. 

The Sideliners- These are the people who just 

support you no matter what you do. 

Once you have established the keepers in your 

life then you can move forward to step two. 

¶ Thinking Positively. 

People who think positively are happy people, 

dreamers, achievers, and doers.  They expect 

good things to happen.  They live by the words I 

can, I am capable, and I am a winner.  

Positive people donôt give up; when they fail 

they keep trying until they get it right. 

We all have read ñThe Little Engine that 

could?ò ñI think I can, I think I canéò The 
concept has not changed except you are not a kid 

any longer.  

Continued page 2 
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Now letôs set some new goals. 

¶ Start with small achievable goals. 

o Example:  Find the next 

networking opportunity and 
attend.  This will allow you 

to start developing new 

positive like-minded 
associates. 

¶ Write your goals down 

o Place them somewhere you 

can see them everyday. 
 

¶ Share your goals with a like minded 

friend.  

o This will allow you to 
share your plans, and even 

get ideas on how you 
would like to succeed.  
Sometimes just hearing 
what you want to 
accomplish will give you a 
clear picture. 

Renewing your mind takes time but is the first 

step to eliminate individuals, places or things 

that do not support positive change in your life. 

If you would like to book Mrs. Roberta E. Elliott 

Speight for speaking events to motivate your staff, 

or students you can contact her at 

sisterkeeper2000@yahoo.com.  

_________________________ 

Is it Your Time? - Part I  

By Marian McGhie 

EVEN THE STORK IN THE SKY 

KNOWS HER APPOINTED SEASONS, 

AND THE DOVE, THE SWIFT AN THE 

THRUSH OBSERVE THE TIME OF 

THEIR MIGRATION. BUT  MY PEOPLE 

DO NOT KNOW THE REQUIREMENTS 

OF THE LORD. (JEREMIAH 8:7)  

This year with turning forty I felt that it was 

time to fully comprehend the purposes and 

plans that the Lord has for my life.  This is a 

new season and a new time for me to grab a 

hold of who I am in Christ (Romans 8:19).  

So with this in mind I embarked on a 

lengthy study of not only the number forty 

but also wanting to understand more of who 

Jesus is and what signs were foretold that 

made it  Jesusô time in his ministry.  I began 

my study with Jesusô first miracle because 

with everything that he did and said had a 

much bigger picture.  Also, the numbers 

mentioned in his miracles and healings had 

some major parallels to the Old Testament.  

Letôs look at the book of John 2 that told us 

of his first miracle.   

Jesusô first miracle was at a wedding in 

Cana.  In the beginning of John 2:1 it starts 

out, ñand the third  day there was a marriage 

in Canaò. The number three *denotes divine 

perfection.  Continue reading to verse 6 

which states that there where six stone water 

jars.   The number six represents labor. *Six 

is the number of labor also, of man's labor 

as apart and distinct from God's rest.  In the 

book of Genesis 1:27 and 31 man was 

created on the sixth day.  John 2:6 also tells 

us that the jars held 20-30 gallons of water.  

The *number twenty represents expectancy 

and the number thirty  signifies the 

perfection of divine order.   

 

What I gathered from this study from Jesusô 

first miracle was that it foretold his purpose 

for coming to earth.  Let me explain.  On the 

third day the wedding took place.  This 

represents Christ death and resurrection.  

The fact that this was a wedding illustrates 

that on the third day the bride and the 

bridegroom were joined together.  The six 

stone water jars  represents our state of 
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being ï empty ï until Jesus fills us with this 

new wine through his death on the cross.  If 

you read 2 Corinthians 4:6-7, ñFor God, 

who said, "Let light shine out of darkness, 

made his light shine in our hearts to give us 

the light of the knowledge of the glory of 

God in the face of Christ. But we have this 

treasure in jars  of clay to show that this all-

surpassing power is from God and not from 

us.ò  Isnôt this awesome that Christ dwells 

within us! 

 

I also want to share the importance of the 

wedding being held in Galilee.  In Isaiah 9:1 

the prophet foretold the redemption of the 

gentiles in Galilee.  It says, ñNevertheless, 

that time of darkness and despair will not go 

on forever. The land of Zebulun and 

Naphtali will be humbled, but there will be a 

time in the future when Galilee of the 

Gentiles, which lies along the road that runs 

between the Jordan and the sea, will be 

filled with glory.ò  Turn back to John 2:11 it 

says, ñThis, the first of his miraculous signs, 

Jesus performed in Cana of Galilee. He thus 

revealed his glory, and his disciples put their 

faith in him.ò  His first miracle told us of 

His purpose for mankind.  His whole 

ministry is a story of His redemption of 

mankind.  I also like that Galilee is known 

in the book of Joshua 20:7 as the city of 

refuge.  The Lord truly is our refuge (Psalm 

62:8) if we will come to Him and allow him 

to transform the troubled waters of our lives 

and to turn it into wine. 

Finally, in verses 9-10 the master of 

ceremonies called the bridegroom over and 

said to him, ñyou have kept the best until 

now!ò  The Lord really keeps the best for 

last and I believe in this hour our time has 

come for us to behold Him and to have great 

expectancy that our best days are here!   

 

 

To be continued.... 

 

www.mercadodelmundo.org  

http://www.mercadodelmundo.org/
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Authorôs Corner 

 

    
  

                                                       The Hot 100 Echoes -of a Woman's Thoughts 

 

 

 

 

 

 

By Cassandra Burckhalter 
 

 

 

This exciting book is designed to enrich the lives of women from all walks of life. It reveals some of the 

inner thoughts that are common to women, while offering motivational tips to deal with those thoughts. It 

will motivate women to look at their thoughts from a different point of view. 

  

The book's six chapters cover: Å General Life Å Relationships Å Family 

Å Career Å Faith Å I Am Not Alone 

ñThe author has presented a lot of useful, sensible advice that should resonate with women of all ages, 

races, and backgrounds ... Ms. Burckhalter writes in a straightforward, in-your-face manner without a 

rude overtone, usually a very difficult combination to achieve.ò ð Writerôs Digest 
 

To order go to:    www.womenworkingtogether.com 
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Food to Motivate the Soul  

Life Coach Dawn Courtney Mason                                                   

Gotta Get You Movin 

Hey Gang, 

 

What Difference Does It Make? 
 

I once met a woman who told me that I was a bad influence on others. 

What difference does it make what she thinks?  She is only one person, 

and that's her opinion. 
 

I once met a man who told me that I was not worth the time. 

What difference does it make what he thinks?  He is only one person, and 
that's his opinion. 

 

I once met another woman who told me that I spoke English poorly.  
What difference does it make what she thinks?  She is only one person, 

and that's her opinion. 

 

Well, I have my own opinion of who I am, and I what my creator intended 
me to be.  What difference does it make what I think?  I can either 

stand in the shadows of others' negative opinions or step out in 

front and shine. 
 

Remember that you can not get anywhere by standing still. 

 

It's your day; so, make it great! 
Dawn 

 

Doing All Within my Niche to inspire Leaders to Move 
_____________________________________________________________________ 

(c) Copyright 2001-06, Dawn Courtney Mason. All rights reserved. 

Gotta Get You Movin is written by Dawn Courtney Mason. Please send comments 

or suggestions to planyourlife@hotmail.com or call 910-997-7284. I'd 
like to hear from you. Feel free to forward your copy to anyone you 

think will enjoy it. I request that you keep the contact and copyright 

information intact. 
 

 

 

 

 

 

mailto:planyourlife@hotmail.com
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Knowledge Corner  
 

Branding Your Business

TIMOTHY W. CRAWFORD, SR. 
CRAWFORD MEDIA  

Cool! 
Finally, I can break down branding with a 
popular example that works for everyone. 

Check this: 

Hillary Clintonôs win in New Hampshire is a 
perfect example of branding, or re-branding. If 
youôre the least bit fuzzy about the meaning of 
branding or the power of branding, all you need 
do is think about the Senatorôs comeback. 

First of all, letôs get the definition of ñbrandò 
down.  

A brand is a label or name of a person or thing.  

When I was a kid my mom brought me 
ñoffbrandò shoes, all it meant was they didnôt 
have a popular logo.  

Sikes are not Nikes. 
Adidas has three stripes not four. 
And Lacoste has an alligator not a giraffe.  

Iôm sure you get it.  

Branding is just applying your name or 
companyôs name to something. That something 
can be a shoe, a car, a building, a wine, 
BUT branding can also be an idea or feeling or a 
market position.  

Hereôs the part you may not know, a brand is 

NOT what you say you are, a brand is what 

otherôs say you are or what you appear to 

be. 

Which leads me back to Senator Clinton.  

 

 

 

 

Hillary Clintonôs Old Brand was seen by many 
to be: 

Billôs Wife, Smart, The Establishment, Firm, 
Emotionless, Angry, Tough, Robotic, Closed 
Off, Overly Formal 

 

ébut after her emotional moment (her action) in 
New Hampshire, many female voters got a 
different opinion of Hillary Clinton the brand. 

Hillary Clintonôs New Brand in the eyes of 
many female voters quickly became:  

Billôs Wife, Smart, Down-to-Earth, Everyday 
Woman, Human, Emotionally Connected, Open. 

Believe it. 
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With that one action (replayed about a thousand 
times) we saw the power of branding on crack.  

Think about it.  

REGARDLESS TO HOW YOU FEEL 
ABOUT CLINTON, YOU CAN SEE THE 
PURE POWER OF BRANDING.  

When Iôm helping to brand one of my clients, 
Iôm trying to make their company name (or 
brand) identifiable with a great selling idea as 
Hillary rebranded herself from the emotionless, 
robotic, Senator and former Presidentôs wife (not 
a very good selling position) 
to the warmer, more likable, down-to-earth, 

Senator, former Presidentôs wife (a much better 
selling position). 

And look what happened. 

She won New Hampshire. 

Most new business owners donôt take advantage 
of branding power. Look at it this way, re-
branding brought Hillary back from 13 points 
down 24 hours before the vote. What do you 
think a positive selling brand image can get you 
if you start right now? 

Email me if you need help on branding your 
small business or solo-operation.  

 

 

Timothy W. Crawford, Sr. is a Marketing Consultant and Motivational Speaker located in the 

Washington, D.C. Metropolitan Area.  All inquires can be directed to tim@timothycrawford.com or by 

calling toll-free to 1.800.921.4536. 
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Different kinds of 

Int erviews  

Types of Interviews: 

¶ One-on-one 

¶ Group 

¶ Team 

¶ Multiple 
 
 

 

 

 

One-on-one:   

This is the most common type of interview, 
where one person will be interviewing only 

your. 

Group:    

In a group interview, several candidates are 

interviews at once.  The purpose of this type of 
interview is usually to see how you act in a team 

situation and how competitive you are.  Your 

group might be given a task to perform together.  

Those who contribute the most to the group will 
be considered first for open positions.  There 

may be employees f the company mixed into 

your group, but you wonôt know who they are. 

Team:  

 In this type of interview you alone are being 
interviewed by a panel of several employees of 

the company offering employment.  The key to 

success is a panel interview is to interact with 

each member of the panel.  Make eye contact.   
Answer questions asked by any of the members.    

Look for specific concerns from individual 

members and try to address them.  Be aware that 
the team may play ñgood cop, bad cop.ò  One 

may actually be confrontational while the 

second may appear to be your friend.  Try to 

understand why they take this approach and 

respond appropriately. 

 

 

Multiple:  

 

Often, several interviews will be set up with 
different members of the same company.  If this 

happens, try to find out in advance what the 

schedule will be so that you will know who 
much time have with each person.  Use what 

you lean about the company and the tasks of the 

position in one interview to present yourself 

better in the next.  Be fore to get the business 
card of each interviewer, so you can send then 

all thank you notes. 

 

Other Types of Interviews: 

 

¶ Meals 

¶ Informational Interviews 

¶ Headhunter and Employment Agencies 

 

Meals: 

Sometimes an interview will take place over 

lunch or dinner, or a series of interviews will 
include lunch.  Dining with our interviewer is a 

great opportunity to develop a more comfortable 

relationship. Remember you are still on an 
interview.   Resist the urged to become overly 

familiar with the interviewer.  Remember 

professional, and remember your table manners: 
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no elbows on the table and donôt speak with 

your mouth full.  Order something in the mid-
price range on the menu, but nothing messy, like 

spaghetti.  Avoid alcohol, and donôt smoke.  

Your host will almost always pay the bill.  

Informational Interviews:  

These interviews are not about employees 

selection at all.  If you are considering entering a 
new field, you can use an informational 

interview to find out about what itôs like for 

someone in the line of work.  First compose 
some questions you would like to ask.  ñWhat is 

a typical workday like for your?  What are the 

educational requirements for this type of work? 

Next call you contact and ask then for fifteen 
minutes of their time. Do not go over the fifteen 

minutes!  This type of interview is not about job 

openings Resist the urge to ask about open 

positions. 

 

Headhunters and Employment Agencies: 

Companies often hire professional search 
companies, sometimes called headhunters, to 

identify potential candidates.  Headhunters get 

lists of people in a profession from man sources 
and then use the list to screen candidates.  If a 

head hunter calls you with a position that sounds 

attractive to you, by all means try to sell yourself 

to them.  These calls can come out of the 
nowhere so be prepared.  Once the headhunter is 

convinced that you are a good candidate for the 

job, they will sell you to the employer. 

 

Second Interviews ï If you are invited back for 
a second interview, it usually means that you are 

one of a few final candidates for the position.  It 

often also means that the decision-maker either 

has not interviewed you or still must convinced.  
Approach this interview with the same 

enthusiasm, knowledge and apprehension as you 

did the first. 
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Negotiating Salaries  

Roberta E. Elliott Speight 

Women are the worst negotiators, when 

comes to salary negotiating here are a few 

tips. 

Ideal Salary Agreement: 

¶ Are based on mutual suspect. 

¶ Create gain for both parties 

¶ Lay a firm foundation for a good 

working relationship. 
 

What is the job worth? 

It is important to remember that the 

relationship between the employer and the 

employee is a business relationship.  

Typically, employers analyze the dollar 

amount they have invested in employees and 

forecast the financial return they are likely 

to receive, based on the efforts to of the 

employees. 

 

¶ Employers know that new employees 

usually cost them more than they can 
expect in productivity.  In time , new 

employees become experienced and 
more productive.  The  employer 
eventually breaks even and finally 

returns a dollar for each doll or 
effort. 

¶ Savvy job hunters know how long I 
will take to bring them up to speed.  

The salary demands are base on that 
knowledge.  Also they coincide 
salary negotiation with their break-

even period. 
 

 

Gain leverage:  Postpone salary 

discussions until youôve shown that you 

are the best candidate for the job. 

 

Mentioning specific sums of money in the 

preliminary information gathering stages can 

eliminate you from the list of potential 

candidates before youôve had a chance to 

show what you can do. 

¶ Salary question on the application 
form:  Answer, ñNegotiable.ò 

¶ On a resume:  Say, ñSalary is 
negotiable.ò 

¶ At the job interview:  Let the 
employer be the first to mention 

salary. 
It pays to increase your negotiating power 

Your negotiating power reflect how much 

youôre in demand:   You have more room 

to negotiate when: 

¶ You work in a fast-growing field in 

which there are many job-openings 
with few skilled people to fill them. 

¶ You can demonstrate unique 

strengths that few applicants have. 

¶ You have job offers from more than 

one company, and you let potential 
employers know that you are in 

demand. 

¶ You have a job or you have savings 

reserved to fall back on and youôre 
not feeling financial or psychological 
pressure to take the job. 

 

Know Your Needs: 

How much salary do you need to 

support yourself and your family? 

 

¶ If the salary offer doesnôt cover 

our needs you can 
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o Accept the job and moonlight 
or find other work to 

supplement the income. 
o Walk away from the job offer 

because the salary is non 
negotiable and insufficient 

o Negotiate a higher salary. 

 

Know Your Wants:  

 

What extras would you like to afford 

beyond the needs? Perhaps you want 

a better car, an annual vacation 

abroad or to save for retirement at a 

faster rate.  Determine what salary 

would let you afford the extras that 

you want. 

 

It pays to gather information about 

the labor market before the negotiate  

your salary. 

 

Know what the job entails:  Analyze 

all the details youôve been given by 

the employer. 

What typical earnings are according 

to the industry standards. 

¶ See Departments of Labor 

Statics at your local One-stop 
Career Center. 

¶ Write or telephone trade 
association. 

¶ Talk to local employment 

agencies 

¶ Ask the reference librarian at 

your public library. 

¶ Search the job banks on the 

internet for comparable jobs. 
 

 

Making a counteroffe r 

Many companies and governmental agencies 

have a published salary scale or range.  

Salary ranges allow for difference between 

candidates skills, qualifications and the 

amount of training they will need.  If the job 

you seek is coved by a salary range your 

goal is to how that you have the strengths 

skills, and enthusiasm to merit a salary near 

the top of the range. 

If the salary offe r is low, make a 

counteroffer:  

¶ Compare it to industry norms. 

¶ Compare it to past work youôve done 
that is similar, for which you were 

paid more. 

¶ If you have a higher offer from 

another company, this is the time to 
mention it. 

Notice that in each case you peg your 

counteroffer to a real world example of 

higher earnings.   State our case simply 

about being arrogant. 

If the employer wonôt raise the starting 

salary and you will want the job: 

 

¶ Ask them to describe the conditions 
under which they would be willing to 

pay more. 

¶ Focus on who you can either save 

the company. 

¶ Negotiate a contingency that your 
salary will be increased in 3 to 6 

months if your work meets a certain 
criterion that you both agree upon.  

Get it in writing so that you have a 
recorded of the agreement in case the 
person who hires you leaves the 

company. 
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¶ Is there another aspect of the job 

offer that you can negotiate, besides 
the salary?  For instance, could you 
have 3 weeks of paid vacation 

instead of 2 weeks, or maybe more 
benefits? 

 

After you received a job offer 

¶ Is when you have the most 
negotiating leverage. 

¶ Step back from the situation and 

evaluate the offer. 

¶ List the pro and cons of accepting 
the offer as it stands. 

¶ Determine what is acceptable and 
what could be better. 

 

 ñYou have not because you ask notò. 

 

 

 
 
 

 

 
 

 

 

 
 

 

 
 

 

 
 

 

 

      
 

             
             

             

              

  

 

 

 

 

 

 

 

 

 

 

 

IN SEARCH OF 
 

¶ We are in search of 
encouraging life experience 
stories that can uplift our 
readers. 

¶ Volunteers to plan events 
data entry and return calls 
and emails. 

 
If you are interested in sharing 
please contact us at 202-434-7236 
or sisterkeeper2000@yahoo.com 
for more 

 

Letters To The Editor 
 
We want to hear from you. 
Please email us your comments 
and suggestions about the 
newsletter to 
sisterkeeper2000@yahoo.com 

Advertisement 

We want to help your business 

grow buy advertising with us! 

  There are a couple of ways to 

showcase your business for a low 

price and for one year. Be a 

partner and help send a single 

mom to college join our Women 

Business Resource and display 

your business. For other 

opportunities please contact us- 

sisterkeeper2000@yahoo.com   


