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hen you meet either Andy Etzel or Susie Etzel you are taken with 
their genuine interest in both you, and the business we are all in.  
They are dynamic, vibrant, energetic people who are fascinated by 
how this industry works, and how each of us came to be where we 

are.  They seem just a bit amazed at how they came to be where they are, and 
they are lovin’ every minute of it! 
 
When you ask a child what he or she wants to be when they grow up you are 
almost NEVER going to hear, “I want to be an answering service owner.”  And that 
would be true of two of SNUG’s newest answering service owners, Susie and Andy 
Etzel.  “I wanted to become a veterinarian,” admitted Susie. “And I wanted to be a 
farmer,” added Andy.  So how is it that this bright and active couple are the proud 
owners of not one, not two, but three answering services in three far flung 
states? 
 
It helps to know that before Susie was Mrs. Andrew Etzel, she was Susie 
L’Heureux, daughter of 
Dan and Jessie L’Heureux.  
The answer becomes 
even more clear when 
you know that Andy and 
Susie were dating in high 
school (well before Dan 
sold his business and just 
a couple of years before 
he became the Executive 
Director of SNUG.)  “I had 
always been intrigued by 
Dan’s business.” Andy 
explained, “And even 
though I entered a far 
different field, I still liked 
hearing the stories about 
this industry.  I knew from 
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the start that I am an 
entrepreneur.  I like 
business, and I like owning, 
building and being 
responsible for a business.” 
 
“I came to love business 
ownership a little more 
slowly than Andy,” Susie 
offered.  “I was busy being a 
mother and I liked staying at 
home with my little ones.  I 
had to discover that this 
industry was a part of me, 
but it didn’t come quickly.  
Now, I love owning our 
businesses and I realize that, 
at heart, I am also an 
entrepreneur.” 
 
Their first contact about 
purchasing a service came 
from Judy and Ron Vincent 
who were not quite ready to 
sell their service, A Quality Answering Service, in Hudson, Florida but as they 
planned for the future and their retirement they agreed that they were going to 
offer to sell it to Susie and Andy before making any other plans.  This “handshake 
agreement” had been in place for a long time and was pretty much taken for 
granted.  However, in 2010, Toni Schmalenberger’s health was deteriorating and 
the opportunity to purchase Billie Clark’s Answering Service, in San Diego, 
California became available.  It was quite a decision to have to make, but after 
much debate, the young couple decided to purchase Billie Clark’s even though it 
was going to be a stretch;  they were eager to live their dream and confident it 
was a good decision. 
 
“Billie Clark’s Answering Service was a perfect service to buy,” Andy said.  “It was a 
truly good service; Toni ran a tight ship and the quality was there!”  Susie agreed, 
“Toni was one of a kind!  Her employees knew exactly what she expected and 
always strived to be better.  She was at the level she wanted to be at and she 
worked with her employees showing the commitment she wanted.  We bought a 
service that had an excellent foundation; we just needed to show that we too, 
were committed to quality.” 
 
Purchasing a well-run company allowed Susie and Andy to get their feet wet 
without some of the stress that can come with such a purchase.  “We were 
blessed to have an absolutely wonderful manager already in place who knew the 
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clients and the employees, and had been acting as Toni’s right hand while she 
struggled with her illness.  She was able to be our local on-site presence.”  
Susie explained. 
 
In January 2014, Judy and Ron called and said that they were ready to sell.  
There had been enough time since their first purchase to allow Susie and Andy 
to regroup and prepare for this purchase; and it took place with very little 
fanfare. “Judy was one of the best teachers in the industry and she was all 
about quality,” Susie explained.  “But it had been a while since she had been 
truly, actively involved so there were some things we wanted to change to 
conform with our philosophy.  A Quality Answering Service was still essentially 
a well-run company and again we had some very good people to manage the 
day-to-day events.    There was a bit of an adjustment period but we were very 
careful to connect with our employees and to explain what our simple mission 
was “Work Hard and Be Nice!”  We told them that we would be fair, but I 
wanted to put my personality stamp on the business.   I shared all the tips and 
tools I knew and we shared our goals for the company.   We are coming 
together to make things work.” 
 
“What we never saw coming was our third purchase,” laughed Andy.  “It was 
only a few months after we closed on A Quality Answering Service in Florida 
that we got a call from Susie’s cousin, Bill Anderberg in Medford, Oregon. 
Would we be interested in buying his service, Answer Page?  We decided that 
we did want to buy it. This was a whole different situation because it had been 
a cellular store - paging company with an answering service to support the 
other companies” Susie pointed out. “This service was not as focused on the 
answering portion of the company but had some great key people and we saw 
it as a diamond in the rough. It was a work in progress, but you know, these 
agents have the best personalities and a great connection with their clients.”   
 
“Susie is the one who 
coaches our staff,” 
Andy said proudly, “and 
she is so good!  Her 
niche is employees and 
relationships because 
she genuinely cares 
about people- how 
they feel and how she 
can come alongside 
them as a coach and 
mentor. She made it 
clear that she and I 
would make mistakes, 
but we made sure our 
vision was clear and that 
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everyone understood we would also strive for goals right 
along with them.”  Susie nodded, “I just explained what 
kind of service we want to have – this is a righteous 
business; we have faith in God to help us run this 
company and the others we own.   I told them we want 
our employees to come into our business and to like it.  
We want them to be comfortable in the place where 
they work and to feel appreciated and to be well paid.” 
 
When these two get excited their passion for what they 
are doing comes through.  They eagerly finish one 
another’s sentences and their pride in one another is 
evident.  They are a team.  Their desire to build 
relationships with their staff inspired them to pack their 
three kids in their RV, two days after school let out for 
the summer, and spend the month of June in Medford, 
Oregon, where they worked alongside their new 
employees and got to know them.  They demonstrated 

what they are about as a family as well as business owners.  “It was a crazy, chaotic, 
wonderful and successful time!” Susie laughed.  Andy agreed, “I think when we left, our 
employees understood us both as a family and as business owners.  I feel that we are all 
on the same page; it was time well spent!  We think we’re going to do this every year; it 
was so great for us, our kids and our whole business.” 
 
The Etzel’s philosophy is that they own three small businesses, rather than one, with many 
parts.  “We are keeping each company as an individual entity.” Andy said, “Each will keep 
its own name, its own local presence, and its own personality.  Each has a long history and 
an excellent reputation,” he went on, “and we want to capitalize on that.”  Susie 
acknowledged, “The agents in each company are part of that personality.  Their accents, 
their knowledge of local streets and landmarks are an important part of the service they 
provide.  They sound like “home”, familiar to their clients.  Our agents love answering for 
businesses in their area.  These people go to the same doctors they answer for, they can 
give directions, and speak knowledgeably about their town. We feel that is an important 
part of their success!”  Andy added, “We simply want to build solid community businesses; 
we want clients to come to us because of our reputation. We want to focus on being the 
best in the area, not the biggest!” 
 
Andy continued, “We are able to work within the constraints of having different 
equipment because we treat each office individually.  Billie Clark’s Answering Service uses 
the CMC and we added the soft switch year and a half ago.  The Oregon office, Answer 
Page and Messaging also used Startel equipment and that allowed us to bring them into 
the San Diego switch, using the Multi-Site Plug-In, so that the two companies function 
independently.  Our Florida office, A Quality Answering Service, currently runs on TeleScan 
equipment, but the goal is to eventually integrate.   
 
Dan regularly confers with Andy and Susie, offering his nearly 40 years of experience.   
Susie & Andy welcome the input but at the end of the day, they are responsible for the 
decisions and the corresponding results.  

(Continued from page 3) 
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“We are SO fortunate to have wonderful managers in all three 
offices,” said Susie, “we couldn’t do it without them.  They fully 
support our vision and we support them.”  Andy nodded. “Our 
great people take care of the everyday running of each 
company.  Our job is to coordinate and to oversee.  We are 
getting out of Yellow Pages and enhancing our web presence 
and doing big-picture projects.  I am learning more and more 
about the technology in this industry; and that it is ever 
changing!” Andy laughed.  “The more I learn the more I realize 
there is to learn!  I want to say that the SNUG community is 
there to help you out whenever you need them - to succeed.  
The sharing makes the whole industry stronger and we can rely 
on each other.  What a great group of people!” 
 
The Etzels fit right in with our great SNUG group; they are dedicated to their business 
and to their family.  Their children are their joy!  “It’s fun to see their very different 
emerging personalities,” said Susie.  “Glory is 12, and she has been our entertainer 
from the beginning; she is very creative – writing, singing, acting and producing; she 
loves both sides of a camera.  Hattie, who is nine, is an excellent athlete, and was 
recently accepted by a competitive gymnastics team so we are entering a whole new 
world of sports and carpooling.  And Louie, at seven, doesn’t have a favorite activity 
yet but he sure is a motor-head like his dad and grandpa.  He has a dirt bike that he 
loves to be on and also enjoys cars. Last, but not least is Sadie, our Rottweiler Golden 
Retriever mix.  She is old and easy and just a wonderful friend to all of us.” 
 
We can look forward to Susie and Andy becoming wonderful friends to all of us 
Snuggies, too.  They are exactly the kind of business owners who make our industry 
better.  They are all about sharing their vision, and their knowledge, asking great 
questions and finding valuable answers.   
 
 

We wish them well and welcome them to the SNUG family.  
 

(Continued from page 4) 
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etting Some Traction in Your Business 

 
How do you get to where you want to go if you don’t know where you are?    In 2010 Gino Wickman 
was a speaker at the ATSI annual conference in San Diego.  I was one of the  conference co-chairs so I 
had the pleasure of speaking to him for quite awhile as we engaged his services for our group. 
 
His book: Traction: Get a Grip on your Business was interesting to me and I came back to the office 
with the idea that we would give it a go and see how things went from there.  His guideline is called 
the Entrepreneurial Operating System ( EOS) . This system focuses on six components of your  
business.  They are Vision, People, Data, Issues, Process and Traction.  
 
We assigned my son Tim to be our Integrator. His job was to set the weekly agendas and  
facilitate our weekly meetings.  One of the very first things we needed to do was assemble our  
Traction Team.  We chose a leader in each department and ended up having a total of 7 Traction 
members (myself included).  
 
The next important step was for us each member to fill out an Organizational Checkup which rated 
our current company status on a scale of 1-5.  One question for example was “Our core values are 
clear, and we are hiring, reviewing, rewarding and firing around them.”  
 
In order for this program to work, we had to instill in each member of the team the  

importance of speaking openly, honestly and to hold nothing back.   We 
then held an offsite meeting where we could spend an uninterrupted 
afternoon reviewing the results of this check up and setting our goals for 
the quarter, the year, and at the same time, we also set a 3 year goal and 
a 5 year goal.  We knew as we moved along through the  
process these goals would change a bit until we were more  
comfortable with what we were doing but, surprisingly, they didn’t 
change that much after all. 
 
Now that all of us were on the same page as to our goals, the rest was a 
matter of working out who would see to what goal and be answerable to 
the rest of the team.   We meet once a week for about 90 minutes.   
 
It has been over 4 years since we implemented Traction and we still use it 
today. The things we measure and the goals we set have changed year to 
year but the concept of goal setting,  the unity to make sure those goals 
are communicated throughout our organization and the joy of not only 
making the goals but adjusting them to even better numbers has been 
quite rewarding.  

 

G 

It’s What We Do… Traction 
 

by Mary Jones  
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Startel and Professional Teledata Announce Merger 

The combination of two premier organizations results in multiple best in class  
products and superior customer support for the TAS industry 

 
  

Irvine, CA and Manchester, NH – September 3, 2015 – Startel Corporation, a provider of unified  
business communications for contact centers and telephone answering services (TAS), today announced its 
merger with Professional Teledata, a pioneer in order entry, billing management and hosted and  
premise-based solutions for call centers. Effective September 2, 2015, Professional Teledata is now a wholly 
owned independent subsidiary of Startel. 

The companies have a relationship that dates back more than 30 years, serving the TAS industry and many 
of its joint customers. With this merger, the combined organization expands its product offerings to broader 
markets while enhancing overall technical expertise, increasing customer service availability and adding 
depth to the leadership team. This merger is a win-win for both organizations, as well as its combined  
customer base and the entire TAS industry. 

“We are very excited about Startel and Professional Teledata coming together,” said Bill Lane, president and 
CEO of Startel. “We look forward to joining teams, and leveraging the resources, capabilities and technical 
expertise of the combined companies to provide a higher level of customer support and greater breadth of 
product offerings to the marketplace.” 

“Given our long relationship and shared vision of providing telephone answering services and contact centers 
with solutions to improve efficiency and increase revenue, combining companies seemed like a natural fit,” 
said Pat Kalik, president of Professional Teledata. “We are thrilled with the merger; it is a positive  
development for both organizations, customer bases and employees.” 

The companies’ offices will remain open in Irvine, California and Manchester, New Hampshire. Three  
principals of Professional Teledata, including Jim Graham, Alan Hartmann and Pat Kalik, will join the senior 
management team of Startel to lead the combined company. 

About Professional Teledata 
Professional  Teledata  is  a  technology  provider,  and  pioneer,  to  the  telephone answering service (TAS)  
industry.  For  over  30 years,  the company has developed products and services focused on improving user 
productivity  and  efficiency.  Today,  the  company  offers  the  TAS  industry  with  a  complete  hosted  or  
premise-based  turnkey solution  that includes voice logging, faxing services, order entry, secure messaging, 
billing  services,  customer  web  portal,  and  more.  For more information, contact Professional Teledata at 
800.344.9944, or visit www.professionalteledata.com. 

About Startel Corporation 
Startel is a leading provider of unified communications, business process automation, and performance  
management solutions and services. Since its founding in 1980, Startel has established a loyal customer base 
from a variety of industries, including contact centers, education, government, healthcare, insurance,  
telephone answering service and utilities. Startel leverages its unique solutions and industry knowledge and 
experience to empower organizations to improve agent productivity, reduce operating costs and increase 
revenues. For more information, contact Startel at 949.863.8776, or visit www.startel.com. 

 

Startel Merges with Professional Teledata 
by Mary Jones  
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“I was stunned!”  Said this year’s ATSI, Learning by Association, 

Sharing Award winner, Terri Paffile.  “I feel very honored to have received 
this award.”   
 
Presented by ATSI President, Jeffery Zindel, the Sharing Award, as it has 
become fondly known, is the most prestigious of all the recognitions in 
our industry today.  That is because the recipient is chosen by our peers.  
As Jeff began the presentation he said, “Our recipient, Terri Paffile, was 
the leader of the development team to create a new ATSI website;  
spending countless hours on the Website project and following it through 
to implementation.  This was a very difficult project, because we replaced 
our management company and hired KWMG at the same time.   She had 
to manipulate the maze of issues related to both, but still offered to assist 
on this project.” 
 
“When we set forth the plan to create an online learning platform or ATSI University, Terri was one of the 
first people to come to mind.  The ATSI Board of Directors made a short list of possible volunteers and  
Terri’s name was at the top.”  Terri is the epitome of sharing; she is the General Manager of Answer 1 
Phoenix, AZ (Mary Jones, Owner).  She has served on the ATSI Board of Directors as WSTA representative; 
and she has served on WSTA Board for several terms.  Terri has also served on SNUG Board of Directors 
and is a Past President of SNUG.  She is also an active CAM-X volunteer.” 
 
Jeff went on, “Terri has given countless hours of her own time as well as keeping up with her demanding 
work schedule at Answer 1. If her work schedule was hectic, she worked on ATSI University on her own 
time.  She shares industry knowledge, technical expertise and all round great business advice.  She gives 

100% effort on every project and ATSI University 
would have still been on the drawing board without 
her help and support.  Terri has been a relentless  
volunteer for ATSI University.  Her time, thoughts and 
efforts have been remarkable.” 
 
When asked how she felt about receiving this coveted 
award, Terri replied, “It was really a special moment 
standing before so many of my friends and colleagues.  
People that I very much respect in this industry.”  
“Heaven only knows what I said during the  
presentation, because I cannot remember any of it.”  
Realizing that you have been selected to receive the 
LBA Sharing Award is like that, it takes your breath, 
and your memory away, leaving only wonder!   
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o, you have read the syllabus for the training seminar that is being offered and 
you intend to send one or two of your employees to the event.  (Or you have 
scheduled an in house training program.)   

 
Ask yourself, “Why?”  
What do you hope to get 
from it?  If you can’t  
answer this simple  
question you need to give 
it some thought.  Many of 
us send our employees to 
various educational  
programs with the vague 
feeling that our company 
will benefit by their  
experience.  But we don’t 
ASK for their thoughts and 
ideas before sending them 
or when they return .  We 
have paid for expertise 
and then failed to truly 
capture it. 

 
Make a plan to sit down with your attendees within a day or two of their return and 
have a conversation about the three (or five or ten) most important things they 
learned.  Set a schedule to implement any of the ideas that you agree with.  Nothing 
is more harmful to an employee’s enthusiasm than to be sent to an educational 
event, be it a presentation, a workshop or a conference, where they get lots of great 
ideas on how to improve their company, and then not have their ideas listened to or 
validated by their boss or a company decision maker. 
 
To get the best for your money, you need to make a time 
investment, a listening investment, not just a monetary 
investment.  When you schedule their registration, mark 
your calendar for a time to review their ideas.  Lock that 
in by giving your employee some rendition of the letter 
on page 11 and make sure that you both know that this is 
an investment in your company. 
 

S 

How to Get the Best  
Out of Employee Training Opportunities 

 
“Make a plan to sit 

down with your  
attendees and have a 

conversation about the 
three (or five or ten) 

most important things 
they learned.” 
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Dear ____________, 
 
You are about to take part in a two-day skills workshop 
sponsored by (our company, or name of the  
organization).  My hope is that the workshop will be a 
success and that you will come away armed with new 
skills and ideas that you can put to use.  My purpose in 
writing is to reinforce the expectation that you will, in 
fact, put the acquired skills and methods to use.  Put 
simply, you (and your fellow participants) are receiving this developmental  
opportunity because we believe that it will lead to more productive and satisfied 
managers and work unity. (Or whatever you expect the employee to learn) 
 
Within two days of the event I would like you to provide me with a brief written  
summary detailing: 
 

What you learned 
How you intend to apply it in the course of your everyday job 
What I (or other members of our management team) can do to  

support you in this 
How, when and by what means you plan to measure the relative  

success of these efforts 
 

I have  set  aside  time  the  afternoon  of  (date  within  one  week  of  receiving their 
written review) for us to  meet to discuss  the best projects to undertake first and the 
best ways to implement them.  
 
Sincerely, 
 
Mary Q. Manager 
 
 
 

When everyone knows that there will be reports and discussions  
following the event, it is far more likely that you will truly  

get your money’s worth from the investment. 
 

 
“My purpose in  

writing is to  
reinforce the  

expectation that you 
will, in fact, put the  
acquired skills and 
methods to use.” 



   SNUG newsletter                                                                                                                        3rd Quarter 12 

 

 

 

Buy The Book... 

Lemonade Stand Selling 
   By Diane Helbig 

As business owners we don’t have a whole lot of time to read books on selling; nor 
do we do all the selling in our companies.  But this slim book will remind us of the  
importance of growing our business and rekindle the excitement of selling, “using 
simple, easy to understand, down to earth language and examples to help dispel 
the myths many people believe about the sales process.  Even if you consider  
yourself a seasoned sales person there are lessons you can learn in the pages of 
this excellent book.”  The quoted words are those of Dr. Tony Alessandra, a Hall of 
Fame Motivational Speaker and author.   
 
While the pages cover marketing, prospecting and networking, more than half the 
book covers selling – and all that entails.  Helbig maintains, “Action cures a lot of 
things – fear, anxiety, inertia, etc.  So give yourself a nudge, a push – however 
slight.  Move to a different window, or walk out a different door, and take a look.  
What do you see?  … the point is you owe it to yourself to know how you are really 
doing.” 
 
She urges us to monitor ourselves as well as our businesses.  When we have a  
business goal we can use it as a measuring stick for our actions and decisions.  
She reminds us of the importance of follow-up, following up with the whole sales 
process, with new acquaintances, old acquaintances, clients and referrals, even 
prospects that did not come with your company in the beginning.   

 
Her closing chapter, before the review, solidifies the overriding topic throughout the book, relationships!  
Our relationships with the people who use our services – or who might use our services in the future.  About 
these people Helbig says, “…remember that they are not your partner.  They don’t have to be understanding 
of the things that challenge you.  As long as they are paying you they have the right to expect outstanding 
service all the time.”  As she looks at selling she says, “How you build relationships with your prospects will 
determine which prospects will become clients.  This process is like dating.  When you start dating someone 
you take care to communicate effectively.  You listen and are attentive.  You work to create the best possible 
relationship.  You are honest and have the other person’s best interest in mind.  See the similarity?” 
 
After reading this little lemon yellow book one feels energized, ready to sell!  The mind absorbs bits and 
pieces and out come great ideas for marketing, ways to create better steps to reach goals, and provide  
solutions.  Her common sense points, “No one likes to be sold; we do however, like to learn.”  “The goal 
should be to learn as much as you can about what prospects need, what they want and where they are  
regarding budget.”  And of course, “Growth doesn’t happen by accident.”   
 
Reenergize yourself and your sales program by spending a couple of hours with 

Lemonade Stand Selling.  Then spend a couple of hours outlining the new sales plan 

that will pour from your mind after reading it.  Now is the time to grow your  

business and Diane Helbig is just the person to get you motivated.  Lemonade Stand 

Selling is available through Amazon and Barnes & Nobel for about $15.00.   

 

Sip and enjoy! 

“Action cures a lot 
of things – fear, 

anxiety,  
inertia, etc.  So 
give yourself a 
nudge, a push – 

however slight.” 
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ear SNUG members,  

 
I hope everyone is looking forward to the SNUG conference in San Diego, March 
20-23, 2016.    Registration will open on September 1st, so be watching https://
teamsnug.com/conference for more details.  Your conference chair Renita 
Dorty is hard at work nailing down the agenda details and Startel has some FUN 
surprises scheduled.  
 
In the meantime you can make hotel reservations at the beautiful USGRANT in 
downtown San Diego;   https://www.starwoodmeeting.com/events/
start.action?id=1410036982&key=253EEBD  
Come Early or Stay Late ~Enjoy San Diego for 3 days prior or post conference at 
the US Grant Hotel, a local icon since 1910, situated in the city’s lively and historic downtown 
Gaslamp Quarter (visit www.GasLamp.org for FUN, DINING & ENTERTAINMENT ideas) , just 
steps away from top shopping, dining and entertainment and a short drive from the destinations 
world-renowned beaches, museums and family attractions; all situated in beautiful San Diego. 
 
A special note:  The Pre & Post Conference days are not included in our booking contract and 
available on an 'availability' basis which means 1st come/1st served and may sell out before our 
actual conference block.   The reason is, if we book rooms that members don’t end up taking, we 
could be subject to a penalty, so we only book rooms for the actual conference dates.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
I'm also trying to gauge the interest in a Saturday March 19th Motorcycle Cruise along the Coast 
Hwy - details and cost remain to be determined but if you have interest in the idea please 
contact me off-list @ Dan@CallConsult.net and we will see if we can put something together.      
 
Wishing you the Best in Business,  

 
Dan L’Heureux, Executive Director  

From the Executive Director 

D 

 

https://teamsnug.com/conference
https://teamsnug.com/conference
https://www.starwoodmeeting.com/events/start.action?id=1410036982&key=253EEBD
https://www.starwoodmeeting.com/events/start.action?id=1410036982&key=253EEBD
mailto:Dan@CallConsult.net
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To 
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SNUG will update you 

ello, SNUG Nation! 
 

It is hard to believe that fall is right upon us!  I 
have enjoyed the summer and the warm weather 
it brought, but I look forward to Fall almost as 
much.  Depending on the part of the country you 
are in, if you get to watch the leaves turn colors 
when the season sets in, you understand just 
how beautiful that can be.   
 
There are a couple of items I want to remind 
everyone of because both are very important and it’s never too early to start 
planning. 
 

SNUG Conference: 
Our next annual conference will be in beautiful San Diego, CA at the historic US 
Grant March 20-23, 2016.  Conference registration will be open September 1.  In the 
meantime, however, you can book your hotel reservations by visiting:  https://
www.starwoodmeeting.com/events/start.action?id=1410036982&key=253EEBD.  
Mark your calendars, book your room and keep a watch out for the Conference 
Agenda and other conference information. 
 

Sheryl Denny Memorial Scholarship: 
The Sheryl Denny Memorial Scholarship is designed to help employees and children 
of employees from either TeamSNUG member companies or Startel Corp. attend 
higher education.  The 1st place winner receives $1250.00, the runner up receives 
$1000.00 and 3rd place receives $750.00!  We encourage anyone eligible to apply!  
To apply, visit: https://www.teamsnug.com/scholarship. Also, if you are in a position 
where you can donate, your donation is certainly welcomed.  If you would like to 
donate, please contact our Executive Director, Mr. Dan L’Heureux at 
Dan@callconsult.net. 
 
As always, we appreciate each of our members and hope that if anyone has a 
suggestion on how to improve our group or your membership, please do not 
hesitate to contact any member of our Board. 
 
Cheers to your inner awesomeness! 
 

Kristen P. Borne 
 
Combined Communications, Inc. 
KristenBorne@cctas.com 
SNUG President 
 

H 

https://www.starwoodmeeting.com/events/start.action?id=1410036982&key=253EEBD
https://www.starwoodmeeting.com/events/start.action?id=1410036982&key=253EEBD
https://www.teamsnug.com/scholarship
mailto:Dan@callconsult.net

