
The ETMP Board for 2005 was sworn in on De-
cember 14, 2004 at the Annual Award and in-
duction banquet.  The Holiday Inn Central @ 
Papermill and LaTonya Rudolph were gracious 
hosts for this event. 

The 2005 Board includes:  

Angie Beach       President 

Grace Miller       Vice-President 

Robyn Gentile       Secretary 

Cindy Hale       Treasurer 

Teresa Yearwood    Planner Director 

Beverly Erwin       Planner Director 

LaTonya Rudolph   Supplier Director 

Laney Shorter       Supplier Director 

Gina Cappelletti      Past  President 

 

In addition to the induction of the Board the 
following awards were presented: 

Planner of the Year  

 Robyn Gentile 

Supplier of the Year 

 Laney Shorter 

Directors Award 

 Norma Cardwell 

Presidential Leadership Award 

 Gina Cappelletti 
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New Board Set to Move Forward in 2005 
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HOLIDAY GALA IS BIG SUCCESS 
 
The Holiday/Silent Auction Event was a tremen-
dous success and raised  $ 1423 for our educa-
tional programs.  This was the most ever and 
demonstrates how everyone who donated and 
everyone who bought auctions items helped 
make it a big success.  ETMP also owes a big 
debt of gratitude for the Park Vista Hotel and 
Mike Mathias for serving as our hosts. Several 
members and their guests extended their fun by 
staying over at the Park Vista which offered a 
special rate for ETMP members. 
 
The group had a marvelous time and even had 
the ETMP version of Last Comic Standing.  
Good food, good friends, good auction items, 
and good jokes were abundant.  Well maybe 
not the jokes! 

The Holidays started early for these revelers 



 
I have been a member of ETMP since its 
inception and have, in the past, been 
proud to be associated with this organiza-
tion.  Now, as the President, I want to take 
this opportunity to tell you what a “ CEN”  it 
is to be involved in ETMP!  If you were to 
speak those words to any ETMP member 
or a guest, colleague, or peer you were 
recruiting to join ETMP, I am sure ears 
would perk up and you would have their 
undivided attention.  I dare say that atten-
dance at the next meeting would exceed 
all expectations, as everyone would want 
to know how sin is committed at ETMP 
meetings!  As a matter of fact, I commit a 
“CEN” at every ETMP meeting.  Here’s 
how: 
 
 First, I further my Career Development by 
being an officer and serving on a commit-
tee, as well as being a member.   Involv-
ing yourself in career-oriented organiza-
tions and taking on leaderships roles 
sends a message to your management – 
‘I am striving to enhance my knowledge 
and skills.  I am ready to take on more 
responsibility.’  As a member of ETMP, 
you have these same opportunities.  
Please take advantage and join a commit-
tee.  YOU ARE NEEDED.    If you are not 
presently a member of ETMP, join and 
start your career climb. 

 
 Secondly, I increase my knowledge from 
the Educational programs presented.  
Whether the topic is personality styles, 
sales tips, or how to get the best deal, I 
can use the information to enhance my 
skills to get that ‘best’ deal for my clients.  
We have had some very good, unique 
educational programs.  I am looking for-
ward to another year of learning with 
ETMP.  Not only is education gained 
through presentations, but talking with 
other planners and suppliers can be an 
excellent source of learning about your 
profession and the needs/wants of your 
counterparts.  Education really is the key 
to success. 
 
 Lastly, and maybe my favorite part of the 
“CEN”, is Networking.  I can’t think of any 
better, more effective way to meet and talk 
with several planners and suppliers at one 
time than attending ETMP.  When we get 
to know one another and build personal 
relationships, we strive even more to cre-
ate a ‘win/win’ situation.  I know I prefer to 
do business with people I know – it’s eas-
ier.  That ‘win/win’ situation really does 
exist especially when we’re working with 
the people we also consider our friends. 
 
 Come commit a “CEN”  with us at ETMP! 

Your President Speaks by Angie Beach 

 

Page 2           ETMP1( : 6                                                    Volume 1, Issue 1 

 
Birthdays—Lets Celebrate!!!!!! 

 
January 6  Mike Mathias, Park Vista Hotel 
January 12  Tiarra Giles, Comfort Inn Oak Ridge 
January 15  Gina Cappelletti, Smoky Mountain CVB 
January 16   Beverly Erwin, UT Center for Industrial Services 
January 21  Ben Humphries, Music Road Hotel 
February 7  Laney Shorter, Hilton Hotel 
February 11  Amber Buckels, Chattanoogan 
February 24  Rose Marie Lasorsa, UT Medical Center Depart of Dentistry 
March 16  Lynn Beierschmitt, Travel Liaisons & Corporate Planning 

ETMP has decided to offer special rates to first time attendees coming 
to a meeting.  The first time cost for planners is $ 15 and the first time 
cost for suppliers is $ 25.  Please invite anyone you feel that can benefit 
from an ETMP meeting and have them take advantage of this special 
rate. 



 
Name: 
Teresa Yearwood  
 
Title: 
Data Coordinator  
 
Company: 
Science Applications   
International Corpora-
tion  
 
Time in Meeting Industry: 30 years  
 
Best Advice I ever got:      Always do the 
best you are capable of and no one can expect more. 
My father gave me these words at a time I was 
stressing over grades, but I have found them very 
applicable in the professional world especially when 
a lay-off seemed apparent  
 
My worst work related disaster: My Worst 
Work-Related Disaster:  My mind, thankfully, will not 
allow me to recall any meeting disasters. However, 
my worst work-related disaster was a trip to Washing-
ton DC to attend a meeting to transfer my meeting 
coordination duties to a new contractor. It was a 
stressful trip to make but made more so as it pro-
gressed, beginning with the 6:30 a.m. direct flight to 
Dulles that was cancelled due to fog; I arrived just 
moments before the scheduled boarding time. With 
only seconds to spare, I left voicemail for a work as-
sociate requesting she transfer my rental car reserva-
tion to National and contact the client informing them 
I would be late. (This was before cell phones, email, 
and blackberries!) The stress continued as I sat in my 
seat on the connecting flight when another passen-
ger showed up ticketed for the same seat. I won the 
seat and was feeling confident, especially since a 
check with the office during the layover informed me 
the meeting had been shifted to early afternoon. 
However, the nightmare continued at the rental car 
counter when over 30 redirected passengers arrived 
to claim cars the rental agency had only learned of 
that morning. At last, car keys in hand, I was on my 
way. I had made the trip many times from Dulles to 
Germantown MD but never from National. Armed 
with directions from the rental car agent (whose pri-
mary job responsibility was obviously to ignore cus-
tomers and flirt with a competing agent in the next 
booth) and her instructions to keep the river to one 
side following the route to the Beltway, I began my 
journey. I also had been told that if the river shifted to 

the opposite side of the road that I had missed my 
exit. Suddenly the river shifted and I hadn't seen my 
exit, so I did the logical thing and took the next exit to 
retrace my steps. Just as I exited, I saw the correct 
exit just around the next curve. Still, I thought "No  
problem...I'll just exit and get back on." But it wasn't 
as easy as it sounded. That exit took me to a section 
of one-way streets that totally confused me and pro-
vided no signage of how to get to the Beltway. I fi-
nally got back on the road I had exited, but I was 
headed toward the airport; still, I was confident I 
could just go back and start over. Again I saw the 
river; again I panicked. I exited and saw the turn I 
wanted when, again, it was too late. So I repeated 
the process AGAIN! Now I was starting to feel stupid, 
so when I exited the third time, I decided it's time for 
a new plan. I stopped passing individuals to ask di-
rections, but apparently no one drives in downtown 
DC. (I'm not sure where all that traffic comes from, 
but no one could provide me directions.) After I 
cruised downtown DC for a while, I managed to find 
Pennsylvania Avenue, and I knew of a state route 
that intersected with this street which would take me 
straight to Germantown. Once again I made a wrong 
turn and went the wrong direction. By the time I real-
ized this, I was in an area where you DO NOT want 
to stop for any reason. Finally, I made it to the Belt-
way, and, of course, I was on the southeast side 
when I wanted to be at the northwest section, but I 
knew the Beltway would circle the city and eventually 
get me to my exit. After several hours, I finally arrived 
at my meeting and only 30 minutes late...for the 
meeting that was re-scheduled twice for my conven-
ience. 
 
The Average Number of meeting I plan 
each year: 2-3 On site 
 
My Current home is Knoxville, I have never 
lived anywhere else, in fact with the exception of the 
first 3 years of my marriage I have never lived on an-
other street. 
 
The person I admire the most is my daughter 
because she allows nothing to stand in her way of 
her goals 
 
Some international countries repre-
sented at events I have been responsible 
for include:     Australia, Canada, France, Ger-
many. Israel., and Taiwan. 
 
The song I most often sing in the 
shower:  My husband and kids will NOT allow me 
to sing in the shower!!!! 
 

Meet Your Members —  Planner Profile 
Page 3 
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Name: 
Cindy Hale  
 
Title: 
Senior Account Executive  
 
Company: 
Marriott International  
 
Time in Meeting Industry: 10 years  
 
Best Advice I ever got:      Never leave a sales call 
without asking for the business 
 
My Current home is Knoxville, but I have also lived 
in Johnson City.. 
 
The person I admire the most is my husband Chad 
because of his loving and giving heart. 
 
The most satisfying part of my job is    my rela-
tionship with my clients. 
 
Something most people don’t know about me 
when they first meet me is  I am shy. 
 
. 

MISSION STATEMENT 
  
 East Tennessee Meeting Professionals is an or-
ganization committed to Education, Career Devel-
opment, and Developing Business Contacts for 
Meeting and Event Professionals in East Tennes-
see 
 

 OBJECTIVES 
 

 Encouraging and improving communications, 
understanding and cooperation between 
meeting planners and suppliers through peri-
odic meetings, discussions, and conferences; 

 Expanding the knowledge and abilities of plan-
ners and suppliers by conducting formal edu-
cational programs; 

 Aiding planners in locating and evaluating meet-
ing facilities and support services; 

 Assist both meeting planners and suppliers in 
enhancing their personal and professional 
skills and increasing their career develop-
ment opportunities; 

 Promoting an understanding in decision-making 
areas that directly or indirectly impacts the 
scope of operations of the planners and sup-
pliers; 

 Maintaining liaison activities with other profes-
sional meeting planner and supplier organi-
zations; and 

         Providing guidance and advice to planners and 
 suppliers on all phases of planning, 
 executing, and evaluating meetings. 

Meet Your Members —  Supplier Profile 
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Meetings Recap 
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Judy Gausnell of JG Performance Partners from Dallas shared wonderful insights 
about the differences in how men and women interact with each other in ªGender 
Dynamic—Crack the Communications Code.º   

One of the most important goals is to gender bi-lingual in business as well as 
home.  Here are some tips she left with the group: 

x� Establish rapport with him/her and be sincere. 

x� Build an ongoing bond with a customer/co-worker of the opposite gender 

x� Use effective tools of persuasion with him/her.  ( He wants to close the deal/
she wants to talk) 

x� Know when to think ªbig pictureº - (Her) ; - Know when to focus on the de-
tails. -(Him)  

x� Build creditability—(Her); - Build a relationship— (Him) 

 

Featured  Speaker Judy Gausnell 
speaks with ETMP guest Greg 
Maciolek prior to the January 
meeting at the Holiday Inn Se-
lect Downtown 
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Jeff Hutchison educates and entertains 
the ETMP group during the February 
meeting at the Comfort Inn Oak Ridge 
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February 2005 

 
The original ªProfessor of WOWº of the Ruby Tuesday restaurant chain, Jeff Hutchison, absolutely wowed the ETMP 
group with his ªPositive Winning AttitudeÐ PWAº seminar.  Jeff demonstrated from both professional and personal 
experience just how important it is to play to win.  His method goes beyond having a PMA - Positive Mental Attitude 
to actually having a strategy when things don't always go well. 
 
Jeff reminded us that it is a negative world we live in but with a personal strategy to win every task, what you feel is 
that you can overcome the negativity.  You can't always win, but you can always play to win and that increases your 
success considerably.  Change how you view the outcome of any situation by focusing on the positive! 
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Meetings Recap (Cont) 

W E ARE ON T HE W EB 
WWW .ETMP.ORG 
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Why ETMP? by Jim Johnson, CMP 
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 Oftentimes we lose sight of the benefits of belonging to an industry association.  
In this issue I want to remind each member of some reasons that they are a part 
of the ETMP and why they should be involved. 
 
 Meeting professionals must be exposed to continuing education in order to 
keep up with the fast pace of meeting and event management in the 21st cen-
tury.  You simply cannot get the education and training just by planning meet-
ings and reading trade journals. 
  
 It is recommended that each meeting professional attend at least 6 educational 
seminars annually just to keep up with the trends that will save you and your 
organization time and money in your meeting and event planning  East Tennes-
see Meeting Professionals is the only industry organization offering this educa-
tion, plus the networking opportunity in the Knoxville Area.  We offer at least 7 
educational seminars each year.  The alternative is to travel to Nashville or At-
lanta for monthly seminars and, in most cases, across the country for annual 
conferences.  The cost of membership in these other organizations is higher 
even without the travel time and expense.  It will cost thousands of dollars per 
year to get some of the same benefits achieved through ETMP. 
 
 Another big factor is the networking and one on one time you get with other 
planners in order to compare your methods and procedures.  With other suppli-
ers you find out how to negotiate what you really need and how to get the best 
deals.  It is estimated that a fully engaged meeting professional in an industry 
organization will save a minimum of 10% on their annual meeting expenses.  
This is a really nice investment for your company.  You won't get that insight 
from a phone call or email. 
 
 The bottom line is that if you re a meeting professional and you don't belong to 
an industry organization like ETMP and don't take advantage of the education 
and networking opportunities, you are costing your company a great deal of time 
and money that could go to other worthwhile projects. 
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New Babies for 2004ÐCan 

you name them? 
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In 2005, suppliers or planners will have an opportunity to 
purchase display tables at the monthly meetings in order 
to display their services and get in front of other ETMP 
members at a very reasonable cost.   
 
No more than two tables will be allowed at each meeting 
and the cost is $ 50 for members and $ 100 for non-
members.   
 
For information please contact Teresa Yearwood at 865-
481-2907 or Portia McKee at 865-379-7799 


