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D r. Thomas Harrell, a professor at Stanford 

University, spent much of his career tracking a 

group of MBAs after graduation. He discovered that their 

grade-point averages had little effect on their ultimate 

success in the business world ð what really mattered were 

their conversation skills. The graduates who ended up with 

the most prestigious jobs and the highest salaries were the 

ones who were most adept socially. Our ability to master the 

art of small talk can be a huge boost to our professional and 

personal lives, but only if we know how to take advantage of 

it. Here are a few tips: 

 

Lighten Up  

 

We had been working on campaign ideas for Aflac for weeks. It wasnôt easy ð the 

name of the company was difficult to remember. Even as we got down to the wire 

before our big presentation to the CEO, we were feverishly trying to settle on a 

breakthrough approach. Nothing was jelling. To blow off steam, Eric David, one of 

our creative directors, decided to take a break and grab lunch at the corner deli. On the 

walk there, he kept repeating the name ðñAflac-Aflac-Aflac . . .òð over and over to 

himself. He arrived back at our offices with a corned beef on rye and a smile on his 

face. He then proceeded to pinch his nose as he quacked out ñAFLAC!ò at his partner, 

Tom Amico, and waddled around like a duck. 

 This might seem like unacceptable behavior at a company not accustomed to the 

antics of advertising or comedy writing, but we knew we had just seen a brilliant idea 

hatched before our eyes: making a duck the star of the campaign. We won the account, 

and the ñAflac duckò has become one of the most famous icons in American 

advertising.  

 

Small Change 

 

EMBRACE ñSTRANGER DANGER.ò No one would suggest that you befriend a 

suspicious six-foot leather-clad man lurking in the subway station. But chatting with 

the friendly bank teller or with the woman standing behind you in the movie line 

couldnôt hurt. The CEO of a private jet leasing company recently gave up his seat at 

the counter of his local diner so a dad could sit next to his young daughters. As the 
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CEO began to exchange pleasantries with him, the man 

remarked that his company was looking to rent a jet on a 

year- round basis. As a result, the CEO landed a huge 

account ð and all because he decided to make small 

talk with a total stranger! 

 

GO ON AN E-MAIL DIET. One day a week, try 

limiting your e-mail output, and ask people in your 

address book to do the same. Force yourself to engage in 

more human interaction throughout your workday. We 

had an ñe-mail diet dayò at The Kaplan Thaler Group 

and the results were incredible. The increased banter 

between employees led to more productive work 

sessions and made work a lot more fun. 

 

Excerpted from The Power of Small by Linda Kaplan 

Thaler and Robin Koval ©2009 Linda Kaplan Thaler 

and Robin Koval. Reprinted by permission of Broadway 

Business, an imprint of the Crown Publishing Group. 

 

Linda Kaplan Thaler 

(pictured on the right in the 

photo) is CEO and chief 

creative officer and Robin 

Koval (pictured on the left) is 

president of The KAPLAN 

THALER GROUP ð a billion

-dollar advertising and 

entertainment company 

responsible for pop-culture 

icons such as the Aflac duck.  
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ABWAõs Proud Code of Conduct 

 

1. All members will serve as goodwill ambassadors for the 

American Business Womenôs Association. 

2. Members will not allow their personal beliefs and con-

victions to interfere with the representation of ABWAôs 

mission. 

3. Members will always treat their member colleagues, 

guests, vendors and sponsors with honesty, respect, fair-

ness, integrity, responsibility, kindness, and in good 

faith. 

4. Members will maintain compliance with ABWA  

National, Chapter and Express Network Bylaws. 

5. Members will not use their personal power to advance 

their personal interests. 

6. Members will strive for excellence in their professions 

by maintaining and enhancing their own business 

knowledge and skills, and by encouraging the  

professional development of other members. 

 

 

WIN Module Highlight:  

How to Manage Team Conflict  

 

Having challenges with individuals or factions 

within your Express Network? Among your 

many free tools in ABWAôs Womenôs Instruc-

tional Network (WIN) is your free module ñManaging Team 

Conflict.ò The module teaches the characteristics of conflicted 

and successful teams and offers tips on how to recognize and 

manage conflict. To learn more about your free modules, see 

page three. 

 If youôre interested in adding WIN to your membership,  

you can login and make your payment by visiting the member 

login tab at www.abwa.org. Click on the WIN logo above for 

steps on using ABWAôs member login. 

 

Find ABWA on Facebook and Twitter!  

 

 

I  nterested in being in-the-know 

about the latest ABWA news? Be sure and follow ABWA on 

Twitter and Facebook. You can find a link to ABWA on Facebook 

by searching for Executive Director René Street. A link to ABWA 

on Twitter can be found at www.abwa.org, or follow @ABWAHQ 

by clicking on the link www.twitter.com/ABWAHQ.   
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Thereôs no need to cry over 

lost opportunities to master 

the art of small talk.  

 

ABWAôs 60th anniversary 

Sept. 24-26 in Kansas City 

will open the door to many 

possibilities to meet and 

mingle and advance your 

career and presentation 

skills. 

 

Read more about this event 

on page four or register for 

at www.abwa.org! 

http://www.abwa.org
https://www.abwa.org/pdf/MembersOnlyLoginInstructionsPDF.pdf
http://www.twitter.com/ABWAHQ


B egin your Internet shopping by stopping at ABWAôs 
shopping portal on the WIN opening page at 

www.abwa.org. Click on the gold bag (right) to gain access 

to 1,000 online stores. When you make a purchase at any 

one of the stores you find, a percentage of money will be 

donated back to the ABW Foundation and will be desig-

nated for professional development programming for ABWA members.  
 

 

Start With the Gold Bag When You Shop Online  
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Free Interactive WIN Modules  

O ne great advantage for Express Network  

members is the tremendous benefit of receiving 10 free 

Team Tools training modules!   

 Provided by LightSpeed Learning, an internation-

ally recognized leader in change management consult-

ing and training material development, such modules  

include Goal Setting and Measuring Results, Making 

Group Decisions, Managing Team Conflict, Creating a 

Team Charter, Facilitating Team Interactions, Giving and Receiving 

Feedback, Planning for Action and more. LightSpeed Learning has successfully 

trained more than 80,000 participants in many different businesses and environ-

ments. An exceptional value, such courses are valued at more than $100 per mod-

ule. You can find your free modules within WIN by logging into WIN in the mem-

bers only section at www.abwa.org and visiting the ñCoursesò tab. To access WIN 

prior to their membership renewal date, members will need to pay the $15 WIN 

tech fee. Do this by calling 816-361-6621, ext. 254.  

 
Have you visited the roster section of your groupôs Team Board in WIN? If someone is 

missing an icon next to their name, it means they do not have an e-mail address on 
their member record. Tell these members to send their e-mail addresses to web-

mail@abwa.org and ask for a password.  

http://www.geico.com/landingpage/go51.htm?logo=06573

