
Sue Crum, Chapter President 

the R.E.D. team - Reinventing Everyday Designs 

As the year comes to a close 

I want to wish each of you a 

wonderful holiday season 

and all the best for a fabu-

lous, fantastic, fun-filled 

2012. Thank you to all of 

you and the efforts you have 

put forth to make NAPO-San 

Diego a terrific chapter of 

hard-working professionals. 

 

We are in the final phase of 

our Soles4Souls Shoe Drive 

as our GO Project this year, 

so here is my final SHOUT-

OUT about SHOES!! Several 

members have asked me 

where I have gotten all the 

shoes I have personally do-

nated. 

 

Just to set the record 

straight, they did not all 

come out of my closet!! In 

fact, only six pairs have 

come from there. The rest 

have come from:  a grocery 

store, a dry cleaning store, a 

library, a doctorõs office, a 

chiropractorõs office, clientsõ 

homes, seminar partici-

pants, friends, and friends of 

friends. 

 

As I write this on November 

15 th, Iõve just picked up an-

other 60 pairs from Albert-

sonõs, so I know Iõll have 

another bagging project for 

this weekend. If you had 

asked me last July when we 

kicked off this GO Project 

how many pairs I hoped to 

collect during the drive, I 

probably would have said 

100. I know I certainly would 

not have said over 900 

which are what Iõve gathered 

so far. 

 

What has amazed me about 

this journey is how easy it 

has been to collect the 

shoes and how eager and 

willing total strangers are to 

help those in need. So 

whether you have brought in 

one pair, thirty pairs, or no 

pairs I ask you to jump in 

with both feet these final 

weeks and step forward. 

Your contribution, no matter 

how big or small, is going to 

such a worthwhile endeavor 

as Soles4Souls. 

 

As you are working with cli-

ents, or attending or hosting 

holiday gatherings, mention 

our GO Project and let others 

know that 50% of the shoes 

collected for Soles4Souls 

stay in the United States and 

go to victims of disasters 

across the country such as 

hurricane, flood, fire and 

earthquake. The other 50% 

get distributed to people in 

need in 124 other countries 

around the world. 

 

Instead of having friends 

stop in with the ubiquitous 

bottle of wine or tin of holi-

day cookies, ask them to 

bring a couple of pairs of 

shoes they no longer wear 

instead. Get those shoes to 

our wonderful corporate 

partners at Priority Moving 

by January 9th, and start the 

New Year with a lighter step. 

 

Thanking you in advance for 

putting your toe in the water 

on behalf of NAPO-San Die-

go and Soles4Souls. 

 

Have a wonderful holiday 

season! 

 

See you next year! 

From the Presidentõs Desk 

December, 2011 

San Diego Statement 

Sue Crum December is: 

¶ National Write a Business 

Plan Month 

¶ Read a New Book Month 

¶ Human Rights Week -   

December 10 - 17 

¶ National Made in America 

Month 

¶ Write to a Friend Month 

¶ Art and Architecture Month  
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NAPO-San Diego Leadership 

Board of Directors 

President, Sue Crum 

Vice President, Lyn Santina 

Secretary, Denise Levine 

Treasurer, Liz Davis 

Immediate Past President, 

Jan Davis 

Director of Marketing, 

Theresa Finnigin 

Director of Membership,       

Barbara Langdorf 

Committee Members 

BCPO Liaison & Study Group   

Coordinator, Sue Crum 

Chapter Inventory Custodian,    

Risa Goldberg, CPO® 

Chapter Portrait Gallery,          

Donna Cowan, CPO® 

Database Coordinator & Meeting 

Invitations, Leah Slayen 

Golden Circle Chair,                  

Donna Cowan, CPO® 

Librarian, Jan Behrhorst 

Meeting Displays, Liz Davis 

Member Roster,                         

Jana Hartwell, CPO® 

New Member Orientation,    

Therese Hall 

Newsletter, Sandy Mathews 

Prospective Organizer Meeting 

Chair, Diana Hill  

Recycling and Donations,             

Liz Davis 

Registrar/Hospitality Team,     

Donna Cowan, CPO®, Risa Gold-

berg, CPO®, Jean Kleint, Leah 

Slayen, and Elaine Worman 

Website Coordinator,                

Sandy Mathews   

Yahoo! Groups Manager,            

Lyn Santina   

Did You Know...  

An average of 1,031 Americans per day go into business 

for themselves. One of the most popular solo businesses 

is child-care services. 

More women than men have received bachelorõs degrees 

every year since 1982. 

Sales of craft and hobby products exceed $10 billion a 

year. 

New Member 

We are very excited to announce the addition of one new member to the NAPO-San Diego Chapter: 

We would like to welcome Renee 

Moreno as a new member of our 

NAPO-San Diego Chapter. Renee is 

an employee of The D-Clutter Com-

pany, owned by member Denikka 

Maly. Renee says she really enjoys 

organizing and helping people. Her 

Residential Organizing Specialties 

include garages, kitchens, offices 

and moving/relocation. She also works with the Chronically Disorganized and Children. Please 

take the time to get to know her better - Welcome, Renee! 

Renee Moreno 

Renee Moreno 

The D-Clutter Company 

146C N. El Camino Real 

Encinitas, CA  92024 

760-298-0089 

renee@thedcluttercompany.com 

www.thedcluttercompany.com 

Get a Group. When you enter numbers in your 

cell phone directory (or computer contact list), 

put an R before the names of restaurants, W 

before work colleagues, F before friends, and so 

on. This automatically groups your contacts. To 

get frequently dialed names to the top of the list, 

enter a blank space in front of the name and it 

will zoom up in your alphabetical listing.  

http://www.thedcluttercompany.com/
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Soles4Souls and NAPO -San Diego Update  

NAPO-San Diego could not wait for January. We were so anxious 

to collect shoes to support Soles4Souls we hosted a Shoe Drive 

at the Lawrence Family Jewish Community Center on October 15, 

2011. Along with the support of the JCC, we had the support of 

Priority Moving and Storage. Priority Moving and Storage volun-

teered one of their employees for the day to help us box up the 

donated shoes and transport them to storage. This was a great a 

team effort. 

 

In case you could not attend this great event, here is what you 

missed by the numbers: 

¶ 1,980 pairs of shoes (thatôs almost 4,000 shoes!) 

¶ 95% of the people who dropped off shoes heard about the 

event from one of the three television appearances by our 

very own chapter president, Sue Crum 

¶ 55 (approximately) cars came bringing shoes to donate 

¶ 12 NAPO-San Diego volunteers 

 

As you know, chapter members can continue to collect shoes on 

their own through January 9, 2012. Whether you bring one pair or 

a thousand pairs, you will be helping our chapter succeed and 

helping change the life of someone in need. You can participate 

by cleaning out your own shoes and setting up collection boxes 

near your home at local businesses or community centers. Check 

the boxes regularly to make sure they are not overflowing. Deliver 

the shoes you collect to Priority Moving and Storage per the 

guidelines listed below.  

1. Bag the collected shoes in clear plastic bags with exactly 10 

pairs of shoes in each clear bag and bind the shoes togeth-

er with laces, if no laces use rubber bands. Do not clean the 

shoes with any liquid products.  

2. Drop off the shoes to Priority Moving and Storage Company. 

Call them first to arrange drop off time/day. 

a. Priority Moving Company - 9755 Distribution Ave, #A, 

San Diego, CA 92121 

b. Aaron, warehouse manager, 858-689-2525 

c. Hours ï M-F 7am-5pm; Sat-Sun 7am-3pm 

3. Send Lyn Santina an email with the number of pairs of 

shoes and the date YOU dropped off the shoes at Priority 

Moving and Storage. 

 

 

 

 

 

 

 

 

 

 

 

 

Since the Soles4Souls shoe collection began in August, NAPO-

San Diego chapter members have collected a grand total of 

4,663.5 pairs, including shoes collected on October 15th at our 

big shoe drive. These shoes will be distributed to those in need all 

over the world. We are proud to be a part of this organization; 

helping Soles4Souls change lives one pair at a time. 

 

For any questions regarding the Shoe Drive or shoe collection 

and storage process please contact Lyn Santina 

(lynsantina@yahoo.com). 

by Theresa Finnigin, Ready Aim Organize 

     Chapter Director of Marketing 
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How Do You Define Business Success?  

,ÉÓÁ -ÏÎÔÁÎÁÒÏ 

by Lisa Montanaro, LM Organizing Solutions, LLC  

òVision, Passion, Discipline, Risk: In a life 

filled with success, these virtues are at 

once inseparable and inescapable making 

one unstoppable.ó ~ Anonymous 

 

Recently, I was coaching a business 

client, and we were having a conversa-

tion about business success. I asked 

her to share with me her definition of 

business success. After a pregnant 

pause, she admitted that she didnõt 

really know her definition of business 

success. Therein lies her problem -- and 

maybe yours as well. No matter what 

stage your business is in, it is important 

to define success for yourself. 

 

Not knowing your definition of business 

success is like driving at night without 

your headlights on! You and your busi-

ness may reach your destination, but it 

makes it a whole lot harder to navigate, 

find your way, and get there with the 

least amount of bumps and bruises. 

You also may arrive in an entirely differ-

ent place than the one you wanted to 

reach. Therefore, think of knowing your 

definition of success as having your 

high beams on at all times. It helps 

guide you in the right direction, and 

assures that you will get there safely, 

quickly, and in the most direct way pos-

sible. 

 

The new year is a perfect time to reflect 

on your definition of success for your 

business. As you take the time to re-

flect and ponder what new experiences 

you want to create for your business 

this year, ask yourself some key ques-

tions: 

 

¶ How do you define success? 

¶ What is it that is propelling you 

forward in your business? 

¶ What drives you? 

¶ What rewards have you set up for 

yourself along the way as you 

meet business milestones? 

¶ What is the mission of your busi-

ness? 

 

Far too often, business owners get 

caught up in someone elseõs definition 

of success. The problem with that is 

you can waste an awful lot of time be-

ing confused, feeling overwhelmed and 

hesitant about your next step or path. 

You also may lose faith in building a 

business that serves you and your 

unique goals. 

 

All of the above questions are vital and 

should be given considerable thought. 

But the most important one by far is, 

What is the mission of your business? 

By mission, I donõt mean the Mission 

Statement that you post on your web-

site for clients and all of the world to 

see. I mean the internal one that is the 

driving force behind your business. 

 

For example, my mission is to marry my 

passions with my profits. In my opinion 

(and experience), the greatest busi-

nesses are created out of passion and 

knowledge packaged together in a way 

that others see it as a value. Therefore, 

Iõve made a conscious choice to step 

into a bigger purpose to help people 

around the country and world through 

my organizing, coaching, speaking and 

writing. Success to me means taking 

my business to the next level to reach a 

wider audience, establish a strong 

online presence, and to do it without 

any full-time employees. 

 

You can make your business be what-

ever you want it to be. But first, you 

have to know what it is you want, how 

you define success, and what steps you 

need to take to achieve that success. I 

challenge you to create a definition of 

success that truly works for you. And 

when you do, be sure to share it with 

someone that will hold you to it, and 

serve as a powerful accountability part-

ner. You can email me if youõd like at 

Lisa@LMOrganizingSolutions.com. Iõd 

love to see what you come up with. 

 

Copyright 2011. Lisa Montanaro, "The 

Solutions Expert," is Principal of LM 

Organizing Solutions, LLC, a profession-

al services firm created in 2002 that 

offers professional organizing, business 

and life coaching, and motivational 

speaking to individuals and organiza-

tions. Lisa publishes the monthly 

"DECIDEÊ to be Organized" e-zine for 

the general public, and "Next Level 

Business Success" e-zine for profes-

sional organizers and entrepreneurs. 

Subscribe today at 

www.LMOrganizingSolutions.com. 

Lisa also publishes the DECIDEÊ to be 

Organized blog at 

www.DecideToBeOrganized.com. 

Through LMOS, Lisa helps people deal 

with the issues that block personal and 

professional change and growth. To 

explore how LMOS can improve your 

home or work environment, or help 

take your business to the next level, 

contact Lisa at (845) 988-0183 or by   

e-mail at 

Lisa@LMOrganizingSolutions.com. 

 

NOTE:  Lisa Montanaro presented a 

workshop, entitled òNavigating the Ethi-

cal Dilemmas of an Organizing Busi-

nessó, and served as Moderator of the 

first Golden Circle Ask the Organizer 

Panel, at the 2011 NAPO Conference 

in San Diego, CA. 

http://www.lmorganizingsolutions.com
http://www.decidetobeorganized.com
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Itõs that time of year when we need to slow down and remember all of our NAPO-San Diego Chapter events and accomplish-

ments, but most of all, say òthank youó to those wonderful volunteers who contributed so much this past year. Please take some 

time to browse through the pictures and names of those who helped make our Chapter so great. Hopefully, you will be inspired 

to join the team of volunteers in the coming year and help NAPO-San Diego Chapter achieve future goals. 

 

January 

Donna Cowan, CPO® 

4th Quarter Winner in 

CHIP (Chapter Involvement Program) 

February 

Jani-King partnered with NAPO-San Diego Chapter 

and XX1090SanDiego radio station for  

òSan Diegoõs Messiest Office Contestó 

Donna Cowan, CPO®, Chair Person April  

NAPO 2011 Annual Conference and Organizing 

Exposition in San Diego, CA 

Jean Kleint 

1st Quarter Winner in 

CHIP (Chapter Involvement Program) 

NAPO-San Diego 2011 Organizing Expo 

Barbara Langdorf, Chair Person 

San Diego Statement newsletter 

celebrates four year anniversary 

Sandy Mathews, Newsletter Editor 

May  

continued on page 6 
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The real winners in life are the people who look at every situation with an 

expectation that they can make it work or make it better.  

      ~ Barbara Pletcher 

 

June 

Strategic Planning Day 

3ÕÅ #ÒÕÍȟ 0ÒÅÓÉÄÅÎÔ 

*ÅÓÓÉÃÁ "ÁÒÎÁȟ 

$ÉÒÅÃÔÏÒ ÏÆ 0ÒÏÆÅÓÓÉÏÎÁÌ 

$ÅÖÅÌÏÐÍÅÎÔ 

"ÁÒÂÁÒÁ ,ÁÎÇÄÏÒÆȟ 

$ÉÒÅÃÔÏÒ ÏÆ -ÅÍÂÅÒÓÈÉÐ 

*ÁÎ $ÁÖÉÓȟ )ÍÍÅÄÉÁÔÅ 

0ÁÓÔ 0ÒÅÓÉÄÅÎÔ 

,ÉÚ $ÁÖÉÓȟ 4ÒÅÁÓÕÒÅÒ $ÅÎÉÓÅ ,ÅÖÉÎÅȟ 3ÅÃÒÅÔÁÒÙ ,ÙÎ 3ÁÎÔÉÎÁȟ 6ÉÃÅ 0ÒÅÓÉÄÅÎÔ 

continued from page 5 

July  

Jan Behrhorst and ?? 

2nd Quarter Winners in 

CHIP (Chapter Involvement Program) 

October  

Kevin Hall 

3rd Quarter Winner in 

CHIP (Chapter Involvement Program) 

NAPO-San Diego is now on Facebook 

Theresa Finnigin, Director of Marketing 

Soles4Souls Shoe Drive 

Lyn Santina, Chair Person 

continued on page 7 



Ditch the packaging. A lot of board games come 

in oversize boxes that take up way too much 

space. Toss the box and the cardboard inserts, 

and store game parts in 

smaller see-through 

bins or zip-top bags. Do 

the same with food 

packaging, like cereal 

boxes, to free up space 

in cabinets. 

Avoid saving too much stuff in 

your files. Experts estimate that 

between 60% and 80% of items 

that people file they never look 

at again. Learning what to save 

and what to throw out is the first 

step to creating an effective filing 

system. 
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Outstanding Speakers and Programs 

Jan Davis and Liz Davis - Mix, Mingle and Recognition! 

Cathryn Golden, CPO® - Feng Shui Fundamentals for Organizers 

Barbara Mencer - Market and Sell Like a Pro - Secrets You Donõt Know! 

Erin MacKinnon - Preventing Identity Theft 

2011 NAPO -San Diego Organizing Expo  

Rich Gaines - Organizing For the Future - A Fresh Perspective on Estate Planning 

NAPO -San Diego Board of Directors - Socializing and Strategizing! 

Ian Campbell - Your Mission Strategy  

Malia Holleron - Facebook, From the Beginning 

Beth Kennedy and Bonnie Laverty - Asset Inventory 

Krista Clive -Smith - How to Design a Profitable Organizing Business 

continued from page 6 

Thank You, Everyone - NAPO -San Diego Chapter is THE BEST!  
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Productivity Tip 

Book while youôre there. 

Whenever you visit your doctor, dentist 

or hairdresser, bring your datebook and 

book the next appointment before you 

leave the office. 

Mission Statement 

NAPO-San Diego is an 

organization dedicated to 

bringing Professional 

Organizers together 

through networking, 

education, professional 

growth, industry updates, 

support, and public 

awareness. All 

businesses/individuals 

committed to the 

organizing field are 

welcome to join. 

Every time you stop for gasoline, 

give your car interior a once-over 

and throw away old papers, plastic 

bottles and wrappers that have 

started to accumulate. 

Take Money Out of  the Equation  

I was at a household-goods store, 

replacing a broken salad spinner, 

when I heard two shoppers talking 

about a bargain they had just found. 

One was exclaiming about the price 

reduction, while her friend asked her 

what she would use it for. ñI donôt re-

ally need it, but itôs a great price!ò she 

answered. 

 

Does that sound familiar? We often 

buy things that seem like great bar-

gains, but when we get them home, 

they just create clutter. I encourage 

clients to think differently: The next 

time they are in that situation, instead 

of thinking about what a bargain 

something is, take the money out of 

the equation. Would you still buy it if it 

cost twice as much? Do you really 

have a need for it, or are you just 

buying it because you can? 

 

The same exercise works for sorting 

and purging what you already have. 

People are reluctant to part with 

things that they (or someone else) 

spent a lot of money on. Take money 

out of the equation. Would you still 

keep it if hadnôt cost anything? Is it 

really the item you are keeping or the 

feelings about the money spent? If 

you donôt love it and donôt use it, it 

doesnôt matter how much it cost; itôs 

just taking up space. 

 

Copyright É2011 Organized by Marcie 

 

Marcie Lovett, Professional Organizer 

and Productivity Consultant. Author of 

The Clutter Book:  When You Canôt 

Let Go. www.organizedbymarcie.com 

 

 

-ÁÒÃÉÅ ,ÏÖÅÔÔ 

by Marcie Lovett, Organized by Marcie 

https://www.createspace.com/3596243
https://www.createspace.com/3596243
http://www.organizedbymarcie.com
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¶ Will enjoy holidays, but will call clients to 

set up a January appointment - get them 

on schedule. 

¶ Apply dissection to income streams and 

identify profitability streams. 

¶ Look at project because it is a slow time 

of year. 

¶ Usually pretty busy - not much time off - 

no plan. 

¶ See where spending time and block off 

non-profitable ones and schedule for 

year. 

¶ Keeps fine records - go through stats of 

last three years - analysis of clients, 

trends, stronger footing for financial 

plans for new year. 

¶ Doesnõt plan - weekly clients. 

¶ Other job works at a school, new busi-

ness. 

¶ Mostly virtual, so I get my newsletters 

over early in month. School client will be 

off two weeks. Would like a big job for an 

income surge in December, but donõt 

advertise for it. 

¶ Newsletter. 

¶ Holiday class, speaking engagements 

and workshops. 

¶ Wait and relax, take time off. 

¶ Gift certificates for getting organized. 

¶ Plan ahead, move forward with goals. 

¶ Work on website, make upgrades and 

revisions. 

¶ Flyers and holiday cards. 

¶ Thanksgiving card before the holidays. 

¶ Pre-plan January client visits/

appointments in early December. 

¶ Take care of personal business early 

(shopping, etc.) so you are prepared to 

handle influx of clients at holidays. 

¶ Clean up bookkeeping, including out-

standing invoices. 

¶ Follow-up with potential clients. 

¶ Review and refine business policies. 

¶ Constantly marketing and promoting with 

a holiday theme - makes sure to keep in 

contact with clients all year long with 

newsletter. 

¶ Lets clients know that they are important 

and she is grateful for them. Focuses on 

òAre you ready for the holidays?ó End of 

year wrap-up. 

¶ Enjoying this year with family. Holiday 

packages have not worked in past. Lots 

of marketing to prepare for January/

February. 

¶ Leans more towards taking a break dur-

ing the busy season. 

¶ A food/cooking-based company makes 

this a busy season. Gives presentations 

and lectures. Specific marketing. 

¶ Reaching out with holiday notes and 

marketing gift cards. 

Roundtable Discussion/Running Your Organizing Business 

Question:  What are specific strategies you put in place to finish the year on a strong, financial note? In other words, how 

                  do you prevent the holiday season from sidelining your business or do you take this time of year off and relax a 

                  bit and enjoy the holidays more? 

Family Photos. Family Photos. Place family photos Place family photos 

in acidin acid--free archival albums to make free archival albums to make 

sure theyôll be in happysure theyôll be in happy--toto--handhand--down down 

condition for generations to come. condition for generations to come. 

Remember to make prints of your Remember to make prints of your 

digital photos so they donôt get lost or digital photos so they donôt get lost or 

forgotten on your hard drive.forgotten on your hard drive.  

Edit, Edit, Edit. Edit, Edit, Edit. How many pots How many pots 

can you fit on the stove at once? can you fit on the stove at once? 

How many free pens do you really How many free pens do you really 

use? How many old Tuse? How many old T--shirts do shirts do 

you really need to save for the you really need to save for the 

next paint project?next paint project?  

Underpromise and Overdeliver. 

The next time someone requests your 

help for a project, give yourself ample 

time to complete the job. Then, if 

youõre able, turn it in early. Why 

choose unreasonable deadlines if 

they put you in a crunch? 




