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What Pricing Accomplishes

® Covers our costs

® Provides profit

* May serve as a loss leader

e May be part of your identity

e Can be used for short term cash flow

e Can be used to capture market share




What Pricing Accomplishes

Optimum Wellness Plans

are a more
proactive approach to pet health care designed
to promote everyday wellness and prevent

future illness.

Every Optimum Wellness Plan® includes:

v
v

Unlimited free office visits
Routinely recommended vaccinations

The choice to personalize your plan with
custom plan options

Comprehensive physical exams
Diagnostic testing

And more...
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Margin % = Price-Cost /Price

Example $100-$50/$100

=$50/$100 =0.50 or
(50%)
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Margin in the Profit L.oss

Gross Revenue $100
- COGS $15
=Gross Profit $85

-Fixed Expenses $70
=Net Income $15

% Margin 15%

% Markup is 17.65%
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Margin in the Profit L.oss

Margin is
where we are
going.

Markup is

how we get HTC
there
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Example

A fecal costs $6 dollars (lab) and 4 dollars
in fixed expenses. We want a 15% margin
on the PRICE

Margin % = Price-Cost /Price

0.15 = (P-($6+$4))/P

0.15 =(P-$10)/P

0.15P = (P-$10)
0.15P-P = -$10

-0.85P = -$10
P=-$-10/-0.85

P=3$11.76
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Margin % = Price-Cost/Price

Margin %= $11.76-$10.00/$11.76
Margin %= $1.76/11.76

Margin %= 0.149 or 15%

MarkUP % =Price-Cost /Cost
MarkUP % = 11.76-10.00 /10.00

MarkUP % = 1.76/10.00= 17.6%
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How Mueh Margin‘

Healthy Margin= Inflation +
Interest + Changes to Operating
Capital

This does NOoT Opportunity Costs/
Risk

Industry Standard?
18% and higher
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COGS % + Fixed Costs+

Shrinkage/giveaways/discounts/
bad debt

PER UNIT
/ 1- Margin = Price

M=(P-C)/P , MP=P-C, MP-P=-C,
P(M-1)=-C, P=-C/(M-1)
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Trying to&Aecount for
Loss Leaders

\
- Must have a Bash Halow:

minimum of Try a chart audit for a week

1 in this or month and then extend it

column. out for a year. You can also
run reportage called

Halow Tassava, 'Standard Fee Exemption'

and Discount reportage to

haln v Adatearmina thic
Numberof k

Overall Examsl/proce Shrinkage,
wage  dures discounts,
cost happening Number of giveaways
Service or Fixed per simultaneous! minutes for Material Laboratory and other Desired
Item costs minute y job costs Costs Costs profit Target Price Desired Profit Target price

$2.50 $3.75 1.2 $0.07 15% "~ $0.00 20.00% $0.00
$2.50 $3.75 1.2 $0.07 15% $0.00 20.00% ~ $0.00
$2.50 $3.75 1.2 $0.07 15% $0.00 20.00% ~ $0.00
$2.50 $3.75 1.2 $0.07 15% ~ $0.00 20.00% ” $0.00
$2.50 $3.75 1.2 $0.07 15% "~ $0.00 20.00% $0.00

ScreencasicO=MatiGcommd 0" $0.00  $0.00 $0.00 $0.00
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e Standard of Care helps

* Price by product or service/not by
category

e Avoid discounts
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Discounts

e Rethink discount fliers or at least track
e Dental Month
e Discounts for Referrals

e |f you discount, use the discount to
close the deal, not to sell
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PROACTIVELY address
client concerns about
MONEY

e Recommend Pet Insurance
e Recommend Preventative Medicine
® Prepare clients for expenses

e Offer payment solutions
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Successiul Pricing Means
Believing In the Value of
What you Do

e Regularly discuss how the entire team
brings value to clients and patients

e Talk about how to talk about money




Connect with HTC!

e facebook.com/HalowTassavaConsulting

e twitter.com/HalowTassava, ~
e Wwww.halowtassava.com I i;TC

e bash@halowtassava.com CONSULTING

e Blogs: www.halowtassava.com
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Are you part of a team?

Recruit Players

Know the goals of the
game

Know what position
they are playing

Listen and trust their
coach

Practice

Want to win and
celebrate winning

©2013 Halow Tassava Consulting
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Recruit Players

Chase someone
already playing the
game

Are shown the

exceptions to the rule \

Sit with our coach at
30, 60 and 90 days ?

And win...what’s a
win?
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Fundamental Elements
of a Team

e Shared Vision
® Goals
e Clear Expectations

® Training

® Great Coaching
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e |t DESCRIBES the job

e Improves recruiting, interviewing, hiring and
training success

e Informs your team member of expectations

¢ Reduces payroll

e Gives the coaching process context
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® Asana
¢ \Video tape!!!

e Build training onto a blog page




Training:
Use Technology

L9 www.htccareerconnect.com  cemo
Experience J... - PolicyMic Sell us recl...imed Timber Halow Tassav...ng> Log In Can you exp...d mark up? Dashboard «.. WordPress weho Hosta Meeting imgres check email co

Halow Tassava Consulting Edit Post < Halow Tassava Con... [ Untitled Site Stats < Halow Tassava Con... Demo

» MySites @A Demo B | ¢’ EditPage  Genesis Events Howdy, btass

PATHFINDER Q

Demo

Easily provide your team with quick updates!
Halow Tassava XE y ! P

ISGreencastgOsMatiGcom!
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Training (Cont’d)

e Use AAHA Accreditation standards as a
jumping off point for a training manual

e Get the entire team involved in training

* Make third party training sites YOUR
training

e Build wall calendars that help keep the
group on course
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Coaching Responsibilities

e Care
® |nvest
e Stay focused on Mission and Goals

e Try to help the individual ‘see” what you
mean

* Change has to be meaningful to them

* Follow through and stay strong
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Use 360 Review Tools

e Build questions from Job Descriptions.
Allow team to participate

® Ensure that team members can weigh in
anonymously

¢ Determine how results will be reviewed
BEFORE you begin

®* Don’t use them as a basis for wage
Increases




Connect with HTC!

e facebook.com/HalowTassavaConsulting

e twitter.com/HalowTassava, ~
e Wwww.halowtassava.com I i;TC

e bash@halowtassava.com CONSULTING

e Blogs: www.halowtassava.com




A Veterinary Continuing Education Symposium

Teaching Our Employees
to Effectively

Communicate




Bashore
Halow

e Partner at Halow Tassave
Consulting

¢ Certified Veterinary Practice
Manager and Licensed
Veterinary Technician

¢ Editorial Advisory Board

Member to Firstline and DVIM
360 magazines

e 2013 PVMA President’s
Award for Vet Management
Education

B IC

CONSULTING



Thank you!

and Chris Weisner and
Robert Perry! HTC
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Think about it...

e Made it through veterinary school

¢ ‘Paid our dues’ working for others

¢ Invested 750K (or more!) in purchasing a practice
* Held education classes for our team

¢ Suffered through innumerable stressful business
situations

e F'retted about payroll, practice value, growth

e Then the phone rings and you hear someone yell...
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That phone...

e Can be the start of a relationship
¢ |s very likely someone who is concerned

and needs your help
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That phone...

e Can be the start of a relationship

¢ |s very likely someone who is concerned
and needs your help

¢ It is the first REAL glimpse of who you

are

B1C

CONSULTING




The Battletor Visibility

veterinarian rockville, md - Google Search

‘ E [ + Q, htps @ veterinarian rockville, md
HTC webmail Login - Pet...etwork™ Pro Animal Medic...ity> Log In HTC Career Connect bradford marcellus link Can you exp...d mark up? Experience J... - PolicyMic
veterinarian rockville, md - Google Search

Sle I veterinarian rockville, md|

Web Maps Shopping News Images More ~ Search tools

About 102,000 results (0.45 seconds)

Pet Dominion
www.petdominion.com
4.6 %k Kk 65 Google reviews - Google+ page

VCA North Rockville Animal Hospital
www.vcahospitals.com
1 Google review - Google+ page

Montgomery Animal Hospital
montgomeryanimal.com
3.7 %k K 17 Google reviews - Google+ page

Woodley Gardens Veterinary Care
www.woodleygardensvetcare.com
2 Google reviews - Google+ page

Petvacx
www.petvacx.com
4.2 YKk K 5 Google reviews - Google+ page

Nebel St Animal Hospital
plus.google.com
3.6 %k % 13 Google reviews

Metropolitan Emergency Animal Clinic

15820 Redland Rd
Rockville, MD
(301) 258-0333

1390 E Gude Dr
Rockville, MD
(301) 340-9292

12200 Rockville Pike
Rockville, MD
(301) 881-6447

1123 Nelson St
Rockville, MD
(240) 403-8387

14636 Rothgeb Dr
Rockville, MD
(301) 838-9506

12100 Nebel St
Rockville, MD
(301) 230-6595

12106 Nebel St
kvilla MDD

Poolesville
(on) (28
» Darnestown
(12) *
— o

o,
‘omac giver. T" i
ravia

Map for veterinarian rockville, md

Veterinarians Near You

www.localvets.com/ ~

Enter Zip for Local Veterinarians.

Find the Best Vet in Your Area.

@ 1390 East Gude Drive, Rockville
(301) 971-4415

Pet Hospital Rockville

www.petdominion.com/ ~

50% Discount For New Clients Vet

Exam Or Boarding Stay. Call Now.

9 15820 Redland Road, Rockville, MD
(301) 637-0967

(216) .
(216) @
North Laure
Burtonsville & ,
Laure
)

0 Y P
» <Fairfand South Lal

ap ASE80814 Google




spay my dog, rockville, md - Google Search

|| + | Q hups @ spay my dog, rockville, md

C webmail Login - Pet...etwork™ Pro Animal Medic...ity> Log In HTC Career Connect bradford marcellus link Can you exp...d mark up? Experience ]... - PolicyMic
spay my dog, rockville, md - Google Search

le spay my dog, rockville, md n

Web Maps Shopping News Videos More ~ Search tools

About 57,700 results (0.68 seconds)

Low Cost Spay And Neuter - TheSpaySpot.org
www.thespayspot.org/ ~ (301) 254-8151
Safe, inexpensive and convenient! call for an appointment today

Low Cost Spay/Neuter - Montgomery County Humane Society
www.mchumane.org/spayneuter.shtm| ~

Jan 4, 2014 - Spay/Neuter ... MCHS will no longer be able to provide low cost
spay/neuter ... 14645 Rothgeb Drive | Rockville, MD 20850 | Main Number: ...

Low-Cost Spay/Neuter Sources

www.paw-rescue.org/sn.php ~

Jul 9, 2014 - PAW Home - How To Adopt - Shows - Dogs - Cats - Contacts ... Spaying
and neutering your pets will help reverse the tragedy of pet ... of groups that offer low-
cost spay and neuter services in the Maryland, ... Rockville, MD

Low Cost Spay/Neuter Veterinarians « Homeward Trails ...
www.homewardtrails.org/resources/pets/low-cost-spay-neuter-vets/ ~

Offers discounts on spay/neuter at many veterinary clinics in the area. ... Maryland.
Montgomery County Humane Society (CATS & DOGS) Rockville, MD

Low Cost Spay and Neuter Programs
www.petrescueofmd.org/info/display?PagelD=1613 ~
Pet Rescue of Maryland Web Site at RescueGroups. ... My Rescue - Login - Register -




rabies shot for my dog, rockville, md - Google Search

L.”I [ = [ Q_ https @ rabies shot for my dog, rockville, md C l
JHTC webmail Login - Pet...etwork™ Pro Animal Medic...ity > Log In HTC Career Connect bradford marcellus link Can you exp...d mark up? Experience J... - PolicyMic
oy By AN gt T o DA % i ) 3 AT gt T € 7 B § g T 4 Ly AN i 4 wﬂ."’tf"“ﬂxmw"ﬂ'ﬂ?’ ','d*_“q'?’l’sea;.:d.. T ) L DT 4 g L y NS i A € 7 ) 4 g O €4 L 3 N i 1 €3 b7 3 73
rabies shot for my dog, rockville, md “ +Bash i ()
Web Maps Shopping Images News More ~ Search tools i ®

About 45,500 results (0.54 seconds)

Rockville, MD - Official Website - Rabies Clinic Information
www.rockvillemd.gov/index.aspx?nid=615 ~ Rockville ~

Rabies Clinic Information. Dog and Cat Rabies Vaccinations and Licenses The City of
Rockville requires all dogs and cats older than four months to be ...

Rabies Clinic - Montgomery County Humane Society
www.mchumane.org/rabiesclinics.shtml ~

Aug 19, 2013 - Rockville and Gaithersburg City Residents: ... Can | get rabies by
handling or touch my dog or cat that has been in a fight with a raccoon?

Nebel St Animal Hospital - Rockville, MD | Yelp

www.yelp.com » Pets > Veterinarians ¥ Yelp ~

Yk Rating: 4.5 - 16 reviews

| originally lived in Rockville, MD when | started taking my first pup and then second ...
So for my dogs second rabies shot at Nebel St. | was expecting the same ...

Luv My Pet - Laurel, MD | Yelp

www.yelp.com » Pets » Veterinarians ¥ Yelp ~

.09 Rating: 2.5 - 9 reviews

| took my 13 year old dog to the Rockville MD Petco,on 4/21/2013 for the ... The vet did
not look at my dog and | am sure my pet did not get his rabies shot.

Licensing - Montgomery County, Maryland

www.montgomerycountymd.gov/animalservices/asd/licensing.html ~

®
Rabies Shots For Dogs

www.target.com/ ~

4.4 Y% ¥ ¥ ) rating for target.com

Get $4 Generics, Supplies & More

For Your Pets. Visit Target PetRx!

§ 5700 BOU AVE, Rockville, MD
(888) 984-8780

Local Dog Vaccinations
www.localvets.com/DogVaccinations ~
Find the Best Local Vet Clinics.
Enter Your Zip Code & Search Now.
9 1 Taft CT, Rockville, Maryland

(301) 798-4942

Dogs Vaccination Rockville

www.petdominion.com/ ~

50% Discount For New Clients Vet

Exam Or Boarding Stay. Call Now.

9 15820 Redland Road, Rockville, MD
(301) 637-0967

Rabies Shot For Dog




Aggressive Corporate
Marketmg

nimal Hospitals in Reading, ree Initia ealtn Exam from a vVeterinary

Lad U local.vcahospitals.com/

12 Tips for ...Yahoo Shine Halow Tassav..ng> Log In gmat prep Can you exp...d mark up? Dashboard «.. WordPress weho Host a Meeting

k by J Exceptional Pet Healthcare
Animal ue-pn-h

3 VCA Animal Hospitals Conveniently Located Near You in Greater Reading
Experience the quality veterinary care and service the VCA team provides pets and their people.

FREE First Exam for Your Pet!

1. Complete this form (or call 1-855-326-1982 ).
2. Print out your Free First Exam coupon on the next page.
3. Schedule an exam appointment at your local VCA Hospital.

*First Name:
*Last Name:

*Phone:
Themes
*Zip Code:

*Email:

Get a FREE First Exam at Your

Neighborhood VCA Animal Hospital

It's a risk-free way to experience the exceptional veterinary care and special attention

we give each pet at VCA Animal Hospitals. Free first exam includes: We respect your privacy and will not share your information with other
parties. For more information, see the VCA Privacy Policy.

(E4EWMAn & general health




Aggressive Corporate
Marketing (cont’d.)

Free shipping on college essentials New customer? Sign In @ Help

Walmart

s . Value of the Day | Local Ad | Store Finder | Registry | Gift Cards Track My Orders | My Account | My Lists
ave money. Live better.

See All Departments L) Pharmacy Search [ Go | W Choose My Store (8

Pharmacy : Pet Medications Clinics Home Delivery Medicare Specialty Pharmacy

Find a Pharmacy - Transfer Your Prescriptions Today. It's Easy. Walmart © < pharmacy

S
Enter ZIP Code To Find
Your Local Pharmacy

o Pet Medications : Ke(eil:\yo:t::l)es hferalthy
' and heartworm-free

Trust PetTrust — available at your Walmart
Pharmacy with a veterinary prescription.

It's easy to fill your pet's prescription at a
Walmart Pharmacy. Just find your pet's

4« Pharmacy medication, then order online, in-store or by
Pet Medications phone.*

See all Pet Rx

All Departments

Manage Prescriptions
Refill Prescriptions Common Pet Medications 3 Ways to Order

Transfer Prescriptions
Name Description
View Order History Order Online
Clindamycin Tablets or capsules, prices may vary*
New Pharmacy Customer Already a Pharmacy customer? Refill online,
) _— Dexamethasone Tablets, $4/30 day or $10/90 day supply set up auto-refills or get FREE Home Deliveryt
Fill New Prescriptions and track your order status.

Furosemide Syrup, $4/30 day or $10/90 day supply
Related Categories Heartguard Plus For dogs, tablets, prices may vary* Refill your prescription now. m
Cats Interceptor For dogs, tablets, prices may vary*

Dogs PetTrust Plus For dogs, tablets, prices may vary*




Aggressive Corporate
Marketing (cont’d.)

Free shipping on college essentials New customer? Sign In Help

Wa I mart Value of the Day | Local Ad | Store Finder | Registry | Gift Cards Track My Orders | My Account | My Lists

Save money. Live better.

. My Store:
See All Departments  [§ search (RS NND) SN (3 =WCIHE 0 @

Pets Center : Dog Care In Stores Now | Free Samples & Savings | Free Events | New In Stores | Site Map

Dog Care ] Share this: 'i a

Behavior & Training L . Y r YLike IF1 3 people like this. Be the first
Food & Nutrition 5 : of your friends.

Health

Safety

Cat Care
Behavior & Training

Food & Nutrition E :
Health I —0Y )
Safety Featured Article I ||| soundcheck

Leaving pets at home

Behavior raining
Food & Nutrition
Health

Safety

Shop Pet Supplies If you plan on flying,
visiting relatives or
traveling for work,
ASPCA Dog Kennels your plans may not
. 4y include your pet.
Cat Furniture ' Whether you are

Cat Litter Center going across town or ADUERT
across the country,

Dog Toys . learn how to keep SWITCH To PURINA ONE\

Grooming for Cats pets safe and happy
’ " with these timely tips LEARN HOW IT COMPARES

Grooming for Dogs when leaving home. y TO ANOTHER LEADING DOG FOOD.

Aquariums & Bowls

Pet Food [...] Read More

Halow Tassava Consulting Workshops that
WORK!




Where is your side of the
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What we'll éover today:

¢ \What we mean when we say ‘effective
communication’

e A review of calls made to practices in
the US

e Your thoughts on successful client
Interaction

e Review the steps necessary to create a
positive impression on your clients on
the phone and inside the practice




Phone Calls Made to
Practices in the US
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Effective Client Communication
HEssentials

e Acknowledge that you UNDERSTAND

e Acknowledge that you CARE

e Demonstrate that your practice has
services that answer client’s concerns

¢ |nvite the client to participate in the
solution
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Make sure team members
can succeed at elient service

e Hone systems: Regularly invite a
discussion on how service can come
first!

e Teach priorities to team members:
safety, then service...everything else
comes after

e Show it matters: consider a higher pay
scale for client care reps
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Create scripts for commonly
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Important of Exams Fleas
All non-core vax Ticks
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Coughing Skin Issues

Inappropriate urination

Vomltlng and defecation

Itching Phone Shoppers/ New Clients
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Effective Communication is not
Intuitive

This is not ‘common sense’. Don’t
expect team members to know how
to communicate specials, bargains,

pricing, etc.
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Marketing and Salesmanship
(Just cause you ‘feel’ it, doesn’t
mean people ‘get’ it)

Demonstrate who you ARE
Are you saying what you MEAN?

Are communications skills a requirement of
employment?

should you be hiring, training and reviewing for
communication?
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Remember these Client
Communication
Essentials

Acknowledge that you UNDERSTAND

Acknowledge that you CARE

Demonstrate that your practice has services that
answer client’s concerns

Invite the client to participate in the solution




Ten Disastrous hieadership
Habits
(and what happened when
I tried them)

Bash Halow, CVPM, LLVT




Bashore
Halow

e Partner at Halow Tassave
Consulting

¢ Certified Veterinary Practice
Manager and Licensed
Veterinary Technician

¢ Editorial Advisory Board

Member to Firstline and DVIM
360 magazines

e 2013 PVMA President’s
Award for Vet Management
Education

B IC

CONSULTING



Thank you!

and Chris Weisner and
Robert Perry! HTC




No Clear Goals

No Mission Statement, Vision Goals and/
or Strategic Plan

Where you

Oversight Obiectives: want to BE
«Clients
*Patients

*People/Culture
*Medicine

*Management Systems VISION of practice in
*Financial Health the future

SWOT:
Where you
are NOW
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Mission Statements

e Should inspire you, your team,
and your clients

e Need to be of manageable length

e The secret isn’t having one, it’s
LIVING one.




Neither rain, nor sleet,
nor gloom of night stays
these couriers from the

swift completion of
their appointed rounds.




UNITED STATES
POSTAL SERVICE:.

US Post Office




Our mission and values are to
help people and businesses
throughout the world to
realize their full potential. We

create technology that is
accessible to everyone—of all
ages and abilities everywhere.




Microsoft




Through our strong network of
volunteers, donors and partners, we are
always there in times of need. We aspire
to turn compassion into action so that

all people affected by disaster across the
country and around the world receive
care, shelter and hope.




The Red Cross




In alr, space and
cyberspace; we fly, fight

and win!




\4

@;@

U.S. AIR FORCI=

US Air Force




We refresh the world
and create moments of
optimism and

happiness.




Coca Cola,




The experiences at our hotel
enliven the senses, instill
well-being, and fulfill even the

unexpressed wishes and
needs of our guests.




The Ritz-Carleton




We are a trusted friend,
protector, and pathfinder
forward; for you, your

practice, and the veterinary
profession.




BT

CONSULTING




Vision Goals and a,
Strategic Plan




Strategic Plan in Action

veterinarian, pleasanton, ca - Google Searc

[ Q. hups @ veterinarian, pleasanton, ca

rience J... - PolicyMic Sell us recl...imed Timber Halow Tassav...ng> Log In Can you exp...d mark up? Dashboard «... WordPress weho Hosta Meeting imgres
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Banfield Pet Hospital®

www.banfield.com/ ~

1(877) 891 8367

Free Pet Exam. Your Furry Friend's
Health is Our Top Priority!

§ 6960 Amador Plaza Rd, Ste A, Dublin

Pleasanton Veterinary Hospital - Pleasanton, CA | Yelp
www.yelp.com > Pets » Veterinarians ¥ Yelp, Inc.

%% %k Rating: 4.5 - 23 reviews

23 Reviews of Pleasanton Veterinary Hospital "My first encounter with this clinic was
under the worst conditions imaginable, my new puppy had died suddenly.

Amador Valley Veterinary Hospital Pleasanton, California

amadorvalleyvet.com/ ~ i

Our Veterinary Hospital in Pleasanton, California is pleased to provide a wide variety Caszrac:tr\({\/illIlg'gnﬁnrlllmggitgzirﬁ/ .
of veterinary services for animals in Pleasanton & Surrounding Area. 1 (51'0) 582 8387 ’

Free First Pet Exam -Open 7 days.

8am-10pm 365days / year
Amador Valley Veterinary Hospital A) 1809 Santa Rita Rd 9 2515-2517 Castro Valley Bivd.
amadorvalleyvet.com Pleasanton, CA




Veterinary Hospital Providing Superior Pet Health Care Services - Banfield Pet Hospital®

www.banfield.com
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PET HOSPITAL Preventive Pet Health Care Pet Health Resources Our Hospltals Veterinary Professionals My Banfield

Healthy Pet Essentials




Banfield
PET HOSPITAI

Together for the life of your pet

First and Last Name:*
Email:*
Phone:*

ZIP Code:*

C

Yes, | want to receive the pet care newsletter.

100



PEl HUOSPIIAL

Together for the life of your pet

Click below to print your coupon, then find your Banfield
to schedule an appointment.

Banfield

)ISPITAL

Complimenté
Pet Exam & Consultation

We can’t wait to meet you!

)

Before you comein...

It's a good idea to learn about Banfield’s Optimum Wellness
Plans®: our proprietary, comprehensive and economical solution
to high-quality preventive pet healthcare. Review our plans
online, then feel free to discuss your options with a Banfield

veterinarian during vaur cansultation. Learn mara »
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What is

o

state of pet healtlré
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Neutering Your Manager




‘Relatively’ Working
Bringing fai 1'11y into the
business




Mixing _
Business with
Pleasure




Micromanagement
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Losing Your Temper at
Work




Losing Yourremper in the
Workplace
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Losing Yourremper in the

Workplace

e 31.6% admit to yelling at
employees in public

e Another 17% admitted yelling at
employees behind closed doors

e 44% of the people considered it
okay

e 53% admitted that the fall out
occupied a ‘noteworthy’ amt of
time




Don’t do as I do,
Do as I say







Not standing up to the mean girl
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Connect with HTC!

e facebook.com/HalowTassavaConsulting

e twitter.com/HalowTassava,

9
e Wwww.halowtassava.com H TC

e brenda@halowtassava.com

CONSULTING

e Blogs: www.htclmile.com,
www.halowconsulting.blogspot.com




