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President’s Letter

We are excited to bring brand new topics this year to our
meetings. We continue to strive on your needs in the community
and what you feel is value added. Thank you for all your
suggestions last year on topics and speakers. We hope to
continue to receive your opinions and feedback.

This September 16", the chapter is holding our first networking
event of the 2008/2009 calendar year. We are forecasting
tremendous success in attendance, along with success of new
members to our Chapter. We are thrilled to bring the topic of
“The Basics of Networking” to our group. We all know the
word, but most of us struggle to utilize our networks properly,
nor continue to nurture them.

With a mountain of mergers and acquisitions in our territory, we
have a mass amount of members and non-members that need
our help to find new positions. On top of the unemployment
rate, we are all faced with more competition. Although this may
be true, we still have positions that are available. It’s how to
find these positions that becomes the name of the game. So let’s
spend sometime to network and help each other. “Word of
Mouth” best describes our initiatives for the month of
September.

A Special Thank You to returning Board Members and a Big
Welcome to our new Board Members. This time of year we start
to finalize the board of directors for the 2008/2009 season, so
please contact any current board member or myself if you are
considering serving on the board. Almost all of our current
board members have served on the board for at least one year,
so we need new board members this season. Serving on the
chapter’s board does not require a lot of time, nor attendance at
all the meetings, or any specific experience.

I look forward to seeing you at the September chapter meeting.
As always, please contact me or another board member with any
suggestions you have for the chapter.

Katrina Blake
Chapter President

Upcoming Events

2008 Rocky Mountain Area Conference
(16 Hours CPE)
Date: Sept 25" & Sept 26", 2008
Place: Arvada Center

Register at:
www.accountingconference.org

October Meeting /ASWA Student Career Night

Date: Oct 21%

Place: Denver Athletic Club-1325 Glenarm St.
Register by calling Nickie 303-377-4282
IMA members discounted

November Meeting/Speaker
Speaker: Dan, Attorney on Estate Planning

Date:  Nov 18"
Place:  Que Bueno, Westminster (more details to
follow)

A SPECIAL THANKS TO A-1 CAREERS
FOR SPONSORING THIS NEWSLETTER

A-1 CAREERS

FINANCE & ACCOUNTING * ADMIN * CLERICAL * TECHNICAL
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E-MAIL NEWSLETTER

The IMA Boulder Valley News is available by e-mail. If you
would like to receive future newsletters via e-mail instead of
by snail mail, please provide your name, mailing address,
phone number, and e-mail address to Toni Cox,

tcox@bltek.com.

The newsletter is provided in Word Format, but can be
provided in an Adobe Acrobat file. Adobe Acrobat Reader
can be freely obtained from
http://www.adobe.com/products/acrobat/readstep.html

Click on “Get Acrobat Reader” free and follow the download
instructions.

Please notify us of changes to your e-mail address at
tcox@bltek.com and update your member information in the
IMA member data base at imanet.org

Lnpyent e

The Boulder Valley Chapter provides a free,
confidential resume referral service for members and
nonmembers. Please send your resume to Patti Floyd,
pfloyd@crocs.com.

Position(s) Available:

Visit our web page for employment opportunities.

See next page for recent opportunities

If you are an employer looking for qualified accounting
or finance professionals, we have many resumes on file.
For more information, call Patti Floyd, Employment

Director, at 720-273-6493, or e-mail to
pfloyd@crocs.com.

The IMA has a global employment service for
members in which both employers and prospective
candidates can find each other. Visit imanet.org and
click on “Career Center”.
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Board of Directors — 2008/2009

President
Katrina Blake
kblake @a-1careers.com

303-998-0000

VP-Administration
Steve Harris, CMA, CPA
snmharris@yahoo.com

720-938-7617

Treasurer/Secretary
Brenda Cannella 303-604-0131
bcannella@allenresourcesllc.com

VP-Communications
Toni Cox
tcox@bltek.com

970-744-1947

VP-Professional Education & CMA/CFM
Mark Schlander, CMA, CPA 303-773-7777
mdschla@us.ibm.com

VP-Employment
Patti Floyd, CMA
pfloyd@crocs.com

303-848-7092

Chapter Webmaster
Cliff Highman, CMA
Clh131@msn.com

303-547-0874

Board Member
Stacy Johnson, CMA
Stacy.johnson@cexp.com

303-664-2303

Director-Meetings
Openings for more than one

VP-Membership
Openings for more than one
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Positions Available:
Senior Cost Accountant

An Educational Company in the Boulder Area is seeking a cost accountant who would be responsible for
collecting and analyzing cost date to accurately make decisions regarding financial management, budgets
and inventory. This position reports directly to and is supervised by the CFO.

Qualifications/Skills

Ability to manage multiple assignments simultaneously

Solid problem resolution skills, a strong work ethic and meticulous attention to detail required
High level of integrity and accuracy

Solid written and verbal communication skills

Bachelor’s degree or equivalent plus 5 years of accounting experience

Thorough knowledge of standard cost accounting and variance analysis

Please contact Katrina Blake at 303-998-0000 or email resume to kblake@A-1careers.com

Auditors and Tax Accountants

One of the Top 20 firms is currently recruiting for their Wyoming Location. Salary ranges are $50-$100k
plus depending on your years of experience. Not including signing bonuses, annual bonuses, and paid
relocation! You must have some public accounting experience. Company will pay for your CPA license.

Please contact Katrina Blake at 303-998-0000 or email resume to kblake@A-1careers.com

SEC Reporting Specialist

This position supports the financial reporting manager in preparation of SEC filings, review of subsidiary
reporting packages, cash flow statements, EPS calculation, and all stock option accounting.

RESPONSIBILITIES/REQUIREMENTS:

Preparation of SEC filings, Accounting for equity transactions and disclosures, Accounting for stock
options, grants, exercises and cancellations. Assist in providing and developing internal reporting of
financial data. Use broad accounting, management and business knowledge to identify reporting issues. .
Review of monthly reporting packages and financial statements submitted from subsidiaries, to ensure
accuracy for SEC reporting requirements. Ad hoc reporting and analysis as required. Client is seeking two to
four years of related experience and public accounting preferred. Must have ability to communicate
accounting matters with all levels within the organization and to outside parties including auditors and
lawyers, if necessary. Bachelor Degree in Business with a major in Accounting preferred, CPA certification
a plus.

Please contact Katrina Blake at 303-998-0000 or email resume to kblake@A-1careers.com
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Financial Reporting Accountant
Location: Denver

Opportunity: Financial Services firm is seeking an Accountant with experience in financial reporting for
their team. ldeal candidate will have exposure to reviewing or preparing financial statements. Candidate
must be able to work independently and meet seasonal deadlines.

Key Responsibilities: The purpose of this position is to assist in analyzing, consolidating and reporting the
results of operations, financial position and cash flows of the company for both internal and external
reporting. This requires detailed analysis of data submitted by business units and the consolidated results.
Also, the position will assist in the preparation of quarterly reports (Form 10-Q) and the annual report (Form
10-K) filed with the SEC. The position will also serve as a liaison between corporate and the business units
accounting and finance groups.

Required Skills: 1-2 years experience in accounting, public accounting or financial reporting. Bachelor’s
degree in Accounting required CPA or CPA candidate preferred, but not required. Proficiency in Microsoft
Excel and Word.

Please contact Brenda Cannella at: bcannella@allenresourceslic.com

Sr. Financial Analyst
Location: Denver

Opportunity: Fortune 500 company in Denver is seeking a Sr. Financial Analyst to join their team. The
ideal candidate for this role will have experience in conducting and documenting complex financial analysis
projects. Preparing financial and business related analyses and conducting research in financial and expense
performance, costing, budgeting, rate of return, depreciation, and working capital.

Key Responsibilities: Conducts and documents complex financial analysis projects. Prepares financial and
business related analyses and research in such areas as financial and expense performance, costing,
budgeting, rate of return, depreciation, and working capital. Responsible for developing accurate, timely and
comprehensive financial reports for facilitating management decisions. Prepares forecasts and analyzes
trends in sales, finance, general business conditions and other related areas. Develops and recommends
business policies, and conducts special financial and business related studies. Presents strategy
recommendations to management. May provide training or guidance to lower level Financial Analysts.

Required Skills: A minimum of 4 years accounting/finance experience is required. Experience required in
budgeting, financial reporting, pricing, cost accounting and other varied financial disciplines. Strong
organizational, problem solving, and communication skills required. Advanced knowledge of spreadsheet
and word processing programs.

Corporate reporting single point of contact for segment.

Essbase / HFM experience a plus

Please contact Brenda Cannella at: bcannella@allenresourcesllc.com
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One of the traps that CFOs can fall into is that
they can get isolated from customers and lose
track of what creates value for the customer.

-Strategic Finance Magazine, By Kurt Kuehn

SEC ANNOUNCES
IDEA

The Securities & Exchange Commission (SEC) recently
unveil ed the successor to i
investors far faster and easier access to key financial

Seven Habits Of Strategic

s EDGAR pit#1:

informati on about public companies

Called IDEA (short for Interactive Data Electronic
Applications), the system is based on an entirely new
architecture being built from the ground up and will at first
supplement and then eventually replace the 1980s-era
EDGAR. The SEC says its decision to replace EDGAR
mar ks i tios frofmtcaleatimgforms and documents to
making the information itself freely available to investors to
give them better and more up-to-date financial disclosure in

a form they can readily wuse.

Most SEC filings are available only in government-
prescribed forms through EDGAR, and investors looking for
information must sift through one form at a time and then
rekeyboard the informati on,
investors will be able to instantly collate information from
thousands of companies and forms and create reports and
analyses on the fly, in any
currently use EDGAR will be able to continue doing so
indefinitely, the SEC says.

For more information, visit the SEC website at
WWW.SEC.qoV.

-Strategic Finance Magazine
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Habit #2:

Habit #3:

Habit #4:

Habit #5:
EC .
Habit #6:

t h e Habit #7:

CFOs

Take a seat at the strategy
table.

Define and manage return
expectations.

Manage to the portfolio.

Help nurture a cus tomer -
centric growth culture.

Donoét be afrai

Fertilize in the winter.

Know when to buy and
when to build.

-Strategic Finance, By Kurt Kuehn
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Do continue to nurture, cultivate your
network.

Don't start the process if you are not
committed to developing your network by
making contacts monthly or annually.

Do strategically plan and market yourself.
Ask yourself, "Who do | need to know
within this school, company, industry or
community?"

Don't appear to be self-serving. People will
not help you.

Do engage people so they can see your
value.

Don't hide on campus. Get out and meet
people.

Do volunteer. Be genuine about helping
others. Put yourself in a position to
network.

Don't call people by their first name
without their permission.

Do ask questions.

Don't pass out business cards without
talking to people first.

Don’t try to sell.

Read trade journals and other periodicals.
Keep abreast of what is going on in your
field of endeavor or industry.

Don't tell people, "1 want to pick your
brain.” This is not a good visual.

Do send thank you cards or notes. Follow
up is important.
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Don't forget to ask, ""What can | do to
help you?"
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Online Networking

Craft your profile carefully. Pay as much attention
to the content of your online profile as you would
the information in your resume, and ensure the
content highlights your professional skills, not just
your personal interests. Also double-check for typos
and grammatical errors.

Ask for recommendations. Most professional
networks provide space for others to comment on
your work or recommend
shy about asking colleagues to post on your site.
These testimonials help hiring managers learn more
about your experience and work ethic.

Build your list of contacts. The more quality
contacts you have, the better. Invite trusted friends
and colleagues to join your network. If you see an
interesting profile in one of their networks, ask them
to introduce or refer you to that person.

Don’t post anything you wouldn’t want an
employer to see. Job seekers should exercise
discretion when posting personal information online.
Use privacy settings effectively and make sure that
any public messages orimagesy ou post
detract from your professional image.

Don’t stop networking once you have a job.

Savvy job seekers continue cultivating their

networks after they secure positions. Online

net works arendt just job
you stay up-to-date on industry trends, find mentors
who can offer valuable career advice, and alert you
to upcoming events and educational opportunities.

you
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What Makes A Successful Networker?

It's true that the longer you've been in the work world, the
more people you can call on. But even if you haven't worked
for years, you probably already know a lot of people through
informal networks-community book clubs, faith-based
groups, walking groups, and children, for instance. Having
multiple networks exponentially increases your professional

opportunities.

It's how you network that will determine your effectiveness.

HR experts and savvy networkers offer this advice:

e Be prepared. Rehearse what is known as an
"elevator speech," a 30 second summary of what
you currently do and what you'd like to do
professionally to use in social and business
situations. Say it in a way that will make someone
want to pursue the conversation. For example,
instead of, "I'm a freelance magazine writer trying to
branch out into corporate communications," try, "I
just finished a national magazine story about a
group in their 70s, 80s and 90s who sing rock 'n roll
and tour Europe." If you're not currently working,
you could say, "l recently helped raise $50,000 at
my son's school to start an art program and I'm
hoping to find a job in business development,” or "I
volunteer at the local hospital with preemies and am

thinking of pursuing a job in child development."”

Always have business cards with you and an up-to-
date resume you can send off upon request. At the
very least, business cards should contain your
name, address, telephone number, fax (if

applicable), and e-mail.

e Make alist. Consider current and former
colleagues, competitors, classmates, parents of
your children's friends, your spouse's and your
parents' friends and business associates,

neighbors, relatives, acquaintances from

professional associations, organizations, religious
or community groups, or bridge or golf buddies.
When appropriate, tell them you are job hunting and
ask if they can recommend a couple of people for

you to contact.

In today's multigenerational workplace, make sure
to include referrals from those younger and older.
Your adult son's friend, for instance, might have
hiring power at a company that interests you-maybe

he's the president's nephew.

Fill in the gaps and be visible. What's missing?
Reconnect with old friends (high school and college
reunions) and former colleagues. Sign up on alumni
websites. Join trade organizations and boards.
Volunteer on committees to meet members.

Circulate!

Follow up promptly. After you've met someone
knowledgeable and interesting, send a quick e-mail
or a handwritten note. Say that you enjoyed
meeting them and mention something you
discussed to jog their memory. ("It was fun talking
a b o u.'") Bell them you want to learn more about
how their company hires financial analysts, for
example, and offer to take them for coffee or lunch.

Let them know you will follow up in a week or so.

Stay in touch. The best time to be in contact is
when you don't need anything. The point is to build
a rapport so that when you do need a favor, it feels
comfortable to ask. Then, every few months, send
an e-mail or call to say hello. Let them know there is
no agenda. When you read an article you think
might interest them, send it off with a short note.
Your job is to keep your name at the top of their list

should they hear of an opening.

Continued page 7
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Ask for advice, not a job. You risk turning off
potential contacts if you hit them up outright, so
seek their counsel instead. (If there's an appropriate
job, they will bring it up.) Draw them out about their
business experience. Explain your skills, the kind of

position you seek, and then solicit suggestions.

Be grateful. A thank you note to everyone who
helps you is a must, whether it is handwritten or an
e-mail. Keep contacts appraised of how their

referrals pan out.

Offer to return the favor. Be generous with your
contacts so there is give and take. Make
introductions when you think it will benefit
prospects, and let them know you want to

reciprocate their kindness.

Create your own network. Get together once a
month with five or six people you respect to learn

more about their work. Actively trade leads.

Be patient. Meeting someone once rarely leads to
a job. Networking requires time and effort to

cultivate and nurture relationships.

Explore online networking. Peruse online resume
databases, networking and company websites,
niche job boards and discussion boards. The list at

the end of this article will get you started.
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Whether you're looking for a job or not, networking is
important. Why does it matter?

According to the New York firm BH Careers
International, eighty percent of all available jobs don't
make it to job boards or the classifieds. Landing a
position, therefore, is far more likely to be
accomplished through word-of-mouth. That means
who you know and who knows you are paramount to

your career.

Whether you are content in your current job, actively
looking elsewhere, have not had a job in years, or are
working on getting your very first position, networking
is important. You never know when you will need to
call on your contacts, or when they may have a lead on
an exciting new opportunity.

In Conclusion

As an executive, you r professional
network is one of your most valuable
assets. Professional networking meetings
are one of the best ways to continually
revitalize and grow your network. But if
you attend meetings without a clear
strategy for maximizing their value, you
may e nd up as a wall -flower, merely
watching other people network and
wondering why you gave up the time in
the first place.



Future Programs:

Make suggestions for future topics or speakers by
emailing any of our board members. We appreciate
and need your opinions on what is valuable to you.

Address Corrections Forward to:
Boulder Valley IMA News

Toni Cox, tcox@bltek.com

Complimentary 6 Month Membership

The IMA understands that sometimes IMA dues
take a back seat in your budget when hard times
hit. However, that is when you need the IMA and
its resources the most. If you have become
unemployed due to no fault of your own, we would
like to offer you a complimentary 6-month IMA
membership.

Military Membership

If you have been pulled for active duty the IMA will
waive your membership fees entirely.

Contact Robin Friends, Supervisor at IMA
Nationals at 800-638-4427 ext 1565 or
Email: rfriends@imanet.org
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