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Severity is classified as mild, moder-

ate or severe and relates to the

amount of chronic swelling (inflam-

mation) in the airways. Frequency is

classified as intermittent or persistent

and relates to how often someone

experiences symptoms. Risk is classi-

fied as low, moderate, or high and

relates to how quickly or likely some-

one may have a life threatening attack

from asthma. It is important to realize

that even a mild intermittent asthmat-

ic can be “high risk” and that all

types of asthma can change in terms

of severity, frequency, and risk over

time.  

How is asthma treated?
A comprehensive treatment plan

should include: Classification of dis-

ease; identification of triggers; asthma

education; medication management

and development of an action plan;

good adherence strategies; and routine

checkups every three-four months

(minimum).   

Medication management should

focus on daily therapy that controls

inflammation (airway swelling) and

when to use a rescue inhaler for quick

relief of bronchospasm (twitchiness).

A plan should also outline the

signs/symptoms of worsening asthma

(such as frequent rescue inhaler use)

and what to do if this occurs.  

What can I do to help myself, child
or student with asthma?
If your student has asthma, watch for

possible triggers, frequent inhaler use,

and worsening at school or on the

field. Often, parents are unaware

because these triggers and symptoms

are not present in the home environ-

ment. If you or your child has asthma,

ask your doctor to help identify asth-

ma triggers and develop an action

plan to help manage your risk.

Contributed by Lisa Sullivan, MD of
Highland Park.  Specializing in pedi-
atric and adult allergy, asthma, and
immunology.  Lisasullivanmd.com.

Resume Preparation and Presentation
– Monday, Oct. 5, 10:15am. Fee: Free

for members; $10 for non-members.

Transition: No Longer a Game of
Chance – Thursday, Oct. 8, 1:30pm.

Fee: Free for members; $10 for non-

members.

Learn What the Best Salesmen Know
– Wednesday, Oct. 14, 1:30pm. Fee: Free

for members; $10 for non-members.

Networking: Making
Connections/Gathering Information –
Tuesday, Oct. 20, 7pm. Fee: Free.

Make Your 1st Impression Positively
Powerful – Friday, Oct. 23,

10am–12pm. Fee: Free for members; $10

for non-members.

How to Answer Behavioral Based
Questions – Wednesday, Oct. 28,

1:30pm. Fee: Free for members; $10 for

non-members.

Career Resource Center, Inc.® is located
at Grove Cultural Campus, 40 E. Old
Mill Road, Suite 105, Lake Forest. For
more information, call 847-295-5626, or
visit Careerresourcecenter.org.
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by karen derosefocus
financial

cfp of derose & assoc., lincoln financial advisers

Do You Need a Living Will?
he health care reform has
created buzz about the end-
of-life decision, which is
made at the end of one’s
life about the end of one’s

life. One of the most commonly misun-
derstood documents is the living will.

A living will is just one type of
advance directive which lists a per-
son’s wishes to either receive or forego
medical treatments as they near the end

of life. Living wills can take effect
when you are unconscious or incapable
of making your own decisions. This
document is no longer applicable once
you die. Your will and/or trust now
become effective for final distribution
of your estate.

Why is it important to have a living
will? It let’s your family members
know what your desires are so they can
carry out your wishes. It can prevent
legal battles and family disagreements,
and also provide honest conversations
with your family in ensuring the best
decision is made with hopefully no
regrets and/or guilty conscious.

What are common problems with liv-
ing wills? Statistically, only 20% of
people complete them and 62% of
patients do not give their living will to
anyone (Corgenuis). The document is
often vague and unspecific in language

and, if more detailed, there can even be
gray areas since no one can foresee
every possible situation. How you feel
today as an active, healthy person can
often change your perspective once
you become dramatically ill. Lastly,
there is no state that makes a living
will legally binding upon healthcare
professionals. If your family member
disagrees with the medical provider,
odds are they favor the family wishes.

I still encourage you to have a living
will that is specific and detailed as
possible. Make sure that it is signed,
witnessed, and given to family mem-
bers, a primary care physician, and any
hospital involved in your care. Review
the document at least annually and
make sure updates are given to all par-

ties. Remember, this is about your life.

Karen DeRose, CFP®, CRPC is a reg-
istered representative and investment
advisor representative of Lincoln
Financial Advisors Corp. Securities
and advisory services offered through
Lincoln Financial Advisors Corp. a
broker/dealer (SIPC) and registered
investment advisor. Insurance through
Lincoln affiliates and other fine com-
panies. 8755 W. Higgins Road #200
Chicago, IL 60631, 773-867-3631.
CRN200909-2034303.
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“How you feel today as an active, healthy person can often
change your perspective once you become dramatically ill.” 

orothy Collins started
Organization Administrators,
Inc. in 1990 as a multiple-
management company to
provide administrative serv-

ices for five not-for-profit associations.
Because of her passion to better serve
people, Dorothy, a Mac and PC trainer,
added computer software issues to her
company’s scope in 1999, thereby becom-
ing Computer Coaching, Inc. 

Q: Tell us about a work experience
from which you learned a valuable les-
son.
A bad work experience, actually. I was
hired as the executive director of an inter-
national membership association.
Unfortunately, I allowed myself to feel
indispensible. Boy was I wrong. My nar-
cissistic attitude put me in conflict with
the association’s volunteer president.
Needless to say, I did not last long in my
position.

Q: What’s your favorite way to relax
after work?
My favorite way to relax after work is
knitting. I belong to the Prairie Knitters
and Sit-N-Knit groups.

Q: What’s your favorite
book/movie/music?
My favorite movie of all time is City
Slickers with Billy Crystal. My favorite
music is traditional jazz. My husband and
I go to at least three jazz festivals every
summer.

Q: The world would be a better place
if…
Everyone could just get along.

Q: The one business tool you can’t live
without is…
My Nokia PDA.

Q: What’s the next technological inno-
vation that will change the way we all
do business?
The next technological innovation that
will change the way we all do business
has to be video telecommunication and
online help desks. This technology is just
beginning to catch on and, when it does,
there will be no commuting to offices.
Everything will be done remotely.

Q: Outside of your current field, what
other occupations, if any, have you
pursued?
Before moving to the Chicagoland area, I
was a Certified Dental Assistant in
Oakland, California. I was very involved
in the dental assistant societies and rose
to the level of president of the Northern
California Dental Assistant’s Association,
in San Francisco. Later, I successfully
ran for office as a director of the
Kensington (CA) Community Service
District (similar to a village board of
trustees). 

Upon moving to Deerfield, IL, I
became very involved in the League of
Women Voters, where I chaired the com-
munity improvement committee. Later,
Mayor Bernie Forest appointed me to the
Deerfield Village Center Development
Committee, which led to a career as
Executive Vice President of the
American Economic Development
Council (AEDC), in Schiller Park from
1981-1988.

Q: How did you get your start in busi-
ness?
I got my start in business with the finan-
cial help of my husband. Fortunately, a
small economic development council
heard about me and, after a lengthy inter-
view, hired my company. This was the
beginning of Organization
Administrators, Inc.

Q: But why the North Shore? 
Well, one reason is because it is where I
live. Another reason is that the people of
the North Shore have been very receptive
to what my business has to offer. I have
never been in such a welcoming, encour-
aging environment as I have received
here.

Q: How does this clientele affect your
business? 
My North Shore clients are very happy to
refer me to their friends and neighbors.
This has had a tremendous affect on the
growth of my business. So many of my
clients have been repeat customers, some
working with me for the entire nine years
since I changed my business name to
Computer Coaching, Inc. I thoroughly
enjoy working with all of them.

Q: What aspect of your business are
you most proud? 
It has to be when my clients have been
struggling with a software problem I am 

able to resolve in a very short time. I
love to see the ‘a ha’ moment when they
see a problem resolved.

Q: What’s your best advice for some-
one starting a business?
My best advice for someone just starting
a business is believe in yourself. Amass
at least six months of funds before you
start because it normally takes six-12
months to get your new business up and
running. Also, do a market analysis. If
there is no market for your product or
service, you are just spinning your
wheels.

Q: What was your very first job?
A carhop for a hamburger drive-in
restaurant in Clinton, Iowa at the age of
14.

To nominate a candidate for
Conversations in Commerce, send a brief
description of the company or person to:
editorial@whatshappeningonline.com.
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Conversations in Commerce: A monthly Q&A with North Shore business owners
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