
 
 

The Synergist Board recently had the privilege of meeting Andrea Turner 

Moffitt, Co-Founder of Plum Alley and author of Harness the Power of the 

Purse: Winning Women Investors, and Lisa Shalett, retired Goldman Sachs 

Partner and early member of Plum Alley. We’ve shared some insights from 

our conversation here. If you’re interested in learning more, please use 

our Contact Us page. We’ll be reading Andrea’s book and meeting for a 

book club discussion next month! 

  

On building your network… 
Andrea shared a visual from a Fast Company (attached at the end of this 

file) article entitled “The Power of the Male Ecosystem,” which shows how 

Silicon Valley entrepreneurs are connected and have invested in and 

supported each other’s success over time. A stark point made by this slide is 

that the VAST majority of those on it are men; there is only one woman 

shown. Andrea and Lisa both feel that the opportunity to increase the 

number of women in the ecosystem is a very compelling issue, in fact one of 

the key objectives of Plum Alley. For each of us, the lesson is to also look at 

our own ecosystems, and think about (i) who is in our network, (ii) who we 

wish were in our network, and (iii) what kinds of assets, such as expertise, 

relationship capital, and financial capital, it includes. Then take proactive 

steps to continue to improve one’s own ecosystem.  

 

The ecosystem is incredibly powerful not only for the entrepreneurs who 

have better access to capital and strategic advice to help them succeed, but 

also for the investors who have a seat at the table, deciding (i) which 

innovations are brought into the world, (ii) the extent to which companies 

get progressively funded over time, (iii) the economics and ownership of the 

wealth created from investing in successful start-up companies. Moreover, 

the ecosystem creates a circular dynamic. As investors and entrepreneurs 

“pull” in their networks for advice, capital, etc., they benefit from the 

ecosystem and become more incentivized to “push” success back out to their 

networks and re-invest in other members of their network and their 

businesses.   

  

https://plumalley.co/
https://www.amazon.com/Harness-Power-Purse-Investors-Innovation/dp/1940207967/ref=sr_1_1%3Fie=UTF8%26qid=1489662072%26sr=8-1%26keywords=harness+the+power+of+the+purse
https://www.amazon.com/Harness-Power-Purse-Investors-Innovation/dp/1940207967/ref=sr_1_1%3Fie=UTF8%26qid=1489662072%26sr=8-1%26keywords=harness+the+power+of+the+purse
http://www.synergistnetwork.com/contact/


On asking thoughtful questions… 
Lisa shared wisdom on how to increase one’s influence and learning – by 

asking smart questions. Identify the colleagues (or other people in your life) 

who ask the best questions, and try to learn from them to hone your own 

skills. What kinds of questions do they ask to quickly assess a company, 

industry or CEO? Smart questions don’t have to be complex; sometimes the 

best questions are the simplest ones. Aspire to be known for your skill at 

asking smart questions. 

  

Lisa noted that as an investor, it critical skill to be able to ask the right 

questions. Throughout your career, you will be asked to evaluate businesses 

that you are not expert on, and you will be asked to meet with meet with 

management teams operating businesses within industry verticals that you 

wish you knew more about. In those situations, you need to be able to (i) 

quickly identify what you don’t know, (ii) identify what you need to 

understand in order to evaluate the business, and (iii) ask the types of 

questions that build your understanding. A management team will respect 

you for asking smart questions, and that skill will become an important 

source of self-confidence and differentiation for you in many situations. 

  

On developing confidence to speak up in meetings… 
Andrea and Lisa empathized with the questions we posed about how to 

develop the confidence to speak up in meetings. Andrea made the point that 

the best way to develop confidence is to set a goal for yourself (e.g. speak at 

least 1x in any internal meeting) and stick to it. It helps to practice in internal 

meetings where there’s less pressure; even if you don’t ask a great question, 

you’ll learn from it and start to develop muscle memory from sticking to 

your goal. Andrea and Lisa also advised that, in situations where you are 

hesitant to speak as a junior team member because you don’t want to 

overstep senior members, it is worthwhile to set up a brief meeting with your 

manager or a senior member to address those concerns. With your manager 

or senior, you can discuss your personal development and your goal of 

improving upon your communication skills and questioning skills, so he or 

she will come to expect (and ideally encourage) that you will ask questions 

and speak up. Ask for their support. 

 





PLUM ALLEY’S EXPANDING ECOSYSTEM OF INVESTORS AND INFLUENCERS 

200+ INVESTOR MEMBERS 

 

C-Suite Executives 

35%  current/former c-suite 

55% execs/senior leaders  

 
MULTI-INDUSTRY EXPERTISE 

Media, tech, financial/

professional services, 

consumer, retail, etc.  

 
CORPORATE BOARD MEMBERS 

30 public & private 

companies            

  

INTERGENERATIONAL 
60% 35-50 

40% 50+ 

200+ members in less than 18 months 


