
The glass ceiling is
only an exhibit
component for these
industry executives

By Pat Friedlander
Exhibit City News

Though they name mentors ranging
from their parents to internationally
known business gurus, women at the top
in the exhibit industry have a few things
in common: They never see the down
side of taking chances, and they want to
provide the best for their customers.
They strive to create an environment
where their employees can grow
through meaningful, challenging work.
At least three of them have theatrical
backgrounds. All of them saw a need
and said, “Why not?”

Elaine Cohen, President of Live
Marketing, created a new niche, market-
ing presentations, where “no one could
say I was too short.” She recalls: “I real-
ly wanted to perform, but at 5’, I’m too
short for most commercial projects. I
started working at trade shows, passing
out bags, in the days when people used
to hire night club acts to attract crowds
to their booths. I wrote some parodies of
jingles for a company, sold the idea, and
then performed them for companies like
Kraft and Swift. For two years I was
Peter Pan. But my whole company did-
n’t come together for about 10 years.”

Evolution describes Bonnie Bruha’s
career path as well. Bruha and her part-
ner Jocelyn Welles own Exhibit
Express. When Bonnie’s boyfriend
moved to New Jersey, she called a

friend who referred her to Sparks
Exhibits in Philadelphia. “I told them I
was a singer, actress, model, typist.
There was a moment of silence; make
that several moments of silence…. I had
to tell them I’ve never had a resume.”
At Sparks, Bonnie met Jocelyn Welles.

When Welles left Sparks and moved to
Atlanta a few months later, the pair
stayed in touch. When Lincoln Studios
asked Bonnie to open up a portable divi-
sion for them, she called Jocelyn to run
it with her. After Lincoln merged with
MC2, Bonnie and Jocelyn started their

own company. 
As for Jocelyn, her climb in the indus-

try was less circuitous; her real experi-
ence has been personal and professional
growth. “I’ve learned so much from
each company where I worked, and I’ve
done my best to use that knowledge to
provide my clients with the best prod-
ucts and services available.”

Bonnie echoes her thoughts: “I
worked at International Boiler Works
and Ed Mordt, a salesman at that com-
pany, told me ‘People buy from people,
Bonnie, they don’t buy products.’ He
was right.”

Michelle Ward and Vicky Carver,
owners of PEI, Inc. and PEI
Logistics, started out working for a
major air freight company. Realizing
that there might not be much oppor-
tunity for growth where they were,
they also realized that the two of
them “could do this…and do it bet-
ter.” In 1992, with no financial back-
ing, no computer, and only each other
to rely on, they became a sales
agency for another company. Within
five years they owned four compa-
nies, sharing a vision that has carried
them into multi-million dollar gross
revenues. 

“We have a conservative attitude
towards money, a philosophy of fairness
towards people, whether customers or
vendors, and a belief that we can make
a difference,” says Michelle..

The ‘Orr’ in Poretta & Orr of
Doylestown PA, Barbara Orr turned her
life-long interest in medicine into a
specialization in healthcare that has
been both successful and personally
rewarding, “I started in the pharma-
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DYNAMIC DUO: Michelle Ward and Vicky Carver of PEI Logistics.
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