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Fan the Flames
of Your Success

Success isn’t a result of spontaneous combustion.
You must set yourself on fire. ~ Arnold H. Glasow
Sales are the fuel that fires the engine of every printing business in the Carolinas. If you want to
grow your business, knowing exactly how to ignite your sales in today’s market is imperative.
The current industry climate requires a full slate of services, and the ability to differentiate
yourself from your competition. That means knowing how to get your foot in the door,
understanding what your clients need before they need it, and having the right processes and team
members in place – in both the field and the factory – to deliver seamlessly on your client’s vision.
We have gathered the experts and the information you need to light a fire under
your teams and launch them in the direction you want to take your business.

Join us for the 2019 PICA Fall Management Conference in beautiful
Asheville, North Carolina, November 1 – 3, and Fan the Flames of Your Success!

Vendor One-on-One Meetings
We are offering the Platinum, Premier, and Gold Sponsors the opportunity to have
three meetings with printers. Printers will be scheduled for these appointments based on
Vendor selection and availability. Participating in up to three Vendor one-on-one segments
comes with a $50 discount on registration for the first attendee per company.

RESERVATIONS
Hotel reservations must be made before
October 11, 2019 to guarantee PICA group rates.
HILTON ASHEVILLE BILTMORE PARK
43 Town Square Blvd.
Asheville, NC 28803
(828) 209-2700
ROOM RATE
Use the group code PICA to receive our reduced
room rate of $161 per night (single or double) plus
tax. The special PICA rate also applies if you’d like
to arrive early or stay an extra day.
CONFERENCE CANCELLATION POLICY
• A $25 fee will apply if conference registrations
are canceled on or before October 15.
• After that date, no refunds are allowed;
substitutions are welcomed.
• Individuals must cancel their own hotel
reservations by calling Hilton Asheville
Biltmore Park, (828) 209-2700.

DRESS CODE
Resort Casual
ENJOY BILTMORE PARK TOWN SQUARE
Take in the full experience at the Hilton Asheville
Biltmore Park hotel, located in the heart of the
lively shopping, dining and entertainment scene of
Biltmore Park Town Square. Savor gourmet meals
in-house at Roux restaurant, work in a workout at
the fitness center and indoor pool, and enjoy a
relaxing massage or treatment at Sensibilities Spa.
The Biltmore Estate, downtown Asheville, and the
airport are just a short drive away.
FAMILY EVENT
Depart the Hilton Asheville Biltmore Park at
9:00 a.m. Saturday and travel by charter van to
visit historic Biltmore House, a 250-room chateau
completed in 1895. The estate sits on 8,000 acres
overlooking the beautiful Blue Ridge Mountains.
Cost for this event is included in the spouse/guest
registration fee. There will be a $59 charge for each
child under 17 attending the Saturday tour. Tour
does NOT include lunch.

Adriane Harrison
Director of
Human Relations
Printing Industries
of America (PIA)

What’s New in Human
Resources and How it
Impacts Your Company
This session will delve into the ever-changing world of
HR. Times change, and so does the world of human
resources. Adriane Harrison will update you on
changes to state and federal labor and employment
laws that affect your company. In addition, Adriane will
provide tips and resources for managing marijuana and
other drugs in the workplace. Adriane will be available
to answer member questions not only during her
presentation, but throughout the conference.
If you have a tricky HR issue that’s been troubling you,
or just have questions regarding everyday operations,
now is your opportunity to ask the subject matter expert
for the printing industry.

Patrick Duckworth
Account Manager
Manchester Industries

Customer Relationship
Management Tools for Sales
Patrick Duckworth believes successful company leaders
all share a common thread – they inspect what they
expect. That means using a Customer Relationship
Management software to track sales pipeline
performance, process leads from the new customer
service process stages to the final stage of invoicing and
assist with forecasting and projections. CRM, when
utilized with the right database or accompanied with
other reporting programs, can maintain customer
master data and track sales reps’ performances with new
and existing customer bases.
WHAT YOU WILL LEARN:
• Why relying on your sales manager for information
may not be your best strategy.
• The key to getting results through sales professionals
is the ability to understand where they are in the
sales process, and to provide guidance that ensures
delivery.
• Not all customers are created equal. And you
certainly don’t want your best or largest customers
to feel unappreciated. A CRM system will allow
you to effectively manage them – as an example –
by automatically reminding you of milestones and
important events for these most valuable customers.

Duane Cashin
President & CEO
Cashin Sales, LLC

Establishing a
Competitive Advantage
Through Sales Leadership
Duane Cashin helps Business Owners, Presidents,
CEOs, Vice Presidents of Sales and Sales Executives
increase profitable sales and drive revenue growth.
He focuses on the science behind sales, goes deep into
an organization, and crafts customized solutions to
create tangible results.
WHO SHOULD ATTEND:
• Company Owners, CEOs & Presidents
• Vice Presidents of Sales
• Sales Managers
WHAT YOU WILL LEARN:
• A hiring process that ensures you will identify
strong salespeople 93% of the time
• The short list of foundational elements of an
effective sales management process that you
must have in place
• The 6 unsupportive beliefs that will sabotage a
salesperson’s ability to be successful and what to
do about it
• Why holding salespeople accountable for results
is a must

Also With Duane Cashin:

How to Increase
Profitable Sales
Duane will provide insight into the reality that
today’s markets are crowded – not competitive – and why.
Attend this session to get a clear picture of what an
effective new client prospecting process looks like in
print sales today.
WHO SHOULD ATTEND:
• Company Owners, CEOs & Presidents
• Vice Presidents of Sales
• Sales Managers
WHAT YOU WILL LEARN:
• How buying behavior has changed
• The critical adjustments necessary to capture
attention and initiate a sales process
• What an effective follow-up process looks like and
how to leverage it as a distinct competitive advantage

Greg Miller
Director of Process
Improvement
Classic

Johnny Shell
Vice President
Print Technology & Training
Specialty Graphic Imaging
Association (SGIA)

Working Continuous
Improvement

Successfully Transitioning to
Wide Format

This session is for attendees who are interested in
furthering their knowledge of continuous improvement
and its benefits in a manufacturing environment. Best
practices will be shared to highlight the fundamentals of
continuous improvement and how to implement them
into your organization using Lean Six Sigma tools.

Commercial printers who have considered transitioning
to wide-format digital inkjet printing will definitely
want to hear what Johnny Shell, SGIA Vice President
of Print Technology & Training has to say. Shell will
cover some of the considerations when moving from
a traditional commercial offset printing company that
puts ink on paper to a service that can digitally print
an image onto almost anything!

WHAT YOU WILL LEARN:
• What it takes to be a Lean company and
how to apply the principles
• Background information/history on
Lean Six Sigma methodology
• Foundations for success in Lean Six Sigma
• Example activity with audience to give context
• Brief history about the evolution of Lean Six Sigma
• The fundamentals of continuous improvement
• Lean Six Sigma tools and how they can be applied
• Classic’s continuous improvement journey

WHO SHOULD ATTEND:
• Owners
• Production Managers
• General Managers
• Anyone considering integrating
wide-format inkjet, or who wants to expand
their current digital offerings
WHAT YOU WILL LEARN:
• Current wide-format printing platforms
• Purchasing and operating costs
• Workflow
• Capabilities/limitations
• Finished product opportunities

Deborah Corn
Intergalactic Ambassador
to The Printerverse

Ryan Jenkins
Next Generation Speaker

Print Media Center

Inside the Mind of a Print
Buyer: How to Get in the
Door – and Stay There
Deborah Corn has met with over 1,000 print customers
from agencies and brands since 2017 presenting a showand-tell in conference rooms and intimate event spaces,
and sharing the new opportunities available with print.
WHO SHOULD ATTEND:
• This session is for anyone in print who deals
with sales.
WHAT YOU WILL LEARN:
• Get the inside scoop on what print customers care
about, why they won’t talk to you, and how to set
yourself apart from the printer pack to reach them
in a meaningful way.

Next Generation
Engagement: Proven
Strategies to Attract and
Retain Millennial Talent
One of the greatest talent challenges currently facing
employers is engaging the Millennial generation, who
recently became the largest share of the U.S. labor market.
Organizations must battle competitors and the
entrepreneurial ambition of Millennials to attract
today’s top talent. Due to technology and a challenging
economy, Millennials have developed a unique view of
career and success at work. Engaging Millennials will
help organizations avoid the $20,000 average cost to
replace a single Millennial employee and build a strong
bench of future leaders.

Q&A on Millennial Talent
Adriane Harrison with Ryan Jenkins
During this 30-minute session, Adriane will moderate a 30-minute Q&A with Ryan Jenkins.
Ryan will take questions from the audience and delve deeper into his theories to show you how
to apply them in your business.

Schedule of Events
Friday, November 1
4:00 - 5:30 p.m.

Registration Desk Open
Dinner on Your Own

9:00 - 10:30

Dessert Reception

2:30 - 2:45

Break

2:45 - 3:45

Breakout Session (Pick 1 of 3)
Successfully Using CRM Tools
Patrick Duckworth

Saturday, November 2
7:00 - 8:00 a.m.

Breakfast Buffet

7:30 - 8:00

Vendor One-on-Ones (during breakfast)

8:00 - 4:00 p.m.

Teachers’ Session

8:00 - 9:00

Inside the Mind of a Print Buyer:
How to Get in the Door – and Stay There
Deborah Corn
Sponsored by DOMTAR

9:00 - 12:30 p.m.

Spouse/Guest Trip to Biltmore House

9:00 - 9:15 a.m.

Break

9:15 - 10:45

Establishing a Competitive Advantage
Through Sales Leadership
Duane Cashin

10:45 - 11:00 a.m. Break

Working Continuous Improvement
Greg Miller
What’s New in Human Resources
and How it Impacts Your Company
Adriane Harrison
3:45 - 4:15

Vendor One-on-Ones

5:30 - 6:30

Reception sponsored by Athens

6:30

Dinner on Your Own

Sunday, November 3
7:00 - 8:00 a.m.

Breakfast Buffet

7:30 - 8:00

Vendor One-on-Ones (during breakfast)

8:00 - 12:00

Teachers’ Session

8:00 - 9:00

Successfully Transitioning
to Wide Formats
Johnny Shell

9:00 - 9:15 a.m.

Break

9:15 - 10:15

Next Generation Engagement:
Proven Strategies to Attract
and Retain Millennial Talent
Ryan Jenkins

10:15 - 10:45

Q&A on Millennial Talent
Adriane Harrison with Ryan Jenkins

10:45 - 11:00

Wrap Up

11:00 - 12:00 p.m. Breakout Session (Pick 1 of 3)
Successfully Using CRM Tools
Patrick Duckworth
Working Continuous Improvement
Greg Miller
What’s New in Human Resources
and How it Impacts Your Company
Adriane Harrison
12:00 - 1:00

Lunch sponsored by Canon Solutions America

1:00 - 2:30 p.m.

How to Increase Profitable Sales
Duane Cashin

Registration Fees
Please register by October 11, 2019 to ensure availability of conference materials.
Conference registrations can be made up to October 30, 2019.
PICA MEMBER

EARLY BIRD RATE AFTER 10/11/19

1st Registrant

$295

$345

Decision Makers: Take $50 off your registration by agreeing to up to 3
Vendor one-on-one appointments.
2nd Conference Registrant
(from same company)

$225

$275

Spouse/Guest
(not attending the meetings)

$180

$230

Children under 17 attending the Saturday tour: $59 each

NOT YET MEMBER

EARLY BIRD RATE AFTER 10/11/19

**1st Full Conference
Registrant

$509**

$559

**Spouse/Guest
(not attending the meetings)

$265**

$315

**Not-Yet Members who join PICA by 12/31/2019 receive the difference
in registration fees as a credit towards annual dues.

Conference Registrant Fee includes:

All conference programs and materials, Friday and Saturday receptions, Saturday lunch, and
Sunday morning breakfast.

Spouse/Guest Fee includes:

Friday and Saturday receptions, Saturday morning Biltmore House tour. (Dinners are on your own.)
Saturday, family members will leave the hotel at 9:00 a.m. and travel by charter van to the Biltmore House,
and return in the afternoon. There will be a $59 charge for each child under 17 attending the Saturday tour.
Tour does NOT include lunch.

2019 Registration Form

(please register b y October 11th)

Company name __________________________________________________________________________
Address __________________________________________________________________________________
City _________________________________________________ State ____________ Zip _______________
Phone ________________________________________________
FIRST ATTENDEE
Registrant Name ________________________________________
❏ Yes, set me up for up to 3 Vendor appointments. ($50 discount applies)
Email (first registrant) ____________________________________
Spouse/Guest Name _____________________________________
❏ Yes, sign up my spouse/guest for the tour of Biltmore House and receptions.
Email (spouse/guest) _____________________________________
SECOND ATTENDEE (from same company)
Registrant Name _________________________________________
Email (second registrant) ___________________________________
Spouse/Guest Name ______________________________________
❏ Yes, sign up my spouse/guest for the tour of Biltmore House and receptions.
Email (spouse/guest) ______________________________________
(Copy form for additional attendees.)

REGISTRATION FEE
$ ________________
$ ________________
$ ________________
$ ________________

$ ________________
$ ________________
$ ________________
TOTAL: $ ________

METHOD OF PAYMENT
❏ Check enclosed [make payable to PICA Fall Conference]
Credit Card (select one): ❏ Visa ❏ MasterCard ❏ Amex
Card Number ______________________________________
Expiration Date _____________________________________
Name on Card _____________________________________
Address ___________________________________________

CVC Code ______
Phone Number _______________

CONFIRMATION WILL BE SENT UPON RECEIPT OF PAYMENT INFORMATION.

Return registration form to: PICA PO Box 19488/Charlotte, NC 28219-9488
Telephone: (704) 357-1150 or (800) 849-7422 • Questions: Email cjepps@picanet.org
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