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We are so excited to be able to gather with all of you in gorgeous downtown  
Greenville, SC to share best practices, learn new information, and help you turn  

up the volume on your sales and marketing efforts. 

We hope you’ll join us, as this is the first and only opportunity we’ll have to network and 
learn in person this year. We’re ready to get together and Amplify the Power of PRINT!

How does 
nature amplify 
the intelligence 
of groups? It 

forms swarms. 

~ Louis B. Rosenberg

Join us for the 2021 PICA Fall Management Conference in 
gorgeous Greenville, South Carolina, November 12 - 14, and let’s 

Amplify the Power of PRINT!

Tune It Up 

Turn It Up 
Turn It LoosE

Identify the spots in your business where you’re 
a little off key and get them back on track.

Crank up your efforts to connect with and serve 
your client base, and bring in new clients.

Launch your sales and marketing efforts and 
watch the money flow.



RESERVATIONS 
Hotel reservations must be made before  
October 15, 2021 to guarantee PICA group rates.

SPRINGHILL SUITES
200 EAST WASHINGTON STREET 
GREENVILLE, SC 29601
(864) 720-2901

ROOM RATE
Use the group code PICA to receive our  
reduced room rate of $149 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. 
Parking is $7 per day to self-park, $18 per day  
for valet parking.

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 Springhill Suites, 
Greenville, at (864) 720-2901.

DRESS CODE  

Resort Casual

ENJOY DOWNTOWN GREENVILLE
According to GreenvilleSC.gov, Greenville’s 
downtown has long been one of the Upstate’s 
most popular destinations for shopping, dining  
and entertainment, and over the past few years, 
has amassed a multitude of accolades and awards 

from national publications. Livability recently 
ranked it one of the Top 10 Best Downtowns  
in the country, and The New York Times  
called Greenville “a national model for a 
pedestrian-friendly city center.”

Greenville has focused on creating a vibrant 
downtown that is authentic, sustainable and most 
importantly, for people. With wide sidewalks, 
outdoor plazas and streetside dining, downtown 
Greenville offers a pedestrian-friendly atmosphere 
that has been compared to that of a European city.

Known for its exceptional beauty, the two 
most distinctive natural features of downtown 
Greenville are its lush, tree-lined Main Street and 
the stunning Reedy River Falls, located in the heart 
of Falls Park. 

Visit GreenvilleSC.gov to learn more about things 
to do while attending the PICA Fall Conference!

FAMILY EVENT - Greenville History Tour 
We will start the day at 9:30 beginning with a 
guided tour of amazing historic neighborhoods 
and homes led by the Greenville Visitor’s Bureau. 
Then we’ll lunch at Hall’s Chophouse, which has 
a beautiful view of downtown and the Reedy 
River. From there, choices include touring a few 
of the local artist’s studios located just outside 
the restaurant along the river, walking the Liberty 
Bridge, and/or doing some shopping/sightseeing 
downtown. Since our hotel is just off Main Street, 
you can decide to stay with the group or venture 
out on your own and walk back to the hotel.

Vendor One-on-One 
Meetings

We are offering our 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 Printer company.







Peter Muir
President, Bizucate, Inc.
Sponsored by Athens 

Innovation in Print 
What causes people to do what they do? That causal reason is driven by 
our desire to make progress. When we take the time to understand the 
functional, emotional, and social needs of people within their particular 
circumstances, there are clues for innovation opportunities. It could be a 
small improvement to a product or process – or it could be something 
entirely new that the person has never experienced before. Peter Muir 
will share two tools you can use to better understand the decision-making 
process. You can use these tools to better listen for clues to help your 
customers and prospects make progress using your services and products. 
• Look and listen through 3 causal lenses
• Use the Forces of Progress to capture clues for innovation
• Use the Timeline Tool to better understand the impact of time in 

decision making

Dr. Kent Wessinger is a people 
scientist focused on cross-
generational growth with an 
emphasis on attraction, engagement, 
and retention with millennials.

Attract, Engage, 
and Retain 
Millennials 
In 2016, he launched and continues to manage what many C-suites  
have called the foremost research project on growth and revenue 
with millennial employees, clients, and members. He has been honored to successfully help Fortune 500 
financial services companies, Fortune 100 telecom companies, engineering firms, manufacturing companies, 
nationwide real estate and insurance firms, governments in North and Central America, non-profits, and 
many small businesses develop a relevant strategy to secure growth with millennials. As a result of the 
growth outcomes when his research has been implemented, he has been able to precisely pinpoint the 
progression and areas that need addressed to optimize your growth with millennials.

Although millennials are widely viewed as a threat to organizations of all sizes, Dr. Wessinger’s proprietary 
information reveals they are positioned to be one of the greatest opportunities of growth in the history 
of your organization. However, capturing the opportunity requires strategic modifications. Dr. Wessinger’s 
objective is to partner with you in capturing the opportunity to secure growth and fortify revenue with 
millennial employees and clients.



Building the 
Sales and 
Marketing 
Powerhouse 
Team of  
the Future 
Building out a team that will drive sales and profit involves embracing new technologies, new ideas, and 
new skills. This session will address the roles, skills, and metrics that you will need to have in place in order 
to create more sales and lasting relationships with your customers. We will talk about where to find the 
best people, how to onboard, train, and mentor them, and how to compensate them. We will also examine 
current trends in inside vs. outside sales, and what key traits and behaviors are needed to be successful 
today. We will also touch on the different generations, what motivates them, and how to manage them.  

Land and 
Expand: 
Creating 
Opportunity  
for Your  
Sales Engine 
This session will focus on messaging, building a 
sustainable sales process, and leading your sales and 
marketing to bigger and more profitable sales by 
leading by example. We will define and discuss the 
KNOW LIKE TRUST funnel and how to execute 
a plan to take your prospects on the journey from 
knowing about you to buying from you. One of the 
main topics in this session will be whose job it is to 
create opportunity within your organization and how 
to optimize your existing team to make the most of 
the prospects in your pipeline. 

The second part of the conversation will focus on the 
role of account management and development as a 
means to grow your existing account base. 

The Statistic 
That Should 
Scare You 
More Than 
Any Other 
70% of the decision to do business with you happens 
before anyone has talked to anyone at your company. 
This means two things:

1. You must have a very engaging website
2. You must participate in social media in a 

meaningful way
This session will show you examples of websites that 
help you convert visitors to customers and help you 
sell more to existing customers, as well as show you a 
process of how, why, and which social media platforms 
you need to use based on your account base and 
prospect pipeline. We will discuss the user experience 
and what kinds of information are the most effective 
when communicating with clients and prospects today. 

Kelly Mallozzi 
Success.In.Print
Sponsored by Xeikon



How to Strengthen 
Your Company’s 
Internship 
Experience
• Everyone is looking for that one exceptional employee. Imagine  

how much easier finding those employees can be by understanding 
where they are coming from?

• Attracting the right interns for your future employees starts with  
an Intern program. We surveyed juniors and seniors from ASU  
and Clemson. Drs. Glisan and Blue will lay out the answers from  
the survey.

Dr. Ralph Williams Jr., Associate Professor of 
Management, Jones College of Business, Middle 
Tennessee State University

Dr. George Glisan, Appalachian  
State University and Dr. Carl Blue, 
Clemson University 

Effective Management 
Methods of  
High-Performing Printers 
• In 2016, we researched six management methods 

and their relationship with performance.
• Operations Focus (TQM)
• Entrepreneurial Analyzing Financial Ratios 
• Orientation
• Goal Setting
• Strategic Thinking
• Social Capital

• Then we explored how a combination of  
three management practices affected printing  
firm performance.
• The results were strong!
• We called the combination a “Comprehensive Strategic Approach.”

Together, we’ll explore how to apply these management methods and practices to your business to help you 
Amplify the Power of PRINT!



FRIDAY, NOVEMBER 12
4:00 - 5:30 pm Registration Desk Open

5:30 - 9:00 pm Dinner on Your Own

9:00 - 10:30 pm Dessert Reception

Saturday, November 13
7:00 - 8:00 am Breakfast Buffet

7:30 - 8:00am Vendor One-on-Ones  
 (during breakfast)

8:00 - 4:00 pm Graphic Teachers’ Program

8:00 - 8:30 am Innovation in Print  
 Peter Muir
 Sponsored by Athens

8:30 - 9:30 am Building the Sales and  
 Marketing Powerhouse  
 Team of the Future  
 Kelly Mallozzi
 Sponsored by Xeikon

9:30 - 1:00 pm Family Event
 Sponsored by Printers 401K 

9:30 - 9:40 am Break

9:40 - 11:40am Strategy to Attract,  
 Retain, and Engage  
 Millennials, Part 1   
 Dr. Kent Wessinger

11:40 - 12:00 pm Vendor One-on-Ones

12:00 - 1:00 pm Lunch, Sponsored by Canon 

1:00 - 2:00 pm The Statistic That Should  
 Scare You More Than  
 Any Other
 Kelly Mallozzi
 Sponsored by Xeikon 

2:00 - 2:05 pm Break 

2:05 - 4:05 pm Strategy to Attract,  
 Retain, and Engage  
 Millennials, Part 2 
 Dr. Kent Wessinger

5:30 - 6:30 pm Reception sponsored by FujiFilm

6:30 pm Dinner on Your Own

Sunday, November 14
7:00 - 8:00 am Breakfast Buffet

7:30 - 8:00 am Vendor One-on-Ones  
 (during breakfast)

8:00 - 12:00 pm Graphic Teacher's Ptogram 

8:00 - 9:00 am Economic Update  
 Dr. Ralph Williams

9:00 - 10:00 am How to Strengthen  
 Your Company’s  
 Intern Experience   
 Dr. Carl Blue and Dr. George Glisan

10:00 - 10:05 am Break

10:05 - 11:05 am Land and Expand:  
 Creating Opportunity  
 for Your Sales Engine 
 Kelly Mallozzi
 Sponsored by Xeikon

11:05 - 11:45 am Wrap Up
 Peter Muir, Kelly Mallozzi, and  
 Dr. Kent Wessinger

SCHEDULE OF EVENTS



REGISTRATION FEES

Please register by October 15, 2021 to ensure availability of conference 
materials. Conference registrations can be made up to November 5, 2021.

PICA MEMBER EARLY BIRD RATE AFTER 10/15/21
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)

$235 $285

Spouse/Guest 
(not attending the meetings)

$185 $235

Children under 17 attending the Saturday tour:  $59 each

  

NOT YET MEMBER EARLY BIRD RATE AFTER 10/15/21
**1st Full Conference 
Registrant

$509** $559

**Spouse/Guest  
(not attending the meetings)

$265** $315

**Not-Yet Members who join PICA by 12/31/2021 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 (full hotel 
buffet breakfast).

Spouse/Guest Fee includes:  
Friday and Saturday receptions, Saturday morning Greenville tour (full hotel buffet breakfast).

Saturday, family members will leave the hotel at 9:30 a.m. for the Greenville History Tour, followed by lunch 
(included) and optional visits to local artists’ studios and shopping downtown. There will be a $75 charge for  
each child under 17 attending the Saturday tour. Tour transportation will be provided.



REGISTRATION FORM 
2021 (please register by October 15th)

Company name __________________________________________________________________________

Address __________________________________________________________________________________

City _________________________________________________  State ____________  Zip _______________ 

Phone ________________________________________________

FIRST ATTENDEE       REGISTRATION FEE

Registrant Name ________________________________________ $ ________________

o Yes, set me up for up to 3 Vendor appointments. ($50 discount applies)   $ ________________

Email (first registrant)  ____________________________________

Spouse/Guest Name _____________________________________ $ ________________

o Yes, sign up my spouse/guest for the Family Event  .    $ ________________

Email (spouse/guest) _____________________________________

SECOND ATTENDEE (from same company)    
Registrant Name _________________________________________ $ ________________

Email (second registrant) ___________________________________

Spouse/Guest Name ______________________________________ $ ________________

o Yes, sign up my spouse/guest for the Family Event  .    $ ________________

Email (spouse/guest) ______________________________________

(Copy form for additional attendees.)     TOTAL: $ ________

METHOD OF PAYMENT

o Check enclosed [make payable to PICA Fall Conference]

Credit Card (select one):  o Visa  o MasterCard  o Amex

Card Number ______________________________________

Expiration Date _____________________________________  CVC Code ______ 

Name on Card _____________________________________

Address ___________________________________________  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   •   Fax: (704) 357-1154 
Questions: Email cjepps@picanet.org
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Platinum Sponsors 

Premier Sponsors gold Sponsors 

bronze Sponsors 


