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MYRTLE BEACH, SC

2022 PICA

FALL MANAGEMENT CONFERENCE

Transformative

Without continual growth and progress, such
words as improvement, achievement, and
success have no meaning. ~ Benjamin Franklin
We know you’re already successful, and we know you’re busy. But are
you really ever too busy to change the trajectory of your business?
When you put yourself in a growth-focused environment, you’re likely
to experience new concepts that will elevate the way you do business.
Join us in Myrtle Beach the first weekend in November to learn
something new from our industry experts, network with peers,
catch up with old friends, and make some new ones.

Subliminal

RESERVATIONS

Hotel reservations must be made before
October 13, 2022, to guarantee PICA group rates.
Hilton Myrtle Beach Resort
10000 Beach Club Drive, Myrtle Beach, SC 29572
(843) 449-5000

ROOM RATE

Use the group code PICA to receive our reduced
room rate of $149 per night (single or double) plus
tax and resort fee.The special PICA rate also applies
if you’d like to arrive early or stay an extra day.
The hotel offers free self-parking, an on-site
restaurant, room service, free Wi-Fi, digital keys,
and an indoor pool, spa and fitness center.
Valet parking is $20 per day.

CONFERENCE CANCELLATION POLICY
• A $25 fee will apply if conference registrations
are canceled on or before October 13.
• After that date, no refunds are allowed;
substitutions are welcomed.
• Individuals must cancel their own hotel
reservations by calling Hilton Myrtle Beach
Resort (843) 449-5000.

DRESS CODE
Resort Casual

ENJOY MYRTLE BEACH

The Grand Strand boasts 60 miles of wide,
sandy beaches between Little River and Pawleys
Island, along with 90 championship golf courses
and nearly 2,000 restaurants. Shopping is plentiful,
with high-end boutiques, bargains galore, and
more than 200 outlet stores.The nightlife is lively,
and there are more than enough family activities
to keep everyone happy. It’s the perfect location
for work and play.

The beautiful beaches along the nine-mile
stretch that makes up North Myrtle Beach offer
something for everyone.Visitors can opt for
a peaceful walk along the beach or something
more active, like kayaking, parasailing, jet-skiing,
or boating, just to name a few. Come and enjoy
North Myrtle, a gem along the Grand Strand.

SPOUSE/GUEST EVENT

Brookgreen Gardens: The Creek Excursion
This optional event is priced separately and
requires a minimum of 15 for transportation
to be provided.
• Leave the Hilton at 9:30
• Take The Creek Excursion from 10:50 – 11:45
• Tour the Gardens, Zoo and Sculpture Garden
from 11:45 – 12:30
• Visit Welcome Center from 12:30 – 1:00
• Board Bus at 1:00 for the trip back to
the Hilton
The Creek Excursion will allow you to cruise
the creeks on a 48-foot pontoon boat. You will
pass historic rice fields, now home to alligators,
waterfowl, and osprey, as an interpreter helps you
see the distinctive landscape of the rice plantations
and understand the role of enslaved Africans in
the cultivation of the rice crop and the shaping
of the history of the
Lowcountry.The
Creek Excursion
lasts approximately
45 minutes. After The
Creek Excursion, you
are free to walk the
grounds until the bus
departs the Visitor
Center at 1:00 p.m.
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BOB LINDGREN
THE MANAGEMENT GUYS

Psychological

CHARGE AS MUCH AS THE CUSTOMER
WILL PAY, BUT ALSO GET THE ORDER

The maximum price you can get for a job isn’t determined by your estimating system
– the ruling forces are your customer’s budget, and the price that they think (or know)
they could get it for from printers they know and trust.
We must think systematically about our customer relationships. On the big projects,
we need to dig into the customer’s motivation and time-line. Is it the key to a
new product launch that’s way behind time or just another throwaway? Using this
knowledge, we can mark-up or discount our price to achieve business nirvana.

Collaboration

GETTING THE SALES REPS ON YOUR SIDE

Sales reps are the key to successful customer relationships, and their focus should
be the same as yours – maximizing volume at the highest available price. If they are
currently getting a flat percentage of the invoice, that’s not happening.The solution is to
use an approach that everyone money at the same speed.

JON BOWMAN, DIRECTOR OF BUSINESS DEVELOPMENT
– DIRECT MARKETING, SALEM ONE, INC.

Connection

WHERE TO BEGIN: BRINGING AN OFFLINE
TOUCH TO AN ONLINE EXPERIENCE

Connecting your direct mail to an online experience can be a process full of “where to
start” questions. In this workshop, you’ll get an overview of several opportunities where
you can increase the response rate on your direct mail. It is proven that a multi-channel
approach and follow up can significantly increase the response rate.With the incentive
discounts available from the USPS, these strategies can also help reduce your postage
bill.The discussion will provide a high-level introduction to Informed Delivery, QR
Codes, Retargeting, Smart Speaker Technology, and enhancing direct mail with email.
JOE TRUNCALE, PHD FOUNDER &PRINCIPAL
ALEXANDER JOSEPH ASSOCIATES

THE STATE OF STRATEGY
Strategic

It’s been said that “the more things change, the more they stay the same.” So it is for
business strategy.While circumstances change over time, there remains a constant:
Businesses that take time to assess the external environment, take careful stock of
their unique strengths and align those with emerging needs of carefully identified target
customers can sustain high performance and success over time. In this interactive,
fast-paced session, we’ll discuss proven methods for effective strategy formulation and
planning. And we’ll demonstrate how The Five A’s Method™ can help any business plan
work effectively for a bigger, better future.

INDUSTRY SESSIONS INDUSTRY SESSIONS INDUSTRY SESSIONS
BILL FARQUHARSON
PRESIDENT, ASPIRE FOR

Reinvention

Growth

THE NEW SALES APPROACH

Whether you have a sales team or you ARE the sales team, the landscape looks
nothing like it did two years ago. This session encourages you to rethink your plans
for growth. Is marketing the new sales? What role should LinkedIn play? Do you
even need a sales rep? The rules have changed, and it gives us a chance to create and
execute a new strategy. That starts with planning. Come hear the plan.

FIVE STEPS FOR FOCUSED SALES GROWTH

No doubt you have heard of Pareto’s Principle: 80% of your business comes from 20%
of your customers. But that same 80/20 thinking can be applied to your sales activity,
making you more productive in your limited selling time.This session gives you a
five-step plan for combining sales productivity with time management, and focus with
discipline.The result is the Holy Grail of sales and work/life balance. Learn how to sell
more in less time.

RENITA PENDERGRASS
HR BUSINESS PARTNER, EMPLOYERS ADVANTAGE

EMPLOYEE RETENTION STRATEGIES: IT’S GO TIME!
People

There’s no denying that attracting and retaining employees is essential to any
organization’s success. High performing employees ensure positive customer
satisfaction, continued sales growth, and strong internal and external client
relationships. How do you create that ideal workplace, where employees feel engaged
and recognized, bringing you their best work and better yet, their best selves? Join
us to discuss how burnout is affecting your workforce, and assess the importance of
developing a comprehensive 5-step retention plan to help your organization improve
productivity, lower turnover rates, and create an ideal work environment.
Networking

ONE-ON-ONE VENDOR MEETINGS

Sign up to join our Platinum, Premier and Gold Sponsors for one-on-one meetings. Learn how their
products and offerings can serve your business goals. Appointments will be scheduled based on Vendor
selection and availability. Printer participation in up to three Vendor one-on-one segments comes with a
$50 discount on registration for the first attendee per Printer company.

EDUCATOR SESSIONS EDUCATOR SESSIONS EDUCATOR SESSIONS E
Hands On

EDGE GAIN

SESSION 1: INTRODUCTION TO ADOBE PHOTOSHOP FOR PRINT
SESSION 2: INTRODUCTION TO ADOBE ILLUSTRATOR FOR PRINT
SESSION 3: INTRODUCTION TO ADOBE INDESIGN FOR PRINT

Edge Gain produces innovative training and learning across the globe and specializes in adult and student
learning, creative technology adoption and creative digital skills.These three sessions will give teachers
practical hands-on opportunities to develop their digital creativity, reveal the secrets of teaching Adobe’s
creative apps, and equip teachers with practical lesson ideas that enrich student outcomes.You’ll also
learn how to connect learning with industry, real-world scenarios, and employability skills for the digital
workspace, as well as prepare your students for Adobe accreditation (where applicable).

Training

ASHLEY CALDWELL
REGIONAL SALES CONSULTANT, CERTIPORT

CERTIPORT ADOBE TESTING

Educators will have the opportunity to test and become certified in four (4) of the following available Adobe
certifications during the two-day conference. Certifications include: After Effects, Animate, Dreamweaver,
Illustrator, InDesign, Photoshop or Premiere Pro.Testing will require each teacher to be associated with their
school Certiport account. (If your school does not have one, let PICA know on your registration.) Codes
for the LearnKey course and GMetrix practice will be provided.

Generous

MICHELLE FOX
LECTURER, DEPT. OF GRAPHIC COMMUNICATIONS, CLEMSON UNIVERSITY

SWAG – WHAT IS IT, HOW CAN YOU
USE IT, AND WHY WOULD YOU WANT TO?

Learn exactly what Swag is, the right opportunities to employ it, and how to use it to your best advantage.
This is an opportunity to get up close and personal with hands-on resources for a visual, tactile explanation
of Swag.
• Box
• Magnets
• Tote
• Glow in the dark
• Notepad
• Stickers

EDUCATOR SESSIONS EDUCATOR SESSIONS EDUCATOR SESSIONS
Your
Future

SHAWN MCDOUGALL
DIRECTOR, SERVICE CHANNEL DEVELOPMENT, HEIDELBERG

THE APPRENTICESHIP PROGRAM

Learn how Heidelberg helps teach the value of learning a trade and developing a skill that is marketable
both in the Graphic Arts Industry and beyond.You’ll find out:
• What is the Heidelberg Apprenticeship Program?
• Challenges of an Aging Workforce and Leveraging That Talent
• How Heidelberg Recruits Technical Talent
• The Capabilities of Heidelberg’s North American Training Center
• The Opportunities in Our Industry

Immense

TODD COCKRELL
GRAND FORMAT MANAGER AT SUN SOLUTIONS

HOW TO PREPARE SURFACES FOR
WIDE/GRAND FORMAT INSTALLATION

This rapidly growing segment of printing has a huge diversity of products that will excite your students and
enhance your school. Educators will learn what to do to prepare the surface before applying wide/grand
format, including:
• Floors
• Walls
• Window Perf Graphics
• And the growing segment of wide format printing
Technology

CARL MARSHBURN
VICE PRESIDENT PRODUCTION PRINT, COECO

FIERY RIP BASICS

Learn about all things Fiery! What can Fiery do for you? You’ll get all the basics you need to know for
Fiery digital printing solutions, including our digital front ends and digital printing software, for complete
production workflow solutions.

INDUSTRY
SCHEDULE
FRIDAY, NOVEMBER 4
4:00 - 5:30 pm
		
9:00 - 10:30 pm

Registration Desk Open
Dinner on Your Own
Dessert Reception

SATURDAY, NOVEMBER 5
7:00 - 8:00 am
8:00 - 9:00 am
9:15 - 11:30 am
11:30 - NOON
12:00 - 1:00 pm
1:00 - 2:00 pm
		
2:15 - 3:15 pm
		
3:15 - 3:45 pm
5:30 - 6:30 pm
6:30 pm		

Breakfast Buffet
The New Sales Approach
The State of Strategy
Vendor One-on-Ones
LUNCH
Charge as Much as The Customer
Will Pay, But Also Get the Order
Employee Retention Strategies:
It’s Go Time!
Vendor One-on-Ones
Reception
Dinner on Your Own

Bill Farquharson
Joe Truncale

Bob Lindgren
Renita Pendergrass

SUNDAY, NOVEMBER 6
7:00 - 8:00 am
7:30 - 8:00 am
8:00 - 9:00 am
		
9:15 - 10:15 am
		
10:30 - 11:30 am
		
11:30 - 12:00 pm

Breakfast Buffet
Vendor One-on-Ones
Five Steps For Focused
Sales Growth
Where to Begin: Bringing an Offline
Touch to an Online Experience
Sales Compensation Plans That
Get the Reps on Your Side
Wrap Up

(during breakfast)
Bill Farquharson
Jon Bowman
Bob Lindgren
Conference Committee

EDUCATOR
SCHEDULE
FRIDAY, NOVEMBER 4
4:00 - 5:30 pm
		
9:00 - 10:30 pm

Registration Desk Open
Dinner on Your Own
Dessert Reception

SATURDAY, NOVEMBER 5
7:00 - 8:00 am
8:00 - 9:00 am
9:15 - 10:15 am
10:00 - 12:00 pm
12:00 - 1:00 pm
1:00 - 2:00 pm

Breakfast Buffet
The Apprenticeship Program
Shawn McDougall
Print is Swag
Michelle Fox
Direct to Garment Printing 101
LUNCH
Fiery RIP Basic
Carl Marshburn

2:15 - 3:15 pm
		
3:15 - 4:15 pm
		
5:30 - 6:30 pm
6:30 pm		

How to Prepare Surfaces for
Wide/Grand Format Installation Todd Cockrell
Introduction to
Adobe Photoshop for Print
Edge Gain
Reception
Dinner on Your Own

SUNDAY, NOVEMBER 6
7:00 - 8:00 am
8:00 - 9:00 am
		
9:00 - 10:00 am
		
10:00 - 11:00 am
11:15 - 11:30 am

Breakfast Buffet
Introduction to
Adobe Illustrator for Print
Introduction to
Adobe InDesign for Print
Certiport Testing
Wrap Up

Edge Gain
Edge Gain
Ashley Caldwell

An Investment

PICA MEMBER

RATE

1st Registrant
$376
Decision Makers: Take $50 off your registration by agreeing to up to 3 Vendor One-on-One appointments.
2nd Conference Registrant (from same company)
Educator Registrant

$271
$271
o yes o no
$100
$112

My school has a Certiport account
Spouse/Guest (not attending the meetings)
Spouse/Guest Event Tour optional

Conference Registration Fee Includes:

All conference materials, Friday and Saturday receptions, breakfast ticket for hotel
buffet for Saturday and Sunday, and Saturday lunch.

Spouse/Guest Event Tour optional:
Brookgreen Gardens: The Creek Excursion is an optional event.This event is
priced separately with transportation provided.This requires a minimum
of 15 for transportation to be provided.
		

NOT YET MEMBER

**1st Full Conference Registrant

RATE
$559

**Spouse/Guest (not attending the meetings)
$200
Spouse/Guest Event Tour optional
$175
**Not-Yet Members who join PICA by 12/31/2022 receive the difference in registration fees as a credit
towards annual dues.

Please register by October 13, 2022 to ensure availability of conference materials.
Conference registrations can be made up to November 1, 2022.

In Person

REGISTRATION FORM 2022 (please register by October 13th)
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 Spouse/Guest Event
$ ______________________
Email (spouse/guest) __________________________________________
Educator Registrant __________________________________________ $ ______________________
My school has a Certiport account o YES o NO
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

The Printing Industry of the Carolinas, Inc. (PICA)
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PREMIER SPONSORS
Lunch

Saturday Reception

Educator Sessions
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Kodak • MCS, Inc. • Printers 401(k) Diversified Financial

Jon Bowman Session

