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Finding your missing piece is the key to success. When your team is continually learning
Th is I ssue and growing, your business becomes more agile, competitive, and future-ready.

Companies that prioritize professional development consistently see increases in
productivity, employee retention, and profitability. This year’s PICA Fall Management
Conference sessions are built to fuel that growth—with expertled training in leadership,
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HELPING OTHERS IN THE PRINTING INDUSTRY
AND GROWING YOUR BUSINESS AS A BIG FAMILY

In all my years working in this industry—from rolling up my
sleeves on the production floor to consulting on cutting-edge
graphic media solutions—I've seen one truth play out time
and time again: the most successful people and businesses in
printing are those who lift others up as they climb.

Success in today’s fastmoving world isn’t just about staying
ahead of the curve with technology or securing the biggest
accounts. It’s about something deeper—a spirit of collaboration,
a willingness to share knowledge, and a commitment to
growing together as an industry and a community.

Sharing What We Know, So We All Grow

The printing industry is changing faster than ever—digital
transformations, shorter runs, personalization, sustainability
initiatives... the list goes on. And while it can be a lot to keep
up with, what makes it easier is sharing our experiences with
one another.

Whether I'm helping a startup navigate its first print campaign
or swapping workflow tips with a seasoned press operator,
always learn something new in return.

This kind of mentorship and collaboration isn’t just good for
business—it’s good for the soul. And in a tightknit industry like
ours, it creates a ripple effect of excellence.

Building a Family, Not Just a Business Network

When I walk into a shop or meet someone new in the field,
don’t see a client, a vendor, or a competitor. I see a potential
member of this big, extended printing family that I've come to
love over the years.

At Sun Solutions, we've always tried to operate this way—with
heart, respect, and integrity. That means treating people

like people—celebrating wins together, weathering challenges
together, and being there when it matters.

‘When we treat each other like family, we build something that
lasts longer than any job ticket.

Choose Gollaboration Over Gompetition
[ get it—competition in printing can be fierce. But time and

again, I've seen amazing things happen when businesses choose
to collaborate instead of compete.

Maybe a smaller shop can’t take on a large run—but they can
with your help. Maybe you don’t offer a specialty finish—but
someone you trust does. By leaning on each other’s strengths,
we all broaden our reach and capabilities.

I've been lucky to witness firsthand being involved with PICA
how partnerships like these can change the game—not just for
the businesses involved, but for the clients they serve.

Keep Learning, Keep Growing

One of the best parts of mentoring, consulting, and connecting
with others in this industry is that it keeps me on my toes.
Helping others helps me grow. It forces me to ask better
questions, explore new tools, and stay open to change.

Growth doesn’t stop with technology—it starts with people
who are excited to learn and eager to share.

Final Thoughts from the Heart

If there’s one thing I want to leave you with, it’s this: you don’t
have to go it alone. The printing industry is full of smart,
passionate, generous people who want to help each other
succeed. I've built a career—and a life—on that belief.

Let’s keep extending a hand to others. Let’s keep growing this
big, vibrant printing family. Because at the end of the day, our
legacy won’t be measured only in profits or print runs—but in
the people we've helped along the way.

With appreciation,

Vb % Srad—

Vickie Smith

PICA Chairwoman

Graphic Media Consultant

Sun Solutions — West Columbia
Cell: 803-730-5489



IT’S TIMETO
START PLANNING
FOR THE

2025 PICA
FOUNDATION
GOLF CLASSIC!

Join us for a great day on
the beautiful course at Olde
Sycamore Golf Club, where

A\
PICA

FOUNDATION

GOLE

CLASSIC

HIGHLIGHTS OF THE DAY:

* BBQ dinner after the round,
prepared by Patrick Cleghorn
* Great prizes and plenty of camaraderie

* A fantastic course and a great cause

EVENT DETAILS:
When: Wednesday, October 15, 2025
Where: Olde Sycamore Golf Plantation

7500 Olde Sycamore Dr

Charlotte, NC 28227

(Easy access from 1485 in Charlotte)
Time: Arrive early to hit a few practice shots
Shotgun Start: 12:00 noon
WHY PARTICIPATE?

Net proceeds from this tournament fund scholarships
sponsored by the PICA Foundation, including:

* Community college students studying
Graphic Communications at select
NC and SC community colleges

fun, friendly competition and
good company are guaranteed.

€T

' Olde Sycamore G
7500 Olde Sycamore Dr, Mint

* Undergraduate students in
Graphic Communications programs
at Appalachian State University,
Chowan University, and Clemson University

* Continuing education for graphic arts
teachers in the Carolinas through the
Print Force Immersion program

More Information & Registration:
Visit the PICA website under the events calendar.

SPONSORSHIPS AVAILABLE:

A full list of sponsorship opportunities is in the
brochure. We still need one (1) beverage cart sponsor.

Current sponsors are:
Hole Sponsors: Printers Service Prisco
Beverage Cart Sponsors: Canon U.S.A., Inc.

Shirt Sponsors: Goepper Burkhardt

We can’t wait to see you on the course!



Your Free Girls Who Print Membership Is Waiting

Hello PICA Members GIRLS WHO It is about providing tools, resources, and fostering
| have exciting relationships that can help you thrive in our evolving
news for you! P R I N T industry. Whether you want to learn something new,

connect with other professionals, become a mentor and/
or mentee, and feel more supported in your career, Girls

Thanks to PICA’s commitment to your career and business ) -
Y Who Print offers a place to make it happen.

success, every PICA member now has a free membership
to Girls Who Print, the largest global network of women
in print and now a nonprofit organization with a member
platform and programs that empower, educate, and
connect the industry.

Because PICA made this possible, your membership
is completely free! All you need to do is activate it with
a coupon code you will receive and register with your
company email address to start exploring everything

Girls Who Print has to offer.

Everyone is welcome to join. Women, men, students,

all who believe in the power of print and that the people
who make it happen all have a place here, and a path to
career success.

We look forward to welcoming you to our community.
Let’s learn, connect, and succeed together.

EMPOWER LONG AND PROSPER!
Deborah Corn
Executive Director, Girls Who Print

Membership gives you access to educational webinars,
professional development workshops, mentorship
opportunities, networking events, career resources, and
leadership support. You will also be part of a global
community where you can share ideas, ask questions, and PICA is pleased to announce this new member
collaborate with people who share your passion for print. benefit in partnership with Girls Who Print.
Contact PICA for the coupon code.
This partnership between PICA and Girls Who Print is

about more than adding a benefit to your membership.

Capitalizing on “Printed in America”

With tariffs continuing to impact global trade, American-made products are
experiencing a surge in demand. Consumers and businesses alike are showing
stronger support for domestic manufacturing, and that includes the Printing industry.

Printers have a unique opportunity to leverage this trend by highlighting their
American roots. A simple but powerful step is to incorporate the phrase
“Proudly Printed in the USA” across key customer touchpoints.

Not only does this reinforce trust and quality, but it also communicates alignment
with customers’ values.

By proudly stating that your materials are printed in the United States, you're doing
more than just identifying a location—you’re celebrating American jobs, supporting
the domestic economy, and sending a message of reliability and pride in your work.

[+ | pea



A Brief Briefing on Briefs

Welcome to the lightning round of business wisdom. Let’s
talk briefs. Not the laundry-day kind, but those snappy,
noAluff live (and recorded) events (and recordings) that

[ create for PICA. If you've ever wished you could get
sharp sales, marketing, or company culture advice without
wading through a labyrinth of jargon and theory, these
briefs are your secret weapon.

So, what exactly are these briefs! Think of them as tactical
nuggets: short, punchy, 10-15 minute zoom calls (or
YouTube videos in the aftermath) laced with actionable
insights. No long-winded lectures. No academic rambling.
Each brief is designed to get to the point fast, tackling
real-world challenges you actually face. Whether you need
to spark a sales surge, revamp your marketing strategies, or
tune up your company culture, you'll find practical steps
you can put to work immediately.

Why bother with briefs in a world already saturated with
endless articles and advice columns? Simple: businesses
move quickly, and teams don’t have the luxury of lost
afternoons sifting for ideas. These briefs distill big concepts
into bite-sized, memorable action plans. They’re built for
leaders who want results, not just inspiration; for teams
craving clarity more than complexity.

And here’s the real magic. Each brief is more than just a
memo; it’s a catalyst. An energizer. It's meant to for you to
pour a cup of something (no judgement) sit down at your
laptop or phone, and connect to something bigger. Ignite a

Kelly Mallozzi is one of the featured speakers at
the PICA Fall Management Conference. She
will be speaking on how to use Al to boost sales
effectiveness, creating a crisis-ready workplace,
developing print careers, and how to lead your
print company with clarity and confidence.
Join us in Hilton Head November 7-9 for these
powerful sessions and more. Visit picanet.org to
grab the Fall Conference information.

change. Move your company closer to its goals without
missing a beat.

So, next time you spot an invitation to one of PICA’s
“briefs” in your inbox, don’t dismiss it as just another piece
of internal comms. It’s your shortcut to smarter selling,
sharper marketing, and a workplace people actually want
to be part of. After all, who says impactful has to be
long-winded?

Kelly Mallozzi is a sales coach, marketing consultant,
speaker, blogger, and podcaster with 30 years of print
obsession to brag about. Her mission is to help print
companies drive sales and customer loyalty through
content strategy and sales process optimization.

PICA Launches New Podcast: PICATalk

Designed for today’s printing professionals, PICATalk
brings you both audio and video episodes that dive into
the issues, opportunities, and people shaping our industry.

Our first episode spotlighted Emerging Leaders—

encouraging rising stars in printing—and explored
recruitment across generations with insights from
PICA’s HR partner, Employers Advantage.

What's next! Conversations with PICA members,
discussions on key industry challenges in the Carolinas,

and a variety of timely
topics that matter to you.

Have an idea for an episode

or want to be featured?
Members can reach out

alle
to tmckee@picanet.org. Pj ﬁé TALI<

Tune in and subscribe to e
PICATalk on PICA’s
YouTube channel (@
PICACarolinas) or on Spotify (@QPICATalk).




By the time you read this, PICA will have hosted three successful area events:

* August 6 - PICA Prints & Pours at * August 7 - Coffee with PICA in * August 25 - Pints with PICA at sSavage
Zinc House Winery in Durham, NC Winterville (Greenville), NC Ale Craft Brewery in Columbia, SC

Attendance was strong at all three, reinforcing one clear message: printers enjoy connecting and socializing.

It’s long overdue for our industry to come together in a casual setting with no set agenda—just an opportunity to reconnect.
Printers work tirelessly to keep communications and sales alive for companies across every industry. Taking time to network,
share ideas and enjoy good company keeps that spirit alive.

Our next events are scheduled for:

¢ September 9 - Area 3 - Triad - Natty Greene’s

e September 17 - Area 2 - Charlotte Metro — Emerging Leaders Only (35 & under) at The Puttery
e September 24 - Area 1 - Asheville - Sierra Nevada

e September 25 - Area 6 - Greenville, SC - Southernside Brewing Co.

¢ September 30 - Area 2 - Charlotte Metro - Resident Culture

If one of these locations is in your area, we'd love to see you there! Details and registration information can be found on the
PICA website. Please note: registration is required.

a



Details and registration information
can be found on the PICA website.

Please note: registration is required.



Organizational Leadership: The Power of Face to Face

It’s been said that “a desk is a dangerous place from which
to view the world.” A recent newspaper article and a long-
ago television commercial reinforce this notion.

In a Wall Street Journal article titled “This Fed President Is
Ditching His Desk,” Richmond Fed President Tom Barkin
describes his approach to understanding factors impacting
the regional economy in his area of responsibility. He goes
out and talks to people, meeting with and interviewing
business owners and managers in a variety of industries.
His method is relaxed but not random. He probes, prods,
and follows one question with another, each designed to
understand not only what business leaders are planning

to do, but why and when. All designed to gather real-time
economic intelligence at a grass roots level. A former
McKinsey consultant, Barkin is adept at collecting feedback
in a structured, purposeful way and interpreting the
responses, looking for patterns and distortions.

The idea of getting out and talking with people is not
new but in our time of digital communication, it’s often
overlooked. And it is especially useful with customers.

A United Aitlines television ad from some years ago
hammers home this point. It features a business owner
addressing his team members. He tells them of a phone call
he received that morning from a long-time customer. “He
fired us, after 20 years. He fired us. Said he didn’t know

us anymore. I think I know why” was his opening line. He
goes on to tell his team that they, and he, had become a bit
too casual in how they communicate with their customers,
leaving some with the impression that they weren’t as
interested in them as they once were. “Phone calls, a fax...,”
(ok, so today that’s probably an email or a text message) had
taken the place of face-to-face conversations. He hands out
plane tickets to each team member, telling them they are to
go and meet with their customers. As he’s walking out, he’s

asked where he’s headed. “To visit that old friend who fired

us this morning....”

This message this ad brings is perhaps more relevant to
business owners and CEOs today than when it first aired
decades ago. Ask yourself this: When is the last time you
went to visit your customers, face to face! They're too busy
to see you! Ask anyway. Not sure what you would say? Start
with “thank you”!

[ o | pea

In a research study conducted by NAPL economists,
printing company owners were asked what they needed
and wanted most from their suppliers (of equipment,
machinery, technology, and consumables). New
automation, advances in technology, and delivery times
were among the many items reported. Near the top of the
list? These customers reported that they didn’t see their
sales rep as often as they once did. Economic pressures and
enhanced communication options had gradually taken the
place of face-to-face meetings, in which customers found
great value and enjoyed learning about new developments
and just “talking shop.” What would your customers say?

For more actionable ways to advance your customer
relationships and to build new ones, contact me at joe@
ajstrategy.com or visit my website at ajstrategy.com.

Joseph P. Truncale, Ph.D. is the Founder & Principal of
Alexander Joseph Associates, a privately held consultancy
specializing in executive business advisory services with
clients throughout the graphic communications industry.
Joe spent 30 years with NAPL, a business management
association representing leading companies in the printing,
graphic communications, mailing, fulfillment, and
marketing services industry, including 11 years as President
& CEOQO. Joe specializes in strategy and planning, customer
analysis and organizational effectiveness.

Joe Truncale will be joining us at the
PICA Fall Management Conference,
speaking on “Creating and Sustaining
a Winning Culture,” “Performance
Management,” and “Strategic
Planning for Business Leaders.” In addition,
he’ll be leading a hands-on session on “Strategic
Planning that Works: A Hands-On Workshop
for Print Leaders.” Download the brochure

and register today at picanet.org or call PICA at

704.357.1150.

finding your
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DRIVES SUCCESS!



Throughout the 21st century, successful commercial print
providers have morphed into a Swiss-army knife. They
offer a broad array of print technologies (digital, sheetfed,
wide format) along with a host of support services
(mailing/fulfillment/web portals). The key strategic
change of these print providers is they're willing to assume
the role of a print management company. Since today’s
print buyers prefer one-stop shopping, how do we go about
integrating new services into our existing framework?

Here are some key thoughts:

* Survey existing customer base for potential new services;

* Review potential sources (outsourcing)

¢ s the path forward to incorporate production or source
it out

* What are the working capital needs?

* What’s the market for this type of work beyond our
existing customer base?

* What are the margins!

This type of expansion should never be attempted in a
vacuumy; thus, it’s important to engage all the company’s
key players to ensure success.

In our industry, it’s not uncommon for firms to operate a
single shift with overtime as needed. Yet, with shrinking
markets and increased competition, more firms utilize a
skeletal second shift. That reality creates an opportunity for
firms who are willing to break out of this mold and move
to a full two shift model with frequent overtime.

Consider this reality: the average firm produces work
which involves an expenditure (paper, outside work,
production wages and sales commission) of about 60%
of invoice price. The balance is what covers the overhead
(rent, equipment, front office) and when covered, profits
are generated at the end of the month.

Getting to this nirvana requires the willingness to leave
the comfort of a single shift operation and learn how

to manage a multi-shift one. It’s easier said than done,

but the rewards can far outweigh the costs. The rewards!
Additional contribution to cover overhead; improved
ability to meet customer deadlines; and increased company
sales which provides value to the company’s principles and
key employees.

Acquiring the additional sales to support this growth
warrants an active sales force along with a pricing approach
which is customer centric, not production cost centric.

Most firms pay sales reps on a commission basis. This
recognizes the reality that outside sales is challenging work
best carried out by highly motivated people—individuals
who really want to succeed. The usual approach is to pay
the commission when the order is produced and billed.

However, it’s tempting to consider the possibility that the
client may never pay the bill or take a long time to do so.
This leads to commission plans which pay commission
upon receipt of payment. It’s good for cash flow but can
have negative repercussions.

Generally, the sales rep does not have the role of being a
bill collector nor do they approve the extension of credit;
thus, this practice may be perceived as penalizing the rep
for events beyond their control or responsibility. Also,
because commission is now disconnected in an irregular
way from the entry and billing of a job, the desired
incentive effect is muddled.

Has this ever happened before! Month #1 had good sales
and barely broke even. Month #2 had similar sales and
profits were great. There could be numerous reasons for
these types of results ranging from product mix; overtime;
markups, etc. Yet, one of the common reasons is WIP.

If you're not tracking WIP (Work-in-Process), or not
measuring it correctly, you will have these kinds of
variances. Tracking WIP allows you to ensure costs of
labor/materials/outside purchases incurred in Month #1
AND not invoiced in that month don’t affect your income
statement in Month#1. Practically all MIS systems track
WIP and it’s worth the time spent by your accounting
personnel in creating the procedures to implement.

Joe Polanco writes quoins2pixels. Joe has spent decades
in the printing industry and has counseled hundreds

of company owners on a variety of management topics
throughout his career. As a value-added service of The
Printing Industry of the Carolinas, he is available to
expand on these articles, or aid with projects. You can
reach ]oe at jspolanco49@gmail.com.



Fall Conference

Continued from pg 1

WHAT TO EXPECT FROM THE SESSIONS:

General Sessions

* More Sales, Less Cost: What Print Buyers Want
Discover the mindset of today’s print buyers and learn
how to better align your sales strategy with what your
customers really want.

* Navigating Uncertainty: Leading with Clarity and Confidence
Learn to lead decisively through change and challenges
by building a transparent, adaptable, and resilient
leadership approach.

* Strategic Planning for Business Leaders
Make strategy actionable. Learn a no-nonsense, results-
driven approach to business planning from one of the
industry’s most trusted advisors.

Breakout Sessions — Tailored to your focus areas

Choose from a wide range of topics, including:

¢ Selling Smarter with Al - Harness Al tools to enhance
your sales process and close more deals efficiently.

* Beating the Big Brands - Compete effectively with the
major online print providers through smart, scalable
tactics.

* Winning Culture & Performance Management - Build
a thriving workplace culture and improve performance
management with proven frameworks.

* The 10X Strategy for Sales Growth - Leverage content
marketing and automation to grow your brand and drive
new revenue.

* Future-Proofing Your Business - Strengthen your
company’s ability to navigate crisis and change through
resilience-building practices.

* Print Career Development - Empower your team to
grow their skills and future in the print industry.

Hands-On Strategic Planning Workshop

This interactive session offers a rare opportunity to work
directly on your own business strategy alongside peers and
expert facilitator Dr. Joe Truncale.

Industry Roundtables
Share ideas, experiences, and solutions with other leaders
in the print and packaging space.

Vendor Fair & One-on-One Meetings
Explore the latest innovations and connect directly with
vendors.

Bonus Post-Conference Webinars

Even after the conference ends, the learning continues! All
registrants will receive access to a series of bonus webinars
in November.

This is your chance to close the gaps, develop your team
and drive your business forward with clarity, confidence
and community. Learn more and register at www.picanet.org
(under events).

HOTEL ROOM RESERVATIONS
NEED TO BE MADE BY OCTOBER 14

Room blocks at the Omni Hilton Head fill up
fast, so don’t delay! Rooms are $169+, single or
double. Reservations can be made by calling
Omni Central Reservations at 800-843-6664.
Ask for the group code 11625PICA.

The link for the housing block can be also found
on PICA’s website, picanet.org. Simply click the
Fall Conference image.

Announcing New PICA Board Members

PICA is happy to welcome the following new board members:

. Director Area 6:

. Will Ragsdale from
‘ Martin Printing will cover

upstate South Carolina

Director-at-Large
for South Carolina:

Mike Jones from
Browns Bindery

Chairman of the
Wide Format Committee:

Patrick Dennis from
Salem One Charlotte



Member News

CONDOLENCES

Deepest sympathy to PICA Foundation Trustee
Barry Long on the passing of his father, Kenneth Long.

MANCHESTER INDUSTRIES OPENS NEW
CONVERTING OPERATION IN COLUMBIA, SC
We’re pleased to share some good news! Manchester
Industries, a subsidiary of Clearwater Paper Corporation,

is opening a new converting operation in Columbia,

South Carolina.

For nearly 50 years the Manchester brand has been
synonymous with reliability, responsiveness and exceptional
service. This investment in a new location reinforces that
commitment and expands our ability to meet your evolving
needs with even greater speed and efficiency.

This new site will support Clearwater Paper’s mill in

Augusta, Georgia (acquired in May 2024), and strengthen our
strategic mill partnerships from across the country and around
the globe. We anticipate operations in Columbia will begin in
the fourth quarter of 2025, with the site ramping up by the
end of the year.

JOSH ROMBERG NAMED
PRESIDENT OF MBO AMERICA
MARLTON, NJ

MBO America is pleased to announce the
promotion of Josh Romberg to President,
effective immediately. A respected leader in the
graphic arts community, Josh brings a wealth of experience
and vision to his new role.

Josh joined MBO America in 2017 as a Regional Sales
Manager and quickly advanced through the ranks, serving as
Director of Sales and most recently Executive Vice President
of Sales & Marketing. Under his leadership, MBO America
strengthened its sales organization, broadened its product
offerings, and deepened customer relationships across the
print finishing sector.

In his new capacity, Josh will oversee MBO America’s U.S.

and Canadian operations from the company’s Marlton, NJ
headquarters, leading an executive management team charged
with all aspects of strategic growth, operational excellence, and
customer success.

B A e o Y :
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CELEBRATING 100 YEARS OF PRINTING
INNOVATION IN THE HEART OF ASHEVILLE
From our humble letterpress shop in Biltmore Village to our
state-of-the-art 40,000-square-foot facility, our remarkable
century-long journey showcases the evolution of American
printing. Watch our fascinating story unfold as three
generations of our Williams family share how we’ve adapted
from setting type by hand “one letter at a time” to today’s
cutting-edge digital solutions. This isn’t just business history —
it’s a testament to our family values, community commitment,
and the power of treating customers with respect and dignity,
even when others wouldn't.. - ., *

Alldptg,LLC =+ - e

Jeff Vargo

jeff@alldptg.com e 704.402.7665

120 Charles Farm Drive, Cleveland, NC 27013

Distributor of used printing equipment and reseller of
pressroom consumables and press parts.

Pitt County Government Imaging Services

Bridget Echeverria
bridget.echeverria@pittcountync.gov ¢ 252.902.3840
1717 W 5th Street, Greenville, NC 25290

In Plant for Pitt County

Tower Products

Ken Aikin

ken.aikin@towerproducts.com e 919.879.7307
2703 Freemansburg Avenue, Easton, PA 18045

Manufacturer of pressroom chemistry.



The Printing Industry of the Carolinas, Inc. (PICA)
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PAPER + PACKAGING - WIDE FORMAT
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MANCHESTER
M

\) Recycling

Management
Resources

A Wilmington Group Company

on the

CASE @PAPER

Chairwoman of the Board
Vickie Smith
vickie.smith@sunsolutionsusa.com

Foundation President
Phil Kelley, Jr.

phil@salem-one.com

President
Carrie Epps ® cjepps@picanet.org

Director of Member Engagement
Terrie McKee ® tmckee@picanet.org

Administrative Director
Debbie Wesoly ® dwesoly@picanet.org

Contact PICA

Phone: (704) 357-1150
(800) 849-7422

Fax: (704) 357-1154

Wwww.picanet.org

Printing & Mailing: BP Solutions
Paper: Mac Paper + Packaging, Inc.

SEPTEMBER

9:

17:

24:

25:

30:

Keep them Coming Back:
Retention that Actually Works

Kelly Mallozzi, 1:00-2:00pm
Pints with PICA Area Meeting
Triad Area, NC, 5:30-7:00pm

Pints with PICA Area Meeting
Charlotte (Emerging Leaders)
5:30-7:00pm

Pints with PICA Area Meeting
Fletcher, NC, 5:30-7:00pm

Pints with PICA Area Meeting
Greenville, SC, 5:30-7:00pm

Pints with PICA Area Meeting
Charlotte, NC, 5:30-7:00pm

OCTOBER
9: Associate Webinar:
Monetize Your Waste
1:00pm
14: Associate Webinar:
Sheetfed Offset Printing
1:00pm
15: PICA Foundation Golf Classic,
Olde Sycamore Golf Plantation
16: America’s Print Awards
Live announcement of winners
3:00pm
21-23: Mailpiece Design

Consultant Webinar
1:00pm



