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Estimados amigos,

Bienvenidos a nuestro tradicional CASA Show, el cual contra viento y marea hemos 
preparado para ustedes. En tiempos difíciles es que se demuestra de que estamos 
hechos, y todos en esta bella Isla hemos demostrado que es el momento de unirse, de 
ayudarnos unos a otros; de ser resilientes. 

Quiero dedicar esta corta bienvenida a todos esos héroes que han dado todo para 
ayudar en la reconstrucción y levantar a Puerto Rico. Todos somos héroes: cada uno 
de los que habitamos aquí, pero también nuestros hermanos en el exterior que se han 
desbordado en ayuda para con nosotros.

A los héroes de nuestra Industria: a PPAI, SAGE, nuestros amigos de Vernon y todos los 
suplidores que nos visitan a pesar de las limitaciones que confrontamos y el impacto 
que esto ha reflejado en las ventas. HEROES, porque en estos momentos no se trata de 
cumplir con objetivos de ventas, no se trata de beneficios, no se trata de restricciones 
ni de limitar.  Se trata de demostrar apoyo, de dar una mano amiga, de ayudarnos a 
reconstruir nuestra Industria en el mercado local a través de todos los llevamos esta 
profesión a orgullo, sean o no parte de nuestra organización.

Es por eso que, por primera vez en la historia de CASA, abrimos las puertas de nuestro 
evento anual a todos nuestros colegas, sean o no parte de nuestra Organización. Es 
momento de extender esa mano amiga e invitarlos a compartir esa ayuda que nos 
brindan nuestros visitantes.

Gracias a Frankie Castro por siempre decir presente ante la necesidad evidente. Y más 
que todo, GRACIAS a las heroínas de mi Junta de Directores por no quitarse: Carmen, 
Emibel y Lydia que trabajaron arduamente contactando a todos y cada uno de nuestros 
Distribuidores. A Brenda que hizo lo propio con los Suplidores, y a mi mano derecha y la 
responsable de que podamos continuar trabajando para ustedes, Marilyn. Me reitero en 
lo que le he gritado al mundo desde que comenzamos a trabajar juntas en CASA: eres 
mi mano derecha, izquierda, mi memoria, mi secretaria, mi asistente, mi incondicional, 
mi amiga. Eres la fuerza que hace posible todos esos embelecos que inventamos 
juntas para colaborar y enaltecer nuestra profesión en esta Industria de los Artículos de 
Promoción. Gracias por tu colaboración, por tu intuición, tu compromiso incondicional y 
por tu amistad.

No se quiten. Seamos héroes… juntos levantaremos a Puerto Rico y seremos testigos 
del Renacer Borincano.

Un abrazo solidario,

Silvia

Dear Friends,

Welcome to our traditional CASA Show, which against all odds we have put together 
for you.

Difficult times show people’s true colors, and everyone in this beautiful Island has 
shown that it is time to come together, to help each other; to be resilient.

I want to dedicate this short welcome to all those Heroes who have given everything to 
help in the reconstruction and the rebuilding of Puerto Rico. We are all Heroes: each of 
us who live here, but also our friends abroad who have exceeded efforts in helping us.

To the heroes of our Industry: PPAI, SAGE, our friends from Vernon and the suppliers 
who visit us today despite the limitations we face and the impact this has had on their 
sales. HEROES, because at this time it is not about fulfilling sales objectives, it is not 
about benefits, it is not about restrictions and limiting. It is about showing support, 
giving a helping hand. It is about helping us to rebuild our Industry in the local 
market through all of us that are proud of our profession, whether or not they are 
part of our Organization.

That is why for the first time in the history of CASA we open the doors of our annual 
event to all our colleagues, whether or not they are part of our Association. It is time to 
extend that helping hand and invite them to share that help that our visitors are giving us.

Thanks to Frankie Castro for always saying present to the obvious need. And most 
of all, THANKS to the heroines of my Board of Directors for not quitting in hard times: 
Carmen, Emibel and Lydia who worked hard contacting each and every one of our 
Distributors. To Brenda who did the same with the Suppliers, and to my VP and the 
one responsible for the work we do, Marilyn. I say now the same I have said for the 
past 3 years since we began working together in CASA: you are my right hand, my 
left, my memory, my secretary, my assistant, my unconditional, my friend. You are the 
force that makes all those projects we create together possible to collaborate and 
enhance our profession in this Industry of Promotional Products. Thank you for your 
collaboration, for your intuition, your unconditional commitment and for your friendship.

And to all of you, do not quit. Let’s all be heroes ... together we will rebuild Puerto Rico 
and we will witness our Islands Renaissance.

Solidary hugs to all,

Silvia
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DEFINICIÓN DE 
RESILIENCIA
La resiliencia es la capcidad que tiene una persona o un grupo 
de recuperarse frente a la adversidad para seguir proyectando 
el futuro. En ocasiones, las circunstancias dificiles o los traumas 
permiten desarrollar recursos que se encontraban latentes y que 
el individuo desconcía hasta el momento.
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The entire team at Promotional Products Association International is pleased to welcome you to this year’s 

show. The contribution your regional association has made to the promotional products industry by creating 

the ideal environment to showcase the latest products, the finest professional development and countless 

business-building opportunities is commendable. Events like this support the industry’s message that 

promotional products work! 

 
The power of promotional products as an advertising medium has never been more evident. They are the 

most cost-effective way to reach a targeted audience and create a long-lasting impact on customers. Our 

research indicates that 88% of those surveyed recalled the advertiser from a promotional product received in 

the past 12 months. No other medium comes close to having that type of impact. 

 
For more than 110 years, PPAI, has served as the largest international not-for-profit trade association for the 

promotional products industry. Currently, we serve more than 14,000 industry company members with a full 

suite of money and time-saving benefits. We also serve the $21+ billion promotional products industry as a 

whole with our product safety, government relations and public relations efforts. 

 
I encourage you to become a member of both your regional association and PPAI and join a growing 

membership dedicated to supporting the community of promotional products suppliers, distributors and multi-

line reps as we continue to advocate for members and the promotional products industry. 

 

 
Have a great show, 

 
 

 

Paul Bellantone, CAE 

PPAI President and CEO 

 
  
 

 

 

2018 Tropical Show • EXHIBITOR LIST
AAkron Line

ASI

Bag Makers

Bebco

Bic Graphics

Bullet Line 

Calendarios de Puerto Rico

Gempire/Floral Promotions

Gill Line

Hit Promotional Products

Journal Books

Leed’s 

Norwood

Perry Ellis International / Callaway

Prime Air Corp

SAGE 

Sanmar

Sellos Titán

Trimark

TSF Sportwear

UPS

Vu line
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Hurricane Harvey cost businesses in the Houston area up to $15 

billion in lost productivity, with additional infrastructure damage 

as high as $10 billion, and as many as 500,000 cars and trucks 

were lost to flooding. Hurricane Irma destroyed up to 70 percent 

of Florida’s valuable citrus crop, costing farmers and the small 

businesses that support them. Total insured losses from Harvey and 

Irma could exceed $150 billion.

Hurricane Maria cost businesses in Puerto Rico at least $10 billion 

in lost productivity and $20 billion in damage--representing a full 

30 percent of the island’s gross domestic product (GDP). More than 

a month later, those businesses are still struggling to reopen amid 

continuing blackouts, gas shortages, and lack of fresh water. Most 

recently, wildfires have ravaged Northern California, destroying 3,500 

homes and businesses, and in all of these cases, the loss of human life 

far outweighs the cost of damaged property and lost economic activity.

The last few months have seen one disaster after other challenge 

U.S. business owners. Unfortunately, many were not prepared for 

the worst. According to a survey published last year by my company, 

Manta, 37 percent of small business owners said they would not be 

able to recover from a natural disaster like a severe storm or fire.

Could your business survive a natural disaster? If you don’t know 

the answer, the time to find out is now--before you’re faced with a 

devastating loss of property and income. These tips will help your 

small business prepare to survive the next emergency.

1. Develop a response plan in advance: Preparation is the single 

most important key to successfully surviving a disaster. If you find 

yourself responding to an emergency that’s already in progress, it 

may be too late. Create a written plan that details your company’s 

actions in case of possible natural disasters, and communicate it to 

all employees. Document evacuation routes and escape procedures. 

Post emergency phone numbers and clear instructions in accessible 

locations. Establish a plan for continuing to operate remotely during a 

shutdown by designating employees who can work from home. 

Your plans should be reviewed and reinforced with regular drills and 

preparedness meetings. 
 
2. Review your insurance coverage: Investing in the proper 

insurance coverage for your small business is one of the best ways 

to prepare for a natural disaster. In addition to coverage for your 

business property, insurance packages such as business interruption, 

loss of use, and extended coverage will help protect against closures 

or the interruption of your operations. You should regularly review your 

insurance package to make sure you have enough coverage for your 

growing business and that you have the right kind of coverage. After 

every hurricane, we hear horror stories from property owners who 

were insured against wind damage but who were not covered for the 

flooding that followed.
 

3. Establish a communication plan: Lost or damaged property can 

always be replaced. But losing loyal customers due to a temporary 

shutdown could be a much more devastating blow for many small 

businesses. Stay in touch with customers throughout the emergency 

by contacting them via phone, email or social media, and by post 

a closure notice outside your property if possible. Your employees 

should also be aware of your communication plan so they can reach 

you, coworkers, vendors and clients during and after an emergency. 

Communication tasks should be assigned to specific staff members. 

As the owner, you should lead communication efforts by appointing a 

spokesperson, a client point-of-contact, and an employee responsible 

for contacting the insurance company. 

4. Protect your company’s data: If your business processes any sort 

of electronic transactions or stores important customer information 

in a customer relationship management (CRM) or other database, 

backing up your data to a cloud-based platform is crucial. Natural 

disasters can wipe out more than trees and homes--they also have 

the power to destroy office systems, documents, and critical business 

records. Regularly backing up files to a reliable hard drive can suffice, 

(Continued on page 14)

HERE’S HOW TO PREPARE YOUR BUSINESS 
FOR THE NEXT NATURAL DISASTER  
John Swanciger, CEO, Manta, Source:  Inc.com

Management Session



#7025 ROLL-UP BLANKET
• Large 48" x 53" 100% Polyester Fleece
• Flap Color Matches Blanket
• Easily Folds Within Itself, With Hook And Loop Closure
• Attached Handle For Easy Carrying • Great For Travel • Surface Washable

#3071 SMALL HIT  
SPORTS PACK
• Made Of 210D Polyester  
 With Contrasting Simulated  
 Leather Reinforcement Black  
 Trim At The Corners
• Reinforced Eyelets
• Drawstring Closure
• Spot Clean/Air Dry

#6962 - 5" X 7"  
JOURNAL NOTEBOOK
• PVC Cover   
• 80 Page Lined Notebook
• Matching Bookmark And  
 Strap Closure

#5764 - 20 Oz. SPECKLED  
HIMALAYAN TUMBLER…
• Stainless Steel Outer And Inner  
• Double Wall Construction For Insulation  
 Of Hot Or Cold Liquids 
• Snap-On, Spill-Resistant Thumb-Slide Lid With  
 Rubber Gasket   
• Due To Vacuum Insulation Technology, 
 Capacity Is 18 Oz. With Lid On  
• Keeps Drinks Hot Or Cold Up To 6 Hours  
• Non-Skid Rubber Bottom  
• Meets FDA Requirements • BPA Free 
• Hand Wash Recommended

#7199 - 11 OZ.  
DYE BLAST 
FULL COLOR MUG
• Meets FDA  
 Requirements
• Hand Wash  
 Recommended

#9068 LIP BALM  
AND SUNSTICK...
• Broad Spectrum Formula  
 Protects Against Both UVA  
 And UVB Rays, Reducing  
 The Risk Of Sunburn,  
 Skin Cancer And Premature Skin Aging
• SPF 30 Sunscreen And SPF 15 Lip Balm
• Lip Balm On One End, Sunscreen Stick On The Other End
• Meets FDA Requirements

Visit hitpromo.net for more items to color your world!

Colorbrite, Digibrite, Dye Sublimation, 4CP Labels and Colorbrite Drinkware 
Decorations from Hit now available on hundreds of popular items!

Hit Advantages Nov 2017 r6 no prices, white back - gobo head, line om bottom.indd   1 10/1/17   8:18 PM
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Dale Carnegie framed it best: to become a great salesperson, you 

have to remember that people want to do business with people they 

like and respect. At the end of the day, while you may be selling to a 

customer, what you’re really doing is looking to earn their trust. As 

Carnegie said, it’s about learning how to “win friends and influence 

people.” Most people in sales forget that it’s enthusiasm that carries 

your message the farthest. Often times, people don’t buy into the 

product or service as much as they buy into the person who is selling 

it to them. Which means, as a salesperson, it’s your job to ooze the 

same passion the CEO or founder of the company would when talking 

about the business. 

When I was first starting out as a young entrepreneur, all I really had 

was my enthusiasm. For the most part, I was largely inexperienced, 

but it was my energy, my effort that people bought into--and that’s the 

same advice I have given to each and every one of my employees and 

salespeople since then. 

But let me make something very, very clear: enthusiasm is not 

the same as “winging it.”: I can’t stress this enough. In business, 

“winging it” is never an option. Ever. Repeat after me: knowledge is 

power. Which means if you’re about to make a sales pitch, if you’re 

about to explain your idea to a potential partner; if you’re about to do 

anything involving the future and good health of your company, then 

you need to be as knowledgeable as possible about every possible 

variable.   

Where most salespeople go wrong, then, is they think that enthusiasm 

alone will make up for their lack of knowledge. You know those type 

of people, right? I’m sure you can think of a time or two when a very 

energetic door knocker stood on your stoop and explained to you all 

the benefits of some meaningless thingamajig. 

That’s not the kind of salesperson you want to be:  The kind you 

want to be is so incredibly knowledgeable about what it is you’re 

selling that even the thought of talking about it gets you excited--and 

as a result, lights a fire under the seat of the person you’re selling 

to. The more you know about your product, your market, your 

competition, the more leverage you have. 

And honestly, this doesn’t just apply to business and sales, but 

everything in life. 

Winging it is a poor strategy. True insight mixed with enthusiasm is far 

more effective.

Now let’s talk about being a great salesperson within a company:  

In 2001, I had 450 salespeople working for me. Getting that many 

people to work hard, with enthusiasm, is no easy task. And let me 

tell you, it drove me nuts when I stopped into one of their offices and 

found them filling out expense reports in the middle of the afternoon. 

“Really? Can’t you do that after hours? You’re missing opportunities 

here,” I would say.  

I felt the same way when I saw managers who called a sales meeting 

at 10 a.m. on a Tuesday. I’m not saying they should have brought 

employees in on a Saturday, but I’d tell them, “Can we have this 

meeting either earlier or later in the day, so we aren’t cutting into 

prime business hours?” 

From my perspective, these are the sorts of decisions no one 

operating from a place of enthusiasm would make. If you are gung-

ho about your business, eager to move to needle and hell-bent on 

knocking down doors, then you would never manage your time this 

way. You would prioritize the one thing that matters most--for yourself 

and your company--over all the little things, like expense reports and 

check-in meetings. You would prioritize selling.

(Continued on page 14)

HOW DO YOU BECOME A GREAT SALESPERSON?
(Most people forget to do this ONE THING) 
By Bill Green,  Author and CEO, LendingOne, Source Inc.com

Selling Tips

Becoming a great salesperson 
takes practice. Lots of it.
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GET IT IN GRAPHITE

www.pcna.com

New Styles In The Year’s Hottest Color   

Check out our entire collection of backpacks at PCNA.com.

D. 3750-16 

Merchant & Craft Grayley 15”  
Computer Backpack
Merchant & Craft-simple classics for your modern lifestyle. 
Zippered main compartment with 15” laptop sleeve. Vertical front 
zipper for easy access to your everyday essentials. 
 
As Low As: $10.48 
MIN QTY: 48 

E. 3750-07 

Overland 17” TSA Computer Backpack  
w/ USB Port
Make traveling easier with the Overland 17” TSA Computer 
Backpack. TSA computer compartment that holds up tp a 17” 
laptop and lays flat to go through security. USB port and cable 
which are included allow you to charge your devices inside your 
bag with a power bank for seamless charging. Top and front grab 
handle, side zippered pockets. Beautiful graphite color ways with 
padded back and shoulder straps. 
 
As Low As: $18.98 
MIN QTY: 24 

B. SM-7062 

Urban 15” Computer Backpack
Zippered main compartment can hold up to a 15” laptop. 
Zippered front pocket allows for additional organization for your 
phone, tech accessories or everyday essentials. Mesh water bottle 
pocket. Adjustable, padded shoulder straps. Top grab handle. 
 
As Low As: $7.99 
MIN QTY: 45 

C. 3450-34 

Graphite Deluxe 15” Computer Backpack
Stylish backpack offers on trend looks with exceptional value. 
Zippered main compartment with padded laptop sleeve holds 
up to a 15.6” computer, dedicated iPad/tablet pocket with room 
for all your other business essentials. Two front zippered pockets 
large enough for power banks, cables, pens and notecards. 
The two front pockets also offer flexible decorating locations. 
Side water bottle pocket. Top grab handle. Adjustable padded 
backpack straps. 
 
As Low As: $16.98 
MIN QTY: 24 

A. 0022-59 

Zoom® Grid 15” TSA Computer Backpack
Zoom® works to provide you the accessories you need for the 
technology you use everyday. Sleek heathered gray material with 
gray/silver accents. Signature Zoom® lining and cord pass through. 
Main compartment with tablet sleeve and mesh organizer pocket. 
Padded rear TSA laptop compartment for laptops up to 15.6”. 
Padded back and shoulder straps with trolley sleeve. Zoom® 
branding and accents. 
 
As Low As: $39.98 
MIN QTY: 12 

A.

B.

E.

C.

D.

E.
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Last year was a different one. Our securities were shaken up and our faith was tested. Many of us 
experienced miracles by regular people, but you could also say that those people were actually heroes. 
Merriam-Webster defines heroes as: mythological or legendary figure often of divine descent endowed with 
great strength or ability; an illustrious warrior; a person admired for achievements and noble qualities, 
and one who shows great courage.  Well, C.A.S.A. has been saved by many heroes and we want to publicly 
thank them for their support during our challenged time.

THANKS TO:
 &   When our President and VP, Silvia and Marilyn, went to LDW in Texas this past October 2017, they met with Paul 

Bellantone (CAE, President and CEO at PPAI) and Carol Gauger, MAS (Director, Member Engagement & Regional Relations at PPAI) we explained 

how much the Island was suffering after the passing of hurricanes Irma and María and its impact in our Industry. In order to alleviate our situation, 

PPAI and SAGE joined forces and came up with a GREAT BENEFIT to our distributors… The Power of Two alliance! They gave away one year PPAI 

membership and a one year subscription to SAGE‘s software to every company that renewed with C.A.S.A. for 2018; a $495 savings value. We 

are more than happy to announce that with this initiative, we were able to renew 92% of our Distributor Membership.

   

The people of HIT, their President CJ Smith, and our dearest International Accounts Sales Manager, Liza Pickens, co-sponsored our annual 

Christmas Party Get Together with a $500 donation that also included a cash raffle prize to one lucky winner.

MIPPA (Michigan Promotional Professionals Association):  As one of our 27 Regional’s family, Paul Kiewiet (Executive Director) and their BOD 

wanted to help C.A.S.A., and during one of their events did a fund-raising within their members, donating $500 to help and relieve our distributors 

in these times. C.A.S.A. is currently working with a Lunch and Learn for this semester. 

It is said that people and commitment are tested in times of need, and we can only say that C.A.S.A.’s relationship with the largest distributorship 

company in the island has been proven. Not only for their constant support during the past years, but for keeping their commitment with the 

Puerto Rican market, their sales representatives and C.A.S.A. Thanks to The Vernon Company, but specially to Dave Regan (VP of Sales & 

Marketing) and Dale Worden (Eastern Region Manager) in helping to rebuild the Industry in our beautiful island. 
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THE TOP 10 APPS 
FOR SALES PROFESSIONALS
Emily Domhoff, Source:  Sage Blog

Techie

Your phone’s ringing off the hook. You’ve got three meetings back to 

back. Emails are piling up in your inbox. And when you have a moment 

to book your next business trip, you wonder how you’re ever going to 

make it through the day. The solution is simple: apps. Struggling to plan 

a meeting? There’s an app for that. Trying to back up your files? There’s 

an app for that. Planning a business trip? There’s an app for that.

Below are the top 10 apps guaranteed to make your working life a little 

easier. Whether you’re trying to share notes or creating a to-do list, 

these apps will bring a little peace throughout your day.

1. Evernote:  As someone who usually has Post-It notes covering her 

entire desk, I can personally say that Evernote is a life-saver. Evernote 

allows you to organize your thoughts in a creative, yet highly organized 

way. You can take pictures, add links to your notes, add attachments, 

and record audio files. And if you’re one of those people with excellent 

handwriting, you can even upload handwritten notes. 

2. Slack:  Bring your team’s communication to the 21st century with 

Slack. From this one app, you have the option to host a group chat, 

send direct messages, or place voice and video calls. You can share 

files, images, spreadsheets, and PDF documents with their easy 

drag-and-drop feature. Whether you’re having idle water cooler talk or 

discussing a project, Slack makes sure you’re always in the loop. This 

app is also available for mobile devices and desktop. 

3. SAGE Mobile:  If you’re on the go and don’t have access to a 

computer, fear not! SAGE Mobile offers a simple and convenient 

product research and business management solution for the 

promotional products industry. After logging in, you can search for 

products, look up customer information, check orders, create andshare 

presentations, and access your information from the other SAGE 

platforms. SAGE Mobile’s tradeshow planner also makes it easier to 

manage your time. After you’ve selected your show, you can view the 

exhibitor list, explore the interactive floor plan, create a walk list of 

must-see exhibitors, and even add notes, pictures, video and audio 

recordings on products and suppliers that interested you. 

When you get back to your office, all of your notes from the tradeshow 

will appear seamlessly in SAGE Online and SAGE Web!

4. Dropbox: Nothing is more annoying than receiving that message 

from your email that says your files are too large to send. Thankfully, 

there’s Dropbox! The way of the future. With Dropbox, you can 

share and upload what you want on any device. Not only is this 

app completely free, but you also get 2GB of storage space. If your 

computer crashes, you’ll never experience that heart-stopping fear 

because all your files are saved on the internet.

5. Doc Scan: Fact: no one likes scanning documents. And finding a 

printer with a scanner is like finding a needle in a haystack. Luckily, 

DocScan makes sending paper documents digitally a breeze. All 

you have to do is take a photo and DocScan will turn it into a high-

resolution PDF or zipped JPEG. You can also draw lines and annotate 

the image before you save it as a PDF. With DocScan you can scan a 

picture, crop and straighten your pages, enhance the contrast of the 

document, group pages together, and export your documents to other 

applications like Dropbox.

6. Mind Tools:  There’s some truth behind that saying, “knowledge is 

power.” With the help of Mind Tools, you can learn essential skills that 

will help transform the way you work. If you have some free time on 

your lunch break, pick a topic from Mind Tools and educate yourself. 

From management to leadership to personal development, Mind Tools 

offers a wide range of useful career skills for free. 

7. TripCase:  As you stand in front of the car rental desk, shuffling 

through your emails trying to find your booking number, do you ever 

feel the heated impatient stare of the person behind you? For one 

second, you fervently wish that you had all your travel documents 

together in one place. Wish granted! Traveling has never been easier 

with the help of TripCase. This one app lets you import all your travel 

details in one place. Whether it’s flight details, car rental agreements, 

or hotel booking references, this app is the perfect itinerary planner. 

 (Continued on page 14)
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 asi/37940  |  PPAI 111408  |  SAGE 50422  |  DC 100767

www.bagmakersinc.com

Edge-to-edge coverage. Enhanced colors. Crisp details.

SUBLIMATION

Come see us at our booth to check out 
our new products and print process.



Todos en Vernon les deseamos una
rápida recuperación de su negocio, 

y buena salud para Usted y su Familia.

Estamos aquí para Usted y para Puerto Rico.

www.lovevernon.com
800.743.7545 x8303



SAVE UP TO 
20% OFF
Retail                    Prices

PANTONE COLOR BRIDGE
One Guide. Every Application.

Recommended 
For Distributors

Make it Brilliant.SMPPAI is an authorized Pantone® Dealer

www.regionalassociation.org/pantone

PPAI and SAGE deliver one comprehensive 
solution with PPAI membership and a 
SAGE Total Access subscription.

Visit sageworld.com/powerowo or call 800.925.7243 for more information.
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(Continued from page 4—Management Session)

as long as you store a recent copy in a safe place off-site. Migrating business information to the cloud is a better option. That way your 

employees can access ongoing projects or important documents remotely, and your data will be backed-up to a server that’s affected by the 

immediate weather conditions. 

5. Identify critical tools and relationships: Even when your business survives a natural disaster, you may still experience significant loss due 

to suppliers’ inability to make deliveries. Small business owners should communicate their emergency procedures to key vendors and make sure 

everyone is kept informed during a disaster. In addition to having your insurance information in order, be aware of resources that could help speed 

your recovery, such as a disaster assistance from the Small Business Administration (SBA). www.sba.gov/disaster-assistance

Maintaining strong relationships and clear communication with employees, vendors and customers provides small business owners with the support 

system they need to effectively navigate the recovery process. You may not be able to prevent the next fire, flood or hurricane that strikes your region, 

but with a thorough plan in place, you can at least minimize the damage and be prepared to reopen your business as quickly as possible.

(Continued from page 6—Selling Tip)

There’s an old adage when it comes to sales in business, and it goes, “Never stop selling”:  I would take it a step further. I would say, 

“Never stop selling, and never stop challenging your own enthusiasm.” 

Because the truth is, unless you believe in what you’re doing to the point where it is one of your most recognizable qualities, you will never move 

the needle and reach the peak of success you want for yourself. Sales, in itself, can be an incredible career path for driven individuals. Some take 

what they learn in sales and use it to build their own companies later on. 

But regardless, it’s your enthusiasm that will determine how successful you are. Enthusiasm mixed with rock solid knowledge of your business.

(Continued from page 10—Techie)

8. 30/30:  Staying focused is a problem we all struggle with. One minute you’re working on a project and the next you’re on YouTube watching a 

cat play the piano. We’ve all been there. 30/30 is a task manager app that helps you focus on the task at hand without distractions. The concept 

behind the app is devoting 30 minutes to intense work, followed by a 30-minute break. Now since most of us don’t have time for a 30-minute 

break, this app gives you free reign over the time limits and the number of tasks you’d like to create. 30/30 works effectively because it 

pressures you with a time constraint, while also promising a reward at the end of your hard work. 

9. GoToMeeting:  Ideal for any sales professional who needs to video conference with a client, either on a mobile device or on a computer. It’s 

one thing to talk to a client over the phone, but it’s something else entirely when they get to see what you’re talking about. GoToMeeting provides 

desktop sharing so your clients can see the bigger picture. GoToMeeting also makes it simple and fast to set up meetings across a variety of 

platforms including Microsoft Office, email, and instant messaging apps. 

10. Wunderlist:  Are you considered a Type A person? Do you get an excited flutter in your chest whenever you see a sale on planners? Then 

Wunderlist is the app for you. Whether it’s a grocery list or a project to-do list, Wunderlist hosts a platform where you can organize big and small 

tasks alike. This app also comes with Due Dates and Reminders, so you’ll never run behind schedule again.

With all these apps literally at your fingertips, managing your time has never been easier. You’ll be able to organize, plan, and schedule every part 

of your work life without breaking a sweat.
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BENEFICIOS 
De pertecencer a  

 
 

   Sobre $3,000 en ahorros y beneficios! 
 
Beneficios que C.A.S.A. te ofrece por ser SOCIO: 
 

 Becas Universitarias Disponibles:   PPEF Promotional Product Education Foundation. 
 Sesiones Educativas durante el año para el Desarrollo Profesional.  
 Certificaciones Profesionales: CAS (Certified Advertising Specialist) y MAS (Master 

Advertising Specialist) 
 Grandes Descuentos en y Fletes Servicios de Transportación:  

o 53% con     … solo con este beneficio recuperas tu inversión!  
o Carga aérea consolidada desde $0.90 por libra 
o Transportación Marítima 

 Descuentos en cursos de tecnología como Office, Quickbooks, Redes Sociales, 
Páginas Web, y la Nube entre otros. 

 Descuentos de Servicios Legales para cobro de deudas y reorganización. 
 Newsletters con información importante de la Industria. 
 Descuentos en PPAI Y SAGE (Valorado en $450). 
 Convención Anual con suplidores de EU y PR - Tropical Show.  
 Eventos Sociales.  
 Oportunidades de Networking con suplidores y colegas de la Industria. 
 Da credibilidad y profesionalismo en tu carrera. 
 Ofrece la oportunidad para participar y colaborar con la industria.   
 Inversión mínima en el costo de la matrícula,  

solo $0.41 centavos diarios.  
 Programa afiliado PANTONE – Descuento de hasta 20%  

en cartas nuevas de PMS y un rebate de hasta $50.00  
por actualizar las cartas viejas. 

 Descuentos en actividades, seminarios y talleres exclusivos  
para la persona que sea socio activo. 

 El principal tiene el derecho a votar en Asamblea y formar  
parte de la Junta de Directores. 


