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Gift & Home Bridgeway Collaborative Conference  
2016 General Session Presentations 

 
Wednesday, September 28, 2016 

 
11:00AM   
Shed or You’re Dead – Re-Energize, Re-Engage and Re-Focus 
Presented by: Cathy Scrivner, Keep Shedding, Inc. 
             
Learn how to think healthier, act healthier and handle your stress in a 
healthier way.  In other words, SHED what you cannot change, embrace 
what you can and move forward! The Keep Shedding change strategies 
hang on the SHED metaphor represented by Lenny the Lizard. Shedding 
is a two-part process: 
 

1. Letting go of the old. “The old” represents all those things that are 
unhealthy and are no longer serving you. They may have once 
served you, but they no longer do now. 

 
2. Taking on the new. The second part of shedding is taking on all the 

new skills, knowledge and healthy habits that will help you continue 
to grow. 

 
About Cathy: 
Cathy Scrivner is a dynamic, persuasive 
professional with over 18 years of experience in 
Training and Development.  Specialties include 
leadership and managerial development, and 
diversity.  She has worked with renowned 
companies, such as, Toyota, Comair, Lexmark, 
Maytag, and many others.  She has personally 
trained 12,000 employees, and over 20 different 
courses. 
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Previous to her Training and Development experience, Cathy, also served 
as a Human Resource Generalist for 10 years in all areas of Human 
Resources Management, and at the executive and functional level. 
 
Cathy brings a wealth of experience as a Director of Consultant Care and 
Senior Consultant, West Chester, Ohio; Human Resource Manager, North 
Vernon, IN and Atlanta, GA; Manager of Recruitment and 
Placement/Corporate Communications, Atlanta, GA; and Manager of 
College Relations, Atlanta, GA. 

 
2:00PM 
Tech Savvy Presentation: Supersized 
Presented by: Kristen Flemington, Creative Co-Op 
              Hemal Patel, RepTime Sales Software 
                             Teddy Pekalski, Whereoware 
                    Dylan Schauben, JGROB Associations 
             
Four of your millennial, industry peers will present on hot topics, such as 
the newest apps and technology products, data integration, best practices 
for email campaigns, using social media to amplify the voice of your 
customers, and so much more! Additionally, these presenters, and others, 
will host a breakout session during the 2PM block on Thursday. Below is 
an outline of what each speaker will present on during Tech Savvy. 
 
Kristen Flemington, Creative Co-op 
Presentation: Creatively Yours 
We have found that customers love sharing how they merchandise 
products. Through social media, we want to build a community that 
amplifies the creative voice of our customers. In a world obsessed with 
home decorating shows and all things DIY, we want to nurture that spirit 
within our customer base with our companies as the key ingredient, and 
we will teach you how to do just that! 
	

About Kristen: Kristen Flemington is the 
Marketing Manager at Creative Co-Op, with 
responsibilities for marketing, communication, 
brand management, and website development. 
She has more than a decade of experience in the 
field. Prior to joining Creative Co-Op, Kristen 
worked in the B2C world enhancing and 
repositioning designer accessory brands. Kristen 
received her Bachelors Degree from Columbia 
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College Chicago and pursued additional education at Hunan Normal 
University in China and Pacific Northwest College of Art. Based on the 
belief that there is not one cookie-cutter approach to marketing, Kristen 
strives to find and amplify the unique voice of the companies she works 
with. 
 
 
Hemal Patel, RepTime  
Presentation:  Getting to the Bottom of Integration 
Integration is a complex word to several people -- when it really doesn’t 
have to be. All that is happening is an exchange of Excel, csv, txt, or tab 
delimited files across sales reps and manufacturers. Sales reps and 
manufacturers daily are sharing product data and order information. 
Knowing how integration works helps to know if you are using the proper 
applications you currently have to help you communicate faster and 
efficiently with other applications that your business partners use.		

 
Hemal started his first job at RepTime while attending the University of 
Texas at Austin at the young age of 17. While in school, he attended trade 
shows to offer support on generating electronic orders for sales 
representative agencies. Hemal met a variety of contacts throughout the 
industry and cherished the opportunity to build such strong relationships. 
Many of these experienced sales representatives helped to enlighten him 
with their industry knowledge of strengths and weaknesses and he quickly 
became a sponge of knowledge. Hemal eventually realized that this was 
much more than just a job and decided to follow his passion and make his 
employment at RepTime into a career. 
  

About Hemal: As he approached his senior 
year at the University of Texas, Hemal made 
the bold decision to acquire the company from 
the previous business owners. Knowing that 
this is truly what he wanted, it is also safe to 
say he didn’t have a clue what he was getting 
into. Hemal moved the company in his 2001 
Honda Accord to Dallas, TX and started over 
from scratch. Hemal owned and operated the 
company out of his parents’ house for 2 years 
before relocating to the current RepTime 

Headquarters in the Dallas Market Center. It was very important for him 
and his company to be close to his customers who have been the biggest 
supporters of RepTime. A quote Hemal shares often is, "Always Listen. 
Comprehend. Then React." 
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For the next 8 years he grew the company to have thousands of Sales 
Representatives across three countries generating and transmitting 
purchase orders in real-time. Annually an average of 400k orders are 
written through the RepTime network with approx. $2.8B in sales. 
  
Today, RepTime has begun to take everything Hemal has learned and 
compile it all together to see what they can do to give back to the industry 
that has given him the passion and drive to enjoy what he does in life. 

 
 

Teddy Pekalski, Whereoware 
Presentation: Banish Send” anxiety - Follow Email Optimization Best 
Practices to Send with Confidence   
  
This best practices session will review every facet of successful email 
execution, from “From Name” consistency down to the unsubscribe link. 
We’ll cover actionable email best practices any organization can take to 
improve their open and click through rates. Attendees will walk away with 
an Email Optimization Checklist, so you send every email with confidence. 
This is appropriate for both novices and email professionals. 

	
About Teddy: As a Sales Manager for 
Whereoware, Teddy Pekalski drives strategic 
business growth and client success by helping 
prospects, and customers navigate evolving 
digital trends and solutions. Pekalski 
specializes in the Gift & Home industry, 
helping clients maximize their digital presence 
through website design & development, 
behavior-driven email marketing, and mobile 
app development. 
 

 
 

Dylan Schauben, JGROB 
Presentation: Managing Life & Business with Technology  
Have you maximized the opportunity to better your life and business with 
technology? You may think so, but you could be wrong! This presentation 
will identify key technology platforms, devices, and apps that are readily 
available and able to help increase efficiencies in your everyday life and 
business. In today's digital age, attendees will benefit from learning how to 
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'keep up with the Joneses'  and how to make sure you're implementing 
these technology resources with the right strategy to be successful. 
 

About Dylan: Dylan Schauben grew up in the gift 
and home industry. He began at the age of six 
working at his father’s company, Appelman 
Schauben. Now 28, Schauben is vice president of 
JGrob Associates, a sales and marketing agency 
that represents gift, home and housewares brand 
suppliers in the mid-Atlantic and Ohio Valley 
region. “I think an effective leader positively 
embraces change, specifically related to 
technology,” Schauben said. “I believe adapting our 
business models to embrace the Internet rather 

than fighting it will ensure our survival as sales agencies, suppliers, 
industry service providers, market centers and so on.” Schauben’s career 
in the industry has developed outside of his role at JGrob. He serves as 
treasurer of the Gift and Home Trade Association and is the co-founder 
and chairman of the board for the Young Gift Executives, an organization 
in the gift and home industry that focuses on furthering the development of 
the gift trade, addresses key challenges revolving around the sustainability 
of the industry and engages new audiences to ensure a vibrant future. He 
also volunteers as the music director and children’s group leader for 
Caminar Latino, Georgia’s comprehensive domestic violence intervention 
program for Latino families. 
 
 
3:15PM 
The Customer Service Edge: Why Scientific Talent Assessments 
are a Must 
Presented by: Mark Epp, Talent Plus 
         Mary Sullivan, AmericasMart Atlanta 
 
Great customer experience builds brand loyalty and expands your base. 
So, why  not scientifically select the right people for the right roles to 
provide that great experience? All day, every day. Once you’ve selected 
these talented people, create a culture of engagement in your organization 
that keeps your top performers and increases your repeat customers. Find 
out more. 
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Thursday, September 29, 2016 
 

 
11:45AM 
#Millennial Recruitment 
Presented by: Krista Lewis, CareerBuilder 
 
Millennials are a hot commodity in today’s evolving workforce!  Even though they 
represent a majority of the candidate marketplace today, companies are still 
having trouble bringing them on board and keeping them happy for the long-haul. 
During this presentation, we will look at new ways to understand and engage with 
this generation to ensure success in recruiting, retaining, and preparing them to 
be the future of our companies. 
 

 
About Krista: As a Sales Consultant for 
CareerBuilder, Krista is responsible for building 
and executing recruitment strategies and 
revenue growth for companies in the Fortune 
1000.  She brings four years of success at 
CareerBuilder with a keen understanding of the 
talent acquisition space, and prides herself in 
her ability to partner with her clients to align the 
best solutions to their needs.  Krista lives in 
Atlanta, GA where she is actively participates in 

charitable work with The Leukemia and Lymphoma Society and community 
outreach programs with Junior Achievement and Year Up.  Krista is a self-
proclaimed foodie, avid shopper and coffee drinker, and enjoys working 
out and spending time with friends. 
 
 
 
 

-END- 


