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Gift & Home Bridgeway Collaborative Conference  
2016 BREAKOUT WORKSHOPS 

 
Thursday, September 29 

10:30 AM Breakout Workshops (Choose ONE): 
 

 
 

1. #SociallyGiftedGHTA2016 
 

Moderated By: Angela Schmook, Road Runners, LLC 
Panelists: Jessica Barile, Paddywax, Olivina and Designworks Ink 

        Becky Tyre, Retail Details Blog 
              Nicholas Vafakas, and!Sales 
              Brian Kuszynski, Zynk30 

 
If your head swims when you think about Social Media, this is the session 
for you. You already know how powerful and effective social media can be, 
but you need answers to your questions. You need less stress and a lot 
more ideas. Learn how to make Social Media really connect for your 
business. Join the brightest minds in our industry as they help you take 
some of the guesswork out of creating a content plan, talk about the most 
common mistakes, discover new tools, and learn what’s on the horizon in 
new Social Media trends. 
 

About Jessica Barile: Jessica has been in the gift 
industry for 18 years, having started her career as 
a road rep in the Boston area for Kris & Co.  Since 
then, her roles have included VP of Business 
Development for Kris & Co and Sales Director at 
SnapRetail, a software company that helps 
retailers utilize social media and electronic 
marketing to boost sales and promote their 
business.  She is currently the Vice President of 
Specialty Sales of Paddywax, Olivina and 
Designworks Ink, a trio of sister companies our of 
Nashville, TN. 
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About Becky Tyre: Becky Tyre is the founder of 
the Retail Details visual merchandising blog, 
nationally recognized speaker, writer and retail 
consultant. With over 100,000 online followers, 
Becky helps retailers stay display inspired by 
sharing visual merchandising ideas and tips on 
the blog,via social media and as a contributing 
editor at Gifts & Decorative Accessories 
magazine. A true retail enthusiast, Becky visits 
hundreds of retail stores each year and is an 
active shop local advocate. Becky enjoys 
designing custom jewelry displays and retail signs 

and her dream is to someday publish a coffee table book featuring shop 
dogs. 
 

About Nicholas Vafakas:  
Nicholas is the Director of Marketing & Sales 
with AND! Sales Inc. in Chicago, IL.  He grew up 
in the Gift & Home industry, but after obtaining a 
degree in Marketing Management & Business 
Entrepreneurship from Northwood University in 
Michigan, he started in sales with Pacific Rim. 
 
His business experiences include advertising, 
recruiting, management and B2B sales, allowing 

him to have a unique perspective of business and operations and team 
development.  
 
He is an advocate for streamlining process and modernization and above 
all strategic service.  He is advocate of developing the industry beyond his 
business and is always searching for open lines of honest communications 
as we all gear up for another level of growth and success. 
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About Brian Kuszynski: Brian is the owner 
of Zynk 30, a branding and marketing agency.  
Although he jokes that he “draws pictures for 
a living” Brian has built Zynk 30 over the past 
six years by pushing the boundaries creatively 
and technically to provide small businesses 
and their customers with a unique brand 
experience.  In what little extra time remains 
in the day, Brian enjoys filling it by hanging 
out with his wife Melissa and son Briggs; 

obsessing over the Detroit Tigers and Red Wings; fishing; and trying to 
hunt.  He also likes cooking, and anything Star Wars.  “May the Force be 
you!” 
 
 
2. Wow Your Crowd: Successful Execution of Trade Shows! 
 

     Moderated By: Randy Eller, Eller Enterprises 
        Panelists: Kelly Gunn, Vera Bradley 
         Cindy Henry, AmericasMart Atlanta 
               Terence Morris, International Market 
Centers 
               Daniel Slack, Just Got 2 Have It 
      Sande Womack, NEST 
  
Trade Shows are not rocket science. But they aren’t 
a simple little inexpensive task either. A significant 
percentage of overall industry sales take place at 
trade shows making proper execution critical. Join 

successful industry professions in a solid discussion on trade show 
planning, pre-show marketing, booth/ showroom visual design and post-
show follow-up. Learn how to maximize the buying experience for the 
consumer, discover resources to make execution easier, and discuss 
emerging trends to put you ahead of your competitors.  
 
About Kelly Gunn: Kelly is celebrating her 20th year in the gift 
industry.  She started her career as a road warrior in New England, went 
on to start her own sales agency, The POWER Group, in the Mid-Atlantic 
region, and was fortunate to sell her agency 3 years later to a national 
competitor.  She then went on to become VP of Sales and Business 
Development for Snap Retail, VP of Sales and Business Development with 
Natural Life and Chief Sales Officer for RDI Diamonds.  Kelly has finally 
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landed in the job of her dreams, working as the Northern Regional Director 
for Vera Bradley.  Kelly also served on the GHTA BOD for 3.5 years. 
 
 

About Cindy Henry: Cindy has over 30 years in 
consumer goods experience including in the sporting 
goods, tech, and gift and home categories. She excels 
in marketing strategy and leadership, and vendor and 
retailer management and sales. As a leader in the gift 
and home industry, she has served on both the boards 
of the GHTA and GSMA. Her career has been about 
connecting people, companies, products, and ideas, to 
move the needle forward. Relative to the discussion 
today, she has managed trade show activity- 
managing sales, products, and marketing, and now, 
with AmericasMart, is working to bring retailers to      

          AmericasMart. 
 

 
About Terence Morris: Terence has served the gift 
industry for over 25 years in a variety of positions. 
Currently, he is the Senior Director of Leasing and 
the International Market Centers. Terence brings 
extensive, coast-to-coast knowledge of the major 
market centers.   
 
 
 
 

 
About Daniel Slack:  Daniel Slack is currently the 
Creative Director for Just Got 2 Have It, a large 
wholesale gift rep company with showrooms in 
Atlanta and Las Vegas, and a rep group in the 
Northeast. Previous design experience includes over 
25 years in costume design and construction and 
freelance visual merchandising. His visual 
merchandising efforts across the country have 
gained him both local and national awards. 
 
 
 
 



 5 of 11  

About Sande Womack: Sande Womack has been in 
the gift industry for over 25 years.  In 2015 she boldly 
expanded her company combining three agencies into 
Nest/ New Era Sales Team.  The agency operates 
showrooms in both the Denver Mart and Las Vegas 
Market Center.  
 
 
 
 
 
 

 
 

3. Speed Networking with a Twist! 
 

Led By:  Linda Colson and YOU  
      

Are you new to the industry and trying to build a networking? Are you an industry 
veteran looking to make new connections? This session is for anyone looking to 
take networking to the next level while attending the conference. When you think 
speed networking, think speed dating, but a lot less awkward and much more 
rewarding! You’ll have the opportunity to connect one-on-one with the other 
breakout participants, exchange business cards, and learn about what the others 
do in the industry. Who knows where these connections may take you! 
 

About Linda Colson: Linda Colson is the VP of 
Sales for Mary Meyer and has 19 years of 
experience in the Gift Industry.  Prior to joining Mary 
Meyer, Linda worked for The Boyds Collection as 
Vice President of Sales and for Ty, Inc for 8 years 
during the crazy Beanie Baby era.  While there she 
held positions of VP of Sales, VP of Marketing and 
VP of Product Development.  
 

Two of Linda’s passions are “contemporary” sales training and product 
development.  She believes the success of any company depends on 
great product and the ability to sell that product using today’s 
contemporary sales methods.  Her high-energy style and constant quest 
for improvement define her.  
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Thursday, September 29 
2:00PM Breakout Workshops (Choose ONE): 

 

 
 
1. Point Counterpoint – The Next Chapter: Vendors and 

Sales Agencies Tackle This Year’s Five Hot Topics 
 

Moderated By: Linda Colson, Mary Meyer 
             Robin Kert, Southeast Marketing 

  
Back by popular demand - the next chapter to last year’s provocative 
session! Vendors still complain their business would be great if only they 
had decent reps. Reps still complain they could sell more if only vendors 
offered effective sales support. Led by Robin Kert (sales agency) and 
Linda Colson (vendor), you’ll hear meaningful dialogue about five HOT 
topics each side believes prevents them from maximizing sales. This 
point/counterpoint, debate style confrontation is sure to get people 
thinking.  Then, meet with your colleagues in a smaller group setting 
to tackle the hard topics and develop actionable items. Leave armed with a 
workbook filled with creative ways to overcome these challenges.  

 
About Linda Colson: Linda Colson is the VP of Sales 
for Mary Meyer and has 18 years of experience in the 
Gift Industry.  Prior to joining Mary Meyer, Linda worked 
for The Boyds Collection as Vice President of Sales and 
for Ty, Inc for 8 years during the crazy Beanie Baby era.  
While there she held positions of VP of Sales, VP of 
Marketing and VP of Product Development.  
 

Two of Linda’s passions are “contemporary” sales training and product 
development.  She believes the success of any company depends on 
great product and the ability to sell that product using today’s 
contemporary sales methods.  Her high-energy style and constant quest 
for improvement define her.  
 

About Robin Kert: Robin Kert is President of Southeast 
Marketing, a 32-year-old rep agency, with a 14,000 sq. ft. 
showroom in Atlanta and an administrative office in 
southern Florida.  Born in Toronto, Robin graduated with 
an MBA from the Schulich School of Business, York 
University, Ontario Canada. Recruited by General Foods 
Canada as a product manager in the coffee division [she 
managed Sanka ground coffee and Brim. Remember the 
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advertising campaign  “fill it to the brim”? If any of this makes sense we 
know how old you are!]  After several years in the corporate world, the 
entrepreneurial spirit took over. In 1983, through a friend of a friend, she 
was offered a major line in the Southeast of the US. She jumped at the 
opportunity to manage her own business, relocated, and blindly entered 
the wonderful world of repping and the gift industry. 
 
In her spare time, Robin is an outdoor athlete. Cycling is her current 
passion, with skiing and hiking filling in the gaps. She has two sons, a 
lovely husband and a high strung, golden doodle that is an outdoor athlete 
like her mom.  

 
 
 

2. College Recruiting 101  
 

Led By: Nathan Lippe, CareerBuilder 
  
College Recruiting represents an ongoing opportunity to recruit the next 
generation of employees to the workplace, allowing you to introduce them to your 
part of the global economy as a great place to launch their career. There are 
many motives and advantages to recruiting in this marketplace, whether it is to fill 
short term positions, hire for new skill sets, increase organizational diversity, or 
hire for the long term, the college market can fulfill many different needs. During 
this session, you’ll learn how to identify your target market, which schools to 
select, how to create meaningful success metrics and the tactics needed to win 
over in-demand students and recent graduates. If you are new to college 
recruiting or already have an established program, you will walk away with ideas 
and inspiration that you can put to immediate use. 

 
About Nathan Lippe: As the product director for 
CareerBuilder’s collegiate recruitment solutions, Nathan 
Lippe develops innovative and data-driven solutions that 
fulfill organizations’ unmet needs. He partners with 
organizations of all sizes to create, grow and nurture 
their campus recruiting programs to meet their college 
recruitment goals. 
 
Since joining CareerBuilder in 2005, Mr. Lippe has held 
roles within sales, marketing, and product development. 

Some of his most notable contributions to CareerBuilder include the launch 
of CareerRookie (the most trafficked college job board in the U.S.) and the 
development of industry leading tools College Analyst and Talent Gather. 
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Prior to joining Career Builder, Mr. Lippe worked for Enterprise Rent-A-Car 
and also built custom homes. He holds a bachelor’s of science in business 
management from Elmhurst College.  
 
 
3. In-Depth Exploration of Tech Savvy Tactics 
 

Led By: Kristen Flemmington, Creative Co-Op 
           Hemal Patel, RepTime Sales Software 
                     Teddy Pekalski, Whereoware 
             Dylan Schauben, JGROB Associations 
  Glenn Sheridan, GSO360 
  
Want to learn more about what was discussed during the Tech Savvy general 
session presentation? This breakout session is for you! Set-up in a college fair 
style format, participants will be able to walk around and ask specific questions to 
each of the speakers. The last 15 minutes of the breakout will feature a mediated 
group conversation. Below is an overview of what will be covered in the general 
session presentation.  
 
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 Fleming: 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 

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. 
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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 Patel: 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." 
  
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. 
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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 
'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 Schauben: 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 
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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. 
 
 
 

-END- 


