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2019 GHTA Annual Conference | Phoenix, AZ  
Sheraton Grand at Wild Horse Pass  

[Working Agenda Subject to Change] 

 
Wednesday, November 13 
 
 
TBD      GHTA Golf Outing  

This will be a morning outing that will end prior to the official start time 
of our conference. Participants will have plenty of time to refresh before 
the conference.  

 
12:00PM Registration Desk Opens 

Pick-up your conference materials and mingle with other attendees and 
board members.  

 
2:00PM  Conference Kick-Off & Opening Remarks  

    Lance Hart, GHTA President  
 

2:15PM  Sponsorship Recognition   
               Lance Hart, GHTA President 
 
2:30PM  Keynote Speaker: David Avrin, Visibility International  

    Topic: "The Competitive Advantage" 
 
The future of retail is bright, but it takes having clear vision to move your business 
to the next level. With so many choices confronting your prospective customers 
and clients, the question is: “Why should they choose you?” In his eye-opening, 
energetic, and entertaining signature-presentation, internationally-renowned 
marketing expert David Avrin, The Visibility Coach, will reveal what it truly takes to 
recognize and promote your true competitive advantage, while building a category-
leading brand identity. Based on the lessons in his breakout book: It’s Not Who 
You Know, It’s Who Knows You!, David Avrin’s eye-opening and engaging 
presentation will leave you with a new perspective of what it takes to stand out and 
a head full of new ideas and actionable strategies to become top-of-mind with your 
top prospects. 2020 will be your year with the actionable teaching from David Avrin.    

 
3:45PM  Networking Break + Return to General Session  
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4:00PM Evolve or Dissolve: Industry Insights for Leveling Up 
    Lisa C. Uhrik, Franklin Fixtures  
 
As a developmental psychologist and organizational development expert, Lisa will 
take us on a journey through the eyes of the consumer.  Franklin’s work is 
nationally recognized with hundreds of museum store projects, she has 
documented insights with a researcher’s approach to understand merchandising 
and the psychology behind consumer buying trends.  She will provide engagement 
strategies for manufacturers as well as provide insights for sales agencies alike in 
how to provide more consultative solutions that increase sales for their boutiques.  

 
5:00PM  GHTA Annual Business Meeting  
     Andy Bjork, GHTA parliamentarian, and GHTA Board of Directors 
 
5:30PM  Day 1 Closing Remarks  

    Lance Hart, GHTA President 
 
6:30PM   An Evening of Celebration at Sheraton Grand at Wild Horse Pass 

     6:30 PM Cocktail Reception, Silent Auction 
     7:30 PM – 9:00PM Strolling Dinner, Entertainment, Live Auction 

 
 
Thursday, November 14 
 
7:00AM   Registration Desk Opens  
       Have questions? Stop-by - we’re happy to help! 
 
7:00AM   Breakfast  
      Enjoy a delicious breakfast, plus networking with fellow attendees!  
      Also, designated tables will be set-up for first-time attendees to mingle  
      with veteran GHTA members and board members.  
 
8:00AM  Day 2 Conference Opening Remarks  

    New GHTA President   
 
8:15AM  Keynote Speaker: Tim Arnold, StoryBrand 
     Topic: “Clarify Your Message So Customers Will Listen: How the Power  

                of Story Can Grow Your Business” 
 

Most leaders, marketers, salespeople and managers struggle to explain what they 
do. It's not because they aren't smart, hard-working or likable, it's because they 
aren't communicating clearly. StoryBrand helps companies understand what 
customers are looking for so they can tell their story in such a way people listen. 
The human brain is drawn to CLARITY and away from confusion. If customers are 
confused about what you offer, they'll look past you for somebody who can say it 
clearly. Once you clarify your message, your company will begin to grow.  
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9:15AM Networking Break + Move to Breakout Rooms  
 
9:45AM Breakout Workshops (Choose ONE) 
 

1. How to Succeed Together: Vendor and Agency Relationships  
Moderated by: Coming Soon!   
Panelists: Meg Gilmore, Anne McGilvray & Co.; Erik Legenhausen, Lotus 
Jewelry Studio; more panelists to come! 

The good, the bad, and the ugly. We’ve all danced around it - and maybe 
said some things behind closed doors - but now it’s time to face things head-
on. This panel discussion will feature 3 vendors and 3 sales 
representatives/agencies, and will allow both sides to honestly share what 
struggles and successes they have experienced working with the other, 
along with what is required to have prosperous working relationship.  
 

2. Mitigating & Eliminating the Expense of Electronic Transactions 
Led by: Tim Chew, NXGEN North America 

 
Credit card processing, is complex. Merchants are faced with confusing 
statements and hundreds of various payment processing fees. In addition, 
a merchant can easily fall trap to unfair pricing and pay large fees to accept 
credit cards. Join Tim Chew of NXGEN North America as he discusses the 
shifts in the electronic payment industry and how it is affecting business in 
North America. Tim will take a deep dive into: interchange optimization, 
payment gateways, convenience fees, changes in banking rules, and more. 

 
3. The Art & Power of Visual Display 

Lisa C. Uhrik, Franklin Fixtures  
 

Whether new or deeply seasoned in visual display, explore the practical and 
engaging art, incorporating an understanding of timeless pattern languages 
and key visual merchandising techniques along with the fundamentals of 
store fixtures that facilitate them. This in-depth workshop is constructed in 
three parts: an overview of concepts, a collaborative learning exercise and 
a discussion debrief using group photos and findings. Take away both 
inspiration and practices for immediate use no matter your size or situation.  

 
10:45AM Networking Break + Move to Breakout Rooms  
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11:15AM Breakout Workshops (Choose ONE): 
 

1. The Silver Lining in the Downturn  
Led by: Warren Shoulberg, Forbes.com   

Not all that long ago one of the biggest retailers in America found itself in a 
bad position: tired product assortments, stale store presentations, aging 
online platform and trapped in a pricing death spiral. Three years later it has 
become perhaps the country's best retailer. We'll set the stage for this 
hands-on breakout session as we find the growth opportunities within the 
downturn.  We will run through a quick case study of what they did to turn 
around their business -- you'll have to come to find out who we're talking 
about -- and then together we'll discuss how those very same techniques 
and tools can be used in your business, regardless of the scale or scope of 
what you do. Your tool belt will be overflowing when we're done. Don't miss 
this one. 

 
2. Increasing Engagement Through Relevant Forms of Content 

Marketing 
Led by: Dylan Schauben, The Company 
 

In the past decade, inbound marketing has been proven to increase the 
quality and loyalty of customers, in turn making it infinitely more beneficial 
for sales than traditional outbound marketing. In order to have an effective 
inbound marketing strategy, you have to focus on creating useful and 
valuable content that resonates with your followers. With so many forms of 
content available, how are you supposed to know what is the most effective 
in our industry? We will be discussing relevant forms of digital content 
marketing in the Gift & Home industry that are guaranteed to increase your 
follower engagement. Learn about the forms of content you should be 
focusing on, including how to create, manage, and distribute that content. 
What are your frustrations with creating valuable content? The end of the 
session will include an open discussion regarding technology, apps, pain 
points, and more. 

3. Give Me What I Want + Free Shipping [Retailer Panel] 
Moderated by: Coming Soon!  
Panelists: Coming Soon! 

 
Just how well do you know your retailers? This panel discussion-style 
breakout will feature successful, independent brick and mortar retailers 
talking about how and when they make purchases for their retail stores and 
what they expect from the process [including the impact of sales 
representatives, sales agencies, vendors, and trade show personnel], the 
struggles and successes of online shopping and competitive platforms, and 
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additional factors that influence their business on a regular basis. This 
breakout will also include a Q&A session.  

 
12:15PM  Lunch + Networking Break + Move to Breakout Rooms 
        
Enjoy a delicious lunch, plus networking with fellow attendees! Also, designated 
tables will be set-up for first-time attendees to mingle with veteran GHTA 
members and board members. 
 
1:15PM   Brand Stories That Sell [Panel Discussion] 

     Moderated By: Coming Soon!  
     Panelists: Barbara Knight, Just Got 2 Have It; Julia Higgins, Corkcicle;  
   Eric Dean, Whereoware, and more coming soon! 

 
This intimate Q&A will open up discussion on how companies are utilizing concise 
branding to scale. Now, more than ever, branding is a vital piece of the puzzle for 
every company, as consumer buying patterns have shifted. These days, 
consumers are NOT purchasing products, they are purchasing an experience, and 
providing clear brand messaging can help seal the deal with your potential B2C 
customer. The industry veterans on this panel will touch on: utilizing branding to 
gain and protect market share; heightening brand recognition; increasing sales and 
creating competitive advantage through branding; knowing when it’s time to 
rebrand; and much more.  
 
2:30PM   Top 10 Retail Trends You Need to Know About for 2020 

     Warren Shoulberg, Forbes.com 
 

The business of gift and home retailing has never been more complex -- or 
confusing. But Warren Shoulberg, veteran journalist for such media as 
Forbes.com, The Robin Report and Gifts & Decorative Accessories, will do his best 
to help you try to sort it all out with -- if you will -- as close to 20/20 vision as 
possible. Spoiler alert: the words Amazon, Target, Wayfair and independent 
retailers are likely to be mentioned. 
 
3:30PM  Networking Break + Return to General Session  
 
3:45PM  Keynote Speaker: Ross Bernstein, Ross Bernstein  

    Topic: "The Champions’ Code: Building Relationships Through Life    
    Lessons of Integrity and Accountability from the Sports World to the  

      Business World” 
 
Ross takes a deep dive into the DNA of what makes champions in sports so unique 
and how that relates to our retail business today. Ross was able to interview more 
than 1,000 professional athletes and coaches that all had one thing in common — 
they were all members of championship teams. In his research he concluded that 
the same metrics and characteristics that were common among champions in 
sports, were also common among peak performers in business. There are reasons 
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certain teams win consistently, whereas others don't.  Ross explains how 
companies can develop and keep winning teams even in the midst of the shifting 
retail landscape.  
 
4:45PM  Day 2 Closing Remarks 
  New GHTA President 
 
6:30PM   Social Celebration! 
 Dinner, cocktails, and fun in an outdoor setting! Event ends at 9:00PM. 
 
 
 
Friday, November 15 
 
7:00AM   Registration Desk Opens  
       Have questions? Stop-by - we’re happy to help! 
 
7:00AM   Breakfast 
      Enjoy a delicious breakfast, plus networking with fellow attendees!    
 
8:00AM   Final Day Opening Remarks  

     New GHTA President 
 
8:15AM   Networking Break + Move to Breakout Rooms  
 
8:30AM   Breakout Workshops (Choose ONE):  
 

1. E-Commerce Disruptors: What You Need to Know 
Led by: John Toler, Evergreen Enterprises 

 
If there’s one thing there isn’t a shortage of these days, it’s online shopping 
platforms, and every day there’s a new disruptor emerging in our industry. 
This open discussion will highlight some of the largest and newest platforms 
currently causing both strife and sales growth for companies. Participants 
will be encouraged to engage in this guided, but slightly unstructured, 
session by openly talking about experiences with e-commerce sites, best 
practices, and other relevant information, within his/her own comfort levels.  
 

2. Sourcing Simplified 
Led by: Bob McKinnon, 3S  

 
With tariffs on the rise in China, have you considered sourcing from 
elsewhere, like India? This market offers an abundance of exceptional 
products, low cost manufacturing, currency stability, raw material 
availability, low labor cost, and more. While all of that sounds attractive, 
there’s plenty more you need to know. During this session you will learn 
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about this emerging market and the basics of sourcing from India, including: 
how to choose the right sourcing partner, the cost of doing business, the 
impact on profit margins and best negotiation tactics, managing and 
minimizing risk, guarantee of quality and compliance, and delivery reliability 
and timelines.  
 

3. Prospecting + Preparation + Pitch = Closing the Sales Gap 
Led by: Tara Dikos, Transpac and Michelle Manningham, Pink & 
Associates   
 
Whether it’s key accounts or independent retailers/buyers you’re working 
with, they all crave the same thing: results! Tara and Michelle will share 
sales tips and trade secrets about closing the gap in the sales process. This 
inclusive breakout will teach you how to: identify a buyer contact and what 
they want; utilize creative email tactics that trigger a response; develop a 
pitch deck and deliver a meeting that will close a sale; and more. 

 
9:30AM Networking Break + Return to General Session 
 
9:45AM Understanding the Specialty Retailers Path to Purchase 

Bob Ziltz, Great American Media Services  
 

Bob Ziltz, with Great American Media Services, will review in-depth Buyers 
Journey Mapping research to help you best understand what influences a retail 
buyer’s decision-making process. You may think you know the answers, but you 
also may be surprised! With results from more than 500 retailers, this presentation 
will cover everything from social media to the manufacturer sales rep, and how 
different sources impact buying decisions. 
  
10:45AM Conference Closing Remarks  

     New GHTA President 
 

11:00AM Conference Adjournment  
Thank you for joining us for the 2019 GHTA Annual Conference. We hope you 
learned about ways to better your business, made some wonderful new 
connections, and had fun. We look forward to seeing you all at the 2020 
conference. Wishing you all safe travels home!  

 


