2009 HVDMA Events


HVDMA HOLIDAY PARTY HITS A HIGH NOTE
 
The Hudson Valley DMA celebrated the holidays at the Tamarack Country Club in Greenwich, CT on December 4th.  DMers came out in record numbers to network, share holiday cheer and support the accomplishments of this years honorees.

HVDMA President Lauretta Harris of Write Communications recalled the joys and challenges of her reign as leader of the organization, as she inducted her new successor. Margaret O’Halloran of Staywell Consumer Health Publishing, the new HVDMA President, was subsequently crowned – literally, with a New Year’s Eve party hat!
 
The Founders Award was presented to Rich Mercado, who was instrumental in building HVDMA membership through his skills at developing and moderating the group’s educational seminars.
 
Scholarships were awarded to Kaitlin Gallucci and Catherine Philip of the Pace University graduate program in Interactive and Direct Marketing, at the Lubin School of Business. Each received a $1,500 award from the HVDMA’s Laura L. Smith Scholarship Fund, as the IDM program director Harvey Markowitz looked proudly on.
 
The 2009 Silent Auction was also great success, with 20 companies donating exciting items ranging from gourmet baskets and fine wine selections to spa offerings and a World Yacht Cruise. Auction 
proceeds support the scholarship fund and the HVDMA mission to provide quality education. (See brochure for complete listing of donors.)
 
The HVDMA Holiday Party was generously sponsored by FCI- Furgiuele & Company, Inc., providing expert data solutions to the DM industry. Visit their website at: www.fcidms.com. 



MARK YOU CALENDARS AND SAVE THE DATE!

HVDMA Holiday Party
“The Best Party of the Season!”
Friday, December 4, 2009
11:30 am – 3:00 pm
Tamarack Country Club
55 Locust Rd   Greenwich, CT
(203) 531-7300
 
Sponsored by: FCI – Furgiuele & Company, Inc.*
 
Yes, it’s time to plan for the Holidays! And as always, HVDMA will help you start the season with a 
bang. Our December event is a huge crowd-pleaser. You’ll enjoy fun, easy networking along with cocktails, fabulous grand buffet with carving stations, and the amazing prizes of our famous Silent Auction.
 
Tight budget? Not to worry – we’re keeping our price the same as last year out of consideration for all our dear members and friends.
 
More news forthcoming but in the meantime, save the date. To be safe, send in your payment now — seating is limited and this is always our best-attended event.
 
We look forward to seeing you!
 
* FCI provides data solutions, helping marketers organize masses of data and convert it into measurable, actionable information. Enhance your decision-making expertise in every marketing channel! More information at: www.fcidms.com. 
 
 
HVDMA CLICKS WITH SOCIAL MEDIA
 
Facebook is up to 250 million members; Twitter has about 40 million users. LinkedIn has more than 365,000 company profiles; more than 12 million small-business professionals are members.
 
In case you’re still doubting the importance of social media, consider one more fact: Twitter users spend 66% more dollars on the Internet than non-Twitter users, according the market research of ComScore.
 
The Hudson Valley DMA convened a panel of “Social Media Masters” on October 7th at Fairview Country Club in Greenwich, CT, to discuss some of the leading edge ideas in this new virtual frontier.
 
Participants were: 
 
Valorie Luther, founder of Creative Concepts Consultants and the Business Smart Tools conference, a leading-edge social media forum. 
Ken Crites, Director of Consumer Direct, Green Mountain Coffee Roasters, whose multi-channel marketing efforts have increased direct sales by an amazing annual rate of 60%. 
Darryl Ohrt, founder of the marketing agency Plaid, renowned for Plaid Nation (a rolling demonstration of Social Media) as well as his blog Brand Flakes for Breakfast and his columns for Advertising Age’s Small Agency Diary.
 
The dynamic trio shared insights on the importance of using social media to listen, not just talk; on developing meaningful content that can be deployed through multiple channel feeds; building an online community; and the incredible relationship value that is achieved when consumers realize you are actively listening and personally taking part in their conversations about your brand.

They also underscored the fact that segment targeted marketing doesn’t change with social media – you always need to know who your audience is and what communication channels they prefer.
 
Lauretta Harris of Write Communications, president of the HVDMA, gave special thanks to Hillary Taylor of RMI Direct for her role in creating the day’s event, and to Macromark (www.marcromark.com), one of the industry’s most progressive full service direct marketing agencies, who sponsored the event. She noted that the event pulled one of the largest audiences of the year. Clearly, direct marketers want to learn all they can about utilizing social media as these new communication channels evolve.
 
 
 
MEET THE MODERN MASTERS OF SOCIAL MEDIA 
 Leading-Edge Marketers are Achieving Success through Social Media – And So Can You!

New Format – New Speakers – Information you need to know!
 
Sponsored by: Macromark
 
EVENT DETAILS
Wednesday, October 7, 2009
11:30am – 2:00pm
Fairview Country Club, Greenwich, CT
(203) 531-7300
PRICE:	$65 for HVDMA members, $80 for non-members

FORMAT:    Speaker presentations followed by Q&A
  
Do you look at really successful companies … the ones with rising stock prices, state-of-the-art marketing campaigns, and consistent double (or even triple) digit growth – and wonder: How do they do that? Good question – and you’re about to get some answers.
 
HVDMA is pleased to present three modern masters of today’s all-important social media.  These leaders are harnessing the marketing power of the Internet as it evolves. They’re already involved with the next new thing, beyond blogging, tweeting or flickr-ing for business. Whether you want corporate presence on existing social sites, or to see where the action is heading … you will gain insights and answers at this exciting session.
 
Our format will be short “success story” presentations by each of our panelists, followed by a moderated conversation and audience Q&A. Discover creative new ideas on using Social Media for business growth, as you interact with these social media leaders!
 
OUR PANELISTS:
Ken Crites, Green Mountain Coffee Roasters
Green Mountain Coffee Roasters is ranked 11th on Fortune’s world-wide list of the 100 Fastest-Growing Companies. They have achieved a 61% increase in net sales and 123% increase in net income over the same quarter last year!
 
For the past six years, Ken Crites has been Director of Consumer Direct for GMCR’s Specialty Coffee Business Unit. Under his guidance, the unit’s annual sales have grown at a compound annual growth rate of 60%. He’ll share how Green Mountain markets across multiple social media channels (check out hosueparty.com) to broaden their customer base, and how social responsibility is a factor in helping them attain amazing growth.
 
Valorie Luther, Creative Concepts Consultants LLC.  Found and CEO of Creative Concepts, Valorie is a social media “very early adaptor” who quickly grasped the PR/Marketing value of today’s newest interactive tools.  
 
In addition to helping clients like Bigelow Tea and Ouidad grow their customer base and strengthen consumer relationships through the social media channels like blogs, Twitter, videos, Facebook and more, Valorie and her team also run the bi-annual “Business Smart Tools Conference.” It’s where a dynamic exchange about uber-innovative social media marketing takes place.  
 
Valorie began her career in public relations, marketing and sales. She was director of F.E.M.A.L.E. and founder of Women@Work before founding Creative Concepts Consultants. As an experienced social media conference facilitator, she will moderate our event.
 
Darryl Ohrt, Plaid.  Darryl Ohrt, Founder of the creative agency Plaid, is an expert at using social media to stay ahead of the competition. His agency is the creator of Plaid Nation, (www.plaidnation.com)– a rolling demonstration of social media in action.  Darryl has traveled from coast to coast sharing the stories of innovators across the country (now sponsored by Ford Motors and Sprint).
 
Darryl is also chief contributor of the blog Brand Flakes For Breakfast and a regular contributing writer to Advertising Age’s Small Agency Diary. He calls himself a punk rocker, an internetologist and digital explorer. His agency has been featured in Advertising Age, HOW Design, Inc. magazine, and countless blogs.
 
Join us as our panelists share insights on how the most innovative brands harness the power of social media. Discover interactive strategies you aren’t using – but should be!
 
Members $65/Non-Members $80

RSVP by Friday, October 2nd to:
Amy Altmann/HVDMA, c/o Boardroom Inc., 281 Tresser Blvd, 8th Floor, Stamford, CT  06901, 203-973-6222.
 
This meeting is sponsored by Macromark: With roots in traditional list management and list brokerage, Macromark is one of the industry’s most progressive full service direct marketing agencies, offering expertise in all customer acquisition arenas including e-commerce, direct mail and print media. www.marcromark.com 
 
 




4th Annual Direct Classic
Thursday, July 30th at The Canyon Club Golf Course
Tee-Off 11 AM – Plus Softball, Swimming, Dinner
Note: Lower Prices to Lure You to the Green!
 
Summer Fun is here again! Get in the swing with your Hudson Valley DMA, the DMCNY and the MFSANY (the New York Chapter of the Mailing & Fulfillment Service Association). If you’re not a golfer, come anyway — for the pool, the softball, and the dinner!
 
A fun-for-all fundraiser!
Direct Classic raises funds for DM educational programs. Your participation as a golfer or a sponsor supports HVDMA scholarships for graduate-level students in Direct Marketing, funding for students to attend DM industry conferences, and other activities that enrich the future of our field.
 
EVENT DETAILS 
Thursday, July 30th at the Canyon Club, just off 684 in Armonk. 
11:00 AM shotgun tee-off. “Scramble Best Ball” in four-person teams gives everyone a chance to win.
Five o’clock Cocktail Reception followed by full dinner. Enjoy prizes and awards, giftbags and giveaways!
 
How to Participate
You can be part of the action by golfing, sponsoring, or by giving a gift we can raffle off. Don’t play? Come to dinner and join your friends for a fine time at this beautiful club.
 
For more info call HVDMA Board member John LaGreca at 845-201-8829, or email him at jlagreca@feddirect.com. John will assist you with forms, directions and prize ideas. 
 
Don’t delay! Sign up now with a team or help make one. Single players are very welcome. You’ll enjoy a great day of golf and a celebratory evening, while you support educational programs that enhance our industry.



IDEAS TO BREAK THE SALES BARRIER
 
Ever wondered how to break down the barrier of “not interested, we have somebody, I’ll get back to you another time,” that happens on so many sales calls? Rochelle Carrington, of Sandler Training/ Second Wind Advisory Group, has some unique and effective answers — which she presented at an HVDMA workshop, “How to Put the Wind Back in Your Sales”, on Wednesday, June 10, in Stamford.
 
By dissecting the mindset of the buyer and seller, Carrington guided the group through her web of “pattern interrupt”: the key to breaking the negative sales pattern. And, if you are caught in “wimp junction” – that nasty place where salespeople are tempted to become too much of a pushover – Rochelle had strategies to keep you strong!
 
Sandler Training is a world leader in innovative sales and sales management training. For more than 40 years, Sandler has taught its distinctive, non-traditional selling system and highly effective sales training methodology, which has helped salespeople and sales managers take charge of the process. Rochelle’s insightful ideas provoked lively interaction. Workshop participants left the event with new tools and approaches for improving sales in any economy – even this one!
 
 
 
 “HOW TO PUT THE WIND BACK IN YOUR SALES”
with Rochelle Carrington
A Brown Bag Luncheon Workshop

EVENT DETAILS
Wednesday, June 10, 2009
11:30 am – 2:00 pm
281 Tresser Blvd. 2nd floor Community Room, Stamford CT	$25 (special recession-buster pricing!)

Don’t let the current economy dictate your future! Let Rochelle Carrington of Sandler Training/Second Wind Advisory Group empower you to take a fresh look at your businesses opportunities.  Sandler Training is a world leader in innovative sales and sales management training. For more than 40 years, Sandler has taught its distinctive, non-traditional selling system and highly effective sales training methodology, which has helped salespeople and sales managers take charge of the process.  Entrepreneur Magazine has ranked Sandler as the No. 1 training company seven times since 1994, including 2005-2007.

Join us for this exclusive, hands-on workshop with executive leader Rochelle Carrington. She’ll inspire you to rethink your sales methods, recharge your career and reposition your company for growth and success in the face of today’s challenges.

As special thanks to our members, we are rolling back workshop fee to 2005 pricing!

Event Details:
· Registration 11:30-12:00. Workshop 12:00-2:00. 
· Bring your own brown bag lunch. Free beverages and dessert provided. 
· This interactive workshop has limited seating. HVDMA members given priority for this week only. 

About Rochelle Carrington
As a marathon competitor, Rochelle Carrington knows what it takes to go the distance. As a seasoned sales professional and consultant, Rochelle works with companies to motivate the behaviors, attitudes and beliefs of sales teams.

Her company, Second Wind Advisory Group, Inc., helps businesses reach critical goals so they can drive increased revenue and more effectively manage their human capital. Rochelle’s resume includes positions at Meredith Corporation, Hearst Magazines and Conde Nast Publications. She has trained and coached sales professionals, sales managers, business principals and marketing and advertising professionals.



ROUND TABLE EVENT – A HIGH-ENERGY HIT!

The crowd was enthusiastic and the tempo upbeat as direct marketers gathered for the 4th annual HVDMA Round Table event at Fairview Country Club in Greenwich, CT on April 15th. Four interactive Round Tables, each chaired by an industry expert, hosted lively discussions of today’s hottest topics:

Social Marketing – with Amy Heir from Spiegel Brands 
Mobile Marketing – with Yaron Oren from Hachette Filipacchi Media 
Credit Online & Offline – with Dan Parzych of Alliant 
DRTV – with Jeff Meltzer of Meltzer Media Productions 

The multi-session format allowed attendees to join two different Round Tables, and acquire valuable new information for their company and their clients. Learnings included:

Social Marketing 
· Social networking is a conversation companies are having with their customers. 
· Should be fun, entertaining – not a place to sell 
· 52,000 new Facebook users in Q1 – they now have 200 million subscribers. 
· The fastest growing segment is women age 55+ 
· Before starting, survey your customers. Ask how are they online and What are they looking for?
· Need to update social network site pages every day. Staffing is essential	

Mobile Marketing 
· Mobile marketing is an engagement device to create deeper ties.
· This medium is designed for the most passionate brand users and early adopters
· Clients must develop a mobile specific website designed for the small screen
· Though I-phone/I-Touch users are only 5% of market, applications for the device are among fastest growing market in business 

Credit Online & Offline 
· Clients need to tighten their back end rules for names that come in from the web
· On line marketers are leveraging their data to determine how much credit to extend, number of free issues, shipments etc. 
· Put quality control checks in place to monitor credit cards being utilized across multiple websites in increasing frequency per day 
· Check for multiple orders coming in from the same IP address in the same day. Then re-verify the cards for fraud 

DRTV 
· Costs to enter DRTV have dropped significantly, making this an ideal venue for many marketers ($50k buys a 2 minute infomercial)
· The key to long-term sales is to establish a continuity buying program 
· For every dollar, you ideally want to gross $2 
· DRTV appeals to all walks of life (average age is 40-60; average income is $45 – $85k) 

The event was sponsored by Boutique List Services, leaders in list brokerage, list management and insert media. 



HOT TOPICS AND INTERACTIVE INSIGHTS! COME TO THE HUDSON VALLEY DMA ROUND TABLE
Sponsored by Boutique List Services

EVENT DETAILS
Wednesday, April 15, 2009
11:30am – 2:00 pm
Fairview Country Club, Greenwich, CT (203) 531-6200
$65 for HVDMA members, $80 for non-members

It’s the 4th annual HVDMA Round Table, and you’re invited! This popular event features four Round Tables investigating topics our members have requested. This year we’re covering Social and Mobile Marketing, Credit Issues and DRTV. Each table is facilitated by an expert in the field. Join any two tables you like and engage in lively discussions. A unique opportunity to gain new and valuable knowledge for your business!

We’ll start with open networking and a delicious “country club lunch,” as always. Please reserve your spot early as seats are limited.

AGENDA
11:30 – 12:00	Networking
12:00 – 12:45	Lunch
12:45 – 1:15	Round Table Session I
1:15 – 1:30	Break – Coffee / Dessert
1:30 – 2:00	Round Table Session II

ROUND TABLES 2009
Social Marketing
How Tweet it is! Blogging, Facebook, Twitter, MySpace, LinkedIn … what’s the new connectivity all about, and how can you make it work for your business? You’ll get up to speed on the proper use of social marketing when you join the lively conversation with Amy Heir, our expert from Spiegel Brands (Newport News & Shape FX). Amy’s knowledge encompasses loyalty promotions, contact strategies, campaign promotional planning and execution, targeted email marketing and more.

Mobile Marketing 
Is Mobile Marketing the new face of Direct? Many early adapters are already using this channel to generate leads and sales, build loyalty, and engage with customers on a more intimate level. You’ll learn to utilize – and monetize – this exciting technology when you get the scoop from Yaron Oren, our expert from: Hachette Filipacchi Media. As Director of Mobile Strategy and Operations, Yaron has developed mobile sites and services for brands like ELLE, Car and Driver, Road & Track, Woman’s Day and Premiere.

Credit Online & Offline 
Bottom line need some tweaking? Be a credit to your company – learn the latest technologies and strategies to strengthen your financials. Come cover the credit market with Dan Parzych, our expert from Alliant. Dan applies his experience in predictive analytics and risk management to drive innovation in database marketing and segmentation solutions. He’s worked on analytic solution development in publishing, telecommunications and pharmaceuticals, and is a recipient of the DMEF’s Rising Star Award.

DRTV 
But wait, there’s more! Whether long-form or short, infomercials and shopping networks can reach millions with your offer, to effectively bring in the bucks. Plus, DRTV can drive sales in other channels. Learn how with Jeff Meltzer of Meltzer Media Productions, one of the nation’s leading DR Producer/Directors. Jeff brings marketing and financial experience to the table along with a track record of more than a billion dollars in sales. He helped create the first skin care infomercial, pioneered the short form, developed the first infotainment series and produced the first infomercial travel series. His company has produced over 2,000 DRTV TV and radio campaigns.

This meeting is sponsored by Boutique List Services, serving a prestigious client list with list brokerage, list management and insert media. Their success is built on personal attention and partnership, assisting each client as though they were the only client. 



POSITIVE THINKING AT HVDMA PRESIDENTS FORUM
by Kenneth Kraetzer, VP, CBSI Services

“Listen to your clients” and “Stay Positive” was the key advice offered by a panel of direct marketing CEOs at the Hudson Valley Direct Marketing Association “Presidential Forum” and luncheon held in Greenwich, CT on February 11th. “We are all each other’s support group” was how HVDMA President Lauretta Harris led off the event, referring to the tradition of fellowship within the direct marketing community. She suggested to the audience that client relationships are built on a “Foundation of trust and a strong set of operating values”.  Rich Mercado, panel moderator, asked questions of four Westchester/Fairfield area direct marketing CEOs who discussed “Staying Power” in a tough economy:

Mark Kolier, founder of CGSM/Canterbury Graphics commented on current conditions, “Clients are cautious, they ask we do more for less. They are looking for retention, to sell at lower cost, for web initiatives, and to offer ancillary products.” He emphasized, “Listen to your clients until it hurts … listen and offer new ideas”.

Jim Schanck, Founder of JS Marketing said, “It has been hard to get decisions, and we have seen reductions with auto and home furnishing clients.” He emphasized looking for opportunities, keeping avenues of communications open, adding value and addressing negatives with positives. “We are all in a relationship business, act as if you are part of your client’s company.”
Jim reminded the audience of those who have broken the rules to create success, citing Apple as an example of knowing how to keep its stores packed with avid, full-price consumers. Recommended reading included the work of former Yankelovich Partners “Futurist” Watts Wacker, and Faith Popcorn.

Brian Snider, President of GRI Marketing Group, is “working closer than ever with clients on budgeting, and finding opportunities in new partners, media, channels. Our mailings are smaller, more targeted. We are looking at other channels and social media, wherever we can get a Return On Investment.” To main-tain relationships he suggests, “Be relevant in what you offer to clients, show how can they better communicate, and what technology they should consider.”

Gerald Messer, President, Data Services, Inc. says his clients “are looking for value added services – and fortunately their need for data base vendors has not dropped much.” Still, “Everything we do is about cost saving for clients. Our strategy has been to diversify into various segments.” He encouraged direct marketers to look at international markets where “Responses are three to four times what they are in US. Although mailing costs are higher, there is less mail, and shelf life for mailing pieces tends to be longer.” On what is working, “Top retailers are sending mailing pieces to generate more store traffic, there are a lot of loss leaders being used.” On running the company during challenging times, “Our philosophy continues to be, leave negative things outside, do whatever it takes to get the job done.”

Rich Mercado summed up the program with four points:
1. Be smarter
2. Listen to clients
3. Add value to the things you do for your clients
4. Be Positive! Be Positive! Be Positive!

Special thanks to Ken for providing this article. You can read more of his columns at dmmarketingbyken.typepad.com and reach him at kkraetzer@cbsiservices.com
Meeting sponsored by PlusMedia, LLC, a leading direct response marketing agency specializing in insert and print media. Increase your consumer outreach and strengthen brand impact through PlusMedia’s strategic media campaigns. Visit www.plusme.com.



STAYING POWER: THE 2009 PRESIDENTIAL FORUM 
Sponsored by: PlusMedia (www.plusme.com)

EVENT DETAILS
Wednesday, February 11, 2009
11:30am – 2:00pm
Fairview Country Club, Greenwich, CT
(203) 531-7300

Let’s be frank – the economy is more than “challenging” … it’s tanking. The good news is, economies are cyclical. So for our upcoming panel we’ve chosen presidents with staying power – their careers and companies have survived previous slowdowns, downturns, slumps, declines – everything short of locusts.

So…you are cordially invited to take a break from worrying and come get some useful information that you can apply to your business future. Start the year positive – inaugurate a new deal with the ideas this Presidential panel will generate!

Meet Our Panelists:
Mark Kolier, President, CGSM. Mark founded Canterbury Graphics in 1996 and masterminded its strategic evolution from a traditional print production agency into a full-service marketing organization. Today CGSM offers strategic consulting, creative services, printing, mailing and media services primarily to the direct marketing community. In 2000, Mark founded e-commerce application YourCover.com, a leading provider of online, user generated, personalized magazine covers. And last year, CGSM acquired an equity stake in Tri-Media Integrated Marketing Technologies, effectively adding more than 50 full time web designers and e-commerce specialists to its team.

Jim Schanck, President & Founder, JS Marketing. Jim’s company provides proven marketing disciplines to help smaller companies grow into “big business”. His 33 years of industry experience include strategy and brand development, advertising, direct marketing, sports marketing, publicity and consulting. Plus account management experience at New York ad agency giants Dancer, Fitzgerald & Sample; Benton & Bowles; and Needham Harper Worldwide. Jim has written notable white papers on relationship marketing, core company values and successful people strategies, and has served as keynote speaker at major business events.

Brian Snider, President and Chief Creative Officer, GRI Marketing Group. Now celebrating 23 years of service, GRI is a direct and digital marketing agency whose clients include: American Express Publishing, BMG/Columbia House, Newsweek, Time Consumer Marketing, Conde Nast, Dow Jones, McGraw-Hill, Nature Publishing, Pitney Bowes, Reed Business Information, and more. As President, Brian is responsible for agency positioning, strategy, vision and new business development. His additional duties as Chief Creative Officer give him a unique perspective on fulfilling effective strategies for success. For the past 6 years, Brian has served as a judge for the DMA’s Echo awards.

Gerald Messer, President & CEO, Data Services, Inc. Jerry’s career spans more than 35 years in the DM industry with expertise in data processing, list and mailing services. He’s helped make Data Services a leader in direct mail data processing and email campaign services. International Market link, a division of Data Services, provides Canadian and International mail distribution services. Before joining Data Services, Jerry worked with Market Development Corporation and the PSA Group. He is an active member of the DMA, SEPA, CMA, FEDMA, IMAG, HVDMA, DMAW and DMCNY; is a member of several councils and a frequent speaker and panelist.

Rich Mercado of the quick wit and golden tongue will moderate. 

Meeting sponsored by PlusMedia, LLC, a leading direct response marketing agency specializing in insert and print media. Increase your consumer outreach and strengthen brand impact through PlusMedia’s strategic media campaigns. Visit www.plusme.com.
