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message from the President

O

n behalf of all of us at the Board of Directors, I
would like to thank you for being a part of our
first two successful years of service to you and
the local Industry. With the feedback from our
members, the new initiatives and education
obtained from our friends at PPAI, we have continued to
provide the input that allows our organization to achieve
continued success.
Every New Year comes with new opportunities but also
greater challenges. We wish you hope, perseverance and faith
to overcome the hurdles you face, but also that you enjoy a
wonderful new year filled with happiness and prosperity.
Best wishes from all of us!

Silvia
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“Thank you CASA for the great show you put on in 2016. Bag Makers loved
the new one-on-one sessions. We very much appreciate being able to spend individual time with distributors so we can help with specific projects, educate our
distributors on our product line and help them with ideas on how to sell bags.
Can’t wait to get back and see the wonderful people of Puerto Rico!”
Jennifer Madai, Bag Makers
“Loved the one on one with distributors before the show.
“Would like to see more Suppliers there.
“The atmosphere was very nice and food was good.
“CASA EDU DAY was awesome”.
Wilda Romero, Bic Graphics
“I was pleasantly surprised with CASA’s new show format and appreciated the
quality of the distributors walking the show! I was also impressed with the amount
of projects the CASA show and the 1 on 1 meetings generated…Great Show!”
Eric Thibault, Spector & Co.
“The 2016 CASA show was a success. The new venue was well planned and a
refreshing change to previous years. Our goal/hope as a supplier is that our distributor partners come to the booth with projects and we left this year’s show with
plenty to work on. Several immediate opportunities came to our booth. We also
had a nice opportunity to plan proactive marketing techniques to attack the first
half of the year. As a platinum member, our positioning on the show floor was
great. The entire layout was well thought out.”
Michael Sasario, Jr., PCNA
“It is always a pleasure for my company and me to support our customers in
Puerto Rico. They are a large part of our success!
The one on one meetings with the distributor was a great experience since we
can help to develop new projects and future programs to fit their client’s needs.
CASA always go the extra mile to make us feel at home and welcome and it is one
of the shows that we enjoy the most! We are looking forward to 2017 Show and as
always it will bring in the Top clients that deserve all the best from us!”
Liza Pickens, Hit Promotional Products
Revista EN ACCIÓN - publicación oficial de C.A.S.A.
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Seth Barnett
PPAI- Diversity Development Manager.

Education
DAY

Wednesday, March 29, 2017
Caribe Hilton Hotel, Los Rosales

CONOCE A LOS MILLENNIALS

Atrae, Conecta y Retén a los Millennials

• La generación Millennials es la fuerza laboral más grande en los Estados Unidos.
• Ellos representan el futuro de TODAS las industrias.

Objetivos:

• Aprender a tener una estrategia para cuando te relaciones con los futuros líderes dentro de tu empresa.
• Entender cómo conectar con los Millennials dentro de tu marco laboral para maximizar su potencial.
• Conocer las mejores prácticas de otros líderes de diversas industrias y determinar cuáles puedes implementar.

Entendiendo el mercado Millennials
• El mercado está cambiando rápidamente.
• La tecnología, las redes sociales y los métodos actuales de branding ofrecen nuevas oportunidades.

Objetivos:
• Entender el valor de los Millennials y cómo estos pueden aportar al futuro de tu negocio.
• Analizar si tus estrategias de mercadeo están alineadas al mercado de los Millennials.
• Conocer las mejores prácticas que puedes implementar para alcanzar a este mercado joven.
• Acumulas puntos para tu certificación CAS.
Recurso: Seth Barnett, PPAI- Diversity Development Manager.

¡Pendiente para detalles!

management session

Want to Build a Successful Team?
The Latest Research Says That This is
The Most Important Factor
By: Jason Hreha. Founder, Dopamine (www.inc.com)

Simply having a strong leader isn’t going to cut it.

W

hat makes a successful team? Is it a
strong leader? Smart people? Good processes? Organization? A high-tech and
well-designed office space? If you do a
quick Google search, you’ll see all of these explanations in one article or another. Luckily, in recent years
some innovative social scientists have been crunching massive
amounts of data and doing elegant experiments on what makes
teams and organizations successful. Their secret? Idea flow.
Idea flow is a term coined by Sandy Pentland, a researcher at
MIT’s Media Lab. It refers to the movement of ideas through a
group. A team with lots of idea flow is one in which an idea learned by one member quickly makes its way to the rest of the group
members. In the best groups, each of the members share ideas
with each of the other members, creating a dense and tight web of
social interaction. In such a group, each member is able to share
their learnings and thoughts with the rest of the group, ensuring
that there are few information discrepancies. If a group member
discovers a new great way to do something, that knowledge is
quickly passed on to the rest of the team. Ideas are contributed by
all of the members, as well--allowing the group to take full advantage of the unique specialties and backgrounds of each member.
As Pentland says in his book, Social Physics:
[What our data] showed was that the pattern of idea flow by
itself was more important to group performance than all other
factors, and, in fact, was as important as all other factors taken together.... Individual intelligence, personality, skill, and everything
else together mattered less than the pattern of idea flow.
[We] found that three simple patterns accounted for approximately 50 percent of the variation in performance across groups
and tasks. The characteristics typical of the highest-performing
groups included: 1) a large number of ideas: many very short contributions rather than a few long ones; 2) dense interactions: a
continuous, overlapping cycling between making contributions
and very short (less than one second) responsive comments (such
Revista EN ACCIÓN - publicación oficial de C.A.S.A.

as “good,” “that’s right,” “what?” etc.) that serve to validate or invalidate the ideas and build consensus; and 3) diversity of ideas:
everyone within a group contributing ideas and reactions, with
similar levels of turn taking among the participants.
So, what can teams do to maximize idea flow?
Don’t work remotely: Face-to-face communication is critical. So much of our communication and connection is nonverbal.
If you stick to written forms of communication, such as email,
you’re going to miss out on much of what is being said. We’ve
all gotten an email from a co-worker that we thought sounded
rude, or one that was confusing enough to trigger a five email
back-and-forth to clarify the plan or issue laid forth. All of this
can be avoided by working in the same place and encouraging
face-to-face communication as much as possible. Your team will
bond more, and you’ll be able to talk about complex issues with
much more nuance and sophistication. A remote team is at a
huge disadvantage.
Have a spirit of equality: In the quote above, Pentland points
out the importance of having everyone in the group contributing
ideas and reactions. If your team is overly hierarchical, with the
ideas of certain individuals getting more conversation time and
attention than those of others, your group’s collective intelligence
will be hampered. Think about it this way: Five heads are better than one (or two). You need to unleash the creativity of your
whole group. To do that, you need to have a spirit of equality. The
best idea should win, not the most senior team member.
Say yes: Finally, say yes. Reward your fellow team members
for reaching out and sharing new ideas or learnings. Few things
are worse than getting a blank stare or a “that’ll never work” after sharing a new idea. There’s a time and place for criticism and
editing, but you want to make sure that you create a culture of encouragement and acceptance of new ideas. Be good to each other.
Reward each other for communicating and exploring. That’s what
teams are all about. ❚
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selling tips

What Salespeople Can Learn From
Surprise Guest Appearances at Concerts
By: Nick Hedges, President and CEO, Velocity (www.inc.com)

I

How to set yourself apart in sales by
breaking away from the norm.

n LA, where my company is headquartered, entertainment is a big deal. So naturally I’ve come to pay
special attention to the formulas entertainment
producers use to ensure their success (making a
best-selling book into a movie, booking a megastar
to perform at a concert).
One standard music industry tactic that I’ve always
found especially interesting is the use of surprise guest
appearances. If you’ve ever been to a major arena-sized
concert, you might have experienced one of these firsthand. It’s become a common practice amongst megastars to
feature special, unannounced appearances by other celebrities at major concerts.
Sometimes the featured guests perform, other times they
just walk on stage. What’s interesting is that these appearances appear to work: ticket sales go up and social media buzz
increases around these highly anticipated moments. You might expect that concert promoters would want to capitalize
on the big-name guest to hook a bigger audience, but instead
they rely on the promise of a surprise ... which is seemingly
even more effective.
That brought up an interesting question: when is it more
effective to exploit the tactics you know will catch your customers’ attention, and when do you break away from the norm
and surprise them? And how can that be applied to sales?
Capturing the Element of Surprise in Sales: A recent
study by Emory University and Baylor College of Medicine
found that unexpected positive occurrences cause the brain’s

6

pleasure centers to light up more than they do for expected
experiences, regardless of whether or not the surprise aligns
with the recipient’s specific preferences. Put differently, there’s something about the experience of surprise itself that is
inherently rewarding.
In sales, we’re always looking for ways to make the maximum impact on our prospects. Rather than relying on expected activities, like sending buyers a generic follow-up
message, reach out with something unexpected, like a relevant industry article, or a planning template that might be
useful to your prospect. Or consider a direct mail piece, maybe a printed poster size infographic with best practices to
help your buyer be more successful in their role. These tactics
are especially powerful if they aren’t directly pushing your
product.
Providing useful content is a great way to engage prospects and drive value at minimal expense. The unexpected
gesture will help the salesperson stand out and make the resource all the more appreciated. A new research paper might
not have quite the same effect as a surprise appearance by
Jay Z, but it will still capture a potential customer’s attention,
more than a traditional interaction.
Sharing the Spotlight: You can also use the same tactic the performers do and pull in another person to make a
common routine compelling and new. There are several ways
that salespeople can draw third parties into deals to boost
credibility. The most powerful, of course, is a customer reference. Surprising prospects by introducing them to a relevant or impressive customer is an easy way to gain legitiRevista EN ACCIÓN - publicación oficial de C.A.S.A.

macy by association. Alternatively, you could also appeal to
another contact at the prospect’s company. Having multiple
advocates within an organization will always make your case
stronger when it comes to decision time.
Another surprise guest could be an industry influencer.
If your company aligns with influencers in your space - authors, speakers, respected experts on topics related to your
business, consider bringing one of these individuals into the
sales process. You can do this by leveraging content your organization has co-produced with the individual - maybe an
ebook or recorded webinar. Or you could even ask the influencer to engage with the prospect during the sales process.
You might need to give the influencer some incentive to take
time out of their busy day to talk to your prospect, maybe it’s
the potential to offer consultation, training, or implantation
services.
Another option is to take a social selling approach. When
a singer pulls another celebrity on stage, the element of surprise is bolstered by a feeling of unexpected familiarity. The
people in the audience weren’t expecting to see that performer, but they quickly recognize him or her. You can replicate
that feeling in sales by working with social proximity to organize your leads.
In the increasingly popular model of social selling, salespeople use connections in their social networks to bring
themselves closer to their prospects (identifying mutual acquaintances, similar professional circles, etc.). This familiarity lays a foundation for trust and common ground. According to the MHI Sales Best Practices Study for 2015, social
sellers are almost 50 percent more likely to report a rise in
their companies’ revenue.
An entertainer’s’ job is--at its most basic level--a sales
role. Performers have to engage an entire audience of people
and consistently maintain their interest. Tactics that work for
entertainers can prove just as effective when applied to sales.
Unexpected resources, interactions and connections can be
a competitive advantage that turns unsure prospects into dedicated fans. ❚
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Your Job Is To Help Them.
Our Job Is To Help You.
At pcna.com, you’ll find everything you need to serve your customers – the
ability to search over 4,000 products, check inventory, create virtuals and
even place decorated orders, all with just a few clicks. Because pcna.com is
more than a website. It’s a way to make your job easier.

Log in and see for yourself.

edu
Leadership Development
Workshop (LDW) 2016
GRAPEVINE, TX.

This year C.A.S.A. participated
for the 17th annual Leadership Development Workshop (LDW), hosted by PPAI and the Regional Association Council (RAC). This event
reunites leaders from the other 26
regionals as well as with PPAI’s staff. The purpose of this workshop is
to attend trainings and seminars in
order to manage an effective Association. It also gives the opportunity to network with other regionals,
share ideas and discuss situations
and how to overcome them. During the last day of the workshops,
C.A.S.A. had consultation sessions
with PPAI advisors in matters of:
finances, membership, marketing
and IT, among others.

A photo is worth a thousand words.
Here some pictures of
what happened at the Tropical Tour 2016

PPAI
Regional Engagement
Program - 2016 Board Training

On November 4th, C.A.S.A.’s
BOD had an intensive training with
Carol Gauger, MAS from PPAI. It is
C.A.S.A.’s interest to become an efficient and effective board. The continued development of all Directors
will lead to the growth and strength
of our Association and our Industry
as well. The topics that were discussed in that session: (1) What is
an Association and the benefits, (2)
Director’s responsibilities and ethics,
(3) Finances (4) Membership and
Volunteer’s recruitment. Also the
BOD had the opportunity to evaluate C.A.S.A.’s strengths, weaknesses,
opportunities and threats. That session lead us to prioritize opportunities and overcome threats for the
upcoming year.
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AAKRON LINE

Cindy Piscitelli
800-828-1570 x.238
CPiscitelli@aakronline.com

APOLLO USA
AMERICAN AD BAG
Gary Semrow
800-382-6844
sem463@aol.com

BINACO

Anita Dillon
714-256-7770
cs@binaline.com

BUDGETCARD, Inc.
Pat Dugan
800-451-8600
patriciadugan@
budgetcard.com

EXPRESS A BUTTON

Angie Bergler
GEMPIRE/
800-873-1705
FLORAL PROMOTIONS
angie@expressabutton.com
Harvey Mackler
800-243-4321
harvey@gempire.com

PRIME RESOURCES
CORP

Paula Shulman
203-331-9100
pshulman@primeline.com

SHOWDOWN
DISPLAYS

Ernie Quintana
651-242-3326
equintana@
signzoneinc.com

ORBUS

Rafael A. Dolagaray
787-378-4248

Paulo Tang
856-486-1882
paulo@apolloemb.com

PCNA-POLY CONCEPT
NORTH AMERICA
(Bullet/Leed’s/Journal Books)

Mike Sasario
800-749-7367
msasario@pcna.com

BAG MAKERS, INC

Marcia Stiff
815-923-2247 x.3423
marcia@bagmakersinc.com

BULOVA

Yadira Rosario
787-222-6424
yrosario@bulova.com

GILL LINE

Cheryl Becker
888-455-4422
cbecker@gill-line.com

BEBCO

800-821-6697

HIT PROMOTIONAL
PRODUCTS

Liza Pickens
727-541-5561
lpickens@hitpromo.net

PRO TOWELS
PROMOTIONAL SERV.
Jerry Hubbard
561-213-0424
jerry@
promotionalservices.net

Kendra Busha
864-366-1000
kendra@
superioridealine.com

RuMe, Inc

Nicole Hite
303-799-4256
nlh@myrume.com

STROMBERG BRAND
SPECTOR AND CO.

Jennifer Young
800-721-8237, Ext. 253
jyoung@spectorandco.
com

Helen Stromberg
845-535-3770
helens@
strombergbrand.com

TSF SPORTSWEAR/
TSFPR

Maria Rivera
787-784-1937
marivera@tsfsportswear.com

BAMBAMS

Zack Harvey
703-260-6815
zharvey@bambams.com

CALENDARIOS
Y AGENDAS

Evaristo Toledo
787-949-1460
calendarpr@live.com

BEACON PROMOTIONS
BAY STATE

Mike Moore
508-947-6700
mikemoore@baystate.com

CASTELLI MAGNET

Kendrah Skiver
775-352-1300
kskiver@castellimagnet.com

T-SHIRT
PRINT EXPRESS

Rafael A. Ramos
787-744-1472
r.ramos@tpxpr.com

Alvin Muniz
847-425-6830
amuniz@tagmaster.net

DYENOMITE

Katie Appel
888-777-1916
kappel@areswear.com

OPUS BY COLLINS
JET LINE

Julie Fritsch
864-761-3200
julie@jetlinepromo.com

SABINA USA

JESSICA
419-720-4033
Jessica@sabina-usa.com

BIC GRAPHIC USA
Wilda Romero
888-446-5242
wilda.romero@
bicgraphic.com

DARD PRODUCTS

HOTLINE

Melinda Marr
651-293-7516
jhicks@
hotlineproducts.com

Sharon Schiffelhuber
973-650-5539
Schiffelhuber@
beaconpromotions.
com

Joseph Collins
888-770-2222
joe@opusbycollins.com

PILOT CORPORATION
OF AMERICA

Rhonda Reilly
847-518-8702
mpuppolo@pilotpen.com

SANMAR
SAGE

Michele Richart
214-631-6000
michelle.richart@
sageworld.com

Cynthia Crank
206-727-3200
cynthiacrank@
sanmar.com

SELLOS TITAN

Ricardo Jimenez
787-787-9836
info@sellostitan.com

VANTAGE APPAREL
UNIVERSAL
AUTO FRAMES

Edward Contreras
800-345-1875
ed@edcoplastics.com

Jennifer Strauss
732-850-8954
jennifers@
vantageapparel.com

VITRONIC/CROWN

Eli Leal
800-944-9957
eleal@imagenbrands.com

Updated 11/2016

JENNIFER YOUNG
Toll Free Tel.: 888-377-7732 Ext.: 253
Puerto Rico Toll Free Tel.: 800-721-8237 Ext.: 253
Email: jyoung@spectorandco.com

www.spectorandco.com

T241 CUBIX

WIRELESS SPEAKER
With its rubberized surface
sur
and IPX7 waterproof
certification, the Cubix is the perfect
water-friendly companion. Able to withstand
immersion in water up to 1 meter for 30 minutes,
Cubix can travel with you poolside, in the rain, or
in the shower.

T244 MARBLE WIRELESS SPEAKER
If you love to listen to your music on the go, look no
further than the Marble Wireless Speaker. The Marble
is small but mighty and with 80dB of sound output; it
will grab your attention anywhere. Its most unique
feature is its 7 interchanging, multi-color LED lights
that illuminate your logo while the speaker is in use.

T230 ADDI

BLUETOOTH SPEAKER

Learn more about our
customizaiton services today!
bulovacorporatesales.com | 1.800.228.5682

Metal speaker with controls for adjusting
volume, play/pause, skipping songs, accepting/rejecting/redialing phone calls, a built-in
microphone and LED status indicator.

techie

SAGE Announces SAGE Web
sageworld.com

A

ddison, TX (June 28, 2016) – SAGE announces a major new version of SAGE Web, the
web-based version of SAGE’s industry-leading research and business management platform. SAGE Web gives promotional product
distributors access to SAGE’s powerful research and business
management tools from Mac computers, Windows phones, and
any other desktop or mobile device with web access that may
not have the Windows-based SAGE Online or the SAGE Mobile
iOS/Android app installed. This new upgrade introduces several new features and enhancements, including:
Full presentation publisher allowing users to create, edit,
and share professional presentations with their clients
Complete order management capabilities including the ability to create new forms and edit existing orders
Discussion Groups area giving users the ability to share and
collaborate with industry and company colleagues, including
the option to attach product searches and images
Supplier Specials area to quickly view, search and filter top
promotional product specials
View and edit supplier and product personal information
“It’s important to us that our Mac users and any other users
without SAGE Online have the same core functionality that
exists in the Windows-based SAGE Online,” said David Natinsky, President of SAGE. “The added features of SAGE Web 2.0
have definitely achieved this goal.”
The upgrade is available now to all SAGE Total Access subscribers. There is no charge for the upgrade.
SAGE Web shares all of its data with SAGE Online and
SAGE Mobile, allowing customers to use a mix of SAGE Online, SAGE Web and SAGE Mobile without any trouble. Everyone can seamlessly access the same presentations, project center,
orders, and other information regardless of the platform they
are using.
SAGE Web is licensed as part of SAGE Total Access, SAGE’s
per-user licensing model that includes SAGE Online, SAGE
Revista EN ACCIÓN - publicación oficial de C.A.S.A.

The latest version of
SAGE’s web-based product research
and business management service
now offers full presentations,
complete order management,
supplier specials, and
discussion groups.
Mobile, and SAGE Web for one low per-user cost. Total Access
is $49 per month for the first user and $9 per month for each
additional user. Distributors who are interested in using SAGE
Web but are not yet Total Access subscribers are offered a complimentary 30-day Total Access subscription at trysage.com.
About SAGE Web: SAGE Web is the web-based platform
for accessing SAGE research and business management services. Distributors with Macs, Windows phones or tablets, or
any other device with web access can easily access their critical product research, CRM, order management, presentation
publisher, supplier specials, Virtual Design Studio, discussion
groups, and other data whenever they need it. SAGE Web is
available as part of SAGE Total Access, a comprehensive, peruser licensing model that allows each user to access any combination of SAGE Online, SAGE Mobile, or SAGE Web on up to
five devices. Total Access is $49 per month for the first user and
$9 per month for each additional user.
About SAGE: SAGE, based in Addison, Texas, is the leading
provider of information, marketing and business management
solutions to the promotional products industry. In addition to
SAGE’s flagship SAGE Online™, SAGE Mobile™, and SAGE Web™
research and business management services, SAGE also provides
the industry with other research services, order management,
website and email services, e-commerce solutions, end-buyer
catalogs, artwork services, payment processing, tradeshows,
tradeshow management services, and lead retrieval software.
SAGE is also the exclusive technology provider for members of
the Promotional Products Association International (PPAI), the
industry’s non-profit association. For more information, please
visit www.sageworld.com or call 800.925.7243 ❚
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CASA Puerto Rico

Dozens of Great Gift Ideas!
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Contact your BIC Graphic representative or visit bicgraphic.com for pricing.

Revista EN ACCIÓN - publicación oficial de C.A.S.A.

BIC®, the BIC Graphic logo, bicgraphic.com, Good Value (logo)® and all related trademarks, logos, and trade dress are trademarks or registered trademarks of BIC Corporation and/or its affiliates or licensors in the
United States and other countries and may not be used without written permission. All prices USD. ©2016 BIC Graphic USA, Clearwater, FL 33760.

inspire

New Beginnings
Takes Change
By: Saritza Zambrana, Transformational Leadership Mentor

W

very year we make personal resolutions and it feels great when we look
back and see all of them accomplished.
But what happens if not? Nothing! You
will keep walking also knowing that
you will have a new opportunity to really commit to change
and make things happen. We all want to change something.
However, we can’t expect a different result doing always the
same, right? There is no time for guilt, only for big actions
toward self-realization in new beginnings.
Leadership experts say that 85% of our life success is determined by the quality of our relationships. It means that
change includes people. Who we relate to matters! especially
when we talk about new beginnings. The good news is that
when you focus is your self-growth knowing exactly where
you are and where you want to be, the people who disagree
with your path will go away. Why? Because they won’t be able
to keep up with your growth and strong commitment.
Now, what can we do to be better, do better and accomplish what we set ourselves to do? How can we REALLY have
a game change? Let me share with you some tips that may
come handy while you’re defining what is next in your year.
Apply them and changes will reveal.
Look back but don’t stay in the past: If you want to
change something in the year to come, you need to change something right now in your present. There is nothing
in your past that determines your future. You may choose
change anything in your picture. See where you are standing
today, ask yourself what results you want to change and know
that you have the power to make it awesome.
Not only set your goals but design a growth plan: Fulfill
your life with purpose and a sense with intentionality. Do
everything as part of something bigger. Design your life ba-
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sed on what you love, invest in your talent and strengths and
opportunities will follow.
If you want more, be more: The easiest way to be better
is surrounding yourself with people stronger, smarter, experienced than yourself. We should never take more than we
give. We need to earn trust in order to gain influence or access to people and resources; to achieve wellness, greatness
and quality in life. So your next step would be to find this
kind of people to expand you reach in happiness.
No excuses approach of any kind: They are poison! Quit
excuses. They will put you in a place where the trust of others
is unreachable.
Once you start your year:
Keep yourself inspired: Manage only priorities in your
agenda. You will find yourself doing what you love instead of
what you have to.
Keep yourself challenged: Do that and it will bring focus
into everything you do. Create an inner circle, people who
are also in a journey of growth to help you to stay accountable no matter what.
Live preparing for the “big moment”: When the opportunity comes is too late to get prepared. So be prepared! and
if is necessary make your move before you’re ready. Stretch
yourself!
Yes, change is somehow scary and is highly probable that
we make some sacrifices on the way, which is exactly why you
need surround yourself of great Company. There is no shortcut to true happiness. Understand that everything changes
and that’s a good thing. If we don’t do it intentionally, life will
make you. When you lack of a sense of purpose in your daily
agenda, you are choosing that something or someone else
do it for you. And they will! So let this next year be the start
of a great season of self-leadership and big achievements in
your life! ❚
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Le esperamos en el

TROPICAL SHOW 2017
Marzo 28-29

Caribe Hilton Hotel - San Juan, Puerto Rico

OFERTA EXPIRA 12/31/2017
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NEW

GIFT SETS

GF-2017-FD

ASI 79530
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primeline.com

COLOSSAL

SAVINGS

On

Products

#1

Best Seller
For Suppliers

PANTONE FORMULA GUIDE
Solid Coated & Solid Uncoated

139

RETAIL PRICE $155

REGIONAL
MEMBER
PRICE

$

*

Recommended
For Distributors

PANTONE COLOR BRIDGE
Coated & Uncoated Set

250

RETAIL PRICE $279

REGIONAL
MEMBER
PRICE

$

*

Coated Only

159

RETAIL PRICE $175

REGIONAL
MEMBER
PRICE

$

*

Pricing subject to change without notice. PPAI is an authorized Pantone® Partner.

Revista EN ACCIÓN - publicación oficial de C.A.S.A.
regionalassociation.org/pantone

17

ESPÉRELO PRONTO A TRAVÉS DE SU CORREO ELECTRÓNICO
18

Revista EN ACCIÓN - publicación oficial de C.A.S.A.

Revista EN ACCIÓN - publicación oficial de C.A.S.A.
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Caribbean Advertising Specialties Association (C.A.S.A.), fundada en el 1989, es la única asociación
comercial sin fines de lucro dedicada al desarrollo de los profesionales de la industria de los Productos
Promocionales de Puerto Rico y del Caribe.

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.



Certificaciones Profesionales: CAS (Certified Advertising Specialist) y MAS (Master

Sesiones Educativas durante el año para el Desarrollo Profesional.

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.

