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Dear Readers,

A few weeks ago, I was faced with a big business deci-
sion. An opportunity presented itself to open another 
location in a prime spot in my city … and it was very 
tempting to jump at.

I reached out to my dear friends and business coaches, 
Seema and Fahim, to talk about the opportunity. I told 
them about the potential I saw in the spot, my ideas for 
the space, and a vision I had for a bustling business 
center. I could just see it as an Uncle Marty’s! 

Seema and Fahim know me very well. I didn’t have to 
tell them about the other side of the coin—my trepida-
tion that splitting my time between two locations would 
make both stores suffer. They knew it before I said it; 
they know that my biggest struggle right now is time. 
They shared with me the same Warren Buffet quote that 
they have in their article this month, and kindly reminded 
me how I have a history of saying yes to too much and 
spreading myself too thin.

My trusty right-hand team member, Aleah, also sat me 
down and reminded me about my vision for a second 
location that I often talk about with my team: a stand-
alone building with plenty of parking, a big-windowed 
storefront facing the street, and lots of warehouse space 
in the back to grow our storage and freight business … 
all things that this high-rent spot I was looking at didn’t 
possess. She cautioned me against growing too fast and 
overextending, knowing that our current store and team 
still need me there full-time at the helm. 

Ultimately, I said no to that second location… at least for 
now. It just wasn’t the right place and now just isn’t the 
right time. I have too many other irons in the fire and, if 
I do say so myself, I’m finally doing a fairly decent job of 
managing them all successfully through compartmental-
izing, better time management, and unplugging at home 
as much as possible. 

As I edit this issue, I’m blown away at the synchronicity 
in its message with multiple articles submitted speaking 
about this very topic: taking care of yourself, learning 
which opportunities are the right ones to say yes to, and 
more importantly identifying which opportunities are the 
right ones to say no to. 

Thank you, as always, for reading. Be sure to share this 
and all other issues of MBC Today with your team, and 
of course feel free to share the digital version (always 
available at ambc4me.org) with your friends who may 
also benefit from reading.

I hope to see many of you in April at the 2020 Visionary 
Summit in St. Louis!

Letter from the Editor

With care,

Marty Johnson
Editor, MBC Today
Director of Communication & Advisor  
to the Board, AMBC
Owner, Uncle Marty’s Shipping Office

As always, we’d love more voices in MBC Today. 
Do you have a story to share? An idea to explore? 
A funny line for MBC Funnies? A Shrimp? Please 
send your submissions to marty@ambc4me.org. 
Your submissions don’t have to be eloquent or 
polished. Just send the idea or a rough draft and 
together we can make it ready for publication.

P.S. We’re hoping to add a new section in MBC Today 
in future issues called “Origin Stories.” This section is 
Aleah’s brainchild (because she’s not only my right-hand 
team member at Uncle Marty’s, but also an assistant 
editor for this magazine). We’ll be looking for your stories 
about how you got into this crazy business. Did you buy 
an existing store? Start from scratch? Are you second or 
third generation? Did you think this through, or did it just 
fall into your lap? Write to me at marty@ambc4me.org 
and share your story!

“Shrimps” are little gems of helpful, inspirational, 
or thought-provoking information. Please send 
your Shrimps to marty@ambc4me.org for con-
sideration in a future issue.

“Your success and happiness lie in 
you. Resolve to keep happy, and 
your joy and you shall form an 
invincible host against difficulties.” 
– Helen Keller

http://www.ambc4me.org
mailto:marty@ambc4me.org
mailto:marty@ambc4me.org
mailto:marty@ambc4me.org
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“When you serve others with decades-long commitment, and  
you do it with a humble, joyous heart... then good things  
and good people come your way. No matter your industry.  

No matter where you came from.” – Brendon Burchard

Dear Fellow AMBC Members,

Recently, a caller from Yelp insisted that I pay advertising dollars to get better placement 
on the platform, to which I kindly refused. After being adamant and a bit impertinent, he 
insisted, “Why wouldn’t you advertise with us? We are here to make you more money. 
After all, aren’t you in business to make more money?!” I emphatically replied, “No I’m 
not; I’m in business to make a difference, and as a result I make more money in the 
long-term than those who are just in it to make more money! I vote with my advertising 
dollars, and to you I vote no."

We must ask ourselves this question every day: “Why are we in this business?” If we 
are not making a difference, then our time will not be spent in worthy pursuits. We could 
spend it elsewhere and perhaps should.

But, if we are here to make a difference, then I’d like to remind all of you of five worth-
while pieces of advice from entrepreneur and life coach Brendon Burchard. Remember 
these points in order to be successful every day:

1. Wake up every day and ask how you can help others.

2. Be patient as you strive for your dreams.

3. Love to learn and stay humble.

4. Remind yourself to be grateful, and serve with a grateful heart.

5. Surround yourself with extraordinary people. Really. Work hard to make that happen. 
Be the gatherer of amazing people.

As a perfect segue from the fifth piece of advice, please make the decision to come to 
the 2020 Visionary Summit in St. Louis this year, taking place April 16-19th. AMBC will 
be attending, sponsoring, and participating in this summit, and we’d love to have you join 
us! Go to www.AMBC4ME.org to register so you can “surround yourself with extraordi-
nary people,” who love to learn, teach, grow, entertain, and above all, give!

With gratitude and effervescence, on behalf of the entire AMBC team,

A Message from the Board Chair

Fahim Mojawalla
Board Chair and Director of Social Media, AMBC
Co-Owner, Island Ship Center
#iamAMBC #MembersHelpingMembers #AMBC4ME

Ernest Hemmingway’s first 
paid writing job was as a jour-
nalist at the Kansas City Star, 
making $15 per week. His 
boss and mentor, C. G. “Pete” 
Wellington, had a style sheet 
for the Star that included the 
following four guidelines:
• Use short sentences
• Use short first paragraphs
• Use vigorous English
• Be positive, not negative
These four tenants are just 
as poignant today as a guide 
to small business blogging, 
advertisement copy writing, 
and general communication 
with clients.

“I always just thought if you 
see someone without a 
smile, give ‘em yours.”  
– Dolly Parton

Suggested book:

The Alter Ego Effect: The 
Power of Secret Identities 
to Transform 
Your Life by 
Todd Herman

http://www.ambc4me.org
http://www.AMBC4ME.org


   MBC Today | March/April 2020 | www.ambc4me.org  –  5

YOU SHIP. 
WE SAVE.

WWW.REFUNDRETRIEVER.COM 1.800.441.8085

FEDEX - UPS REFUNDS & REPORTS

http://www.ambc4me.org
http://www.refundretriever.com
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What's	Going	on	in	the	Industry…
The 2020 Visionary Summit
Time is ticking to register for the 2020 Visionary 
Summit. Hosted by The Mail Box Store and sponsored 
by AMBC, this can’t-miss event will be held in St. Louis, 
April 16-19.
2020 is a year to get focused, see more clearly, and 
move forward. We’re looking forward to seeing you in St. 
Louis to network, train, and grow together! Check out the 
spread in this issue of MBC Today, and visit 2020stl.com 
for more information and to register.

AMBC Members Respond to the  
COVID-19 Outbreak
Across the country, AMBC Members are stepping up 
to the plate to send much-needed masks and medical 
supplies to areas affected by the COVID-19 outbreak. 
Many stores are even subsidizing some of the cost of 
these shipments to help their clients get what they need 
to their friends and families overseas who may not have 
access to much needed supplies. At a time when some 
companies choose to capitalize on limited supplies, we 
are incredibly proud to see AMBC Members doing the 
opposite: cost-sharing with those in need.
Shoutout to Andrew Feeley at Inbox & More in 
Bannockburn, IL, for sharing these photos of some of 
the supplies he’s been shipping for his clients:

COVID-19 Guidance from the CDC for 
Businesses and Employers
The CDC has published guidelines to help businesses 
and employers protect themselves and their staff from 
COVID-19. Basic steps that you may take during regular 
flu season are wise to follow as a precaution, including 
routinely cleaning all frequently touched surfaces in the 
workplace, such as workstations, countertops, and door-
knobs.

Please visit https://www.cdc.gov/coronavirus/2019-ncov/
specific-groups/guidance-business-response.html for 
complete information from the CDC.

FedEx Ground Drivers to Start Taking 
Some FedEx Express Packages
From the Wall Street Journal: “FedEx Corp. will start 
handing off some of its Express packages to its Ground 
division for last-mile delivery, bringing the two operations 
closer together as the company struggles with the surge 
in e-commerce shipments.”
Read the full article at https://www.wsj.com/articles/
fedex-to-start-mixing-express-and-ground-opera-
tions-11581097743

DHL Service Point Partner Program
The DASC (DHL Authorized Shipping Center) program 
has been renamed the DHL Service Point Partner pro-
gram. According to the DHL website, “A DHL SERVICE 
POINT* is a professionally-staffed retail location that 
provides shipping services to the general public. DHL 
Express will provide approved retail locations with the 
benefits of our international focus, great service quality, 
and global expertise with your very own dedicated Retail 
Executive. *Formerly referred to as: DHL Authorized 
Shipping Centers”

FedEx Home Delivery Now Operating 
7-Days per Week
Starting in January 2020, FedEx Home Delivery now 
delivers to many locations on Sunday. For more informa-
tion and a Sunday Home Delivery coverage locator, visit 
https://www.fedex.com/en-us/shipping/7-day-delivery.html

Heavy Surcharges Move from 70 to 50 
Pounds
Both FedEx and UPS have recently changed their addi-
tional handling surcharge to apply to packages weigh-
ing more than 50 pounds, as opposed to the previous 
70-pound threshold for the surcharge. Additional han-
dling surcharges, of course, are triggered by a number 
of variables, including but not limited to weight, size, and 
shape. Please see your current carrier service guides for 
the most up-to-date information on all surcharges.

2020 POS Training
Software vendors will be having training sessions in dif-
ferent parts of the country again in 2020. These training 
events are very important for stores to make sure they’re 
taking full advantage of the tools they have available, in 
turn making their day to day operations, record keeping, 
and client experiences better.

http://www.ambc4me.org
https://www.cdc.gov/coronavirus/2019-ncov/specific-groups/guidance-business-response.html
https://www.cdc.gov/coronavirus/2019-ncov/specific-groups/guidance-business-response.html
https://www.wsj.com/articles/fedex-to-start-mixing-express-and-ground-opera�tions-11581097743
https://www.wsj.com/articles/fedex-to-start-mixing-express-and-ground-opera�tions-11581097743
https://www.wsj.com/articles/fedex-to-start-mixing-express-and-ground-opera�tions-11581097743
https://www.wsj.com/articles/fedex-to-start-mixing-express-and-ground-opera�tions-11581097743
https://www.fedex.com/en-us/shipping/7-day-delivery.html
http://www.2020stl.com
https://www.wsj.com/articles/fedex-to-start-mixing-express-and-ground-operations-11581097743
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Will there be training in your neck of the woods? How 
about taking a business weekender to a part of the 
country you don’t get to visit often to take in some train-
ing? Check your POS vendor’s website for schedules, 
and as always you can visit ambc4me.org/events to see 
which events AMBC will be attending as soon as they 
are announced.

AMBC4ME Online User Forum Has 
Moved
As a reminder, one of AMBC’s most popular member 
benefits, the AMBC online question and answer forum, 
has moved from away from Yahoo Groups and is now 
hosted directly on ambc4me.org! We ask that you 
please start using the new forum on ambc4me.org right 
away, as Yahoo has stopped supporting Yahoo Groups; 
any conversations had on the Yahoo Group may be con-
tinued on the new forum.

If you need any assistance, email hello@ambc4me.
org and we’ll get you any instructions or help that you 
may need so you can participate in discussions there, 
ask questions, find mentors, and be a part of AMBC’s 
#MembersHelpingMembers community.

Make sure to hit the blue "Subscribe" button so you 
don't miss any conversations, then head over to the 
AMBC blog and sign up for its new post email notifica-
tions as well!

Thank You for Your Service
Two of AMBC’s board members, MaryAnne Scarponi 
and Tobye McClanahan, have completed their service. 
We want to take the opportunity to thank them for the 
big role they’ve played as directors during their tenure on 
the board. We appreciate them both, with profound grati-
tude for their outreach, service, ideas, and advocacy for 
their fellow AMBC Members. They’ve truly shown what 
#MembersHelpingMembers means!

Call for AMBC Board of Directors 
Nominations
It’s time to grow the board again! As you know, the 
AMBC Board of Directors is comprised of volunteers—
AMBC Members just like you who give their time and 
energy to serve with term limits to guide our non-profit 
organization. If there are any AMBC Members you’d like 
to nominate to serve on the board, please let us know at 
hello@ambc4me.org. We hope to have an election soon, 
so please send your nominations ASAP.

Neo-Neon LED Electric Sign Available 
from Jackson Marking Products

Boost your stamp sales in the new decade by hanging 
this eye-catching LED sign in your window or on your 
wall. Lettering design and border create the appearance 
of a true neon sign, which would cost many hundreds of 
dollars, but it’s really embedded LEDs.
Order online at www.RubberStampMaterials.com or con-
tact Jackson Marking Products at 1 (800) 782-6622 or 
jmp@rubber-stamp.com.

INDUSTRY NEWS…
Continued from previous page

http://www.ambc4me.org
mailto:hello@ambc4me.org
mailto:hello@ambc4me.org
mailto:hello@ambc4me.org
http://www.RubberStampMaterials.com
mailto:jmp@rubber-stamp.com
http://www.ambc4me.org/events
http://www.ambc4me.org
http://www.ambc4me.org
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For the most part, we are taught to say yes to every 
client that walks through our doors. Even if we 
don’t know how to do something on the spot, so 

often we are coached to say yes up front and then figure 
out how to do it after the client leaves, even if we don't 
know at the time.

We would like to suggest an alternative method, one that 
may seem counterintuitive in the beginning but will even-
tually make sense, especially if you put it into practice.

As Warren Buffett's quote suggests, super successful 
people say no to most of the opportunity that comes by, 
waiting for the absolute right moment to say yes. It's like 
a star baseball player who doesn't swing at every pitch, 
waiting for just the right one so they can hit it out of the 
park.

Our time is the most precious commodity we have. If 
we spend it saying yes to everything, we will waste it on 
projects that take too much time with little profit in the 
end.

Last year, the two of us made some difficult decisions 
with regard to this exact predicament. We had to let go 
of spending time at the front counter, attending to every 
guest, in order to make time for working on the larger 
print and ship projects for our wholesale clients. In order 
to do that, however, we had to assemble a new team 
for the front counter who were just as good (or at least 
80%) at taking care of the guest experience as we were. 
We hired three new team members, let go of two former 
team members (an excruciatingly painful task, but one 
which had to be done), and empowered our son Yusuf to 
handle the managerial tasks for the front counter team.

Thus far, we've seen incredibly positive and profitable 
results. We are able to work more on our business than 
in our business by spending time and building relation-
ships with community members and business people, 
and as a result gain higher volume projects with higher 
profit margins. During this time, we are at ease, knowing 
that our front counter is being handled properly.

From time to time, we bring in secret shoppers to test 
our team and keep them on their toes. We empower 
our team with proper information, excellent benefits, and 
unlimited snacks. All in all, it has been a difficult, but nec-
essary transition and one that we feel will take our busi-
ness to the next level.

As the year of perfect vision, 2020, continues to pass 
by, you have to take steps to look at your business from 
an angle that is far from the day-to-day tasks. When you 
do that, you will realize all the steps necessary to say no 
to the smaller tasks and say yes to the larger ones. The 
daily grind of faxes, copies and small parcel shipping 
can easily be delegated to your team members while 
you concentrate on the larger freight jobs, print jobs, 
scan and shred jobs for attorneys and business people 
alike, business expansion, targeted marketing, commu-
nity relationship building, and more.

So, get started today! Ask, find, grow, network, and, 
most importantly, do!

Here’s to more profits, learning, and innovation. We look 
forward to seeing all of you in St Louis in April!

…

Saying No:  
A Habit of Super 
Successful People
by Seema and Fahim Mojawalla

"The difference between successful people and really successful people is that really 
successful people say no to almost everything." – Warren Buffet

Seema Mojawalla has a unique viewpoint that 
is always fresh, forward-thinking, and focused. 
She has an eye for merchandising and a passion 
for finding the perfect products to sell at Seema 
Boutique, located within the Spa of Shipping, 
Island Ship Center, an experience-based retail 
shipping spa located five miles south of Niagara 
Falls in Grand Island, New York, which she co-
owns with her husband Fahim. Seema serves 
on the AMBC Board of Directors as Director of 
Innovation. #QueenofRetail

Fahim Mojawalla is a social media guru known 
for his love of hashtags. He uses them to explain 
his #FahimFix ideas—ideas which he shares as 
an instructor at industry events and at FahimFix.
com. He serves on the AMBC Board of Directors 
as Director of Social Media and Board Chair and, 
along with his wife Seema, is an effervescent co-
owner of Island Ship Center, the Spa of Shipping. 
Be sure to follow islandshipcenter.com and 
@islandshipcenter on your favorite social media 
channels. #FahimFix

http://www.ambc4me.org
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Leader in print, copy, scan, 
indoor/outdoor wide-format printers, 

and envelope printing technology

KEVIN KEATING
TOLL FREE 855-530-5790    |    KKEATING@PACIFICOFFICE.COM

GOLD SPONSOR 2020

http://www.ambc4me.org
mailto:KKEATING@PACIFICOFFICE.COMGOLD
mailto:KKEATING@PACIFICOFFICE.COMGOLD
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#iamAMBC  AMBC Member Spotlight
In each issue of MBC Today, we feature an outstanding AMBC Member so our other members can get to know them 
better. If you know an AMBC Member who would be deserving of this feature, please let us know.

AMBC Member name(s):
Mary Bray

AMBC Member business:
PakMail Thorpe Lane
1101 Thorpe Lane Suite 105
San Marcos, TX 78666
1 (512) 878-7894
us17002@pakmail.com

How long have you been involved with this industry?
I have been in the packing and shipping industry since 
2010, starting out with small auto and truck parts. When 
I opened my store in December of 2017, I definitively 
learned how to package and ship pretty much anything 
that comes through my door. We pack and ship anything 
anywhere!
How long have you been a member of AMBC?
I first met Fahim and Seema at an expo in Houston, TX 
in February of 2018 and they introduced me to a whole 
new world of possibilities in social media and even 
helped me with some printing needs I had at that time. 
Though I didn't sign up with AMBC until probably right 
about the time of AMBC’s Ohio workshop later that year, 
I kept in touch with Fahim and Seema and they contin-
ued to offer tips and support I much needed as a brand 
new owner of my pack and ship store. They were so 
generous, kind and so helpful toward me. I kept reaching 
out to them so much that I had them on speed dial and 
they kept answering my calls!
Tell us a little bit about your team.
At this time, I have a full-time graphics designer, Frank, 
who also helps with everything around the store as 
needed. I also have a part-timer, James, who can do 
graphic design and help customers all around. Currently 
I am looking to hire another part-timer to help free up my 
graphic designer, as we are getting busier designing and 
printing.
Tell us a little bit about your community.
We are in a college town and our economy is noticeably 
impacted by the school schedule. This is one of biggest 
challenges as business owners in this town and this is 
one major reason I network several hours a week with 

other business owners. In order to survive the coming 
and going of students, I saw the need to cater toward 
businesses and I focus much of my attention developing 
products and services adults need all the time, such as 
passport services from photos to emergency turnarounds 
in under 10 days, mailboxes, both physical and virtual, 
wine shipping, and, more than anything else, printing. I 
shifted my focus to providing business owners with any-
thing from everyday business cards to name tags, flags 
and yard signs, vinyl banners, brochures, flyers, and 
everything they may need to get ready for expos or con-
ventions such as retractable banners and table clothes
What products / services do you offer?
We are a one-stop shops that offers many time saving 
solutions for individuals and businesses, including:

PACKING
SHIPPING
FREIGHT
PRINTING
NOTARY

PACKING SUPPLIES
CUSTOM PACKING

MAILBOXES
VIRTUAL MAILBOXES
EXPEDITED PASSPORT 

SERVICES
PASSPORT PHOTOS

MARKETING MATERIALS
BANNERS

24-HOUR BUSINESS CARDS
GRAPHIC DESIGN SERVICES

VINYL LETTERING
COPIES

DOCUMENT SHREDDING
FULL COLOR NAME TAGS

FULL COLOR CUSTOM GIFTS
RUBBER STAMPS

FAX
GREETING CARDS
WINE SHIPPING

http://www.ambc4me.org
mailto:us17002@pakmail.com
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What are your plans for the future?
I definitively see a need in our community for more print-
ing and graphic design. Also, our customized gifts and 
name tags have really started another great opportunity 
for us and I will look into adding more products to our 
color sublimation list. So far, our best sellers are custom 
mugs, name tags, mouse pads, metal photo panels, key 
rings, and tree ornaments.
We are currently offering virtual mailbox services 
through Anytime Mailbox and iPostal1, and just signed 
up with PostScan Mail. This makes four possible ways 
we can attract and serve mailbox customers. This new 
addition will help my goal of expanding my mailbox ser-
vices this year and going forward.
Invitations and 'Big Heads' or 'Fat Heads' for games and 
graduations is another area that has a lot of potential in 
my town and that is on my list of services to implement 
in 2020.
I am also aiming to expand my freight services and would 
like to add piano moving services. I once met a store 
owner and she told me she didn't even own one single 
hammer and she had all the connections to build crates, 
pick up, and ship heavy freight orders. She really inspired 
me and I know it can be done. I just need to get the right 
coaching and I am hoping to connect with someone who 
can guide me in the right direction via this article.
How has being an AMBC Member helped your busi-
ness?
From the time I first met Fahim and Seema, then later I 
met Steve, Marty, Norman, and so many other wonder-
ful members at the Ohio event and later at the Phoenix 
event, everyone has been so eager to share and enrich 
each other with their own lived experiences and knowl-
edge. From dos and don’ts, to "if I could do it all over 
again, this is how I would do it next time" kind of advice, 
to having pros at what they do basically guide you into 
areas of our business we had not explored or considered 
before, I mean, this group has something for everyone 
in any stage of the game. I love the AMBC family; that is 
what they are to me, not just another group I joined.
Where to follow:
Google PakMail Thorpe Lane
Facebook.com/PakMailThorpeLane
Instagram @PakMailThorpeLane

PakMail Thorpe Lane makes it possible to visit their 
store virtually, taking a self-guided tour using up, down, 

left, and right arrows—just like a video game!  
Check it out at 

https://my.matterport.com/show/?m=1dKLgUQQfTM 
 ... and make sure to check out the dollhouse view.

Can you make Mary magically appear in the passport 
photo area?"

http://www.ambc4me.org
https://my.matterport.com/show/?m=1dKLgUQQfTM


12  –   MBC Today | March/April 2020 | www.ambc4me.org 

recharged, refreshed, and able to 
tackle those always-waiting, never-
ending tasks much more efficiently. 

Maybe you’re a one- or two-person 
shop and it feels impossible to step 
away. If that’s the case, it’s prob-
ably a more critical situation for you 
do exactly that. Find another store 
owner near you and share time 
away. There are a few retired store 
owners who offer to “babysit” as 
a service. It’s a cost that would be 
well worth it. Or, make the invest-
ment in finding someone who can 
run your store in your absence. You 
already invest in equipment, sup-
plies, and merchandise. Investing 
in people is a method for you to not 
only step away, but also to give you 
the chance to grow your business to 
justify the additional cost of staff. 

Going at it night and day can take 
the motivation out of you. Finding 
a way to stop and smell the coffee 
(sorry, couldn’t resist) can revitalize 
you and, in turn, energize your store. 
We must change the mindset oper-
ating our stores to working smarter 
and harder, being innovative, and 
keeping our stores fresh and rel-
evant, while also keeping ourselves 
fresh and having the energy to 
tackle the ever-changing industry 
we’re in. 

…

As small business owners and entrepreneurs, we know that we all wear 
different hats and work long hours to make our stores and operations 
succeed. Things are continually changing in our industry and the mar-

ket pressures are only increasing. 

Often, we’re paddling faster and faster in order to keep our heads above the 
rising waters. Can we work longer hours? Can we work smarter? Can we be 
the duck whose webbed feet are moving at a BitTorrent pace under the water 
to move forward? Potentially, yes, to all three questions. However, for us to be 
at our best, sometimes we must take a different tack so that we can succeed.

Here are a few suggestions on little things you can do as a store owner in 
order to change your mindset and give you a chance to refresh yourself 
when you’re in the store, swapping all those different hats, putting out all 
those fires, and paddling faster and faster in order to succeed. 

First, take a minute to unplug. Most of us are constantly on our cellphones, 
receiving email updates, posting on social media for our stores, and doing 
the vast things that wonderful smartphones now allow us to do. There is 
growing research that shows that using cellphones during leisure time inter-
feres with our ability to disconnect from work and recover from the stress and 
demands we face daily.

Maybe it’s only an hour. But, the longer we can unplug, turn the cellphone off, 
and decompress, the more likely we’ll be able to perform better when we’re 
plugged in. Read a book, exercise, or take a walk—whatever you do, just put 
the cellphone down and unplug, avoiding its temptation and distraction. 

Next, learn to automate and delegate. We hopefully all use shipping software 
to automate our shipping processes. Both PostalMate® and ShipRite™ offer 
excellent solutions that help us automate packing and shipping. But, look at 
your other responsibilities and tasks. Which of these can be automated? If 
you can, save yourself time and effort in reducing redundant tasks. It’s often 
a cost saving practice for store owners to do everything themselves, but 
there’s a built-in cost in doing that. Free up your time in order to focus on 
other things and growing your business.

Likewise, we may be the most qualified person in our store to do every single 
task. But is it cost-effective for us to be making a twenty-cent copy or pack-
ing every single job that comes in the store? We must be able to delegate 
to our employees and trust that they will follow the excellent training that we 
have provided them. Yes, they may make a mistake. However, that can be a 
teaching tool and another opportunity for us to get out from behind the coun-
ter and grow our business in a meaningful way. This was the hardest lesson 
for me as a store owner to learn. As a perfectionist, I want everything to be 
done exactly the right way. I now know that trusting employees and empow-
ering them makes them more engaged in being a part of the team. 

Make going on a vacation a deliberate thing. I know it’s difficult for us to let 
our “babies” go for any length of time. However, just as you need to delegate 
to tasks to your staff, you also need to be able to trust them not to burn down 
your store. Go on a cruise, take a weekend away, and let it go for as long or 
as short a time as you can. It will pay dividends beyond the cost. You’ll be 

You Deserve a Break Today
by Norman Froscher

Norman Froscher and 
his wife Lisa co-own 
Espresso Mail in West 
Palm Beach, Florida 
and Norman serves 
on the AMBC Board of 
Directors as Director of 
Engagement and Board 
Vice Chair. When he’s 

not packing, shipping, or printing, he’s look-
ing for a good cup of coffee or espresso, 
which makes it really convenient that he has 
a coffee bar in his store. #NormanKnows

http://www.ambc4me.org
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Accommodations
$109
Per Night
Rate Includes:
• All Meals
• Transportation
• High-Speed Internet
• Pool & Fitness Center

4450 Evans Pl
Saint Louis
 MO 63134

314.521.6444

2020 Visionary Summit2020 Visionary Summit
April 16th-19thApril 16th-19th

Join us for a weekend of training and events!Join us for a weekend of training and events!

DON'T MISS THIS YEAR'S

EYE-OPENING EVENT!DON'T MISS THIS YEAR'S

EYE-OPENING EVENT!

With
Keynote Speaker
Bob Ramsey

Let 2020
Be Your Year
to Get Focused!

Let 2020
Be Your Year
to Get Focused!Visit 2020stl.com or use Group Code:MBS

Hosted ByHosted By

2020stl.com
Register now at

Vendor SponsorsVendor Sponsors

TM

®

PROSPEROUS SHRED
N AT I O N S
SHRED SMARTER

®

SM

®

Registration Form

2020VisionarySummit
April 16th-19th

2020VisionarySummit
April 16th-19th

Get Focused in 2020

Get Focused in 2020

Hosted By

Hosted By

Sponsored By

Sponsored By

Classes

Special Events
Meals

Hotel

http://www.ambc4me.org
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2020 Visionary Summit
Schedule

2020 Visionary Summit
Schedule

*Packing 1, Shipping 1, and Mailbox Rental 1 are prerequisites for Packing 2, Shipping 2, and Mailbox Rental 2.
 Enrollment in both classes at this event, or prior completion and certi�cation in Level 1 courses is required.

SATURDAY • APRIL 18th

SUNDAY • APRIL 19th

Shipping 2*

Mailbox Rental 2*

Progressive Vision Track

9:30AM Packing 2*

8:00AM Breakfast

12:30PM Lunch

Shipping 2*

Mailbox Rental 2*

Progressive Vision Track

2:00PM Packing 2*

5:00PM Dinner & The Mail Box Store Tour

8:30AM Breakfast

9:45AM MBC Uniform Extravaganza

10:30AM Association of Mail & Business
Centers Town Hall/Open Mic

12:00PM Lunch

Shipping 1

Mailbox Rental 1

Progressive Vision Track

1:15PM Packing 1

Shipping 1

Mailbox Rental 1

Progressive Vision Track

THURSDAY • APRIL 16th

FRIDAY • APRIL 17th

8:00AM Breakfast

9:30AM

11:45AM Anheuser-Busch Tour

2:30PM
5:00PM Dinner & Key Note with

Bob Ramsey
7:15PM Employee Event & Owner Social

7:30AM Breakfast

9:00AM Packing 1

12:00PM Lunch

Shipping 1

Mailbox Rental 1

Progressive Vision Track

1:30PM Packing 1

4:30PM FedEx Ground Operations Tour

7:30PM Vendor Showcase & Dinner

TM

sponsored by

Packing 1 & Packing 2
Packing 1 is an introduction to basic packing and will introduce 
you to the complete distribution environment.  In Packing 2, we 
will continue and discuss specialty packing techniques such as 
box manipulation and construction.

Shipping 1 & Shipping 2
The �rst level of the shipping course will cover many aspects of 
basic domestic shipping. For the second level, we will dive 
deeper into services and restrictions for each carrier and 
international shipping. 

Mailbox Rental 1 & Mailbox Rental 2
Mailbox Rental 1 is an in-depth course in which we will discuss 
topics including how to become a CMRA. The next part of the 
course will cover important aspects of how to set up, market, sell, 
and manage mail receiving services.

Check out our website for more event
information and detailed class schedules.

2020stl.com

POS Software Debate**
Mark your calendars now for the 2020 
MBC Software Debate! This debate 
will feature knowledge and insights 
from users of industry POS software 
titans PostalMate® and ShipRite™, as 
well as our newest candidate to the 

software platform, ShipSafe®. This town hall style debate we will be 
moderated as we explore each software a little more in-depth.

Anheuser-Busch Tour
From the historic architecture of the
St. Louis brewery to the latest brewing 
technology used at their other locations, 
each of Anheuser-Busch’s tour centers has 
a captivating story to tell. You will also 
learn about Budweiser’s signature 7-Step 

Brewing Process that was created and perfected more than 100 
years ago to brew the most consistent, quality beer.

Dinner & Key Note with Bob Ramsey
Bob Ramsey believes that people can change, 
and can achieve remarkable things. He teaches 
leaders how to get the very best from their team 
members. Over the past two decades, Bob 
Ramsey has presented these strategies to clients 
such as Adobe, Merck, Spectrum Brands, and 
Bristol-Myers Squibb. 
Check out BobRamseySeminars.com

Employee Event & Owner Social
It’s time to get social! We’ll have a special event just 
for employees and another just for owners, giving 
each a chance for peers to bond and grow 
together. Make sure to wear your party pants, 
because we’re going to have fun!

**The 2020 MBC Software debate has not been o�cially sanctioned by any political party, vendor, 
software company, or industry association. The content expressed within will be presented in a 
way intended for informational purposes only. Making a decision on a software company is a 
serious choice and should only be made after great thought, testing, trial, and deliberation.

Join us for a large spread of delicious hors d’ouvre, then participate in our vendor showcase. Meet 
representatives from our list of over twenty participating vendors! Find out their show specials, 
pick their brains on their products and services, and grow your business through what they have 
to o�er. These vendors have been selected, vetted and are trusted by our hosts and sponsors, and 
we know they’ll bring great bene�t to you!

TM

sponsored by

Vendor Showcase & Hors d’Ouvre

CERTIFIED COURSES
Business

of
Excellence

CERTIFIED GOLD STORE

PROGRESSIVE VISION
SEMINARS

BASIC VISION
COURSES

We are all in business to make money, but are you really protecting your assets from 
the "what if?" Come �nd out how you are probably not covered for the unexpected 
and what you should do to protect yourself. 

Are you using your current equipment and vendors to their full potential. Do you 
have a plan to get you into the next decade? In this section, we'll explore current 
and new vendors that have products and services that could help us today and well 
into the future.

Spend the afternoon with experts from the major social media companies as they 
give us an inside scoop on what makes you stand out in searches, what makes your 
pro�le pop, and what tips and tricks you can use to boost your online image. 

Are you going to let another calendar year go by without using all of the bene�ts 
you already have at your �ngertips? Come �nd out what these bene�ts are, discover 
what you may be overlooking, and maximize the dollars you're already spending.

Protecting Your Assets

What’s Your Vision for 2020?

Do You Look Good Online?

Bene�t From Your Bene�ts

FedEx Ground Operations Tour
Have you ever wondered what 
happens to a package when it 
leaves your store? This is your 
opportunity to �nd out! We’ll be 

taking an exclusive behind-the-scenes tour of a local FedEx 
Ground facility to learn what happens in the transportation hubs. 
Representatives will guide us through the expansive facility and 
show us a small part of getting shipments from Point A to B. This 
unique tour is one you won’t want to miss! Be sure to wear your 
walking shoes!

Dinner & The Mail Box Store Tour

We will leave on an epic adventure that will 
include stops at Eliot and Kimberly’s Illinois 
store locations, including their brand new 
O’Fallon location and their state-of-the-art print 
production facility.

Strut your stu� at this fun, quirky runway-themed fashion show! 
Bring your favorite store uniforms, swag, and giveaway items to 
show your peers and become inspired by what their teams wear.

MBC Uniform Extravaganza

Association of Mail & Business Centers
Town Hall/Open Mic

Join the board of directors and sta� of 
AMBC for a town hall to discuss 
anything and everything that’s 
important to you. As a non-pro�t, 
member-run industry association, the 

AMBC team loves any chance to have frank discussions with its 
members on concerns, best practices, ideas, and inspiration for 

all to continue growing together to collectively meet 
challenges and maximize opportunities.

Our very popular roundtable discussions are back! Find your favorite topics, then 
join a small group at a table with a subject expert / mentor to learn, discuss, and 
grow together. Roundtable topics will be on everything from growing greeting 
card and retail sales to marketing ideas and social media techniques.

Progressive Roundtables

Don’t miss the opportunity to learn how to increase your bottom line by sending 
an email, with Freight & Digital Mailboxes.

Unlimited Pro�ts Are Only an Email Away

http://www.ambc4me.org
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2020 Visionary Summit
Schedule

2020 Visionary Summit
Schedule

*Packing 1, Shipping 1, and Mailbox Rental 1 are prerequisites for Packing 2, Shipping 2, and Mailbox Rental 2.
 Enrollment in both classes at this event, or prior completion and certi�cation in Level 1 courses is required.

SATURDAY • APRIL 18th

SUNDAY • APRIL 19th

Shipping 2*

Mailbox Rental 2*

Progressive Vision Track

9:30AM Packing 2*

8:00AM Breakfast

12:30PM Lunch

Shipping 2*

Mailbox Rental 2*

Progressive Vision Track

2:00PM Packing 2*

5:00PM Dinner & The Mail Box Store Tour

8:30AM Breakfast

9:45AM MBC Uniform Extravaganza

10:30AM Association of Mail & Business
Centers Town Hall/Open Mic

12:00PM Lunch

Shipping 1

Mailbox Rental 1

Progressive Vision Track

1:15PM Packing 1

Shipping 1

Mailbox Rental 1

Progressive Vision Track

THURSDAY • APRIL 16th

FRIDAY • APRIL 17th

8:00AM Breakfast

9:30AM

11:45AM Anheuser-Busch Tour

2:30PM
5:00PM Dinner & Key Note with

Bob Ramsey
7:15PM Employee Event & Owner Social

7:30AM Breakfast

9:00AM Packing 1

12:00PM Lunch

Shipping 1

Mailbox Rental 1

Progressive Vision Track

1:30PM Packing 1

4:30PM FedEx Ground Operations Tour

7:30PM Vendor Showcase & Dinner

TM

sponsored by

Packing 1 & Packing 2
Packing 1 is an introduction to basic packing and will introduce 
you to the complete distribution environment.  In Packing 2, we 
will continue and discuss specialty packing techniques such as 
box manipulation and construction.

Shipping 1 & Shipping 2
The �rst level of the shipping course will cover many aspects of 
basic domestic shipping. For the second level, we will dive 
deeper into services and restrictions for each carrier and 
international shipping. 

Mailbox Rental 1 & Mailbox Rental 2
Mailbox Rental 1 is an in-depth course in which we will discuss 
topics including how to become a CMRA. The next part of the 
course will cover important aspects of how to set up, market, sell, 
and manage mail receiving services.

Check out our website for more event
information and detailed class schedules.

2020stl.com

POS Software Debate**
Mark your calendars now for the 2020 
MBC Software Debate! This debate 
will feature knowledge and insights 
from users of industry POS software 
titans PostalMate® and ShipRite™, as 
well as our newest candidate to the 

software platform, ShipSafe®. This town hall style debate we will be 
moderated as we explore each software a little more in-depth.

Anheuser-Busch Tour
From the historic architecture of the
St. Louis brewery to the latest brewing 
technology used at their other locations, 
each of Anheuser-Busch’s tour centers has 
a captivating story to tell. You will also 
learn about Budweiser’s signature 7-Step 

Brewing Process that was created and perfected more than 100 
years ago to brew the most consistent, quality beer.

Dinner & Key Note with Bob Ramsey
Bob Ramsey believes that people can change, 
and can achieve remarkable things. He teaches 
leaders how to get the very best from their team 
members. Over the past two decades, Bob 
Ramsey has presented these strategies to clients 
such as Adobe, Merck, Spectrum Brands, and 
Bristol-Myers Squibb. 
Check out BobRamseySeminars.com

Employee Event & Owner Social
It’s time to get social! We’ll have a special event just 
for employees and another just for owners, giving 
each a chance for peers to bond and grow 
together. Make sure to wear your party pants, 
because we’re going to have fun!

**The 2020 MBC Software debate has not been o�cially sanctioned by any political party, vendor, 
software company, or industry association. The content expressed within will be presented in a 
way intended for informational purposes only. Making a decision on a software company is a 
serious choice and should only be made after great thought, testing, trial, and deliberation.

Join us for a large spread of delicious hors d’ouvre, then participate in our vendor showcase. Meet 
representatives from our list of over twenty participating vendors! Find out their show specials, 
pick their brains on their products and services, and grow your business through what they have 
to o�er. These vendors have been selected, vetted and are trusted by our hosts and sponsors, and 
we know they’ll bring great bene�t to you!

TM

sponsored by

Vendor Showcase & Hors d’Ouvre

CERTIFIED COURSES
Business

of
Excellence

CERTIFIED GOLD STORE

PROGRESSIVE VISION
SEMINARS

BASIC VISION
COURSES

We are all in business to make money, but are you really protecting your assets from 
the "what if?" Come �nd out how you are probably not covered for the unexpected 
and what you should do to protect yourself. 

Are you using your current equipment and vendors to their full potential. Do you 
have a plan to get you into the next decade? In this section, we'll explore current 
and new vendors that have products and services that could help us today and well 
into the future.

Spend the afternoon with experts from the major social media companies as they 
give us an inside scoop on what makes you stand out in searches, what makes your 
pro�le pop, and what tips and tricks you can use to boost your online image. 

Are you going to let another calendar year go by without using all of the bene�ts 
you already have at your �ngertips? Come �nd out what these bene�ts are, discover 
what you may be overlooking, and maximize the dollars you're already spending.

Protecting Your Assets

What’s Your Vision for 2020?

Do You Look Good Online?

Bene�t From Your Bene�ts

FedEx Ground Operations Tour
Have you ever wondered what 
happens to a package when it 
leaves your store? This is your 
opportunity to �nd out! We’ll be 

taking an exclusive behind-the-scenes tour of a local FedEx 
Ground facility to learn what happens in the transportation hubs. 
Representatives will guide us through the expansive facility and 
show us a small part of getting shipments from Point A to B. This 
unique tour is one you won’t want to miss! Be sure to wear your 
walking shoes!

Dinner & The Mail Box Store Tour

We will leave on an epic adventure that will 
include stops at Eliot and Kimberly’s Illinois 
store locations, including their brand new 
O’Fallon location and their state-of-the-art print 
production facility.

Strut your stu� at this fun, quirky runway-themed fashion show! 
Bring your favorite store uniforms, swag, and giveaway items to 
show your peers and become inspired by what their teams wear.

MBC Uniform Extravaganza

Association of Mail & Business Centers
Town Hall/Open Mic

Join the board of directors and sta� of 
AMBC for a town hall to discuss 
anything and everything that’s 
important to you. As a non-pro�t, 
member-run industry association, the 

AMBC team loves any chance to have frank discussions with its 
members on concerns, best practices, ideas, and inspiration for 

all to continue growing together to collectively meet 
challenges and maximize opportunities.

Our very popular roundtable discussions are back! Find your favorite topics, then 
join a small group at a table with a subject expert / mentor to learn, discuss, and 
grow together. Roundtable topics will be on everything from growing greeting 
card and retail sales to marketing ideas and social media techniques.

Progressive Roundtables

Don’t miss the opportunity to learn how to increase your bottom line by sending 
an email, with Freight & Digital Mailboxes.

Unlimited Pro�ts Are Only an Email Away

http://www.ambc4me.org
http://www.2020stl.com
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Accommodations
$109
Per Night
Rate Includes:
• All Meals
• Transportation
• High-Speed Internet
• Pool & Fitness Center

4450 Evans Pl
Saint Louis
 MO 63134

314.521.6444

2020 Visionary Summit2020 Visionary Summit
April 16th-19thApril 16th-19th

Join us for a weekend of training and events!Join us for a weekend of training and events!

DON'T MISS THIS YEAR'S

EYE-OPENING EVENT!DON'T MISS THIS YEAR'S

EYE-OPENING EVENT!

With
Keynote Speaker
Bob Ramsey

Let 2020
Be Your Year
to Get Focused!

Let 2020
Be Your Year
to Get Focused!Visit 2020stl.com or use Group Code:MBS

Hosted ByHosted By

2020stl.com
Register now at

Vendor SponsorsVendor Sponsors

TM

®

PROSPEROUS SHRED
N AT I O N S
SHRED SMARTER

®

SM

®

Registration Form

2020VisionarySummit
April 16th-19th

2020VisionarySummit
April 16th-19th

Get Focused in 2020

Get Focused in 2020

Hosted By

Hosted By

Sponsored By

Sponsored By

Classes

Special Events
Meals

Hotel

http://www.ambc4me.org
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Shipsurance offers shipping insurance coverage for 
your Mail & Parcel Center. Make sure that the 
parcels that pass through your store are 100% 
covered for loss or damage while adding to your 
bottom line. Trust Shipsurance as your outsourced 
claims management department.

• Low Cost, All-Risk Shipping Insurance Coverage.
• Cover the Full Value of Your Shipments PLUS Your
    Retail Pack and Ship Charges = COVER YOUR PROFIT!
• Proving Carrier Negligence is NOT Required.
• No Co-Insurance Penalties.
• Coverage for Drop-offs is Included.
• Rapid, Online Claims P• Rapid, Online Claims Processing That is Not 
    Dependent on Carrier Approval.
• Friendly, Knowledgeable Staff.
• Coverage is underwritten by U.S. based
    Voyager Indemnity Insurance Company.

Call us for more details or visit us on the web

CDI Number OE396065

www.MPCShippingInsurance.com
1-866-852-9956

http://www.ambc4me.org
http://www.MPCShippingInsurance.com
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Company Name:
GO Logistic

Contact:
Chad Helbert
chad@gologistic.com or ltl@gologistic.com
1 (419) 666-6721 x207

What products / services do you offer?
LTL (Less-than-truckload), FTL (Full-truckload), and expedite shipping options.

What benefit(s) do you bring to AMBC Members?
Discounted rates for LTL with an online portal to quote, book, and track freight shipments.

What new or growing opportunities do you see for AMBC Members in the future, and what can you do to 
help them?
Freight services are a very profitable revenue center for a mail and business center. Anyone can call UPS or FedEx 
and get their own account these days, so stores must find a way to differentiate themselves to succeed. Adding freight 
is a great option!

GO Logistic can help with discounted rates with almost every LTL carrier. We use our own volume to negotiate some 
of the most competitive rates in the industry. As our volume grows, we are able to continue to negotiate better rates 
that allow us to pass those savings on to our customers. As we add more and more shipping stores, we will also be 
able to negotiate accessorial rates as well.

Our dedicated LTL team tracks every shipment we send out to make sure pickups are schedule and deliveries are 
made on time. With over 20 years in the mail and business center industry, we understand the business from both 
sides. We are always available to help with any packaging and shipping questions.

Where to follow:
www.gologistic.com

AMBC Trusted Supplier Spotlight
In each issue of MBC Today, we feature an AMBC Trusted Supplier so our members can get to know them 
better. These are people and companies that we admire and trust, and we know you’ll benefit from them.

A case for considering direct mail marketing, such as EDDM (Every Door Direct Mail) from the USPS (and great 
data to share with your clients to get their EDDM printing business): 80-90% of direct mail gets opened, but only 
20-30% of email gets opened on a good day. The response rate to direct mail pieces is 3.7%, as 
opposed to 2% mobile, 1% email, and 0.2% internet display.

Statistics source: https://smallbiztrends.com/2017/01/direct-mail-marketing-statistics.html

Suggested article: “Stop Believing in Free Shipping” by Amanda Mull from the January/February 
2020 issue of The Atlantic

https://www.theatlantic.com/magazine/archive/2020/01/the-myth-of-free-shipping/603031/

http://www.ambc4me.org
mailto:chad@gologistic.com
mailto:ltl@gologistic.com
http://www.gologistic.com
https://smallbiztrends.com/2017/01/direct-mail-marketing-statistics.html
https://smallbiztrends.com/2017/01/direct-mail-marketing-statistics.html


	  MBC Today	|	March/April	2020	|	www.ambc4me.org		–	 19

Using GO Logistic Freight
a	testimonial	by	Steve	Dick

I	do	on	average	8-10	freight	shipments	a	year.	I	have	found	that	it	can	be	a	
very	profitable	service	offering.	

One	customer	in	particular,	a	classic	car	dealer,	has	me	ship	hardtops	for	
convertible	corvettes	multiple	times	per	year.	They	almost	always	have	the	
same	weight	and	dimensions,	so	it	is	a	really	good	freight	shipment	to	use	in	
comparison	with	different	freight	brokers.	

Before	I	started	using	AMBC’s	freight	program	through	GO	Logistic,	I	had	
previously	used	a	couple	of	popular	large	freight	vendors	in	our	industry.	As	
a	numbers	guy,	I	still	compare	rates	between	those	vendors	and	GO	Logistic	
…	and	every	time	I’ve	done	a	comparison,	GO	Logistic	has	really	impressed	
me.	In	a	world	were	costs	go	up	every	year,	GO	Logistic’s	rates	for	AMBC	
Members	has	significantly	lowered	my	costs	on	these	shipments.	I	thought	it	
would	be	a	fun	thing	to	do	a	current	comparison	between	three	of	these	bro-
kers.	These	are	the	freight	specifications	I	used	for	all	comparisons:

Weight:	160	pounds	going	to	a	residence	in	Pensacola,	Florida	32507

Dimensions:	50x50x21,	class	200,	liftgates	on	pickup	and	delivery

These	are	the	prices	that	were	returned	on	Feb	15th,	2020.	All	brokers	had	
R&L	Carriers	as	the	least	expensive	option,	so	this	is	a	true	apples-to-apples	
comparison.	

Freight	Vendor	A:	$300.94

Freight	Vendor	B:	$349.79

GO	Logistic:	$244.13

Yes,	you	are	reading	that	correctly.	A	savings	of	over	$50	to	the	next	closest	
broker.	But	here	is	the	best	part:	GO	Logistic	allows	you	to	ship	any	shipment	
as	density-based,	even	if	it	classes	it	less	than	the	NMFC	does.	So,	this	ship-
ment	can	ship	through	GO	Logistic	at	class	175	instead	of	class	200,	bring-
ing	the	price	down	to	$233.18	(an	additional	$11	in	my	pocket).		

I	used	to	mark	my	freight	shipments	up	30-35%	and	still	would	lose	custom-
ers	because	the	cost	was	too	much.	Now,	I	am	marking	up	my	shipments	
40-45%,	and	winning	a	lot	more	of	my	bids.	

AMBC’s	freight	program	with	GO	Logistic	is	a	significant	cost-saving	solution	
for	AMBC	Members.	Please	don’t	hesitate	to	contact	Chad	at	GO	Logistic	
and	see	how	he	can	jump	start	your	freight	program!	

Angela	Duckworth,	psycholo-
gist	and	MacArthur	“Genius”	
fellow,	has	determined	that	the	
formula	for	success	is:

Talent	x	Effort	=	Skill

Skill	x	Effort	=	Achievement

Skill,	she	says,	is	the	product	of	
talent	or	potential	in	something	
multiplied	by	how	much	effort	
you	put	into	it.	It’s	not	something	
you’re	just	born	with,	but	any-
thing	you’re	good	at—inherent	
or	learned.	Achievement,	or	
success,	is	taking	that	skill	and	
putting	even	more	effort	into	it.

“Without	effort,	your	talent	is	
nothing	more	than	your	unmet	
potential,”	Duckworth	writes	in	
her	book.

Source:	CNBC	article	from		
July	7,	2016:		
https://www.cnbc.
com/2016/07/07/a-psychologist-
says-this-is-the-formula-for-
success.html

“I	cannot	give	you	the	formula	
for	success,	but	I	can	give	you	
the	formula	for	failure:	try	to	
please	everybody.”	

–	Herbert	B.	Swope

http://www.ambc4me.org
https://www.cnbc.com/2016/07/07/a-psychologist-says-this-is-the-formula-for-success.html
https://www.cnbc.com/2016/07/07/a-psychologist-says-this-is-the-formula-for-success.html
https://www.cnbc.com/2016/07/07/a-psychologist-says-this-is-the-formula-for-success.html
https://www.cnbc.com/2016/07/07/a-psychologist-says-this-is-the-formula-for-success.html
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If you would like to submit a letter to Ask Uncle 
Marty™, please email him at marty@ambc4me.org. 
Anonymity is guaranteed, and names are always 
changed.

Dear Uncle Marty,
We had a customer drop off a package for FedEx, 
for which we gave them a receipt. We then mis-
takenly put it in the USPS pickup area. The USPS 
then picked up the package. The package does 
not require a signature, so I doubt it was insured. 
However, the customer was returning a $1300 coat 
with a prepaid label. Currently, it appears lost, with 
no tracking yet. I’m wondering what the next course 
of action is and what I’m liable for financially.
Sincerely, Concerned in Colorado

Dear Concerned,
This kind of thing happens more often than you’d think.
My local post office has a shelf where they put all the 
UPS and FedEx packages that show up in their collec-
tions. It's not uncommon. Then, they just wait for UPS 
and FedEx to pick up from that shelf, which seems to 
happen very inconsistently. Sometimes the stuff sits 
there for months with no one caring about it.
I have a local driver who, when I ask her, will check those 
shelves for us if there's an issue. Then sometimes I just 
tell my FedEx and UPS drivers to go to the post office 
when they can to pick up from those shelves, because 
without instigation they tend just to sit there forever.
This might be a good opportunity to reach out to your 
local postmaster. If you don’t have a good relationship 
with them already, this may be your chance to build one. 
Approach them with advanced gratitude for any assis-
tance they may be, and you just might be surprised with 
the help they willingly provide when asked nicely. Good 
luck!
With care, Uncle Marty
…
Dear Uncle Marty,
I saw your post on DHL discounts for China on 
AMBC's website. What percentage of margin do 
you think is competitive so as not to lose sales 
directly to the DHL online shipping options on their 
website? Since we share similar demographics, I 
thought of seeking your advice. I am currently work-
ing on 60% margin of retail over wholesale.
Sincerely, Curious in Cranston

Dear Curious,
The standard discount from DHL for DHL Service Point 
Partners (formerly called DHL Authorized Shipping 
Centers, or DASCs) is 63% off their published rates. So, 
if you have a 60% margin, that puts your retail rates 
slightly less than people will get directly on DHL's rate 
calculator online. It's a good advertising soundbite too if 
you're looking to gain customers based on rates:
"Our rates on DHL are less than DHL's online 
published rates ... and we compare them against 
FedEx and USPS to make sure you're choosing 
the right service for your needs and budget. We 
even print the label and take care of all the customs 
documentation for you!"

Be sure to remind your clients that you are there to com-
pare and make it easy. If they buy a DHL label online, 
they run the risk of getting a measurement wrong and 
being rebilled for the difference, or doing the customs 
documentation wrong and creating delays. By coming 
to you, you not only make sure DHL is the right option 
for them, but you also provide your expertise and soft-
ware so that the package gets to its destination much 
more smoothly than if they did it themselves without that 
expertise. Be careful not to compete on rates alone in 
the long run, as the service you provide has extreme 
value to those who recognize it.
If your volume is or gets high enough, DHL may put you 
on their "Top Tier Discount" program. It's a pretty great 
deal, with deeper discounts on services to many differ-
ent regions. Since I've been on that program, my DHL 
margins have gotten even sweeter.
Go get ‘em,
Uncle Marty

…

If you would like to submit a letter to Ask Uncle Marty™, please email him at marty@ambc4me.org. 
Anonymity is guaranteed, and names are always changed.

Marty Johnson is an entrepreneur, writer, and 
business coach. He serves as ex officio Director 
of Communication and Advisor to the Board for 
the non-profit Association of Mail & Business 
Centers (AMBC) and is Editor of MBC Today, 
AMBC's industry-leading publication. Marty owns 
and operates Uncle Marty's Shipping Office in 
Ithaca, NY, where he's also Co-Founder of the 
Collegetown Small Business Alliance. Please visit 
him at askunclemarty.com. #AskUncleMarty

http://www.ambc4me.org
mailto:marty@ambc4me.org
mailto:marty@ambc4me.org
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Make stamps

in your store!

While youWait Service!

Low Initial Investment
High Profit Margin

Easy to Operate

What are you waiting for?

Jackson Marking Products
http://rubberstampmaterials.com

jmp@rubber-stamp.com

www.RubberStampMaterials.com

Jackson Marking Products
800-782-6722

info@rubber-stamp.com

Create a high-quality pre-inked stamp in just 3 
minutes!  $7 to $10 in materials makes a 
stamp that sells for $20 to $28 at retail.  The 
complete system with an inventory of raw 
stamps and accessories is now only $999 with 
FREE shipping.  Best offer ever on the 
Stampcreator Pro System!  Offer ends March 
31, 2016.

What are you waiting for?
with FREE shipping
999$

Jackson Marking Products Co., Inc.
Tel: 800-782-6722  •  Fax: 800-782-6732

www.RubberStampMaterials.com
info@rubber-stamp.com

Joe Customer
123 Stamp Lane

Stampsville, XX 12345

Make Pre-Inked Stamps
$8 to $10 in materials becomes a $25 to $30 sale

Create a high-quality pre-inked stamp in just 3 minutes!  The 
system is compact, fitting nicely on the corner of a desk.  Connects 
to any Windows PC and operates with simple software.  Ask your 
industry friends if they use the Stampcreator Pro System - if they 
do they probably love it!

www.StampCreatorPro.com
For more details and video please visit

Jackson Marking Products Co., Inc.
Tel: 800-782-6722  •  Fax: 800-782-6732

www.RubberStampMaterials.com
info@rubber-stamp.com

with FREE shipping
999$

Make Pre-Inked Stamps
Special Package Offer ends March 31, 2016

Create a high-quality pre-inked stamp in just 3 minutes!  $8 to $10 in materials 
makes a stamp that sells for $25 to $30 at retail.  The system is compact, 
fitting nicely on the corner of a desk.  Connects to any Windows PC and 
operates with simple software.  Get the system with an inventory of raw 
stamps and accessories now for only $999 with FREE shipping.  Best offer 
ever on the Stampcreator System!

www.StampCreatorPro.com
For more details and video please visit

Your low-cost  
international  
shipping option.

•	 Expand your service offering
•	Offer low-cost shipping to over 40 European countries
•	 Reduce walk-outs due to high shipping costs
•	 Sign up today at: InternationalPackageShipping.com

Sign up today with zero activation fees and start 
earning additional revenue

Call 413-693-0065 or email info@InternationalPackageShipping.com

http://www.ambc4me.org
mailto:800-782-6732www.RubberStampMaterials.cominfo@rubber-stamp.comJoe
mailto:800-782-6732www.RubberStampMaterials.cominfo@rubber-stamp.comJoe
mailto:800-782-6732www.RubberStampMaterials.cominfo@rubber-stamp.comJoe
mailto:800-782-6732www.RubberStampMaterials.cominfo@rubber-stamp.comJoe
mailto:800-782-6732www.RubberStampMaterials.cominfo@rubber-stamp.comJoe
mailto:800-782-6732www.RubberStampMaterials.cominfo@rubber-stamp.comJoe
http://www.StampCreatorPro.comFor
http://www.StampCreatorPro.comFor
mailto:info@internationalpackageshipping.com
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by Norman Froscher

How do you determine the pricing for your products and 
services? Are you charging too little? Too much? Do you 
have customers that actually complain about your pric-
ing? Do you fret over the few people who complain that 
your pricing is higher than the post office? Most impor-
tantly, are you selling yourself, your services, and your 
prices short?

Normally, the first thing you’d want to do is make sure 
that you are competitive in your market. But, price is only 
one aspect of this. We have two competitors within two 
miles of us (don’t ask us why we thought putting another 
store in the middle of them was a good idea) and we 
blind shop them with employees and friends fairly fre-
quently to gauge what they charge for similar services. 
We actually keep our rates a little higher than what they 
charge. But we double down on the experience our cus-
tomers have so that the price difference is rarely an issue.

The question we ask ourselves, and you must ask too, 
is “are we providing an additional value that justifies the 
cost of our service?” Being the cheapest isn’t always the 
best. We have this sign in our store near our main POS 
and, while funny, it’s also very true.

It’s often a hard reality for us as shopkeepers to accept, 
but sometimes the people who walk in our doors are not 
actually our customers. We provide services at a great 
convenience and deserve to be paid a fair value for that 
experience. I find it ironic that people are willing to come 
into our store and fuss about the price of what a USPS 
First Class Mail package or book of stamps may cost 
but would never stand in line at a grocery store or Target 
and complain while checking out that they could get the 
same item cheaper somewhere else. Those people are 
not our customers and the best solution is to just smile 
and nod, then wish them well and part ways amica-
bly. Put your energy and focus into the customers who 
appreciate what you provide.

Having said this, please take a look at the margins you 
make on your carrier shipments. Are you inching those 
margins up quarterly, semi-annually, or annually? In the 
landscape of our industry, we must make certain that we 
aren’t leaving money on the table. While AMBC preaches 
#DiversifyOrDie, the staple of shipping remains a con-
stant and we must make sure that we make money at it.

One of the first mistakes I made in my store when I 
opened was not charging enough for packing and my 
expertise in making certain that the items I shipped 
were properly packed. I was afraid of potential blowback. 
What I soon learned is that most people were more than 
willing to pay extra to ensure that the items they were 
sending were properly packed so that they arrived safely 
and in one piece. Don’t discount your expertise and don’t 
forget to charge for it. You wouldn’t question the exper-
tise of your doctor and fuss about a discount when get-
ting treated for a disease. You’re a professional. There’s 
nothing wrong with being paid for it.

Then, you have to make certain that you are charging 
enough for your retail items and other supplies and ser-
vices. One of the best examples I can think of is Bed Bath 
& Beyond. They almost always have a coupon for 15% 
off in a multitude of ways. Do you think for one minute 
that giving that 15% off is going to reduce their margin 
to a level where they can’t make a profit? No. While the 
coupon off one item might not make enough margin for 
them, they’re counting on us to buy other items. And the 
markup on those items is enough that, even with the 15% 
discount, they’re still going to be making a decent profit.

So, mark up your items accordingly. It’s always easier 
to discount a 20-cube box by 15% if you’ve marked 
your cost up by three or four times. Then suddenly your 
customer thinks they got a great deal, rather than being 
upset with you over the price of the item.

Likewise, price retail items in your store so you’re able 
to turn them within 90 days. If a product isn’t turning fast 
enough, maybe you need to reconsider having it. We’re 
very snowbird centric in South Florida, so sometimes our 
retail items actually go longer, but keeping your store and 
items fresh is important in our internet shopping age.

Lastly, look at your overall margins. Where are you mak-
ing the best profits? What are your worst services and 
products? On the AMBC website, there are KPI spread-
sheet formulas to help you figure this out mathematically 
rather than just a gut feel. Just make sure that the price 
is right!
…

The Price Is Right

http://www.ambc4me.org
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Lessons from the Archives 
Remember, AMBC Members have access to all past issues in the Members Only section of ambc4me.org. 

Enjoy this throwback article from a past issue of MBC Today.  
 

I’ve been with AMBC since 2008 and I’ve been through a lot of changes here. The association’s 
changes, however, are not the changes that I’m talk-

ing about. I’m talking about our members. I’m talking 
about you!

As Director of Operations, I talk to AMBC Members 
every day. I’ve heard it all! But what I am hearing lately 
has me really excited. I’m hearing change. I’m hearing 
commitment. I’m hearing dedication. And most of all I’m 
hearing about members using the benefits they sign up 
for.

I get it, it sounds weird because who would just sign up 
and then not use the benefits? But a lot of people do 
just that! They sign up because it was recommended 
to them or they just thought it might be a good idea, but 
then don’t take advantage of all that’s at their finger-
tips as AMBC Members (the very popular online user 
question and answer forum, the member directory and 
store locator, the exclusive programs and discounts 
with AMBC Trusted Suppliers, access to all of the back 
issues of MBC Today, mentors, advisors, advocacy, 
events, the certified store program, certified classes, 
training, networking, learning, growing, etc., etc.).

You see, it’s my job—our job—to help you succeed. It’s 
my job to help you learn how to diversify, grow, and 
provide the best service possible to make a difference 
in your communities. So, I get really excited when I see 
AMBC Members actually using the benefits that I and 
the rest of the incredible AMBC team work so hard to 
provide. I get really excited when a person who has 
been with AMBC for many, many years says how happy 
they are that we are constantly looking outside the box 
for them. I love how they notice that we are changing 
with the industry, moving to find different profit outlets, 
and always looking out for their business.

Remember, my job is to help you. My job is to show you 
all the benefits that AMBC provides. My job is to excite 
you about these benefits. My job is to assist you with any 
business-related issues that arise. I will advocate for you 
and I will go to bat for you.

The AMBC team and I are here for you! Use us!

…

You Have Changed!
by Kim Galloway

A version of this essay was originally published in MBC 
Today Volume 17, Issue 2 (March/April 2015).

Kim Galloway, AMBC’s Director of Operations, 
indeed needs no introduction. If you’ve called 
AMBC any time in the last decade, there’s a 
good chance the friendly voice that answered 
was Kim’s. She is passionate about excellent 
service and looks for innovative ways to help 
AMBC Members navigate the multitude of chal-
lenges and opportunities facing them in this age 
of constant change.

Almost half of all product searches begin on Google 
and 90% of people are most likely to click on the first 
set of results. Is your business showing up in the 
first set? If not, work on your SEO (Search Engine 
Optimization). Here are some SEO improvement 
tricks from LYFE Marketing:
- Make your website faster
- Secure your site with HTTPS
- Optimize the mobile version of your site
- Improve traffic and engagement metrics
- Focus on the user experience of your website
- Create engaging and valuable content
- Strengthen your social media presence

Read the full blog post from LYFE Marketing:  
https://www.lyfemarketing.com/blog/seo-tricks/
Statistics source:  
https://www.oberlo.com/blog/google-search-statistics

http://www.ambc4me.org
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AMBC4ME… our online AMBC Member forum

Here are a few snippets of recent posts in the 
AMBC4ME forum:
…
Scanning of Large Documents
Wondering if anyone uses a scanner that can 
handle larger than 11×17 images. We have a few 
customers who are looking for copies, but not 
sure if it is worth the cost to purchase one. - JH

Hi Julie, of course our standard copier scans up to 
11×17, however we also have a large format copier 
for larger items. Have you looked into FotoZoomer? 
We’ve had one for years. Contact FotoZoomer! – CD

You can also check out Pacific Office Automation’s 
offerings. Contact Kevin Keating, AMBC’s account 
representative there. He has special national account 
pricing just for AMBC Members and so it would be 
worth seeing what he could offer as well to compare 
options. His email is kevin.keating@pacificoffice.com. 
– MJ

We got our large format from Pacific Office and it 
has a scanner on top that allows us to scan up to 
36″ wide. We’ve done several large scan jobs of 
blueprints and maps. It was a relatively inexpensive 
addition and has allowed us to begin growing our print 
business. - NF
…
Certified Mail Quandary
I had a person come in recently and raise holy 
heck because we signed for a certified mail and 
he said the court would not accept our signature. 
He went out in a huff and apparently went over 
the post office and caused a ruckus and they had 
to call the police. Now the PO wants to hold all 
my certified mail and my customers will have to 
go over there to get it. I just wanted to make sure 
they can’t do this before I go put up a stink. – KV

Your mentors are just a click away! Go to ambc4me.org/forums, log in, and 
start asking and answering questions to and from fellow AMBC Members 
across the country. This is a popular, exclusive benefit for AMBC 
Members. If you are having trouble, please email hello@ambc4me.org.

I’m not certain that your post office can do or should 
do that. There’s obviously a space for the agent to 
sign, which you are. I’d also be surprised that a court 
wouldn’t accept the signature. My guess is your cus-
tomer got upset that you actually signed for the letter. 
That’s why there’s the restricted signature option for 
only the addressee to sign. You should definitely have 
a conversation with your postmaster. The fact they 
ended up having to call the police on him is a pretty 
big sign that something else was amiss. Hope it helps. 
– NF

If you look on the back of the green PS3811 card 
where you sign in the upper right-hand corner there 
is a box that is labeled “Agent.” When your customer 
signs form 1583, you become their Commercial Mail 
Receiving Agent. I would bet your mad customer was 
actually ticked off because he didn’t want it signed for 
period so he could duck the court or legal processes. 
He probably has mail receiving service at your store 
so he can’t be trapped into signing for certified mail. 
There was a time that many store owners thought 
they were obligated to accept and sign for all certified 
mail deliver to them by the USPS. Your postal officials 
would be on the wrong side of the regulations if they 
decided to not let you sign for your customers certified 
mail. You are their agent. In my stores, we would find 
out which customers wanted us to sign for their certi-
fied mail and those who did not want us to sign. – BK
There is a section on the 1583 that asks if you are 
authorized to receive accountable mail. It’s a yes or 
no option. The customer signs off on it. Case closed. 
– CD
…
Virtual Mailboxes
We were approached by a new subscriber to open 
a virtual mailbox. All the documents provided 
are in check with what is required, but my only 
concerned is that he is resident of Azerbaijan and 
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documents provide are not readable to us. What 
are the rules regarding opening a mailbox for a 
non-US resident? Are there restriction on coun-
tries of residence? Thanks for your help. – PS

We have several international digital mailbox custom-
ers. There aren’t restrictions on countries. However, 
they do have to get the form 1583 notarized and their 
IDs have to be verified. – NF

They did get the form 1583 notarized but not the IDs, 
and being in Azerbaijani language we have no way to 
check. Should we just ask that the IDs be notarized 
too? - PS

That sounds like the best solution. What were the IDs? 
– NF

He provided copies of his driver’s license and pass-
port. – PS

It’s probably best to check with your digital / virtual 
mailbox provider to make sure everything is in order. 
Reach out to your rep at whatever company you’re 
processing this mailbox through. – MJ
…

Sign Up for Cayan CC Processing and 
Get $100 Toward AMBC Renewal
Cayan offers AMBC Members tremendous rates on 
processing. AMBC will put $100 toward AMBC mem-
bership renewal. Yes, that's a $100 incentive just for 
trying Cayan! The Genius terminal scans the credit 
card and determines the best interchange rate for 
your store for each individual credit card. Store own-
ers with the Cayan and Genius terminals are already 
reporting tremendous savings on their credit card 
processing rates.

This is a risk-free offer. Cayan is so sure AMBC 
Members will love their service that they are giving us 
a no minimum contract deal with the ability to cancel 
any time. They have live tech support to walk you 
through the transition. The new Apple Pay interface 
on the Genius terminal is a real winner for smart-
phone users, and they are fully compliant with all 
technology requirements for chip cards. Call AMBC 
today and we'll get you set up to start saving with 
Cayan!
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ExclusivE Platinum suPPliEr
FedEx
www.fascnet.com
800-496-9310
Ground & Express Shipping

Gold suPPliErs
Pacific	Office	Automation
www.pacificoffice.com
855-530-5790
National Account Copier & Print 
Equipment

PostScan	Mail
www.postscanmail.com/ 
partner-signup.html
800-624-5866
support@postscanmail.com
Virtual Mailbox Solutions Provider

silvEr suPPliErs
GO	Logistic
www.gologistic.com
419-666-6721 x207
Affordable LTL Freight Rates

Jackson	Marking	Products
www.rubber-stamp.com
618-242-1334
Rubber Stamp Equipment & Supplies

PC	Synergy,	the	Makers	of	
PostalMate®

www.pcsynergy.com
800-485-6901
POS Vendor

Refund	Retriever
www.refundretriever.com
800-441-8085
FedEx & UPS Refund Services

BronzE suPPliErs
Anytime	Mailbox
www.anytimemailbox.com/mail-center 
866-444-8417
Digital Mailbox Management

International	Package	Shipping
www.internationalpackageshipping.com
info@internationalpackageshipping.com
413-693-0065
Low-Cost International Shipping Option

ShipandInsure.com
www.shipandinsure.com
877-393-5310
Shipping Insurance for Valuables

Shipsurance
www.shipsurance.com
866-852-9956
Shipping Insurance

Social	Status	Marketing
www.socialstatusmarketing.com
716-773-2929
info@socialstatusmarketing.com
Web Design, Social Media 
Management, SEO, & Branding Services

othEr trustEd suPPliErs
Capital	Live	Scan
www.capitallivescan.com
916-663-3088
California Live Scan Equipment

Cayan
www.cayan.com
617-896-5528
Credit Card Processing

DHL
www.dhl.com
844-697-7377
International Express Deliveries

Office	Depot
www.business.officedepot.com
815-316-8255
Discounts on over 3,500 Products – 
Call AMBC

PackageMapping.com
www.packagemapping.com
815-316-8255
hello@ambc4me.org
Global Package Tracking Services

ShipRite	Software
www.shiprite.net
315-733-6191
MPC POS Software & Store Posters

SRM	Spirit	Group
srmspirit@hotmail.com
304-280-6261
Business Coaching – Onsite Visits

Staples
www.staplesadvantage.com
585-414-2205
Ship & Pack & Office Supplies 
Distributor

USPS
www.usps.com
800-275-8777
Postal Shipping

UPS
www.ups.com
877-543-4207
Ground & Express Shipping

AMBC Trusted Supplier Directory
Supplies, products, and services from companies you can trust.
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friends, but we were cordial and kept a 
strong respect for each other—kind of 
keeping our territories and recommending 
the other if we had a client with a special 
need that we knew the other was better 
at then ourselves. It worked well. We’d 
share a laugh and toast to mutual growth 
at local Chamber of Commerce events, 
networking dinners, and charity benefits 
that we both sponsored.
After a while, Sandra and I were about the 
only games in town. The other shipping 
stores closed one by one, none of them 
ever joining AMBC or making any effort 
to extend a helping hand, go to events, 
network, or learn how to change with the 
times. But Sandra and I kept our ears to 
the ground and adapted our businesses as 
needed over the years to meet new chal-
lenges and opportunities; our respect for 
each other grew … as did our businesses.
We saw new stores open and swiftly 
close, either because they didn’t have a 
clue what they were doing (and refused to 
go to events to network, train, and learn) 
and/or because they treated their clients 
poorly and were transaction-focused 
instead of relationship-focused. We do 
have one other game in town—a large 
franchise—but I’m pretty sure they won’t 
last too much longer, judging by the num-
ber of new clients I get daily that have 
been turned off by their poor service and 
downright old-school ways.
So, that downward-spiraling franchise 
aside, essentially now it’s just the two of us 
in our town. And what do we do? Do we 
fight and run negative ad campaigns? No! 
We meet for coffee and invite each other’s 
managers to our own businesses to grow 
together; we offer to watch each other’s 
stores in the event that an emergency 
would ever arise (which we haven’t had 
to do yet, thank goodness); we lend each 
other supplies when one is caught with a 
big order and not enough stock to fill it.
I’m very grateful for Sandra’s example, 
attitude, and friendship. We’re not com-
petitors, we’re good neighbors. And we’re 
a force to be reckoned with!
…
A Little Something Extra would love your stories! 
Please write to us at marty@ambc4me.org and 
share a brief paragraph or two about something 
extraordinary—or ordinary, with an extraordinary 
impact—that one of your clients has done for you. 
What prompted their generosity, and how has your 
business been brightened and strengthened by it 
in return?

A Little Something Extra
I know this column is usually about what a client did for a store owner, but I’d like to write to tell you about what another AMBC Member has meant to me.
Sandra and I both own shipping stores in the same town. Years ago, when I 
opened my store, I made a point to visit all of the other similar businesses in 
the area to meet the owners and staff. I wanted to introduce myself and see 
how we could be good neighbors, rather than fierce competitors.
As I went store to store, I was turned away by most. Either the owner “wasn’t in” 
(even though sometimes I knew I was speaking directly to the owner) or they 
frankly didn’t want a thing to do with me. But, when I visited Sandra’s store, she 
welcomed me very warmly and invited me to sit down and chat a while.
Over the years, we gave each other space. I wouldn’t say we were close 
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