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Happy Fourth of July!

I

ndependence Day. I love this time of year; not only because I
love the summer heat, but it’s time for family and friends to get
together for BBQs and family reunions.

We usually spend our holiday time in Lake of the Ozarks, Missouri
with my children and grandchildren, where we have a small house
on the lake. In Missouri we are allowed to purchase fireworks, and we
really celebrate with them!
My grandson is the grand master of the fireworks. He purchases
them and lights them up. In our cove, we have many families with
displays of fireworks as everyone gets on board with the festivities.
It’s really colorful and noisy, but what a great time!
This is also a time for the Independent Dealer to have “Firecracker
Sales” to move those products. Some dealers tell us that summer is
a slow time, while others tell us it’s busy for them. It’s all in how you
approach it, and only you can determine how to keep sales rolling.
September is International Sewing Month. The Sewing Month
Marketing Kits were mailed June 18 to VDTA•SDTA members who
requested them. We mailed them early so Members can begin
marketing the promotion in July. I know it seems early, but we want
to give you that extra time to build up the hype and make Sewing
Month a success. For example, some of our members use the Sewing
Month Marketing Kits at home shows and fairs this summer.
If you did not receive your Sewing Month Marketing Kit (at no cost
to you) and would like one, please call our office. You have plenty
of time to start promoting your store. This is a member’s-only
promotion and we mail these free to our members. Some lucky
customer will win a $600 in-store shopping spree, and that could be
your customer at your store!
Remember to Save the Date for the 2019
VDTA•SDTA Trade Show: The show will be
February 12 – 14, 2019 in Las Vegas, with
specialty classes beginning a few days before.
We will have some new and exciting programs
at the convention that you won’t want to miss.
Have a prosperous July!
Judy

VDTA•SDTA, CD Management assumes no liability
whatsoever for the content, claims or statements of the
advertising and news releases it publishes. Publisher
reserves the right to reject or edit advertising and/or
news releases inconsistent with the objectives of
VDTA•SDTA and CD Management.

Do you receive the monthly
VDTA•SDTA E-newsletters?

Call 800-367-5651 if you aren’t getting
your industry news by email. Stay
connected with your association!
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2017-2018 Platinum Sponsor

Classified Ads
BUSINESS FOR SALE:

Owner retiring after 40+ years – For sale profitable
retail sewing machine store servicing tri-state
area in North Texas. Built-in repeat service
business, loyal clients, and highly-trained staff in
desirable high traffic area. Turn-key – all stock,
office equipment, tools, gauges, etc.– the works
including complete customer list. Sales in excess
of $500,000 annually & growing. Owner will
consider partial financing. Priced at $150,000.
Email Cjm12400@gmail.com for more info. (3-3)

BUSINESS FOR SALE:

Move to paradise? 125K. Well-established Vacuum,
Sewing machine business located at a main
intersection in beautiful St Augustine, Florida.
Contact asewvac@gmail.com. 904-460-2895. (4-6)

BUSINESS FOR SALE:

Vacuum cleaner sales and service. 35 years of
successful operation, upstate NY, Saratoga county.
$166,000 building available. Rent/buy. Store view.
www.hotvacs.com. Contact David Swinton.
518-587-2177. Hotvacs@hotmail.com. (3-3)

To place a classified ad with VDTA•SDTA,
call 800-367-5651 or fill out the form online www.vdta-sdta.com
HELP WANTED:

TOPS VACUUM & SEWING. HIRING FOR ALL POSITIONS!

Longarm Installer: Experience with HandiQuilter a must
Sewing Mechanic: Experience necessary (Brother / Baby Lock)
Vacuum Sales/Service: Simplicity / Miele / Oreck
Web Developer/Unique Content Writer: Aany web experience?
Telephone Customer Service (vacuums)
Good At Your Craft? - Relocate To Florida! Top wages paid
on all positions. Email resume to Greg Bank, Owner gregoryabank@gmail.com.

BUSINESS FOR SALE:

Turn-key Sewing Supplies Business FOR SALE. Owner
retiring after 43 years. NYS industry leader. Patchogue,
NY. Listed at $199K. Call 1-631-288-6333. (0-0)

ANNOUNCEMENT: New hot selling pet odor
supplies. Proven sales. 200 – 300% mark-up.
Guaranteed sales. Contact Ron at NAMCO,
www.namcomfg.com, 800-634-5816.

Photo: @giucy_giuce

THE RIGHT LIGHT MAKES ALL THE DIFFERENCE!
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daylightcompany.com
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The Quest
for Success
starts
with
VDTA!
EXPERIENCE VDTA∙SDTA Las Vegas

The 2019 VDTA∙SDTA Trade Show & Convention
February 12-14 with speciality classes beginning Feb. 10
Location: Las Vegas Convention Center, 3150 Paradise Rd

Show Hours:

Tuesday, 11 AM - 5 PM
Wednesday, 11 AM - 5 PM
Thursday, 9 AM - NOON

Accommodations:

Westgate Resort & Casino
Phone: 702-732-5304
Group Code: SVDT9R

Transportation

Advantage Car Rental
Discount for VDTA Members
Web: www.advantage.com
Phone: 800-777-5500

What else can you experience at the 2019 VDTA∙SDTA Show?

♠ Awards Presentation followed by Industry Reception, evening of Feb. 11
♣ Keynote Address, morning of Feb. 12

And

mo
♥ VDTA/Epstein Charity Night, evening of Feb. 13
and EX re NEW
C
♦ The SWEEP is Back! Buying specials ONLY at the show,
Progra ITING
ms!
offered Feb. 13 from 3 PM-5 PM and Feb 14 from 10 AM-NOON
VDTA∙SDTA • 2724 2nd Ave, Des Moines, IA • www.vdta-sdta.com • 800-367-5651 • mail@vdta.com

Independence Day Marketing
for Independent Retailers!

I

ndependence Day is often called “America’s birthday,” and who doesn’t love a birthday party with
fireworks, picnics, and good friends? Since that fateful day in 1776, the Declaration of Independence
has inspired many countries around the globe, representing values of freedom, equality, and the
pursuit of happiness. As independent retailers, the Fourth of July is an occasion to celebrate YOUR
values too.
So often we are prompted to “Shop Local,” but that’s not always enough. I live in a town with a Wal-Mart
six blocks away where I could go and still “shop local.” We now encourage our friends and neighbors to
“Shop Independent.” Unlike a big box store (or distant sovereign...) you know the needs of your community
better than anyone else. You can best serve customers, offering quality products, better after sale care,
and a real connection with real people.
This year, encourage customers to “Shop Independent on Independence Day!” Help them realize that
you – their local, independent retailer – represent the spirit of our national holiday more sincerely than any
other type of retailer.
The VDTA•SDTA has created a digital marketing icon for your use, making this “Independence Day”
connection for your customers. It is available as a free download on the VDTA•SDTA homepage, under the
“News” section. Use this on your website, in your email marketing, on Facebook, and other social media
sites. We are here to support YOU, and your success is our success.

Fun Fact: The song
“Yankee Doodle” was
originally sung by British
military officers prior to
the Revolution as a means
to mock the disorganized
American colonists who
fought alongside them
during the French and
Indian Wars. It since
turned into a patriotic
song for America.

Shop Independent
Stores on
Independence Day!
Get this digital marketing graphic
FREE at www.vdta-sdta.com.
Just look under the NEWS section
and download.
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THANK YOU
MEMBERS
ASSOCIATE MEMBERS
Johnny Vac
Synchrony Financial
Thorne Electric Co / Koblenz

MEMBER SINCE
Montreal, QC, CAN
Jan 1986
Kettering, OH
Sept 2004
San Antonio, TX
July 1989

INTERNATIONAL MEMBERS
Godfreys / International
Altona, Victoria, Australia Feb 2011
Cleaning Solutions Group Pty
DEALER MEMBERS		
A Clean House
West Des Moines, IA
A Plus Vacuum
Indian Trail, NC
A Sweeper Store
Lansing, MI
Abs Sewing Inc
Vacaville, CA
Ace Vacuums Sales & Service Carmel, IN
Air Rehab Corporation
Sonora, CA
All Brand Vacuums of
Denver, NC
Lake Norman
Barnes Sewing Center
Cuyahoga Falls, OH
Byers Vacuum Cleaner &
Champaign, IL
Sewing Inc
City Wide Vacuum
Salt Lake City, UT
Coltrin Central Vacuum Systems Boise, ID
Conrad Co Vacuum & Janitorial
Joliet, IL
Creekside Fabrics Quilts & Yarns Arcade, NY
Dale’s Sales & Service
Greenville, SC
Easy Living Store / A Tech Inc Urbandale, IA
Ebersole’s Vacuum
Willow Street, PA
Fonder Sewing Machine Co
Sioux Falls, SD
Grant House Sewing Machines
Santa Barbara, CA
Himebaugh’s Sewing & Vacuum Charlotte, NC
Kari’s Sew Unique
Whitewater, WI
Metro Vacuum & Cleaning Sply La Mesa, CA
Metro West Vacuums
Framingham, MA
Nashua Sew & Vac
Nashua, NH
Newman’s Vacuum & Appliance Santa Monica, CA
North County Vacuum
Escondido, CA
Off the Rails Quilting
Bondurant, IA

Jan 2011
July 2005
May 2018
Dec 2003
May 2004
Aug 2007
July 1903
July 2015
Nov 1999
Feb 1988
June 2001
July 1987
July 2014
June 1998
Dec 1981
July 1999
Feb 1999
Jan 2016
June 2004
July 2015
July 2007
July 2012
June 2014
Feb 1987
Jan 2002
May 2018

The following is a list of members who
recently renewed their membership
or joined VDTA•SDTA

Olson Vacuum Cleaner
Sales & Service
Orbit Central Vacuum Systems
Patches Quilting & Sewing LLC
Pocono Sew & Vac / Jermain’s
Queen Vacuum & Sewing
Mach Co
Reliable Vacuum Store
Richmond Vacuum Systems LLC
Ritchie’s Vacuum
S and Y Trading Corp
Satin Stitches Sewing &
Embroidery
Sewing Machine Center
Sewing Machine Services
Sewing Machines Express
Shav-Tronics
Shelby Vacuum / H & M
Industries
South Portland Sewing Centre
Southeast Sewing Products
Stadham Corp Of Maryland
Stitchin’ at the Barn
The Vacuum Center
Transzest Corp / Vacuum Center
of North Myrtle Beach
Turnpike Appliance Service
Vac Shack Inc
Vacuum Cleaner Centers
Valparaiso Vacuum Company
Vacuum Cleaners of Idaho
Vacuums Etc		
Viking Village Sewing Center
Woodymann Company
York Appliance Service
Zimm’s Vacuflo		
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Madison, WI

June 2003

Oakville, ON, CAN
Mount Airy, MD
Stroudsburg, PA
Red Bank, NJ

April 2010
Jan 2014
Aug 1987
Aug 1988

West Fargo, ND
Richmond, VA
Cynthiana, KY
Boca Raton, FL
Columbia, MO

Aug 2013
May 1988
Dec 1986
July 2004
May 2011

San Jose, CA
Mississauga, ON, CAN
Springfield, MO
Tempe, AZ
Shelby, NC

May 2018
April 2002
May 2004
Jan 2008
July 2011

South Portland, ME
June 2017
Atlanta, GA
Sept 1999
Baltimore, MD
June 2007
Imlay City, MI
Feb 2017
Rochester, NY
March2017
North Myrtle Beach, SC June 1995
Bay Shore, NY
Pompton Plains, NJ
Grandville, MI
Valparaiso, IN
Twin Falls, ID		
Columbia, SC
Virginia, MN
Richardson, TX
Toronto, ON, CAN
Farmington , MI

June 1989
June 1999
May 1989
July 2016
Oct 2009
Dec 2014
Nov 2009
July 1981
March 1997
March 2018
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VIEWPOINT

Insight from the Work Bench
Norm Himebaugh

I

Himebaugh’s Vacuum & Sewing Center

t’s hard for me to believe, but I just passed my 6
year anniversary of writing this article series. My
first one appeared in June of 2012. I have missed
a few copies here and there, but not many. I
haven’t counted them, but there have to be around
65 articles or so.
Writing them has forced me to sharpen my focus
on what I think is important in my business as
well as everyone else’s business. We all face
similar dilemmas in our day-to-day operations,
from difficult customers to backorders, employee
problems to roof leaks, and on and on. Looking back
for fun stories to write about is a sort of highlight
for me personally. Sometimes memories are funny,
some teach lessons, and still some aren’t even
believable.
One such story came across my mind the other
day. It was 1983 when my mother and I moved our
store to Charlotte, North Carolina. I was 21 years
old and up until then, I had lived in the same house
in the same small town my whole life. I instantly
liked Charlotte, and the fact that other sewing
and floorcare dealers were now in the area was
really something special to me. I very much looked
forward to meeting them.
My father was quite good at our business, though
another word might be “ruthless,” at least towards
his competitors. He drove them all out of town
before they gained any footing or longevity. The
only store that lasted was the Singer company
store. I have a copy of a large ad my dad ran,
showing a full display of the Singer Touch and Sews
he had on sale as trade-ins. They did not like my
dad and the feeling was mutual.
Not fully aware of the bitterness that local
longstanding dealers might have towards a 21-yearold newcomer (a Yankee at that!), I boldly walked
into each dealer’s store to announce our arrival and
introduce myself! After a few encounters, I realized
my position, but that didn’t deter me from going
to another store. Surprisingly I quickly learned
everything I needed to know about my competitors,
even though that wasn’t my goal. I learned who the
nice people were and also the not-so-nice ones.

8

Ironically, the only dealer who was nice to me was
the man who started his own store after managing
the local Singer Store in the mall. His name was
Mr. Troxell. His store was on Central Ave here in
Charlotte, and he had two sons. Bill Troxell and
Barry Troxell both run successful Sewing Centers
here in Charlotte, and I’m glad to call them both my
friends to this day. We are proof that dealers can
be close to each other and still be friendly. We send
customers to each other, bounce ideas off each
other, and even swap parts sometimes.
Back in the 90s I carried Singer and Husqvarna,
and so did Bill. His love back then was Singer and
mine was Husqvarna. It’s funny to look back now;
we would get together and have our little battles
of which brand would best sew the thickest fabrics,
neither of us admitting defeat! When we both
realized how much we liked one brand over the
other, we decided to do something about it. We
each owed nearly the same amount of money to
the “other vendor,” so I gave him my entire Singer
product and he gave me his entire Husqvarna
product. We made sure the dollars balanced out and
then paid each vendor accordingly.
Our reps went ballistic to say the least! We were
both told, “You can’t do that!” “Dealers don’t set
up territory.” Yet that’s exactly what we did. We
probably did it one of the strangest ways, but it
worked out fine.
Much of the drama amongst dealers can be avoided
with just a simple sit down. If you can work with
the dealers around you to figure out “your brands,”
your business life will be much easier.
With the world changing, it seems those negative
types of dealers are found out easier, probably
because of social media. It’s scary to reach out to
another dealer, sometimes for positive reasons
or to resolve an issue. I know because I’ve been
there. Now that I talk with dealers from all over
the country, it’s not scary. They’re just people too,
mostly trying to do their best, just like you!
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VDTA•SDTA Dealer of The Month
Company Name______________________________

Phone___________________________________

Owner’s Name_______________________________

Web site____________________________________

Address__________________________________

E-mail address_______________________________

City, State, Zip_______________________________

Local Newspaper _____________________________

1. What year was your store established?
_________________________________________________
2. How many stores do you operate?
_________________________________________________
3. How many employees do you have?
_________________________________________________
4. What product lines do you carry?		
_________________________________________________
_____________________________________________________________________________________
5. What services do you provide?
_________________________________________________
6. Is your business family run? How many generations?
_____________________________________
7. What is your age group:		
40 – under
41 – 50
51 – 60
61 plus
8. Check all equipment that your business carries:
Vacuum
Vacuum/Central Vacuum
Vacuum & Sewing
Janitorial
Sewing Machines
Quilt Shop with Sewing Machines
Longarm machines
Quilt Shop without Sewing Machines
Other _________________________________________
9. Do you have and maintain e-mail lists of your customers?
Yes
No
10. Do you have and maintain direct mail lists of your customers? Yes
No
11. Do you have a rental program for sewing machines? 		
Yes
No
12. Do you rent time on a longarm quilting machine to quilters to machine quilt?
Yes No
13. Do you offer sewing /quilting classes in your store?		
Yes
No
_____________________________________________________________________________________

On a separate sheet of paper or email (to mail@vdta.com) please answer the following
14. How often do you offer classes and what age group do you target?
15. Community projects you participate in or support.
16. Marketing plans you have done that draw people to your store.
17. Any awards received from a manufacturer or from your community.
18. What tips of success or advice do you have for other independent retailers in the industry?
19. Share a paragraph about the history of your business and how it has grown?
20. How often do you attend the VDTA•SDTA Annual Convention? IE: Every year, every 2 yrs, etc:
21. What makes your shop stand out in your community.
______________________________________________________________________________________
23. Are you a member of the VDTA•SDTA?
Yes
No
24. What year did you join? _______________________________________________________________
Fax to: 515-282-4483
Mail to: Dealer of the Month, VDTA•SDTA, 2724 2nd Ave, Des Moines, IA 50313.
E-mail to: mail@vdta.com.
You may also visit www.vdta.com, click on “Members,” and fill out the form online and submit.
You must be a current member of VDTA•SDTA to be selected as the Dealer of the Month.
SDTA NEWS July 2018 | SQE Professional™
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PRODUCT SHOWCASE

Clover Tool School:
Curve Ruler

Steve Butler

Clover Needlecraft

A

ll right, your customer has decided to
do a little fashion sewing. Cool. They’ve
visited their local sewing shop and
poured over the pattern catalogs or
searched the internet. In either case, they’ve
found a pattern that’s just what they are looking
for.
Your customer has reviewed the instructions on
the back of the pattern envelope and acquired
all of the required notions and correct yardage
of fabric. They want to make something they’ll
enjoy wearing, something both fashionable and
comfortable. But where do they start? With the
pattern.
Right out of the envelope, the pattern is nothing
more that large sheets of tightly folded paper.
Chances are the one your customer purchased suits
several sizes. It’s important to realize though, that
the pattern indicates general sizes that fit average
proportions. The truth is, no one is “average” –
while overall we might be a “medium,” some parts
of us might be a little “extra-medium” while other
parts of us might be more of a “slim-medium.”
Okay, so how do your customers make those
adjustments? How do they make their project look
great and really fit like a million bucks? The better
question is, how can YOU – their independent
retailer – help them achieve their goal.

It’s easy enough to make measurements and mark
on a pattern. But how do you and your customer
connect the dots? Let’s take it a step further.
What if we want to change the neck line? How
about arm holes? Perhaps we need to adjust a
hip line or the hem line. How can we modify the
pattern to satisfy personal
measurements and enable
our own creative design
choices? Drum roll here
please... The answer is
Clover Curve Ruler with
Mini Ruler.

French Curve Ruler

Mini Ruler

Hip Curve Ruler
10
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WHAT DOES IT DO?

Whether modifying a pattern or designing a
completely new one, two things are essential:
aesthetics and function. It has to look good and
it has to feel good. It’s easy to insert our own
measurements onto a pattern or sketch out an
original. The trick is gracefully connecting the dots
or smoothing our sketch marks to achieve the
creative intent. In short, we need a guide. Clover
has produced three: the French Curve, the Hip
Curve, and the Mini Ruler.
French Curve – The French Curve is probably
the most important curved ruler used for fashion
design. A sweeping long curve is accentuated by
accelerating angles at one end, producing a very
tight circular curve guide. The result is an infinite
set of curves that can be used to connect any of
our dots with a smooth, graceful line. Clover’s
French Curve is also conveniently marked to allow
measurement of both lengths and seam allowances.
Hip Curve – The hip line, hem line, side seams,
and other similar adjustments all require smooth,
consistent sweeping curves. Clover’s Hip Curve is
ideally suited for this application. A long sweeping
curve tool marked with measurements for both
length and seam allowances, this is the “go to” tool
for the fine adjustments that will make the fit of a
garment just perfect.

Mini Ruler – Think of how often we need to check
a measurement or a seam allowance… just to be
sure before we make it permanent. Sometimes a
garment is even on the sewing machine and under
the needle. But we just need a quick check to avoid
the seam ripper later. Clover’s Mini Ruler is the
perfect tool. It’s small size, 1” x 6,” makes it easy
to manipulate. Marked in both inches for length
and fractions of an inch for seam allowances, it is
accurate and easy to read.
HOW DO I SHARE IT?
Clover’s Curve Ruler and Mini Ruler is a set of rulers
complete with a French Curve, Hip Curve, and Mini
Ruler. But you don’t sell them. You sell the creative
fashion experience. And these tools are perfect for
fashion design. Offer a garment construction class
where the students can use them to make a simple
project. Once they experience the ease and the
creative potential of the process enabled by these
curves, they’ll envision more complex and more
personally motivated projects. Enthused students
are your best advertising. Word will spread and
you’ll have fashion sewing fans for life.

Visit www.clover-usa.com to
download free project sheets.

September Is International Sewing Month
The Vacuum and Sewing Dealers Trade Association – VDTA•SDTA –
is pleased to announce September as International Sewing Month.

S

eptember is International Sewing Month, and during this annual event, participating independentlyowned sewing centers throughout North America offer special prices on a wide range of products in
their store.

How does this promotion work? The Association produces a marketing kit, complete with
registration forms, colorful signage, and special price tags. The Association also secures prizes from
industry manufacturers and distributors as giveaways to those customers who visit the store. The
grand prize is a $600 in-store shopping spree sponsored by the Association.
In September, customers who come into a SDTA member’s store can register for these prizes.
On October 1, the prize registrations are sent to the Association office in Des Moines, IA, where the
drawings are held. Dealers are notified by October 30 if their customer has won a prize.
When a dealer promotes this event through their newsletters, newspaper, e-mail and store signage, this
can be a very profitable promotion.
This promotion is not limited to September. Kits are scheduled to be shipped in July to those members
who have requested them. Dealers can then use this promotion for other events in July and August as
well. This maximizes sales potential.
The promotional kit, valued at $150, is FREE for VDTA•SDTA members and is a Members-only benefit.
If you are not a member, join today so you can take advantage of this promotion.
For more information on membership, this promotion, and other member-only benefits,
visit www.vdta-sdta.com or call 800-367-5651.
SDTA NEWS July 2018 | SQE Professional™
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PRODUCT SHOWCASE

The Palmer/Pletsch Complete Guide to Fitting
Sew Great Clothes for Every Body, Fit Any Fashion Pattern

F

rom fashion sewing tissue-fitting pioneers Pati
Palmer and Marta Alto comes a new book whose
title says it all: The Palmer/Pletsch Complete
Guide to Fitting: Sew Great Clothes for Every
Body! Fit Any Fashion Pattern.
It’s been 20 years since their last book about fitting
and altering sewing patterns, Fit for Real People. For
Palmer and Alto, that means 20 more years of handson learning and experience from fitting more “real
people” of all shapes and sizes.
Having long ago dispensed with tedious measuring
or making a muslin to check the fit, the authors have
mastered the process of tissue-fitting. This means
simply “trying on” the pattern’s tissue pieces to
check systematically where to alter the pattern for a
custom fit. The pattern pieces themselves become the
“muslin.”
“Systematically” means following the tissue-fitting
sequence they’ve developed and refined. It’s a noguess order of fitting that ensures success. The book
reinforces this sequence since the alteration chapters
themselves are ordered in the same manner. Readers
are instructed to start with length and width, move on
to the back, check the neck and shoulders, all before
even considering the fit of the bust. As they work
through the pattern, sewers will alter the tissue and
try on again until the tissue fits well. The book then
instructs how to pin-fit the fabric for final tweaking
before sewing.
The book explains all facets of pattern fitting and
alteration to give readers the background and
guidance they need to achieve a custom fit on any
pattern from any company. Instructions include:
•

Take just one measurement to determine the right
pattern size to buy. Find out what to do if you are
between sizes or a different size top and bottom.

•

Make a “body map” with a close-fitting dress
pattern to see how you differ from the “standard”
on which sewing patterns are based.

•

Learn from “real people” examples of a variety of
bodies and their individual alterations.

•

Use the book’s new “wrinkle dictionary” to identify
a needed pattern alteration. “Wrinkles point to the
problem,” say the authors, and now you can look
up the page reference for a solution.

•

See how age can affect body shape, from pre-teen
to octogenarian.

•

Take note of the latest sewing techniques for
garment details that affect fit, such as darts,
zippers, and sleeves.

•

Learn basic skills for designing or redesigning for
myriad variations using the same pattern.
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Throughout the book, step-by step instructions are
accompanied by full-color photography and a new
style of technical art that is extremely clear. Short
captions explain each illustration.
As a bonus, the authors detail the evolution of readyto-wear and pattern sizing over the past century,
along with their own history in pioneering the art and
practice of tissue-fitting.
About the Authors/Designers:
Marta Alto is an internationally-recognized fit and sewing
expert. Marta joined Palmer/Pletsch in 1981 and traveled
throughout the United States, Canada, and Australia teaching
seminars. In 1985, Marta began teaching Palmer/Pletsch 4-day
Sewing Workshops in Portland, OR. She is also co-author of Fit
for REAL People, Pants for REAL People, The Serger Idea Book,
Sewing Ultrasuede, and Jackets for REAL People. She also
helped develop the Palmer/Pletsch PerfectFuse interfacing line.
Pati Palmer is the CEO of Palmer/Pletsch Publishing and a
designer and consultant for the McCall Pattern Company which
dubs her their Fit Expert. She is the co-author of Sewing with
Sergers, Pants for Real People, Jackets for Real People, Knits
for Real People and Painless Sewing. Pati holds a B.S. degree
in Clothing, Textiles and Related Arts from Oregon State
University. In 2008 she was selected by the American Sewing
Guild to their Hall of Fame and in 2011 received the Lifetime
Achievement Award from the Association for Sewing and
Design Professionals.
Melissa Watson, book designer, is a fashion clothing designer
and fit enthusiast. She has developed two lines of patterns for
the McCall Pattern Company currently branded Melissa Watson
for Palmer/Pletsch, has three online sewing classes for Craftsy.
com, teaches fit workshops in Brooklyn, and is a fit specialist
for a men’s custom suit company in NYC. She grew up in the
sewing world as Pati Palmer’s daughter and is now publishing
and doing web development for Palmer/Pletsch Publishing as
well as developing a clothing line for women.
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International Sewing Month
Promotion
PRIZES INCLUDE:

Janome Sewing Machine DC 2030
EverSewn Sparrow 25 Sewing Machine
Baby Lock Sophia Sewing/Embroidery Machine
Ready.Set.Go! AccuQuilt Fabric Cutting System
Singer Featherweight C240 Sewing Machine
...AND MORE!

Seams Bu ld Dreams

MEMBER

September is International Sewing Month
Start planning today to participate in 2018 International Sewing Month.
If you are a VDTA•SDTA dealer member, you can request a free sewing month kit,
which includes wall and window banners, signs, and sales tags. This event is also
an excellent opportunity for you to attract new customers and reward current ones
with prize giveaways as part of the sponsored promotion. Request your kit today!
Name: ___________________________________________________________________________________
Store Name: _____________________________________________________________________________
Address: _________________________________________________________________________________
City, State, Zip: ___________________________________________________________________________
Email: ____________________________________________________________________________________
Phone: ___________________________________________________________________________________
Fax to 515-282-4483 • Email to mail@vdta.com, or
Mail to VDTA•SDTA, 2724 2nd Avenue, Des Moines, IA 50313
First kit is FREE; Call 800-367-5651 for cost of additional kits
SDTA NEWS July 2018 | SQE Professional™

13

Trust & Employee Engagement

“

If there is a planned or unexpected absence,
will an employee’s vital work go undone – or
has an easy path to performing the work been
shared with coworkers?

According to a study from EY (formerly Ernst
and Young), less than half of the 9,800 global
respondents (46%) have a “great deal of trust” in
their current employers. When it comes to trusting
your boss or colleagues, the number in that
response is 49%.
It’s one thing to do a trust exercise at a company
retreat and another on Monday morning, back at
the office. Later, you’ll learn some ways to start a
discussion of trust and employee engagement, but
first let me tell you a short story about trust from
my days in professional ballet.
You may have seen a performance in which a
ballerina runs across the stage, jumps high into the
air, is caught by her partner, and then comes safely
to the ground. When it’s executed correctly, it’s a
hold-your-breath moment of beauty.
I learned that this entire move is based on the trust
between the two dancers. The ballerina has to have
100% of her focus on jumping as high as possible,
as gracefully as possible. She can’t think about
whether her partner will catch her or if she’ll fall
and get hurt. Doubting her partner will affect her
performance.
It’s much the same situation for that partner. He
has to put all of his focus into the catch. There’s no
time to doubt the ballerina’s ability to dance. All of
his attention has to be on the catch, as little factors
might require a split-second decision like adjusting
to a slight change in the jump or if it’s a hot day and
costumes have become slick with perspiration.
Two people, united in trust, knowing the other
person will get the job done. Can this level of trust
and employee engagement be the goal in your
organization?
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“

W

hile most agree that trust
and employee engagement go together, figuring
out how to boost them can
be a mystery. This comes at a time when
trust in the workplace is at an alarmingly
low level.

Let’s take trust out of the world of dance and
into your office. Think about your answers to
these questions:
• When asked to supply information or perform a
task, can the other person assume you’ll do it?
• Will work not get done unless there are multiple
reminders?
• If someone can’t perform a task for you, will you
find out as soon as possible?
• While performing a task like copying documents,
an employee may notice a problem like a typo. Will
the employee mention the typo or merely copy the
documents, knowing the error exists?
• If there is a planned or unexpected absence, will
an employee’s vital work go undone – or has an
easy path to performing the work been shared with
coworkers?
In most cases, when people say the answer to one
of these questions is “No,” then a lot of time is
likely spent fixing the problem. That adds up as a
long term drain on productivity.
Honestly consider your answers and use them as
a roadmap to improve trust in your workplace.
Changing work culture doesn’t happen overnight
but assessing your environment is a good start.
About the Author: Ken Okel
speaks to smart leaders and
associations who want to
unleash employee production,
performance, and profitability.
He introduces them to lessons
learned from his time in TV
News, Disaster Relief, and
running a Professional Ballet
Company. He wrote the book,
Stuck on Yellow and is the host of the 2 Minute
Takeaway Podcast. Ken’s weekly productivity
tips can be found at: www.KenOkel.com.
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Exciting News from RNK!
Welcome Back Naomi!

R

NK Distributing is thrilled to announce that Naomi
Webster has returned to working with the company!
After spending 6 months dedicated to her newborn twins,
Naomi has rejoined the RNK sales team much to the
delight of the RNK family of dealers!
Naomi has been a part of the RNK family for 2 years, and has
forged trust and friendship with Floriani dealers along the way,
providing the level of customer service that longtime dealers
have come to expect. As exciting as the past months have been
with her growing family, Naomi has missed her dealers as well as
her fellow RNK employees!
She is extremely excited to get back in the swing of things
with new RNK brands like Embellish™ and Sew Much Cosplay,
all the while making sure her dealers get the most out of new
products and specials. Naomi is especially looking forward to the
upcoming Software Training for dealers, since it is one of the few
times a year she gets to meet with dealers face to face.

If you haven’t signed up for the RNK Dealer training, there are a few seats
remaining for our June class. Call Naomi to register, (865)549-5115!
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Hopeful or Hopeless?
VIEWPOINT

Definition of “HOPE” by MerriamWebster: to want something to happen or be
true; to desire with expectation of obtainment
or fulfillment; to expect with confidence: trust;
someone or something on which hopes are
centered.

“We can hope for things, but
we have to be part of the solution too. We need to be an
active partner in ‘HOPE.’”

Definition of “HOPE” by Wikipedia:
hope is an optimistic state of mind that is
based on an expectation of positive outcomes
with respect to events and circumstances in one’s
life or the world at large. As a verb, its definitions
include: “expect with confidence” and “to cherish a
desire with anticipation.” Among its opposites are
dejection, hopelessness and despair.
What’s our definition of hope? Does it match
Webster or Wikipedia? Is it something else? Is your
answer faith-based? Whatever your definition of
hope is, unless you pursue hope there is a pretty
good chance things might not happen.
Remember when you were a kid and wanted
something? Maybe it was a new bike. You hoped
someone would give you one. In your mind you
said, “Please, please, please get me a bike.” You
hoped someone would read your mind. It didn’t
happen. Maybe you became a little more proactive
and gave your parents hints that you “needed” a
new bike.

“Combine hope with action
and anything is possible.”
But your birthday had just passed and if you
waited for Christmas, well that was not an option.
So finally, you had a talk with your dad about the
new bike you “needed” and he told you something
very profound. “If you want something in life, don’t
expect someone to give it to you. Earn it.” So, you
worked for the bike and experienced a real feeling
of accomplishment when you finally got it.

We ask ourselves, “What are we doing to help
fulfill our hopes, our dreams?” Are we waiting to
be blessed from above? Have you been waiting,
and waiting and waiting…? Asking, asking, asking?
Nothing happening yet?
Hope is the assurance of things to come. Too many
people go through life without a sense of hope.
They think “hopeless” way too much of the time.
If they only realized living with hope will make all
the difference in their lives and then did something
about it.
Hope is a way of living. It involves us asking for a
positive outcome, but it also puts us to work doing
something about the situation. We are responsible
for our own happiness…
Are you hopeful or hopeless? One of the first steps
to take in being hopeful is NOT putting your hope
and your fate in the hands of others. Life is many
times easier when you have hope and live it out.
Combine hope with action and anything is possible.
Put your hope to work and see what you can
accomplish! When we step out in faith to do God’s
work, blessings are open to us. It’s time to step out
and get to work! Hope is a way of living. Be a part
of it!
Thoughts and ideas
from our readers are
greatly appreciated.
Questions? Comments?
E-mail:
jimbarnhardt@msn.com
~Jim

We can hope for things, but we have to be part of
the solution too. We have to work for it. We have to
earn it. We need to be an active partner in “HOPE.”
Hope is a positive way of living life and fulfilling our
dreams. Without hope things are truly “hopeless.”
16
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Jim Barnhardt

J & R Vacuum and Sewing
VDTA•SDTA Board Member

INDUSTRY NEWS

BERNINA Celebrates National Sewing Machine
Day With Giant Sewing Machine Statue
Giant Sewing Machine displayed on Michigan Avenue in Chicago, also
commemorates the company’s 125th Golden Anniversary

B

ERNINA of America celebrated National Sewing Machine Day with a giant sewing machine statue
set on display in Chicago at 401 N. Michigan Avenue on June 13. Dedicated to the manufacturing of
Swiss precision sewing machines for 125 years, BERNINA marked the day by showcasing a largerthan-life sewing machine replica as a tribute to the influence the sewing machine has had on our
culture since its invention in 1790.
The invention of the sewing machine made a significant impact not only on clothing and textile
production but also in households across the globe. In 1932, the household sewing machines that left
the Steckborn, Switzerland factory were the first to don the BERNINA name, and in 1945 the first portable
zigzag sewing machine made its debut. By 1963 BERNINA had produced more than one million sewing
machines and in 1986 BERNINA created the first computerized sewing machine that had fully automatic
one-step buttonholing and stitch pattern memory. Today, BERNINA remains a world market leader in
innovation, producing sewing and embroidery machines that have a Jumbo Bobbin with 70% more thread
capacity to sew longer with fewer interruptions. The BERNINA Hook sews high-precision stitches up to 9
mm in width with sewing speeds up to 1,000 stitches per minute. Embroidery features such as PinPoint
Placement and Enhanced Editing Functions provide the capability to create embroidered masterpieces
on these innovative machines.
“The technology of today’s sewing machines really underscores how far we’ve come as an industry, and
BERNINA is proud to share this milestone with everyone on National Sewing Machine Day,” said Paul
Ashworth, President, BERNINA of America. “We strive to continue to innovate and make machines that
inspire our next generation to create their own impact on the future of sewing.”
BERNINA unveiled the 7 ft. by 12 ft. Sewing Machine statue in Chicago on June 13, National Sewing
Machine Day. Made from polystyrene, hand-carved foam, the statue is a replica of the soon to be released
BERNINA 880 Plus Anniversary Edition sewing machine which will be introduced at BERNINA’s upcoming
annual dealer convention, BERNINA University. Visitors and Instagram users were encouraged to take
pictures of themselves in front of the statue or in front of their own sewing machine and share on social
media for a chance to win a BERNINA 530 Limited Edition Gold sewing machine.
About the Company: Founded in Switzerland
more than 100 years ago, BERNINA is the
world’s premier manufacturer with a proven
reputation for offering quality state-of-the-art
sewing, quilting and embroidery machines,
overlockers, and embroidery software. BERNINA’s
leadership is marked by an impressive number of
ambassadors, industry leaders, influencers and
bloggers, who chose to partner with the company.
BERNINA products are sold in the United States
through a network of over 400 fully trained
independent dealerships that also offer support
and education.
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Challenge Yourself
By: Regena Carlevaro, Janome
Education Manager
“You are never too old to set another goal
or to dream a new dream.” - C.S. Lewis

J

anome America recently hosted an Education
Summit attended by our online project
contributors, bloggers, educators, and
business partners. This was a talented group
of sewists with entirely different skill sets who had
one thing in common - the love of sewing on their
Janome sewing machines.
Why am I telling you about an education event
that was not open to the public? Why read about
an experience in which you were not able to
participate? Because the excitement and
wonder that I witnessed during three days of
sewing and learning together can be yours
as well as your customers’ in the weeks to
come. Our guests enthusiastically shared their
experiences with social media followers during and
after the summit. There’s an enormous amount of
opportunity here!

We are habitual creatures and tend to stay in
our lane when we find something that makes us
feel comfortable. Straight line quilting with your
AcuFeed foot may be less challenging than freemotion quilting if you don’t feel like you have
control. If you’re a garment sewist, chances are
you wouldn’t sign up for a class to learn how to do
ruler work on a quilt block. But, that is exactly what
Tamara Serrao, Tamara and Kate Designs, and

With only two and a half days of classes slated,
it was a challenge to demonstrate a variety of
techniques. Fortunately, we are in an extremely
creative industry that hosts a diverse group of
sewing instructors. We were able to offer six projectdriven classes in which each attendee participated
simultaneously. What did this accomplish? At some
point during the Summit, each individual was forced
to sew something out of their comfort zone.

Mastering Ruler Work
18
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Kimberly Coffin, Sweetredpoppy.com, did during the
Summit. They both learned how to do Ruler work
and found that they had the aptitude and ability.

the room and the excitement was truly infectious.
“We can make our own branded fabric to line our
bags!” “How about our logo on jacket lining?”

I recently watched Kimberly’s Instagram videos
showing her first attempt at ruler work. She was
so darn happy with her accomplishment. Can you
imagine how many of her 9000+ newly inspired
Instagram followers are going to want to explore
and experiment now?

If you get the chance, check it out at
www.myfabricdesigns.com. The ability to
create projects with your store name or brand
is an innovative way to keep your store in the
forefront of your customers’ minds.

These individuals will need a resource to teach
them more about the latest sewing machines and
features, along with the many techniques and
projects that have just caught their attention.
As dealers, you can create new classes for these
eager enthusiasts who are waiting for you to
take them on a creative adventure, helping them
discover new interests (and probably some new
machines) along the way.

By the end of the summit, fashion sewers were
taught how to make truly perfect Flying Geese
points by our new Spokesperson, Kimberly Einmo,
using her Easy
Flying Geese
Ruler. In addition,
they received
firsthand
experience with
the HP foot and
plate on the
Horizon MC94000
to achieve
perfect ¼”
seams - a feature
that many of
them didn’t
even know their
9400’s offered!

Kimberly Einmo’s Solid-ish
Jellyroll and Easy Flying Geese ruler
Conversely, seasoned quilters learned from Heather
Peterson of Girl Charlee Fabrics how to make pencil
skirts on the Janome 1110DX Pro. This was the
very first time many of them had ever created
a garment, much less sewn on a serger. Most
participants were so excited that they couldn’t wait
to model them!

Kimberly Coffin creates
perfect points
Consider this: do any of your classes
challenge your current quilting customers?
When developing projects, highlight sewing
machine features that encourage your
customers to try new things. This can really
serve as a valuable confidence booster and
with hope, increase their desire to upgrade
to a newer sewing machine.
The Education Summit attendees were
further blown away while learning how
to design their own fabric with My Fabric
Designs - a new software program created
by the inventors at DIME - one of the event
sponsors. Eileen Roche showed them how to
create beautifully designed baby blankets,
quilts, and more. Ideas began flying around
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Meredith
Daniel,
Trish
McLaughlin,
Kimberly
Coffin,
Nicole
Daksiewicz,
and Heather
Peterson
model their
pencil skirts
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As a store owner, do you predominantly carry
quilting fabrics? Are your classes geared toward
the quilting customer? If so, I strongly urge you
to reevaluate your class schedule and your fabric
inventory to ensure that garment sewists feel your
store is a valuable resource for them too.
Worth noting, the fashion sewing bloggers who
attended the summit have a huge following in the
20-30 year old demographic. Market trends reflect
a shift in the sewing community from quilting
to garment sewing. Are you ready to meet the
challenge of teaching these customers how to enjoy
and appreciate all that the machines can offer?

Basic garment projects can be
the start of building a whole
new clientele

Meredith Daniel and Trish
McLaughlin putting the final
touches on their skirts with
a CoverPro 2000CPX

Market trends reflect a shift
in the sewing community from
quilting to garment sewing.

Nowadays most public schools no longer teach
the sewing arts. That is why it is important, as
a company and as an industry, that we nurture,
encourage, and expand our online partners as much
as possible. The next generation of sewists are
learning online. The new “stars” who captivate
these youth are primarily YouTubers and this
new range of sewing talent can only take
them so far. We need you to fill the gap.
Add a class to your schedule that demonstrates
how to read garment patterns, how to measure your
body for the correct cutting size (pattern sizes are
not realistic!), and how to correctly cut them out.
Next, offer a basic knit skirt or A-line dress class,
assigning students the “homework” of cutting it out
at home. To paraphrase a baseball movie, “If you
build it, they will come.”

20

Here’s the point: Get out of your comfort zone
and help your customers do the same. From class
schedules to store displays, be a dynamic, creative
resource for your sewing community.
Enlist your staff to be part of this evolution. If
you’re predominately a quilt store, think about
offering machine technique classes that challenge
your customers, whether it’s quilting-related or not.
Or, offer costume making classes that will appeal
to cosplayers. No matter how your store is set up,
whether you sell fabric (sewing machine food) or
not, challenge yourself to do something different.
I promise you it will be worth the effort.
Look at the smiling faces in the photos here and
you’ll see a group of super gifted individuals who
stepped up to the Summit and realized how truly
multi-faceted they are.

You are too.
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It is our pleasure to present

VDTA∙SDTA’s inaugural

Dealer Special
Edition
Highlighting top independent retailers in the
sewing and quilting industries

“Everybody is standing, but you must stand out.
Everybody is breaking grounds;
but you must breakthrough!
Everybody is going, but you must keep going extra miles!
Dare to be exceptionally excellent and why not?”
~Israelmore Ayivor

New Age Dealers:
Leaders in the Industry

S

ewingMachinesPlus.com stands devotedly as one of the most successful independent retailers in the
sewing and quilting industry. For more than 40 years, the company has built a legacy and plans to keep
that legacy in the family. Owned by Ron Martin and sons Chris & Cory Martin, SewingMachinesPlus.com
delivers the very best products and services to the sewists and quilters of California and beyond. Two
state-of-the-art retail locations in San Marcos and now in San Diego and one e-commerce warehouse and call
center accommodate over 300 brands including Baby Lock, Brother, Janome, BERNINA, Pfaff, Viking, Singer,
Juki, Handi Quilter, EverSewn, Floriani, and Koala.
After years of hard work, keeping ears to the ground and eyes to the sky, SewingMachinesPlus.com (SMP)
has prevailed in putting the latest trends and technology right into the hands of customers. The company’s
60 employees succeed in making “innovation” more than a buzzword with original marketing, adept
merchandising, and an attitude that embraces change.
For example, SewingMachinesPlus.com has installed four 90-inch televisions, a 180-inch projector screen,
and a fully equipped sound system in their retail locations so no matter where a customer is standing or
sitting, they can see and hear everything an instructor teaches or a store employee demos in the classroom.

22
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The careful consideration of merchandising at
SewingMachinesPlus.com is apparent to any retailer
who enters their stores. Prominently displayed at the
front are the newest products and limited-time vendor
specials to keep the show floor feeling new. High quantity
items such as notions are placed in the back and drive
foot traffic past merchandising displays that may otherwise
go unnoticed. And the sheer variety of products carried is a
boon to sales, changing a shopper’s yes or no perspective
to which product is right for me.
The Martin men have noticed that the most popular machine
models are those with technologies that offer a leisurely
and laborsaving sewing experience. The Baby Lock Triumph
is a best-seller, with features like the new RevolutionAir
threading system, extra high lift on the presser foot, pure
lighting, and a safety mechanism that disallows starting
unless the presser foot is down. Also a best seller is the Pfaff creative icon™ with its large screen, wireless
capabilities, and it being the most powerful sewing machine on the market, according to SMP employees.
What is truly innovative, however, is the company’s
own brand of quilting machine. In the past couple
of years, SewingMachinesPlus.com saw a need in
the market for a moderately priced longarm quilting
machine. So they did something about it. They teamed
up with multiple manufacturers and had their very own
brand of machine created. That brand – the King Quilter
– is one of their best selling products every month and
at a higher margin than other machines they sell.
In addition to exclusive products, classes and events
contribute greatly to the all-inclusive vision of
SewingMachinesPlus.com. Staff devote time and energy
into generating sign-ups by as many means possible
– the internet, Facebook, print advertising, in-store
advertising, and good old-fashioned phone calls.
Left to right: Owners Cory Martin, Chris Martin,
and Ron Martin
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At the event, Martin and his staff
feel it’s important that every
guest should learn something
they did not know before. The
majority of the time spent on
classes and events at SMP is
building the curriculum, because
they know that’s what keeps
sewists coming back. Some of
these SMP sewists are even kids.
SewingMachinesPlus.com
provides kids classes and
advertises in-store classes to a
younger demographic. Engaging
kids in sewing at an early
age is good for any dealer’s
business but the industry too.
The company further advertises
products on a national scale
through their website, reaching
over 4 million people a year. A quick Google search of any popular machine curates SewingMachinesPlus.com
as one of the top results, keeping sewing as a hobby top of mind to every age demographic.
To describe the company’s business mentality, Martin and Chief Executive Officer Rick Leukert agree on
one word: “Customer-Centric” and doing business with their customers in a way that provides a positive
experience before and after the sale. It’s no secret that customers have increasingly become more selective
with whom they spend their money, and businesses like SewingMachinesPlus.com succeed in showing them
why they should buy from an authorized independent dealer rather than a big box store.
When asked what inspires Martin and his team to
continually improve their business, he answers,
“Watching our customers get excited about their craft
and connecting with others who share in their creative
passion. We want more and more people to fall in love
with the world of sewing and crafts.”
For advice to other independent sewing retailers,
Martin and his staff say, “Listen to your customers!
Whether it is asking them in person, sending our
surveys and polls, or analyzing data from your
website. You will always learn something new from
what they say, and it will help determine what your
next big move should be.”

To see what else
SewingMachinesPlus.com is
doing to foster the love of
sewing and expand their
business, check out their
Facebook presence
or visit them online at
www.sewingmachinesplus.com

New Age
Dealers:
Leaders in
the Industry

B

-Sew Inn, headquartered in Muskogee,
Oklahoma, is a five-store force driven to
serve sewing enthusiasts across a tri-state
area. Owned by Mary Hess, B-Sew Inn
operates across Missouri, Arkansas, and Oklahoma
with a total of 55 employees doing their very best
to spread the love of sewing.
Hess’s business rose from modest beginnings under
the ownership of Jim and Sharon Stewart as “The
Vacuum Shop.” With a cozy 250 square feet and
$5,000 in inventory in the early 80s, the single store
added sewing machines and more square footage
by 1986. Under new ownership, Lewis and Becky
Godby rechristened it “Godby’s Sew-N-Vac Shoppe”
and sought additional plans of expansion.
In the early 90s, the Godby’s envisioned a plan
in which they reduced the number of brands
and formed a stronger relationship with two or
three sewing machine distributors, ideally with
exclusivity for all of Oklahoma. Their proposal
was brought to Tacony Corporation and their
brand Baby Lock. Tacony’s desire to create a
stronger, aspiring independent dealer network
emboldened the Godbys, as did support from
Elna. By 1996 the Godbys stores – now called
“B-Sew Inn” – were Tacony’s largest independent
sewing machine dealer with wholesale purchases
exceeding $1 million.
Instrumental in this course of expansion was Hess,
Godby’s Operations Manager at the time, who
purchased the business in March 1997. As the
new owner, Hess continued to fulfill the 5-year
marketing plan as she turned their three lease
departments into full-service stores. In 2002, Mary
and B-Sew Inn opened a 16,000 square foot facility
(64 times larger than the original store!) in Tulsa
to host their largest retail showroom, a centralized
service center, plus a fully-equipped Technology
Training Center to provide nationwide education.

Owner B-SEW Inn
Mary Hess

This year B-Sew Inn celebrates its 21st year under
Mary Hess’s direction, and the business is clearly
embracing all that 21st century technology has
to offer.
For example, B-Sew Inn has implemented EZAd TV
to provide continual videos and demonstrations to
customers. EZAd TV is a video content management
system that operates with a wireless internet “box”
through which staff can stream sewing-specific
content to TVs within their stores - all without
changing DVDS or physically being present to
update the content. It has proven to be a great
selling tool to inform customers of new products,
why they “need” a specific machine, and to help
lead a buying conversation.
Monitors with EZAd TV are strategically positioned
at different merchandising areas, so while a
customer is shopping for a machine foot, they’ll see
a video about what different machine feet can do –
making them want more than one.
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Additionally, B-Sew Inn has
recently stirred up business with a
redesigned user-friendly website
that supports online sales. And their
efforts with the redesign are paying
off! Customers are able to register
for events and classes, watch
product videos without leaving
the product page, and get more
connected with the B-Sew Inn brand.
Hess and her team have integrated
email with their website as well,
which enables staff to track sales
from emails and coordinate online
and in-store promotions with a
target messaged delivered right to
a customer’s inbox.
Even mobile devices are being used to B-Sew
Inn’s advantage. At events and during promotions,
staff noticed that customers were often on their
phones while in the store. Rather than panic about
their screen time, staff used this inevitability
and encouraged customers to leave reviews and
watch B-Sew Inn’s videos. Ultimately this led to
meaningful conversations about their bigger picture
sewing desires and how B-Sew Inn is their best
place to shop!
But Hess knows that all the technology in the world
won’t do any good if there’s not a quality product
to offer. B-Sew Inn is committed to providing
customers with quality products that will make
them successful, and their brands include Baby
Lock, Anita Goodesign, Koala, Arrow, AccuQuilt,
Floriani, Brother Scan-N-Cut – and a wide variety
of notions.
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Their most popular machines are, of course, from
the Baby Lock brand. The Baby Lock Destiny is
their most popular luxury sewing and embroidery
machine due to the IQ technology, user-friendliness,
and consistent superiority. For entry-level and midline sewing machines, the Baby Lock Rachel and
Soprano are both very popular with attainable price
points that don’t concede the brand’s reputation
for quality.
Besides the EZAd TV, B-Sew Inn merchandises
machines like the Destiny and Soprano with custom,
themed signage they design and print monthly.
The signage is hung from ceilings, in windows,
throughout the store on promotional pieces,
anywhere that helps immerse the customer in the
B-Sew Inn experience.
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The Sales Leadership and Marketing teams attend
trade shows such as Global Shop to find new
fixtures for product display. While the displays
provided by suppliers are an effective option,
B-Sew Inn prefers to seek whatever presents their
products most effectively, including cases of crossmerchandising.

When asked what inspires her to keep improving
her business, Mary Hess explains, “My team!
Knowing when our business improves, their lives
improve, is motivating for me. I find great personal
satisfaction in watching my team members grow
and discover they can do more than they ever
thought possible.”

Hess and her team have further found that
thoughtful merchandising is especially important
for the sales of embroidery designs and software.
They keep at least 12 feet dedicated to Anita
Goodesign packs so customers can always see
what’s new as well as the all-time favorites. The
same is true for AccuQuilt and Scan-N-Cut products.

She continues, “If I had to describe my business
mentality, I would say this: People matter more than
profit, but it takes profit to take care of people.”

When inspiration arrives in the form of an event
or class for B-Sew Inn customers, staff go above
and beyond to make sure they have the best
experience possible. One “secret” to having a
successful event is operating with fully-trained
staff on hand, according to Hess. This includes
extra team members to help cover areas that
need more assistance, inventory staff to replenish
stock on popular products, as assistant to put
out snacks and lunch and take out the trash,
and a technician to keep all the machines running
smoothly. All of these things help the customer
complete their projects by the end of class –
and completed project help make sales!

Lastly when presented the question ‘Why should I
get into the business?’ Hess had this advice:
“I’d say to operate a profitable organization.
This industry definitely has the foundation to be
profitable if you approach it as a business, not a
hobby. Get excited about your customer, ask
what they’re working on, then show them the
newest thing with all your passion and sell it!”

Learn more about Mary Hess and
B-Sew Inn at www.bsewinn.com
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New Age
Dealers:
Leaders in
the Industry

C

athey’s Sewing and Vacuum, a secondgeneration business owned by Donny
Cathey, has made its mark on the sewing
and floorcare industry. With soon to be 3
stores in the Arizona area – headquarters in Tuscon
– Donny and his team are aiming high, ready for
even greater success!
Founded by Friou Cathey, Sr. and his wife Myrtle
in 1954 on Stone Avenue in Tucson, Cathey’s has
been around as long as Queen Elizabeth has been
Britain’s monarch (actually the Queen has one more
year on Cathey’s… ).
Originally, Cathey’s only sold vacuums but
expanded to the sales and repair of sewing
machines in the 1960s. As a family business,
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Friou Jr. and Donny worked with their parents
running the store until Donny opened an additional
store on Speedway Boulevard in 1978.
Today Cathey’s has two locations at 5701 E.
Speedway and 8700 N. Oracle. Still a family
business, Donny and Janice Cathey own and
operate Cathey’s with the assistance of their
children Matthew, Troy, Andy, Carly, and Geordy.
Cathey’s 35 employees also share the family values
and tradition started by Friou and Myrtle over 60
years ago. They are proud to represent Baby Lock,
Brother, Janome, Juki, Pfaff, BERNINA, and Viking
sewing machines as well as all the top vacuum
brands.
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Every brand they carry is unique and has new
age features to suit their customers’ needs. While
it’s hard to pinpoint their most popular model,
brand loyalty does factor into a buying decision
at Cathey’s. Trying to convert a loyal customer
to a different brand is in nobody’s best interest,
according to the sales team. However, embroidery
machines continue to be the most popular type
of machine they sell. Manufacturer innovations
motivate the customers at Cathey’s to upgrade
frequently, and Donny and his team always chuckle
and laugh, asking, “What will they think of next?!”
For merchandising, Cathey’s staff have found that
keeping a clean and organized sales floor is crucial
to a positive customer experience. Grouping similar
machines together lets customers compare models
easily without running around the store and getting
frustrated. Of course, proper lighting and signage
help emphasize features of the machines, while
using current promotions – like financing – offers
customers affordable options on higher-priced
products. And who doesn’t want their customers
to step up? Because embroidery machines are
Cathey’s biggest seller, having those machines
ready to demo at the drop of a hat is a key sales
technique, too.
In their exciting upward trajectory, Cathey’s has
implemented several new technologies in their
stores. Specifically, they’ve introduced a new

communication platform called Basecamp that
allows staff to organize events and communicate
between stores more thoroughly. Staff use
Basecamp to send messages about follow-up sales,
promotions, questions, deliveries and more.
The stores haven’t been using the platform long but
are coming to find it’s rather intuitive.
Donny and his team have also hired a third-party
company to help them stay up-to-date in our fastchanging world, specifically when it pertains to the
word “online.” The third-party company has helped
them connect with customers online, bring more
traffic into their brick and mortar locations, and
improve their e-commerce sites. As Donny says,
“I can’t be everywhere at once, but with the help of
technology, I can have eyes on what is happening
between stores and ensure that business is thriving
in all the right places!”
He goes on to say, “A motto we operate by has
always been: If you don’t move forward, you begin
to move backwards.” This is very apparent at
Cathey’s with the undertaking of a major remodel
to their secondary store, effectively doubling the
size and modernizing the overall appearance and
function. They also remodeled the main store with
new flooring and updated the displays and fixtures,
all within the last 3 years!
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What’s more? A third retail location with additional
product lines is on its way to serve a growing
customer base.
As sewing retailers know, classes are a great way
to keep a customer base growing, but making a
class or event successful is not always easy.
For Cathey’s, a successful event first comes from
creating excitement about it through emails and
in-store advertising – flyers with every machine
repair, quote, and sales transaction. They order
plenty of product and price it to sell, and feel
it’s never a bad idea to reach out to another
dealer who has hosted the same event.
Lastly, Cathey and his team have personally
witnessed how a positive attitude from their
staff is infectious and boosts sales.

“There are several reasons to get into the sewing
and vacuum business – but first realize that you
need to be willing to work harder than those
around you. This applies to your employees and
your competition. If you have a great work ethic,
then this business is for you! The satisfaction that
comes from having your own business and making
customers – your customers – happy can be beat!”

Learn more about Cathey’s store
and their drive to succeed at
www.catheys.com.

When asked what inspires him to improve his
business, Donny says, “First and foremost is
how we take care of our customers. Don’t lose
sight of the fact that without loyal and satisfied
customers, we have no business at all. My wife
and our children also inspire me to improve our
business the best I can. I can only hope that
my children continue to improve Cathey’s with
inspiration of their own.”
To keep his stores growing, profitable, and
innovative, Donny maintains the mentality that
he, personally, would do anything he asks his
employees to do. In saying that,
Cathey’s hires talented people
that are a good fit, but leading
with the attitude of getting your
hands dirty is an incredible
motivator.
When asked what advice he
would give to other independent
sewing or vacuum retailers, he
offers, “The advice I would give
to others is to always listen
and have a plan. It might mean
stepping out of your comfort
zone. Have a plan as to where
you want to be in a year from
now. Then three years, five
years, and so on.”
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MEMBERSHIP - JOIN TODAY!

Visit vdta.com for more information.
VDTA•SDTA, 2724 2nd Ave. Des Moines, IA 50313
Call 800-367-5651 or fax 515-282-4483 • apply online at www.vdta.com

Company Information
Name: _________________________________________ Title: _____________________________________
Company Name: ___________________________________________________________________________
Address: __________________________________________________________________________________
City: ____________________________ State/Province: _____________ Zip/Postal Code: ______________
Phone: _______________________________________ Fax: _______________________________________
E-mail: ___________________________________________________________________________________
Website: _________________________________________________________________________________
Number of stores? _________ Years in business: _________ Submit Copies of Business and Tax Certificate

Membership Category
Independent dealer enrollment: $110.
Identified as any dealer whose principal business is
the sale of merchandise and services directly to the
consumer (end user).
Associate member: $625 each year.
Identified as a wholesale manufacturer/distributor/
supplier. Businesses located in the U.S. or International.
International member: $150 each year.
Identified as a dealer not located in the U.S. or Canada.
Miscellaneous Membership: $150 each year.
Includes: Manufacturer representatives, independent
consulting firms, and advertising agencies.

Dealer Membership & Renewal
1 Year Membership
2 Year Membership
3 Year Membership
Multi-Store Membership Renewal
Associate Membership
International Dealer Membership
Miscellaneous Membership
Sewing Educator Alliance Membership

$110
$190
$250
$150
$625
$150
$150
$60

SEWING\QUILTING

FLOORCARE

Sewing Machines
Knitting Products
Quilting Machines
Longarm Machines
Embroidery Machines
Sewing Parts/Accessories
Notions
Fabrics-Fashion/Quilting
Sergers
Other:____________

Hand/Stick Vacuums
Central Vacuums
Stick/Broom Vacs
Water-based Vacs
Steam Cleaners
Janitorial Products
Stain Removers
Vacuum Parts/Accessories
Backpack Vacs
Upright Vacuums
Canister Vacuums
Air Fresheners
Air Purifiers
ers
Other:___________

• Do you attend VDTA•SDTA conventions?
• Do you have a repair department?
• Do you teach sewing or quilting lessons in your store?

Yes
Yes
Yes

Payment Information
All payments must be made in U.S. funds
Check

MasterCard

Visa

Amount: $_______________

Cardholder Name (Print):_____________________________________________________________________
Card #:________________________________ (CCV#_____________) Exp Date:_______________________

Signature:_________________________________________________________________________________
Is this a one time membership payment?
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Autopay (next membership payment due in 12 months)
This a one time payment, thank you.
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2017
| FLOORCARE
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No
No
No

Recognizing Our

Associate Members
A & E GUTERMANN’S
A E CARTER DISTRIBUTING
ALUTRON MODULES LTD
AMETEK FLOOR CARE & SPECIALTY MOTORS
AMERICAN & EFIRD
APC FILTRATION INC
ARROW COMPANIES LLC
ARTISTIC
AVNAN ELECTRO INC
BABY LOCK USA
BERNINA OF AMERICA
BISSELL HOMECARE INC
BRANOFILTER GMBH
BROTHER INTERNATIONAL
CANA-VAC SYSTEMS
CANPLAS INDUSTRIES LTD
CLOVER NEEDLECRAFT INC
COATS & CLARK INC
CWP TECHNOLOGIES
CYCLOVAC - TROVAC INDUSTRIES LTD
DESCO VACUUM CLEANER SUPPLY
DIYSTYLE®
DOMEL
DULWICH HILL SEWING CENTRE
DYSON INC
ELECTRO MOTOR LLC
ELECTROLUX CENTRAL VACUUMS - BEAM
ELECTROLUX SMALL APPLIANCE GROUP
ELNA INC
EMERSON COMMERCIAL & RESIDENTIAL SOLUTIONS
ENVIROCARE TECHNOLOGIES LLC
ESSCO
EURO-NOTIONS INC
FAMORE CUTLERY / SPECIALTY PRODUCT SALES
FLEXAUST-TUEC
FLEXIBLE TECHNOLOGIES
FLOOR CARE EQUIPMENT LTD
GRAND RIVER RUBBER & PLASTIC
GROZ-BECKERT
HIDE-A-HOSE INC
HOME CARE PRODUCTS LLC/ DVC ZHAO HUI FILTER
HOOPSISTERS
HOOVER VACUUMS
HORN OF AMERICA INC
HOST / RACINE INDUSTRIES
H-P PRODUCTS INC
HUSQVARNA VIKING SEWING MACHINES

IROBOT CORPORATION
JANOME AMERICA
JKL GLOBAL SALES INC
JOHNNY VAC
JOYA DISTRIBUTING CO
KENT INVESTMENT / CARPET EXPRESS
KIRBY COMPANY
LINDHAUS USA
LINDSAY MANUFACTURING
M D MANUFACTURING INC
MIELE INC
MODA FABRIC
MYRATON INDUSTRIES
NADAIR INTERNATIONAL
NORTHPOINT COMMERCIAL FINANCE
NUERA AIR / DUO VAC
ORECK VACUUMS
PACVAC PTY LTD
PFAFF SEWING MACHINES
PLASTIFLEX GROUP NORTH CAROLINA
PRO-LINE DISTRIBUTING
PROTEAM
PRYM COMSUMER USA
QUALTEX GLOBAL LTD
REXAIR LLC
RICCAR AMERICA
RNK DISTRIBUTING
ROYAL
SEBO AMERICA
SHARKNINJA
SIMPLICITY VACUUM
SINGER SEWING COMPANY
SIRENA INC
STEEL CITY VACUUM CO INC
SUZHOU MINKANG FILTER CO LTD
SVP WORLDWIDE
SYNCRONY FINANCIAL
TACONY CORPORATION
TACONY SEWING CENTRAL
THORNE ELECTRIC CO
TIP TOP PARTS
TRANSNATIONAL
TRI-TECHNICAL SYSTEMS INC
TTI FLOOR CARE NORTH AMERICA
UNITED NOTIONS
VAC PRO’S
VACUMAID CENTRAL VACUUM SYSTEMS
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Are You Guessing On Your Quality
of Customer Service?

P

roviding outstanding customer service at
the right price is the “Golden Rule” of most
companies. It’s worth remembering that we
all experience customer service every day.
Customer service is a critical piece of your business,
and you should fine-tune it as much as you can.
Here are some well-known facts on customer
service ….

90%

Fact: 90% of companies say they deliver
superior customer service, and only 8% of
consumers think these same companies
deliver superior customer service. Which
goes to show, you shouldn’t be guessing
when it comes to evaluating your
customer service.

Fact: Bad customer service is more than
just a potential liability, it’s a huge cost
to your business. Consumers are far more
likely to share bad customer experiences
than good experiences due to their
frustration.

6-7
4%

Fact: It is 6-7 times more expensive to
acquire a new customer than it is to keep a
current one.
Fact: The average business hears from
only 4% of its dissatisfied customers. Very
few people have time for your mistakes.
Even fewer people are going to take the time
to let you know about them, and why should
they? You’re the one that screwed up.

Think you don’t have to worry?
Guess again!

13

Take your mobile phone and your service
contract. If you’re like me, it’s hard to
understand. The contract has been
deliberately written so complex that most
people don’t read it. This, by the way, is
why just about everyone hates mobile
service providers – and why wireless
carriers have some of the lowest customer
service ratings of any industry.
Fact: The average American spends 13
hours per year and 43 days per lifetime on
hold for customer service. When it comes
to customer service, your customers care
far more about competent and helpful
service.

73%
86%

Fact: 73% of dissatisfied customers cited
incompetent, rude, and “rushed” service
as the #1 reason why they abandoned a
brand.
Fact: 86% of consumers will immediately
quit doing business with a company
because of a bad customer experience.
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9

Fact: Your customers can do quite a
few things much better than you can,
and if your business isn’t embracing this
fact by viewing customer service as a
branch of your marketing department
with tremendous ROI, you’re doing yourself
a disservice, as well as your customers.
Fact: 9 out of 10 U.S. consumers say
they would pay more to ensure a superior
customer experience. Customers expect
consistent quality of customer service; with a
similar, familiar look and feel whenever and
however they contact your company.

American firms spend all their Customer Service
Training dollars on surveys. That’s total overkill.
Few spend any money training employees on
Customer Service. Customer Service training will
tip the scales toward making your business more
successful for your employees and your bottom line.
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Take responsibility

Be… a solution provider

Be… fast and accurate

People want answers and to move on with their
busy lives. One simple and straightforward way
to solve problems faster is simply to be available
– if not 24/7 then more convenient hours for your
customer (say after 5PM?) – with a ‘live’ person
that answers the call within 3 rings. That way fewer
people are having to check your hours to get in
touch the next day. It’s easier to resolve issues
and you will stand out from the competition as a
company that deals with their customers right away.

Be… respectful and friendly

Customer service should be filled with positivity.
Greet your customers, use their names, and
always express appreciation for their business.
Inject positivity into your day – the results will
be eye-opening.

Be…a listener

Lead with your ear rather than your mouth so you
can connect and problem-solve. How can you meet
your customers’ needs if you don’t know them?
To understand their needs, just listen to the “voice
of the customer” and take action accordingly.

Ask your customer what they think would be a
good outcome. They probably have something in
mind that they feel would make sense given the
circumstances. Even if that final answer is not
exactly what you want, the customer may also feel
that they are not getting exactly what they’d hoped.

Be… amazing

Bear in mind that the customer will feel incredible
if they feel that you are taking extra steps to help
them.
About the Author:
John Tschohl is a professional
speaker, trainer, and consultant.
He is the President and founder
of Service Quality Institute
(the global leader in customer
service) with operations in
over 40 countries. John is a
self-made millionaire traveling
and speaking more than 50
times each year. He is considered to be one of the
foremost authorities on service strategy, success,
empowerment, and customer service in the world.
John’s monthly strategic newsletter is available
online at no charge. He can also be reached on
Facebook, LinkedIn, and Twitter.

A New Set of Themed Quilt-In-The-Hoop
Projects For Every Month.

“Success is not the key to
happiness. Happiness is
the key to success. If you
love what you are doing,
you will be successful.”
~ Albert Schweitzer

www.hoopsisters.com
866.497.4068
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Is your student planning to pursue a bachelor’s
degree? Let your
financially assist with a chance of a lifetime.

Complete the scholarship application online at
www.vdta.com/BESFapplication.pdf
Obtain a dealer reference letter.
Get a certified copy of your school transcript
Write an essay about career objectives.
Write an essay about extra-curriculars.
Gather 3 letters of reference

Deadline October 1, 2018
For information call 800-367-5651 or go to
www.vdta.com/besf.html
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2019 VDTA/Epstein Scholarship Application -

Deadline: October 1, 2018

The VDTA/Epstein Scholarship is available through the VDTA•SDTA and is for VDTA•SDTA dealer members, their dependents
(including grandchildren), employees, and employee dependents. Dealer member must be current and in good standing with
their VDTA•SDTA
VDTA•SDTA membership in order for the student to apply for, receive, and continue to receive scholarship payments.
All info must be complete and you must provide the additional documents required. Completion of this application is for scholarship consideration only.

1. Personal Information
Last Name_________________________________________First _________________________________Middle Init.______
Permanent Address __________________________________________________________Zip ________________________
City __________________________________________State __________Phone Number______________________________
E-mail_______________________________________________Date of Birth ______/_______/_____ Sex:

Male

Female

2. Parent/Guardian Information
Name __________________________________________________ Phone Number __________________________________
Name _________________________________________________ Phone Number __________________________________
Address _______________________________________________________________________________________________
Email ______________________________________________________________
3. Referred by VDTA•SDTA Dealer Member
Name ___________________________________ Company Name ________________________________________________
Relationship of applicant to dealer _______________________________________ Phone______________________________
Address ___________________________________________City, State _________________________ Zip ________________
4. VDTA•SDTA Dealer Letter
VDTA•SDTA Dealer Member: Write a letter stating why this applicant should be considered for the VDTA/Epstein Scholarship.
5. School Information
School Name _______________________________________________ School Phone ______________________________
School Address _________________________________________________________________________________________
Recommended by Teacher's Name _______________________________ Contact info_________________________________
School Counselor's Name:_______________________________________________
Year in school as of Jan. 2019

High School Senior

must be at least H.S. Senior

College Freshman

Cumulative GPA __________________

must be minimum of 2.5 on 4.0 scale

College Sophomore

College Junior

6. Submit Most Current Certiﬁed School Transcripts with this Application.
7. Write an essay (100 word minimum) on a separate document addressing: a) any awards of honors you’ve received and
b) your educational objectives and how they will relate to your planned future career.
8. Write an essay (100-word minimum) on a separate document addressing: extra-curriculars in which you have been involved
that demonstrate 1 or more of the following: a) Love of Sports b) Community involvement 3. Humanitarianism 4. Leadership ability
9. Additional Letters of Reference. Obtain letters of reference from at least three (3) individuals (not related to applicant), attesting
to your activities which demonstrate one or more of the attributes listed above in ITEM 8. This could be from school counselors,
teachers, church leaders, other business owners, coaches, etc. Letters must be signed by the person who wrote it.
10. Terms of Scholarship: Scholarship recipient must be enrolled for at least 12 credit hours and maintain at least 12 credit
hours each year to be and remain eligible for current and future scholarship money. Scholarship money is paid only as long as
the recipient is an undergraduate student. Money is awarded in $2,500 increments per school year with a maximum paid of the
current scholarship amount.
11. Other information: Scholarship is funded by industry donations. It is expected that the
recipient of the Scholarship will accept the award in person at the VDTA•SDTA Convention.
Recipient’s travel, lodging and meal expenses will be provided. Not every student will receive
the entire amount of the scholarship: total scholarship dollars are determined by the student's
year in school at the time of the award. Financial need will not be used in determination.

Checklist:

My application is for: Academic year 2019/2020. I declare that to my knowledge,
the statements and information given in this application and any supporting
documentation submitted are true and accurate.

Applicant’s signature:___________________________________________________
Date: ______________________________________

Complete this application
Acquire Dealer Reference Letter
Acquire Certiﬁed School Transcript
Write essay about career objectives
Write essay about extra-curriculars
Acquire 3 letters of reference
(in addition to Dealer Letter)
Make sure letters of ref. are signed
Sign this application

Mail application & required documents postmarked by October 1, 2018
to: VDTA/Epstein Scholarship, 2724 2nd Ave., Des Moines, IA 50313 • Phone: 800-367-5651
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INDUSTRY NEWS

Brillio named global managed
services partner for Coats
Brillio to drive Coats’ digital transformation,
realize full potential of the Microsoft Azure cloud

B

rillio, a global digital and technology consulting
company, today announced that Coats, a
leading industrial thread manufacturer and
a leader in the textile crafts market, has
named Brillio as global managed services partner
for technology infrastructure on Microsoft Azure to
continue to deliver sustainable value post-migration.
This announcement represents the successful
completion of one of the largest SAP on-premises
migrations to Microsoft Azure with 90% efficiency.
The transition enabled Coats to slash transaction
times considerably. Reporting that previously took
six hours to produce now takes a matter of minutes.
The engagement was completed without disruption
to Coats’ global operations and reduced operational
costs – a significant gain to the company. To the
more than 7,000 employees spread out over 50+
manufacturing sites, making enough thread each
month to stretch around the world nearly 4,000
times, the performance boost was immediate and
remarkable.
In addition to providing continued managed services,
Brillio will also help Coats on optimizing operations
and ensuring they continue to gain elasticity, vastly
improved performance, and lower costs from the
Microsoft cloud. With SAP HANA on Azure, Coats
is now enabled to accurately predict inventory
costs and manufacturing volumes. Through this,
it can make accurate sales projections and perform
production capacity planning. It can also plan its
on-demand business in near real-time.
To achieve this phase of their transformation, Coats
will benefit by adopting several of Brillio’s proprietary
solutions:
•

Brillio Digital IndexTM is an integrated framework
that creates transformational blueprints across
operations from structured and unstructured
data.

•

CLIPTM (Cloud Infrastructure Platform) is an
end-to-end cloud management platform, which
includes monitoring, ITSM, cost management &
backup-as-a-service.

“We are delighted to continue our partnership with
Coats. This project started as a migration to Cloud
to streamline the business, but quickly we saw the
opportunity to provide customized solutions that
38

align with industry nuances,” said Raj Mamodia,
CEO, Brillio. “Brillio delivers unbeatable business
outcomes for enterprises looking for a new level of
sophistication in digital solutions.”
“We needed a quicker way to process information
in greater detail, and the cloud offered a simple
way to manage this on a global scale,” said Hizmy
Hassen, Chief Digital and Technology Officer of
Coats. “Working with Brillio enabled us to seamlessly
and securely deploy a unified business intelligence
platform. We now have greater visibility of key
performance trends, the ability to identify problem
areas and quickly optimize sales strategies by data
across multiple
local markets.”

“To the more than 7,000 employees
spread out over 50+ manufacturing
sites, making enough thread each
month to stretch around the world
nearly 4,000 times, the performance
boost was immediate and remarkable.”

About the Company: Brillio is a global technology
consulting, software, and business solutions company
that enables the successful transformation of businesses
facing significant disruption fueled by technology and
cultural change. It leverages emerging technologies to
create new customer experiences, achieve efficiencies,
and gain differentiation & competitive advantage for its
clients. This, along with its key technology partnerships
and investments in areas such as analytics, security, cloud,
mobile, and machine learning, delivers innovative solutions
and capabilities that result in driving significant market
impact. Visit www.brillio.com. On Facebook at BrillioGlobal.
On Twitter @BrillioGlobal
About the Company: Coats is the world’s leading
industrial thread manufacturer and a major player in the
Americas textile crafts market. At home in more than
50 countries, Coats employs 19,000 people across six
continents. Revenues in 2017 were US$1.5bn. It is also
Official Thread Supplier to the Royal Shakespeare Company.
Coats’ pioneering history and innovative culture ensure
the company leads the way around the world: providing
complementary and value-added products and services to
the apparel and footwear industries; applying innovative
techniques to develop high technology Performance
Materials threads and yarns in areas such as automotive,
composites and fibre optics; and extending the crafts offer
into new markets and online.
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PRODUCT SHOWCASE

Stitching with Jane Foster
Stitching with Jane Foster includes 37 quick and easy cross-stitch
sewing cards with punched holes for easy stitching, as well as a
36-page project book featuring instructions for designing your
own unique stitching patterns and color combinations. Great for
children to explore their creative side with the stitching arts.
Gather all the tools you need to get started and learn stitching
basics, including the straight stitch, cross stitch, back stitch, and
more. A project gallery then shows examples of how to use your
adorable stitch cards: everything from bookmarks and journals
to greeting cards and ornaments. The simple stitching patterns
taught in this book promote growth and development, hand-eye
coordination, and creativity and imagination.

Author: Jane Foster
Format: Hardcover, 52 pages
Publisher: Walter Foster Jr.

Price: $16.95
Skill level: Ages 5-10

Heavy Duty Sewing: Making
Backpacks and Other Stuff
From the founder of iconic outdoors brand Sandqvist, Heavy
Duty Sewing (Frances Lincoln / June 7, 2018 / US $30) is all
about using needle and thread, a sewing machine, and stiff
materials to make your own practical, hardwearing functional
objects. From hiking rucksacks to knife holders, vanity bags to
aprons, there are projects for the experienced home sewer who
is looking to try something new, for people who find the idea of
sewing fun but may not have come up with a suitable project,
and for those who have never used a sewing machine before.
Explaining the basics of making textile products and
which materials to use, as well as the equipment and work
techniques, this book teaches you all about leather and how
to repair your own belongings. You then have the chance to
put these techniques into practice by turning your hand at
ten cool projects for the countryside, town, and travel. There
is no difficult stitching here; you simply need some patience
and attention to detail. Amazingly good fun and rewarding,
welcome to heavy-duty sewing!
Anton Sandqvist founded the company Sandqvist in
2004, in partnership with his brother Daniel and friend Sebastien. Today Sandqvist operates in over 30
countries around the world. For many years he has sewn his own equipment for hiking, mountaineering and
motorbiking, and has an enormous amount of knowledge and advice to pass on.

Author: Anton Sandqvist
Format: Hardcover, 128 pages
Publisher: Frances Lincoln, an imprint of
Quarto Publishing Group

Price: $30 US, $40 Can, £20.00 UK.
Skill level: Beginning machine sewer – advanced
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PRODUCT SHOWCASE

The Handwork Studio Introduces
New Line of Patterns for Young Sewers

T

he Handwork Studio, a leading hands-on
sewing educator for children and teens that
offers classes and summer camps in 40+
U.S. locations, recently completed a new
line of educational sewing patterns for Simplicity,
designed exclusively for young sewers. The
patterns contain easy-to-follow directions, sewing
worksheets, online support, and accompanying
YouTube vidoes (@TheHandworkStudio) to make
each project accessible and fun for kids as well as
parents who are new to sewing.
This debut line includes beginner-level handbag
and stuffed animal patterns and intermediate level
comfy pants and skirt patterns. The products are
now available online and in stores throughout the
country including specialty fabric and craft stores
as well as mass market retailers.
The idea behind the creation of this specialty line
is to inspire creativity and confidence in young
sewers. As Laura Kelly, founder and owner of The
Handwork Studio, which launched in 2001 and
works with 5000+ kids a year, noted: “Every day
at The Handwork Studio we enjoy recreating that
traditional sense of community and shared culture,
where young people come together to learn and
explore the practice of sewing. It allows them to
expand the horizons of their own creativity and
gain confidence in a completed project. And most
importantly to have fun!”
With growing concern regarding the impact
of technology on the younger generations, a
return to the tradition of teaching practical arts
such as sewing, tied in with the elements of
STEAM (Science, Technology, Engineering, Arts,
Mathematics), is particularly timely.
About the Company: The Handwork Studio was born of
one mother’s desire to foster growth, creativity, and pride
in her children through handmade creations. The
programs are designed to be a resource in not only
teaching practical needle arts skills, but to provide role
models as children learn about patience, achievement,
and problem solving.
Their project-based curriculum not only teaches children
how to sew or knit, but will instill in them the practical
applications of mathematics, reading and comprehension.
The Handwork Studio is the ideal creative and educational
outlet for families.

SDTA NEWS July 2018 | SQE Professional™

41

SEEING
THE
LIGHT
by Giuseppe Ribaudo of Giucy Giuce
I like to joke that I have two quilting identies. By
day I work for Andover Fabrics in Midtown
Manhattan as the Multimedia Manager of the
Marketing depatrtment. I handle a lot of what
our customers and end consumers see day to
day, from sales presentations to trade show
booths to social media. By night I am Giucy
Giuce. I don a colorful quilted cape and create
projects with bright fabrics and bold designs.

day. When I got the job at Andover and had to
switch to sewing at night, I very quickly realized
I needed to up my lighting game.
My first introduction to Daylight Company was
with the Slimline lamp. It truly changed everything for me. I went from moving every light in

My Andover job keeps me busy from 9-5 while
my Giucy Giuce alterego usually starts working
after dinner into the wee hours of the night. By
the time I finally sit down at my sewing
machine the sun has usually gone to bed for the
day.
It was a big adjustment for me when I started
working a 9-5 job. I was an actor/waiter before I
worked steadily in the quilting industry. I was so
used to working on sewing projects during the
42
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my apartment to my sewing table to just using
one slick, bright, beautiful light. It made such a
remarkable difference. Better light meant better
vision meant being able to work more quickly, more efficiently, more precisely. Recently
I upgraded to the Lumi Task Lamp. It swivels,
adjusts, gets brigter or dimmer. It is absolutely
perfect for night sewing.
I never realized how lighting is an essential tool
when sewing. Daylight’s lamps make it easy for
me to work into the late night hours without
straining to see what I am doing.

ABOUT GIUCY GIUCE
Giuseppe Ribaudo resides in Queens, New
York, just outside Manhattan. An avid
modern traditionalist quilter, Giuseppe is
inspired by quilts of all styles. Working with
bold colors and graphic, modern prints, he
loves to create quilts that marry the new
with the old.

As a quilt instructor, Giuseppe travels the
country teaching different sewing
techniques, his favorites being English paper
piecing and foundation paper piecing. He is
incredibly excited about the release of his
first fabric collection this fall with Andover
Fabrics.
SDTA NEWS July 2018 | SQE Professional™

43

T

he top ten finalists of the 18th Annual Duck® brand Stuck at Prom® Scholarship Contest have been chosen, and
the winners will soon be announced. For the first time ever, students entered their Duck Tape® prom fashions
individually (rather than as couples), allowing voters to crown the most dazzling dress design as well as the
tip-top tux. Winners will take home a combined $20,000 in prizes.

From June 14 – June 25, the general public could visit StuckAtProm.com to view the finalist gallery to vote for their
favorites. Winners will be announced on July 9 and crowned as the 2018 Stuck at Prom® Scholarship Contest winners.

“For many, prom is not about landing the perfect date. It’s about spending one more night with your closest friends
before graduating,” said Ashley Luke, category manager, at ShurTech Brands, LLC, the company that markets the
Duck® brand. “To celebrate everyone’s unique prom-going experience – whether you’re attending prom by yourself,
with a date, a friend, or a group – we chose to focus this year’s contest on the individual, rather than the couple.”
Contest judges responsible for selecting the five finalists in each category reviewed all submissions based
equally on creativity, workmanship, originality, use of color and design, and the accessories that were created
using Duck Tape®. The Grand Prize Dress winner and the Grand Prize Tux winner, selected by public vote, will
each receive a scholarship prize of $10,000, totaling $20,000. The remaining eight runners up will receive a
$100 Duck Tape® prize pack. For additional details on Stuck at Prom®, visit StuckAtProm.com and follow the
Duck® brand on social media - @theduckbrand.

The Top 5 in the Dress Category: Emily Kaman (Kennesaw, GA); Esperanza Semchuk (Clifton, VA);
Anne Pacheco Timmerman (San Diego, CA); Baylee DeVos (Caledonia, MI); Jordan Amel Douthit (Wake Forest, NC).
The Top 5 in the Tux Category: Charlie Hyman (Simpsonville, SC); Ryan Slanina (Clifton, VA);
Blake Johnson (Wyoming, MI); Brenten Bartels (Sioux Falls, SD); Nicholas Matawa (Brick, NJ).
About the Company: An American original, Duck® brand is known for its quality and innovation, which now includes a
wide variety of colors, designs, and licenses. Duck Tape® brand duct tape is available nationally in colors such as gold,
electric blue, fluorescent pink, green and terracotta, and designs such as Galaxy, Love Tie Dye and Metallic Gold Stars. Duck
Tape®, marketed by ShurTech Brands, LLC, offers a vast array of innovative, forward-thinking solutions that help everyone –
from makers and creators to do-it-yourselfers and professionals – to bring their ideas to life.
About the Company: ShurTech Brands, LLC markets DIY professional and home & office consumer products under the
Duck®, T-Rex®, FrogTape®, Painter’s Mate® and Shurtape® brands. The company is a subsidiary of Shurtape Technologies,
LLC, Hickory, NC, an industry-leading producer of pressure-sensitive masking, duct, packaging and specialty tape products.
Shurtape also manufactures and markets the Shurtape® and Kip® brands. Visit ShurtapeTech.com for more information.
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INDUSTRY NEWS

Teen Designers to be ‘Crowned’ Winners of 18th Annual
Duck® Brand Stuck at Prom® Scholarship Contest

LIKE and FOLLOW
us on Facebook!

Facebook.com/VDTASDTA/
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BROCHURES

Qty.

Qty.
How often should
you service your
vacuum?

Why change your
vacuum cleaner belt
every 3 months?

REPAIR TAGS

POSTCARDS

It’s Time For
A Check-Up!

It’s Time For
A Check-Up!

15 Yea
rs A
go . . .
Qty.

Disposable
Vacuum
Cleaner Bags

Qty.

MACHINE LABELS
0WBMY
XYZ Corp.

1234 Anywhere Ave.
Anytown, USA 00000

How Often Should You
Change Your Bag?

Your vacuum’s cleaning
efficiency depends on it.

Qty.

Qty.

(000) 000-0000
Qty.

Qty.

See full post card & brochure content online at VDTA.com

PAYMENT MUST BE
INCLUDED WITH
ALL ORDERS.

ORDER FORM
Name:__________________________________________Date:_____________
Company Name:____________________________________________________
Address:________________________________________________________
City, State, Zip:______________________________________________________
Phone:________________________________Fax:_______________________
E-Mail:____________________________________________________________
MasterCard
VISA
New Member - 250 Free
Credit Card #:_____________________________Exp. Date_________CVV #:______
Signature of card holder:_____________________________________________
Credit Card Billing Address:___________________________________________

Fax your order to 515-282-4483
46
32

Total $__________

Subtotal: $
Shipping: $
Total: $
POSTCARDS

100 @ $10
250 @ $20
500 @ $25
1000 @ $45

SHIPPING
COSTS

POSTCARDS

MACHINE LABELS

Up to 300 @ $
400-1000 @ $1

BROCHURES

1000 @ $1
2000 @ $1

REPAIR TAGS

1000 @ $1

500 @ $
1000 @ $
1000 @ $20
2000 @ $30

500 @ $5'MPPSDBSF
!4FXJOH
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“RNK did it again! Another inspiring event for our
customers and super profitable for our business!
A Win Win for everyone!” – Mary Hess, B Sew Inn owner
Just take a look at the excitement and sales brought to B Sew Inn by an
Embellish™ Embroidery & Crafting Event! The event went so well that
Mary Hess just had to share her favorite highlights!
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“This selling
event is perf
ect for all
retailers, re
gardless of
their size.”

“Hope wow’d the customers and
the result was record-breaking
sales!”
This success can be yours, too! Embellish™ Hands On Events are bringing
in new inspiration and excited customers to stores across the country!
These project-based events are perfect for introducing your customers to
the new Embellish™ line of stabilizers, thread, designs and software inspired
by Hope Yoder! By combining the worlds of digital cutting, embroidery and
quilting, you can give your customers the creative boost they need to keep
coming back for more!
Contact the EmbellishTM Educational Director Paula today at PBramwell@RNKDistributing.com
or by calling toll-free at (865) 331-0034 to become a Full-Line Embellish Dealer!

www.RNK-Embellish.com

