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Down to Business

Get to Know the Players 
How well do you know your 
customers? Specifically, how well do 
you know the people you interact 
with regularly? Are you connected 
on LinkedIn? Do you follow their 
careers and accomplishments? Do 
you know where they fit within their 
organizations? Take a vested interest. 
Offer praise. Exceed expectations, and 
always strive to make them look good 
to the people they report to and to 
those who report to them.

Track Their Scores 
Part of becoming a fan is 
knowing a team’s win-loss record 
and understanding their key 
performance indicators. How well 
are your customers doing against 
their competitors? How do their 

peers view them? What are their 
strengths? Their weaknesses? And 
what can you do to help improve 
their odds?

Show Up for Their Games 
Look for ways that you can 
support your customers beyond 
the products and services you 
provide. Attend benefits and 
other events they hold whenever 
you can. Purchase their products 
and encourage others to do the 
same. Talk your clients up with 
friends, associates, and colleagues. 
Introduce them to each other. Make 
it abundantly clear how much you 
value the relationship you’ve built 
and how much you want to see your 
clients succeed.

Turning customers into fans reaps significant benefits, but what about 

the opposite? What about becoming raving fans of our customers as 

well? Wouldn’t that prove beneficial, too? Absolutely. Here are three 

ideas borrowed from the world of sports to get you started:

YOUR CLIENTS’ BIGGEST FAN

5 Quick Tips to Turn Your 

Staff into Client Fans, Too 
 

1. Add a client feature to your 
employee newsletter or as a 
weekly internal email blast.

2. Highlight the people you 
work with directly and the type 
of work the client provides.

3. Hold client appreciation 
events where colleagues and 
clients can mingle and get to 
know each other.

4. Publish periodic roundups 
of client events and benefit 
opportunities that might 
interest your staff.

5. Offer exclusive deals and 
discounts for employees 
interested in the services your 
clients provide.
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Usually, a product or service fills a 
specific need for a particular group 
of people. Print-based direct-
mail marketing is an inexpensive 
and effective way to target your 
message and deliver results to 
those key niches.

Define Your Audience  
What does your typical consumer 
look like? What age group? Income 
level? Family dynamics? Who are 
your buyers? Create personas who 
represent the people most likely 
to need or want the products and 
services you sell.

Refine Your Message 
Now that you know who you’re 
trying to reach, decide what it is 
you want to say. Address your 
target audience’s needs and 
concerns. Don’t just talk about 
features. Show how your product 
will help solve tough challenges 
your audience is facing or how it 
will meet a need they might not 
even know they have.

Hone Your List  
Once you know who your buyers 
are and what you want to say, 
create a mailing list that targets 
them. A prebuilt mailing list might 
be a good place to start, but you 
know your consumers best, so 
work with your marketing team 
to define and refine your list. The 
better your list, the better results 
you’re likely to attain.

Amplify  
Don’t limit yourself to one single 
medium. Amplify your message 
across social media. Targeted ads 
and promoted tweets are two 
ideas to try. Consider an email 
campaign. Get your message out, 
so it’s heard and received.

Getting your message into the 
right people’s hands quickly...

That’s the Print Advantage!

Finding buyers interested in the products and services you sell 

is the key to effective marketing. It’s important to remember that 

few products or services will appeal to everyone. “There’s some good in this world, 

and it’s worth fighting for.” 

 — J.R.R. Tolkien

REACH YOUR 
TARGET MARKET

Business 
Quotes

“I hated every minute of training, but 
I said, ‘Don’t quit. Suffer now and live 
the rest of your life as a champion.’”  
—Muhammad Ali

“Start by doing what’s necessary; then 
do what’s possible; and suddenly you 
are doing the impossible.”  
—Francis of Assisi

“Life is not a problem to be solved, 
but a reality to be experienced.”  
—Søren Kierkegaard

“Even if I knew that tomorrow the 
world would go to pieces, I would still 
plant my apple tree.”  
—Martin Luther

“I’m a success today because I had 
a friend who believed in me, and I 
didn’t have the heart to let him down.”  
—Abraham Lincoln

“Not everything that is faced can 
be changed, but nothing can be 
changed until it is faced.”  
—James Baldwin

“Only put off until tomorrow what you 
are willing to die having left undone.”  
—Pablo Picasso

“Carry out a random act of kindness, 
with no expectation of reward, safe 
in the knowledge that one day, 
someone might do the same for you.”  
—Princess Diana

Print Advantage
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FEATURED PRODUCT SOLUTIONS

Reusable Cotton Face Mask

• Anti-pollution mask for protection against air 
pollution, bacteria, smoke, germs, etc.

• Soft Cotton material

• 3 layers of fabric

• Very stretchy and fits most with ease

• It can be washed and worn again

• Material: Soft cotton (95% cotton + 5% nylon)
(Call for availability and lead times.)

CUSTOM BRANDED FACEMASKS
Sun offers both disposable and reusable cotton masks.

3D ILLUSTRATIONS
Sun now offers professional 3D illustration service for product promotion, product demonstrations, packaging 
prototypes, product training, or alternative to photography.

Contact your sales rep. or our team at Sun at: 

803-791-1786 / info@SunSolutionsUSA.com



>   Your Email Address   < >   Your Phone Number   <

Business 
Funnies®

Smile 
Even though the person you’re 
talking to can’t see your expression, 
they can often hear it in your voice. 
Customers will know and appreciate 
the friendliness and warmth you’re 
projecting, so practice smiling.

Enunciate 
Make a conscious effort to speak 
clearly, slowly, and with crisp 
enunciation when talking on the 
phone. Ask clarifying questions and 
recap key points to ensure everyone’s 
on the same page.

Build Rapport 
Body language, facial expressions, 
and other nonverbal cues are 
nonexistent when talking on the 
phone. Make up for this by speaking 
cheerfully, openly, and doing 
everything you can to put the caller 
at ease. Let them know by what you 
say—and how you say it—that you’re 
here for them.

Connecting on 
the Phone

INS AND OUTS 
OF EVERY DOOR 
DIRECT MAIL

Featured Product

Customer Care

Every Door Direct Mail (EDDM) from the U.S. Postal Service is 
an easy way to target your message and ensure it’s delivered to 
every occupied address within the areas you specify. 

With EDDM, you don’t need to fuss over maintaining a mailing 
list. Instead, simply select the communities you want to target 
— or specific mail routes within those communities — and your 
mailer is automatically delivered to every occupied postal 
address, often at a reduced rate.

Of course, EDDM isn’t a panacea. If your target audience is more 
industry- or demographic-specific, rather than geographic-
based, you might be better off using a more traditional mailing-
list approach.

To learn more about the EDDM solutions, including guidelines 
and restrictions, visit our website or give us a call. We can 
answer your questions and help you choose the approach that 
best suits your specific needs.

Want your message to reach every door within your 

neighborhood or community? Every Door Direct Mail 

might be your answer.

“I think its solitaire game is missing a card.”

Page 5



Set a Bedtime for Yourself 
The human body thrives on routine, 
and one of those routines is 
maintaining a consistent bedtime. 
Count back from the time you need 
to get up in the morning when 
planning a bedtime.

Plan Out a Consistent Routine 
Try to do the same things each night 
and in the same order as you prepare 
to go to sleep. Allow plenty of time to 
get everything done without rushing, 
so you’re not feeling harried when 
you lie down to sleep.

Get Up if You Can’t Fall Asleep 
Ideally, you want your body and 
mind to associate your bed with 
sleep. If sleep is elusive, get up and 
do something relaxing until you feel 
tired enough to fall asleep. 

Beware Bright Lights at Night 
They can mess with your circadian 
rhythms. Conversely, bright light in 
the morning can help you feel more 
invigorated for the day. 

Get Up at the Same Time 
While it might feel good to sleep in 
on Saturdays, doing so can wreak 
havoc on your internal clock.

Avoid Heavy Meals Near Bedtime 
The same goes for caffeine, alcohol, 
and cigarettes. All of these can have 
adverse effects on your sleep.

Avoid Screen Time Near Bedtime 
Your mind needs time to wind down 
and relax, which is more challenging 
to do when staring at a screen. The 
same goes if you get up because 
you can’t sleep. Screen time will only 
exacerbate the problem.

Health & Wellness

Libby is an e-reader and audiobook 
app in one with access to ebook, 
audiobook, and online publication 
collections from hundreds of 
educational and public library 
systems. Users can browse by title, 
author, and subject matter, check out 
materials, and download or stream 
titles. Use the built-in e-reader or 
transfer materials to Kindle. Materials 
automatically disappear when a 
checkout expires (no late fees), and 
renewals are available, depending on 
each member’s library’s policies.

Libby, by Overdrive 
Android & iOS

Lifelong learning and mental growth 
are at the heart of Elevate. The app 
offers 35+ games designed to improve 
writing, math, and speaking skills, as 
well as focus, memory, processing 
speed, and overall cognitive function. 
The goal of the app is to help users 
build communication and analytical 
skills through focused gameplay. 
Detailed performance tracking 
lets you measure your progress. 
Training is personalized to maximize 
effectiveness, and plans grow and 
adapt with you as you progress.

Elevate 
Android & iOS

ManualsLib houses a database of 
nearly four million manuals spanning 
2.7 million products and 84,000+ 
brands. Search the database for a 
variety of manual types, including 
owner’s manuals, installation 
instructions, fast-start guides, 
maintenance manuals, and user 
guides. In-document search makes it 
easy to find information quickly. 

ManualsLib 
Android, iOS & Web

Apps Scene

7 Tips for 
Better Sleep
Coffee and energy drinks are a 

pick-me-up to keep us going but 

are a poor substitute for a good 

night’s sleep. Here are some 

tips from the National Sleep 

Foundation to help your sleep:
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Whatever the reason, departing 
employees can provide useful 
insights about what your 
company is doing well and what 
it could do differently. If you’re 
thinking about implementing an 
exit interview process, here are a 
few ideas to consider:

Start with Some Basics 
Rather than launching right away 
into questions, start the interview 
by providing the information the 
departing employee will need to 
know about transitioning out of 
the company. Explain procedures 
such as final paycheck schedules, 
accrued time-off payouts, steps 
for rolling over a 401(k), and 
COBRA options.

Keep it Informal 
Thank the employee for taking 
the time to meet with you. Explain 
what you hope to get out of your 
time together and how you plan 
to use any feedback they provide. 
Do your best to make them feel 
comfortable being open and 
honest with you.

Ask Open Questions 
What did you enjoy about your time 
here? What challenges did you 
face? What led to your decision 
to leave? How do you view your 
time here? Did you feel challenged 
in your work? Appreciated? 
What improvements would you 
recommend going forward? 
Encourage candid responses.

Listen 
Information gathering is at the 
heart of a good exit interview. 
Avoid the temptation to interject 
your thoughts into the process. 
You might disagree with the 
employee’s answer to a question, 
and that’s okay. Let them speak 
and encourage them to be as 
candid as they feel comfortable 
being with you.

Leave on a Positive Note 
When the interview’s over, thank 
the person for their time and 
service to the company. Wish them 
well. If the person is leaving on 
good terms, let them know your 
door is open if they ever need 
anything.

Outliers: 
The Story of Success 

by Malcolm Gladwell

What makes remarkable people 
stand out? In Outliers, author 
Malcolm Gladwell seeks to 
answer this question.

“[T]here is something profoundly 
wrong with the way we make 
sense of success,” Gladwell 
writes. “People don’t rise from 
nothing. ... [T]hey are invariably 
the beneficiaries of hidden 
advantages and extraordinary 
opportunities and cultural 
legacies that allow them to learn 
and work hard and make sense of 
the world in ways others cannot.”

Gladwell explores some hidden 
factors that can lead to super-
achievement. He delves into the 
advantages that seem to follow 
kids born at the beginning of an 
academic year, the “10,000 hours” 
rule, the culture and traditions into 
which a person is born, and the 
income, ideals, and educational 
experiences of their parents. 

If you have children, this book 
may also change the way you 
push your kids toward success.

Enjoy this great read for your 
personal life that applies in every 
way to your professional life.  

EFFECTIVE EXIT 
INTERVIEWS
People change jobs for several reasons. For some, it’s a matter of 

family circumstances, like a spouse relocating to a different area. 

Others leave to pursue new opportunities, return to school, or 

change careers. 

Books in Review

At the Office
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Proper delegation provides a sense of 
shared ownership and responsibility, 
freeing you to focus more time and 
energy on the most critical tasks 
facing you and your company.

Prioritize 
The first step in delegation is deciding 
which tasks and responsibilities to 
delegate and which ones you should 
handle yourself. Make a list of the 
projects you’re working on and the 
tasks that occupy your day. Which 
of these are things that you and only 
you can do, and which ones could 
be done just as effectively by those 
around you?

Let Go 
Overcome the desire to want to do 
it all yourself. It might seem noble, 
but it’s holding you back. More 
importantly, it’s holding back your 
company. As a leader, you need to be 
able to focus on the big picture, which 
is hard to do when you’re standing in 
the weeds. Delegating allows you to 
clear your plate—and mind—to better 
see the road ahead.

Trust Your Team 
Delegation isn’t just about freeing 
up time for you. It’s about rewarding 
those around you, too. You’ve 
surrounded yourself with smart and 
able people who have entrusted 
their livelihoods to you. Reward that 
trust by providing your people with 
opportunities to put their expertise to 
work in ways that benefit everyone. 
Delegating ownership of a project to 
a key team member lets that person 
know you value them and the skills 
and knowledge they bring to the 
table.

Stay Engaged 
Delegation doesn’t mean giving up 
entirely. You’re still responsible for the 
work you and your team accomplish. 
Check in with the people you 
delegate projects to. Don’t hover over 
them, of course, but do show interest 
in what they’re doing. Let them know 
you have their back if they run into any 
issues that might need your guidance. 
Get progress reports and regular 
updates, and provide encouragement 
and praise along the way.

Working Together

4 Quick Tips 
for Better 
Delegation
A crucial part of leading is 

knowing when and how much 

to delegate to the people 

around you.
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SUN SOLUTIONS IS PROUD TO BE A 

*Please note that anniversaries are recognized beginning at 3 years, followed by 5 
years and then onward in increments of 5.

June Birthdays

June Anniversaries

Rob Hoffman 06/01
Devin Wilkerson 06/04
Ben Powers 06/13
Kevon Bethea 06/13
Dave Jenks 06/15

Becky Cobb 5 yrs

Karl Harman 06/25
Curtis Salters 06/25
Bobby Ward 06/26
Valerie Canzater 06/29
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