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Jon Schallert is an internationally-recognized speaker and 
small business expert who teaches businesses and 
communities how to turn themselves into Consumer 
Destinations.  Schallert speaks to thousands annually on his 
proprietary 14-step “Destination Business” process, which he 
developed over the course of twenty-one (21) years of working 
with small business owners.  

 
Jon’s Destination Business strategy has been used extensively 
by cities, towns, downtowns, shopping centers, retail chains, 
franchises, and independent small business owners. 

 
Jon Schallert was born in Wisconsin, raised in Colorado, and 
graduated from the University of Colorado.  For ten years, 
Schallert worked for greeting card giant Hallmark Cards, where 
his unique marketing strategies were publicized throughout the 
company as “the Schallert Method”.  Hallmark used his 
expertise on a nationwide multi-million dollar new product 
rollout, and tapped Schallert’s experience for their national 
reinvention of their card shop channel into "destination" stores. 

 
In 1996, Schallert left his successful career at Hallmark Cards and started his consulting firm, The 
Schallert Group, Inc.  He began speaking to small business owners in cities, downtowns, and 
communities around the country.  After years of annually conducting hundreds of on-site consultations, 
and studying the most successful small business owners in the country, Schallert developed his 
proprietary 14-step Destination Business process that he teaches today. 

 
In 2002, while maintaining his extensive travel and speaking schedule, Schallert launched his “Destination 
Business BootCamps”, where clients spend two and one-half days with him, learning how to reinvent their 
businesses and marketplaces into Destinations.  His BootCamps are now conducted four times a year. 

 
In 2004, in order to give more assistance to small business owners, Schallert started his small business 
one-on-one consulting program, the “Destination Success Network”.  Members of the Destination 
Success Network call in to receive monthly consulting assistance from Schallert, receive Schallert’s 
monthly, subscription-only newsletter, “Destination Business”, and participate in group Tele-Seminars.   

 
In 2008, The Schallert Group, Inc. invested in rich media training technology to bring Schallert’s 
proprietary workshops to small business owners around the world.  The Schallert Group is the only small 
business consulting firm in the country employing this technology to train small business owners 
(www.DestinationUniversity.com). 

 
Schallert’s insight is frequently seen in national publications such as The Wall Street Journal and 
Entrepreneur Magazine.  He is the only consultant in the world to receive the “Top Motivator” Marketing 
Award from Potentials Magazine.  He is a member of the National Speakers Association, the 
International Downtown Association, and the National Main Street Network. 
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Take the PollTake the Poll

üWhen you watch this 
on your own

ü Take today’s Poll
üAbove to the left
üOn customer traffic

© The Schallert Group, Inc.
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Increasing Customer Traffic Increasing Customer Traffic 

We are in the 
middle of a period 

of business 
reinvention!
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Becoming a Destination Becoming a Destination 

üBeing a Destination is 
not easy

üNot just one thing
üReposition business 

in eyes of a consumer
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14-Steps: Destination Business14-Steps: Destination Business
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Targeting ConsumersTargeting Consumers

15

15-60

60-120

3+ hour

2-3 hour
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14-Steps: Destination Business14-Steps: Destination Business
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Increasing Customer TrafficIncreasing Customer Traffic

ü Plan with a calendar!



Copyright 2009 The Schallert Group, Inc.  The information contained on these pages are for the exclusive use of participating 
organizations sponsoring Live Webinars.  All other reproduction prohibited by The Schallert Group, Inc.

Tips and Tactics to Increase Customer Traffic Today
Conducted by Jon Schallert, www.JonSchallert.com

© The Schallert Group, Inc.

© The Schallert Group, Inc.

11

© The Schallert Group, Inc.© The Schallert Group, Inc.

12

1. Who are our targeted customers?
2. What products are we selling?
3. When: week by week?
4. What methods will we use?
5. How much will it cost? 

(budgeting)
6. What’s our subsequent return?

Month-by-Month Marketing PlanMonth-by-Month Marketing Plan
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Targeting Top ConsumersTargeting Top Consumers

Top 10%
Least amount of marketing $$, 

results in largest purchases

Majority of customers
Reliable return on marketing  

expenditures

Bottom 10%
Every dollar spent returns fraction 

of marketing investment

Total 
Available 
Customer 

Base
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Increasing Customer TrafficIncreasing Customer Traffic

ü Existing vs. New
ü Existing to visit more 

often and spend more
ü “Low hanging fruit”
ü Traffic vs. IAT

© The Schallert Group, Inc.
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Increasing Customer TrafficIncreasing Customer Traffic

ü Individual average 
transaction (IAT)

üKnow your numbers!
üWhat’s up or down 

matters!
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Your Sales SystemYour Sales System

ü Your sales system
üWhat needs to be 

sold?
üHow much every day?
üWhere’s the problem?

© The Schallert Group, Inc.

17

Your Sales SystemYour Sales System

“A salesman minus 
enthusiasm is just 

a clerk.”
Harry Banks

© The Schallert Group, Inc.
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Your Sales SystemYour Sales System

ü Existing customers 
use the 1/10th Rule

üDatabase capturing!
üCreate customer hook
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Customer Hook

Qualifier Questions
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Increasing Customer TrafficIncreasing Customer Traffic

üUse email marketing 
üCreate urgency
üAt least once a month
üMust have a Call-to-

Action

© The Schallert Group, Inc.
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Increasing Customer TrafficIncreasing Customer Traffic

ü Every marketing 
message has a Call-to-
Action!

ü Focus on your top 
profit margin products
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Effective Offer
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Call-to-Action

© The Schallert Group, Inc.© The Schallert Group, Inc.
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Broadly targeted



Copyright 2009 The Schallert Group, Inc.  The information contained on these pages are for the exclusive use of participating 
organizations sponsoring Live Webinars.  All other reproduction prohibited by The Schallert Group, Inc.

Tips and Tactics to Increase Customer Traffic Today
Conducted by Jon Schallert, www.JonSchallert.com

© The Schallert Group, Inc.

• This is what we offer
• This is what problem 

it solves
• Tie to this economy
• Come and get it now!

Call-to-Actions That WorkCall-to-Actions That Work
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Free Trial + Discounted Pricing
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Increasing Customer Traffic Increasing Customer Traffic 

üCreate collective 
database system

üCreate consumer-
oriented marketing 
materials

© The Schallert Group, Inc.
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Increasing Customer TrafficIncreasing Customer Traffic

ü Partner with non-
competing businesses 
who can use the same 
database

© The Schallert Group, Inc.
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Increasing Customer TrafficIncreasing Customer Traffic

ü Interact with every 
customer coming in

üWhat’s important in 
your business today?

üGet it in their hands!
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Special incentive

Special Code for 
ordering

Use a Call-to-Action 
deadline!
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Targeting Top ConsumersTargeting Top Consumers

Top 10%
Least amount of marketing $$, 

results in largest purchases

Majority of customers
Reliable return on marketing  

expenditures

Bottom 10%
Every dollar spent returns fraction 

of marketing investment

Total 
Available 
Customer 

Base
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Destination SuccessesDestination Successes

ü Speaking to civic 
groups

üConducting class on 
food bargains

üWinterizing seminar

© The Schallert Group, Inc.© The Schallert Group, Inc.
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Increasing Customer Traffic Increasing Customer Traffic 

üControl expenses but
ü Expand time!
üAlter traditional time 

that you are open!

© The Schallert Group, Inc.
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Social NetworkingSocial Networking

• Social networking:
Building an online 
community of people 
who share interests, 
activities, and 
commonalities.

© The Schallert Group, Inc.
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Issues with Social NetworkingIssues with Social Networking

• Minimal $ investment
• Time intensive
• Much quicker to 

spread information
• If too aggressive…
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Issues with Social NetworkingIssues with Social Networking

• …people will fail to 
respond

• It’s not all marketing
• “Information 

immediacy”

© The Schallert Group, Inc.
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Social Networking ToolsSocial Networking Tools

• MySpace: Youngest 
age group

• Facebook: Fastest 
growing, 200+ million

• Twitter: Expert-based

© The Schallert Group, Inc.
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FacebookFacebook

• +35 fastest growing
• Messages to followers
• Photo-oriented 
• Create a Fan page
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www.facebook.com/pages/create.php
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Sprinkles’ Facebook page

© The Schallert Group, Inc.
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Sprinkles’ Facebook page
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The first 25 people who 
whisper “gingerbread” at 

each Sprinkles today 
receive a free gingerbread 

cupcake topped with 
cream cheese frosting!

© The Schallert Group, Inc.
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Spud Brothers Facebook page

© The Schallert Group, Inc.
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…You can ride your bike to 
Spuds for 20% off your meal…
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Twitter BasicsTwitter Basics

• 3 million + users
• 200,000 daily
• Asks: What are you 

doing now?
• 140 character updates

© The Schallert Group, Inc.
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Twitter BasicsTwitter Basics

• Followers receive your 
“tweets” (posts)

• Can be sent from a 
cell phone/computer

• Like a “water cooler”
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Is Twitter Right For You?Is Twitter Right For You?

• Willing to update?
• Celebrity oriented 
• Willing to be an Expert 

in your field?

© The Schallert Group, Inc.
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Is Twitter Right For You?Is Twitter Right For You?

• Low cost, high margin 
products?

• Products or services 
with high perceived 
value, but low cost?
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Is Twitter Right For You?Is Twitter Right For You?

• Does your business 
have changing news?

• Great for notifying 
customers of specials 
and updates

© The Schallert Group, Inc.
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•Mobile BBQ van

•37,000 followers

© The Schallert Group, Inc.
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•New tea every week

•50+ shipments/wk
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Thanks from Spud Bros! 
Show us this text at the 

store and get a FREE 
bottle of Spud Bros. 

Wasabi Ketchup!

And forward this to a 
friend!
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Jon Schallert is an internationally-recognized speaker and 
small business expert who teaches businesses and 
communities how to turn themselves into Consumer 
Destinations.  Schallert speaks to thousands annually on his 
proprietary 14-step “Destination Business” process, which he 
developed over the course of twenty-one (21) years of working 
with small business owners.  

 
Jon’s Destination Business strategy has been used extensively 
by cities, towns, downtowns, shopping centers, retail chains, 
franchises, and independent small business owners. 

 
Jon Schallert was born in Wisconsin, raised in Colorado, and 
graduated from the University of Colorado.  For ten years, 
Schallert worked for greeting card giant Hallmark Cards, where 
his unique marketing strategies were publicized throughout the 
company as “the Schallert Method”.  Hallmark used his 
expertise on a nationwide multi-million dollar new product 
rollout, and tapped Schallert’s experience for their national 
reinvention of their card shop channel into "destination" stores. 

 
In 1996, Schallert left his successful career at Hallmark Cards and started his consulting firm, The 
Schallert Group, Inc.  He began speaking to small business owners in cities, downtowns, and 
communities around the country.  After years of annually conducting hundreds of on-site consultations, 
and studying the most successful small business owners in the country, Schallert developed his 
proprietary 14-step Destination Business process that he teaches today. 

 
In 2002, while maintaining his extensive travel and speaking schedule, Schallert launched his “Destination 
Business BootCamps”, where clients spend two and one-half days with him, learning how to reinvent their 
businesses and marketplaces into Destinations.  His BootCamps are now conducted four times a year. 

 
In 2004, in order to give more assistance to small business owners, Schallert started his small business 
one-on-one consulting program, the “Destination Success Network”.  Members of the Destination 
Success Network call in to receive monthly consulting assistance from Schallert, receive Schallert’s 
monthly, subscription-only newsletter, “Destination Business”, and participate in group Tele-Seminars.   

 
In 2008, The Schallert Group, Inc. invested in rich media training technology to bring Schallert’s 
proprietary workshops to small business owners around the world.  The Schallert Group is the only small 
business consulting firm in the country employing this technology to train small business owners 
(www.DestinationUniversity.com). 

 
Schallert’s insight is frequently seen in national publications such as The Wall Street Journal and 
Entrepreneur Magazine.  He is the only consultant in the world to receive the “Top Motivator” Marketing 
Award from Potentials Magazine.  He is a member of the National Speakers Association, the 
International Downtown Association, and the National Main Street Network. 
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Today’s Webinar ObjectivesToday’s Webinar Objectives

ü 5 reasons locals don’t 
spend locally

üUsing customers and 
charities

üMarketing Tool Belt

© The Schallert Group, Inc.
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Today’s Webinar ObjectivesToday’s Webinar Objectives

üDatabase capturing
ü Targeting top 

customer tools
üBusiness social 

networking
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Go Ahead and Ask!Go Ahead and Ask!

ü Email questions 
anytime

üWrite them and submit
ü Send via the “talk 

bubble” 2nd from left
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Take the PollTake the Poll

üWhen you watch this 
on your own

ü Take today’s Poll
üAbove to the left
üOn customer traffic

© The Schallert Group, Inc.
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The 5 Consumer Time-ZonesThe 5 Consumer Time-Zones

15

15-60

60-120

3+ hour

2-3 hour
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Destination Business PrinciplesDestination Business Principles

 
 
 
 
 
 
 
 
 
 
 
 

Loyalty Validation 
 

Interior & Exterior Image 
 

CEOwner 

Integrated 
Marketing Savvy 

Omnipresent 
Mentality 

Legend 
Development 

Proactive 
Adaptability 

Product  
Spotlighting  

Employee 
Stakeholders  

Multi-Level 
Customer Services 

Strategic 
Vision 

Unique 
Positioning 

Financially 
 Adept 

Leadership 
Balance 
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How is your business 
different from every 
other business in 

your industry?

Unique Positioning StatementUnique Positioning Statement
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Today’s Webinar ObjectivesToday’s Webinar Objectives

üNot your marketplace
üNot your city or town
üNot your state
üMust think about a 

larger market!
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They know your 
business exists, 
but they don’t 

like it

#1: Why Locals Go Elsewhere#1: Why Locals Go Elsewhere

© The Schallert Group, Inc.
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Your business 
doesn’t have 

what they want

#2: Why Locals Go Elsewhere#2: Why Locals Go Elsewhere
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They think 
somewhere 

else has what 
they want

#3: Why Locals Go Elsewhere#3: Why Locals Go Elsewhere
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They don’t 
know your 
business 

exists

#4: Why Locals Go Elsewhere#4: Why Locals Go Elsewhere
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Catch local 
customers by 
marketing you 
as the owner!

Use Yourself In Your MarketingUse Yourself In Your Marketing
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Market your 
business by 

showing your 
local customers

Use Your Customers!Use Your Customers!
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www.ClownBike.com  - Rich Carraro
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Market your 
business by 

illustrating who 
you support

Leverage Your GivingLeverage Your Giving
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Your business 
isn’t a 

Destination to 
them

#5: Why Locals Go Elsewhere#5: Why Locals Go Elsewhere
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Destination Business PrinciplesDestination Business Principles
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Proactive 
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Product  
Spotlighting  

Employee 
Stakeholders  
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Unique 
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 Adept 

Leadership 
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“Marketing Tool Belt”
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üOut of 27 different 
advertising & 
marketing tactics:
ü17 are no cost or 
FREE!

Your “Marketing Tool Belt”Your “Marketing Tool Belt”

© The Schallert Group, Inc.
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© The Schallert Group, Inc.
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Proper TargetingProper Targeting

Top 10%
Least amount of marketing $$, 

results in largest purchases

Majority of customers
Reliable return on marketing  

expenditures

Bottom 10%
Every dollar spent returns fraction 

of marketing investment

Total 
Available 
Customer 

Base
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üProper database usage
üCreating a Consumer 
Hook
üCollect every customer 
name

Your “Marketing Tool Belt”Your “Marketing Tool Belt”

© The Schallert Group, Inc.
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3 Consumer Hooks: Birthday, 
anniversary of membership, 

and free sandwich for joining!

A general group: Tourists
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A specific person:       
Sally Smith in Longmont

A specific group:          
Men, 35-60, who like to 

BBQ

A very specific group:     
Female marathon runners
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Architects within 100 miles

© The Schallert Group, Inc.

35

www.NewLeadsUSA.com

© The Schallert Group, Inc.
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www.NewLeadsUSA.com
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Increasing Customer TrafficIncreasing Customer Traffic

ü Shows all Smiths
üAge and income level
ü Tells you the number
üClone more Sallys!

© The Schallert Group, Inc.
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üPrint
üDirect mail
üRadio & Television
üSpecialty products 
üBillboards

Traditional MediaTraditional Media
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üListen for praise
üUse a testimonial 
capturing device
üAsk for permission to 
use in your marketing

Capture Testimonials of LocalsCapture Testimonials of Locals

© The Schallert Group, Inc.
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Increasing Customer TrafficIncreasing Customer Traffic

üWorks with 
businesses, too

ü Look for Big Sale
üUse horizontal 

marketing

© The Schallert Group, Inc.
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Third Quarter MarketingThird Quarter Marketing

üRob Fabian at 
Infousa.com

ü (402) 537-7790
ü (866) 373-2042
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© The Schallert Group, Inc.
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Zip Code 80501: 278

© The Schallert Group, Inc.

45

Ask for Jay or Terry Siff to 
receive a $100 Discount
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1. Address, phone, hours 
on every page

2. What makes us 
different!

3. Destination directions

“Must-Have” Website Priorities“Must-Have” Website Priorities

© The Schallert Group, Inc.
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4. Consumer Hook
5. Database collection: 

Constant Contact
6. Satisfied customer 

testimonials

“Must-Have” Website Priorities“Must-Have” Website Priorities

© The Schallert Group, Inc.
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Suggestions for Using LinkedInSuggestions for Using LinkedIn

ü Social networking
üCreate a business 

network
üNot like Facebook!
üDon’t invite everyone!
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Suggestions for Using LinkedInSuggestions for Using LinkedIn

üWrite your Profile first
üConversational, but 

passionate!
üAdd your history, not 

just current business

© The Schallert Group, Inc.
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Suggestions for Using LinkedInSuggestions for Using LinkedIn

üConnections write 
recommendations

ü Take existing 
customer list and 
search for Top 10%

© The Schallert Group, Inc.
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CAPTURING CUSTOMERS WHEN 
THEY ENTER YOUR DOORS:   
THE CRITICAL 7 SECONDS 

 

 
presented by 

 

Jon Schallert, President 
 
 
 
 

 
 
 
 
 
 
 
 
 
 

 
 

2117 Emerald Drive, Suite 100 
Longmont, CO  80504 

Phone:  (303) 774-6522 
Fax:  (866) 653-1336 

 
www.JonSchallert.com 

www.DestinationBootCamp.com 
www.DestinationUniversity.com 



JON SCHALLERT 
President, The Schallert Group, Inc. 

 
 

Jon Schallert is an internationally-recognized speaker and 
small business expert who teaches businesses and 
communities how to turn themselves into Consumer 
Destinations.  Schallert speaks to thousands annually on his 
proprietary 14-step “Destination Business” process, which he 
developed over the course of twenty-one (21) years of working 
with small business owners.  

 
Jon’s Destination Business strategy has been used extensively 
by cities, towns, downtowns, shopping centers, retail chains, 
franchises, and independent small business owners. 

 
Jon Schallert was born in Wisconsin, raised in Colorado, and 
graduated from the University of Colorado.  For ten years, 
Schallert worked for greeting card giant Hallmark Cards, where 
his unique marketing strategies were publicized throughout the 
company as “the Schallert Method”.  Hallmark used his 
expertise on a nationwide multi-million dollar new product 
rollout, and tapped Schallert’s experience for their national 
reinvention of their card shop channel into "destination" stores. 

 
In 1996, Schallert left his successful career at Hallmark Cards and started his consulting firm, The 
Schallert Group, Inc.  He began speaking to small business owners in cities, downtowns, and 
communities around the country.  After years of annually conducting hundreds of on-site consultations, 
and studying the most successful small business owners in the country, Schallert developed his 
proprietary 14-step Destination Business process that he teaches today. 

 
In 2002, while maintaining his extensive travel and speaking schedule, Schallert launched his “Destination 
Business BootCamps”, where clients spend two and one-half days with him, learning how to reinvent their 
businesses and marketplaces into Destinations.  His BootCamps are now conducted four times a year. 

 
In 2004, in order to give more assistance to small business owners, Schallert started his small business 
one-on-one consulting program, the “Destination Success Network”.  Members of the Destination 
Success Network call in to receive monthly consulting assistance from Schallert, receive Schallert’s 
monthly, subscription-only newsletter, “Destination Business”, and participate in group Tele-Seminars.   

 
In 2008, The Schallert Group, Inc. invested in rich media training technology to bring Schallert’s 
proprietary workshops to small business owners around the world.  The Schallert Group is the only small 
business consulting firm in the country employing this technology to train small business owners 
(www.DestinationUniversity.com). 

 
Schallert’s insight is frequently seen in national publications such as The Wall Street Journal and 
Entrepreneur Magazine.  He is the only consultant in the world to receive the “Top Motivator” Marketing 
Award from Potentials Magazine.  He is a member of the National Speakers Association, the 
International Downtown Association, and the National Main Street Network. 
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Go Ahead and Ask!Go Ahead and Ask!

ü Email questions 
anytime

üClick on the “talk 
bubble”

© The Schallert Group, Inc.
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Take the PollTake the Poll

ü Take today’s Poll
ü Looks like a graph
üWeakest visual areas 

in your business

© The Schallert Group, Inc.
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1. Applying the 7 Second 
Rule to your business

2. Making obvious your 
business differences 
with a customer’s first 
entrance

Key Objectives of this WebinarKey Objectives of this Webinar
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3. Using windows most 
effectively

4. How to use your 
customers in your 
signage and graphics

Key Objectives of this WebinarKey Objectives of this Webinar

© The Schallert Group, Inc.
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5. The critical areas that 
consumers notice

6. Creating signage that 
sells

7. Best practices

Key Objectives of this WebinarKey Objectives of this Webinar

© The Schallert Group, Inc.
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Destination Business PrinciplesDestination Business Principles

 
 
 
 
 
 
 
 
 
 
 
 

Loyalty Validation 
 

Interior & Exterior Image 
 

CEOwner 

Integrated 
Marketing Savvy 

Omnipresent 
Mentality 

Legend 
Development  

Proactive 
Adaptability 

Product  
Spotlighting 

Employee 
Stakeholders 

Multi-Level 
Customer Services 

Strategic 
Vision 

Unique 
Positioning 

Financially 
 Adept 

Leadership 
Balance 



Capturing Customers in 7 Seconds
Conducted by Jon Schallert, President, The Schallert Group, Inc.

© The Schallert Group, Inc.    www.DestinationBootCamp.com (303) 774-6522

© The Schallert Group, Inc.

Today’s ConsumerToday’s Consumer
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• Our ability to judge 
instantaneously if 
something is  unique 
about a business

• 7 seconds: Time it takes 
to make a judgment

The 7 Second RuleThe 7 Second Rule

© The Schallert Group, Inc.
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• In that time, your brand 
difference must emerge

• Sight, smell and sound
• Reason for a greeter

Instant ImpressionsInstant Impressions
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• Especially with older 
customers

• Sugo Music: Sell music 
and play royalty free

• Sirius-XM Radio
• Custom Channels

Control Sounds & MusicControl Sounds & Music

© The Schallert Group, Inc.
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Storefront & Exterior SignageStorefront & Exterior Signage

© The Schallert Group, Inc.
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Front Window EffectivenessFront Window Effectiveness
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Front 1/3 of BusinessFront 1/3 of Business

© The Schallert Group, Inc.
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How is your business 
different from every 
other business in 

your industry?

Unique Positioning StatementUnique Positioning Statement

© The Schallert Group, Inc.
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• Display longevity of 
business

• Historic photos
• Role and commitment to 

community

History as GraphicsHistory as Graphics
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• Display your customers’
photographs

• Customers’ uniqueness
• Create a Customer Wall-

of-Fame

Displaying CustomersDisplaying Customers

© The Schallert Group, Inc.
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www.ClownBike.com  - Rich Carraro

© The Schallert Group, Inc.
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Check Out AreaCheck Out Area
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Dominant Wall & AisleDominant Wall & Aisle

© The Schallert Group, Inc.

23

Finding Your Dominant WallFinding Your Dominant Wall

Check-out

© The Schallert Group, Inc.
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Finding Your Dominant WallFinding Your Dominant Wall

Check-out
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Finding Your Dominant WallFinding Your Dominant Wall

Check-out
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Finding Your Dominant WallFinding Your Dominant Wall

Check-out
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Dominant Wall & AisleDominant Wall & Aisle
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St. Petersburg, FL: “Capturing Customers When They Enter Your Doors ‐ The Critical 7 Seconds” 

ACCESS CODE:  0901 

1. Go to www.DestinationUniversity.com 
2. Click on “Login” in the upper right corner of the screen 
3. Enter the ACCESS CODE above and click “Next” button.  You will only need to enter this Access Code to register. 
4. Read the Confidentiality Agreement, check the “I Agree” box and click the “Next” button 
5. Complete the Registration Page and click “Next”.  If our software encounters any problems with your computer’s 

operating system, you will find out here. 
6. You will be assigned a Username.  It will be a series of 10‐11 letters & numbers.  Please write it down.  You will need 

this later to login again. 
7. Type in a Password of your choice.  Your Password is case sensitive.  Click “Finish”. 
8. Use this Username and Password to login to view this webinar any time, 24 hours a day, 7 days a week. 

This webinar will be available to view until Thursday, February 18th, 5:00 p.m. Eastern Time 
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