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Manager’s Training This article recounts the 
powerful educational 

experience IC Corpora-
tion’s Regional Managers 
received this past February 
during the weeklong Man-

agement Skills and Business Strategies 
course. The objective of this program aims 
to elevate the managerial skills level of the 
participants. The session took place in Or-
lando, Florida, USA, from February 1st to 
the 6th. Whereas every Manager can bene-
fit from this course, it was determined that 
those representing the Dominican Repub-
lic, Panama, Spain, USA, and Venezuela, be 
the first group to participate in it.

Also, the Corporate Manager of the Engi-
neering Department was invited to partake 
as all projects are intrinsically related to 
the department. 

The Executives reported they found the 
course enriching and beneficial, both, per-
sonally and professionally. “The training 
provided the tools to become superior and 
altruistic leaders while reminding us of 
the fundamental principles to successfully 
reach the Corporation’s goals.” Sheila Quin-
tero stated.

Among several relevant issues discussed 
during the six-day program, one of appar-
ent concern raised by the executives re-
ferred to the Organization’s ability endors-
ing efficient management and leadership 
skills in modern times. The continuous 
technological innovation of the 21st cen-
tury in combination with the Millennials 
Era. It was determined that the foundation 
for continued progress and success bestow 
upon our capacity as a whole, to readjust 
and to be flexible to the changes of an ev-
er-evolving world.

During this educational week, the follow-
ing four categories were thoroughly ana-
lyzed: Opportunities, Planning, Manage-
ment, and Strategy. Some concepts served 
as reminders; whilst others were new and 
rather invigorating, given that it generat-
ed a great deal of discussion and decisive 
debates. The latter was very productive as 
they were able to examine real scenarios, 
and, most importantly, to reach possible 
solutions.

Opportunities; it became clear to all man-
agers that we must, at all time, have the best 
attitude when searching for opportunities. 
We learned, that, to “conquer the world,” 
we need to identify the needs of a particu-
lar region, investigate them, analyze them, 
and then make use of the appropriate sales 
techniques.

Management Planning; the segment fo-
cused on providing guidelines to man-
agers, and by extension to the rest of the 
employees. Planning reduces uncertainty 
as it gears managers to prepare for the fu-
ture, anticipate change, consider the effect 
of the change, and develop appropriate re-
sponses. It also contributes to minimizing 
the waste of time, budgetary excesses, re-
dundancy, and establishes standard objec-
tives for precise control. 

Any sales or business plan involves a pro-
cess that has to be based on strategic, fi-
nancial and proper project management. A 
well-made strategy anticipates changes in 
the environment and predicts the possible 
actions of competitors.

Management; we need to understand the 
meaning of management to know what 
management skills to develop. Managers 
have resources at their disposal - people, 
material, and a budget, in addition to their 
own time, talent and energy. Smart man-
agers think carefully on a regular basis 
about how to get the best return on these 
resources; it is not just a matter of having 
the right employee in the right place at the 
right time; it is also about developing and 
improving that resource.

Effective managers are catalysts, brokers, 
facilitators, coaches and people develop-
ers. Smart managers get the work done 
through people by asking them the sorts 
of questions that stimulate people to think 
and to draw solutions out of them. 

We need to recognize that all employees 
can both lead and manage. Whenever 
you set an example by working harder or 
smarter, and others follow your example, 
you have shown leadership. Thus manage-
ment and leadership are functions, which 
are like tools because anyone can use them.

Leadership works through influence, while 
management works through decisions and 
facilitation.

Management needs to be upgraded for the 
21st century. It needs to cast off its nega-
tive image as mechanistic, controlling and 
task oriented. We need a concept of man-
agement that makes it nurturing, support-
ive, coaching and developmental. This is 
essential to divide the load between lead-
ership and management more equally.

Strategy; we understood that strategy is 
not about being the best, but about being 
unique. Competing to be the best in busi-
ness is one of the major misconceptions 
about strategy. In the same way, “business” 
is not about having the most significant 
market share or about growing fast. It’s 
about making money. IC Corporation is 
not an island – it’s part of a broader ecosys-
tem, an industry. Each industry has its own 
characteristics, its own structure. There-
fore, the structure and our relative position 
within a specific industry determines our 
profitability. 

How we think about the industry and our 
competitors will determine our strategy 
and how we will compete within the indus-
try. 

Competitors move, customers’ needs and 
behaviors change, technology evolves. One 
crucial element to determine a future path 
is to predict these evolutions and trends 
and incorporate this thinking into the busi-
ness strategy-building process.

In conclusion, the course was positive for 
all participants. We are convinced that 
the success of a company depends on its 
planning, clear goals, and the participation 
of each one of us across the organization. 
A company cannot have isolated parts or 
functions. For a company to succeed in its 
vision and mission, is essential to have all 
these elements successfully synchronized, 
and be sustainable at the same time.

By Ingrid Freeland, Regional Manager, Orlando 
and Sheila Quintero, Regional Manager, Panama

“It transformed our leaders to work 
towards a strategic vision”  

              Joanna Emanuel

“Great training, a very rich 
experience” 

  Yeisily Rodriguez 

“Useful info, must attend” 
  Sheila Quintero

“The topics were very interesting 
and contributed to our role as 

managers, it was a very pleasant 
and interactive experience”

             Yamely Espinal 

“Can’t wait to have another of these 
trainings”

  Rosemary Montano

“I learned a great deal about 
myself, my fellow managers, 

and how to enhance my skills 
as a leader” 

  Ingrid Freeland

www.iccorporation.comQ1 32



Kick-Off Meeting 
2018

It’s that time of the year! Yes, the annual Kick-Off took place in February 
and it was amazing. 

The company’s executives all met in Orlando, Florida, to discuss busi-
ness and, most significantly, to plan for the year ahead. The Board of 
Directors was represented by IC Corporation’s President who welcomed 
the team and hosted the event. Several important topics were discussed 
during this year’s meeting including strategic planning, sales strategies 
and cash flow, as well as personal development. 

One important aspect for growth is to learn from one’s experience. 2017 
brought many learning treats to all corporate and sales managers. Two of 
the five days of the kickoff meeting were spent detailing and analyzing 
everything that went right and wrong during last year. Everyone shared 
what took place in their offices. From dealing with governments’ bureau-
cracy to shipping delays to hurricane disasters to the hassles of opening a 
new office to new contracts and partnerships. The outcome of this self-ex-
amination sprung great benefits. One of those benefits was the ability to 
learn from our mistakes as well as to commit to avoid them at all cost. 
Most importantly, the team was encouraged to apply these learnings to 
current and future business related ventures.

A well-structured strategic planning is paramount for the success of any 
company. As IC Corporation grows, the amount of duties and projects 
get bigger and more interesting. For this reason, the team of executives 
(hereafter “the team”) devoted a great deal of time and attention to this 
topic. The team members, one by one, exposed their business plan for 
2018. Every single business deal and opportunity that took place in each 
office was thoroughly analyzed. Most importantly, and after intense 
brainstorming sessions, many resolutions and tactics came about, in-
cluding several new business plans and methodologies catered to each 
office.

As IC Corporation creates and develops solutions and products, a re-
liable business model needs to be followed. The kickoff meeting also 
served as a solid platform to develop specific sales strategies that would 
catalyze the company’s business performance and cash flow. Our cor-
porate leaders provided an in-depth description of the tools needed to 
succeed and how to proceed in the modern business era. For instance, 
the team learned the importance of creating and selling a product that 
would generate a constant income throughout time. This product would 
become a company’s “cash cow”. 

During the five days of intense brainstorming, the team was empowered 
to reach the sky, business wise. The team was encouraged to come up 
with ideas, to develop them using the business models discussed during 
the meeting, and put them into practice as soon as they get back to their 
offices. This approach empowered the team to become more proactive 
and to continue to develop a sense of belonging and leadership that will 
help them achieve their office goals. At the end of the conclave, the team 
felt inspired and ready to take on the world!!

This kickoff meeting was a total success. Past experiences were analyzed, 
strategic plans and goals were set and the team felt incredibly empow-
ered to succeed in the business world. We look forward to next year’s 
meeting!!

Best Manager:  
Reinaldo Suarez. 

Best Administration Employee: 
Hongchi Liu (Yolanda) China office.

Best Administration Employee: 
Rocio Martinez, Spain Office.

Best Engineer: Freddy Diaz , Venezuela.

Best Technician: Edisbel Vazquez, USA. Most Improved Employee: Kinlay Cheng, 
USA.

As the kickoff meeting came to an end, awards for best performances were given 
out. And the Oscar goes to:

Best Office: IC Corporation Venezuela.
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In Dominican Republic
The Dominican Republic office staff has been receiving training on different topics. For example, the team of technicians have been 
trained in Height Risk to perform various projects. The entire office  received training in Logistics and Import, since we are a company 
dedicated to trade. Similarly, the staff is familiarizing with the ICS4 products.  

One of the purposes of these trainings is to plunge into the hotel industry and to become Dominican Republic’s hotel amenities/items 
suppliers; reason by which the office is actively bidding on many projects. 

Office Events and Trainings
In China

All employees of the IC China office participated in Spanish courses. The training was facilitated by 
Liu Hongchi (Yolanda). Yolanda speaks Mandarin, English and Spanish. Since IC Corporation’s 
offices are located primarily in Spanish speaking countries, the team feels it is necessary  to learn this 
fascinating language. Everyone worked hard and expanded their knowledge. This will help us 
provide high quality services. 

The office also had its Annual New Year’s dinner. It took place on  February  9th.  We  recalled  all  
the  good  and  bad  things  that  took  place  in  2017.  We  also  prepared  for,  and  hope  to  have  a  
fruitful  2018. 

IC Corporation prioritizes the optimal professional development of the entire staff. This helps develop specialists in fields of exper-
tise within the corporation. This enables the creation of smart solutions and customer satisfaction. For this reason IC Corporation has 
decided to carry out a series of professional development courses titled Internal Corporate Training (ICT) to all its employees. The 
purpose of the ICT is to impart comprehensive knowledge in different areas of knowledge or expertise. ICT uses different types of 
visual aid material to reinforce the learning experience.  It is held via Skype allowing real-time interaction between the participants.

The following ICT has taken place thus far: 
• Electricity Fundamentals, basic concepts and components of electricity. Taught by Miguel Cuevas.

In Venezuela
The rapid and substantial technological changes, along with the intensity of competition, at the international level, makes it 
necessary to maintain a highly trained staff.  IC Corporation, through its office in Venezuela, began a series of theoretical and 
practical training courses for all its engineering personnel in the telecommunications area. 

• The training phase began with the courses of:
• Design and development of radio link projects 
• Installation and configuration of microwave equipment for a digital radio link
• Site Surveys in Radio Bases, Digicel Tower 
• Certification to work at heights
• First Aid while working at Heights 
• Elaboration of ropes and knots to work at heights 

These trainings were put in practice during the MAKO project.

In USA

Port-au-Prince, Haiti.
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Behavior in the Workplace
By Diana Banton, Corporate Administration & HR Manager 

The way you behave at work affects several aspects of your job and can affect the Corporation’s health. Less than exemplary con-
duct could cost the Corporation money, and it could cost you your job. IC Corporation has provided an employee handbook to 
guide employees on appropriate conduct and limit possible problems. In addition to the written guidelines, the Corporation’s 
culture and general rules of social etiquette also dictate appropriate staff behavior.

Employees are the face of our business, and the public forms an opinion of the Corporation based on the conduct of our employees. 
Customers and clients can decide to take their business elsewhere if they are unsatisfied with an employee’s behavior. If our customers 
share bad experiences with other people, this could have a considerable impact on the Corporation’s revenue when customers and po-
tential customers stay away. IC Corporation can terminate bad-mannered and unprofessional employees to maintain a favorable image 
and protect sales.

Inappropriate behavior at the office is distracting for other employees and interrupts the workflow. This lost time is expensive for the 
Corporation. Frequent disruptive behavior is also grounds for termination.
Employees who behave inappropriately will miss opportunities for advancement within the Corporation. For instance, positions of 
responsibility rarely are given to the employee that co-workers regard as the office clown because this person is not considered to be re-
sponsible. Such positions go to employees who are respected for their workmanship, have shown dedication and have obtained results.
Inappropriate behavior at work can arise from the way employees handle sensitive information. A careless display or intentionally shar-
ing such information could cause a loss of market advantage as well as legal and financial problems for our Corporation. The employee 
responsible for damages could face legal action, in addition to termination.

Proper office conduct is also important when interacting with co-workers. Polite behavior between employees creates a pleasant work 
environment. Negative and disrespectful attitudes cause misunderstandings and differences, which can create a hostile and toxic work-
place. This could lead to multiple problems for the Corporation, such as low productivity, loss of employees and possible legal action. 
Therefore, the Corporation expects its employees to be professional at all times and be respectful of one another.

Lucía de la Casa 
Presales Assistant

Joe Lara
Technician 

Richard Arias 
IT Technician

Mayreli Mota 
Administrative 

Assistant

Panama

Amilkar Perez
Accountant

Dany Perez 
Project Administrator

Ricardo Salado 
Telecomm. Technician

Dominican Republic

Spain

Ivan Gonzalez 
IT Technician

Javier Paredes 
Project Coordinator 
Telecomm. Engineer

USA
New Hires

Venezuela

Reina Gomez 
Receptionist

Alexander Palma 
Engineering Analyst
Electronic. Engineer

Katherine Jaimes 
Project Coordinator 
Telecomm. Engineer

Daniel Rincon 
Telecommunications 

Technician

Hector Perez 
Architect/Draftsman 

Paola Torrealba 
Project Coordinator 
Telecomm. Engineer

Duglas Zapata 
Project Coordinator 
Telecomm. Engineer

We welcome all our new hires and wish them success and wisdom as they serve the Corporation.

“Motivation is the art of getting 
people to do what you want them 
to do because they want to do it.” 

Dwight D. Eisenhower

Human Resources 
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Engineering
Sustainable Water Treatment Solution

ture to acquire it. This is mainly due to 
lack of public and private investment, and 
proper technology. These infrastructures 
are vital for maintaining water channels, 
extracting, treating and transporting water 
in an efficient and proper manner. Smart 
use of water and sustainable technologies 
are crucial in the years ahead.

To alleviate water shortage in the world, IC 
Corporation has developed several top lev-
el solutions. We, at IC Corporation, believe 
in water preservation and sustainability. It 
consists of a containerized water treatment 
plant (CWTP) entirely powered by renew-
able energy. The main treatment process 
of the CWTP is Reverse Osmosis which is 
presently the most advanced, smart and 
effective water treatment technology. Re-
verse osmosis allows the treatment of all 
water feeds. Additionally, the CWTP is 
easy to transport, install, and requires low 
maintenance and simple civil work. 

Our CWTP offers a great solution to help 
alleviate water scarcity. It can also be de-
ployed in remote locations. It is a sus-
tainable, efficient, versatile and practical 
solution of providing potable water to 
communities in need. 

Employee Testimonial

Management View
Describe your work ethic? 
My work ethic consists of reflecting my values and moral principles in all my daily work, 
letting our clients, partners and collaborators know the transparency, honesty and integrity 
with which we act and move in our corporation. By doing so, we transmit a message of trust 
and professionalism to everyone with whom we interact, and offer a high quality service.

What has been your strategy to develop a qualified team of employees that contributes to the success of the 
office?
It has been mainly to work on motivating our staff members, constant training, and to always encourage teamwork.

How has the experience of your team impacted the other offices?
We have contributed the acquired knowledge derived from our trajectory within the European market. We have also contributed 
with the update of the most recent trends and advances in the type of technologies and business areas that our company 
focuses on.

How would you describe your professional experience working in IC Corporation?
My professional experience at IC Corporation has been very enriching and of continuous learning. It has allowed me to nurture 
from knowledge and gain experience in different business areas and professionalize myself in the search of new markets and 
new business opportunities.

What motivates you to work at IC Corporation?
I share the organizational culture of IC Corporation, and its principles and values of transparency and ethics in everything we 
do, including how we treat our clients. Moreover, the support I get from the entire team of professionals at IC Corporation is 
what motivate me to continue to work here. 

What is the number 1 skill that has contributed to your success? 
Organization and planning.

Rosemary Montaño, 
Regional Manager, Madrid

What challenges have you faced while working at IC Corporation?
Coordinate with all the related people ( suppliers and clients) and make all design and 
communications in coorect and same pages.
 
How do you feel about  IC Corporation?
It is a good company where you have friendly relationship with managers and 
workmates.
 
What is the favorite part about working for IC Corporation?
Office culture and the company’s system are what I like the most.
 
Where do you see yourself in the next five years?
Deep development in my subject/major.

What lesson have you learned from a previous job that you currently apply?
I learned to have a general overview of a project and create an entire plan so that all jobs 
work fluently.

1
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Zhao Fei, Construction Engineer, Shanghai

Water is at the core of sustain-
able development. Howev-
er, there is a problem that 
has come about in recent 

years, water scarcity. Water scarcity hap-
pens when the demand for water is greater 
than what is actually available. It is caused 
by overpopulation, pollution, climate 
change and inadequate infrastructure. Sad-
ly, it is an issue that is constantly getting 
worse. For this reason, sustainable solu-
tions are vital for the preservation of life.   

The world’s population is increasing at an 
exacerbating rate, around 80 million peo-
ple each year. This increases freshwater 
demand by 64 billion cubic meters annu-
ally producing a great stress on freshwa-
ter sources. If water consumption trend 
continues water scarcity will affect half of 
the world’s population by 2050. On top of 
that, toxic waste resulting from industrial, 

agriculture and cities pollute freshwater 
sources making it unsafe for ecosystems 

and human consumption. In addi-
tion, changes in precipitation pat-

terns, due to climate change, 
cause extreme droughts 
around the globe. 

One of the biggest problems takes place 
when water is available for consumption 
but there is inadequate or none infrastruc-

Joanna Emanuel, Corporate Engineering Manager 
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Ask Yourself These Four Questions, It Can Help You 
Stop Procrastinating Part 1

Complexity often leads to paralysis. But according to an investigation conducted 
by Dr. Tim Pychyl, the beginning is the most difficult part. Once you actually start 
working on a task, it doesn’t feel as bad or complicated as you have imagined. 

Even if you don’t finish the job in one session, you will have much more control once 
you have done part of it. This optimism gives you the necessary impulse to see through 
it without restriction.

By asking yourself what you can do to take that first meaningful step, you can begin to 
break up the project into smaller subtasks, and then pick the simplest one to begin. Once 
you focus on it, you will probably have more motivation to keep going.

Reinaldo Sales

Marketing and SalesBusiness Quality

Continuing to pitch attributes 
or benefits. 

Whenever your prospect 
provides you a verbal com-
mitment, you have to stop 
selling and close the deal. 
If you continue to pitch 
your service or product, it 
may indicate a lack of confi-
dence in your prospect, and 

may potentially dissuade them from com-
mitting. 
A much better approach: Great. I will send 
you a contract for signature. End of story. 

Delaying contracts or closing.  
Word to wisdom:  strike 
while the iron is hot. 
Once I receive a verbal 
commitment on an agree-
ment, I should send the 
prospect a contract do- 
cument instantly, and ask for a signature. 
If you do not drive yourself with a feeling 
of urgency, then you run the risk of losing 
momentum, and with it, your prospect’s 
interest. 

Not only are we being discouraged because we want to avoid doing something 
unpleasant, but because we are overwhelmed by so much other work. Frivolous 
wishes and distractions prevent us from focusing on what really counts, that is, 

the important tasks. 

Make the correct priorities every morning. Ask yourself which three tasks, they must be 
concrete measures, not vague goals like “make progress”, you have to nail down today. 
Then go do them. Block the first few hours of your day to focus exclusively on them. Only 
when they are done, you should continue with your other work.

What Are My 
Three Biggest 
Priorities 
Today? 

What Can 
I Do To 
Start?

Do not rest your laurels on a simple verbal 
agreement, either. The deal is not closed 
until it is signed, so follow-up every day 
before the contract is signed. 

Shifting terms, such as cost. 
In case you have agreed 
to a deal, you must honor 
the terms discussed with 
your prospect. 
Shifting contract terms 
last minute like assets, 
premises, or the cost, is a 
surefire way to muck your 
deal. More importantly, if you believe you 
can alter terms without your prospect dis-
covering, you are risking both a deal and 
your reputation. 
In business, your reputation is everything. 
Have integrity and protect it at all costs. 

Adding extra 
products or 
services. 
I am all for upselling 
but attempting to upsell 

when you are about to close would be mo-
ronic, particularly in the context of a stra-

tegic, high value deal. Close your deal first 
and worry about upselling later. 
Adding additional services or products 
into a contract late in a negotiation will de-
lay your deal at best and lose it at worst.  It 
is simply not worthwhile. 

Over negotiating the contract. 
Any savvy buyer is going to have a lawyer 
review and redline your 
agreement, but it is not a 
rivalry between attorneys. 
Pick the top three factors 
that matter most to you, 
negotiate them and take 
the rest of your prospect 
off fluctuations. 

Though your attorney’s role is to defend 
you or your employer, do not forget that 
they get paid more on a longer negotiation. 
Kindly instruct your lawyer to maintain 
their redline to a minimum in the interest 
of streamlining your discussion, and clo- 
sing the deal.

H are five common deal killing mistakes that salespeople make when 
their prospect is ready to purchase.

Five Deal Killing Mistakes to Avoid

1. 

2. 
3. 

4.
5. 

By Reinaldo Suárez, Corporate Sales Manager

By Alejandro Au Ma, Corporate Pre-Sales Manager
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Partner Interview

IC Cares

How Much Sodium Should I Eat?
The American Heart Association recommends no more than 2,300 
milligrams (mgs) a day and an ideal limit of no more than 1,500 
mg per day for most adults. Because the average American’s sodi-
um intake is so excessive, even cutting back to no more than 2,400 
milligrams a day will significantly improve blood pressure and heart 

health. More than 75 percent of the sodium Americans eat comes from some processed, prepack-
aged and restaurant foods – not from the salt shaker. 

Here are the approximate amounts of sodium in a given amount of table salt: 
• 1/4 teaspoon salt = 575 mg sodium 
• 1/2 teaspoon salt = 1,150 mg sodium 
• 3/4 teaspoon salt = 1,725 mg sodium 
• 1 teaspoon salt = 2,300 mg sodium 

Did you know that on average, Americans eat more than 3,400 milligrams of sodium each day — much more than the American Heart 
Association and other health organizations recommend? Most of us are likely underestimating how much sodium we eat, if we can 
estimate it at all.

Here are sodium-related terms you may see on food packages:
Sodium-free– Less than 5 milligrams of sodium per serving and contains no sodium chloride 
Very low sodium–35 milligrams or less per serving 
Low sodium–140 milligrams or less per serving 
Reduced (or less) sodium–At least 25 percent less sodium per serving than the usual sodium level 
Light (for sodium-reduced products)–If the food is “low calorie” and “low fat” and sodium is reduced by at least 50 percent per serving 
Light in sodium– If sodium is reduced by at least 50 percent per serving. 

Health Tips

The Forest City Adventist School exists 
to provide a safe haven where students 
can develop a joy for learning through a 
Bible-based and Christ-centered curricu-
lum. The Forest City Seventh-day Adven-
tist School provides a spiritually orient-
ed education for children and seeks to 
provide education that can be measured. 
They encourage each student to: Develop 
a personal relationship with God and his 
fellow men; Master the basic academic 
skills; Value and cultivate physical fitness, 

Please share a brief history of 
Zone Defense, and what it cur-
rently does.

Zone Defense was born February 2007 
in Florida and soon after opened a ware-
house/office in Alberta, Canada.   Now we 
have offices in China and India as well.   
We manufacture video components for 
the mobile/fleet industry;  cameras, cables, 
monitors/displays and mobile digital vid-
eo recorders.    We supply worldwide most-
ly via OEM truck builders and upfitters 
as a manufacturer > supplier.   

How did Zone De-
fense become a lead-
er in this industry?

Zone Defense has become an indus-
try leader by innovating existing 
technologies but especially develop-
ing new approaches to reducing acci-
dents for fleets.  

What makes Zone Defense a 
unique company?

We have raised the standard by manufac-
turing components to a higher specifica-
tion for use in the industrial and heavy 
equipment environment.   We do not man-
ufacturer for retail or passenger vehicles.    

What are the three most im-
portant Core Values of Zone 
Defense?

Quality measured by life expectancy and 
maintaining a fractional return rate.    Val-
ue measured by competitive pricing.   Ser-
vice by being there and supporting the cus-
tomer both by consulting then developing 
custom solutions all around reducing acci-
dents and providing drivers with the best 
approaches to safety.   Also, by providing 
installation support.  

How long have you worked for 
Zone Defense? 

Since inception.   Every day is different.   
Each customer has unique needs … some 
small and simple and some large and com-
plex.  

As VP of Sales, what is your 
main goal for the company?   

My main goal is cultivating opportuni-
ties, supporting those customers for the 
long term and developing relationships 
throughout the industry.  

What is your leadership style, 
and why does it work?   

Start early, finish late and work ‘smart’ by 
being efficient with my time.    Most import-
ant is doing the right thing by the customer 
even if in a rare circumstance it means tell-
ing them someone else might have a better 

solution.  Integrity is doing the right thing 
even when no one is watching.  

Given the expertise of Zone 
Defense and IC Corporation 
how do you think we can work 
with each other? 

Before we can help each other we need 
to better understand our businesses. As a 
manufacturer Zone Defense needs to con-
vey exactly what a build, how we can in-
tegrate with various technologies and how 
we develop custom solutions based on 
a customer’s unique needs.    We need to 
better understand what IC Corp does, the 
markets you serve and your overall busi-
ness model.  

Herminio Alamo 
RN, Case Manager, Coach,
Alamo Executive Consulting

mental ability, and moral purity. The Forest 
City Seventh-day Adventist School is op-
erated in harmony with the guidance and 
direction of the Office of Education, North 
American Division of the Seventh-day Ad-
ventist Church.

IC Cares is proud to support Forest City 
Adventist School and its mission. 

Dan Camm, VP, US Sales
Zone Defense

Animal 
Rescue

Community 
Help

Happy Kids Research & 
Investigation

Sports 
Development

Source: American Heart Association
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Entertaiment

Shanghai上海市

1) The name Shanghai means “on the sea,” 
which is appropriate given the city’s loca-
tion at the mouth of the Huangpu River.

2) More people live in this one city than in 
the entire country of New Zealand. Shang-
hai’s population — more than 23 million 
people — is over five times as large.

3) Natives to Shanghai have their own dia-
lect called Shanghainese, and people from 
other parts of China can’t understand it.

4) Each weekend, hundreds of Shanghai 
parents come to the People’s Square mar-
riage market to look for suitable mates for 
their children.

5) Shanghai has a sizable Jewish communi-
ty after thousands fled Europe to Shanghai 
during World War II.

6) You can get pretty much anything deliv-
ered in Shanghai, not just pizza. McDon-

ald’s and KFC both deliver, grocery stores 
deliver, and even corner stores will deliver 
a soda and chips to your door.

7) You can go skiing in Shanghai at Yinqix-
ing Indoor Skiing Site, one of the largest 
indoor skiing facilities on the planet.

8) Unlike Peking opera, Shanghai opera 
usually casts women in both male and fe-
male roles.

9) The longest metro system in the world 
spreads beneath the city of Shanghai with 
365 miles (588 km) of tunnels and track. 
The Shanghai metro has 393 stations 
spread throughout the city and connecting 
major attractions, making it easy to nav-
igate for international visitors. Shanghai 
boasts the world’s fastest train.

10) Shanghai is sinking at a rate of 1.5 cm 
a year.
https://www.businessinsider.com/20-things-you-didnt-know-about-shanghai-2013-9
https://www.chinahighlights.com/shanghai/shanghai-facts.htm
https://lifeofshal.com/2017/03/28/13-interesting-facts-about-shanghai/
http://news.bbc.co.uk/2/hi/asia-pacific/3105948.stm
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