
By Tim Turner 
Summer is a great time to 
pause and refresh by taking a 
vacation. My wife Melissa 
and I have been so blessed 
to be able to go on an 
annual anniversary trip.   Well 

to rewind, the first few years were just dinner out, 
not a trip.    We have over the years as the kids 
gotten older worked our way up to bigger trips 
like Quebec, Napa, and St. Lucia.    Our in-laws 
come to spend time with their grand-kids while we 
go on our trip. 

This year for our 24th anniversary we took a trip to 
Italy and Greece.  I could fill pages telling you 
about the incredible food, beautiful views, and all 
the historical sites.   For this article, I want to focus 
on the idea of what it means to "pause and 
refresh"... and slow down. 

As a coffee drinker, I love going to Europe 
because there is a cafe ready to serve you top 
quality coffee about every 25 feet.  You think 
Starbucks is everywhere... go to Italy and count the 
number of places you can get espresso and 
cappuccino. Even if you stop at a "rest area" by 
the highway, they have no coffee "to go" 
cups.  Instead they have a $30,000 coffee machine 

just like in the cafes with a real person making high 
quality espressos and cappuccinos.  In a gas 
station, people were 15 deep to belly up to the 
"bar" to get an espresso before continuing on 
their way.  There were no instant press-a-button 
coffee machines there to quickly fill a cup and 
run... No, they paid a skilled person to be there 
and run a high end espresso machine.  In a gas 
station. 

One tidbit you might not know is that in Italy they 
don't ever serve coffee in a "to go" cup.  In fact, 
they don't even have "to go" cups.   Trust me.    I 
asked.  I asked at many places.  I asked at small 
cafes.  I asked at espresso bars and street carts.  I 
asked at high end hotel restaurants. "No no no" I 
kept being told. This was very odd to me. We had 
a rental car and needed to hit the road. I need my 
coffee for the trip. "No no no Senore". 

Our rental car was an Audi and it had no cup 
holders.  Let me repeat that... NO cup holders.   
Why? because Italians don't drink coffee to go and 
they don't drink anything while driving.  I think 
because it takes too much focus to drive over 
there.  Having lived through Atlanta traffic for 18 
years, though, I held my own pretty well against 
the Italian drivers. Contrast this with America 
where my new son-in-law, who sells cars for Toyota
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Time To Pause and Refresh

OUTDOOR OPERA AT VERONA 
One of the places we visited was the 
Opera in the Arena of Verona. For the 
past 89 years, you can attend the 
opera in an arena built in 30 A.D. 
Originally, it served as a kind of 
Colosseum. Here gladiators fought to 
the death, competitors jousted and 
other sporting occasions. Due to the 

earthquakes in Italy and the removing of materials by ancient locals, the 
arena isn’t quite what it once was, but not too bad! The acoustics are said 
to be some the best in the world. This picture from: wikipedia.org. 
See Tim's picture from Verona on Torrid’s blog:    http://tiny.cc/jsw51x

NO TIME TO REFRESH? 
Do you find yourself so busy 
during the day that you’re actually 
becoming unproductive as you try 
to manage and balance all the 
demands on your time?  
Business Insider recommends 4 
Apps that “Every Professional 
Needs to Get Work Done Faster”. 
F o r e s t a p p , C o l d Tu r k e y , 
Pomotodo and MailTime are 
recommended. See why here: 

http://tiny.cc/zzd71x
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is most frequently asked "how 
many cup holders does this car 
have" as a major buying criteria.   

One of the hotels we stayed at 
was the Hotel Grande Fasano on 
Lake Garda.  It was a historical 
palace converted into a hotel with 
glorious views of the massive 
lake. Before we were to leave one 
night to go to Verona, I asked one 
of the ladies working there if I 
could get some coffee to go. She 
said "sure you can take the china 
up to your room”. I said, "No I 
meant a paper cup to take in the 
car." She said "no no no we don't 
have any.  You are in such a 
hurry. If you want coffee you need 
to slow down and take the time to 
enjoy it, even if it's 5 minutes." 

OK at first I was annoyed by this, 
but as our trip went on I realized 
that it was definitely better to 
have high quality coffee while 
pausing to enjoy it, rather than 
running out the door with a "to 
go" cup. Even when we went to a 
cafe for lunch, we saw people 
popping in at all times of the day 
for an espresso. They stayed for a 
few minutes and were off. But for 
those few minutes they stopped 

to pause and refresh... and slow 
down. 

Besides the coffee, my wife and I 
found plenty of places to stop to 
pause and refresh.  In Rappallo, a 
city near Portofino on the Italian 
riviera, we would take a daily walk 

through and around town for our 
exercise, and also to see the town 
on foot.  We found a guy with a 
coffee stand by the harbor and 
would get a cappuccino every day 
and just sit by the harbor... and 
pause for just a few minutes. We 
enjoyed the view of the boats and 

t h e p e o p l e w a l k i n g 
by...the morning sunshine 
warming our faces...while 
e n j o y i n g o u r 
cappuccinos... and fancy 
that it was served in a real 
china cup....from a guy 
running a "coffee stand" 
down by the water.   

The Italians are definitely 
onto something.  Taking 
the t ime to en joy a 
cappuccino or espresso is 
the perfect way to "pause 
and refresh" so that you 
are ready to face the rest 
of your day...but only if it’s 
not “to go”!

GET THE GIGGLES!

VIEWS FROM OUR TRIP

One of those perfectly 
delicious, refreshing 

and relaxing 
cappuccinos.

A view from the hotel 
in Rapallo with Melissa 
and me.

See more picture from our trip:  http://tiny.cc/jsw51x
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Building Rapport With 
Your Client

SUPER COOL 
TECHNOLOGY 

Still in the prototype stage, 
a G e r m a n r e s e a r c h 
institute is developing a 
new pressure-monitoring 
sock that may save the 
toes and feet of diabetics. 

Diabetics often don't have 
complete sensation in the 
feet or toes, causing 
chronic pressure sores that 
may lead to amputation. 

The prototype sock, being 
developed by Fraunhofer 
I n s t i t u t e f o r S i l i c a t e 
Research, is made of two 
layers of fabric.  Inside the 
layers is a silicone film 
coated with electrodes. 
When a person applies 
pressure to one part of the 
foot, sensors send alerts to 
the user's mobile device. 

Even athletes who want to 
study their running style 
and foot positioning might 
use the socks.

Have you seen that episode of “The Office” where 
Michael Scott decides to divide his sales people up and 
send them out to their clients to develop a personal 
connection?  
Phyllis takes Karen to get a makeover in order to look 
just like their client’s wife so they can make connection 
with him and hopefully make the sale…which they did. 
When I found this article, I immediately thought of that 
episode. It then seemed necessary to share this and 
ask some questions. Read it, then— I’m curious to 
know what you think. 
In her new book, The Primates of Park Avenue, author 
Wednesday Martin recalled how difficult it was to 
become accepted into the circle of wealthy New York 
mothers.  

She finally succeed when she recalled her anthropology 
training in baboon culture where all females submit to 
the dominate female. 

Martin writes that she picked out the leader of the 
group and began to mirror her. She dressed like the 
woman.  She exercised at the same place. She got a 
fantastically expensive handbag. She bought the right 
clothes. And it worked. 

This is, perhaps, an extreme example of what 
salespeople have known for years: Building rapport, or 
relationships, depends, in part, on mirroring. 

According to the New York Times, strangers are attracted 
to people who remind them of themselves. 

Animated talkers like people who do the same. But people who speak calmly and deliberately 
also like people who do the same. 

Body language is a powerful tool in face-to-face social situations. Subtle mimicry of body 
language -- but not mocking -- can forge ties.  If your client crosses his legs, doing the same 
after a moment or two can subtly suggest you are friends. 

Common interests can be important. Finding something in common to speak about can create 
bonds. In the same way, asking friendly, but not rude, questions can do the same. 

What do you think? 
• Is “mirroring” just plain manipulative or is there some merit in what they’re 

saying in this article? 
• Is “mirroring” something you believe could pull off or would it come across 

disingenuous? 
• Have you ever tried this and found it successful or un successful? 
• What ways do you use to try and connect with your clients - or have you 

even thought about that as a sales strategy? 
We would love to hear from you! Take a moment to share with us all something 
you’ve learned. What has worked for you and what hasn’t in building rapport with 
your clients. We’ll post some of your best suggestions in the next newsletter…so 
send in your winning ideas! If you prefer to remain anonymous, we will happily 
honor that request! 
Send them to suzie@torrid-tech.com.
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Hair Today, Gone Tomorrow 
1. Who is the bald nemesis of Superman?                   

a-Professor X, b-Mister Mind, c-The Toyman,          
d-Lex Luthor.’ 

2. What composer's "Night on Bald Mountain" is 
featured in the Disney movie "Fantasia"?                
a-Modest Mussorgsky, b-Wolfgang Amadeus 
Mozart, c-Ralph Vaughan Williams,                           
d-Sergei Prokofiev. 

3.  How many arrows are clutched in the left talon of 
the bald eagle depicted on the $1 bill?                  
a-6, b-13, c-48, d-50. 

4. What is the last name of the bald millionaire who 
adopted Little Orphan Annie?                                 
a-Warbucks, b-Barks, c-Picard, d-Andrews. 

5. What bald kid was a friend of comic strip character 
"Nancy"?                                                                   
a-Alfalfa, b-Sluggo, c-Henry, d-Wimpy. 

6. "I don't want to end up dead or bald" was a lament 
heard in what top 40 novelty song?            
a-"Tennessee Bird Walk," b-"King of the Road," 
c-"Mr. Custer," d-"Dead Skunk.” 

7. Charles the Fat, Charles the Simple, and Charles the 
Bald were rulers of which country?                             
a-The Netherlands, b-England, c-Greece, d-France. 

8. The genus name of what bird comes from Latinized 
Ancient Greek for "bald" and "raven"?                    
a-Albatross, b-Ostrich, c-Kookaburra, d-Cormorant. 

9. Which NFL quarterback was nicknamed "Bald 
Eagle"?                                                                      
a-Y.A. Tittle, b-Fran Tarkenton, c-Norm Van Brocklin, 
d-Bobby Layne. 

10.What actress shaved her head for the lead role in 
the 1997 action film "G.I. Jane"?                             
a-Charlize Theron, b-Anne Hathaway,                      
c-Demi Moore, d-Milla Jovovich.

Across 
1. ___-relief 
4. Dismay 
9. Mont Blanc, e.g. 
10. Bold 
11. Ed.'s request 
12. About to explode 
13. Gofer's job 
15. Exists 
16. Colorful parrot 
18. "___ on the 
rooftop..." 
20. Come together 
23. Scarf 

25. Corn serving 
26. Basket material 
27. Ace 
28. Quaint contraction 
29. "I agree" 
Down 
1. Corner of a diamond 
2. Apple spray 
3. Kind of whale 
4. Where Henry V 
triumphed 
5. Seclusion of Muslim 
women 
6. "Harper Valley ___" 

7. ___ Spumante 
8. Strong cleaners 
14. German cathedral 
city 
17. Tearful 
18. Roswell sightings 
19. "Baloney!" 
21. Pink, as a steak 
22. Cupid, to the 
Greeks 
24. Cloak-and-dagger 
org. 

Wine Lovers!
BARBERA 

BAROLO 

BORDEAUX 

BURGUNDY 

CAMPARI 

CHABLIS 

CHIANTI 

CLARET 

FUME BLANC 

GIGONDAS 

GRAVES 

LAMBRUSCO 

MADEIRA 

MALBEC 

MARSALA 

MARTINI 

MEDOC 

MERLOT 

MOSEL 

MUSCADET 

MUSCAT 

PORT 

RIOJA 

ROSE 

SANCERRE 

SAUTERNE 

SHERRY 

SHIRAZ 

VOUVRAY

Answers: 1-d, 2-a, 3-c, 4-a, 5-b, 6-c, 7-d, 8-d, 



Promoting your 
i n t e l l i g e n c e 
c a n o f t e n 
backfire. 

……… 
Researchers 
are looking 
i n t o h o w 
people form 

first impressions of 
others' intelligence and how well it 
works to try to manage those 
impressions. They say trying to look 
intelligent, by using big words, for 
example, can make people look 
dumb. 

One of the strongest and most 
accurate signs of intelligence is 
looking at others when they are 
speaking to you, says Nora A. 
Murphy, an associate professor of 

psychology at Loyola Marymount 
University in Los Angeles.  

Another study showed that people 
trying to look intelligent had a few 
behaviors in common. They looked 
at the speaker while listening or 
talking, put on a serious face, and 
they avoided gestures such as 
touching their hair or face. Just the 
first two were effective.  

The Wall Street Journal's Sue 
Shellenbarger says people trying to 
look intelligent risked showing what 
they didn't know. Observers were 
more accurate in estimating IQs, 
including lower IQs, of those 
instructed to act intelligent than in 
estimating IQs of controls who 
weren't given any instructions. 
Participants trying impression 

management actually magnified 
cues signaling low intelligence. 

 Simple stereotypes can also shape 
first impressions. Wearing glasses 
can lead strangers to regard you as 
more intelligent, according to a 
study in the Swiss Journal of 
Psychology. And people who 
embellish their writing with long, 
complicated words are seen as 
less inte l l igent by readers , 
according to a study in Applied 
Cognitive Psychology. 

We, of course, believe that using 
RetirementView will certainly make 
you seem smarter!  You will have 
simple report your clients can easily 
understand. Did you know that we 
gladly rewards your referrals?                

Refer a colleague here!  
http://tiny.cc/k5d71x                                          

What Is Your Client’s Perception of You?

1860 Sandy Plains Rd. 
Suite 204-129
Marietta, GA 30066
www.torrid-tech.com

Your Monthly Newsletter!!!
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