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G r a t i t u d e :  T h e  B u s i n e s s  C a s e  f o r  " T h a n k s ! "  

According to an English proverb, “A good

beginning makes a good end.” The past two

years has brought a lot of uncertainties but it

also resulted to innovation and behavioral

changes. For the first issue of In Touch

Newsletter this 2022, the articles provided

were aimed at giving you, our dear partners, a

chance to look at the new year with eyes wide

open to the risks and opportunities ahead to

help you unlock your potentials for growth and

development.

Expressing gratitude in the workplace creates a ripple

effect of additional moments of gratitude.  
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We become more approachable and friendly,

which helps us be perceived favorably, network

better and expand our social circles of influence.

We are more attentive and reciprocative to other

people’s moods and expectations, making for

more empathetic interactions and deeper

relationships.

Here are the benefits of showing gratitude in

the workplace. 

We are more expressive and communicative, and

thus able to present stronger cases for our

causes.

As we become more ‘alive’ and ‘mindful’ of our

actions, we become smarter in our thought

processes, more courageous when it comes to

taking big decisions in life, and measurably more

productive at work.

Gratitude is a proven way to lift one’s mental health

and EQ - a goal worth chasing, especially in times of

uncertainty and change when moods are perpetually

taut. It releases toxic thoughts from our system, helps

in stress management, and brings down levels of

anxiety and depression.

Being grateful is contagious, causing the recipient to

pass it forward to others who deserve gratitude from

them - setting

Perhaps most importantly, gratitude doesn’t just impact

the receiver, but also the giver– opening up profound

doors of personal and professional transformation for

both.

“Be thankful for what you have; you'll end up having more. If you
concentrate on what you don't have, you will never, ever have enough.”
                                                              - Oprah Winfrey

Source: https://blog.empuls.io/gratitude-in-the-workplace/

https://blog.empuls.io/gratitude-in-the-workplace/
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Pharmaserv Express: Organization Development using ISO 45001:2018, 
ISO 39001:2012 and Good Distribution Practice

 
 

J.M. Lacorte Construction: ISO 9001:2015 Triennial Audit

CLIENTCLIENTCERTIFIEDCERTIFIED
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Skintec Advance Incorporated: 

Organization Development using ISO 9001:2015
 
 



Treat every customer like a VIP, providing them with an outstanding

customer experience. Loyal customers enjoy unique benefits, like

extended warranties, free shipping, extended return periods,

birthday gift certificates, early access to new products and sales,

private appointment hours and a thoughtful holiday gift to show you

value them. – Lynn Rosenthal, Periscape

G i v e  M e a n i n g f u l  E x p e r i e n c e s
Skip the physical gifts and give meaningful experiences to clients.

Everyone remembers learning something new, going to a new place

or checking off a bucket list item. – Bridget Hilton, LSTN Sound Co.

Happy customers are the fuel necessary to run any successful

business. To help them is the main reason why many

entrepreneurs continue doing what they’re doing. And when

you build a loyal community of customers, you set yourself up

with long-term support.

One way to build that loyal following is to show your

appreciation for your customers on a regular basis. When

customers can feel your gratitude, it helps them feel like their

voices are being heard and like they aren’t just a number on a

profit report. Gratitude can come in many forms, however, so

to help you find the method that suits you best, the members of

Rolling Stone Culture Council list their top strategies below.

T r e a t  T h e m  L i k e  V I P s
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1 2  S t r a t e g i e s  B u s i n e s s e s  C a n  U s e
 t o  S h o w  A p p r e c i a t i o n  f o r  T h e i r  C u s t o m e r s  

O f f e r  L o y a l t y  I n c e n t i v e s
There’s nothing better than being rewarded for showing your

support and interest in a company. What better way to return the

favor than to offer a reason to come back? This can be done

through accumulated bonus points, post-purchase discounts, free

gifts, etc. This helps with customer retention but, most important of

all, it keeps customers happy and coming back. – Tiffany Gaines, SS

Global Entertainment
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http://www.periscapevr.com/
https://council.rollingstone.com/u/1931665d-36f3-4e89-b5a3-206b32a2b725
http://www.lstnsound.com/
https://council.rollingstone.com/u/c44d973a-612c-4e3b-bddb-6810b84bbd08
https://ssglobalentertainment.com/
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C e l e b r a t e  T h e m  o n  S o c i a l  M e d i a
Celebrate them! At Volt, we make it a priority to celebrate our

customers on our social media profiles. After all, their success is our

success! 

S e n d  a  H a n d w r i t t e n  N o t e
I believe that handwritten thank you notes and personal touches are

becoming a lost art. Every week, I dedicate a few hours at the end of my

workday on Friday to handwriting notes to people who have meant

something to our company or assisted with our growth. We have millions of

viewers and thousands of people indirectly involved, but even if I just write

15 notes a week, it makes a big impact. 

Bells and whistles lose their appeal when the engine keeps breaking.

Respect customers by showing them that you care about their time and

their needs. It sounds simple, but I see a lot of companies tripping over

themselves with customer perks and gifts when their customer contact info

isn’t even up to date.

I n v e s t  i n  S o l i d  C u s t o m e r  S e r v i c e

It’s a very simple tactic, but we say “thank you” — a lot. We also remind our

ShearShare community that they are building this mobile-first platform

right alongside us and that their constant feedback allows us to develop

innovative solutions to drive more revenue for their small businesses of

one. It’s a boomerang approach that keeps on giving. 

                                   

S a y  ‘ T h a n k  Y o u ’

I founded my cannabis business on customer service, a concept that felt

non-existent in 2008. It’s always been our standard practice to go beyond

expectations to show appreciation for our customers’ business, every day.

One of the ways we show our gratitude is to promote their events on our

social platforms. Whether a community event, business anniversary, open

house, or whatever the event, we support it.                                   

 –                                       

S u p p o r t  T h e i r  E v e n t s
 – Courtney Caldwell, ShearShare, Inc.

 – Amanda Reiman, Personal Plants
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W l t l b t li t i Wh h l li t il di bli h

-Sheila Dedenbach, Heavenly Sweet

– Julie McQueen, CarbonTV

– Dan Giuliani, Volt Athletics

https://council.rollingstone.com/u/1b19762b-4859-44ab-828d-de33c3253e48
https://council.rollingstone.com/u/b1f07f07-f6ba-469a-8109-514d5392ebc5
https://shearshare.com/
https://council.rollingstone.com/u/82b14db4-3d9e-4e1d-8dbb-3231d773eeb0
http://www.mypersonalplants.com/
https://council.rollingstone.com/u/1b19762b-4859-44ab-828d-de33c3253e48
https://www.heavenlysweet.com/
https://council.rollingstone.com/u/9cb6d124-6dd3-47ab-b53a-a13b422d656f
http://www.carbontv.com/


We love to celebrate client wins. When we help a client nail media

coverage or publish a thought leadership post, we shout out the article

on our company social media accounts. If we want to show extra

appreciation, they get a feature in a newsletter or YouTube video. 
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C e l e b r a t e  C l i e n t  W i n s

– Evan Nison, NisonCo

So much of customer acquisition is data, algorithms and automation. As

consumer-facing businesses lean into these paths — which are important

in scaling a business — a personal touch stands out even more. The CEO

taking calls once a month or genuinely reaching out by phone to collect

customer insights is a very meaningful way to engage. You don’t lose

anything by being real.

A d d  a  R e a l ,  P e r s o n a l i z e d  T o u c h

– Chris Murray, FoxNRTH Inc.

 

 

I invite customers to private events as my guests. Also, when I am

traveling, I’ll mention when I’ll be in their area and offer to do something

unique. I’m an adventurer, so there will always be something cool to do.

I n v i t e  T h e m  t o  E v e n t s

Susan Johnston, New Media Film Festival®

Sending small gifts and tokens of appreciation to clients is always a good

idea for building loyalty. People like being recognized. Whether it’s for a

birthday, wedding, special occasion or a plain thank you, a little gesture

in the mail goes a long way.

S e n d  S m a l l  G i f t s  o f  A p p r e c i a t i o n

Nicole Rodrigues, NRPR Group

https://www.rollingstone.com/culture-council/panels/businesses-show-appreciation-customers-1273316/

https://council.rollingstone.com/u/c9483c7b-6db7-4542-ae75-b02fca6cc7b2
http://www.nisonco.com/
https://council.rollingstone.com/u/c9d217e6-43b5-47cb-8daf-3eff0479dc55
http://www.foxnrth.com/
https://council.rollingstone.com/u/2f2776cb-445f-4c08-97fa-1f6b5719547a
https://council.rollingstone.com/u/2f2776cb-445f-4c08-97fa-1f6b5719547a
https://www.newmediafilmfestival.com/
https://council.rollingstone.com/u/2f2776cb-445f-4c08-97fa-1f6b5719547a
https://council.rollingstone.com/u/2f2776cb-445f-4c08-97fa-1f6b5719547a
https://www.rollingstone.com/culture-council/panels/businesses-show-appreciation-customers-1273316/
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IN ACTIONIN ACTION

6

FCUFCU
Orientation for Contractors on ISO 45001:2018 in partnership 

with Construction Manpower Development Foundation  
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IN ACTIONIN ACTION
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FCUFCU
FCUSI Pasasalamat: Some of the clients we have worked with in 2020-2021. 

We are grateful to be able to serve during these challenging times.

Greenlight Power, Inc.
 Greenmetal Corporation

Internal Quality Audit Workshop

Orientation with BNI members 
on ISO 9001:2015 as a Business

Model in the Construction Industry 
 



o r  s c a n  t h e  Q R  c o d e  t o  g e t  l a t e s t  u p d a t e s  

S u b s c r i b e  a t  b i t . l y / F C U A c a d e m y S u b s c r i b e   

L E A R N  W I T H  F C U  A C A D E M Y
 

- L a l a
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FCU Academy is now open for enrollment

C o n t a c t  u s  t o  r e s e r v e  y o u r  s p o t  i n  o u r  w e b i n a r s .  

o n  o u r  c o u r s e  o f f e r i n g s .
 

CONNECT 0 9 1 7  8 8 0  9 0 0 1

i n f o . f c u s i @ g m a i l . c o m
a c a d e m y @ f c u s o l u t i o n s . o r g

/ f c u a n d a s s o c i a t e s

w w w . f c u s o l u t i o n s . o r gWITH US

F R O M  T H E  E D I T O R

- L a l a

I  h a v e  h e a rd th e  ph r a s e  “A l i t t l e  g r a t i t ud e  c a n
go a  l o ng way ”  b e i n g  u s ed i n  d i f f e r e n t  s i t u a t i o n s .
F o r  t h i s  i s s u e  o f  t h e  I n  Touch N ew s l e t t e r ,  l e t ’ s
l o o k  a t  t h e  r i p p l e  e f f e c t  o f  e x p r e s s i n g  g r a t i t ud e
i n  t h e  wo r k p l a c e .  S t r a t e g i e s  o n  how t o  s h ow
ap p r e c i a t i o n  f o r  y ou r  cu s t om e r s  a r e  a l s o  s h a r ed
w i t h  you .  May th e  a r t i c l e s  p r o v i d e  you w i t h  i d e a s
o n  how t o  c r e a t e  a  cu l t u r e  o f  p o s i t i v i t y  i n  y ou r
bu s i n e s s .  E n j o y  r e ad i n g  a nd k e e p  i n  t ou ch !   

I  hav e  h e a rd th e  ph r a s e  “A l i t t l e  g r a t i t ud e  c a n
go a  l o ng way ”  b e i n g  u s ed i n  d i f f e r e n t  s i t u a t i o n s .
F o r  t h i s  i s s u e  o f  t h e  I n  Touch N ew s l e t t e r ,  l e t ’ s
l o o k  a t  t h e  r i p p l e  e f f e c t  o f  e x p r e s s i n g  g r a t i t ud e
i n  t h e  wo r k p l a c e .  S t r a t e g i e s  o n  how t o  s h ow
ap p r e c i a t i o n  f o r  y ou r  cu s t om e r s  a r e  a l s o  s h a r ed
w i t h  you .  May th e  a r t i c l e s  p r o v i d e  you w i t h  i d e a s
o n  how t o  c r e a t e  a  cu l t u r e  o f  p o s i t i v i t y  i n  y ou r
bu s i n e s s .  E n j o y  r e ad i n g  a nd k e e p  i n  t ou ch !   
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