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Join us in celebrating Print’s Triumphant 2021! April 2, 2022, marks our in-person return to the
PICA Awards. This is the premier event celebrating print in the Carolinas, and you’re invited. It
doesn’t matter if you didn’t enter the awards – taking the time to connect with others socially and
see what is happening in your industry will be amazing.
The evening begins with a cocktail reception sponsored by Koenig & Bauer, along with a
photobooth sponsored by Veritiv. During this time, attendees can cast their votes on the entries
submitted into the People’s Choice Award competition. It is the only PICA Award that is judged
onsite, and by your peers.
Attendees will be able to mingle as they view the winning pieces laid out by category. The
sponsored finalists will be on display, and winners will be revealed after dinner by the sponsors
themselves. And this year, the sponsored winners from 2019 and 2020, both virtual events, will
also be on display.
Send in your registration now to be part of this incredible evening celebrating the best of Print in
the Carolinas. Join us in raising a glass to the 56th Best of Show Award from Mac Papers +
Packaging, and Print’s Triumphant 2021!
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SAVE TH E DATE

Saturday, April 2, 2022
56th Annual PICA Awards Banquet
Hilton Charlotte Airport, 2800 Coliseum Centre Dr, Charlotte, NC 28217

OurPurpose OurVision OurMission
Promoting the
Industry – Focused
on Member Success!

Advocate • Educate
Inform • Lead

To promote the common interest of the printing industry; and
to help our members prosper, both individually and collectively,
through fellowship, education and cooperative action.

Chairwoman’s Letter
ENLARGE YOUR TENT: A CALLING OR A JOB?
All of us have the opportunity to enlarge our tent. lf we have
additions to our immediate family, we have to enlarge our
living space. lf we increase our work offerings, we must
enlarge our space and/or our marketing campaigns. We
create room for what is important. It’s easy to overlook
how that stretches us, but stretch us it does.
How many of you have stepped out on faith to add a new
piece of equipment, start a new marketing campaign,
learn how to use social media effectively to promote your
business, or just write an article from the expert’s corner?
Do you see these things as a calling or a job? If you make it
a calling, then all will be made well. You better believe that
if you are called to a job, then even through tough times
you will be shown the path to take and given all that you
need to get it done. This is our path.
Our organization, PICA, is made up of all of you.
Whether you own the member company or work with the
company, we all are a part of one organization. Are you
aware of all the opportunities you have to promote our
industry? I’m asking you to enlarge YOUR tent.
As the new year begins and the PICA year is halfway over,
I’d like to recap ways our tent has enlarged. We kicked off
the year with the challenge to promote Print and change
perceptions. The Fall Conference team did an excellent
job with speakers that shared with us ideas that changed
our perception about millennials, and the
campaign got a great kick start when we were able to share
all the opportunities we have available to promote a new
vision of Print. That wasn’t all the sharing that went on.
There was a great exchange of ideas, reconnecting with
friends and colleagues and, as much as I hate to admit
it, the Covid -19 virus.. Presenting our best campaigns at
the Print Awards always gives us opportunity to promote
Print. On the horizon is the Americas Print Show, August
17-19, 2022. What an excellent time to attend, perhaps to
promote
!
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The Printis.info website has excellent resources to
use when you are presenting to your sales teams, local
chambers, business groups and student populations in the
schools. On December 6, I had the pleasure of speaking
with two high school classes of Juniors and Seniors. Using
the
poster as a start, and finishing with the
PowerPoint, I was able to have some good
conversations with the kids about the opportunities
in Print and how it is used. Imagine the conversations
you can have with adults! A comment from one of the
students was, “You can do all that?” My response was,
“Yes sir, we certainly can – with a little strategic planning.
That’s what we do. That, my friend, is Print.”
We are just getting started, and already our campaign
is reaching thousands through billboards, social media
sharing, and presentation opportunities. I want to
challenge you all to enlarge YOUR tents and share the
wonderful world of Print. Through this initiative, we can
and will educate and change perceptions of Print. We
need to be present in our customers and potential clients’
worlds. Jeff, Carrie and our board are working hard to
lead our organization forward to be the change agents in
the perception of Print. What about you? Do you have a
Calling or a Job?

Lydia J. Morgan
PICA Chairwoman
Morgan Printers
lmorgan@morganprinters.com
(252) 355-5588

Get to Know: Printing Industry Credit Bureau

Andrea Schlack, President of PICB

PICA has partnered with Printing
Industry Credit Bureau (PICB) to
provide a reliable and hassle-free
credit and collection resource for
our members. We recently sat
down with Andrea Schlack,
President of PICB, to talk about
the ins and outs of credit and
collection, and all the ways partnering
with PICB can serve our membership.

“Collection doesn’t happen unless credit happens,” Schlack said.
“Be sure to do your due diligence. Use a credit application or
agreement, state your conditions and terms clearly, and review
the applicant’s information thoroughly. Then you can accurately
determine if the risk is worth opening your pocket.”
Schlack encourages business owners to be proactive in their
credit management strategies, and believes PICB can be a great
partner to Printers every step of the way, from prospective
customer to successfully completed financial transaction.
PICB’s three-pronged
approach includes sister
companies CheckitCompany
and DELINQUiDEBT.
CheckitCompany is the due
diligence arm of Schlack’s
services, offering credit risk
analysis based on real-time
research, along with free
research tools for the DIY-ers.
DELINQUiDEBT is a free
service that allows members access to a database of previous
slow-pay and no-pay companies.
“We’d like to be with you from the beginning to the end. Use
our credit agreements up front, and if you don’t have the time
or experience to do your due diligence, we can do it for you, or
teach you how.”
Schlack said that many people don’t have a full understanding of
what credit and collection companies do, and that practices in
the 1980s gave the industry a bad name that has lingered.
“A common misconception is that credit and collection agencies
are not honorable. Back in the olden days when we had
rotary dial telephones and actually had to go the library to get
information, there was a ‘collect at any cost’ mentality. I detest

that ethic, and I never wanted to work
like that. Then I found a mentor who
taught me the right way to do things,
and I fell in love with the industry.”
Schlack has accomplished 50 years of
successful debt recovery, the last 15 as
the President of PICB. She loves what she does, and is proud of
the way she and her staff conduct business.
“We are here to help people. Printers are some of the truest,
most genuine people. When they have a customer who doesn’t
pay, recovering that debt can sometimes mean the difference
between staying in business and closing their doors. It’s
expensive when Printers have a customer who doesn’t pay. Raw
materials, overhead, press time – all those things factor in, and
they add up really quickly. “
She said another common misconception is that all the slowpay/no-pay customers are bad people, or have bad intentions.
Schlack said that non-payment is often a side effect of
unforeseen circumstances.
“This pandemic is a great example of how collections are not
always just about the money. Ninety-nine percent of the people
who can’t pay their debts are victims of circumstance. Granted,
sometimes those circumstances are of their own making. We
are experts at finding a solution that satisfies our customer
and works for the people who owe them money. The honest
business people are the people we have an opportunity to help.”
Schlack’s approach to negotiating a satisfying solution for her
clients often brings her new business down the road.
“There have been times when a debtor so appreciates our
work that they come back and ask us to help them with their
business.”
Schlack invites PICA Members to call with questions, and to
take advantage of reduced Member-only rates on PICB’s services.
She also urges Printers to include credit and collection strategies
in their annual business planning.
“I’d like to see Printers pay attention to these things sooner. The
longer you let them go, the harder they are to resolve. Bad debt
is not like good wine. It doesn’t improve with age.”
For more information, contact Andrea Schlack
at (847)265-0400 x 10, or at ars@picb-us.com.
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HR Spotlight

Work/Life Balance in a Remote Work Environment

Some of us are seasoned remote workers and others were thrust
into it for obvious reasons. It is important to remember that
remote working during a pandemic and remote working prior
to the pandemic are two different things. Prior to the pandemic,
people had separation from their environment for personal and
professional appointments or could go work in a co-working
space or coffee shop for the day. For the most part, there was not
a spouse, kids, or pets home at the same time, doing their work,
schooling, and living. Given that a large majority of the remote
work population has now found themselves living and working
in the same environment every day, it can certainly be more
difficult to find balance and separation.

HERE ARE SOME TIPS TO HELP CREATE THAT BALANCE
IN A REMOTE ENVIRONMENT.
GIVE YOURSELF PERMISSION TO:
• Set boundaries with your work and home lives. In the case of
remote working, boundaries can be time, physical space, and
mental space between work and personal time.
• Not be connected 24/7 – Just because technology gives us
the ability to work from anywhere at any time, doesn’t mean
we should. This means taking true breaks and stepping away
from your computer and your phone.
• Use available Paid Time Off (PTO) – Give yourself
permission to use your paid time off. It is imperative to
completely disconnect from work during any paid time off
period, whether 1 day or 1 week. Weekends aren’t enough.
Even if you don’t go anywhere, use your PTO and close
work apps/turn off notifications to disconnect from work.
While on PTO, set your boundaries with an out-of-office
notification, and notify co-workers ahead of time that you
will be away.
As a manager or business owner, it is important to encourage
employees to use their PTO, AND also to ask them what they
may need from you to be able to take their PTO. Create an
environment in which employees know they don’t have to
worry while they are away.
• Work differently - Give yourself permission to work
differently at home versus in the office, and know that it
can take some getting used to. Note the changes in how you
4
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communicate with your team via more messaging,
emails, and calls versus watercooler catch ups and
in-person meetings.
CREATE A PHYSICAL AND MENTAL SEPARATION
Have a “Fake Commute” – In a non-remote working
environment, there was the process of getting ready, gearing
up for work during the drive to the office, the routine of getting
coffee, a quick chat with co-workers, etc. Same goes for at the
end of the day, with the commute home. Those routines allowed
us to both physically and mentally create separation between
home and work. It is important to create a mental and physical
separation before and after the workday, so that it doesn’t
become all consuming. That will look different for each
person - you have to find what works for you.
• Close up shop – If you have a home office, shut the door
when you’re not working and don’t go in there during nonwork time. If you are working from a laptop, get a box or a
hideaway case so that you can put the laptop and any other
work materials away at the end of each workday. The double
bonus of “opening and closing shop,” is that it also creates a
bit of a “fake commute.”
PRIORITIZE WELLNESS AND SELF CARE
This is essential in a “normal” situation, but establishing and
enforcing boundaries, wellness and self-care are needed more
during times such as these. GIVE YOURSELF PERMISSION
TO TAKE CARE OF YOURSELF. Do what works for you, and
don’t be afraid to ask for help.
• Employee Assistance Program - As a small business owner,
supporting employee wellness and encouraging their self-care
is critical to their overall health and productivity. This can be
done in a variety of ways, but mainly we see the offering of
an Employee Assistance Program (EAP) as the cornerstone in
supporting employee wellness.
If your company is interested in learning more about how
to support employees in this area or would like more
information about the Employee Assistance Program that
we offer, reach out to Renita Pendergrass at (980) 216-8680
or renita@employersadvantagellc.com. EA is an HR Benefit for
PICA Members only.

OSHA Recordkeeping: It’s That Time Again!
The Occupational Safety & Health Administration (OSHA)
requires employers to keep track of certain injuries and illnesses
that occur to members of their workforce during the course of
the year. This is a requirement of both federal OSHA and those
states with their own approved OSHA agencies.
Each January, your company (with only a couple of exceptions)
is required to tabulate the information on the OSHA Form
300, Log of Recordable Injuries and Illnesses, and transfer
the information over to an OSHA Form 300A, Summary of
Recordable Injuries and Illnesses. The OSHA 300A Summary
must be posted prominently for employee review from February
1 through April 30.
A relatively new requirement is for this information to be
uploaded – by your company – to OSHA’s website, where a data
collection effort is continually underway to assist various federal
and state agencies in identifying injury and illness trends among
various industry sectors – and target employers with “high injury
rates.” Unfortunately, it is quite easy for a smaller employer
(less than 100 employees) to end up on this list for a targeted
inspection with only one injury, such as a muscle sprain,
resulting in a few days of “light duty.”
OSHA recordkeeping is an important issue for all companies,
as these documents will be requested immediately upon arrival
by compliance officers. During fiscal year 2020, the lack of, or
improper OSHA recordkeeping, was the ninth-most-common
OSHA violation in the printing industry by number of
occurrences – and fifth-most-expensive by penalty amounts.
Here’s a quick overview of what is required:
OSHA Form 300, Log of Recordable Injuries and Illnesses
Record all injuries that meet the definition of recordability –
work-related fatalities, lost time and restricted duty cases, or cases
that involve a loss of consciousness or medical treatment beyond
first aid. The OSHA Form 300 should not be “filled out” at the
end of the year – it should be kept current throughout the year.
In January of the next year, total each column.
OSHA Form 300A, Summary of Recordable Injuries and Illnesses
This form is completed in January for the prior year. Once
you have totaled all columns on the OSHA 300 Log, you will
transfer that information to the appropriate blocks on the
OSHA 300A Summary. In addition, you’ll enter the total hours
worked by all employees and average headcount. This document
should be signed by the top management official at the location,
and posted from February 1 through April 30 in a location
where employees may view it.

OSHA Form 301, Injury and Illness Incident Report
This form should be completed at the time of (or shortly after)
the incident and captures information about the incident and
nature of the injury or illness. In most states, this form is not
necessary, as the “First Report of Injury” from your workers
compensation carrier is often considered a “suitable substitute”
– provided it contains the same information as the OSHA 301.
For each entry on the OSHA Form 300, you should have either
the OSHA 301 or the First Report of Injury.
All OSHA recordkeeping documentation should be retained
for at least five years, and should be made available to employees
upon request. You will want to ensure there is no protected
medical information included in the documentation you retain
for OSHA compliance purposes.
Instructions and forms are available on OSHA’s website at:
www.osha.gov/recordkeeping

Brian Rutherford has over 35 years of
experience in OSHA compliance and risk
management for printing and publishing,
manufacturing and construction companies.
He has worked exclusively in the printing
industry for 20 years as a regulatory
specialist for PIA MidAmerica and other
regional affiliates, where he functions as
the safety director for more than 30 printing companies. In this
capacity, he also developed PrintGuard, the first OSHA 10-Hour
and 30-Hour Classes for General Industry that are specific to the
graphic communications sector. He has personally developed
and implemented employee safety and health programs, turned
around failed programs, and participated in over 300 OSHA
inspections at printing companies.
Mr. Rutherford retired as a Major after 25 years of service in the
Air Force Reserve. His “second career” positions included Aircraft
Maintenance Officer, Ground Safety Technician and Aircraft
Structural Repair Specialist. Brian has a Bachelor’s Degree in
Safety Management from the University of Central Missouri.
You may contact Brian Rutherford at brianr@piamidam.org if you
have questions. We are also planning a webinar in January to
make sure your key contact for OSHA recordkeeping is aware of
the requirements and pitfalls of this important topic!
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Indiana Jonesing for Some Sales
Indiana Jones was a stalwart hero in his quest for artifacts
worldwide. It’s a little-known fact that when he retired, he
went into sales management for a print company outside of
Washington, DC. Given the fact that he routinely dodged
poison darts, crawled under moving vehicles, and fought against
evil, this was pretty much a lateral move for him.
Recently, an old recording of a seminar he gave was unearthed,
restored, and made available for replay. Legend has it this
presentation was unauthorized, and Indie got in a lot of
trouble. In fact, it gets interrupted when a couple of G-men
burst into the room to confiscate the film, fly it to Washington,
and seal it in a government warehouse. I got a chance to see
the video, and what I saw was an extraordinary example of the
man’s genius and an entertaining analogy regarding the act of
sales prospecting.
The seminar was called, “Indiana Jones and the Boulder of
Doom.” The stage was empty except for two things. One
was Dr. Jones. He was dressed in his finest Eddie Bauer—his
corporate sponsor – outdoor wear, complete with whip and
sidearm (like any print sales manager would carry). Alongside
him was the huge round rock from the first movie. You know
the one: it almost sealed him in the cave? Yeah, that one. He
started the program by explaining what the rock represents and
then goes on to teach a lesson on the value of perseverance. The
following is my best recollection of what was said…
“If I challenged you to move this rock, what would you do?
My guess is that you’d come up on stage, throw your body up
against it and push with all of your might. Seeing no result,
you’d likely quit, return to your seat, and sit down. Likewise,
if I told you to grow your sales, you’d probably spend a day
blitz-calling prospect after prospect. Getting just as discouraged
after the predictable futility, you’d return to your desk at
the end of the day, give up, and sit down. Clearly, this is no
ordinary rock. Just as clearly, these aren’t ordinary times. One
day of prospecting has the same effect as one try at moving this
boulder. In either case, the effort was insufficient. Let’s try a
different approach.”
With that, Indie walked over to the rock and pushed it with
one hand. Nothing. “That was a phone call. As you saw, there
was no movement. Clearly, I got voice mail.” Laughs filled the
hall. “But if I called two more times and left two more messages
(he kicks the rock) and stopped by while I was in the area (nudges
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it with his shoulder) and then stuck a handwritten postcard in the
mail (presses his hip into it), the outcome might be different.” And
suddenly, the rock shuddered a bit, then stopped. “There! Did
you see that?” he yelled as the audience gasped. “One touch,
no matter how hard, does nothing to move the rock. Multiple
touches? That did the trick, ladies and gentlemen. Yet 90% of
all first-time sales calls go without any follow up action. We call
once. We stop by once. We send one email. After that, we get
busy with quoting and estimating and plant tours and before
you can say ‘Gutenberg,’ any possibility of momentum is lost.”
Ever the showman, Jones walked to a table for some Evian
before continuing...
“Isaac Newton once said, ‘A body in motion tends to stay in
motion and a body at rest tends to stay at rest.’ Newton wasn’t
talking about sales, but he might as well have been. The boulder
that stands before you represents your sales. Specifically, it
personifies the result of your new business efforts. Increasing
your new business is all about momentum. If you are diligent
and consistent with your activities, you will see results in the
form of appointments, quotes, and ultimately, orders. We saw
what happened when one prospect was repeatedly contacted.
What if we took that action with several prospects? It’s certain
that the rock would move and good things would happen.
“But just as certain is what happens when we stop prospecting:
The rock – the appointments, quotes, and orders –stops, too.
All of that wonderful momentum is not self-sustaining. The
only way we can keep it going is to continue making the calls,
sending the emails, and banging on doors. Seems so simple a
point that you might ask me why a sales rep would ever change
a formula that he/she saw was working. That is the ‘Doom’
part. We are doomed to repeating a common sales mistake, and
getting lulled into a sense of false security. Our steady selling
efforts have resulted in some serious boulder movement. We are
busy, perhaps crazy busy, and profess to have no time to make
any new calls. And because sales are up, we tell ourselves that we
don’t really need to prospect anymore and, for a while, we don’t
notice any difference: The rock keeps on rolling. The phone
rings. Orders are placed. Commission checks are cashed. Our
handicap goes down and life is good. What we don’t notice,
however, is that rock’s momentum is fading and without any
new pushes, it slows and stops.
“Think for a second about your boulder. Where’s it at? Are
you pushing it on a consistent basis or only when you are in a

Indiana Jonesing for Some Sales
panic or when your Sales Manager applies some (grabbing his
whip) motivation?” Laughs. “Lose an account and you need four
new customers to replace it. That is the new mantra of sales.
With orders being smaller and less profitable, we are challenged
with dramatically increasing our efforts to find new business.
That’s a lot of constant prospecting. When you get in the office
tomorrow, picture a boulder next to your desk. Then, pick up
the phone, send out an email, or drop a letter in the mail. In
other words, kick, push, nudge, and press that rock until it
moves. Do it again the next day. And the next. And the next.
And when you see results, just consider what will happen if you
stop. One more thing: I’ve uncovered the secret to beating voice
mail. It’s...”

And that’s when the goons barged in, a hand covered the
camera, and the recording abruptly ended. Another fifteen
seconds and we could have unlocked the secret that has plagued
printing sales reps for generations. Oh well. Hollywood always
sets us up for a sequel.
Have you seen Bill Farquharson’s Sales Vault?
Learn sales techniques from experts, from your
peers, and on demand at SalesVaultInsider.com.
Call Bill at 781-934-7036 to learn about your
special pricing. And don’t forget to attend Bill’s
monthly webinars, held exclusively for PICA.
See the Calendar page for details.

Online and Ready to Use
PICA Chairwoman Lydia Morgan is passionate about print –
and she’s driven to share the message with everyone! That’s how
started. We’re developing customized presentation
outlines, talking points, PowerPoint presentations, mailing
campaigns with feedback loops – all for you to use to help
spread the word.

purposes such as presentations to civic groups, schools, clients,
etc. There’s also a “Find A Printer” tab where we have all the
PICA members listed by region. Those companies who have
supported
will have a link to their company’s
website. In the new year, we plan to add a “Support
” button to make it easier to share your support.

“As printers, we have not been very effective in telling our story
to our communities.
is the starting point –
the potential is limitless – and we are using
in its many forms to spread the word. We’re also using
data and technology to prove Print has a role in today’s
communications,” said Lydia Morgan.

And, if you drive down I-85 South about 8 miles from the NC
state line, you’ll pass a billboard on your left and, a little further
down, a billboard on your right – branded with
and a couple of key stats. More to come!

Poking around the printis.info website, you’ll find a growing
source of information for you to use in making the case for
Print! We’re updating the information as frequently as it
changes. There’s a “Myths and Facts” section with many links
to the truth about Print’s sustainability and its effectiveness in
communication. We are completing a PowerPoint presentation
that you will be able to download and use for your own

January/February 2022

7

Peter Muir Shares Lessons From a Lifelong Learner
This past November, I was lucky enough to attend and present at the PICA Fall Conference.
As a lifelong learner, I am constantly looking for new things to learn and opportunities to share
what I’ve learned with others. This approach perpetuates my lifelong learning mantra, “Learn,
Do, Share, Repeat.”
I joined PICA members from printing companies, makers of technology, software and consumables
that enable print to happen—and other passionate lifelong learners who wanted to share what they’ve
learned along the way. Our goal was to help attendees evaluate what they’re doing that’s working and
identify areas of opportunity to work on in the coming year.
Kelly Mallozzi from Success in Print delivered three worthwhile sessions on Sales and Marketing. In her session on hiring for
sales and marketing, she encouraged attendees to look beyond the skills of having a book of business and look at their ability
to effectively communicate in multiple channels, show how they understand the prospects business and their needs, and
be willing to constantly update their skills. Kelly suggested we look to see the following they’ve created on social media, the
content they use to motivate and educate their followers, how they manage their customers via a CRM system, and how they
make better decisions when managing their time. What I appreciated most from her sessions was the suggestion to look at
ourselves first before we hire someone – what are we doing to create and curate a culture where people feel respected, valued
and trusted? The work we do to build a worthy culture in our business helps in attracting new people, as well as helping those
already here grow together.
What’s one thing you can do to improve your culture in 2022? Ask your employees – they’ll appreciate being asked!
Dr. Kent Wessinger challenged all of us to rethink our ability to connect with people of all generations. Dr. Wessinger’s
primary focus was on the Millennial generation – and I have to say his data was eye opening to the possibility of building
better relationships in our own organizations—and also with our customer and prospect organizations! My biggest takeaway
from the session was around internships and mentorships. One of the best ways to introduce a new and younger generation
to our businesses is to sponsor valuable internship programs. Too often, many think the internship is about the intern
experiencing the business culture – I think it’s just as valuable for the hosting organization to learn about the newer
generations and see if they are creating a culture where they’d want to come and be employed! Once we hire younger
generations—a mentor/mentee program can help both parties learn a great deal from one another. How are your internship
and mentorship programs? If you have them, what could be improved? If you don’t have them – what if you did?
I delivered a session on curiosity – that desire to learn or know about anything. Admitting we don’t know something and
finding the courage to start asking questions and REALLY listen to how other people see and do things can be a great way to
grow our knowledge and leverage curiosity. My quest in 2022 is to learn more about WHY people do what they do. It’s more
about causation and less about correlation. I want to assume less and learn more by being curious about their WHY. Do you
really know why your last three customers chose to work with you? Assume less and be curious more!
Peter Muir, President of Bizucate, Inc. is an educator, consultant, marketer, motivator and maker helping individuals and
organizations find profitable opportunities in how they utilize multi-channel communications to help people learn, grow
and go further. He can be reached at pmuir@bizucate.com.
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at the 2021 PICA Fall Conference
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Member News
Eyre Joins Heritage’s BlueFire Visual as CRO

Wright Global Graphics Promotes Swiniarski and Jones

Xeikon America Announces VariOne

Dan Swiniarski has been promoted to Executive VP of Sales
and Marketing, optimizing opportunities in high-growth areas
and seeking out new markets for development. Dan’s move
from National Account Executive will facilitate Don Wright’s
ability to explore innovative products and new ventures with
possible acquisitions. “Our vision is to advance our markets
and evolve strategically. We are confident our organizational
shifts following our well-inked and passionate leadership will
open global and diverse opportunities as we continue to strive
towards the edge of creative possibility and beyond,” explains
Don Wright, Chairman and Chief Strategy Officer.

Heritage BlueFire Visual is excited to announce that Tim
Eyre has joined their team as Chief Revenue Officer. Eyre
will be working from the Charlotte facility, and will lead
the sales, business development, marketing, customer
experience and brand strategy efforts for both locations.
Eyre is an avid sports fan, and a proud husband and
father of three children.

Xeikon America recently announced VariOne, a new
variable data generation tool for Xeikon’s X-800 digital
front-end. VariOne can immediately generate and print
unique creative designs, based on an image or on vector
graphics, in endless complex patterns. VariOne is a true
differentiator and has been developed and designed to
add value and benefit brand owners, designers, illustrators,
printers, converters and consumers. VariOne can achieve
the highest levels of variable imagery possible today.
Demonstrations can be run by appointment and the new
VariOne will be commercially available as an option for
systems running X-800 version 7.00 or higher.
“Print is becoming more customized and valuable,” said
Xeikon Director Product Management Jeroen Van Bauwel.
“With VariOne, Xeikon is taking a significant leap forward in
its research and development and now offers completely
new horizons for differentiation. With VariOne it is possible
to create thousands of unique and individual clips from a
base design. With our new integrated variable data solution
built into Xeikon’s digital front-end, the possibilities for
producing unique images are limitless on both our dry toner
and inkjet presses. The Xeikon strategy is to extend the
capabilities of its X-800 workflow even further and expand
the range of possible applications.”
Differentiating products to meet consumer demand is a
continuous challenge for brand owners. Consumers are
willing to pay a premium for personalized goods, and
they are on the lookout for products that uniquely express
their personality and that can be shared on social media
such as Instagram and Pinterest. With Xeikon’s VariOne,
personalized image creation can be fully automated within
the printing process. The software functionality achieves
random selections from zero to millions. This variable data
application offers endless uses and endless variations.
What sets this innovation apart is the immediacy of the
process. VariOne can immediately process, format and
print unique creative designs featuring variable patterns
with random elements and the widest gamut of color
combinations. Unique designs can be created on the fly
and in minutes in a variety of unique patterns. This new
innovation is a breakthrough and a complete
game changer.
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Scanner

Wright Global Graphics, Thomasville, NC, has announced
organizational and management changes designed to support
their advancement as an innovative player in the industry.

Leading Wright’s production efforts will be Garry Jones,
promoted to Executive Vice President of Manufacturing.
Garry brings a wealth of printing knowledge to the position
and will oversee the production of Wright’s diverse product
portfolio. “Garry’s exceptional insight and understanding on
our manufacturing division will help us continue to grow and
enter new markets,” says Greg Wright, President, and Chief
Executive Officer.
“The synergy of strength and expertise inherent in these
changes will increase our capacity to innovate and partner
with our clients at every level of product and service delivery,”
says Greg Wright. “We are honored to have had over 60
years of business with our clients and partners. We thank you
for your unwavering support both here and abroad. We are
grateful to be a part of your industry and excited to see how
our organizational enhancements will bring opportunities to
you as we continue working with and alongside you.”

Koenig & Bauer Expands Support for the
Printing Community

As the year comes to a close, Koenig & Bauer is pleased to
continue its strong support for the entire printing industry.
Through its event sponsorships and charitable donations, the
firm believes it is providing vast opportunities for printers to
convene and discover new print technology and expand into
new market segments. Koenig & Bauer remains committed to
advancing the print profession through education, valuable
networks, and collaborative opportunities.
Koenig & Bauer would like to thank all of the print
associations, their internal staff, and membership team for
making this past year possible. It has been a true sign of their
dedication to the industry in which our management, sales,
and technical teams can interact with customers and industry
leaders at these important trade events, conferences, and
exhibitions for the betterment of our industry.

Member News
“This has been an outstanding year in which we’ve
been very proud to support our leading associations
and provide charitable donations to various causes,”
says Eric Frank, senior vice president of marketing
and product management for Koenig & Bauer. “There’s
nothing better than meeting one-on-one with our valued
customers and reiterating our strong commitment to
the entire industry that we serve. We applaud these
associations for promoting and advocating for our
industry, offering educational content, management
and technical tools, consultation, scholarships, and
community networking. We look forward to continuing
in the upcoming year to support and partner with these
valuable associations.”

Snyder Packaging Wins On the Case Award

Case Paper recently announced the 15 winners of its
“On the Case” Awards, and PICA is proud to share that
Snyder Packaging, Inc., of Concord, NC, is among the
winners. The On the Case Awards recognize companies
in the printing and packaging industries that share
Case’s passion and commitment to exceptional service.
Snyder Packaging, Inc. won the Generations of
Generosity Award for what Case described as
“decades of kindness and putting people first.”
“We love to celebrate the inspiring ways in which
our partners go above and beyond for their
employees, customers, communities, and for the
industry at large,” said Simon Schaffer-Goldman,
President, Case Paper. “We’re excited to continue
to recognize their stories through the On the Case
Awards – now and into the future.”

PRINT IS… Campaign Receives Strong
Support and Positive Feedback

Carrie Epps, PICA VP of Member Services, shared an
email she received from Patrick Duckworth, Paperboard
Solutions Specialist with PICA Platinum Sponsor
Manchester Industries:
“Carrie, I wanted to circle back with you regarding
the “Print Is…” promotion unveiled at the PICA Fall
Conference in Greenville. I forwarded these materials
to the Manchester sales team, facility managers and
administrative staff. Feedback was strong and very
positive - with one person commenting it was nice
to see an organization do something positive for our
industry – and another commenting they were surprised
nobody thought of doing this before. Just from the small
sampling/feedback here – I think the Print Is… promotion
should be continued and hopefully expanded!”

A Celebration
for Print And
Bittersweet
Best Wishes
It is with humble
appreciation that
Salem One announces
the retirement of one of
the best, Louis Crockett.
Louis celebrates 43 years
within the Printing industry and was the
long-time owner/President of Keiger Printing,
a family owned mainstay print brand within the
NC triad community.
While joining Salem One just two years ago, he
has radically transformed our Digital and Wide
Format capabilities while training sizable skilled
operator depth, which is driving high growth for
a number of product and service segments.
Thank you Louis for all you have done and all
you represent.

You are a true “Legend” within our industry
and Simply the Best.

Condolences
To the family and friends of Bill West, Professor Emeritus
of Graphic Communications at Clemson University, who
passed away November 21.
To the family and friends of Peter Miller, long-time VP of
Human Resources for Hickory Printing Group, who passed
away November 27.
To Jeff Stoudt and family on the death of Jeff’s brother-in-law,
Peter Sommer.
To Erica Lambert and family on the death of her father, James
Vernon Hartley.

January/February 2022
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