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Paper Shortage Wreaks Havoc
On Production and Pricing
Fine paper stocks are at an all-time low, while frustration – and paper prices – are 
climbing like the July temperatures in the Carolinas. The paper shortage, like the 
pandemic, has thrown us into uncharted territory, and there’s no simple solution that 
leads us back to prosperity.

HOW DID WE GET HERE?
Paper mill closures, European strikes and plant closures, the inability to get container 
ships to shore, a shortage of trucks, truckdrivers and people to unload those containers, 
fine paper manufacturers who have switched to the more lucrative corrugated market… 
The list goes on and on.

Pete Rounds, Regional Sales Manager for Athens Paper, Packaging and Wide Format, 
graciously took time away from the paper chase to help us break down the breakdown.

“We are currently experiencing the worst shortage of printing, writing and packaging 
papers in recent history. This shortage came about as a result of the Covid pandemic 
basically shutting down the worldwide economy in March of 2020. Demand for printing 
and paper dropped dramatically, and paper-making capacity was reduced. The economy 
made a strong comeback in early 2021, with paper demand soaring,” Rounds explained. 
“Unfortunately, inventory levels were low at paper mills, printers and distributors, and it 
didn’t take long for stock-outs to appear. Labor and transportation issues compounded 
the problems, as most mills were unable to get to full production and imports were 
limited by the lack of availability of shipping containers and congestion at US ports. 
Paper shortages became commonplace, even while demand continued to grow. 
Unfortunately, the war in Ukraine and high inflation became part of the supply chain 
Issues, and the paper industry has been unable to rebuild inventory levels to meet the 
growing need.”

WHERE ARE WE NOW?
“Coated paper remains in short supply. There are only a few domestic paper mills left, 
and we have become more dependent on imports. The ocean transportation issues from 
1 ½ years ago are still with us, expanded somewhat by the Ukraine situation. Labor 
shortages and trucking issues also remain, preventing shipments from matching demand. 

Continued on Page 4
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Let me start by sharing how super fired up I am about 
our industry of PRINT, and how excited I am to be the 
Chairman of this wonderful association. PICA has provided 
me with endless opportunities to meet, network and work 
with some of the best people in our industry, and this has 
been invaluable to my company’s success.

In 1990, a college buddy and I met up and talked about 
what we were going to do now that we were in the real 
world. We had the bright and glamorous idea to start our 
own business and, of course, it had to be easy and make a 
lot of money, right? This was the birth of Duplicates INK.

That was more than 30 years ago and my business partner, 
Scott Creech, and I are still together today. We learned 
through failure.  We embraced tough times. We realized the 
most important thing:  We didn’t know what we didn’t know.

Our team at Duplicates INK has weathered many storms; 
experiences like exponential growth, top customers filing 
bankruptcy, our own potential bankruptcy, new equipment 
acquisition, building a new plant, global recession, our 
facility flooding, global pandemics, supply chain issues, 
and probably a dozen more challenges. And now we’ve got 
a paper shortage that’s hard to explain and even harder to 
work around. Running a business is not easy!

I have come to believe that business ownership, true 
entrepreneurship, isn’t for everyone. The question that usually 
follows that statement is, “Well, is it worth it?” All I can 
say is a resounding YES! I wouldn’t trade it for anything. 
And I wouldn’t go it alone. Belonging to an association of 

likeminded industry members – PICA – can make a world 
of difference for your business.

For years PICA has helped us in many, many different 
ways, saving us money and lowering our expenses. Now 
PICA is going to be providing us with sales and marketing 
resources to help us not only save money, but MAKE 
money as well. The PICA Board has been working on an 
incredible multichannel marketing campaign to HELP 
YOU INCREASE REVENUES.

Our campaign is called                        , and Immediate 
Past Chairman Lydia Morgan of Morgan Printers has 
spearheaded this project from the outset. I’m not going to 
even attempt to try and fill her shoes. That said, I would 
really like to take this torch that Lydia is passing to me and, 
with your help, make it an inferno! 

I’m humbled and honored to be this year’s PICA 
Chairman. I’m looking forward to meeting those I haven’t 
met, reconnecting with old friends, and helping our 
industry continue to thrive.

Chairman’s Letter
IT HAD TO BE EASY AND MAKE A LOT OF MONEY…

OurPurpose 
Promoting the 
Industry – Focused
on Member Success!

OurVision 
Advocate • Educate
Inform • Lead

OurMission 
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.

John Cassidy
PICA Chairman
Duplicates INK
john@duplicatesink.com
(843) 248-2574
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THANK YOU to Our Platinum Sponsors!

Since 2001, PICA has been honored to have outstanding Platinum Sponsor partners. Each year these suppliers stand 
up and say, “We support PICA and its Members” by acting as resources and sponsoring events. Their financial support 
underwrites several key programs, and we cannot thank them enough.

Please continue to support these companies with your business and your loyalty.

Olde Sycamore Golf Plantation • 7500 Olde Sycamore Drive • Mint Hill, NC 28227 • www.oldesycamoregolf.com

The PICA Foundation is a 501(c)3 non-profit organization. Over the past 35 years, the PICA Foundation has proudly awarded 
more than $660,000 in scholarships to Graphic Communications students at select colleges across the Carolinas.

ENJOY A FUN AFTERNOON OF GOLF AND PRIZES, NETWORK WITH 
PEERS, AND SUPPORT THE FUTURE OF THE PRINTING INDUSTRY

TOURNAMENT DETAILS
• $600 per team OR $175 per individual • 12:00 p.m. Shotgun Start
• Captain’s Choice • Practice greens and driving range available

PROCEEDS WILL FUND PICA FOUNDATION PROGRAMS AND 
SCHOLARSHIPS IN THE CAROLINAS, INCLUDING:
• Community college scholarships for Graphic Communications students
• Career Day events at Appalachian State and Chowan Universities
• Graphic Communications Awards Program at Clemson
• Continuing education for Graphic Communications teachers through the 

Print Force Immersion program
• Internship scholarships

CALL PICA AT (704) 357-1150 OR (800) 849-7422 TO REGISTER TODAY.

SAVE THE DATE •  OCTOBER 19,  2022
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(Continued from Page 1)     

We don’t anticipate this improving much before early 
2023,” Rounds said. “There is no good answer to this 
problem other than to be extremely flexible on grades 
of paper that you will accept for a job. Uncoated offset 
and opaque also were impacted by both reduced supply 
and rising demand. They have been in tight supply over 
the past several months, although we have seen some 
improvement in supply of late. SBS board remains very 
tight for commercial printers, as packaging sales have out-
paced supply.”

 ARE THERE ANY BRIGHT SPOTS?
“Mill operating rates are up compared to 2021. That’s 
still not enough, but it’s improving. Uncoated shipments 
were up 6% in May compared to 2021. The trucking 
industry has managed to cut into the driver shortage 
and, while still in poor shape, the ratio of drivers to loads 
has improved,” Rounds said. “In what is not typically 
considered good news, but may be a mixed blessing, the 
US economy has slowed. The GDP was down 1.6% in 
the first quarter of 2022 and is projected to fall in Q2. A 
reduction in demand right now might allow for inventory 
replenishment and a quicker path to better availability. 
There are still too many factors in play for accurate 
predictions, so anticipate availability issues for the balance 
of 2022.”

WHEN WILL THIS END?
No one seems to have a clear answer, but there’s no 
shortage of opinions. One common theory is that the 
paper shortage will finally get handled when it starts to 
affect the political machine. The politicians who can effect 
change may start to feel our pain when paper can’t be 
found to print ballots, create yard signs or send out direct 
mail to constituents. The realization of PRINT’s value will 
come, and unfortunately it may come too late for printers 
who are struggling now. When one of us falls, it weakens 
our entire industry.

WHAT CAN WE DO?
Pick up the phone and call your NC/SC Senators and 
Representatives. Their contact information is listed at the end 

of this article for your convenience. You don’t need to be a 
political operative to have a successful conversation. Be 
calm and honest, and tell them how the paper shortage is 
impacting your business and all the families/consumers/
voters who depend on it for their livelihood. We cannot sit 
back and wait for them to acknowledge the problem. We 
have to be our own best advocates, and we have to help others 
want to advocate for us.

Use PICA’s                        campaign and resources (find 
them at www.printis.info) to educate others about the 
value of PRINT and ask them to support your business 
and the industry that provides clear communication and 
solid connections between businesses and their clients.

Speak to your community leaders and help them 
understand that there’s a ripple effect when the printing 
industry suffers. Almost every single good and service 
produced uses Print, and as paper prices rise, it ripples out 
across the local, state, and national economies. Ask them 
to reach out to the powers that be on Print’s behalf.

Industry statistics show that the printing industries in 
the Carolinas provide employment for more than 28,000 
people at nearly 2,000 companies, with a combined 
taxable revenue of about $5.3 billion. If even half the 
people involved with Print in the Carolinas took these 
steps, Print would be impossible to overlook.

WHAT ELSE CAN WE DO?
PICA President Jeff Stoudt believes that information is  
key to navigating this crisis. “I’ve spoken with many 
members who have developed their own way of working 
with their suppliers and customers to make sure they have 
the stock (or a reasonable substitute) on hand when it is 
needed,” Stoudt said. “But, there are times when a smaller 
printer might have a job come in that requires them 
to purchase a larger quantity of a stock that they don’t 
normally purchase, and that can force a decision  
of can I afford to take this job? PICA can help facilitate 
getting the word out that Printer X has 12,000 sheets of 
inventory that they are not going to use and are willing 
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The Paper Shortage(Continued from Page 4)     

to part with. Of course, PICA will not be involved in the 
price Printer X charges for the stock (our assumption is the 
price will be comparable to the price they paid) and the 
shipping/handling of the stock. We’ll communicate the 
inventory information once a day as needed. If you want 
to participate, let Jeff or Carrie know the specs of the stock 
(quantity, weight, finish, color, brand, size, etc.) and we’ll 
get it out to the members.”

Stoudt said that supporting the PICA membership is, as 
always, the top priority for the PICA staff. He encourages 
members to reach out with concerns and suggestions 
around weathering the current conditions.

“This paper crisis has shown just how creative our 
members can be in navigating the constantly changing 
paper market – both printers and suppliers,” Stoudt said. 
“This truly is a time when we all have to work together 
to get through this storm.  Sharing information, treating  
each other with respect and humility – all go a long way 
toward making a bad situation a little less bad.”

For more information on how PICA can help, contact 
PICA President Jeff Stoudt or Carrie Epps, Vice 
President of Member Services, at (704) 357-1150, or  
by email at jstoudt@picanet.org or cjepps@picanet.org.

NORTH CAROLINA DISTRICT OFFICIAL PHONE
1 Rep. G.K. Butterfield (202) 225-3101
2 Rep. Deborah K. Ross (202) 225-3032
3 Rep. Gregory Murphy (202) 225-3415
4 Rep. David E. Price (202) 225-1784
5 Rep. Virginia Foxx (202) 225-2071
6 Rep. Kathy E. Manning (202) 225-3065
7 Rep. David Rouzer (202) 225-2731
8 Rep. Richard Hudson (202) 225-3715
9 Rep. Dan Bishop (202) 225-1976
10 Rep. Patrick T. McHenry (202) 225-2576
11 Rep. Madison Cawthorn (202) 225-6401
12 Rep. Alma S. Adams (202) 225-1510
13 Rep. Ted Budd (202) 225-4531
State of North Carolina Senator Thom Tillis (202) 224-6342
State of North Carolina Senator Richard Burr (202) 224-3154

SOUTH CAROLINA DISTRICT OFFICIAL PHONE
1 Rep. Nancy Mace (202) 225-3176
2 Rep. Joe Wilson (202) 225-2452
3 Rep. Jeff Duncan (202) 225-5301
4 Rep. William R. Timmons IV (202) 225-6030
5 Rep. Ralph Norman (202) 225-5501
6 Rep. James E. Clyburn (202) 225-3315
7 Rep. Tom Rice (202) 225-9895
State of South Carolina Senator Tim Scott (202) 224-6121
State of South Carolina Senator Lindsey Graham (202) 224-5972
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HR Spotlight
HR Activities for 2022

COACHING YOUR FRONT LINE OF DEFENSE
WHO IS YOUR COMPANY’S FRONT LINE OF DEFENSE?   
In military terms, it is the most advanced tactical combat 
unit that deals with potential or actual conflict. They have a 
reputation for being the most advanced, responsible, and visible 
position in the field. If you simply remove the term “combat,” 
most employers would say that the military term of front line of 
defense is the same as their front-line leaders.  

As a business owner, before you hire and/or promote your front-
line leaders, there should be common processes and procedures 
to establish consistent employment practices. In the workplace, 
your front-line leaders should feel they have the means to get the 
job done and feel they have been set up to succeed. Oftentimes, 
we assume new leaders promoted from within are “ready to go” 
because they know the company, and they know most (if not 
all) company employees.  So, we give them system access, keys 
to lock the building, the operating procedures and a copy of the 
employee handbook; they’re set to hit the ground running.  This 
is sometimes the same scenario and assumption of new leaders 
that we hire externally with years of leadership experience.  We 
have to remember, whether you hired a high potential employee 
who has worked for the company several years, or whether you 
hire a highly experienced external candidate in the role, they 
will be responsible for your human capital: EMPLOYEES, the 
company’s most valued asset!

Front-line leaders should have job knowledge, the ability to 
manage and problem-solve, and be trustworthy and able to 
connect and empathize with employees. A front-line leader 
exhibiting these traits builds teams with high levels of respect 
and trust among their employees. 

When was the last time you asked your front-line leaders, “What 
do you need for your personal leadership development to 
help you be your best?”  It would be naïve to think that if you 
ask that question, you will get one answer. You will likely get 
a list, some feedback or comments related to operational and 
business financials, or maybe a personal request.  If you do get 
one, two, or more responses to the question, it opens the door 
for routine and focused 1-on-1 meetings with your front-line 
leaders to provide support, guidance and coaching. During 
designated 1-on-1 time, the focus on their individual needs can 
recharge or ignite feelings of commitment.  Ultimately, this leads 
to a productive team that may improve the company’s financial 
performance and employees that are genuinely happy to come 
to work. If we only give front-line leaders system access, keys 

to the building, and an employee handbook with no training, 
mentoring or coaching, it creates a gap in their ability to be an 
effective leader. 

WHAT IS THE COST OF POOR LEADERSHIP?
Based on a 2020 Forbes article, “According to Gallup’s State 
of the American Manager, 1 in 2 employees has quit their job 
because of a bad boss at some point in their career. 70% are 
thinking about and/or actively looking for a new job due to a 
lack of support and recognition.

Your front-line leaders need ongoing feedback, formal and 
informal. They also need to know that you value their input 
no matter if it regards employee issues, operational concerns 
or their personal interest/needs.  You should set weekly or bi-
weekly 1-on-1 meetings for 30 mins to 1 hour. 

BELOW ARE A FEW OF THE BENEFITS OF 1-ON-1 COACHING:
 ✔ Self-Awareness to help them reflect on how their interactions 
impact others

 ✔ Professional development to help them understand their 
leadership behavior and leadership style

 ✔ Help to overcome obstacles to provide tactical ways on how 
to practice new skills

 ✔ Helps with setting priorities for the leader individually and 
for the team

The Institute of Coaching cites, “Over 70% of individuals who 
receive coaching benefited from improved work performance, 
relationships and more effective communication skills.”

As a business owner, you should coach front-line leaders to help 
emphasize organizational goals, set role expectations, and share 
business and industry knowledge.  DON’T be afraid to share 
your own life and work experiences to connect with your front-
line leaders. This type of interaction will help them to see how 
a leader can build a more open and engaging relationship with 
employees through transparency, and will inspire them to follow 
YOUR lead!

Have a question, need help conducting an HR audit, or 
interested in learning more about our HR services available 
through your PICA Membership? Give us a call!
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A Chicken, A Pig, and Success In Print
As the business fable goes, in a breakfast of ham and eggs, 
the chicken is involved but the pig is committed.

In 1519 AD, Commander Hernan Cortes ordered 
his ships to be burned during the Spanish invasion of 
Mexico. There would be no turning back. Now that’s 
a commitment! It sends a great message to the troops: 
Succeed or die trying.

Are you goal-oriented? Whether it’s sales growth or weight 
loss, we all set out with an end in mind. Think back seven 
months to those New Year’s resolutions that you made. If 
you can even recall them, how’s the progress going towards 
their achievement? I thought so.

Let’s say you decided you would grow your sales by 
$100,000 in the last six months of 2022. If you were 
committed to this goal, really committed, you would have 
found a way to make it happen and no obstacle would 
have been too difficult. You would’ve sold like someone 
had a gun to your head.

If you had set your sights on increasing sales by $100,000 
in the last six months of 2022 and “Really hope I can pull 
it off,” it doesn’t take a rocket surgeon to tell you that the 
likelihood of success is low.

Goals are reached not because we want it so badly but 
rather because not reaching those goals would cause 
tremendous pain. Weight loss, for example, occurs more 
often when it is accompanied by a doctor’s comment, 
such as “You have dangerously high cholesterol levels. If 
you don’t lose 25 pounds in the next six months, you are 
at risk of a heart attack or a stroke.” Had that doctor said, 
“Gosh, you would feel a lot better if you were 25 pounds 
thinner,” there is certainly an upside to the goal of weight 
loss but probably not enough of a downside of reducing 
the burden your body is putting on the bathroom scale.

So, how do we turn our sales goals into a rock-solid 
commitment? Make it hurt if you don’t make them. 
One way is to make your goals public. Set them, speak 
them, announce them, and then set out to achieve 
them. Ask people to check in with you regularly. Imagine 
the embarrassment and humiliation of failing to hit 
the $100,000/6 months goal and you will have all the 
motivation necessary to get there. For example…

A few years ago I was sitting around the fire pit one night 
with my youngest daughter, Madeline, and she had asked 
me what I was going to do with my life once she graduated 

high school and left for college in Shanghai later that 
summer. I made the flippant comment: “I’m going to ride 
my motorcycle from Boston to San Francisco.” Clearly, 
the s’mores were doing the talking that night. But, as I 
learned, you don’t throw out idle comments like that to 
Madeline Priscilla Farquharson.

At the time, that comment was just a comment, not a 
commitment. I was involved with a thought, not committed 
to it. Madi, however, saw it differently. She immediately 
grabbed her laptop and started looking into the best 
routes to take.

In the next few weeks, I repeated the conversation to 
a number of friends and family members, each time 
repeating the, “Maybe I’ll ride cross-country” line. The 
more I said it, the more real it became and soon I found 
myself thinking about it constantly and wondering what 
it would be like. In my head, however, it was still a dream. 
What happened next was unexpected: Friends and family 
started asking me, “How are the plans coming for your 
trip to California?” Gulp.

That dream became more and more of a reality as I 
thought about it, talked about it, planned for it, and got 
myself to a position where I couldn’t not go. I mean, how 
would I explain to everyone I was just thinking out loud? 
Again, the motivation that drove me to throw a leg over 
my Victory Vision and ride west didn’t come from the 
burning desire to find out what a 5,600-mile wedgie felt 
like. It came because I have a big mouth and I told a lot 
of people about this “goal.” Six weeks later, I crossed the 
Golden Gate Bridge, dodged the San Francisco crazies 
(the only real danger I encountered the entire time!), and 
arrived at Murphy Printing where the bike would sit under 
the care of Larry Murphy for 48 hours until being shipped 
back home.

The sales rep who kind of wants sales growth this year is 
the chicken donating a couple of eggs to the frying pan. 
There’ll be a lot of clucking (i.e. making excuses) around 
the henhouse, to be sure. The rep who writes a number 
on a flag, ties it to a stick, runs up a hill, and jams it into 
the ground while shouting at the top of his or her lungs 
exhibits the kind of goal-setting action that provides the 
fuel necessary to reach them. Pig up and commit!

PICA members pay a discounted price to join Bill Farquharson’s 
Sales Vault community. Go to SalesVault.pro/Partners for more 
information or call Bill at (781) 934-7036.
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Member News

Heidelberg USA Launches New Print
Media Performance & Training Center  

The U.S. Bureau of Labor Statistics cites that print operator 
positions are declining at a rate of 13% annually – equating 
to roughly 20,000 people leaving their jobs over the next 
4 years. Considering these troubling numbers and the 
scarcity of available industry training, Heidelberg USA has 
restructured its 30,000 square foot, state-of-the-art Print 
Media Center in Kennesaw, GA with a strong focus on 
training programs designed to build and grow the skills of 
current and future operators and print industry professionals. 

The newly named Print Media Performance & Training 
Center’s initial training schedule for 2022 is set to begin this 
summer. Initial classes will focus on what Heidelberg has 
deemed industry “critical” topics such as:
• Print Fundamentals: Basic Ink & Water Balance 
• Specialized Sheetfed Feeder Training for New Operators 
• UV Printing including Coating Applications and Special 

Effects
• Print Troubleshooting
• Commercial Folding Basics: Folder Operation and Slit/

Score/Perforation
• Introduction to Die Cutting
• Introduction to Folding and Gluing

“We have an infinite knowledge pool and the most updated 
technology at our disposal. As an industry leader, we are 
obligated to educate and train our industry’s workforce to 
ensure they know what is possible both now and in the 
future,” said Clarence Penge, Executive Vice President 
of Product Management for Heidelberg USA. “It is our 
responsibility to link the people, process, and technology to 
ensure our customers’ success.”

APS22 Workforce Development  
Summit Gaining Industry Attention  
Americas Print Show (APS22) is hosting the first ever 
Workforce Development Summit for the print industry. 
The Summit is designed to help employers make the 
cultural shifts needed to attract the future workforce, 
educate candidates on career opportunities in the print 
industry, and connect them with potential employers.

APS22 Summit outreach program has connected with 
regional colleges, universities, and trade schools to 
invite students to participate in career-building activities, 
including networking, workshops, education sessions, 
resume/interview skill development, and candidate 
interviews. 

HIGHLIGHTS OF THE SUMMIT INCLUDE:

Workforce Development Summit Lunch and Panel 
Discussion – August 17th at 12:00 PM. APS22 and the 
Summit sponsors will host a lunch and panel discussion 
– a diverse and honest exchange about the challenges 
and culture shifts needed to attract students and a 
broader group of individuals.

Workforce Development Area – August 18th at 10:00 
AM. Students meet face-to-face with representatives 
from companies at the show for students, educators and 
their families to learn more about the many opportunities 
in the printing industry.

Hopkins Printing Tour – August 18th at 1:00 PM. 
Students are invited to participate in a tour that has been 
arranged; transportation is provided.

No fee to attend. Students and others interested in the 
Workforce Development Summit can attend free and 
register for any of the educational sessions available to 
APS22 attendees. Transportation stipends are available 
for high school and college age students.

U.S. Postal Service Announces New Prices for 2022 

The U.S. Postal Service recently announce price changes 
to take effect July 10, 2022. First Class Mail prices will 
increase approximately 6.5 percent. For more information, 
go to https://about.usps.com/newsroom/national-
releases/2022/0406-usps-new-prices-for-2022.htm.
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Member News

ITU AbsorbTech Wins Corporate Safety Award 

ITU AbsorbTech was awarded the 2021 Wisconsin Corporate 
Safety Award at the 81st Annual Safety & Health Conference 
and Expo this past April. The Wisconsin Corporate Safety 
Award recognizes leading organizations for achieving 
exemplary safety records and excellence in safety & health 
management every year. ITU AbsorbTech has been a 
consecutive finalist since 2010 and has won the Corporate 
Safety Award six of those years, demonstrating their 
unwavering commitment to safety.

“Winning the Corporate Safety Award is an honor,” says  
Jerry Chapman, Corporate Safety Manager at ITU AbsorbTech. 
“It is a testament to the efforts from each and every teammate 
working safely during every moment of 2021.”

“This is cherished by us not just in Wisconsin for our  
Wisconsin Operations,” says Jim Leef, President, and CEO at 
ITU AbsorbTech. “We had fabulous years in all our facilities, so  
this is a companywide honor.”  

PICA has a member-only discount program with ITU 
AbsorbTech. For details and savings, contact Scott Smith  
at (864) 269-4574, ext. 228 or ssmith@ituabsorbtech.com.

Looking at training as an industry critical need, Heidelberg 
will offer most of the classes in the Performance and 
Training Center to participants for free, recognizing 
there is a cost to the customer for travel expenses. 
Classes will be a combination of theoretical and hands-
on equipment training. While training will primarily 
focus on offset printing and finishing at first, they will 
offer additional topics in the future. “After much of the 
virtual learning that took place during the height of the 
pandemic, we believe that people are seeking hands-on, 
in-person training,” said Penge. “There is better long-term 
comprehension that occurs in a training facility outside of 
the normal workplace, where people can physically touch 
the equipment and apply the knowledge they have just 
studied.” As this training structure is new to Heidelberg, 
the company intends to modify its training options as 
industry needs evolve in the future. “We’re excited to 
help move the print industry forward and see how it 
receives this new Training Center,” said Penge. Heidelberg 
recognizes, however, that the Center’s success hinges on 
the industry’s commitment to registering their operators 
for available classes. 

An essential part of educating the industry on the newest 
technology is ensuring that the Performance & Training 
Center is always equipped with the latest and greatest 
equipment available. Heidelberg’s newest press, a 
Speedmaster CX 104, six-color UV machine equipped 
with coater and the patented, navigated Push-to-Stop 
technology was recently installed, offering a brand new 
104 sheet format and ergonomic design. It features a 
completely new operating philosophy, the Heidelberg 
User Experience, which together with the Intellistart 3 
system and a whole host of assistance systems, ensure 
short makeready times and the best possible support for 
operators. In addition to the new CX 104, the Performance 
& Training Center is currently equipped with two POLAR 
cutters, a Stahlfolder KH 82, Easymatrix 106 die cutter, 
Prinect workflow, Suprasetter 106 CtP, Versafire EV and 
EP, Labelfire 340, and Speedmaster XL 106-8P+L – also 
equipped with the newest generation Speedmaster 
technology – and will soon add a new Diana Easy 115 
folder-gluer. The Performance & Training Center will 
continue to host in-person or virtual demonstrations for 
equipment and software – following CDC Guidelines for 
the safety of its customers and employees. 

To register for available training dates or to schedule  
a demonstration, please contact your  
local Heidelberg Sales Representative or visit  
https://news.heidelbergusa.com/pmc-training. 

Condolences
To Scott and Chris Hill and family on the loss of their 
mother, Galen Norton Hill, founder of The Printery, 
Greensboro, NC. 

Jim Leef and Jerry Chapman
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The Printing Industry of the Carolinas, Inc. (PICA)
PO Box 19488 • Charlotte, NC 28219

2022-23 Platinum Sponsors: 

JULY
27: Recruitment, Retention,  
 and Realignment: The  
 Printing Industry’s  
 Employment Crisis, and   
 What Printers Are Doing  
 About It
 12:30 – 1:30 p.m.

17-19: Americas Print Show 22 
 Greater Columbus  
 Convention Center 
 Columbus, OH 

SEPTEMBER
8: Short Attention Span 
 Sales Webinar 
 11:30 a.m. - Noon
 
OCTOBER
18-20: Mail Design Consultant  
 Certification Online Workshop 
 1:00 – 3:00 p.m
19: PICA Foundation Golf Classic

AUGUST
11: Short Attention Span  
 Sales Webinar 
 How to Build a  
 Sales Juggernaut  
 11:30 a.m. – Noon 


