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The largest workforce generation is currently millennial, yet my proprietary information
reveals that only 23% of all companies have a strategy to attract millennials, while only
2% have an informed strategy to retain millennials. You may be a skilled recruiter, but
the absence of a strategy to retain the largest workforce could be the greatest threat to
your sustainable growth. In January 2020, the average millennial remained on the job for
16 months. Today the average millennial remains on the job for 11 months. Irrespective
of your product line or the quality of your work, the essential pathway to reaching your
sustainable growth goals is to immediately give attention to retention.
For the last seven years, I’ve been on a mission to understand the relationship
between millennials and organizational structures. My information and implementation
experiences extend from Fortune 100 companies to family-owned businesses of
10 employees. Having a front row seat to extraordinary growth and monumental
failures, I have identified and witnessed the 3 components that create a successful
culture of retention.
The remainder of this article will briefly
unpack the first and most important
component of a thriving culture of retention.
My proprietary information reveals that
a whopping 81% of millennials define
mentorship as “invaluable to their success,”
yet only 22% of organizations have a
mentorship structure, yet only 14% have a
mentoring structure that millennials define
as “effective.” 68% of millennials state that
a mentorship structure is a top tier factor in
accepting a new job.
Although those stats are sufficient motivation to immediately develop a mentoring
structure, let’s dig a bit deeper to fully understand what the largest workforce (with the
worst retention rate ever recorded) is seeking from you to remain with your company.
Continued on Page 8
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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
ARE CHEERLEADERS IMPORTANT?

I was speaking with a friend just yesterday and she made the comment that our mutual friend did not seem to have
a “cheerleader” in her life. That resonated with me because we all need cheerleaders for encouragement to carry us
forward. If any of you have had the opportunity to speak with me, you are certainly aware that I believe in Print and it
raises my dander to read “Don’t print this, save the environment.”
I began to think, are we cheering our industry along? Or, are we giving the technology gurus permission to continue to
change the world’s concept of Print? Are we hiding behind technology like the rest of the world? Sure, technology is
great, but is it running us or are we running it?
I have to let you in on a secret before I move forward. I have a nursing degree and I believe that we are made to be
interactive people. Without touch and live interaction we become a failure to thrive person or business. Just look at
the research about Failure to Thrive Syndrome in babies. Now you may say, “What has this got to do with Print?”
EVERYTHING!!! And not just with Print, but with business overall.
People want to talk to people. As Phil Kelley, Jr. alludes to in his book Presence & Profitability, if you don’t connect,
people disconnect. This is true. Think about your own experiences with trying to connect and being told to go to the
website and log in. I don’t know about you, but I know a lot of people who will just move on to the next website or
phone number. Think about it.
Fellow Printers, now is the time to cheer our industry and our customers on. Let’s do that by being present in our
communities, sharing our ideas and cheering about Print. The PICA awards Banquet in April will give us all an
opportunity to tout our industry, our employees and our customers, and how we have helped grow businesses. I
encourage you to reach out to your communities and be present and share our
campaign.
When the supply chain is low, those people you have touched will understand when you have to substitute a print
media. So I encourage you all to think, “Am I the cheerleader Print needs in my community?” As my Daddy always said,
“Make me know it!”

Lydia J. Morgan
PICA Chairwoman
Morgan Printers
lmorgan@morganprinters.com
(252) 355-5588
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Philip Kelley, Jr. Launches Presence & Profitability
PICA is excited to celebrate the recent release of a
best-selling book from a PICA Member and Trustee.
Philip Kelley, Jr., President and CEO of
Salem One, Inc., Winston-Salem, NC
has launched Presence & Profitability:
Understanding The Value Of Authentic
Communications In the Age of
Hyper-Connectivity. Kelley’s company,
Salem One, Inc., is one of the fastest growing corporate
communications companies in the country.
“I’m surprised and excited to have published a corporate strategy
and personal success book as an author. I hope my friends
within the Print community will see it as supportive of the
industry. It is not specifically about Print. It makes the case that
we are in an extraordinary time of change within the most basic
of human and corporate success skillsets of communication,”
Kelley said. “Constant technological change has provided
challenge for all. However, those that maintain authentic,

relational, one-to-one, communications
within their corporate and professional
communication brand realities have a
tremendous opportunity for success.
And, as all those who know me within
the Print community are aware, I believe
Print understands and can deliver on
these skillsets better than any other
industry! After all, Ben Franklin did it in
the 1700s.”

Presence & Profitability has achieved Amazon
Best Seller status in several categories, and is
available in both hardcover and Kindle editions on
Amazon.com and other major book retailer sites.
CONGRATULATIONS, PHIL!

SAVE TH E DATE

Saturday, April 2, 2022
56th Annual PICA Awards Banquet
Hilton Charlotte Airport, 2800 Coliseum Centre Dr, Charlotte, NC 28217
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Bill Farquharson Dreams Up
It is 5:30 PM and your sales day is now behind you. But this one was not a typical sales day. It has been the Ideal Sales
Day. You look down at a clear desk. You look up at an empty computer screen. You look around at a well-organized
office. Your inbox and outbox are empty. Your task list contains mostly checkmarks. You made sales calls, prospecting
calls, and of course, sales. You sit back, take it all in, close your eyes, and smile. But then…
You sit up in bed and realize, “Dang. It was just a dream.”
Who do you think you’re kidding? Your typical sales day is nowhere near that description. Sure, the day starts like a
train sitting at the station, ready for you to board. But the day ends with you jumping off of that train as it hurls itself
down the track at 100 mph. You dive off, aiming for the down slope of the hill, roll until you stop, dust yourself off
while checking for injury. Ideal sales day? Seriously? How do you even get close to that dream?
How, indeed…
STEP ONE: START WITH A PLAN
The single most important factor not only in achieving the Ideal Sales Day, but also good time management itself, is
Preparation. Knowing ahead of time what you are going to do each day and predicting what the day might bring are
simple and essential first steps when the goal is sales efficiency.
Imagine walking into your office and sitting at your desk. Waiting for you is a calendar with today’s date at the top and
different time slots down the left side. Appointments are clearly marked. Time is blocked out for specific activities, such
as prospecting. It’s even color-coded! How much better would your day go if it started like this? Top executives have
people who do this for them. They have people. You have you.
It’s not a difficult task, actually, if you make it the last thing you do before leaving for the day. More on this later. The
point is, start with a plan.
STEP TWO: IDENTIFY TOP PRIORITIES
“If I get nothing else done today, I will accomplish the following three tasks…” How you end that sentence becomes
a short list of your top priorities. Know them. If you keep a Task List of to do items, you can either put a tick mark or
numbers next to them. How many times do you end the day and think to yourself, “UGH! I didn’t get that done again
today!” Knowing what your top priorities are each day is one half of what it takes to ensure the completion. The other
step is…
STEP THREE: MAKE GOOD CHOICES
Several times each sales day (and perhaps several times each sales hour), you are faced with an important choice: What
do I do now? That is, of all of the various items on my Task List, which is the one that best fits this particular timeslot?
If identifying top priorities is the first part of the answer, making good choices is the second. Sure, if you have only
15 minutes prior to the scheduled call and your top priority that day is to crank out a proposal that requires far more
time, it’s probably not a good fit. Making good choices includes staying away from that mistress known as Social Media,
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the Ideal Sales Day
ignoring the office water cooler talk about the American League East, and staying on task. That said, sometimes taking a
mental break from the intensity of the day IS the best choice! If you know that your afternoon is going to be loaded with
intensive prospecting activity, perhaps a quick walk around the block is the best choice.
Ideal Sales Days happen when you consistently choose the “HAVE TOs” over the “WANT TOs.” Your ability to get
back on track, not procrastinate, and keep focused requires discipline and motivation. All the preparation and priorityidentification in the world is no match for the rubber meets the road, just do it part of sales. Those who accomplish this
goal are the high performers.
STEP FOUR: NEW BUSINESS ACTIVITY
No Ideal Sales Day can be complete without a healthy dose of new business activity. At best, time is set aside for
significant prospecting on a regular basis. Sometimes this is a couple of hours of intense phone calling, introductory
letter mailing, and appointment keeping with the accounts that will make up the sales volume of tomorrow. At
minimum, it might be a handful of, “I’ve been trying to reach you on the phone but have not had any luck. I hope next time I
call, we can connect” emails that take only a few minutes but at least perpetuate the process. A good day in sales happens
when you take a lot of tasks off of your to-do list. A great day in sales is when you close some orders. An Ideal Sales Day
includes both of those accomplishments AND significant movement of the new business activity needle.
STEP FIVE: END WITH A PLAN
It takes only a few minutes to finish off the Ideal Sales Day with one last task: Preparation for tomorrow. The number
one rule of time management is this: You will never catch up. Once you understand and accept that, you don’t make
catching up your goal. Instead, your aim is for efficiency and productivity. Using the last 10 minutes – at most – to
create the aforementioned list of tomorrow’s appointments, phone calls, tasks, and priorities sets you up for success.
This simple action allows you to mentally close the book on the day and not bring worry and anxiety home, allowing
you to be present for your personal life, friends and, most important, family.
Looking back on these five steps, there is nothing magical or particularly complicated. It’s a systematic template that sets
you up for success, beginning and ending with preparation and containing the same advice your mother gave you when
she dropped you off at college (“Make good choices, honey!”) in between the two.
Make it a goal to look back on your next sales day and think, “I went 5 for 5.” If not, you can go home thinking, there’s
always tomorrow… Just remember to make a plan before you do!
Have you seen Bill Farquharson’s Sales Vault? Learn sales techniques from experts, your peers, and on
demand at SalesVaultInsider.com, and visit SalesVaultInsider.com/Partners to check out the list of live
workshops. See one you’d like to take? Send Bill an email at bill@aspirefor.com or call him at (781)
934-7036 to learn about special pricing for PICA Members.
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HR Spotlight
HR Activities for 2022

As we look ahead with hopes and plans to operate more like “normal” in 2022, it’s important to focus on your company’s HR
Compliance. In preparation, we recommend you conduct a focused audit every Year-End to review and update your HR policies,
procedures, and compliance. If you were not able to conduct these tasks at Year-End, now is a great time to make this your focus.

5 ESSENTIAL HR ACTIVITIES
1. UPDATE JOB DESCRIPTIONS (JD’S):
JD’s are legal documents comprised of compliance regulations such as ADA, FLSA and other employment laws. JD’s are “living”
documents, that overtime, grow outdated and need to be adjusted; they should be evaluated and updated annually. JD’s help leaders
evaluate performance, set performance goals, determine compensation or grade level, and identify training needs. At minimum the
following are the basic components that should be included in a JD: job title, job location, role, responsibility and duties, salary,
minimum education/skills, Key Performance Areas (KPA) and competencies.
Remember: Hiring the right fit begins with a well written Job Description – describe what you need from the incumbent, which defines the basis of
performance management!
2. REVIEW AND UPDATE COMPANY POLICIES:
An Employee Handbook is another “living” document in your library of HR documents and manuals. The Handbook reserves and
protects the rights of an employer. Clearly documented policies and procedures need to be up to date to be enforceable. Annual updates
should factor in any Local, Federal and State regulation changes, including any anticipated company growth/increased headcount.
Remember: your practice becomes your policy. Update your handbook to describe your actual policy and process. Employers Advantage can assist and
help create or update your handbook to ensure your policies are legal and compliant.
3. REVIEW COMPENSATION
If your organization has made several changes to jobs or has fallen behind on benchmarking pay in the past few years (best practice
is every 2 years), now is a good time to review your compensation plans. The pandemic forced some companies to increase pay rates
and/or improve their benefits offerings. Like those employers, if you are competing for hard-to-find talent, or focused on retaining
above average talent, consider benchmarking compensation more frequently. Compensation should be comprised of several
components, aka total rewards, which includes base pay, commission, overtime wages, tips income, bonus pay, recognition pay,
benefits, retirement options, and other non-cash benefits.
• Internal - There are many ways to determine an employee’s compensation. No matter how you determine employee wages, you should consider
internal equity. Internal equity is when you compare the positions in your business to ensure fair pay.
• External – Research and conduct a survey and compare other businesses in the area with similar job titles. PICA’s Wage & Benefits Survey is
available to Members for just this purpose.
Remember: Reviewing compensation will ultimately help to improve your retention over time. Consult Employers Advantage to receive compensation
survey data results for 2022. We can provide data and assist with your compensation review and analysis.
4. REVIEW RECORD RETENTION:
HR must adhere to record retention standards by keeping or purging certain records each year. Federal record retention guidelines
provide the length of time to keep certain records and the types of records to retain, ranging from one to thirty years! Keep or Purge?
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HR Spotlight
HR Initiatives for 2022

5. PREPARE YOUR OSHA 300 LOG:
Take the time to make sure you’ve recorded all workplace illnesses and injuries – OSHA logs should be current at all times.
Remember: Posting requirement is February 1 – April 30 each year for the prior year’s incidents.

HR INITIATIVES FOR 2022
1. HR/I-9 AUDIT
During the pandemic, The Department of Homeland Security (DHS) granted employers temporary ability to virtually authorize
I-9 documentation. Because of ongoing precautions with COVID 19, DHS has extended the Form I-9 flexibility policy through
December 31, 2021. It’s important to update your I-9 file maintenance for immigration compliance obligations – make sure all forms
are correctly completed for every employee and purge documents you no longer need.
2. MODERNIZE/BOOST YOUR BENEFITS TO ATTRACT AND RETAIN TALENT:
The pandemic has also caused a shift in how employees receive benefits. Instead of tangible office-based perks like free snacks or
exercise sessions, employees are now looking for more substantial benefits like healthcare, paid time off, parental leave and support
for mental health services (Bonusly). Besides new perks like parental leave and flexible time, some companies now offer benefits like
support for life events/critical illness and financial counseling, both of which can help combat the lingering effects of COVID 19.
According to a survey conducted by an insurance software firm, companies are expanding their voluntary benefits offerings to
include (25%) membership discounts, (19%) pet insurance, and (11%) student loan repayment (Zyware). Modernized benefits such
as these and others improve employee retention and give companies a competitive edge in hiring talent.
3. PRIORITIZE EMPLOYEE WELLNESS
The pandemic caused high levels of stress for both employers and employees. These last two years made employers adjust and shift
operations quickly…from how we hire, to where employees work (office or remote). Likewise, today’s employees are more stressed
than ever; worrying whether the pandemic could put their job at risk, worrying about their family and childcare dynamics, and
worrying about their individual and family’s health. So naturally, it’s important that we channel an HR Initiative for 2022 dedicated
to employee Wellness Programs. A holistic wellness program addresses employees personal, physical and mental health needs; which
overall improves employee morale, loyalty and productivity.
If you don’t have an EAP it’s a great start for wellness offerings, and a low-cost investment! EAP’s promote employee well-being and provide resources
for employees and their household members. You’ll reap the reward as it helps employees be more productive and feel more engaged at work when they
have EAP resources to assist.
4. CREATE NEW WAYS TO ENGAGE EMPLOYEES:
Statistics say that 84% of employees don’t feel fully engaged at work (Ciston PR Newswire 2019); identify whether this is the case in
your organization. Consider conducting stay interviews with employees for their specific feedback on how to improve employee
engagement. If the results are concerning, challenge yourself and leaders to turn things around and boost employee engagement
within your organization. One way to improve this statistic is to strengthen your corporate social responsibility. It’s a strategy proven
to be effective, since more employees feel empowered to speak up in today’s environment. They want to feel they do more than just
work, they’ve made a difference (SHRM 2019).

HAVE A QUESTION, NEED HELP CONDUCTING AN HR AUDIT OR WOULD
YOU LIKE MORE INFORMATION ABOUT OUR EAP? GIVE US A CALL!

March/April 2022
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It’s Time to Give ATTENTION TO RETENTION
(Continued from Page 1)
74% of baby boomer leaders state that millennials reject their core values and push back on their leadership wisdom.
However, those perceptions do not reflect the truth. 79% of millennials state they want the leadership wisdom from
the generations that precede them, while 72% of millennials state they respect and adhere to the core values of the
generations that precede them.
Here is the streamlined summary of the picture of reality; the largest workforce remains on the job an average of
11 months, they want the leadership wisdom and core values from the generations that precede them, yet only
14% of organizations have a mentoring structure that millennials define as effective. While older leaders
overwhelmingly characterize millennials as entitled, lazy, and selfish, millennials are simply asking for leadership
that positions them for success.
Finally, acknowledging that research can be a valuable tool of growth, there is also great danger in positioning data as
the “end-all be-all.” As all astute leaders know with firsthand experience, theoretical concepts do not always equate to
successful outcomes, which is why I am focused on solution-based implementation. As it directly pertains to employee
retention, my implementation experiences reveal that the first and most important step to solving your retention crisis
is an informed mentoring structure. As a caveat, my proprietary information and experience has also revealed that an
established mentoring structure is a key component to recruiting new employees and employee engagement. Knowing
that employee retention is a crisis that must be solved for you to reach your sustainable growth goals, it’s time to give
attention to retention.
Kent Wessinger, PhD, is a People Scientist focused on sustainable solutions to crossgenerational growth, with an emphasis on attraction, engagement & retention of millennial
employees & clients. Dr. Wessinger is co-founder of Generational Forces, founder of the
create2elevate research lab, and keynote speaker at +30 conferences per year. He has a PhD.
from Prescott College in Sustainability Education with a research emphasis in economic
sustainability in structures suffering from workforce migration; a Master of Arts in Theology
from Regent University; and a Bachelor of Science in Business from Kennesaw State
University. Contact Dr. Wessinger with questions at DrKent@GenerationalForces.com.
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Member News
Heidelberg Names Powalisz to
Head Print Media Center Atlanta

Despite the many restrictions
that COVID-19 has brought upon
business, activity has remained
strong in Heidelberg’s Print Media
Center (PMC) Atlanta throughout
the last two years. PMC Atlanta,
located in Kennesaw, Georgia, is the largest printing
demonstration facility in the US and boasts the most
up to date software and equipment that Heidelberg
has to offer. Recently, Heidelberg hired Jeff Powalisz
as Director of PMC Atlanta to oversee its demo room
operations. With a combined 22 years of experience
at Heidelberg, Powalisz will manage daily customer
demonstrations, training, and testing in the demo room.
Additionally, to ensure the facility stays on the cutting
edge of technology, PMC Atlanta will soon install its
latest press, the Speedmaster CX 104, which offers a
new sheet size in the product portfolio and features
Heidelberg’s unique User Experience (UX) software.
With Heidelberg since 1999, Powalisz brings a unique
understanding of Heidelberg’s product portfolio and
the industry to his new role – having worked as a
press demonstrator, product specialist, and account
manager. “Jeff is a perfect fit,” said Clarence Penge,
Executive Vice President of Product Management for
Heidelberg USA. “His skillset and understanding of
the demonstration process from the perspective of
customer, demonstrator and account manager
is unmatched.”
Powalisz has a variety of near-term goals for PMC
Atlanta. To begin, he wants to more closely align the
goals of the customers, sales team, and demonstration
team to ensure that demos are specifically tailored to
each customer. “We have the ability to show printers
very real-world scenarios that are unique to them,”
said Powalisz. “With our team of accomplished
demonstrators and state-of-the-art software and
equipment, there’s no limit to showing our customers
their potential when they come here for a demo.” Part
of that vision includes showcasing the future of the
industry – featuring a complete end-to-end dynamic
Smart Print Shop, powered by Prinect. This means
taking a customer’s job from prepress to press, where
artificial intelligence not only simplifies tasks and
eliminates touchpoints during makeready, but all task
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and production data is also delivered upstream for MIS or
production quality reports and allows for job status tracking.
This type of automation and reporting would extend to
finishing for added efficiency and transparency during the
entire production process.
Powalisz and Penge are aiming to amplify the training options
for customers at PMC Atlanta. “As technology continues to
evolve, there is an apparent skills gap in both the workforce
that has been working on presses for 20-30 years and also
with the generation of operators that is just coming into the
workforce,” said Penge. Starting this year, Heidelberg USA
will offer quarterly training sessions geared towards different
level of operators for both press and postpress. “We have
an infinite knowledge pool and the most updated technology
at our disposal. As with an industry leader, we are obligated
to educate and train our industry’s workforce to ensure they
know what is possible.”
If you’re interested in setting up a demonstration
at Print Media Center Atlanta, please contact your
local Heidelberg Sales Representative or visit
https://news.heidelbergusa.com/print-media-center.

Wikoff Color Appoints Anne
Stephens as VP, R&D
Anne Stephens will be joining
Wikoff Color as Vice President,
Research and Development, based at
the Corporate Headquarters in Fort Mill,
SC. In this position, Anne will be directly
responsible for the R&D efforts in the
Corporate Technical Center, as well as project coordination
across the company. She will also play a key role in Corporate
Strategy, leveraging her prior experience with marketing and
strategic planning.
Anne joins Wikoff Color with an extensive background in
research and development and corporate strategy. Previously,
she served as Global Marketing Director for Sealed Air and
Global Director of R&D and Business Development at Albemarle
Corporation. Anne has a B.S. in Chemistry, a Ph.D. in Organic
Chemistry, and an MBA from Louisiana State University.
The employee-owners of Wikoff Color look forward to the
valuable experience and perspective Anne will bring to the
leadership team.

Member News
Telepathic Graphics Adds New Location

Telepathic Graphics recently announced the opening of
their new Raleigh location at 1700 Glenwood Avenue,
Suite 200, with the following message:
We thank you for your consistent support over the last
18 years and look forward to assisting you in the future.
Please feel free to stop by our NEW Sales Office and
WILL CALL location. It’s iconic and pretty cool! If you
need help with NEW projects you may contact us at (919)
342-4603 or email us at estimates@telepathicgraphics.
com. Check out our website at telepathicgraphics.com.

PICA Sponsors PIPI Studies

PICA has partnered with multiple regional printing
associations to sponsor Printing Industry Performance
and Insights (PIPI) studies to analyze our industry’s
performance, outlook, and provide printing company
leaders with actionable advice. The study currently
underway is assessing Industry performance, both
nationally and regionally; Industry outlook, both
nationally and regionally; and providing financial
benchmarks and guidance for different strategic groups
in our industry, e.g., companies focused on digital,
companies focused on sheetfed, and companies
focused on web (to name a few possibilities).
These studies are conducted through Dr. Ralph Williams
and the Jones College of Business at Middle Tennessee
State University. Dr. Williams, Associate Professor of
Management at Middle Tennessee State University, says
the goal of these studies is threefold:
•

To provide printing company leaders data related to
our industry’s outlook and performance.

•

To provide printing company leaders with helpful and
actionable knowledge.

•

To contribute to the value regional printing industry
associations provide their members.

Americas PRINT SHOW 22 Slated for August 17-19

Americas PRINT SHOW 22 is a three-day industry trade
show for the graphic communications and printing
industries, and will be held at the Greater Columbus
Convention Center, Columbus, OH. The show will
target commercial printers (both offset and digital),
as well as screen and garment printers, large format
and sign printers, binderies and finishers, and industry
suppliers. The show will include educational sessions
with nationally recognized speakers addressing industryrelated issues and trends.
For details, go to https://www.americasprintshow22.
com or reach out to Jim Cunningham at jcunningham@
americasprintshow.com.

Condolences
To the family and friends of Anne Provence, widow of Herb
Provence, 1980 PICA Chairman and 1985 PIA Chairman,
and mother of Hall Provence, 1995 PICA Chairman.
To the family and friends of Barbara S. Herl, Arzberger
Stationers, on the passing of her husband, David.
To the family and friends of William “Billy” Larry Reynolds,
Jr., owner of Major Graphics in Orangeburg, South Carolina,
who passed away February 11, 2022.
To the family and friends of Ed Brame, former owner of
Printing Services of Greensboro, who passed away
February 17, 2022.
To the family and friends of George Bryan “GB” Adams, Jr.,
founder of Printcrafters of the Carolinas, who passed away
February 19, 2022.

“Developing the PIPI studies is a work-in-process, and
we continually seek to improve the value we deliver
printing company leaders,” Williams said. “Therefore,
we welcome any suggestions or comments. Feel free
to email me (ralph.williams@mtsu.edu) with thoughts,
ideas, suggestions, anything! And please consider
participating in our surveys. The more participation we
get, the more helpful you will find our results!”
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SAS Webinar with Bill Farquharson
and Kelly Mallozzi
11:30 a.m.

April
14:

SAS Webinar with Bill Farquharson
and Kelly Mallozzi
11:30 a.m.

August
17-19: Americas PRINT SHOW 22
Greater Columbus Convention Center
Columbus, OH
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AWARDS BANQUET
Hilton Charlotte Airport

