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Winning one Corrbie is certainly a fine achievement..
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COMMUNICATE WITH YOUR EMPLOYEES!

At a recent meeting of AICC’s Board of Directors,
I was discussing the challenging business condi-
tions with a fellow box maker and we discussed
how our employees today are nervous and uneasy
in these difficult times. He mentioned to me that
a few of his employees came to him and asked
him what they can do NOT to lose their jobs. His
answer was to “be 100% indispensable.” On my
return flight I read an article in Money magazine
that provided “six smart, field-tested strategies”
on how to “fireproof your job” that hit the nail
on the head.

Keep in mind that our employees are surfing the
internet, reading local papers and listening to the
news just as we are, and they’re seeing the same
depressing articles as we do: Home Depot lays off
7,000; General Motors trims 10,000; Boeing

cuts 10,000; Starbucks closes 600 stores. It’s a
scary time for all of us so I believe we need to
communicate to our employees your business
conditions.

Thus when I read Money magazine article, it was
a wake up call to me as a business owner that I
had to do my part to help our employees under-
stand that especially in times like these everyone
of us has to step up, we need 110% out of every-
body today — not 90% or even 100%. We need
everyone to recommit themselves to the cus-
tomer, their jobs and to the company. And that
includes us as leaders and owners.

So what are the “six smart, field-tested strate-
gies?” Well, I'll paraphrase and re-phrase them
from the point of view of an owner in the corru-
gated packaging business, they go something like
this:

“Stand out and step up:” Encourage employees to
take on additional projects and to chip in where
needed. In our business, this could mean some
extra effort on the part of customer service or
design to suggest more efficient purchasing sched-
ules for your customers or a re-design of their
product to use less board.

“Be a money-maker:” What can all your employ-
ees — not just customer service and sales — do to
help bring in new customers and new sales rev-
enue — or collect what’s owed? We all know that
receivables are often the first thing to slip in an

economy like this. Or what about cost savings?
Know your costs; teach your employees to look
for savings, so they, too can “be a money-maker.”

“Don’t be Negative:” Complainers are dangerous
for the company and its morale, so it stands to
reason that if someone has to go, the negative
complainer is an easy decision. This is true no
matter how “valuable” the person may be. In
short, remind everyone that a bad attitude is a
surefire way to get noticed, but not in a positive

light.

“Increase your value:” Help your people increase
their knowledge of the industry by using
resources such as AICC, the trade press and other
venues. In most places there are low-cost com-
munity college courses available in computer
applications, communications or other subjects
that are applicable to an employee’s job. Even if
your company doesn’t reimburse for these, you
can still encourage participation.

“Go beyond your job description:” We all have to
do more. Encourage people to chip in where
needed, even if its outside their job description.

“Make a Sacrifice:” For all of us who have started
our own businesses, the words “make a sacrifice”
is a way of life. It is a stark reality that many of
your employees may be called upon to make
some sacrifices this year when it comes to their
jobs, pay and benefits. Employees who recognize
that the company’s resources may be strained and
look for ways to help will be the ones we keep.

The message I take from the Money magazine
article is simple: communicate with your
employees about the reality of today’s situation.
Even if things are going well for your company it’s
good to remind everyone that we cannot take our
customers for granted; we cannot assume our
jobs will always be there and we certainly cannot
rest on our laurels of past success.

These days, stepping up to the plate is a message
we can all use - to fireproof our jobs. Even mine!

Jerry Frisch

Wasatch Container Corp.
North Salt Lake, Utah
Chairman, AICC

The message . . .

is simple:
communicate
with your employ-
ees about the
reality of today’s

situation.
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By Taryn Pyle

Some AICC members will tell you
that the best way to grow a business is by
taking carefully planned and risk aversive
steps. Others say that bold steps and seizing
opportunities as they present themselves are
the best ways to go. Jerry Frisch, Chairman,
elected last Fall will tell you that both are
right. And a look at the history of what he
has done with Wasatch Container, the com-
pany he started in 1994, proves him right
from the get-go.

But it’s more than just planning and being
able to recognize and capitalize on opportu-
nities in our field. As Jerry pointed out to
me recently, “You can only grow a company
so much until you reach its potential in the
area you serve. Then you either have to get
into expensive head-to-head competition or
you have to diversify the services you offer
and expand your customer base.” In case
you missed his acceptance speech at AICC's
2008 annual meeting in Atlanta, he made
this point clearly and confidently when he
said, “Packaging diversification has set us
apart from our competition and greatly
increased our profitability.”

A Man from a Packaging Family

Jerry is the first person to chair AICC who
has a college degree in packaging engineer-
ing, granted by the prestigious University of
Wisconsin-Stout. His father had risen to be
VP of engineering of the Champion Paper in
St. Paul, MN. During his high school years
Jerry worked as an apprentice in a printing
plant. After graduating college he didn’t start
right out in corrugated, but spent fifteen
years with Flour City Press Packaging in
Minneapolis, an independent company man-
ufacturing folding cartons and rigid boxes.
So, you can see where he’s coming from.

He went to work out of college as the new
kid on the block at Flour City Press pack and
rose to be the president by age 31. The
company owners didn’t have a succession
plan in place, and when the owners put the
company up for sale Jerry tried to purchase
it. After an unsuccessful attempt to buy
Flour City press Pack Jerry packed up his

young family and moved to Salt Lake City
where he went to work with Paul Keyser at
Utah Paper Box. UPB is a company that
manufactures folding cartons and rigid paper
boxes. Soon after Jerry’s arrival Utah paper
Box decided to expand into E and F single
face laminations.

Utah Paper Box, as well as three other UPB
customers was tired of doing business with
their current corrugated suppliers. So Jerry
and Paul put together a business plan to start
up a green field corrugated box plant. The
four companies offered to give Wasatch 100%
of all of there corrugated business if they
would service them better then what they
have been currently getting from there
current suppliers. With that commitment
Wasatch Container was started and still
today Wasatch Container still manufactures
corrugated containers for all four original
clients.

From Snappy Color Graphics to the
Brown Box Business

I asked Jerry about how it felt to move from
a sophisticated color folding carton graphics
plant to plain brown boxes and he replied,
“It’s a whole different industry. We had a lot
of new and different challenges in manufac-
turing, to design to choice of materials and
marketing. There’s even a new and different
language. But, no matter which industry you
are in there’s a learning curve and you have
to master it.” And he mastered it well and
did it quickly.

Bold steps have bold consequences, and
Jerry said that when he discovered just how
different the corrugated business was from
what he had been used to in folding cartons,
he immediately turned to AICC. He’s quick
to say thanks for making his learning experi-
ence a short one, but we have to thank him
in turn for what he has brought to AICC,
namely the knowledge and experience he has
had in diversification. And, as you should
know by now, this is an issue that AICC
believes in very strongly,

— continued on page 9

Taryn Pyle

"Packaging diversi-
fication has set us
apart from our
competition and
greatly increased

our profitability."
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Meet Jerry Frisch, our New Chairman and Champion for Diversification

— continued from page 7

Adding Foam to the Family

At the turn of the century, Wasatch
purchases a local small foam fabrica-
tor but after several years they discov-
ered that the foam business wasn’t
growing and doing that well. Jerry’s
first step to get things moving was to
hire sales pro and a top plant manager.
That got the ball really rolling and the
next step was to acquire another foam
fabricator and invest over a half a mil-
lion dollars in the latest new specialty
foam equipment. It’s not surprising
that Wasatch is now the most sophi-
facted foam fabricator in intermoun-
tain area.

Just a few years ago Jerry had another
opportunity to continue to be a com-
plete packaging and divers company.
One of America’s largest aircraft man-
ufacturers had been a Wasatch cus-
tomer for years and they asked if
Wasatch could build crates for them
for their expensive large and sensitive
small parts. Crates were about as for-
eign to Jerry as corrugated had been
years earlier, but his answer was an
immediate and positive, “Of course we
can!” Today, Wasatch builds crates
which sell individually for what most
corrugated manufacturers would con-
sider a princely sum for an order of
thousands of small units. Opportunity
for diversification knocked and Jerry
answered! Not many would have
taken on that challenge.

Recognizing Opportunities and
Moving on them quickly

Although Jerry stresses diversification
as a key to Wasatch Container success.
Being diverse you can expand your
company with your current clients and
you can develop new markets Jerry
states this Can you imagine how scary
it must be if the majority of your busi-
ness was in the Home building, auto
industry or RV’s. You could be in real
trouble. Diverstation not only allows
you to expand your services with new
and existing customers but it also
allows you to expand your customer

base. Today, Wasatch Container service
customers in the consumer products,
auto industry, acrospace, military and
medical device fields, to name a few.
This provides stability to our company
and our employees.

Jerry is quick to add that when he
talks about diversification that he is
talking about both home grown as
well as acquisition ventures. He
explains, “Unless a new venture
strategically fits into your current
business you already in, it can be very
risky. Diverstation can also be a huge
distraction. It can also get you so
stretched that you loose focus on your
current business which can be very
dangerous in these times. All of
Wasatch Container diversification has
been within the packaging fields.”

He has already demonstrated what
can be done with conglomerate diver-

sification by acquiring facilities that
add to the products and services he
already offers to customers and poten-
tial customers. It’s often easier and far
more efficient to acquire a going oper-
ation that adds to the diversity of your
service than to start up from scratch
in a new field.

As you might imagine, we are look-
ing for great things from Jerry dur-
ing his chairmanship of AICC for
the coming year. He has already
been discussing the idea of creating
a new association of various other
manufacturers of other kinds of
packaging. The bringing together of
other entrepreneurs from other
packaging related businesses to help
our members. It looks like it’s going
to be an exciting, productive and
profitable year for all of us.

Jerry, the helm is yours!

LA AT COLIRIIE
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By Mitch Klingher, CPA, Principal of MS Ackerman & Co., Fort Lee, NJ

Although I have been a practicing CPA for 30 years
now, my undergraduate degree is in economics and
I can tell you with a high degree of certainty that in
general, economists are pretty clueless. There are
many interesting theories out there and there are a
multitude of measurements but there is no single
theory that can accurately predict what is going to
happen in the future and no single set of measure-
ments that can be universally relied upon to help
explain what’s going on. Those of us in the “real
world” have been seeing an economic slowdown
for quite some time now, even though the dreaded
R word (recession) still has not been used by many
economists. Well we are in a recession and, in my
opinion, it’s going to be pretty ugly out there for a
while. The only question for those of us who are in
business is what should we be doing about it? So,
here is my top ten list of recession fighting moves
for the independent boxmaker:

1) Cut your overhead early and aggressively. There
are many theories on how to measure profitability
in a manufacturing company. I am a believer in
the KISS (keep it simple, stupid) theory which can
be summarized as follows:

“Contribution dollars less fixed costs equal
profits”

Contribution dollars are simply sales dollars less
the variable costs associated with completing each
order. Fixed costs are all the other costs. With
demand for boxes declining there will be down-
ward pressure on prices and box makers will be
working with less contribution dollars. Therefore
they must reduce their fixed costs to compensate.
It is time to make dramatic painful cuts and those
who do them early in this recession will be far bet-
ter off than those who wait.

2) Stay in tune with the market for container-
board. Despite their efforts over the past few years,
paper producers have not been successful in getting
the supply for containerboard in equilibrium with
its demand. The weak dollar of the past few years
has helped them export some of their excess

capacity, but in recent months the dollar has
strengthened somewhat. This, coupled with the
weak demand for boxes, should cause the price of
containerboard to drop, unless there are massive
closings of paper mills, which is not so easy to do.
It is imperative that all independent converters,
particularly sheet plants who only consume con-
tainerboard indirectly, keep their fingers on the
pulse of this declining market to make sure that
they are not paying more for their basic raw mate-
rial than their competitors are. History has shown
that box makers increase their contribution mar-
gins when the price of containerboard increases
and lose contribution margin when the price of
containerboard decreases. If there are decreases in
our immediate future and the current spot market
for containerboard indicates that prices are eroding
right now, then the smaller independent compa-
nies must manage this process aggressively by fight-
ing for every dollar from their suppliers. If the real
price for linerboard drops 830 per ton, then a sheet
plant selling boxes that have a basis weight of
120Ibs/MSF, wanting to maintain its profitability,
should seek a corresponding reduction in their
sheet prices. You won't get it if you don’t ask.

3) Stay ahead of the consolidation curve.
Although converting capacity cannot be measured
with anywhere near the precision of paper-mak-
ing capacity, everyone involved in this industry
knows that there is a tremendous amount of
excess converting capacity. A recession will make
this condition even worse. Box makers with too
much machine time to sell competing for fewer
orders will serve to further depress box prices,
The smart
move for a weak company right now is to either
find another weak company to merge with now,
before things deteriorate further or to sell out to
strong company now, while their business is still
worth something. The smart move for a strong

thus weakening most companies.

company right now is to look for acquisitions,
before the target companies have to seek
Bankruptey Court protection, which makes
things more difficult, more expensive and much

— continued on page 13

Mitch Klingher

there is no single
theory that can
accurately predict
what is going to
happen in the
future and no
single set of
measurements that
can be universally
relied upon to help
explain what’s

goingon. ..

BOX 11



* Normal corrugator steam pressures
» Starch consumption as low as .7 |b/MSF

* Produces greater ECT numbers
with less fiber

ies America, Inc.
1-410-584-7990
410-584-1252

* Less operator intervention
means lower waste

MITSUBISHI

HEAVY INDUSTRIES AMERICA



The Independent Box Maker’s Economic Survival Guide

— continued from page 11

riskier. The smart operators will be at the
forefront of the next wave of consolidation
so that they can cut their best deal. Those
who procrastinate will be sorry for their
inaction.

4) Review and re-negotiate your banking
and financing agreements. Right now,
despite the congressional bailout money,
the world of banking is in chaos. Banks are
balking at renewing lines of credit, their
existing mortgage and equipment loans that
they thought were over collateralized are
now under collateralized and interest rates
are at an all time low. If you have a strong
balance sheet, this is the time to go to your
local friendly banker and improve your
deal. If you are a weaker company, start
shopping for new lenders now. If you wait
until your agreements expire, or if you
become in technical default of you loan
covenants, it will be much more difficult to
renegotiate financing,

5) Search for talent now. If there are a lot
of weak companies out there and there is a
wave of consolidation in our immediate
future, then it stands to reason that sales-
people, designers, engineers experienced
customer service representatives and other
talented and experienced people may
become available. Anyone not under con-
tract and not subject to a non-compete
agreement will be “in play” and may be
looking to upgrade their situation.
Although this is the time to reduce fixed
costs, it also may be a good time to
“upgrade” your personnel and it is always a
good time to find a new salesperson.

6) Lock in your key people (and get rid of
your marginal ones). If number 5 above
scared you, then you better do something
to keep your key people in the fold. You
can’t get a non-compete agreement from an
existing employee without giving considera-
tion, but you may be able to get a non-dis-
closure agreement. The key here is to meet
with your key people and let them know
how important they are to you. Talk to
your local counsel as to how best to get

some contractual protection in your state,
but find ways to keep your sales and other
key employees from jumping ship.

7) Look for deals on equipment. If further
consolidation of converters occurs, there
will be a lot of used equipment out there.
Prices for used equipment are pretty low
now and they will get lower if there is more
equipment on the market. New equipment
manufacturers will also see a downturn in
business fueled by both the economic
downturn and by the increase in used
equipment inventories. This may be an
opportune time to upgrade your capabilities
if your balance sheet can support it.

8) Improve your efficiencies. A very wise
man once said that in order to improve
something you must first measure it. When
we're busy, it’s easy to ignore many basic
business measurements. Plant floor report-
ing gets sloppy and inaccurate and many
other key measurements fall by the way-
side. This is the time to mandate that your
people tighten things up. Firstly they will
probably have more time on their hands
and secondly and more importantly greater
efficiency may become integral to your sur-
vival.

9) Manage vendor relationships. If cash
flow is an issue, this is the time for honest
communication with your key vendors.
Don'’t promise them a check and not send
it. You must honor your deals and be can-
did with your suppliers. If you lose their
trust, it will be difficult to get it back.

If you have the wherewithal, this is the time
to strike a payment terms discount arrange-
ment with your vendors. Cash flow is king
right now and many customers are paying
slowly. Interest rates are as low as they have
ever been. If your average purchases for a
month are $750,000 and you have to speed
their payment up by 20 days to take advan-
tage of a 2% discount, then you will have to
borrow approximately $500,000 on your line
of credit. On an annual basis this will save
you $180,000 (2% x $750,000 x 12) against
an interest cost of $30,000 (assuming a 6%

rate). Ata time when everyone starts paying
slowly, why not ask for 3% or 4%?

10) Understand bankruptey rules and avoid
preference exposure. The bankruptey
process in the United States is ugly and
unfair and the only group of people who
consistently benefit from it are the lawyers
who specialize in it. If a customer files for
bankruptcy court protection and you are an
unsecured creditor, you will be very lucky
to get 5 or 10 cents on the dollar. However,
adding “insult to injury” you will probably
be sued in the process for all of the money
that you received from this customer dur-
ing the 90 days prior to the bankruptcy fil-
ing in what is called a preference action.
The theory is that all vendors of the same
class (secured, unsecured, and administra-
tive) must receive the same treatment. If
one creditor was paid a greater percentage
of his outstanding debt, then the funds
should be returned and reallocated to all of
the debtors. The reality is that except in
really egregious cases, this simply creates
greater potential for the lawyers to collect
fees at the expense of unsecured creditors
that have already been badly hurt. The
question is what can you do to prevent it?
There are 2 defenses to a preference action
— the first is that the payment created new
value for the debtor such as a COD pay-
ment for merchandise. The second is that
the payment was in the normal course of
business, such as a payment in 30 days on
an invoice whose terms are net 30. A COD
payment will never be attacked, but who
knows what the normal course of business
really is. It is clear however, what is not in
the normal course of business and that is
receiving a payment on a 90 day plus
invoice. Therefore if you are working with
a customer who is paying you COD plus
something against older invoices, make sure
that they pay the 30 day invoices, before
they pay the older ones and make sure you
post your books that way. At least you'll
have a defense when you get sued.

BOX

13
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5. Stacker Safety

6. Corrugator Safety

Safety is everyone’s concern. Don't hesitate -
take advantage of this great reference tool
today.

New SafetyFirst
DVD Series

SafetyFirst series DVD

Ordering Information

J Safety First
DVD
Order $395* AICC members
Order $495* Nonmembers

* NOTE: Shipping & handling fees will be added to subtotal
Domestic UPS ground 58/ International 515 and up.

Namo

Title

Company

Stroel Address

State,/ Province

éip.rﬂ'utai Code

.P{'IBI'II!‘

Fax

Emall

Check for USD 5

[Made payable to AICC)
Credit Card (check one please):

= VISA J MasterCard 2 AMEX
Card Number
Expiration Date
Signature
- ASSOCIATION OF INDEPENDENT
/A"C CORRUGATED CONVERTERS

PO. Box 25708 « Alexandria, VA 22313 + Toll free 1-877-836-2422 « Fax (703) 836-2795 + Emall: alcc@alcchox.org * www.alcchox.org




AICC members have unique opportunity at
2009 Corrugated Industry Washington Fly-in

According to the National Association of
Manufacturers, the manufacturing sector
(which includes containerboard and corru-
gated box manufacturing) employs nearly

14 million workers, contributes more than
$1.6 trillion to the U.S. economy, is the largest
driver of economic growth and accounts for
the lion’s share of private sector research and
development. Manufacturers also export some
860 billion in products each month—far more
than any other sector—and exports are rising
much faster than imports. The container-
board and corrugated sector contribute an
estimated $25 billion of this value, and employ
around 70,000.

Despite these robust figures, a host of chal-
lenges are facing the US manufacturing sector
and the corrugated industry which supports it.

According to the Institute of Supply
Management’s (ISM) December, 2008, report
on manufacturing activity, the manufacturing
sector contracted again — the fifth straight

2007 Washington Fly-in attendees pose for a group photo on Capitol Hill.

month of decline. The Purchasing Manager’s
Index (PMI) registered 32.4 percent, 3.8 per-
centage points lower than the 36.2 percent
reported in November. This is the lowest read-
ing since June 1980 when the PMI registered
30.3 percent. A reading above S0 percent indi-
cates that the manufacturing economy is gen-
erally expanding; below 50 percent indicates
that it is generally contracting.

November’s corrugated box shipments showed
another decline, -14.4% on actual basis,
according to Fibre Box Assn., reflecting the
decline in manufacturing overall.

Against this backdrop comes a new
Administration and Congress. Generally the
outlook in Washington is hopeful with many
analysts seeing an improvement in the econ-
omy based solely on the fact that there’s a new
resident in the White House. Past statistics
show that there is always an economic bounce

— continued on next page

Members will visit
their elected
representatives
and senators

to offer their posi-
tions on these
issues as well as
convey the
importance of the
corrugated pack-
aging industry to a
healthy manufac-

turing base.
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Important Issues Facing Corrugated Manufacturers in 2009

— continued from page 15

with the inauguration of a new administration
and this year, armed with a nearly $1 trillion
stimulus package, the president will have sig-
nificantly more power over the economy than
any of his recent predecessors.

What are some of the key policy areas likely to
affect manufacturing — and thus the corrugated
industry — in the coming year?

e Energy: We're all aware of the effects of oil
prices have on manufacturing and our indus-
try. Fuel and energy prices are major drivers
of containerboard pricing, and rising fuel
prices erode profitability on the converting
level with little opportunity to recoup these
costs. According to the National Association
of Manufacturers’ “Letter to President-Elect
Obama,” higher energy prices have cost the
US economy nearly 3.7 million jobs.
Expanding the domestic energy supply, there-
fore, is likely to be a major issue in this coming

keep things
moving.
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Machine Systems International, LLC

www.alliancellc.net
509 535-0356
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year as Congress convenes and the President
takes office.

e Corporate Taxes: The US has the second
highest tax rates in the world, reports the
NAM. Reducing the coporate tax rates to 25
percent, says NAM — competitive with other
industrialized countries — would increase eco-
nomic growth and job creation. Also included
in the NAM tax agenda are proposals to reduce
individual tax rates which would benefit Sub-S
corporations; enactment of a permanent R&D
tax credit (the current credit is temporary);
and expansion of investment tax cuts to
encourage new investement to spur growth.

e Labor Policy: One of the most critical
issues facing US manufacturers is the so-called
“Employee Free-Choice Act” which eliminates
secret ballots for union elections. Business
organizations in Washington are united in their
opposition to this legislation, which the
Democratic Congress and President are likely
to push early in 2009. This and many other
labor policy initiatives, such as mandatory paid
sick leave and easing of discrimination com-
plaints could be harmful to manufacturers,
especially smaller companies.

Other issues likely to surface in the new
administration and which are important to
smaller manufacturing companies are health
care costs and transportation infrastructure,
both of which were key components of the
new administration’s platform.

AICC members will have a unique opportunity
to help frame the debates around these issues
at the 2009 Corrugated Industry Washington
Fly-in, Wednesday, April 1, 2009. Members
will visit their elected representatives and sen-
ators to offer their positions on these issues as
well as convey the importance of the corru-
gated packaging industry to a healthy manufac-
turing base. The Fly-in is being held
conveniently in conjunction with both the
Fibre Box Association and AICC national
meetings taking place in Washington.

For more information, and to register for
the 2009 Corrugated Industry Fly-in and
AICC’s 2009 Spring Meeting, go to
www.aiccbox.org/Meeting.

Be a part of an historic industry event, when
AICC and the corrugated industry convene
April 1-3 in Washington, DC.
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We’ll show you the money!

The AICC 2009 Spring Meeting, a value packed experience that you simply can't afford to miss.

Senator Orrin Hatch s the ninth-most senior member of the U.5. Senate, and the fourth-most senlor Republican, representing Litah " \14 -
for over 30 years. Hatch values hard work and understands and supports the Important role manufacturing plays in America’s {

sustainability and role as a global leader. Positions on the Senate Finance Committee and Joint Committee on Taxatlon gives Hatch \‘
the ability to influence policies that can help or hinder the health of US manufacturers and his near 100% National Association of IH:]

Manufacturers [NAM) voting record exemplifies his support of American business, Senator Omrin Hatch

Litah (K]

Mr. Feghali is the Managing Director of Interstate Resources Inc., an independent supplier of kraft linerboard, recycled medium,

graphic displays, corrugated and waxed containers. Interstate has nine plants - paper mills and converting operations - betweon
; Massachusetts and Florida. Currently, Mr. Feghall is managing the construction of Evergreen Community Power (ECP), a unique

state of the art energy facility in Reading, Pa. ECP will produce 300,000 Ibs per hour of high pressure steam using environmentally
friendly circulating fluldized bed combustion technology, and generate up to 30 Megawatts of power all from solid materials

= (primarily wood waste /blomass) that presently Is sent to landfill.
Charles A. Feghall

Managing Director,
Interslate Resowces. Inc.

’

Barry-Wehmiller Companies, Inc. {parent company of MarquipWardUnited) has leveraged strategic acquisitions and organic growth
initiatives to become a leading provider of manufacturing technology and engineering consulting solutions to a global customer base.
Mr. Chapman spent five years in a self-created leadership development program that provided hands on experience In every discipline.
His commitment to people-centric leadership, continuous improvement and disciplined growth has helped transform Barry-Wehmiller
into a well-balanced and financially solid company with dedicated team members.

Robart Chapman
CED of Barry-Wohmiter Co.

Mr. Michael Treacy, best-selling author of Double Dight Growth: How Companies Achleve It No Matter What, Entreprencur & MIT
Professor will offer “real world™ examples of companies that have achieved double-digit growth by taking a “diversified” approach
in their business, He will discuss the five disciplines which leading companies around the globe use to reshape strategies, bolster
competitive positions and dramatically Improve top and bottom line performances and foster growth. Mr. Treacy will also provide a
framework for applylng these to your company, He is the founder of Treacy & Company Inc., a new venture and consulting firm that
launches new businesses and advises established companies on issues of strategy, growth, and profitability.

Michael Treacy
Emtropronaws, MIT Professar and
Bast Selling Acihar

&
Mr. Rulon Gardner former Olympic wrestling champion discusses the “7 Steps to Success? His sense of determination, self-confidence, “
fighting spirit and the strength to stand up against seemingly unbeatable odds - will inspire you to NEVER GIVE UP - NEVER STOP \ ;
TRYING = AND WIN! When Rulon Gardner took the Olymplc gold medal for wrestling In Sydney, his victory rocked the world. He will \

share his sense of determination, the seli-confidence and the fghting spirit that gave him the strength to stand up against seemingly ." g
unbeatable odds. His latest accomplishment Is his book Never Stop Pushing, - N\

Rulon Gardner
Qiympic Wrestling Champidon



Take some time to take-in the National Treasures

w _ Optional Off-Site Events:

Ak
o Thursday, April 2, 2009

Washington's Elite - Embassy Row and National Cathedral Tour
1:00 pm - 5:30 pm + $85.00/person

'

Remembering our Nation's Heroes -
Tour of Arlington National Cemetery,
Air Force Memorial and 9/11 Memorial
1:00 pm - 5:30 pm = $65.00/person

Friday, April 3, 2009 F
George Washington's

Mount Vernon Estate Tour
12:30 pm - 5:00 pm = $100.00/person

' B
_a

= |
b
-

NHL at the Verizon Center
Capitals vs.Sabres

and Happy Hour at

“Dewers 12 Club”

6:30 pm - 9:30 pm = 575.00/person

There'll be more opportunities to “connect” with your colleagues and customers,
strengthen existing relationships and build future ones.

Wednesday, April 1, 2009 7:00 pm—10:00 pm

AICC Opening Night Reception, Dinner & Entertainment
The Capitol Steps — The J.W. Marriott Hotel

Thursday, April 2, 2009 6:30 pm - 7:30 pm
AICC Evening Reception - The J.W. Marriott Hotel




Show you how to make
a monumental difference

2009

- AlCC IR
One Industry,
One Voice,

One Cause,
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Accommodations:

The J.W. Marriott
Washington, D.C.

AICC meeting attendees special group rate
TRADITIONAL SINGLE/

DOUBLE ACCOMMODATIONS:
§285.00 (plus applicable taxes,/fees)

Plan to participate in the
2009 Corrugated Industry Fly-In

to show your support for legislation that benefits
the domestic manufacturing base and improves
the competitive climate in North America. To make your hotel reservations call
With a new administration and a change in TollFree 800-266-9432 or 506-474-2009,
PSRN VRS, 0 CON-SH0 SRINEEL 8 Ry You can also make your hotel reservations
of now legislation. NOW [s the time to be in y " 5

seinlie e % anling directly through the AICC website

Washington to make history together as b visii ko 3 ti
y visiting www.alcchox.org/ meetin
One Industry, with One Voice, for One Cause. G o ore/ o

While in town...don't miss the National Cherry Blossom Festival March 28 - April 12, 2009

Association of Independent
Corrugated Converters

P.0. Box 25708 - Alexandria, VA 22313, USA
Tollfree: 877-836-2422 - Fax: 703-836-2795
Email: aicc@aicchor.org « Web: www.aicchow.org

Online Registration Available!
Go to www.aicchox.org/meeting




Increasing fixed costs can hurt a bit at first,
but the long term benefits can be quite rewarding

By Chris Heusch

CNN, MSNBC, FOX or your local newspaper,
wherever you look it seems that with each new
issue we hear, or read, that more workers have
received pink slips, a business has closed down
or another company has filed Chapter 11. The
government has stepped in to bailout — with
our tax dollars — those responsible businesses
that have a solid recovery plans in place, such as
Wall Street and the auto manufacturers! The
rest of us, well perhaps we’ve been left to cure
our own ills.

The current financial and economic crisis stems
from two ills: the need of some people for
instant gratification (Let’s buy another boat on
credit) and the very myopic view of many busi-
ness leaders. Many businesses today are run for
maximum short term profit; always focusing on
the next quarter-annual report. Yes, we are good
at those quarter-annual reports, but often fare
poorly when it comes to five, ten and twenty-
five year plans. Long term financial plans are
often lacking, or virtually non-existent in many
private and business lives. This is even evident
in out government as ever increasing federal
deficits do NOT qualify as a financial plan!

This, unfortunately, is not limited to the hired
guns (“professional” managers hired by stock
holders to look after corporate affairs). Through
the leverage of banks and investment firms, this
short-range view has encroached on many pri-
vate businesses, as well. Business owners and
managers are rarely willing to increase fixed
costs in order to reduce overall cost structure,
especially in traumatic economic times. They
are far more comfortable reducing variable costs
to meet the next report.

The corrugated industry has a diverse mixture of
both corporate and privately owned businesses
and an equally diverse range of management and
cost structures. However, whether corporate or
privately owned we still often see this short-
sighted profit structure and a hesitance to
increase fixed costs. Even when it’s obvious that
it will have a positive impact on our long term
growth and profitability.

While the main fixed costs stem from maintain-
ing an ongoing business such as facility, machin-
ery and administrative costs. The vast majority
of costs lie on the variable side in the form of
materials (paper fiber alone often represents

about 50% of the cost of the box), labor and
shipping.

Several companies have successfully tackled the
“shipping” cost line item by aggressively and
proactively managing their shipments. Yet,
clearly the biggest opportunities to reduce cost
hide in “material” and “labor”.

Labor, truly is not entirely variable though some
corporations often view it that way. In a family
business which is a “good corporate citizen”,
labor is pretty much fixed. Particularly where
and when capacity of existing shifts is not taxed,
as is often the case today. If labor is a fixed cost,
managers must ensure that it’s leveraged to the
optimum potential. Make sure you're maximiz-
ing your MSF per labor hour.

Education and training certainly help as you
work to maximize your potential, but the biggest
opportunity may lie in process automation and
maximizing the output of your equipment. Not
only can smart automation increase throughput
of machine centers (by increasing productivity
rates and multi-out utilization), it can also
reduce health and safety risks when applied
properly and therefore, offer additional benefits
through reduced loss of time incidents and
insurance costs.

For most companies in our industry, the largest
opportunity to save is on the material side.
Specifically fiber. It’s widely agreed that even
after the recent drive for “sustainability”, corru-
gated boxes in the US market are still overbuilt
by about 30%. It’s nothing short of astounding
how much less fiber is required to construct a
solid ECT-/BCT-case using modern corrugators
and true non-crush converting machines. The
AICC degradation study impressively illustrates
these issues. Add to that recent design enhance-
ments such as shelf-ready and multi-piece, rein-
forced packaging and the fiber can be reduces
from 50% of box cost to 40% in many applica-
tions!

However, to yield such astounding reduction, a
completely modern manufacturing facility is
needed with extended nip single-facers, a
reduced glue application double-facer, no-crush
hot plates, no-crush conveyance, fully-auto-
mated and no-crush converting line and light-

— continued on page 19

Chris Heusch

Education and
training certainly
help as you work
to maximize your
potential, but the
biggest opportu-
nity may lie in
process automa-
tion and maximiz-
ing the output of

your equipment.
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Apply & Inspect Glue with
a Single Valco® Control.

FlexosealPRO®

There’s value in your existing Valco
Flexoseal” system. Upgrade

NEW

SR

DATA COLLECTION ws’PHﬂ
'AND VISUALIZATION SOFTWARE

Monitor flexo-folder-gluers with
Valco'sVisiPRO technology. Graphical
presentations of machine performance

provide measurable process data critical for
customers, ROl analysis, and capacity analysis.

n-Contact & Contact Gluing.

100% in-line quallty assurance * “Auto-glue” gluing « glue pattern inspection
Jam prevention « Double-feed and skew detection « Bar code reading
Data collection * More...

For all of your cold glue & hot melt adhesive application needs.

QAL

VALCO MELTON

For more information visit www.ValcoMelton.com. or contact your local representative.
Corporate office (USA): Valco Cincinnati, Inc. OH, Tel: 513.874.6550
Info@ValcoMelton.com « www.ValcoMelton.com = Serving Over 52 Countries Worldwide.
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No Pain, No Gain!

— continued from page 17

touch load forming. Yes, if we wish to
reduce the line-item “fiber or paper” sig-
nificantly, we must be willing to increase
the line item “depreciation” equally sig-
nificantly. The amount you’re willing to
invest will be directly related to what you
can expect to save.

Admittedly, interest will have to be paid,
but overall, replacing variable costs with
fixed depreciation-cost is a great trade.
Depreciation, remember, flows into the
stockholders pockets.

Be encouraged to replace variable costs
in materials and labor — and some profit
— with fixed depreciation cost. Trade
short term profits for long term growth.

All it takes is commitment. I know that’s
very easily written and much harder to
execute. Not to mention that today even
some financial institutions have a prob-
lem understanding that an investment in
fixed costs can have a very positive
impact on the sustainability and future
growth of your company.

The advantage of variable costs is that
they can be turned off quickly. A hand
full of pink slips will have an immediate
impact on your bottom line. However,
there is a great disadvantage to loosing
well trained, perhaps long serving talent
that may not return, especially when the
industry seems to be bleeding talent any-

way. Ceasing or reducing maintenance on

Mexico

Crowne Plaza Hotel Tlalnepantla

equipment is also an instant money saver,
but will usually come back as a larger
expense in the future and quite often
when you least expect or need it.

Yes, fixed costs will stay with you.
However, if you are an entrepreneur, and
by definition optimistic and expect your
business to be around for a few years,
decades, generations or centuries, then
take the leap. Reduce fiber consumption
through modern processes, maximize
labor productivity through automation
and replace variable costs with long term
investment that can lead to long term
growth!

Stk

www.aiccbox.org/mexico
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www.askhitek.com
info@askhitek.com
262.842.1700
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By Ralph Young, AICC Technical Advisor

By T1OW the entire spreadsheet with all the
specific test results from the Degradation Study
has been mailed to the participating members
and the labs that performed the testing. While
we presented the initial findings at the Eye
Opener in September and again in more detail in
a Webinar in December, we are still receiving
combined board samples for testing and many
questions from the findings.

Recapping just one item, we learned that incom-
ing sheets labeled as 32# ECT from outside sup-
pliers and in-house corrugators ranged from 28#
to 43#. These sheets become the raw material
for corrugated boxes and must have a MINI-
MUM 32# ECT after converting. The third
party labs reported back to us that the actual
after converting results ranged from 20# to 38#.
Do you also find it strange that the entire por-
tion of the sample lot below 32# ECT still per-
formed for the end user?

Are we still over packaging? Do sales, design,
and customer service personnel really know
how to understand the performance require-
ments of their customer’s packaging? And are
we as converting operations asking our suppliers
for certificates of compliance or any documenta-
tion that their sheets will withstand the rigors of
the converting processes? A few sheet plants
are buying and utilizing crush testers to at least
begin to understand the quality levels of incom-
ing sheets from different suppliers and the com-
bined board physical strength losses from their

own operations.

It has been asked by more than one member,
‘What should be the ECT values off the corruga-
tor?” This was actually addressed when each
participating member received a written evalua-
tion from me that went along with the actual
test values from their submitted samples. While

I have always maintained my own Expected
Value Chart, I have been reluctant to share it
and publish it because there are so many vari-
ables to consider. We will publish a chart with
calipers, pin adhesion targets, and ECT and FCT
ranges in a future issue of BoxScore.
Information from the study, my files, and con-
tainerboard properties identified by the AF&PA

will be our resources.

You will need to take this template and estab-
lished your own chart. The one we publish will
be a good model, but it needs to be adapted to
your specific suppliers and processes. Included
in the chart will be physical properties of com-
mon grades of linerboard and medium that are
typical of domestic production. Imports from
Canada and other countries will not be included;
however I have this information if you want to
contact me directly.

One needs to remember that basis weight or
substance is a poor indicator of strength proper-
ties of the intermediate product of combined
board and the final product of the boxes them-
selves. We only need to go back to the study to
observe that the difference in ECT development
from the “same” containerboards varies as
much as 40 percent among corrugators.
Technology and process controls do have a sig-
nificant impact on the final strength of com-
bined boards. We will continue to seek a wider
participation in the AICC’s Sheet Feeder
Council to investigate this reality.

If you have an Expected Value Chart that you
share with sales, design, customer service, and
production please e mail it to me at
ryoung@aiccbox.org. The information will be
keep confidential. I have several myself that I
carried forward from my former companies. We
are looking for as much input as possible so that

we can all learn from a shared experience.

Ralph Young

Technology and
process controls
do have a signifi-
cant impact on
the final strength
of combined

boards.
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By Kerry Drake, Vice President Sales & Marketing, PackageX Inc and

Ronald Guilbert, Co-Writer

In December 2006, Don Tapscott
published Wikinomics — How Mass
Collaboration Changes Everything in
which he examined how the old busi-
ness models of hierarchy and control
were rapidly “giving rise to powertul
new models of production based on
community, collaboration, and self-
organization”. He compared these
hierarchical, closed, secretive, and
insular multinational practices that
dominated the practices of corpora-
tions in the last century to four princi-
ples that increasingly define how 21st
century companies compete: openness,
peering, sharing, and acting globally.

You don’t need to look far to find out
that times they are a-changing, and
they are changing very, very quickly.
The packaging industry is an excellent
example of an “old-school” business
model that can benefit immensely by
studying and adopting these changes.
Packaging companies that embrace
them will thrive, those that do not
will not.

Consider, for example, your employ-
ees. How many of them are part of this
country’s 81-million “Net Geners”
born between 1977 and 1997? What
do they want from you? Are they get-
ting their information from newspa-
pers, magazines, TV, or radio or do
they turn to on-line sources for their
information and for their community
(FaceBook, LinkedIn, MySpace, ete.)?
Will they accept your hierarchal busi-
ness methods, or will they simply
move on to a better competitor?

Tapscott’s research showed that Net
Geners want to be loyal employees,
but they usually last only about two
years on the job. Some of the reasons
they gave for such an alarming
turnover rate included their reluctance
to accept their current employers’ fail-
ure to adopt collaboration and to office
bans on Facebook participation.

22 BOX

Are you open to using these technolo-
gies or are you afraid to try? Perhaps
you think you are modern enough.
After all, you have introduced several
tools including a company Web-site, a
modern ERP system, and have pro-
vided each sales rep with a Blackberry
or similar device. These may be ade-
quate first steps, but they will not tap
the creativity and loyalty of your
“tomorrow’s managers” .

While these technologies provide part
of the solution to retaining your Net
Gener employees, the tools you adopt
must also help you manage your cus-
tomer’s projects and, more impor-
tantly, tighten your relationships with
them. Your Net Gener employees will
understand these technologies intu-
itively — as will your competitors’ Net
Gener employees!

So what are these new technologies?
They include: collaboration, interactive
portfolio management, and a virtual
community with relationship building
elements. Collaboration is now a famil-
iar concept that has been adopted by
many high- and low-tech companies.

Interactive portfolio management
allows you to add features to your col-
laboration site to respond instantly to
customer inquiries with, for example,
descriptions and pictures of each of
your physical facilities, their key man-
agement personnel, design and manu-
facturing success stories, machines on
site, and the site’s capabilities.
Providing access to a virtual commu-
nity allows your company to build new
and deeper relationships with both
customers and prospects.

Yesterday, we built fences around our
assets, including the people who
worked for us. But today’s younger
employees, yours and your customers’,
expect, and even demand, greater
openness. If you don’t provide it, they
will find it elsewhere. Tapscott says it
this way:

Kerry Drake

“The difference today is that organiza-
tional values, skills, tools, processes,
and architectures of the ebbing com-
mand-and-control economy are not
simply outdated; they are handicaps on
the value creation process. In an age
where mass collaboration can reshape
an industry overnight, the old hierar-
chical ways of organizing work and
innovation do not afford the level of
agility, creativity, and connectivity that
companies require to remain competi-
tive in today’s environment.”

You must take the leap to use these
modern sales technologies with your
customers. We know that change can
be scary. After all, it is easier to con-
tinue doing things the old, familiar
way. But not changing is even more
frightening.

Providing access
to a virtual
community allows
your company to
build new and
deeper relation-
ships with both
customers and

prospects.



Building an Award-Winning and Profitable Niche with
Unconventional Assignments

Many packaging designers, converters and printers
seek the comforts of large customers and long press
runs. This makes good sense. These factors repre-
sent a tried and true approach to profitability. This
traditional model, however, does not represent the
only formula for success. Significant revenues and
promising profits loom beyond standard, cookie-
cutter assignments.

AllpakTrojan offers customers a one-stop option for
a wide range of complex packaging challenges. The
company, headquartered in Renton, Wash., actively
seeks out the most difficult and demanding packag-
ing projects. They want unique and unusual chal-
lenges. Even small runs are welcomed.

“Weird is good!” is the mantra for Wayne Millage,
the company’s innovative president/general man-
ager. “‘We don’t consider ourselves to be in the
packaging business, we see ourselves as problem
solvers,” explains Millage. “We embrace innovation
and never shy away from the unique and
unknown.”

Working together as a team, AllpakTrojan solves
unusual and challenging assignments. Their success
builds organizational confidence, which strengthens
their leadership role. The company knows how to
take ownership of the process and gets all parties
aligned with a common mission.

“The focus is always on the customer experience,”
says Millage. “Our sales force is viewed as the inter-
nal customer and a barometer of how our work is
ultimately perceived. If the sales force has a good
experience, the customer will too.”

The importance of great supplier relationships also
maintains a top priority at AllpakTrojan. The com-
pany gets the most out of every relationship

AllpakTrojan used Color Resolution International’s

TrueColorBalance™ ink process to match the outer
carton of this Krusteas Pumpkin Spice Quick Bread
Box to the customer’s already existing box.

because they seamlessly incorporate outside part-
ners into their multifunctional team. Supplier selec-
tion is based on the partner’s ability to align with
AllpakTrojan’s business model and demonstrate a
compatible strategic mindset. Partners are
expected to bring ideas, new products and techni-
cal support throughout project implementation.

Color Resolutions International (CRI), a leading
ink manufacturer that specializes in packaging inks
and coatings for fine graphic reproduction, has
been a valued supplier for many years. Their
expertise is not limited to ink, but encompasses
knowledge of the entire printing process.

“We enjoy being brought in at the conceptual
stage,” says Paul Fulton, vice president of strategic
accounts for CRI. “AllpakTrojan encourages suppli-
ers to introduce new products and resources, use
their company as a testing facility, provide operator
training and be onsite to help identify and solve
customer challenges.”

The approach is working. AllpakTrojan has enjoyed
double-digit sales growth for the past five years.
During that same period, profit levels have out-
paced the sales increases. It also has generated lots
of industry recognition. This past year,
AllpakTrojan won 35 packaging and printing indus-
try awards. The list of honors includes the Best of
Show Award from the Association of Independent
Corrugated Converters’ design competition,
CorrPack 2006 TAPPI Awards and the FTA
Excellence in Flexography competition (for the
second consecutive year).

Redefining Your Niche

Prospects have not always been so rosy. Not all that
long ago, AllpakTrojan’s business focus was nar-
rowly defined — primarily serving a small cluster of
customers in the electronics industry. Their busi-
ness suffered significantly when a large percentage
of the work in that segment moved to Asia.

In 2002, Millage was brought in to revive the com-
pany. His strategic focus was to diversify the
account base. The new focus targeted growing
companies and aggressively pursued the latest con-
sumer trends.

Today, AllpakTrojan serves some of the best-known
national brands. It also provides creative package
and structural design, fine graphics, commercial
printing and advertising and point-of-purchase dis-
plays for many small- and medium-size companies.
For many of these companies, AllpakTrojan serves

— continued on page 24

Wayne Millage

“Many competito
have the same
tools, but few if
any know how to
develop their
infrastructure to

support the
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full-scope of their

capabilities,” . . .
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AllpakTrojan Shares Insights to Winning Ways

— continued from page 23

as a single-source packaging supplier, taking
projects from concept to completion.

Customer Is King

When serving the most complex niche,
packaging solutions require a thorough
grasp of the customer: knowing the cus-
tomer’s capabilities and their constraints;
understanding the marketplace and the out-
side factors that influence it; and, recogniz-
ing customer expectations and how they
define success.

Top-tier customers, such as Nike, Starbucks
and Nintendo, require higher quality pack-
aging. Graphics play an important role in
their brand image and marketing efforts.
Typical assignments in this market segment
often are filled with complex, not-so-typical
design needs. These customers want inno-
vation, they need more sophisticated solu-
tions and they demand business-building
results.

AllpakTrojan targeted Nike for more than
two years. The business courtship included
a sustained due diligence effort. The team
gathered background, analyzed information
and explored insights to prepare for future
and, at this point, uncommitted assign-
ments.

In 2006, when AllpakTrojan got a foot in
the shoe company’s door, they were set to
hit the ground running. The big break
started small, with a single flexo project.
The opportunity quickly expanded, and the
scope dramatically changed. The second
assignment involved four more-complex dis-
play jobs, with a five-day completion win-
dow. Most companies could not
accommodate these demands. Many would
not even try. For AllpakTrojan — with their
advanced preparation, along with well-
designed implementation systems and capa-
ble human resources — they were able to
deliver. Today, the two companies partner
on numerous packaging assignments each
month.

“Many competitors have the same tools, but

few if any know how to develop their infra-
structure to support the full-scope of their
capabilities,” said Millage. “It begins with
customer intelligence that is supported with
solid mental capital, effective communica-
tion and efficient project coordination.”

It Takes a Village to Build
High-End Niche

Understanding the customer is important,
but it’s not enough. Success in the top-tier
packaging niche also requires superior inter-
nal resources. Companies hoping to com-
pete in this niche must take a long, hard
look within.
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AllpakTrojan constantly focuses on the
internal elements of the business equation.
The ISO 9001:2000 certified company
recently hired an Organizational
Development Manager to help uncover tal-
ent within the company. For years, they
have proudly employed one of the industry’s
highest ratios of support to sales personnel.
The company also uses the latest develop-
ment tools. In fact, the company recently
hosted a Kaizen event for employees and
suppliers to help key team members gain
the confidence to seek out and master chal-
lenging assignments.

One specific example of how the process
works is a recent project with Ghirardelli.
Complex and demanding packaging needs
for the world-famous marketer of premium
chocolate products are recognized through-
out the industry. AllpakTrojan and CRI
recently teamed up on a project that
required multiple shades of brown, includ-
ing solids, shadows, midtones, and high-
lights, as well as blue and gold. The flexo
team met, gathered critical input from CRI,
and devised a solution through the team
approach. The graphics were modified, ink
was formulated, and all the other variables
were defined and controlled. The team
delivered impressive results.

“Ghirardelli was extremely pleased with the
product we delivered and as a result they've
assigned many more projects,” said Bruce
Hutcheon, vice president of sales and mar-
keting at AllpakTrojan. “CRI played a huge
role on this project. They consistently
deliver and are such a trusted partner. On

the Ghirardelli work, they literally came
through with flying colors.”

AllpakTrojan plans to continue down the
strategic road less traveled. They have
proven that “weird” can indeed be good.
The company has carved out a solid niche,
providing value-added services and one-stop
shopping to companies aggressively seeking
innovative packaging ideas. With a
bring-it-on attitude, an eagerness to take on
challenging assignments and strong relation-
ships with trusted suppliers like CRI and
others, the future looks very bright indeed.

Since 1962, AllpakTrojan has been providing
customized packaging solutions for an ever-
increasing customer base. The Renton, Wash.-
based company possesses one of the largest
graphic and structural design teams in the Pacific
Northwest, allowing them to provide customized
packaging solutions. In addition to corrugated
packaging, folding cartons, single-face laminate
and point-of-purchase displays, AllpakTrojan
offers “AstroGuard™” insulated thermal packag-
ing and “CushionFold™” an environmentally
sustainable protective packaging alternative to
foam and wood. AllpakTrojan can be contacted at
www.allpaktrojan.com or (800) 227-7775.

Color Resolutions International (CRI) is an inter-
national packaging ink company focused on
water-based and UV inks for corrugated, flexible
packaging, envelopes, tags and labels, and folding
cartons. CRI uses proprietary InkChemistry™ to
custom tailor inks for any application. The com-
pany provides technical assistance and expertise
in resolving printing issues. For more information
about CRI, visit www.colorresolutions.com or call
toll free at (800) 346-8570.

Allpak’s DRO is a six-color-plus UV vacuum transfer rotary die cutter that is capable of run-
ning at speeds of 11-thousand sheets per hour, while maintaining two-tenths of a millimeter
register from color-to-color.



Please join AICC in welcoming its New Member

Sheet Plant Member

Shaun Hurley

Vice President

Hurley Packaging

2902 Municipal Drive

Lubbock, TX 79403

Phone: (806) 745-5440

Fax: (806) 745-7180

Email: shaun@hurleycompanies.com
Website: www.hurley-companies.com
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Stop roll-to-roll rigmarole.

Mo wonder ColorMaster is such a hands
down favorite. The corrosion-proof
urethane and PLC-based inking system,
which comes up to 220" wide, leaves
wipe roll systems in the dust. Along with

superior graphics and improved coverage,
it has a tool-less blade damp for super-fast
blade changes. Ready to get your paws

: on it or find out more? Call 4104722900
ColorMaster by or visit sunautomation.com.

Look right at us.




Richard M. Flaherty
ICPF President

The Chair Affair was
developed by ICPF
and AIAS to intro-
duce architecture
students to
structural design
careers in the
corrugated
packaging and
display industry.

International Corrugated Packaging

Foundation

Fifth Bi-Annual Chair Affair
Competition

The International Corrugated Packaging
Foundation (ICPF) recently announced its fifth
bi-annual architecture student competition for
the Spring 2009 academic semester.

The Chair Affair is sponsored and co-managed
by ICPF, in partnership with the American
Institute of Architecture Students (AIAS) that
administers the competition. AIAS is comprised
of more than 6,500 members at almost 130
chapters around the world.

The Chair Affair was developed by ICPF and
AIAS to introduce architecture students to struc-
tural design careers in the corrugated packaging
and display industry. The competition addition-
ally challenges architecture students, working
individually or in teams, to explore a variety of
issues related to the use of corrugated board in
design, construction and production.

The competition is open to architecture and
design students in North America. Competition
entries will be the work of individual undergrad-
uate students (freshman, sophomore or junior);
or teams consisting of all freshmen, sophomores
or juniors, or combination. Architecture seniors
or graduates may participate on a team, but the
team will consist of at least 50% freshmen, soph-
omores or juniors, or combination. Submissions
will be principally the product of work in a
design studio, building materials class, design
charrette, or a person’s spare time.

Chair entries will be constructed only of corru-
gated board and glue, and must elevate a user of
an undetermined size off the ground comfortably
for an extended period of time. Evaluation crite-
ria includes clear and easily comprehendible
design; originality; ergonomically comfortable;
aesthetically pleasing; and cleverness of craft and
details.

The postmarked deadline for entries is March
12, 2009. Judging will occur in two stages with
the top six designs displayed and judged at the
2009 American Institute of Architects National
Convention and Design Exposition in San
Francisco. On April 1, 2009 the six finalists and
the four merit awards will be announced.
Finalists’ chairs will be displayed at the National
Building Museum in Washington, DC, July 23-
26, 2009.

The top ten winning students/teams will receive
cash prizes totaling $4,500.00, with the top two
prizes being $1,500.00 and $1,000.00. First and
second place winners will receive their prizes
during the annual Fall meetings of the
International Corrugated Packaging Foundation
and Association of Independent Corrugated
Converters on October 5-7, 2009 in Las Vegas.

The winning entries will be displayed on the
ICPF and AIAS websites, appear in various
nationally read articles published by ICPF, and
in the Fall 2009 issue of Crit, Journal of the
AIAS.

Visit www.careersincorrugated.org for more
competition details.

Second Annual Fundraiser

Another Success

ICPF Announces Next Holiday
Weekend in New York

Scheduled for December 11 & 12, 2009

This past December, ICPF’s second annual
Holiday Weekend in New York fundraiser posted a
record of 20 companies participating and provid-
ing tax deductible contributions to ICPF educa-
tional operations. ICPF wishes to thank the
executives and spouses from the following compa-
nies for their support: Amtech, Atlas Container,
Bates Container, Board Converting News, The
Bobst Group, Color Resolutions International,
Esko, Fitzpatrick Container, Gerber Innovations,
JB Machinery, Lansmont Corporation, MichCor
Container, Mid Atlantic Packaging, Packaging
Corporation of America, Pratt Industries, Simpson
Paper, Sumter Packaging, Temple-Inland, Testing
Machines, Inc., Triad Packaging, the Association of
Independent Corrugated Converters, and the
Fibre Box Association.

Conducted as a social weekend with free time for
shopping and touring, this year’s ICPF participants
began with a Friday evening reception hosted by
Mike Harwood and Pratt Industries in Mr. Pratt’s
home overlooking Central Park at the Sherry-
Netherland. Views of New York were spectacular,
including a panoramic view of ice skating in the
Park’s Wollman Rink, which has been a regular
scene this winter in commercials, TV programs
and movies. The Saturday Broadway matinee,
Jersey Boys, also was a special hit with the ICPF

— continued on page 28
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couples, and it is clear why it had been a
sold out performance for over a year.

This year’s planned surprise for partici-
pants was Marion Scotto’s visit during the
Saturday night reception and dinner at
Fresco by Scotto restaurant to personally
sign the ICPF menu and Scotto Cook
Book. The cook books were provided to
participants as an ICPF holiday gift by The
Bobst Group. The diverse Italian dinner
served by the Scottos that evening was as
good as earlier reported on The View,
Today Show, Extra, and The Ellen
Degeneres Show.

John Bird, CEO of JB Machinery, summed
up the ICPF group’s responses to the week-
end. “It was wonderful to be able to mix
with industry peers in a totally informal
and social environment.” New ICPF
Partner, Steve Gore, President of Gerber
Innovations, indicated like many others
that he is looking forward to attending for a
third time next year. And, he can be
assured that ICPF already has begun plan-
ning for another new and unique holiday
weekend venue.

The next Holiday Weekend in New York is
Scheduled for December 11 & 12, 2009.
The annual NYC event is conducted on the
second weekend following the
Thanksgiving holiday weekend.

Contact rflaherty@icpfbox.org for more
information.

Innerpac Pledges $50,000 to the
International Corrugated
Packaging Foundation (ICPF)

ICPF is pleased to announce that new
CorrAlliance Partner, Innerpac Inc. has
pledged $50,000 to support the
International Corrugated Packaging
Foundation.

“We are pleased to support the educational
and recruitment initiatives conducted by
the International Corrugated Packaging
Foundation,” said Gene Marino, Jr.,
President and CEO of Innerpac. “This past
year, I personally had the opportunity to
see the value of ICPF’s efforts when I was
invited to serve as one of the industry
panel speakers during the ninth annual
Careers in Corrugated Teleconference

broadcasted live to 15 packaging and
graphic design schools across the country.

ICPF Chairman Mike D'Angelo of the
Bobst Group commented, “Innerpac is the
best kind of partner to welcome to the
ICPF CorrAlliance because it has invested
both precious time and resources to the
important mission of ICPF. We're grateful
to Gene for speaking at the teleconference
and for following that up with a pledge.”

Innerpac is a leading innovator and manu-
facturer of specialty custom corrugated
and chipboard partitions in the United
States. Products and services include
corrugated interior packaging, corrugated
partitions, chipboard partitions, protective
packaging, recycled packaging alternatives
and custom packaging design services.
Since its founding in Cicero, Illinois in
1986, Innerpac has grown to five manufac-
turing facilities across the country, which
includes locations in El Paso, Texas and
Keene, New Hampshire, and most recently
Sante Fe Springs and Stockton, California
with its September 2008 acquisition of
Bar-A-Enterprises.

Student Internships and
Work Programs
A Valuable Recruiting Tool

The International Corrugated Packaging
Foundation has begun its 2009 campaign
to identify internship openings for packag-
ing and graphic design students at corru-
gated manufacturing and design facilities
around the country. ICPF encourages
AICC and FBA members to notify ICPF of
anticipated openings for this summer or
the upcoming fall semester. ICPF will then
alert faculty and students of the potential
positions in your area or region.

If you are contemplating creating a new
opening for a student this year, ICPF has
acquired guidance from faculty and former
intern employers that will be helpful.

Employers are expected to serve as
mentors to students participating in
internships and work programs. Rotating
the student from area to area also allows
him or her to experience different opera-
tional issues. Student internships are more
structured than work programs, since

students are often graded on the experi-
ence. Following is a cross section of stu-
dent internships and work experiences as
reported by corrugated companies and
faculty this past year.

1. We believe the key is to have a set
agenda for the student that touches on all
aspects of the business so the student
worked on multiple projects. One project
involved tracking data for our molded
foam cushion operation. Student also pro-
vided a study comparing the density of
various foams that we can use in this oper-
ation. Student worked on various projects
from design of cartons to POP displays.
Student was very helpful in assisting our
design engineers during busy times. We
would love to hire the student. The stu-
dent (connection provided by ICPF) is a
very talented individual and possibly the
best intern we have had.

2. Student performed quality checks of NA
press samples to be used as the color tar-
gets for subsequent press runs. Audited,
corrected and reorganized the inventory of
process print standards utilized by print-
ing. Informally supervised the temporary
employee involved in the process print
standards project. Assisted with ink formu-
lations and draw downs for customer color
samples. Performed several back exposure
tests for digital thermal plates. Assisted
with plate making process control manual.
Led the intern project of designing and
replacing the Intern Employer Day
exhibit. Developed a Process &
Development Team training presentation
(excellent job with minimal guidance).
Created a library for spot colors in
Kaleidoscope for proofing. Learned the
basics of Esko’s Packedge and the Epson
4800 proofer. Participated in customer vis-
its and other press runs.

3. The duties included understanding and
navigation of corporate database, compre-
hension of artwork development process
for accurate qc and billing preparation,
comprehension of graphic materials and
associated costs for accurate and efficient
graphics invoicing, accurate and thorough
qc inspection of supplied artwork to HP,

— continued on page 29
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colorkey, contract proof, and LEN files.
Student performed very well in all of these
duties and contributed to the overall suc-
cess and growth of the department.

4. Prepress — assisted with daily depart-
ment activities; color management; ICC
profiling; fingerprint reading and analysis.
Quality — assisted in troubleshooting print
quality complaints; collection of data for
edge trim study; film evaluation.
Production — spent hands-on time with
each production department — pressroom;
prepress; converting; ink department;
observed and performed duties as press
assistant.

5. Student has assisted the technical serv-
ice and R&D with the design of a corru-
gated box for the marketing department,
preflighting jobs on Kodak Prinergy rip,
imaging and processing digital flexo plates
for customers, flexo gauge study, per-

The series will offer
six modules:
« General Safety
= Material Handling Safety
« Flexo-Folder-Gluer Safety
» Diecutter Safety
« Stacker Safety
* Corrugator Safety

formed flexo shrinkage test, evaluation of
new Shore A equipment, designer of cus-
tomer posters, and performed analysis of
customer press characterizations, plate ink
compatibility test, and UV light frequency
evaluation.

6. Student has worked in our National
Applications lab for Packaging Inks as a lab
technician. He has performed testing,
assisted on press runs, and milled inks.

7. Student designed point of purchase
display renderings/concepts for multiple
customers, developed themes or messaging
for a variety of projects, assisted with proto-
types and prepared production files for litho
and flexographic printing. She worked with
our graphic designers and structure depart-
ment to develop a variety of display illustra-
tions. She also designed materials for
internal and external presentations.

To Order:

www.aicchox.org/store

Association of Independent
Corrugated Converters

113 5. West Street
PO Box 25708
Alexandria, VA 22313

New SafetyFirst
DVD Series

8. Prepress Technician — processing digital
files to create impositions to be plated for
press. Assisted with proofing, inventory,
and QA.

Some packaging and graphic design pro-
grams require up to two full semesters of
internships at one or two employers in
order to qualify for graduation. The intern
is required to work full time during the
standard work week. A very few employ-
ers provide housing, but most provide
assistance finding housing. The average
pay across the nation is currently $10-
$12/hour, with overtime compensated
using standard company policies.
However, student internship and work
program salaries vary from area to area,
with the students being paid in relation to
the work they are expected to perform.

Contact rflaherty@icpfbox.org for more
information, or to alert ICPF of any stu-
dent internship or work program openings
anticipated this year.

Assoclation of
Intlependent
Corrugated Comverters

877-836-2422 toll free
703-836-2422
703-836-2795 fax
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THE FINAL SCORE

Take Advantage of the Times

This column is a bookend
to the one written by Jerry
Frisch at the front end of this
issue of BoxScore. His is a great
reminder to all business owners
that frequent and direct commu-
nication with employees is criti-
cal, especially in these economic
times. He also stresses that
everyone in the company has to
double the tempo and recommit
to the customer, the company
and its well being if their futures
are to be secure.

This is sound advice, but even
with the best efforts, economic
conditions in our industry and
others are going to mean that
people will be let go, downsized,
RIF-ed or just plain fired to
reduce costs. The headlines are
all around us, and in our own
industry the second largest player
has sought to reorganize under
Chapter 11 of the bankruptcy
laws.

On page 11 of this issue we've
printed a great article by Mitch
Klingher, CPA, Principal of MS
Ackerman & Co., Fort Lee, NJ.
Mitch’s 10-point “The
Independent Boxmaker’s
Economic Survival Guide.”

In this article Mitch gives a sim-
ple blueprint for your company’s
economic survival. All are good
points to remember, but two in
particular stand out. Mitch’s
point 5, “Search for Talent Now,”
and point 6, “Lock in Your Key
People...,” remind us that the
best companies are
conscientious about attracting
and retaining outstanding
employees. And of this current
economic situation, says Mitch,
“Although this is the time to
reduce fixed costs, it also may be
a good time to “upgrade” your
personnel and it is always a good
time to find a new salesperson.”

This is a great opportunity for
independent: finding good,
experienced people who want to
flourish in an independent, entre-
preneurial environment. Not too
many years ago members I talked
to had a common complaint: it
was difficult to find good workers
who brought a good attitude, a
dedication to the job and compe-
tence in their skills. Whether in
production, plant management,
customer service, design or sales,
there just weren’t enough good
people to fill the jobs. Now the

Steve Young, AICC President

landscape is changing. Baby-
boomers who were contemplat-
ing retirement in a year or two
now look at shrunken 401k
statements and face the cold,
hard fact that they’ll have to
keep working far longer than
they anticipated. Industry
professionals who have put in
many years now find themselves
out of a position as a result of a
merger or plant closure. So what
was at one time a mounting
talent crisis in our corrugated
manufacturing companies is now
a talent surplus.

In every seemingly negative
situation there’s a silver lining.
In the corrugated packaging
business, the struggles and chal-
lenges which some companies are
facing can be worthwhile oppor-
tunities. Be on the lookout for
good people with good attitudes
and dedicated work ethics.
These good, experienced
corrugated professionals will be
looking for new opportunities,
and they’re likely to thrive in the
creative and entrepreneurial
environment.

Steve Young
President
AlCa
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Want to take
production to

the next level?

RapidSet from Martin
eliminates most of the stops.

RapidSet’s ability to set-up while running means that the
only time you stop is when you want to. Each print station
is accessible from a 7'/ foot tall work space giving
RapidSet all the advantages of a high board line
press without the need to elevate the entire line.

RapidSet and other Rapid machines are available as
Flexo-Folder-Gluers and Rotary Diecutters in every size
from 25"minis up to 86" jumbos.

Martin @

Bobst Group North America
146 Harrison Avenue Roseland NJ 07068 | 888.226.8800
274 Labrosse Avenue Pointe-Claire | Québec HI9R 5L8 | 514.426.3030



