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to be the norm in the general print-
ing industry (ineluding binderies)
and the in-plant printing field, Loo
Perhaps many think this speedup
phenomena is peculiar to their com-
pany; however, our sales stat;
show otherwise. As the largest
manufacturer of indexing products
in the United States, Avery Spe-
wialty Products has a good feel for
the pulse of the printing and graphic
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in general hefore we look at the
slandards within printing, Over the
last decade or 2o, any number of
American manulaelurers have found
that foreipm companies have stepped
up eompetition for both T8, and
overseas eustomer markets, Every-
Lhing Trom aulos to textiles, to
eomputers and more, the fight ia on
Lo hasled anto markel e, And, in
many corners, also growing is the

Kerry Freeman. documents coordingtor for Siemens Medical
Electronics, discusses job with Wade Caruso. Avery Specially Products
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will begin to make the same de-
nuands for speed on its printing and
reprographic stalf. Burke Stinson,
arepresentative of ATET which is
reported to have eat ite time for de-
veloping new phones from two
years to one relays, “At AT&T pre-
viously, the market was onrs and
there was no undue emphasis on
speed. In Lthe B0s, the country
speeded up after realizing thal ils
part of the world economy. The
speed factor began to Louch every-
thing thal we do, including our
printing. At AT&T, electronic mail
and facsimile (fax machines) has put
a time emphasia on printing that
makes waiting for days for each
step to become intolerable. Our em-
phasis is on gelting documentation
such as backup materials for cus-
tomers fasler, Customers also now
have more say. It's no longer boiler
plate cop; uusmmizatin'n and
speed is now a major factor in these
times, since we are now longer a
monopoly and are parl of the world
economy.”

Born in the Fast Lane

Companies born in the 80s geem
to be riding in the fast lane, notes
Kerry Freeman, documenta coordi-
nator for Siemens Medi
tronies of Massachuserts,
is a worldwide company, but this
division is only a year old. We make
mieroprocessor-controlled equip-
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menl for menitoring heart rate,
BEEGs, and =0 forth. Each piece of
equipment reguires operating man-
uals that change every three to six
months, 20 we're in g constant state
of change. Since we're new and
growing rapidly and producing
more products and higher volumes
of each kind. We've been constantly
speeding up since we began,” says
Freeman. “To keep our 400-page
manuals readable, we needed tah
dividers and rely on Avery's quick
serviee, as well as similar two-day
service from bindery companies.”

When asked about this rush-rush
phenomena, everyone mentions the
fact that today the overall pace of
business in America has sped up 20
dramatieally that it’s a fait aceompli
from which there iz no turning
back. Each company that responds
to the demands for faster produoe-
tion in turn adds to the norm of
expectations for the fastest ser-
vice—we are in the mi
reaction. “We want qua].lty price,
and we want i fasl,” summarizes
LRon Fortney, corporate purchas
manager for Towers Pervin (a wur]d‘
wide compensation and manage-
ment, consulting fiem). “Our elients
are the whole range of industrial
and service businesses and there ie
a different pace of business today
becausze of the ‘enablers’ such as
Avery Specialty Produets and Fed-
eral Express. They are making the
fast service market and we are
responding to it. If we went back
abont 20 years, business was mainl,
done by mail. Federal Express
changed that, In terms of our dupli-
cation and printing (for example
our commitments Lo deadlines in
bidding on business, all done on
paper where we need Lu come in on
time with our materials) Avery is
doing what Federal Express did—
changing the market.”

Similarly, Janis Carter, purchas-
ing agent, John Hancock Mutual
Life Insuranee in Boston, who has
been handling all commereial print-
ing needs for her firm for 22 years
says, “They want everything yes-
terday, They need Labs for propos-
als to prosepetive clienta, manuals,
miscellaneous binders for the sales
field force, or for major presenta-
tions Lo companies and our main
philosophy is customer service in-
cluding giving the customer what

he wants in a timely manner, What
“imely manner” means has been
changing, Everyone is expecting it
to be guicker, It used to take four
weeks for tabs, then two weeks,
then five days, and now two days.
At today’s pace, especially in the
Tast two to three years, I've noticed
everyone is looking for things in a
rush. A lot of it is needing to get in-
formation to the field very quiekly
so that they can sell products and
stay ahead of the competition. We
need our field people kept abreast
of the latest, so when the print
orders come, it's usnally with the
ion, “How fast can you get this

In-plant managers are advised as
we head into the 90s to remember
ta be selective in choosing an
outside supplier and making out-
side purchases hecause your clients
are pxpecting not unl}, the best
work, but the fastest Loo, even
when it’s not a rush.

We at Avery Specialty Products

| are currently involved in our own

restructuring to allow us to keep up
with the growing market demands.
Thiz year il was two day
guaranteed service (PRO-2). Next
year? Who knows., L]

Jme M Crescecks i dfivector of marketing for
Avery Npecilty Protycts, the largest suplier of
cusgont fndioig products in the 15




