
Selling commercial printing has changed 
over the years just as virtually everything 
else having to do with commerce in this 
country. As lead type went to �lm �ats 
which gave way to electronic �les, selling 
printing has moved from taking the order to 
consultative selling to today�s relationship 
selling techniques.  Relationship selling 
involves a much deeper approach to learning 
the customer�s business and building a 
bond that will hopefully yield a long term 
relationship.  

�e account that you can �sell once� and 
yield business for many years has been gone 
for some time.  �ere is no such thing as 
an annuity account today, one that is sold 
on your company, its people and products 
that these attributes do not have to be 
resold on a daily basis. And no longer is it 
just the salesperson who sells an account, 

it�s everyone who comes into contact with 
the customer on any given day. Long term 
business relationships must be cultivated 
and constantly monitored to make sure we 
stay ahead of our competition.  A successful 
print sales approach must continually seek 
ways to add value or our competition will.  

Speaking of our competition, they have 
changed also.  �e disparity between sizes 
of printing companies has widened.  �e 
bigger printing companies are getting bigger 
giving them more buying power for raw 
materials which can make up over 50% of 
some web print jobs thus increasing their 
success rate. Knowing your competition 
and selling to your companies strengths is a 
must in today�s print sales.

Cycle times for completion of jobs have 
also compressed.  As recent as �ve years 
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Growing world markets and the evolution 
of technology continue to change the way 
we do business. �ese advancements have 
in turn developed emerging digital and 

global economies in direct competition to 
our printing partnerships. Today more than 
ever there is a need to access speci�cally 
targeted market segments with purposely 
designed printed material. At Walsworth 
Publishing Company we recognize the need 
for advancement and innovation to meet 
our customers� growing needs. �e need 
to revolutionize goes to the heart of our 
organization, to our people and how they 
work for you. 

I would like to take this opportunity to 
introduce myself as the current participant 
in Walsworth Publishing Company�s 
Manager Training Program. A third-
generation Walsworth employee and 
veteran of the United States Army, I 
hold a bachelor of science degree from 
Northwest Missouri State University in 
Business Management and Marketing. Our 
program of seventeen months is comprised 
of comprehensive training across ten 
departments. �e forward looking program 

Jacob Gordon
Manager Trainee
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Jacob Gordan stands next to a stack of folded press sheets that are ready to go into the bindery.
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Walsworth recently exhibited at the American Solutions for Business winter trade show.  
�is year�s winter show was held on Saturday, March 2nd at the Hilton in downtown 
Minneapolis, MN.

�e trade show is held semi-annually so that American Solutions for Business sales 
representatives have the opportunity to attend seminars and meet with potential vendors.  
�is was Walsworth�s second opportunity to display at the show and we were extremely 
pleased with the volume of tra�c that visited our booth and look forward to displaying at 
future shows.

prepares �exible and innovative leaders in our organization for seamless transitions in 
leadership roles. In observing the breadth of our production capabilities and possessing an 
all inclusive view of our processes, manager trainees learn the �ne details of printing while 
bringing original views to our current organization. In creating a broader pro�le for leaders 
in our organization we are continuously improving our personnel to �t the emerging roles 
of a commercial market.

�e training sequence mirrors actual work�ow, allowing trainees to participate in daily 
production from machine operation to department work�ow observing procedures and 
providing feedback. �e program �ttingly began in Commercial Customer Service where 
I immediately began communicating with our customer base. Training here focused on 
detailed planning for multiple version printing, variable data, complex mailing, mailing for 
ful�llment and a quality focus to achieve our customers� desired product. In performing 
customer service duties I attained the personal ownership our people have with Walsworth 
customers and their products, building the foundation for our training program.

Training in each department is fully involved and provides great insight across our 
production lines. In Quality Assurance, I personally wrote standard procedures for 
testing binding strength of our PURfi adhesive; �ex and pull testing measures will ensure 
superior binding across our �nishing processes. In Prepress, I observed the advances 
of digital work�ow and our Prinergyfi Work�ow Systems, demonstrating the blending 
of modern digital technology with conventional printing and binding. In Sheet-Fed 
Press, I participated in annual press maintenance, taking note of its correlation with 
consistent quality printing. As a trainee the opportunity has been a�orded in a number 
of departments to work with Walsworth�s 5S quality initiatives to analyze work�ows 
in conjunction with our safety and quality procedures, continually improving our work 
environment promoting the highest quality production.

Currently you can �nd me training in our Bindery operations learning the techniques 
of �nishing and shipping. To this point through the training I�m amazed at the degree 
of insight I�ve gained in Walsworth�s production capabilities and look forward to future 
training thru September 2008. �roughout the program I have had the opportunity 
to work with a number of our customers and look forward to future experiences. By 
embracing our future as a company through our people and our leadership we are ensuring 
our printing partnerships.
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Attending were Sallie Buck, Bryan Atterbury and David Sutch.
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Walsworth has recently added new mailing 
equipment to our saddle stitch bindery 
line in the Omaha facility.  We installed 
Domino Bitjet, Surefeed Vacuum Transport 
Mail Table, Visions Systems Axode 60 
Single Camera Unit, Check Weigher 
System and Rima RS12 Counter Stacker 
with Townsort and Divert Gate.

�e new equipment provides Walsworth 
with high quality inkjet capabilities.  It also 
gives us the ability to sequentially number 
booklets while providing weight veri�cation 
to con�rm that no books are missed, which 
is critical in the testing industry.  For 
additional information about our mailing 
capabilities please contact your local sales 
representative.
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ensure that replanting occurs from any 
harvesting of timber and prohibit the use of 
hazardous chemicals in the management of 
timberlands. Walsworth is going through 
the auditing process to become a certi�ed 
vendor of both FSC and SFI.

Peter Finke, Walsworth�s manager of 
process development, led the charge of 
preparing the company for the FSC and SFI 
certi�cations. He has worked with various 
departments to ensure they will know what 
they need to do as part of the auditing 
process. According to Finke, the �green 
initiative� was generated from customer 
input.

�Customers started asking us about 
materials that are environmentally smart to 
use,� said Finke. �One of those things would 
be paper that comes from a sustainable 
source. �ese types of practices are a better 
move for us as a society.�

�at was also the majority opinion of 
those people that Walsworth surveyed 
earlier this year, when trying to gauge the 
environmental awareness and interest of 
its customers. More than half of those 
polled indicated that it would be important 

to them if their books were produced in 
an environmentally conscious way. �ose 
survey results, in part, were a factor in 
convincing the company the FSC and SFI 
certi�cations made good business sense.

However, the auditing process isn�t easy. 
Companies must prepare a written set 
of procedures that cover the handling, 
processing, purchase and sale of certi�ed 
materials, and also be able to provide that 
documentation to potential customers. 
In addition, all appropriate sta� must be 
trained on how to handle the materials.

�Our hope is that after we come through the 
pre-audit, they will schedule us for the full 
audit some time this summer,� said Finke. 
��en two weeks after the audit, we�ll have 
the certi�cations. It will sort of be like 
getting your diploma.�

Walsworth is about to 
become even more appealing 
to customers looking for an 
environmentally friendly 
printer.

Joining the growing ranks 
of companies looking to �go 
green,� Walsworth recently 
completed the �rst step in 
the process toward becoming 
a publisher that o�ers paper 
certi�ed by two of the leading 
environmental groups in the 
industry. 

�e Forest Stewardship 
Council (FSC) and 
Sustainable Forest Initiative 
(SFI) are both organizations 
that prevent the harvesting 
of Old Growth forests, 




