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Fed Postpone Health Ref orm Requir ement
The Obama administration announced that it was postponing the
requirement for employers to report the cost of health 
insurance on an employee's W-2,saying the delay is necessary to
give employers time to comply with the requirement.The IRS's
2011 W-2 draft form includes an optional line for employers to
report the cost of employer-sponsored health insurance 
coverage. For more information contact Jim Kyger at 
800-742-2666 or jkyger@printing.org.

PIA Takes Issue with DO T Rules
Printing Industries of America submitted comments opposing the
Department of Transportation's proposed changes to regulations
governing the classification of flammable and combustible liquids
that are being transported domestically.The proposed changes
would eliminate a domestic exception that allows for 
reclassification of "flammable" materials with flashpoints,such as
waste cleaning solvents,as combustible liquids.Under the 
regulations,materials with flashpoints greater than 100ºF but less
than 140ºF are classified as flammable substances.However, they
can be reclassified as combustible substances if they are 
transported domestically.Companies that ship more than 1,001
pounds of flammable substances must register annually with the
DOT and pay a fee of $275.Those that ship greater quantities are
subject to security plan requirements.It is important to keep the
ability to reclassify waste solvents as combustible, as most printers'

hazardous wastes are waste solvents falling into the "combustible"
flashpoint range, and those printers shipping as few as two drums
would have to register with the DOT and pay the fee.We will keep
you posted on any developments.

Tips From the Printing Industries of America
Exper ts
Jim Kyger, Dir ector , Human Relations, offers this tip on
submitting y our ann ual W-4 notice:

There is a little known IRS regulation that requires employers to
remind employees to file an amended W-4 if they had some
changes since their last W-4 was filed.The notice must be 
provided by December 1 each year. Paycheck inserts might be the
best vehicle to alert employees.There are a variety of withholding
calculators on the www.irs.gov and www.payckeckcity.com web-
sites that can be helpful.Note: employees may want to adjust their
state and local law withholding as well if applicable.

The exact IRS regulation is Reg.31-3402(f)(2)-I (c)(3) which
requires employers to remind their employees to file an 
amended W-4 if their filing status,exemption allowances,or
exempt status has changed since their last filing of their form 
W-4.

Cr oss Training Your Workf orce Can Head
Off a Crisis
It's better to be prepared.What happens when the
one employee who knows how to fix paper jams in
the photocopier goes on vacation? It may be a 
facetious example, but it's real risk:when only one
employee knows how to do something,you could
face real problems if he or she is unavailable for any
reason.Cross-training your workforce can prevent
catastrophe. But before you start, make sure they
understand the reason behind cross-training and how
it benefits everyone and follow these 
guidelines:

Anal yze your needs. Identify potential gaps in your
workforce - tasks that only one or two people can
perform adequately.Also, determine what level of
training you want:Do you need employees to
become expert, or just good enough to fill in 
temporarily?

Initiate training. Once you know what knowledge
and skills need to be shared,work up a schedule so
employees can get started.Make sure your 
employees are following through;talk to trainers and
trainees separately and cut through problems and
communication issues.

Test people . At some point,ask people to switch
jobs or tasks and evaluate how well they can 
perform the skill they've been cross-trained in.If 
necessary,propose a second round of training to get
the new skill firmly established.

Reward people . Express your appreciation both to
trainers and learners.If you plan any kind of tangible
reward,be sure they're equal in value so neither side
feels less important to the cross-training effort.

(Adapted from the Fistful of Talent blog)

Rules for Texting At Work
Is It Time to Update The Personnel Manual?
Does your company manual address text messaging?
Most employees keep cell
phones on their desks,and
many text during the workday.
Done excessively,texting
could be disruptive and ham-
per 
productivity. But should a
company have a specific rule
about texting added to the
employee handbook?

The short answer is no. Phone calls and texts are
only two examples of the many personal pursuits
that can make people less productive.Instead of
adding a rule about texting,your company should
develop a general guideline which indicates that 
during work hours,employees are expected to avoid
engaging in personal activities which interfere with
productivity. Providing examples would be helpful,as
long as the policy clearly states that the list is not
comprehensive.Introduce the new policy in a staff
meeting,allowing time for questions and discussion.If
texting has been a particular problem,then that issue
should be addressed on the spot.If over-texting 
continues to be a problem for some, the situation
should be handled individually.

Excepted from "Is Texting A Problem At Work?" by Marie G.McIntyre for
SunHerald.com.
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A Message from the Chairman
A man walks into a
church.

He kneels before a marble
statue of the Virgin Mary
and prays,"Blessed
Mother, please let me win
the lottery this week.I
lost my job, and need
money to provide for my
family."

A week passes,and the same man walks into
the same church,kneels before the same statue
and prays,"Blessed Mother, please let me win
the lottery this week.My wife and I have both
lost our jobs,and we need money to provide
for our family."

The next week,the same man walks into the
same church,kneels before the same statue
once again and prays,"Blessed Mother, please let
me win the lottery this week.Our house is in
foreclosure,and I need the money to provide
for my family."

Suddenly there is a crash of thunder and a flash
of lightning,and the marble statue leans over
and whispers into the man's ear, "Buy a ticket."

Forgive me for telling a joke that is so close to
the terrible reality that many Americans have
faced in the past 24 months.You will,I hope,
take it in the spirit in which it was offered:to
help make a point about your membership in
PIVA.

Members and prospects often struggle with
finding value in belonging to PIVA. "I just don't
get anything out of it.I pay my dues,but what
do I get in return? How can I justify the 
investment?" you ask.

Your PIVA membership works just like the 
lottery.You have to play to win.

If you don't call when you have a question,don't
read the newsletter, don't attend events,don't
enroll in a member discount program and don't
participate in a seminar, your membership will
be worthless.It's only when you are an active
member that you can 
appreciate the value of belonging.

So, take advantage of your member discount the
next time you buy software or ship a job by
UPS.Send your production manager to a 
seminar to learn about increasing productivity.
Visit the PIA website and research a new 
compensation plan to motivate your sales force.
Enter the Best In Print competition,reward
your employees for a job well done and present
your customers with credible evidence that they
are working with one of Virginia's finest.Attend
a webinar and be prepared the next time OSHA
comes to call.Save money on your healthcare
benefits through our alliance with VADA. You
will get out of your PIVA membership exactly
what you put into it.

Susan Higgins
Chairman

Food for Thought
Do not be angry that you cannot make others as you wish them to be,since you cannot make yourself 

as you wish to be.

Members Making Ne ws
Good Printers, Bridg ewater
Join us in congratulating Good Printers for winning the 2010 Best Workplace award!

B&B Printing, Richmond
expands to offer new integrated printing and mailing services.

Zooom Printing, LLC , Richmond
has been named to the prestigious Inc. 5000 list,a compendium of the most entrepreneurial and fastest
growing private companies in America.

UPS® Savings Program 

PIVA has partnered with UPS to develop a savings program specifically designed to advance member companies’ overall efficiencies
and lower shipping costs! This specialized program offers discounts on customized solutions for all of your shipping needs from small
packages to palletized freight with UPS and UPS Freight.

Whether you are shipping small packages or LTL shipments (150 lbs or more) via UPS Freight,our advanced technology makes it
convenient and easy to process shipments,track and reconcile billing.The PIVA/UPS Savings Program offers free enrollment for all
members,with no fees or minimum shipping requirement.

Save up to 30% off UPS Expr ess® air and international shipping
Visit http://www.savewithups.com/enroll/ for UPS Package Discounts,more details 
or to Sign up now!
Use promo code EAS452 to enroll or call 1-800-325-7000

Save a minim um 70% on LTL fr eight shipping
Visit http://ltl.upsfreight.com/services/Association/Enrollment.aspx?a=PIVA for UPS Freight Discounts,more details or to Sign up now!

For more information on your PIVA Savings Program discounts or to receive a free savings analysis,please contact your dedicated
UPS Association Team.

Phone:866.443.9303,ext.4080
Email:Associations@upsfreight.com

Alr eady have a UPS or UPS F reight account? Call your dedicated UPS Association Team today to see how it compares to
the PIVA Savings Program.

PIVA Chairman
Susan Higgins

Wor th Higgins &
Associates, Inc.



Did y ou kno w that taking a just few
minutes time to pay attention to your 
customer's history can save you thousands,
and even hundreds of thousands of dollars?

Remember when we were kids? We were
taught to 'Stop, Look,and Listen' before
crossing the street.The same logic applies
to extending lines of credit to your 
customers.Take the time to check out the

information BEFORE YOU HAND OUT YOUR CASH!

An account recently placed for collection with Printing Industry
Credit Bureau had an established history for not paying its bills;
the company was a repeat debtor who had to be sued for pay-
ment.This same debtor, having found a new printer to victimize,
had actually listed the prior printer, who sued for his money,as a
trade reference.

Had the new printer taken a moment to 'Stop, Look & Listen'
he would have realized this was not a good credit risk and
would have insisted upon cash in advance.

Take advantage of the free tools provided by Printing Industry
Credit Bureau and determine before the money walks if a cus-
tomer is worthy of your trust. Riskee Business provides mem-
bers of the PIA family FREE unlimited access into our extensive
database to verify if a customer has previously been placed for
collection.Our 'RESOURCES' is the web-link portal to sites
sponsored by various government agencies that provide public
information regarding corporate registration,business licensing,
court and land records,and UCC lien records.

For more information contact Printing Industry Credit Bureau
at 847/265-0400 or visit us on the web at www.picb-us.com.

Thr ee Key Players for a Successful Staff
A great staff doesn't just need the right people - it needs the
right combination of people.You can't just pick employees ran-
domly for your workforce.Avoid potential conflicts and duplica-
tion of skills by targeting these distinct skills:

*  Technical expertise. Look for people who understand the   
tools needed to succeed,not just in equipment,but 
in knowledge.

*  Problem-solving.Identify those with experience analyzing 
and solving the challenges your team is likely to confront.

*  Interpersonal skills.You'll need team members who can  
lead,persuade, and get along with people on your team and 
outside it.

(Adopted from the BusOp1 website)

The Latest Scam
A member's personal email account was hacked and the scam
artist sent emails to his entire list saying that he was on a 
family vacation in Europe and had been mugged losing all of his
money and credit cards.The email also reported that while he
went to the Embassy and the police, they weren't able to help
with his financial plight so he needed the friend's help with

money right away.This is a new twist from the folks who usually
want you to launder their stolen money or tell you that you
have just won a lottery you never entered.

The "80/20/30 Rule"
How many times have you questioned whether it is worth 
keeping an account? Consider the "80/20/30 rule" which is the
proposition that you'll boost your profits by 30% if you get rid
of the 20% of your customers who cause 80% of your 
problems.Even if these percentages don't fit you,everyone has
one or more customers who fit in that 80% category and
should be re-evaluated as to whether their business is worth
retaining at normal pricing.

Gold From Dr oss
We all spend a lot of time checking the credit worthiness of
new prospects.However, correctly handled,there’s gold to be
found in accounts whose credit record is weak.Simply because
many firms will not sell to them on credit,they can be charged
higher prices.Of course, you have to be careful.Get full 
financial disclosure including bank and trade references and
check them out.Ask for personal guarantees,bank letters of
credit,and security arrangements.Limit your exposure by 
making one-time sales of manageable amounts to see their
response.

Attention Mana gers: Call Your Off ice
An excellent use of management time is to call
the main number of your business to see what
an outsider’s experience is like.If there is more
than one path (perhaps an 800 number),call that
too.This checking process is doubly important if
you use the automated response approach.The
internet not withstanding,the telephone is the
front door through which clients and prospects

come into a business (or at least try to),and if it doesn’t work,
those customers may take their business elsewhere.

Emplo yee Driving Recor ds Can Impact Compan y
Premiums
Privacy laws prohibit employers from hiring or firing an 
employee based on his driving record if that record was
obtained without the employee’s permission.Insurance 
companies will run a Motor Vehicle Report on all drivers listed
on your auto policies,but cannot disclose to you what is on it.
However, your rates can be increased based on the info in the
MVR.

If an employee drives a company vehicle, request that he or she
get a copy of their MVR from the DMV for you both to review
annually.In this way, you can see if anyone is causing you a rate
increase based on a poor driving history.

Welcome Ne w PIVA Boar d Members

The Thr ee C’s of Customer Ser vice
Have you ever been surprised to discover that your employees
don’t understand the importance of quality customer relations?
Unless you have told your staff exactly how to relate to people
the minute they walk in the door, you can’t expect them to
know.

Studies show that the cost of keeping customers is only 20 
percent of the cost of acquiring new ones.Obviously,maintaining
quality customer relations minimizes your operating costs.The
customer-relations representative has one of the most 
responsible jobs at your company.Fill that job carefully and let
them know what’s expected.Customers may come in on their
own the first time, but it takes extraordinary service and 
satisfaction to keep them coming back.

With that in mind,here are the three C’s of quality customer
relations:
Comm unication. Make sure your staff members are clear what
is expected of them when they deal with customers.Be specific.
Use the policy in your company handbook and have 
employees initial it to indicate they read it and understand what
it entails.

Cor diality . Instill a culture of warmth and friendliness.Tell
employees to treat customers the way they want to be treated.
Be sure they thank customers and tell them,“We appreciate
your business.”

Consistency. Designate one person to be in charge of 
customer relations.That way, you can ensure that standards are
consistently applied and regularly monitored.Then,monitor your
customer retention rate and make adjustments to your policy
when necessary.

Excerpted from Halt,Buzas & Powell newsletter

The Ne w W ay to Rate Sales Staff
Why Quotas Are Not Enough

If your business depends on salespeople, you probably rate and
compensate them based on quotas.That method of 
compensation is obviously crucial,but it’s also important to 
consider other measures of success.To encourage sales efforts
that will grow your company,pay attention to three other 
factors:

• Gross dollar value. How much money does the 
salesperson bring through the door?

• Percentage of potential business captured.If 
there are 10 potential customers,how many has 
the salesperson contacted and signed up?

• Customer satisfaction.If there are no 
complaints,the salesperson is in the neutral 
zone. It’s a red flag when customers are critical,
particularly if there’s a pattern of complaints.And
if customers are effusive,the salesperson is doing
something right.

Of course, tracking these measurements is harder than setting
quotas and adding or subtracting.In addition,if salespeople don’t
understand your measurement plan and it affects their pocket-
books,they’ll either leave or do their best to thwart your sys-
tem.Neither is good for business.So if you’re going to adopt a
reward system that is anything but simple math,be prepared to
devote time to make it work properly.That means talking regu-
larly to both customers and salespeople.

Excerpted from Halt,Buzas & Powell newsletter

Ever y Door Dir ect Mail
Printing is local and many of our clients and prospects are local
businesses selling to a local audience.The USPS has given us a
great new tool in a new product,“Every Door Direct Mail.” This
program enables mailing to be made to every address in a
desired carrier routes (typically about 400 to 700 locations),but
without individual addresses.These pieces must weigh no more
than 3.5 ounces,and mail at standard class saturation rates of
14.8 cents.This is an incredible tool for local,rifle shot 
marketing.Check it out at www.usps.com/everydoordirectmail
/welcome.htm and then work with your clients and your mailer
to build sales.

Thir ty Million Viewers
That’s the estimated number of people in the U.S.who have a
smart phone with an app that can read QR codes.This is a 
phenomenon that has gone from nowhere to big time in a 
couple of years.The best part of it is that it makes print in all its
forms (direct mail,magazine ad,billboard,etc.) the essential 
gateway to the internet.It uses the power of print to lure the
viewer into closer contact with the message – via a website or a
video.The May 16th issue of the Wall Street Journal features an
article on the growth and reach of QR.The codes themselves
are easily downloaded (free) on the internet,see
qrcode.kaywa.com.They are very effective when linked to short
videos.If they are linked to a website, the website should be
optimized for the small screen of smart phones.Partnering with
resources that can produce the videos and modify websites will
enhance your ability to market QR to your clients.

Speaking of which...
The USPS has been trying new approaches to boost mail 
volume. Its latest effort is a July 1-August 31 promotion offering
mailers a three percent postage discount for mail that includes
two-dimensional barcode (e.g.QR code) that can be read or
scanned by a smartphone.The code can be on or inside the 
mailpiece and must be used for marketing purposes.USPSis
encouraging the use of QR and other mobile barcodes to
emphasize the value of direct mail in cross-channel promotions.

Mike Meredith
Printing Xpress
Harrisonburg

Pat Patterson
Graphics
Innovations
Richmond

Pete Whittier
Mailing Services
of VA
Charlottesville
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Congratulations to the 2010 Best In Print Winners

Virginia Printing F oundation Special Merit
Award
Munroe Technical Center
Instructor: Pam Smith
Whiteout - Winter Snowstorm 2010

Best In Show School Division Award
Munroe Technical Center

Instructor: Pam Smith
Harper’s Ferry Outdoor Festival Calendar

Best High School Pr ogram Award
Munroe Technical Center
Instructor: Pam Smith

PIA Special Merit Class 1 Award 
Zooom Printing LLC
Sponsored by: B.W.Wilson P aper Co .
Product Knowledge Guide for 2010/2011

PIA Special Merit Class 2 Award
Colorcraft of Virginia,Inc.

Sponsored by: B.W.Wilson P aper Co .
Gulick Sales Book

PIA Special Merit Class 3 Award
Worth Higgins &Associates,Inc.
Sponsored by: B.W.Wilson P aper Co .
Joden Jewelry Modern Jewelry Brochure

Best Ar t Award
Good Printers,Inc.
Missed Opportunity

Best Book Award
RRDonnelley - Roanoke
Sponsored by: Coyne Textile Ser vices
The Royals - Their Lives,Loves,and Secrets

Best Poster Award
WinchesterPrinters,Inc.

Sponsored by: manr oland, Inc.
L.C.Smith Guns Poster Calendar

Best Magazine Award
Worth Higgins &Associates,Inc.
Sponsored by: Flint Gr oup
Palette,Winter 2010

Best Digital Award
Worth Higgins &Associates,Inc.

Sponsored by: HP, Indigo Division
Visual Ecstacy

Best Ann ual Repor t Award
Worth Higgins &Associates,Inc.
Neenah Papers Inc.,2009 Annual Report

Best Use of Ink Award
Worth Higgins &Associates,Inc.

Sponsored by:Braden Sutphin Inks
High Performance Vehicles 2011 Calendar

Best Finishing Award
Finish Line Diecutting
City of Richmond - It’s Time to Discover

Best Packaging Award
Worth Higgins &Associates,Inc.
Sponsored by: PRISCO
SCAD Pocket Folder

Best Diecutting Award
Accurate Printing

Sponsored by: DieTech Gr oup
Michael Vick Invitation

Best Gra phic Design Award
Dogwood Graphics,Inc.
Pam Wilkinson Card

Best Use of Variab le Data Award
Worth Higgins &Associates,Inc.

Sponsored by: Xer ox
Worth Connects PURLCampaign

Best In Show Class 1 Award
Petree Press

Sponsored by: Heidelberg
The Kennedy Center 2010 Holiday Card

Best In Show Class 2 Award
Colorcraft of Virginia,Inc.
Sponsored by: Flint Gr oup
Natures Best Magazine

Best In Show Class 3 Award
Worth Higgins &Associates,Inc.

Sponsored by: xpedx
Private Passion,Public Promise

Dietz Memorial Awards
Sponsored by:Lindenme yr Munr oe Paper Mechants

Class 1
Zooom Printing, LLC

28 Points

Class 2
Winchester Printers,Inc.

88 Points

Class 3
Worth Higgins & Associates, Inc.

200 Points

Other winners
Schools 1st AE

Place
Monroe Technology Center 2 4
Spotsylvania Career &Tech 2
Wise Career Center 1

Class 1
Allegra Print &Imaging 1
Dogwood Graphics, Inc. 7 3
Fannon Fine Printing 3 2
Finish Line Diecutting 2 1
Petree Press 3 1
Unicor 3 3
VA Polytechnic Institute 1 1
Zooom Printing,LLC 8 4

Class 2
Accurate Printing 7 9
Colorcraft of Virginia,Inc. 19 15
Graphics Innovations 2 6
Mid Valley Press 3 10
Progressive Graphics 1 5
Winchester Printers,Inc. 19 31

Class 3
Balmar 1
Good Printers,Inc. 21 64
Goodway Graphics 1
RRDonnelley, Lynchburg 2 1
RRDonnelley,Roanoke 2 1
Worth Higgins &Associates,Inc. 54 38


