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One Size Does
Not Fit All
Because Not Everyone
Is the Same Size

The traditional system of company-centric value creation is becoming
obsolete. Customers are looking for personalized co-creation experiences that result in value that is truly unique to them. They’ve gone from
unaware to informed, from passive to active. This means that business
owners now need to look at value creation from a new angle. They can no
longer act autonomously, designing products and optimizing production
processes with little or no involvement from customers.

Why Settle?

When it comes to creating value, what works for one customer may not
work for another, so this is where an individualized approach to products
and service takes center stage. Customers are expecting more personalization and more options which suit their particular circumstances. This
goes far beyond product options; it relates to the customer intimacy
which makes individualized service possible.
CONTINUED ON PAGE 2

There are lots of standard pressure-sensitive film and adhesive

products on the market today. They are great products that work

just fine for many applications. What happens, though, when that
standard product isn’t quite right? When the application surface
is too rough for the adhesive to bond well? Or when you could

achieve the yields you need to be competitive if only you could
have it with a different release liner? Using that same standard

product may be like trying to jam a square peg into a round hole.

It just doesn’t fit. When circumstances such as these arise, a simple
tweak to a standard product may be the answer.

Unfortunately, not all suppliers have a business model that

supports fulfilling this type of need. Let’s face it, different suppliers
bring different things to the table. Those with an operational

business model purchase raw materials in bulk and mass produce

a handful of products. They have fewer changeovers in production
which allows them to offer aggressive pricing and very quick

turnaround. They are more efficiency-minded which prevents

them from offering customized service that recognizes your

business as an individual — unique based on your equipment, areas
of expertise, markets served, business goals or local climate.
CONTINUED ON PAGE 2

Standard vs. Custom:
Which Is Appropriate?
When it comes to choosing a
product created specifically for an
application over a ready-made one,
sometimes the choice is obvious,
like when no supplier in the industry has a product that will fit the
performance requirements of the
application. Other times, however,
the right choice might not be so
obvious, such as when an opportunity is small or the real beneficiary
will be your production process as
opposed to an end user who would
be absorbing any added cost.
CONTINUED ON PAGE 3

Why Settle?

CONTINUED FROM COVER

CONTINUED FROM COVER

If you have a very specific performance need, such suppliers are not

typically anxious to provide the customized service you require. It’s just
not in their wheelhouse. So what do you do? Do you sacrifice perfor-

mance and cross your fingers? Or do you go outside the box to find an
equitable solution?

The good news is that you
don’t have to settle. When
my father started FLEXcon,
his mission was to fill the
void left by suppliers

who only wanted to offer
one-size-fits-all products

and service. He instilled
in our people the value

of developing products
based upon your needs
so that they would fit

precisely into your process
and be more aligned with
your goals, thus ensuring
You deserve the best result possible.

One Size Does
Not Fit All

your profitability for the
long term.

Achieving customer intimacy comes
from asking the questions that
will allow you to gain a complete
understanding of your customer’s
needs or challenge and enable
you to assist in the decision making
process. Through a high level of
understanding, you and FLEXcon
can work together to develop a
tailored solution that meets your
customer’s unique circumstances
and has the potential to differentiate
them (and you) in the marketplace.
When this occurs, a rapport that
includes transparency and trust is
sure to follow.
The process starts with a commitment to share all of the information
about the opportunity at hand. This
is essential to understanding the
associated needs. What challenges
or obstacles might we face in
trying to achieve the stated goal?
Are there targets or timing that
need to be hit? Are there limits

Once everything is out on the
table, then it’s time to roll up our
sleeves and dig in. Depending
on how far outside the box you
may be going, any number of staff
members at your vendor might be
brought in, from inventory specialists
to lab technicians to chemists. With
this group, brainstorming comes
first. Options are discussed and
prototypes are created for testing.
There may be a lot of back and
forth among the converter, supplier and end user, with multiple
iterations of a product and related
feedback. Whether they are actual
trial runs or just hand samples, the
open dialogue that occurs enables
product developers to narrow the
choices and hone in on the final
solution.
When co-creation of solutions
happens in this way, the end
result is tailored specifically to
the customer’s needs. Whether

What we’ve found over the years is that sometimes what seems like

a major obstacle actually has an easy fix, such as simply swapping out

a product component or adjusting a coating. Believe it or not, custom
products aren’t just for that one specialized, high-profit margin job.

They can be small tweaks that solve a challenge and result in a positive
impact on your business. And while a custom product may sometimes

cost more per MSI, it may very well reduce risk related to performance
and/or result in efficiencies that make up for the added cost, helping

you to stay competitive. It may also allow you to differentiate yourself
in the market by offering a unique solution that’s not available
anywhere else.

So why accept supplier-imposed compromises when you don’t

have to? That different coat weight of adhesive or alternate product
component could mean the difference between winning and not

winning a particular piece of business. You deserve to have the product
that best suits your needs — that allows you to demonstrate your added
value to your customers and that opens the conversation beyond

price — that brings something new to the market and differentiates

you — that enables you to win business and gives you the best possible
business result. And that’s what I want for you.

Neil McDonough
President & CEO
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Co-creation results in solutions tailored specifically to your needs.
in capability that could impact options? Whether the needs are related to product performance, timing,
delivery or all of the above, having
an open dialog about them will enable all concerned to understand
what’s required and what factors
might limit us or require a creative
solution. Whether you are looking for a full blown development
project, special testing to confirm
a certain product is suitable for
your application, or a special stock
program to solve an availability
issue, the best way to get at these
answers is to fully understand the
specific need.

it’s something completely new or
a modification of something that
already exists is immaterial. What
matters is the mindset of focusing
on your problem and helping you
solve it. It’s what enables you to turn
your individual challenge into a win
that yields higher profitability,
differentiation in the market or
both. Your customer will remember
the experience and be ready to
trust you with their next challenge.
Thus, the cycle will repeat itself,
bringing new challenges and new
opportunities for growth.

Standard vs. Custom:
Which Is Appropriate?

Experience
Matters.

CONTINUED FROM COVER

To try and help with the decision,
we reached out to our sales force
and have put together some things
to consider when you are on the
fence about going standard or
custom.
Step 1 – Call your Sales or Technical
Service Representative. S/he
knows what questions to ask to
point you in the right direction
and can get the ball rolling. Your
representative will be able to make
recommendations, coordinate testing, request samples and initiate the
production of trial runs. On more
involved custom projects, s/he can
pull together the technical resources needed for the successful development of your custom solution.
This team of specialists can even be
available for onsite visits while you
qualify the product in your facility.
Our experience is that custom
products almost always add
more profit to the bottom line. It
depends on what a custom product
might achieve for you. If it improves
your throughput in some way, such
efficiency may offset a higher per
MSI price, so it’s important to look
at the big picture. If using a different release liner results in better
die-cutting that in turn allows you to
run at a higher speed without the
matrix breaking, for example, then
that increased productivity might
mean you can finish more jobs in
a day which, in turn, might reduce
your total cost. Sure, you’ll have to
take the time to trial it, but the decreased downtime could really pay
off in the long run.
Custom can push out the competition. Offering a custom construction dramatically narrows the pool
of competition that will be going
after your business. In comparison, standard products tend to
be widely available for sale to the
general public, so when you bid on
a piece of business with one, the
margins narrow and you only win
the business based on pennies. In
contrast, offering a custom product
differentiates you from the competition and allows you to bid based
on performance rather than simple
economics.
Custom is about bringing added
value to your customers. Value
that they gain by problems being
solved. Stressing the value can

help get the sales conversation
away from price. A unique problem
solved with a unique construction
should equal a unique price. FLEXcon
can help develop your estimators’
skills through training and by being
allowed to participate in the opportunity investigation. Then you can
just enjoy being the hero for solving
a problem for your customer!
Use of a standard product does
not automatically equal less risk.
Even though a standard product
may have been proven over time, if
it doesn’t fit the application, failure
is a possibility. It’s important to evaluate the possible cost of product
failure. Shampoo labels lifting, while
undesirable, carries less risk than
an adhesion failure between parts
in an airplane that could result in
human casualties. Whether a failure
could expose you to loss of a piece
of business or extreme legal liability, either one could hurt profitability. Furthermore, given the sheer
number of new substrates hitting
the market each year, choosing a
custom solution can even reduce
the risk of failure given the fact that
the adhesive system has been engineered and tested specifically for
the application.

be combined to create a viable
solution, and it would likely require
only limited testing to qualify it for
your specific application. Quoting
for such a product can be accomplished in as little as 24 hours, and
a custom order can be processed
in as little as eight days. That’s
not something you can get just
anywhere. Furthermore, product
samples (a/k/a lab drawdowns) in
such cases can be completed and
shipped generally the same day as

Custom Products Can
Increase Profits
Improve efficiency
Push out the competition
Add value for your clients
Help manage risk
Differentiate your business

Going custom doesn’t always
mean starting from scratch. When
timing is a concern, there is a vast
array of product components in the
industry that can be made available
to you. Each has already undergone
extensive testing, such as adhesion
to a variety of surfaces, exposures to
heat, moisture, chemicals, UV, etc.
and compatibility with any number
of print technologies. The specific
components you need can easily

the request is submitted, just like
standard product samples.
Lead times and order minimums.
If the volume warrants it, FLEXcon
has a customer special stock
program where we produce your
custom product in an agreed-upon
volume and store it at our facility.
This enables us to ship the product
out to you quickly, as needed. Your
Sales Representative can help

design a special stock program
that ensures a consistent flow of
material to meet your manufacturing needs. A commitment to
purchase is required.
If a special stock program isn’t a viable
option, it’s still possible to make
order minimums work for you rather
than against you. One way is to
produce a shorter wide web roll, slit
it and then combine short rolls into
longer narrow web rolls. Yes, there
will be splices; however, when they
are made correctly, and the press is
run a bit slower than full speed, this
can be more efficient than stopping
it to add material or taking time to
combine rolls yourself, which can
take press time and may or may not
provide even tension. FLEXcon’s
ability to combine rolls for you is a
great way to get trials and smaller
orders started and to grow new
business with both custom and
Quick-Ship orders.
Of course, not every opportunity
warrants a custom construction. The
decision can be complex and must
be made on a per application basis.
Naturally, the size of the opportunity
is a factor, but it’s not the only or most
important one. When you add value
by solving a problem for a customer,
that’s when you differentiate yourself
from the competition. The differentiating factor could be anything from
speed, to price, to service, to performance. Whatever the need is that
you’re trying to fill, a custom product
could be the diamond in the rough
that makes you shine and positively
impacts profits. And after all, isn’t
that the ultimate goal?
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Partners In Progress

FiberLok and FLEXcon Bring Brand Labeling to a New Level

Collaboration
Matters.

FLEXcon customer FiberLok
invents and produces high-end,
dimensional graphic heat transfers,
patches and stickers. They have
patented technologies for creating
unique, very detailed, textured
graphic products, which have
been used by organizations such
as the National Football League®,
Major League Baseball®, NASCAR®,
Pepsi Cola®, Ford® and Nike®, to
name a few. Most ubiquitous
is the UPS Shield brand logo
supplied for their drivers world
wide — exclusively supplied by
FiberLok for over 25 years. Their
technologies produce flocked
and 3-dimensional effects with
surprising image clarity and have
been affectionately dubbed
“The Graphics People Love to
Touch™.” FiberLok is pioneering
the creation of a new category
of applied dimensional graphics
with their Lextra flock-textured
graphics, TackleKnit performance
knit appliqués and ChromaFlex
metalized die-molded graphics.
Back in the late 80s, FiberLok was a
small but growing operation in Fort
Collins, Colorado, that was beginning to outgrow its process, which
was slow and labor-intensive. With
their products rapidly gaining
popularity, they needed a means to
increase volume while simultaneously decreasing production time.
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Founder Brown Abrams knew he
needed to find a partner with the
capability to produce the components he needed in a form that
would enable FiberLok to modernize its process and produce more
patches in far less time if he was
going to meet the higher volume
of orders. The challenge was finding
a company willing to entertain
what would be a relatively small
piece of custom business, at least
to start, and that Brown felt he
could trust to play a critical role in
the success of his entire operation.
One hundred percent reliability
was absolutely essential.
Since he already had a relationship
with FLEXcon and was confident
in our capabilities, Brown turned
to us. The project actually fit quite
nicely into our PURPOSE — to help
our customers make the most of
their opportunities and achieve
their potential. We began precision toll coating components for
FiberLok’s proprietary technology
shortly thereafter, and have been
doing so ever since. Says Brown of
the relationship, “Depending totally
on someone to be in your supply
chain requires the highest amount
of trust, and I feel more than
comfortable in our relationship,
which is highly dependent on
absolutely consistent results
from FLEXcon.”

Fast forward to 2016. FiberLok’s
business has grown by leaps
and bounds because they offer
something truly unique. While,
historically, the focus has been on
heat transfers, they are currently
seeing a sizable demand for their
products in a pressure-sensitive
format for a variety of labeling
applications, such as brand identity
labels on durable goods and
instructional labels for auto interiors,
as well as prime labeling and P-O-P
displays. Once again, the technical
teams at FiberLok and FLEXcon are
collaborating to develop a portfolio
of PSA products covering a range
of permanent/industrial and
temporary/repositionable sticker
options that features a robust
combination of FiberLok’s three
families of products and FLEXcon’s
pressure-sensitive adhesives and
release liners. It’s possible for end
users, or their suppliers, to specify

or source completed product
directly from FiberLok or to laminate and laser cut themselves.
Brown believes the greatest benefit of working with a single supplier
that he’s come to know, appreciate
and trust is the symbiotic relationship forged and the consistency
developed over years of working
together. “It’s vital that we integrate
our processes so that our proprietary
manufactured products come
together in a predictable and consistent way. A lot of up-front work
goes into every project in order
to obtain the required functional
performance that enables us
to provide the reliability our
customers demand,” Brown says.
“FLEXcon gets that and is ready to
work with us to achieve the quality
control that is essential to our success. We’re in this thing together.”
Dayle Los, Technical Service Representative, says, “My relationship
with FiberLok is one of the easiest
and most fun customer relationships I have. In addition to having
complementary capabilities, FiberLok
and FLEXcon really jive when it
comes to business philosophy, so
it makes for an invigorating, yet
comfortable, exchange on multiple
levels.”
Yesterday, heat transfers. Today,
pressure-sensitive decals. What’s
next? That remains to be seen,
but FiberLok and FLEXcon plan
to continue riding this ride long
into the future and creating more
unique and interesting products
together.

®

Skin Contact Adhesives:
Will Self-Adhesive Wearable Devices
Become a Real Thing?
Our bodies are constantly sending
signals—chemicals and electronic
impulses—to other areas of the body.
A variety of medical monitoring
devices have been developed to
turn these previously imperceptible
signals into something doctors can
understand and use to diagnose
disease and develop effective
treatments. Quite often, however,
the provider needs a longer-term
reading than can be obtained in a
single office visit or short hospital
stay. This is where home monitoring
enters the picture. Patients are
routinely sent home with some
type of monitoring device to
record anything from heart rates to
sleep cycles. Unfortunately, such
devices tend to be cumbersome
because they are often strapped
on and may be attached to wires.
This can make it difficult for
patients to engage in their normal
activities or to sleep. Furthermore,
if the device is something the
patient must take on and off, the
doctor must rely on the patient to
remember to put the device back
on, such as after bathing. Finally,
passage of data to the doctor is
not immediate. The patient must
bring the device back to the
doctor for analysis.
Recent Developments.
Thanks to flexible electronics, medical monitoring devices have gotten
much smaller and less cumbersome. In many instances, they are
now wireless as well and can communicate directly to a smart phone
app. In fact, medical researchers
are using streamed data to remotely track a variety of vital signs in their
subjects through the use of wireless
monitoring devices. This shrinking
in size has also led to the development of personal monitoring
devices, such as step-counters and
tracking bracelets, which allow consumers to self-monitor activity, heart
rate and sleep cycles with an eye
toward meeting their own wellness
goals. Here again, remembering to
wear the device every day is essential to effectiveness and, according
to a survey conducted by Endeavor
Partners, about a third of consumers
abandon such devices within
six months.

Rising Demand.
Notwithstanding the sometimes
unreliability of patients and
consumers to use monitoring
devices as prescribed, increased
demand for outpatient and remote
research subject monitoring, and
more immediate test results/data
and treatment, are driving the
development of ever-smaller, less
invasive devices that can enable
faster test results and treatment.
Consequently, doctors want and
need the technology to provide
them. The hope is to eventually
get to the point where devices can
be worn on the body as a barely
noticeable second skin similar to
a pharmaceutical patch. This
would be achieved by applying
the device directly onto a substrate
that has an adhesive approved for
skin contact.
Benefits of Devices Applied
Directly to the Skin
1. They would streamline the
entire process as we know
it, from providing devices to
patients, to potentially transferring data, to communicating
treatment. In an ideal scenario,
doctors would receive the data
electronically in real time and
could message the patient with
treatment instructions.
2. Devices would be innocuous —
no more uncomfortable straps
or wires that can limit range of
motion.
3. Set it and forget it. The devices
could be applied in the hospital
or doctor’s office and stay in
place for several days. No more
need for patients to remember
to put them on.
The development of such tiny
devices also holds promise for the
consumer market, so long as the
technology continues to improve,
and the price becomes more
affordable. Time will tell. In the
meantime, the value proposition
for health care providers is that
patients don’t have to remember
every day to apply a device. Rather,

Innovation
Matters.

they can wear a device for multiple
days, thereby ensuring multiple
days-worth of data.
The primary challenge lies in finding an adhesive that is aggressive
enough for long-term wear while
also offering pain-free removal.
Successful application to damp
skin and breathability are also
important factors.
What About Safety Regulations?
While the safety regulations typically fall upon the medical device
manufacturer or the end manufacturer, the FDA recommends certain
portions of ISO 10993 for medical
device manufacturers depending on
contact with the skin. Of particular
importance are ISO 10993-5 and
-10, which include testing for
irritation, sensitization, and
cytotoxicity. Once these three tests
are performed, the adhesive supplier
can furnish a bio-compatibility
letter to their customer ensuring
that the adhesive meets the
necessary criteria for skin contact.
Market Opportunity.
This all means huge potential
opportunity for converters that
service the medical industry. In
fact, the journal Sleep Review
predicted in 2015 that the
wearable healthcare devices and

services market will increase at
a compound annual growth rate
(CAGR) of 30.42% through 2019,
and ABI Research estimates that
five million disposable, wearable,
medical sensors will ship by 2018.
Furthermore, the market size for
wearable devices is estimated to
reach $12 billion by 2018. As the
on-demand healthcare market
grows, and as more consumer
applications are developed,
potentially significant converting
opportunities will certainly arise.
If you already service the health
care industry, or if you’ve been
thinking about it, now may be a
good time to learn more about
these new technologies and potential applications. Keep in mind that
FLEXcon stands ready to work with
you in developing solutions to gain
business in this market, whether
it be coating materials with one
of our dermaFLEX™ adhesives,
which have been tested to ISO
10993-5 and -10 (irritation, sensitization, and cytotoxicity), or coating
your substrates with your own
adhesives. You shouldn’t be the
only one with skin in the game.
Let us help.
For information on our
dermaFLEX TM adhesives, visit
www.FLEXcon.com/dermaFLEX.
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Tech Tip

Avoiding Failure of South-Facing
Window Graphics in Winter
Summer Solstice

Black pressure-sensitive
film applied to plate glass and
placed in direct sunlight on a

Equinox

bright March day in Spencer.
Sixteen-minute time lapse shows

Winter Solstice

over 30°F temperature change.

11:08:08 AM / 43.8°F

It’s no secret that the successful
installation of window graphics in
cold weather brings its share of
challenges. At temperatures below
50°F, bonding of the adhesive
to the glass takes longer than at
warmer temperatures, and, if a wet
application method is used, it also
takes longer for the moisture to
evaporate from beneath the graphic,
further increasing the bonding
time. This can lead to problems,
from hazing in the adhesive caused
by the retained moisture, to delamination of the substrate from the
glass surface.
When it comes to windows that
face the south in the northern
hemisphere, however, there is an
even bigger challenge to consider.
During winter, the sun remains low
in the sky, with its light shining
more directly on south-facing
windows for longer periods of
time than in summer. This allows
for a unique situation where
applied graphics, most notably
dark colored graphics, can absorb
the heat of the sun more dramatically than at other times of the
year. This is especially problematic
in the morning when air and glass
temperatures are at the coldest
of the day. Dramatic temperature
differentials across the face of the
glass can be generated on bright
cold mornings depending on the
color of the graphics. Furthermore,
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since graphics are typically
installed in the evening after stores
close, the temperature differential
from morning to afternoon is much
greater (roughly -10°F to 50°F
sunup to sundown in winter vs.
60°F to 90°F in summer). That’s a
difference of 60°F vs. 30°F — twice
the change.
If there are large areas of dark
colors in the graphic, this effect is
magnified because they absorb
more light and heat than lighter
colors, causing them to rise to
significantly higher temperatures.
Think of the seats you wouldn’t
want to sit on wearing shorts on a
hot summer day. The heat causes
the glass in the areas with dark
graphics to expand — referred to
as “thermal absorption” — which
can cause piping and peeling of
the graphic in those areas. If the
graphic gets hot enough, it can
even cause the glass to crack.
A complaint arising from such
issues is quite often assumed to
be a printing or installation issue;
however, it’s much more likely
that large areas of dark colors are
to blame. This is especially true
if those areas are located at the
bottom of the window where it
gets virtually no shade. This is seen
most often with dark red, purple,
blue and black.
To the right is a series of images of
a black graphic on glass in New

England in March taken with a
thermal imaging camera. In less
than 20 minutes, the temperature of
the glass where the black material is
located goes from 49.3°F to 74°F!
The differential from the center
of the black graphic to the cold
periphery is nearly 30°F.

11:08:25 AM / 49.3°F

The stress created by the temperature differential can cause
the glass to crack. This generally
occurs in and around pre-existing
small imperfections in the glass. In
other cases, the expansion of the
glass within a tight-fitting frame
can cause a fracture to initiate at
a contact point in the frame. The
colder the climate, the more of an
issue this becomes, so geographic
locations with the harshest winters
are at the greatest risk.

11:12:10 AM / 62.8°F

What Can Be Done?
Minimizing that risk is simple.
While you can’t control where your
customers’ windows are located,
you can guide them in the creation of their artwork. Be sure to
ask what direction their windows
face and urge them to stick to
lighter colors for their south-facing
window graphics (or north-facing
if they are located in the southern
hemisphere). Suggest that they
save the darker colors for other
times of the year. It’s not a guarantee, but it will surely limit the
chance of application failure.

11:23:48 AM / 74.0°F

What’s
New?

STABRITE® Offers Conspicuity
and Outdoor Durability in a
Fluorescent Film

Committed to
Your Success
MIKE COONEY —
Scheduling/Finishing Coordinator,
FLEXcon Columbus
“I’ve been with FLEXcon 35 years,
the last 23 as a scheduler in
Nebraska. Our team takes a lot of
pride in maintaining a certain percentage of on-time deliveries. It’s
very satisfying for me, personally,
to start the ball rolling on a job
that needs to be expedited because a customer is in dire need of a
product to fulfill a hot opportunity.
What a great sense of accomplishment it is when we receive
thank notes from customers telling us that our quick turnaround
really made a difference for them.
I like to spend my free time spoiling my grandkids, fishing, playing
harmonica and collecting sports cards. I have about 10,000 cards
in all, so I hope one of my grandchildren will want to take on the
hobby someday.”
JOE DIAZ —
Customer Service Specialist,
FLEXcon Spencer

Conspicuity markings, caution and
warning labels and emergency
signage just got a whole lot
brighter. The exceptionally vivid
colors of STABRITE fluorescent
films truly stand out from the crowd.
Even better — they’re outdoor
durable for up to five years!
STABRITE is produced by our affiliate SMV Technologies out of San
Antonio, Texas. It is a recognized
brand worldwide for slow moving vehicle triangles and Coast
Guard applications. It’s the film of
choice for the U.S. Coast Guard for
channel markers because colors
won’t fade, even with exposure
to high moisture and intense UV
radiation. Printable STABRITE
products are outdoor durable for
three years. This can be extended
by pairing them with one of our
DPM® UV-blocking overlaminates.
Non-printable EL (extended life)
STABRITE products are overlaminated with a Kynar®* film, making
them outdoor durable for five years.
Market Opportunity
Up until now, STABRITE has only
been sold for the aforementioned
slow moving vehicle triangles and
Coast Guard applications, but
they are capable of so much more.
Suffice it to say that they haven’t
yet achieved their full potential.

Differentiate your business by
offering your customers the only
outdoor durable fluorescent films
on the market today for safety/
visibility applications.
Think conspicuity:
• Safety/visibility markings on
vehicles and equipment, such
as die cut letters, numbers and
shapes, as well as emergency
signage
• Caution and warning labels on
recreational vehicles, outdoor
power equipment, power tools,
industrial equipment, heavy
equipment…and more
• Safety signage such as exits and
eye wash stations in plant and
warehouse spaces
Conspicuity is more than visibility:
it is a dramatic contrast with
surroundings. STABRITE enhances
safety by providing an increased
awareness of a potential hazard
and permitting timely evasive
action. Being outdoor durable
means that it can go places
fluorescent films couldn’t go
before. To access data sheets
and order samples, visit
www.FLEXcon.com/stabrite.

“I’ve been with FLEXcon for two
years, so compared to most of my
co-workers in customer service
who have been here for ten years
or more, I’m a newbie. When it
comes to servicing my customers,
I try to be proactive and anticipate
their needs because I know they are counting on me as their inside guy.
Getting to know my customers personally is fun. I like how everyone
is different.

It’s great when we get to the point that they don’t even have to tell
me what they want. I just know.
My passion outside of work is music — playing guitar and singing.
Being on stage is a blast, but I also love just being in the moment
with a great song.”

BERNADETTE DAIGLE —
Technologist, FLEXcon Spencer
“I’ve been working in FLEXcon’s
product development labs for
16 years, so I understand the
urgency to provide customers with
timely responses to their requests.
Sometimes we have to team up
on a project in order to expedite
the testing. I always do my best to react as quickly as possible, and
always with a smile. When I do, it feels good to know that I’ve helped
a co-worker or customer achieve their goals.
With numerous lab requests submitted every day, the workload
can be daunting, but I know that a customer could have a lot riding
on the results so I push to get it done.
The key to keeping it all straight is organization and prioritization —
and just going with the flow. My favorite hobby is target shooting,
and to manage stress and stay positive, I work out regularly.”

* Kynar® is a registered trademark of Arkema, Inc.
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We welcome
your feedback.
This is your FLEXible Converter.
Our goal is for it to serve as a
resource for you and your team
that enables you to capitalize
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on opportunities and be more
profitable. Do you have comments
on something you’ve seen here or
a topic you’d like to see covered?
Tell us about it by emailing us
at converter@FLEXcon.com.
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Interesting Facts, Quotes & Tidbits
First skin contact adhesive

Quote of the day:

The first skin contact adhesive ever made was created in the

mid-1800s. It was a rubber-based adhesive made by combining

The best way to build
momentum and create
a movement is to tell
a good story.

India rubber, pine gum, turpentine, litharge (a yellow lead
oxide), and turpentine extract of cayenne pepper. It was

applied to strips of cloth to be used as medical tape. Hm…
wonder if that caused many rashes…

— Daron Roberts (forbes.com)

On customer
service

According to quora.com,
Amazon employees spend
two days every two years
working at the customer
service desk — even the CEO
— in order to help all workers
understand the customer
service process.
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Bang head here
Banging your head against a

wall burns 150 calories an hour.
Oh, so that’s why we do it?

Visit www.myFLEXcon.com/
bangheadhere for a

WALLdeco™ cut-out to

put on your wall.

