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Change Is the Way
of the World

Re-Examining Business Assumptions
Is Critical to Long-Term Success
Assumptions are the things in life that we accept as true or as certain
to happen, without proof. They allow us to expect certain outcomes
and aid us in making decisions. Some last a lifetime, such as moral
values, while others may only last for a generation or until the next
scientific breakthrough. Therefore, for a company to stay relevant and
fully realize its potential, business leaders must regularly challenge their
thinking and develop new avenues of thought.
In business, we tend to make assumptions about our market and our
industry. We tend to get comfortable, assuming that what worked in
the past will still work now. If we don’t keep our eyes and minds open,
however, we can be blindsided by disruptions in the market that can
be detrimental. That’s exactly what happened to Eastman Kodak when
the digital photography industry exploded.

Lavon Winkler
Joins FLEXcon
North America
as President

CONTINUED ON PAGE 3

Being Gritty

The Role Perseverance Plays in
Outlasting Your Competition

people-first approach to leadership and a customer-first approach

We’ve all looked back at our high school yearbooks before a class
reunion to freshen up on people’s names, faces and activities. Once
at the event, while catching up with folks, have you ever been surprised
by who has done exceptionally well professionally and who hasn’t?
Sometimes we find that the person voted “most likely to succeed”
(probably the class valedictorian), while successful, hasn’t accomplished
anything all that extraordinary, while the unassuming straight B student
who you barely remember has built a highly successful business, lives
in a million-dollar home and drives a Porsche. Why is that?

of our employees in person. He believes in our purpose and our

The Power of Perseverance

On January 30th, FLEXcon took a positive step toward our future
by hiring Lavon Winkler as our new President.

Lavon and I are aligned well in our leadership philosophies,

making him an excellent cultural fit for FLEXcon. He believes in a
to business. In fact, he has jumped right in, meeting the majority
values, and in being centered around your needs to drive our

mutual success. He is looking forward to getting to know you and
your business so that he can help FLEXcon find the best way to
meet or exceed your expectations.
CONTINUED ON PAGE 2

Achieving one’s business goals doesn’t necessarily require being the
smartest person in the room, but it does require having the drive to
constantly push to be the best at what you do and the willingness to
put in the time to acquire requisite knowledge and skills, as well as
provide service to customers. This is not to say that “any idiot can do
it,” but research has shown that perseverance is a greater indicator
of success than academic success, leadership potential or genetics.
CONTINUED ON PAGE 2
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Being Gritty
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Lavon Winkler - President, North America
Lavon’s experience is vast. It includes understanding manufacturing
companies with a high level of complexity, similar to FLEXcon, that
produce a large mix of smaller, custom orders, as well as high volume
orders. His experience will aid us in further improving our processes
to bring you the best service possible. Lavon is also forward-thinking
and will continuously assess the marketplace, making adjustments
as needed to ensure that FLEXcon will always be ready to fulfill your
requirements.
Leaders of Lavon’s caliber, who have the requisite expertise as well
as a compatible mindset, don’t come along every day. I hope you will
join me in welcoming him to FLEXcon.

Neil MCDonough
CEO
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Angela Duckworth, a researcher
at the University of Pennsylvania,
studied cadets in entering classes
at the United States Military
Academy at West Point. During
their first summer on campus,
cadets are required to complete
a series of brutal tests. Duckworth
studied achievement in this group
and, more specifically, how mental
toughness, perseverance, and
passion impact a person’s ability
to achieve goals. At West Point,
she tracked a total of 2,441 cadets
spread across two entering classes.
She recorded their high school
ranks, SAT scores, leadership
potential scores (which reflect
participation in extracurricular
activities), physical aptitude exam
scores (a standardized physical
exercise evaluation), and Grit Scale
(which measures perseverance
and passion for long-term goals).
What she found was astonishing.
Neither physical strength, intelligence nor leadership potential
accurately predicted whether a
cadet would successfully complete
the tests. Instead, the cadets’
ability to finish was based entirely
on grit – the tenacity and passion
to achieve long-term goals. In
fact, cadets who were only one
standard deviation higher on the
Grit Scale were 60% more likely
to successfully complete the tests
than their peers. It was mental
toughness that predicted whether
a cadet would be successful, not
talent, intelligence or genetics.
According to Duckworth, talent
× effort = skill; skill × effort =
achievement. In other words,
“effort counts twice.”

Translating Grit
into Success for
Your Business
Passion can take many forms,
and a parallel can be drawn from
Duckworth’s study to your own
enthusiasm, and that of your team,
for your business. It’s spending
hours educating yourself and
everyone on your team about
the markets, applications and
equipment so that you are better
versed than anyone else.
It’s your willingness to go the
extra mile for a customer who is
in a bind, like working through
the weekend to meet a deadline,
or taking the time to research
possible solutions to a challenge.
It’s also important to hire “gritty”
individuals who share your
resolve to make that company
the best in the industry. In a
nutshell, it’s outsmarting the
competition by outworking them.
If you’re willing to go beyond
where they’re willing to go in
terms of quality, service and
reliability, you will succeed. In
the words of billionaire Mark
Cuban, “…it’s the willingness to
outwork and outlearn everyone
when it comes to your business.”
Of course, talent is a factor that
can and should be cultivated,
and you can’t completely rule
out the role of luck, but you can
overcome many obstacles with
grit – the sheer desire to make
something happen – the passion
that drives you.
Where do you fall on the Grit
Scale? Visit angeladuckworth.
com/grit-scale to find out.

Change Is the Way of the World
CONTINUED FROM COVER

Kodak was sure their digital photography patents would protect
them from the rise in the usage of
cell phone cameras. They assumed
that the limited capabilities of
camera phones wouldn’t disrupt
their business. They couldn’t have
been more wrong. The 90% drop in
the photographic film market that
followed due to the disruption
brought on by digital photographic
technology completely devastated
Kodak. In contrast, Fujifilm challenged the assumption that film
photography would never go
away. They also challenged the
assumption that they had to be
in the film and camera industry
exclusively. They expanded their
thinking to realize the assets they
held could be used in alternative
ways, and found that their technology in film could also be applied
to another membrane – human
skin. Consequently, Fujifilm set
about launching an anti-wrinkle
skincare brand called Astalift, which
is now a market leader in many
regions. By entertaining different
notions about reality, Fujifilm turned
adversity into an opportunity and
recreated its own reality.
Something similar is happening
in the label printing industry today.
Digital print technologies, especially
UV inkjet, are changing the way
converters process orders; from
enabling variable printing and
short runs, to expanding color
options to improving image quality.
While analog printing is far from
obsolete, it seems that digital is
gaining on it at a resounding pace,
with digital presses outselling
conventional equipment since
2014, according to LPC, Inc. This
means that staying in the loop
on these technologies, even if
you’re not ready to buy, is critical.
After all, let’s not forget that label
printing has reinvented itself
multiple times over the years,
from exclusively paper labels
printed via sheet-fed offset or
letterpress, to roll-label letterpress and flexo with the onset of
linered pressure-sensitive paper
products, to thermal direct and
thermal transfer on film for more
demanding applications. The
innovation continues, which
means we must stay abreast of
the latest information and keep

questioning our assumptions
about the industry to confirm what’s
still true and what may not be.
It’s important to remember that
disruptions can take many forms.
Changes in technology is a biggie,
of course; however, changes in
the way customers interact with
us (mobile), evolving customer demographics (younger work force),
and new government or industry-specific regulations (UDI and
GHS), can all put our assumptions
to the test. As such, it’s important
to try to view these things outside
the realm of long-held assumptions. After all, who would have
thought thirty years ago that we’d
have an internet, much less surf
it on wireless phones?!
While change can cause a fair
amount of angst, it can be a positive
if you view it as an opportunity.
Managing it simply requires keeping
our eyes open for new trends
and our minds open to new ways
of thinking and doing things. We
must educate ourselves on the
latest innovations, and plan for
the developments that we think
will have a significant impact.
Finally, whether the transformation
is technological, environmental,
regulatory or interpersonal, we
must adapt. We must test what we
think to be true, and adapt to what
we find the new truth to be.

So, what can you do to
break free from your
existing assumptions?
• Ask your customers:
What are their anticipated needs or pain points?
Where do they see their business growing?
• Ask their employees:
What kinds of questions have their customers
been asking? And what’s the buzz at industry
events they have attended?
• Examine your competition:
It helps if you look at them with admiration rather
than disdain and try to imagine how a customer
might view them. Their newest offerings may be
a view into your future.
• Look outside your industry for inspiration:
Benchmark not only the leaders in other industries,
but also the fast-rising up-and-comers.
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Tech Tip

Common Laser Diecutting Challenges for the New User
repairs. There are two steps that
should be taken to maintain both
optimum speed and cut quality
by protecting the mirrors:

Laser diecutting offers advantages for label and packaging printers due to its precision, speed and
ability to easily cut unique shapes without the cost of special dies. It also allows for switching

between jobs with no downtime for changing out physical dies. As a relatively new technology,
however, laser diecutting can pose a variety of challenges. We reached out to Mike Bacon,
Vice President of Sales & Marketing at Spartanics, a leading manufacturer of laser diecutting
equipment, to get pointers on the most common issues for new users.

Run Speed

How fast will the laser run? This
is the most common question
and, while a simple answer of 80
meters per minute would be
nice, it’s a bit more complicated.
For example, three 3.5" rectangles across a web will run faster
than eight 1" x 1" rectangles. So
while a 400-watt laser with a high
speed scan head will average 30
meters per minute (roughly the
same as a mechanical semi-rotary
finishing machine), its speed is
dependent on the cut configuration. Furthermore, heavy,
embossed and textured papers
will run roughly ten percent
slower than polypropylene (PP)
or polyester (PET) because such
papers absorb some of the laser
energy, causing it to run slower.

File Setup/Artwork

Setting up files for a laser diecutting system is similar to setting up
files for a digital printing
system; however, there are certain
specific requirements.
1. A vector file, or layer of the
die line, is required. This file
can be generated using the
laser diecutting system’s software or custom software can
be developed to work
directly with the raster image
processor (RIP) software of
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any digital printing system.
When custom software is
integrated into the RIP, the
print file and laser cut file can
be generated at the same
time in prepress, eliminating
several steps. In either case,
once the die line is identified,
the laser diecutting system
will convert it to create a
“usable laser diecutting file.”
2. It’s important to make sure
that the diecutting file is a
single line outlining the
intended cut pattern, without
multiple points or lines over
a given cutting area. Otherwise, the laser will spend too
much time cutting these areas,
and burn-through will occur.

Label Substrates and
Laser Frequency

When it comes to laser diecutting,
not all label substrates are created
equal. We recommend you work
with your laser die equipment
supplier to be sure you have the
correctly powered laser to diecut
the products you intend. Laser
diecutting vinyl is not recommended due to the release of
chlorine gas when it burns. This
corrodes the laser chamber, not to
mention being toxic to humans.
Generally, polyesters (PET) and
papers cut well, and there is little
difference between cutting white,

clear or metalized polyesters.
Also in the easy-to-diecut category
is white polypropylene (PP). Clear
PP film can be a challenge and
should always be cut using a
paper release liner. It takes more
energy to laser diecut clear PP film
than it does to cut a clear PET
release liner. This can result in the
laser passing through the clear PP
and cutting the PET liner instead –
obviously not the desired result
when kiss cutting labels. Note that
when laser diecutting a clear PP
on a paper liner, you may get
some dark brown “charring.” This
char is normal and can be easily
cleaned with a tack roll. Polyethylene (PE), as a rule, can also be
laser diecut, but be sure to understand fully from your film supplier
the type of PE film it is. Similar to
vinyl, a chlorinated polyethylene
(CPE) can release toxic chlorine gas.

Mirror Maintenance

Cutting paper, PET and PP materials, as well as a wide variety of
adhesives, causes smoke and
debris to be released in the laser
cutting chamber. This debris can
build up on the beryllium coated
mirrors that redirect the laser
source onto the cutting surface
and compromise speed and cut
quality. If debris is allowed to
remain, it can get burned into the
mirrors, requiring very expensive

1. Proper ventilation will help
keep the chamber clean and
minimize buildup of debris.
This can be achieved using
a 2500 cfm (cubic feet per
minute) rated blower through
a pressurized laser chamber
with positive air flow. On one
side of the laser chamber is
an ambient air intake exhaust
pipe, and on the other side of
the laser chamber is a positive
draw output exhaust pipe that
is hooked up to the properlyrated blower.
2. The interval between cleanings
of the mirrors will depend on
how much your laser diecutting system is used. As a
general rule, cleaning frequency
depends on the type of materials you’re running and how
frequently you’re using the
laser system. Users running
thick adhesives and paper
products may clean their
mirrors daily, while others may
clean only once per week.
Laser equipment manufacturers
will recommend the amount
of cleaning required upon
installation or at a yearly
maintenance check.

Laser Maintenance

Regular recharging of a sealed
carbon dioxide (CO 2) laser will
help maintain the full 400-watt
power of the laser. This is typically
done every 18,000-20,000 production hours. While the laser will
not suddenly stop working
should you go over 20,000 hours,
it will slowly lose power so that you
can no longer run it at 100% of
the available 400 watts. The
recharge process, which is
basically a re-gassing of the laser,
allows the system to run the laser
at full power. Recharging of the
laser typically costs about $1 per
hour of production.
As with any piece of equipment,
proper setup and regular maintenance are essential for consistently
obtaining high-quality results. Your
equipment manufacturer can
provide you with recommendations
for your specific piece of equipment.

Tapecon and FLEXcon Give
Entrepreneurs a Kick-Start

The MeMat from SanoVie Healthy Living
Longtime customer, Tapecon,
Inc., does contract manufacturing,
converting and printing for
medical, electronics and industrial
applications. They’ve been in
business since 1919, and FLEXcon
has been a trusted supplier for
the past three decades. In fact,
Tapecon holds the noteworthy
status of being the customer to
place FLEXcon’s one millionth
order back in 2003.
The relationship goes back to
a friendship between FLEXcon
founder Myles McDonough and
Tapecon 2nd generation owner
Harlow Davis, grandfather of
current Tapecon President Steve
Davis. In fact, Myles and Harlow
were both original members
of the SGIA. Since that time,
Tapecon’s relationship with
FLEXcon has grown and broadened to cover a significant portion
of Tapecon’s pressure-sensitive
film and adhesive supply.
Steve first met Bill Sullivan, Vice
President, Performance Products
Business Team, a few years ago.
The two repeatedly found their
conversations centered around
the startup community. Both saw
a need to strengthen services for
startup and early stage companies
needing manufacturing factory
sourcing and volume scalability.
As a result, Steve started an entity
called Protoscale in 2015 to foster
an environment to do just that,
and Bill has served as an advisor
since its inception.

Protoscale provides collaboration
among design firms and
manufacturing firms to help early
stage startups coming out of
university incubators spearheaded
by students, research professionals
and members of the community.
They have most recently partnered
with the Shipley Center for
Innovation at Clarkson University
– Steve’s alma mater – to offer
their services to those associated
with the Center. The program helps
inventors go from proof of concept
to a commercially-ready prototype;
helps finalize design specs and
bill of materials; and recommends
types of manufacturing and
manufacturers that would best
suit scale-up. McKenna Towers,
a student at Clarkson, is one of
those budding entrepreneurs.
McKenna’s idea stemmed from
her experience as a sufferer
of autoimmune disease. Her
weakened immune system
caused her to contract bacterial
infections much more easily than
the average person. After speaking
with others, some of whom were
dealing with similar conditions,
she found that she wasn’t the
only one getting very sick on a
regular basis from contact with
bacteria in the environment.
This made her want to create a
“safe space” for people with
compromised immune systems

The MeMat,
with Sharklet™
technology, protects
against bacterial
contamination.

Potential Targets for
the MeMat include:

Surface Applications
for the MeMat include:

• individuals with

• charging stations

autoimmune disease

• parents of newborns
• elderly individuals
• travelers

• healthcare and

childcare workers

• food court and

restaurant table tops

• kitchen, bathroom and

public countertops

• airline tray tables

• office workers

to minimize the chance of contact
with infectious microbes in public
places and at home. Thus was
born SanoVie Healthy Living
(sanoviehealtyliving.com).
McKenna and her business partner,
Jesse Hight (another Clarkson
student), set out to develop an
antimicrobial mat that could be
placed on surfaces so an individual
could put their things down without touching a possibly infected
surface, such as the table top in
a food court. They clicked with
the folks at Tapecon right from
the start and built a relationship
that fostered creative and useful
solutions to the challenges of the
application. McKenna says that,
“Tapecon truly cared and continues
to care about SanoVie as their
customer, which is why I think so
highly of them. Their customer
service and quality of produced
products are always exceptional.”
Tapecon helped SanoVie finalize
their design and source materials.
FLEXcon’s Sharklet ™ * film was
recommended because its
antimicrobial properties perfectly
fit the need. Sharklet is an overlaminate that has been embossed
to resemble the texture of shark
skin. This texture inhibits the
ability of bacteria to grow and
multiply. A prototype was created
utilizing samples of Sharklet

provided by FLEXcon, and a pilot
run was initiated for purposes
of a focus group. After various
iterations, they settled on the
final construction for the MeMat
with the Sharklet overlaminate.
It can be placed on surfaces such
as table tops, charging stations
and desktops as a protective
layer against contamination.
McKenna says of the Sharklet
technology, “It can give immunosuppressed and health-conscience
individuals piece of mind,
especially in public places where
potentially deadly germs are
sure to be lurking.”
This is only the beginning for
McKenna and her emerging
company. She says, “If it hadn’t
been for Tapecon’s relationships
with Clarkson and FLEXcon,
I never would have found this
solution.” With the help of Tapecon,
McKenna hopes to develop
additional products that will help
immune-compromised individuals
lead healthier lives.
The MeMat is available for purchase
through SanoVie’s website.
To learn more about Sharklet,
visit www.FLEXcon.com/sharklet.

* Sharklet™ is a trademark of
Sharklet Technologies, Inc.
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Achieving Potential
Nathan Bailey Named Vice
President, General Counsel
& Corporate Secretary
Since coming on board in 2015,
Nate has seamlessly integrated
into the FLEXcon organization and
has become a valued member of
the Executive Team. His work has
included significant contributions
to forming strategic partnerships,
supporting customer relationships,
a variety of employment matters,
and managing our corporate
structure, as well as supporting
FLEXcon’s subsidiaries, including
Arlon Graphics, FLEXcon Industrial
and Blueshift International.
Nate’s experience includes 15
years with a global, publicly traded
industrial manufacturing company
where he was part of senior
management and held various
leadership roles within the legal
department, including in the areas
of mergers and acquisitions,
securities, finance, and executive
compensation. Nate also served
three years as EMEA senior counsel
in Europe. He also has significant
experience in commercial
transactions, labor/employment,
and intellectual property matters.
Nate holds a Juris Doctorate
from the University of Pittsburgh
School of Law. He also earned
his Bachelor of Arts in Business
and Political Science from the
University of Pittsburgh. In his
spare time, Nate enjoys spending
time with his family and coaching
or watching his children participate
in sports.

Howie Letendre Named Director
Manufacturing, FLEXcon Spencer

Jodi Ide-Sawyer Named Market
Development Manager, Retail

Howie brings 38 years of manufacturing experience and
expertise to his new position.
His expanded role will include
planning and directing all coating functions for our Spencer
facilities in addition to directing
all finishing production functions,
including scheduling and shipping,
as well as planning and coordinating the application of finishing
technology.

In her expanded role, Jodi will
focus broadly across retail,
collaborating with customers and
industry co-suppliers to develop
and deliver products that respond
to their market needs. She will
continue to have direct involvement with brand owners, ad
specifiers, and OEMs to address
the needs and opportunities in
the marketplace.

Howie has a strong record of
accomplishments throughout his
career. He has implemented new
finishing equipment to increase
our finishing capabilities, and he
has improved throughput with
the institution of safer, more
efficient processes, all of which
enable us to finish, package and
ship orders more quickly.
Howie is a certified instructor in
Lean Manufacturing and has
published articles and served as
a keynote speaker on the subject
at industry events. He is also a
certified instructor through DPI
on Decision Making, Problem
Solving and Planning. Howie
earned achievements in the
Management Certificate
Program at Nichols College
and previously attended Central
New England College. A lifelong
resident of Spencer, he enjoys
spending time with his wife Crystal,
daughter, Malory, son Andrew
and his grandson, Anthony. Golf,
softball, and reading are some of
his favorite spare-time activities.

Jodi brings 25 years of industry
experience to her new position.
In her role as Market Development
Specialist, she developed strong
relationships with key transit
specifiers, such as Outfront Media
and Intersection. She also developed key relationships in the
graphics industry, especially in
the area of wide-format digital
as a product manager, and she
championed the commercial
market introduction of several
new wide-format digital product
lines, including the FLEXcon ®
WALLdeco ™, WINDOWdeco™,
and COUNTERdeco ™ product
lines.

Jodi has authored multiple industry
articles and frequently represents
FLEXcon at industry and association
events, including the Shopper
Marketing Expo, Professional
Decal Applicators Association,
OAAA/T.A.B Conference, SGIA
and our own Films, Functions
and Opportunities Seminars.
She is on the Board of Directors
for the Sustainable Green Printing Partnership. In her leisure
time, Jodi enjoys teaching group
fitness, music, sports and spending time with her family.

Bill Sullivan Named
Board Chair of MassMEP

By unanimous vote, Bill Sullivan, Vice President, Performance Products,
was elected Board Chair of the Massachusetts Manufacturing
Extension Partnership (MassMEP), an economic development and
management consulting organization committed to assisting small and
mid-sized manufacturers to compete and grow in the global economy.
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Ronald Ducharme,
Brian Ayers and
Bekie Berg Named Market
Development Specialists
In their new roles as Market
Development Specialists,
Ron, Brian and Bekie will
work to enhance FLEXcon’s
relationships with customers,
co-suppliers, brands and
OEMs, identify emerging
industry trends and uncover
new opportunities.

Brian Ayers, Market
Development Specialist:
Petro/Chemical, Outdoor Power
Equipment, Power Tool and
Automotive Market Segments
Brian brings much industry and
production experience to his
new role as Market Development
Specialist. Over his FLEXcon
career, spanning 18 years, he has
gained invaluable knowledge in
his role as Product Manager, where
his focus has been on product
line management in our harsh
environment vertical market
segments, which include drum
labeling, outdoor power equipment
and power tools. With the implementation of the Global Harmonized
System of Classification and Labeling
of Chemicals (GHS), he has
collaborated with digital and dualhead thermal transfer printer
OEMs and ribbon suppliers to
develop certified ink and label
substrate combinations under
BS 5609 for the petro/chemical
market. His work with highvisibility applications for emergency
response and industrial vehicles
has resulted in enhanced safety in
low light and dark conditions.
Brian holds a bachelor’s degree
in Business Administration from
Becker College. He is a member
of the West Brookfield Police
Department. In his spare time,
he is an outdoor enthusiast, and
he enjoys spending time with his
wife, Elyse, and his son, Colby.

Committed to
Your Success
Bekie Berg, Market
Development Specialist:
In-Store, Out-of-Home and
Shelf Edge Labeling
Having logged only five years
with the company, Bekie should
still be considered a newbie;
however, her drive and tenacity
since January 2012, when she
started as a Marketing Assistant
for the Product Branding Business
Team, have allowed her to
successfully lead a cross-functional
team to attain significant gains.
In her role as Customer Service
Specialist since 2014, Bekie
spearheaded the development
of expanded operational guidelines, which have improved the
service our customer service
representatives are able to provide.
Bekie holds a bachelors degree
in Strategic Management and
Entrepreneurship from Babson
College. In her spare time, Bekie
enjoys running, kayaking and
horticulture. She also enjoys
spending time with family,
friends and her dog, Dreya.

GoalMinded

Ronald Ducharme, Market
Development Specialist:
Appliance, Consumer Electronics
(UL) and Warehouse Management
(asset visibility) Market Segments
During his 34-year career at
FLEXcon, Ron has amassed an
abundance of industry, equipment
and technical product knowledge.
Customers and colleagues take
advantage of his expertise to
develop solutions to challenging
applications, and his input has
been invaluable in the development of FLEXcon’s THERMLfilm®
HT ™ high-temp product line for
printed circuit board applications.
Since his promotion to Product
Manager in 2010, Ron has enhanced FLEXcon’s relationship
with Underwriter’s Laboratories
and grown FLEXcon’s UL business.
He has also been working extensively with our leading industry
co-supplier partners, such as
Durst, Domino, Spartanics, HP,
EFI, Fuji, Kyzen, Zestron, Armor
and ITW, to bring jointly ULrecognized, UV inkjet printable
products to the industry.
Ron holds an MBA from Suffolk
University and an undergraduate
degree in Personnel Management
from Nichols College. In his
spare time, Ron enjoys playing
golf, refereeing basketball and
spending time with his wife,
Cheryl, and their two daughters.
Ron also volunteers his time with
local charities and food share
programs.

Achieving
Potential

MICHAEL CONNORS Process Engineer
“My job involves a lot of experimentation, especially in connection with
product development. Sometimes we
have to get really creative in designing
experiments to root out what might be
causing something unexpected to
happen. Not only does this help us solve the mystery; it helps
us understand it so we can prevent problems down the road for
our customers. Experimentation such as this is helping us to
stay ahead of the curve on UV inkjet technologies as we develop
processes and testing protocols to ensure conformance with
application specifications.
I love getting to work across functions with Product Development,
the Statistical Process Control Lab, Manufacturing and the
Business Teams. It’s very satisfying to see a new product
construction go from inception to fruition and out to customers.
When I’m not working, I enjoy Kenpo Karate, sailing and spending
time with my wife.”
PAUL MCGRATH Technical Service Representative
“Since my area of focus is consumer
packaging, projects often stem around
resealable labels. While I used to be
able to assume that ‘reseal’ equaled
‘baby wipes,’ that’s often not the case
anymore, so when customers call
and say, “I need reseal,” they are often surprised at the litany
of questions, which I ask to ensure that I recommend the right
construction.
It gives me a sense of pride to see products in the store that
I worked on because I know just how much went into getting
them right for our customers and the brands. My kids just roll
their eyes when I point them out, but it’s fun for me.
I also enjoy spoiling my grandson, and I’m very involved with
Spike It for Life – a local organization spearheaded by me to raise
money for cancer research and supporting services in our area.”
STEVE RICHARDS Supervisor, Finishing
“The company’s focus on sustainability
has required us to re-examine our
processes to determine how we can
do more with less. We introduced the
Pit Crew concept taught by MassMEP
to improve efficiency and savings that
could potentially be passed on to customers. I really enjoy being
able to put that training to use and to see the benefits.
Some members of my team have been here even longer
than my 27 years. I continue to be impressed by how they
draw every day from their expertise to solve problems and
adjust to new products, equipment and procedures.
What I love most about my job is the interaction with FLEXcon
employees, outside sales and customers to make sure we provide
the best products possible. When I leave for the day, I enjoy
time with family, lifting weights and water skiing.”

To learn about Pit Crew training, visit www.FLEXcon.com/massmep
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At FLEXcon, it’s about building

relationships to get the best results

A newsletter dedicated to customer relationships

possible – with every project. It’s what
we “FLEXconers” love to do. We truly

enjoy working with you to identify just

the right path to ensure your success.
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Visit www.FLEXcon.com/partnership
to hear what some of our customer
partners are saying about working
with us.
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Interesting Facts, Quotes & Tidbits
Piezoelectric print heads for inkjet printing were
developed in 1993 by Epson Corporation.

Sustainability:

ASTM International

recently released a

new standard (E3012-16)

for characterizing the

environmental aspects of

manufacturing processes.

Visit nist.gov to learn more.

On employee appreciation…
A ten-year study performed
by HealthStream Research
revealed that employee

recognition significantly

impacts Operating Margin.
Companies in the highest

Quote of the day:

quartile of recognition

of excellence report an

Operating Margin of 6.6%,
while those in the lowest
quartile report only 1%.

(Performance: Accelerated –
O.C. Tanner white paper)
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Most of our assumptions have
outlived their uselessness.
— Marshall McLuhan

