
THE PAGE 1
EXPERIENCE

THE DAYS OF SENDING COURIERS BACK 
AND FORTH WITH COLOR SEPARATIONS, 
OR RELYING ON THE POST OFFICE TO 
DELIVER PROOFS WHILE ALL PARTIES 
TWIDDLED THEIR THUMBS ARE PRETTY 
MUCH OVER. DIGITAL SUBMISSIONS AND 
PROOFS ARE THE STANDARD, BUT HOW TO 
DELIVER THESE FILES IS STILL A DILEMMA 
FOR MANY BUSINESSES THAT NEED TO GO 
FROM ART TO FINAL PRINTED PRODUCT.  
Do you use an FTP 
site, knowing full well 
that, unless you use 
it frequently, you are 
going to have to have 
someone talk you 
through the process… 
again? Email is prob-
ably out of the question if the files are any 
substantial size at all. Sure, up to 10 MB 
is probably not a problem, but 40 or 50 
MB probably will be. And what if you are 
looking at file sizes in the gigabyte range? 
Yes, there are tools you can use, but even 
the best of them are one-way delivery 
systems.

Page 1 Printers uses the KODAK INSITE 
Prepress Portal System, as far beyond 
previous tools as they were beyond their 
own predecessors. Customers, prepress 
operators, and service representatives 
can submit jobs, track progress, collabo-
rate on changes, and review and approve 
work 24/7 online. 

The process is all about making it easi-
er—and faster—to submit and approve 
jobs and get the finished product in our 
customers’ hands as quickly as possible. 
KODAK INSITE allows us to get rid of 

FTP sites and email attachments and reduce 
turnaround times and costs. We’ve been 
using the system since 2008, and we love 
it. More importantly, our customers love it. 
We can collaborate on changes or reviews, 
for example, in real-time with customer and 
Page 1 prepress teams both looking at the 
same job online.

Quicker turnaround isn’t the only advantage. 
The system also checks for problems and, 
if necessary, immediately alerts Page 1 staff 
and our customers so corrected pages can 
be quickly uploaded. The system has au-
tomatically caught incorrect colors or color 
formats, low-resolution images, improperly 
embedded fonts and other problem issues 
for our customers—so we get another level 
of proofing to help us ensure the best final 
job possible. 

Of course, we don’t leave everything to an 
automated system—our prepress operators 
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and customer service reps are still checking for anything you 
might have missed and the longer we work together, the more 
familiar they become with your projects and the way you do 
things. The KODAK system is just one more tool to maintain 
the level of quality and accuracy that our customers expect.

“Ease of use is a big reason that our customers like INSITE,” 
said Stacy Fey, Page 1 prepress manager. “There are a lot 
of options to make it easier to use the system in the way that 
fits a particular person or company best. You can download a 
hi-resolution PDF proof of the job, or you can use the online 
preview option for even more features, like checking CMYK 
separations, or zoom to review the tiniest detail.”

There is even an app that allows Page 1 customers to 
remotely log into the Prepress Portal from any location that 
provides an internet connection—whether from the computer 
on your own desk, your laptop from a hotel or your tablet 
while waiting for your next flight at the airport.

If you’re not using KODAK INSITE right now, call your Page 1 
customer service rep for more information. And if you are cur-
rently using another printer who does not provide this level of 
access to your digital files, call us right away to learn more. ●
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Our KODAK INSITE 
Prepress Portal reduces 
turnaround and cost

“THIS IS WHAT STEPPING 
UP LOOKS LIKE”
WHEN PAGE 1 PRODUCTION MANAGER 
JIM SULLIVAN MADE THAT COMMENT, HE 
WAS TALKING ABOUT HIS CO-WORKER, 
JERRY WATERS, OUR LEAD FOR THE 
SHEETFED PRINTING DEPARTMENT. 
In fact, the full quote was actually, “If you are 
looking for the definition of stepping up to get 
the job done, this is what it looks like.” He was 
referring to the 34 days in a row that Jerry 
worked from late March to early May of this year. 
This was not at the request of his manager. Jerry 
knew there was a deadline, and he refused to tell 
a customer that the deadline couldn’t be hit. But 
there was a lot more to it than that. We’ll just let 
Jerry tell the story:
“We have a regular customer, a home-schooling 
company, and they came to us with what was a 
bigger than normal job for them. They needed 
40 books printed on a short deadline, and this 
included a requirement to do the books in a dif-
ferent format than we’d done for them before. 
So far, no real problem. I knew that we also had 
some regular jobs coming in that roll around 
every quarter, so there would be some other siz-
able jobs going on at the same time, but, again, 
still doable.
“But then my counterpart who works the second 
shift had to take unexpected time off to help his 
wife, who was having some complications with 
her pregnancy. Obviously, taking care of your 
family comes first, and he had to take care of 
that before anything else. I didn’t want to have to 
sub-contract any of our home-school customer’s 
books to another company, so I just told Jim (Sul-
livan) that I’d take care of it. It did end up taking 
some kind of long weeks, I guess, in the 60 to 80 
hour range.”
In the end, the big job was done on deadline in 
addition to regular quarterly jobs and all of the 
normal day-to-day work. Most importantly, Jerry’s 
co-worker was able to return to work, with a 
healthy wife and new baby at home. And Jerry 
was able to revert to a normal work schedule.
As a token of thanks, we presented Jerry with a 
new iPad Mini when the ordeal was over—some-
thing that he definitely was not expecting but 
appreciated all the same. 
As Jim said, this is what stepping up looks like. 
And this is what a Difference-Maker looks like. ●



TALK BACK TO US 
FOR A CHANCE TO 
WIN FREE GAS!

WE’VE BEEN TALKING—but now we want 
to sit back and listen a bit. And if that means 
you get a chance to win a $100 gift card 
for free gas, well, that sounds like a win for 
everybody, doesn’t it?

About mid-way through the year, we began 
putting a special emphasis on communicat-
ing with our customers and prospective cus-
tomers through every means possible. This 
newsletter, blog posts on our website tied to 
our LinkedIn updates, hiring dedicated sales 
staff to talk to more of you face to face in the 
field—it’s all been part of a big push here at 
Page 1 to make sure that we are more than 
your vendor. We want to be your partner 
in the printing business. We know that can 
sound trite, but we’re serious.

We want our communications to be informa-
tive—to tell you things you want to know 
about your printer, how our capabilities may 
help you meet your business goals, and our 
take on industry happenings that might affect 
your business.

But communication is a two-way street. 
We need to know if we’re talking about the 
things you’re interested in. Do you have any 
suggestions for subjects you’d like to see 
covered in our newsletter or blog? Are there 
questions about the printing process you’d 
like to read the answers to? What can we 
do to make our communications more useful 
and interesting to you?

Send an email to info@page1printers.com 
with “Talk back to us” in the subject line and 
let us know how we can do better, or if you’d 
like to see more of the same. If you do, you’ll 
be automatically entered in a drawing to win 
a $100 gasoline gift card. We’ll announce 
the winner in the next issue, via a LinkedIn 
update and on our website. ●

PAGE 1 EXPERIENCE!
LOOK WHO HAD A 

THE LUTHERAN SPOKESMAN is a monthly, 
synod-wide publication of the Church of the 
Lutheran Confession (CLC) with a worldwide 
distribution. It has been published out of Eau 
Claire since the mid-1970s, and has been printed 
by Page 1 Printers since the June 2009 issue.

A little more than four years ago, the publication’s 
business manager, Benno Sydow, started looking 
around for a new printer. Having some problems 
with the printer they had at the time, he just 
felt they needed to make a change. Since he 
happened to know the general manager at Page 
1, he decided to start his search by asking him 
for a quote. The price was good, and Sydow 
knew the people were trustworthy, so he decided 
to give Page 1 a try.

“I guess you could say it worked out,” said Sydow, laughing. “The transition was 
very smooth. But about a year and a half after we switched over, it got even 
smoother.”

Sydow was referring to Page 1’s assignment of a dedicated Customer Service 
Rep (CSR) to his account. 

“Once they assigned Jeff Hughes as my CSR, I had just one guy to go to for 
everything,” Sydow said. “It sure made my life a lot easier. No matter what goes 
wrong—a mistake on an invoice, corrupted files, whatever—he does all the 
legwork and takes care of it. He stays right on it until it’s fixed. Sometimes I’ll 
get a confirmation from him on my email at 10:00 at night!”

Sydow pointed to a recent example: “We’ve been having trouble with our 
mailing list. It’s the same list we’ve always had, and the addresses on it have 
been delivered for months or years. But the post office calls some of these 
addresses ‘invalid,’ and Jeff has been helping me straighten it out so no one 
misses an issue.”

Hughes explained that the U.S. Postal Service (USPS) requires that addresses 
be in a very specific format to be delivered at the best rate, and simply will not 
deliver a piece at all if it varies too much from their database’s standard format. 
“We have an automated system that catches and automatically corrects the 
most basic format deviations, but there are some addresses that it just can’t 
figure out, and they require a human familiar with the USPS database to fix. 
I’ll do that for Benno as needed, so he can get the best postage rate for his 
mailing. This kind of thing is especially important for a nonprofit. They have 
to be careful with every penny, because the money they spend is all donated, 
obviously. So I take a little extra time with our nonprofit customers.”

Sydow acknowledged the extra effort. “They know we’re a small religious group, 
a nonprofit, and that we need all the help we can get, so they go out of their 
way to help us out with this kind of thing.”

The Lutheran Spokesman is a monthly magazine for the home, designed to 
teach, to edify, and to counsel. It is also meant to be a bold and faithful witness 
to the world. As an official publication of the Church of the Lutheran Confession, 
it also prints official notices and reports news of the CLC. The Lutheran 
Spokesman is available online at www.lutheranspokesman.org. ●

BENNO SYDOW 
BUSINESS MANAGER, OF 
THE LUTHERAN SPOKESMAN

BENNO SYDOW, BUSINESS MANAGER, THE 
LUTHERAN SPOKESMAN, EAU CLAIRE WI
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Have you seen our newsletter, our LinkedIn page or our blog? 
Are we talking about stuff you care about? Are there other topics you’d like 

to see us cover? We want to hear from you!

Tell us what you think! Just send an email to  
info@page1printers.com with “Talk back to us” in the subject 

line. This will automatically register you in a drawing to  

WIN A $100 GASOLINE GIFT CARD! 
(Odds of winning… way better than the lottery!)

Follow us on LinkedIn


