
Notes from Spring Peer Group Meeting – McClung Companies 

 

SAVE – Streamline and Add Value Efficiently 

 

EPMS Discussion 

It was recommended to go to EPMS for onsite training.  The two folks who are really strong at EPMS are 

Joanna and Chris.  Setting up the cost centers and processes are the hardest part.  McClung said to start 

simple and input the easiest, cleanest data possible.  It is recommended to run your existing system 

concurrently with EPMS for a period of time.  Before training begins, make sure all your databases, cost 

centers and shipping info is in the system.  The Webex forums they offer are very valuable.  Also, 

designate a point person because it makes implementation go smoother and faster.  McClung was 

buried in paperwork on the front end and EPMS eliminated a lot of this.  It’s easy to access company info 

through the web.  People are the key to making EPMS successful – they have to embrace it.  For the cost 

of the software compared to others, it’s great.  Make sure to check with your storefront software to see 

if they are compatible with EPMS.  McClung is not using the scheduling model, but this is a McClung 

issue.  Reporting is not the strongest part of EPMS unless you understand and can write crystal reports.  

Attend the EPMS conference if you can.  It’s worthwhile and can give you discounts on modules. 

 

Tony – Wide Format 

Currently selling retractable stands for $600-$700 including the stands.  They estimate in sq inches for 

vinyl and Jason estimates time for labor.  Caskey sells wide format for trade shows and events with 

markups of 30-40%.  They are selling a lot of outdoor signage, banners, directional signage and magnetic 

walls and pay roughly $15 an hour to install for the customer.   

November purchase? - Jason would like to see Caskey buy the EFI 1625 LED Hybrid that has lower ink 

cost and white ink.  It’s $125k plus $15k maintenance annually after the first year.  It will run 133 sq feet 

an hour and uses 3m certified inks.  The other option is a Zund  G3 L2500/L3200 for $150k to $175k with 

a 2 year maintenance contract.  It has a 15 to 20 year lifespan.  Second option for cutting is a Trident 

5000. 

Tony has been looking at Graphic Masters – 20 year old signage company that does $300k to $350k a 

year.  It brother and sister owned and the facility is 12,500 sq feet.  More to come on this. 

 

Larry – production and cost savings 

Hollister wants a 10% reduction in price which will shave $150k off bottom line.  They recently purchase 

a web and new folder.  Trying to get faster and leaner by reducing touches and increasing cycle time. 

They are setting goals around these themes and assigning team members and committees to monitor.  

Man vs machine equals about $30k in savings this year.  They are going back to vendors and getting 



discounts through purchasing.  They are also cutting back on color proofs and relying on G& standards 

for color.  They are monitoring make ready times (5 minutes a plate) and looking for other ways to save. 

 

John – acquisition of Pioneer Graphics in Waterloo/Cedar Falls 

Owner is 65 years old. They are doing $3.8 million.  Talking about an asset purchase of $750K, a building 

lease of $8000 a month for 3 years plus a 3 year employee contract for owner plus vehicle allowance 

and 10% commission.  John has all employee salaries for Pioneer and 3 years of tax returns plus the top 

25 customer list.  The top customer is $830k (22% of business) and second is $329k (9% of business).  

Pioneer has a YTD loss of $85k through first quarter they broke even in 2014.  Pros – Woolverton is more 

efficient than Pioneer, they will not buy equipment and would bring over the sales force.  Cons – 

someone else buys it and cashflow at Woolverton is not good at the present time. 

 

Chip – Marshall and Bruce update 

Dudley is doing well - $6.5 million a year in sales and Chip is handling over $2 million with operational 

responsibilities.  We discussed how Chip should best use his time and offload responsibilities and play to 

his strengths. 

 

Tim – Campbell printing update 

Handed out a thorough financial review of Campbell and swatching companies.  Discussed $250k in 

equipment purchase in Q4. 

 

Alan – BPI update 

Reduced salaries about $30k this year.  Switched from Sword to Trillium plates that will save $30k this 

year.  Wideformat is taking off while mail and offset work is struggling.  Jack’s is averaging $3000 to 

$5000 per store opening in wide format.  Outsourcing to Magna 4 some of the menu boards.  BPI is 

pushing storefronts and looking at a mulit state credit union league that could be big.  It’s tough at times 

having family in the business.  No special treatment for the boys and the competition between them is 

good and healthy. 

 

Take aways 

Chocolate scented wrapping paper – sell to non profits to help them raise money.  Minimum 30 pack 

order, 22x28 to 11x14.  Tony is sending samples to us. 

We need to develop a program or product to sell.  We looked at the coolers.  500 for $6 a piece which 

comes printed and you can get liners for $1 per cooler. 

 


