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Do you know how loyal each 
print buyer is to your 
business? Do you have an 
early warning system that 

lets you know when a customer is 
looking around? Or, do you 
just have a gut feeling that 
you are doing great? That is a 
dangerous  assumpt ion,  
Things change fast. Don't 
wake up and find you've lost a 
customer.

Here is a story on how Zoot a 
sales leader taught Ganymede 
a young sales man how to win 
back his customers.
"Zoot was leaving FEI 
headquarters late one night 
when he noticed Ganymede, 
still in his office burning the 
midnight oil.” Great work today,” 
Zoot told the young gun. “Now go 
home and get some rest! “I can't!” 
Ganymede replied anxiously. “I'm 
haunted by the ghosts of lost 
customers.”
Zoot approached Ganymede's files 
and saw he was looking over a sales 
database. Highlighted in an ugly red 
font were the names of several of 
Ganymede's former customers.” 
These are my 'lost customers'” 
Ganymede explained. “I'll never do 
business with any of these 
companies again. I know it!”
“How do you know?” Zoot asked, 
wishing the rookie was a bit more 
optimistic. “I haven't connected 
with anyone on this list in months,” 
Ganymede lamented. “Some left 
because of a blown deadline, some 
because of poor customer service, 
and some simply for a lower price. 
“I just wish could get another 
chance.”
“Don't be so sure,” Zoot said. “Our 
company has changed since the last 
time you worked with these 
customers. It's time to contact your 

'lost customer' and show them why 
they should give us another shot.” 
Ganymede looked helplessly at his 
screen. “How? I don't even know 
where to begin.” Then he snapped his 

fingers and exclaimed, “I know! Why 
don't I offer these customers reduced 
pricing? That's a sure way to get them 
back. Plus, price is probably why 
many of them left in the first place.”
“I don't think that's a good idea,” Zoot 
cautioned. “Let me explain this in 
terms a youngster like you can relate 
to. Ever had an ex-girlfriend you tried 
to win back?”
“Of course,” Ganymede said.” Say 
you look her up and discover she's 
now dating some big-shot banker 
who works in a big bank” Zoot 
continued. “He buys her a car, gold 
chains, etc. What's your strategy? Do 
you try to win her back by 
outspending the banker?”
Ganymede considered his response 
before answering. “No. For one, I 
can't outspend a rich banker. More 
importantly, I don't want her to come 
back to me just because I buy her a 
bunch of nice things. I'd prefer she 
take me back because she realizes I 
have what she's looking for in a 
suitor.”
“Correct!” Zoot said. “Now, apply 

this same concept to contacting old 
customers. The fact is, you're right: 
some of your customers probably 
left us for low pricing. Even those 
who didn't, the first thing they say 

when you contact them may be: 
'Sure, I'll do business with you 
again. If you can beat the price 
I'm getting now.' Of course, 
playing the low-pricing game 
makes you no better than the 
suitor who wins a woman's heart 
using his wallet instead of his 
personality. “Plus, price may be 
the reason they left, but there's 
no guarantee that offering them 
lower prices will make them 
stay again,” Ganymede added, 
grasping the master's point. 
“Exactly,” Zoot said. “You're 
more likely to win these 

customers back by telling or 
reminding them of the value you 
provide creatively that will improve 
their quality of life or their 
businesses' bottom lines. And you're 
more likely to win their loyalty by 
demonstrating this consistently.”
“What a helpful metaphor,” 
Ganymede observed."
As painful as it may be, running 
through your “lost causes” file and 
getting back in touch with former 
customers can bear fruit in the form 
of renewed customer relationships. 
When reconnecting with these old 
customers, avoid offering “low 
prices” to win them back. Even 
though price may be why these 
customers left, there's no guarantee 
that lower prices will bring them 
back. Instead, focus on how your 
services can help your lost customer 
win more business. That's more 
compelling than a 20-percent 
discount.
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The big print giveth and 
the fine print taketh away.

Fulton J. Sheen

If all printers were 
determined not to print 
anything till they were 
sure it would offend 

nobody, there would be 
very little printed.

Benjamin Franklin

In my mind's eye, I 
visualize how a 

particular... sight and 
feeling will appear on a 
print. If it excites me, 

there is a good chance it 
will make a good 

photograph. It is an 
intuitive sense, an ability 
that comes from a lot of 

practice.

Ansel Adams

It is another edition of your 
newsletter here for your 
consumption. We want to 

emphasize again that our focus is 
majorly to educate the minds of 
the print buyers to guiding their 
prime decisions to buying print 
and allied business services. 
However, it is equally important 
that print vendors should also be 
carried along on the journey of 
improving the print and allied 

business reputation. Hence, the need 
to understand what to do especially 
when print buyers are looking around 
or elsewhere in a competitive 
environment like ours. This edition 
therefore tries to guide print vendors 
on how to handle customer business 
diversions or total loss.
Also in this edition, we looked at the 
challenges of attempting to do your 
design layout in Ms Word rather than 
the profession packages like 

Photoshop, CorelDraw e.t.c
The technology of printing 
newspaper as highlighted in this 
newsletter edition for your brief 
knowledge. Other regulars you 
will read are quotes and events 
guide.
Once again, your feedback is 
highly solicited. It greatly helps us 
to steer very well through this 
journey. 
Enjoy!!!

Femi Ajibola.



feedback:

PROCESS 

COMMERCIAL PRINTING: WHY YOU SHOULDN'T 
USE MS WORD FOR LAYOUT.

TECHNOLOGY

O
ften people (especially print 
buyers) think they can design 
their commercial printing 

projects on MS Word. This is 
particularly true for staff of large 
companies in which most people have a 
copy of MS Word or others who initially 
draft their publications in MS Word.
So researches were made among 
designers and print professionals, and 
here are few reasons why using MS 
Word for designing is not ideal. The key 
here is 
t h e  
ou tpu t .  
F o r  
printing 
i n  a  
L a s e r  
machine
, its fine, 
but for 
professi
o n a l  
d i g i t a l  
a n d  
o f f s e t  
printing, 
it's wise 
to avoid 

both MS Word 
a n d  M S  
Publisher. Your 
c o m m e r c i a l  
printing vendor 
will thank you. 
Here are some 
reasons why Ms 
Word it is not 
ideal for design 

layout:

You can actually use MS Word for its 
search and replace functions and to clean 
up and simplify copy before placing it in a 
design or layout program such as which is 
one of its strengths. Well these are some 
other alternatives to MS Word that can be 
used for layouts which are Corel draw, 
Illustrators, InDesign and QuarkXPress 
for those without much design experience. 
Placing your text into these preformatted 

documen
t s  w i l l  
make it a 
lot easier 
for you 
to create 
attractiv
e printed 
pieces if 
you are 
unsure of 
your own 
d e s i g n  
ability.

LARGE FORMAT PRINTER.

For a  subscription to The Print and Allied Business Review Newsletter now, Send your comments, name, address, 
telephone, e-mail, profession to: 12, Industrial Avenue, Ilupeju, Lagos. (email: info@speedviewcommunications.com) or go to 

our website(www.speedviewcommunications.com). 
Tel:  017641559, Onyeka: 08135743987. 

 FREE

EVENTS 

The Print, Design & Marketing Awards 2015
11 Jun 2015 - 12 Jun 2015
the Silver Sturgeon, the River Thames, 
London

Print Expo 2015
12 Jun 2015
Chennai Trade Centre, Chennai

FESPA Africa 2015
22-24 July 2015

IMPA's Print & Pack Show
1 Sep 2015
Labhganga Exhibition Center,Near Hotel 
Raddison Bypass, Indore

The Digital Printer Awards 2015 
12 Nov 2015 - 12 Nov 2015
the Marriott London Grosvenor Square, 
W1K 6JP

FESPA China 2015
19-21 November 2015
Shanghai

FESPA Eurasia 2015
10-13 December 2015 - FESPA Eurasia

The Print, Design & Marketing Awards are 
designed to acknowledge print companies 
that embrace quality and creativity in 
production.

PrintExpo 2015, now in its' 7th Edition is the 
regions' largest and most successful 
exhibition on pre-press, printing, print 
finishing, packaging and converting.

FESPA Africa 2015, hosted at the Gallagher 
Convention Centre in Johannesburg, is set to 
be the largest exhibition in the region to date 
after a successful 2014 exhibition.

The show will cover the entire gamut of 
screen,offset and digital Printing.A never 
before show in Indore, MP.

The Digital Printer Awards just get bigger 
every year. Join us in style at the industry's 
only comprehensive digital printing awards 
by putting your best work up against the rest 
of this innovative sector. We are looking for 
creativity in concept and design, as well as 
quality, innovation and impact in print and 
finishing.

The FESPA-branded event will be managed 
in partnership between FESPA and CSGIA 
(China Screen Printing and Graphic Imaging 
Association), FESPA's associate member in 
China.

FESPA Eurasia will be a focused exhibition 
for the wide format digital printing, screen 
printing, signage and garment decoration 
markets.

Wrong colour space for printing because 
Ms Word is an RGB application

3

Why MS Word is a Bad option?

1 Formatting Limitations

2 Problems with moving graphics 1.It is very hard to anchor graphics to a specific position within the text.
2.Wrapping text around an image.
3.Graphics adjustment is not flexible.

1.It is not appropriate for commercial printing, which works within a CMYK color space 
(cyan/magenta/yellow/black).
2.Converting from RGB to CMYK to prepare a MS Word PDF for custom printing can 
dramatically alter the color.
3.Black text within graphics (like labels in a chart or graph) will become a color build 
(composite percentages of RGB or CMYK) rather than 100 percent black.
4.A smaller typeface (e.g 9point) cannot hold the colour register accurately in offset 
press.

1.MS Word is a descendent of typewriters with only one function and it does not have 
other nuances of fine typesetting that dedicated design or layout programs can 
provide.
2.Less control over both the individual characters in a document and also the overall 
look (or “color”) of the text.
3.Multi-column layouts are very difficult to create or control.
4.Fonts available for MS Word and similar applications are system fonts lacking the 
nuances of type font design (such as ligatures, extended character sets, etc.).

L

Advantages

arge Format Printing 
produces very high 
definition images on a 

wide range of materials of 
different thicknesses, weights 
and finishes including photo 
paper, vinyl, film, mesh, canvas, 
and various textiles. Digital 
flatbed printers can also print 
directly into most flat surfaced 
rigid or flexible substrates 
including: PVC, aluminum 
composite material, acrylic, 
c o r r u g a t e d  b o a r d ,  
polycarbonate, polyboard and 
chromadek sheeting.

Large Format Printing has many 
advantages, the main ones being 
faster turnaround and lower 
production cost so it is frequently 
used for on-demand or short-run 
colour printing. It is very cost-
effective on short print runs 

owing to the low set up costs and the 
fact that there are no minimum 
volume restrictions.

Some more advantages are that they 
are suitable for printing materials for 
interior and outdoor use, the printing 
can be done on many different 
substrates or materials, waterproof 
and fade resistant inks can be used 
and any size can be printed including 
large format and extra wide format.

· Banners
· Posters
· Photo Enlargements
· Mesh Banner
· Fabric Banners
· Window Graphics
· Wall Murals
· Canvas
· Trade Show Displays

· Party Planners
· Engineers and the 

architects
· Publishers
· Graphic designers
· Advertisers

Applications Users
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