Track 2: Implementing a Successful Digital Printing Strategy

You have the digital equipment and software solutions in place and you are ready to make money with digital
printing. But how do you implement a successful digital printing strategy? This track will take you through the
key steps necessary for implementing a successful strategy, including preparing your sales force, promoting

your services and pricing your products. Hear from print providers who have successfully implemented digital
into their product portfolio. Speakers will also focus on keeping businesses competitive through value-added

services and emerging business opportunities.

Cekuus 2: OcyliecTBrneHue ycnewHoun cTtpaterum uudposomn neyaTtum

Y Bac ecTb uucpoBoe ob6opyaoBaHue, NporpamMmmHble peLleHuns, 1 Bbl roToBbl 3apabaTthiBaTb Ha LM pPOBON
neyaTtn. Ho kak Bam peanusoBaTb ycneLuHyo cTpateruio umdposon nevyatn? B aTon cekuumn cneynanuctsl
npoBeadyT Bac no Bcem kntoYeBbIM CTyNEHAM, HEOOXOAMMbIM A1 TOro, YTOObl OCYLLECTBUTL YCNELLHYHO
cTpaTerunio, BKIoYasa NoAroToBKy LITaTa NpoaaBLOB, NPOABWKEHME YCIYT U OLEHKY NPOAYKTOB. Bbl
yCnbILWNTE MHAOPMALUIO OT MOCTABLUMKOB YCNYT, KOTOPbIE YCMELIHO BHEAPUIN LUAPOBYIO TEXHOMOMMIO
neyaTtu, paclmpvB TeM CaMbiM aCCOPTUMEHT NPOAYKUMN. [JOKNaaunKn Takke pacCKaxyT, Kak NogAepXmBaTh
KOHKYPEHTOCMOCOOHOCTb (hMPM C MOMOLLIbIO YCNyr ¢ A06aBMEHHON CTOMMOCTbLIO 1 MOSBNSAOLLMXCS
BO3MOXHOCTeN 6msHeca.

Session 2: Engaging the Sales Force to Sell Digital

Selling digital solutions and services is very different then selling traditional print, and investment in digital
production capabilities alone doesn't guarantee revenue growth. Your sales representatives must talk to dif-
ferent people, convey a different value proposition, and compete against different companies than they have
before. This session provides you with the tools you need to successfully energize your digital services sales
efforts. Key topics and issues include:

Understanding the business communications value chain
Establishing a strategic position and competitive advantage
Strategic selling and account strategies: A Roadmap

An update on customer requirements and market forecasts

Ceccus 2: NMpuBneveHuMe WTata NpoAaBLOB ANA npoAaaxu umdpoBoro obopyaoBaHusA

Mpogaxa pelueHnn 1 ycnyr ULMgpoBon nevaTn pagmkanbHO OTNMYaeTcs OT NPOAaXKWN YCryr TPaanLMOHHON
neyaTtu, U MHBECTULIMM TOMBKO B BO3MOXXHOCTU LMEPOBON NeyaTn He rapaHTUpyoT pocTa goxoaa. Bawm
TOProBble NPeACTaBUTENM JOIMKHbI 06LLAaTECS CO MHOTMMM NI0AbMU, NpeanaraTe LeHHble NpenMyLLecTsa u
KOHKYpMpOBaTb C APYrMMU KOMMNaHUsMU, Kak 1 genanuv paHblue. Ha aton ceccun Bam BygeT pacckasaHo 06
WHCTPYMEHTax, KOTopble NO3BOMAT C HOBOW CUMOW Npodasath yCnyrn undposon nevatu. Knoyesble TeMbl 1
npobnembl ceccum:

e [loHumaHue npaBWIbHON OpraHn3aunm GU3HeC OTHOLLEHWH,

e Bribop cTpaTternyeckon no3numm n KOHKYPEHTHbIX NPENMYLLECTBA,

e Crtparterusa npogax u CTOUMOCTW YCNyr: OnepaTuBHbIA MiiaH,

e HoBble TpeboBaHUA KNMeHTa 1 NPOrHO3bl PbIHKA.

Session 4: Properly Position and Promote Your Digital Services Business

Your customers can only buy from you if they know that you exist! You need to effectively position your busi-
ness in the eyes of your customers and then properly promote the services that you offer. You will need to
educate the market about the products and services you provide. This session will discuss how marketing
service providers have repositioned their businesses and the promotional strategies that have helped them
achieve positive results.

Ceccus 4: Kak 3aHATb NpaBUbHYH NO3ULMIO HA pPbiHKe U 3¢hheKTMBHO NpoABUraTb ycnyru
uncpoBOM nevaTm

KnneHThbl MOryT NMOJIb30OBaTbCA BallMMK YCIlyraMu TOJIbKO B TOM Clly4ae, eCrim 3HakoT O Ballem
Cyu.l,eCTBOBaHVIVI! Bbl OMKHbI 3aHATD npaBuUIibHYO NO3NLUNKO B OTHOLLUEHNN CBOUX KITMEHTOB N 3aTEM



OOIKHbIM 0Bpasom npoaBuratb ycnyru. Takke HeobxoaMMo pacckasaTb PbiHKY O TEX YCryrax U ToBapax,
KoTopble Bbl MoXeTe npeanoxuteb. Ha aTol ceccum ByaeT paccka3aHo O TOM, Kak MOCTaBLLMKM
MapKeTMHIOBbIX PELLUEHUI NepepasMecTunv CBo GU3HEC 1 M3MEHUNM cTpaTernn NPOABUKEHUS TOBAPOB, YTO
MOMOTIIO UM AOCTUIHYTb NONIOXKUTENbHBIX PE3yIbTaToB.

Session 6: Pricing Digital Output

With new solutions, services and increased competition, correctly pricing your digital output is critical to suc-
cess. And with prices for almost all hardcopy output expected to decline annually, print providers must have
good pricing models. This session reviews best pricing practices and presents market data on current pricing
trends. Attendees will come away with actionable ideas and models to develop effective digital output pricing.

Ceccua 6: PacyeT cToMMOCTU BbilycKaeMoun NpoAyKLUK

BcneacTteme nosiBNEHMS HOBLIX PELUEHWI, YCIYT U pacTyLLen KOHKYPEHLMMW, BaXXHBIM C TOYKU 3pEHMS
ycnewHocTn brusHeca sBnsieTca NpaBuibHbIA pacyeT CTOMMOCTM NpoayKumn. Tak Kak LieHbl MoYTU Ha Bce
TBepAble NeYaTHble KOMUK eXerogHo nagaroT, TO 'y NOCTaBLUMKOB YCIyr AOIMKHA ObITb Npuemiemas LieHoBast
nonuTtuka. B gaHHon ceccumn byneTt aaH 063op Hanbornee BbIrOAHbIX LEHOBbLIX MOMUTUK U A@HHbLIE MO PbIHKY O
TeKyLUMX TeHAeHUMsAX ueHoobpasoBaHus. [oceTutenu ynayT ¢ ngesiMu, KOtTopble AaayT UM MOBOA AN
OencTesun, n Mmogensamu BeaeHust 3PEKTUBHON NOMNNTUKN LeHOObpa3oBaHNS

Session 8: Who’s Making Money at Digital Printing...and How?

Going digital is tough enough with its pitfalls and obstacles, but figuring out how to implement it successfully
and profitably is a whole new challenge. This session is a straightforward look at how to emulate successful
providers of digital printing. This case study presentation will help you answer questions such as:

e Which marketing messages work best and which miss the mark entirely?

e Whatis the key to selling it?

e What tools do sales people need?

Ceccus 8: Kto 3apabaTbiBaeT Ha pbiHKe LiMpPOBOM NevaTu... 1 Kak?

Mepexon Kk TexHonorum LnMgpoBon neyaTn 4OCTAaTOYHO CIIOXEH U COBMELLEH C psAaoM npobnem u
NpenaTCTBUIA, HO Kak 3TO caenaTb YCNeLwHo 1 ¢ nonb3on — ewe 6onbluasa npobnema. B xoage ceccun
cnywaTtenu y3HatoT, YTO HYXXHO Aenatb, YTobbl 6biTb YCNeLHbIM NOCTaBLUMKOM YCIyr LnmdpoBon neyatu, u
nonyyaT OTBEThI Ha creayoLue BOnNpocChI:

e Kakne mapkeTMHroBble COOBLLEHMS MPUHOCAT HaUMyyLWmn adpekT, a Kakne BoobLue He noaxoasaT

ONA KnueHTa.
e B uewm cekpeT npogax.
e KakvMu nHCTpymMeHTamm JomxkeH obnagaTe npoaased.

Session 10: Planning for Success: Developing a Winning Plan for Variable Data Printing

This session will review the wide range of software solutions available to produce successful variable data
print jobs. These solutions include plug-ins to common graphic arts page layout programs to highly sophisti-
cated customizable solutions. Some may be suitable for addressing and simple mail merge, or they may be
used for highly conditional photographs, graphics and extensive text reflowing. Participants will learn:

To identify the levels of variable that can be included in a document

How to determine whether a plug-in or a standalone application is required
Analyze the role of print data streams

Budget considerations

Ceccuna 10: nﬂaHMpOBaHMe ycnexa: P33pa6aTblBaeM onTUManbHbIA NNaH npousBoacTBa nevyaTtu
nepemMeHHbIX AaHHbIX

B ceccumn paccmaTtpuBaeTca LIJVIpOKl/IIZ anana3oH nporpaMmmMmHOro obecneyeHnsi, NO3BOMSOLENO C ycnexom
BblNyCKaTb NeYaTHble MaTepuarsbl C nepemMeHHbIMU JaHHbIMU. On peLlleHna BKINKYarT AONOJNTHUTENbHbIE
MoAyInn, No3BoJiAWME NpeBpaTUTb CTaHOAPTHbIE NMPOrpaMmbl 06pa6OTKM Fpa(bVIKVI N BEPCTKN B O4YEHb



CNOXHble HacTpavBaeMble pelleHnsl. HekoTopble N3 HMX MOryT ObITb NMOAXOAALMMY ANSt a4PECHON
paccbIfiKM U COCTaBIEHNsI CTaHAAPTHbBIX MUCEM, a ApYyrMe MOryT MCNoNb30oBaTbCs Ans 06paboTkm
doTorpadun, rpadmkn n TeKCTa. YYacTHUKM ByOyT YUNTLCS:

o Onpenenmb CTeneHb NCnosfib3oBaHNA NepeMeHHbIX AaHHbIX, KOTOPble MOryT ObITb BKMNIOYEHbI B

[OKYMEHT.

e Kak onpegenutb, TpebyoTCa N1 AONOMHUTENbHbLIE MOAYNN UM aBTOHOMHbIE MPUITOXKEHMS.

e AHanuaupoBaTtb pofb MHPOPMALIMOHHBIX MOTOKOB NevyaTu.

e CocraBnatb GrogXeT.

Session 12: Web-to-Print: Enabling Success for Print Service Providers

Print Service Providers have multitude of options to choose from in the Web-to-Print solutions market. Learn
from experienced professionals and industry leaders how Web-to-Print tools bring value-added services, pro-
duction automation, cost savings, and growth opportunities to print service providers, and how they provide
print buyers with process management and workflow efficiencies.

Ceccua 12: PeweHusa Web-to-Print: PeanbHbIi ycnex aons nocTtaBLMKOB YCNyr nevyaTu

MocTaBLuKM ycnyr nevyaTn MoryT BelOpaTh OAMH U3 MHOXECTBa BapuaHToB pelleHnin Web-to-Print,
CYLLIECTBYIOLLMX Ha PbIHKE. YUYNTECh Y OMNbITHLIX NPOdECCMOHANoB 1 NMAepoB OTpacnu, Kak MHCTPYMEHTbI
Web-to-Print ynyywatoTt ycnyru ¢ fo6aBneHHON CTOMMOCTbLI0, aBTOMaTU3aLmio Npon3BOACTBA, CHUKEHME
N3OepXeK 1 BO3MOXHOCTU pOCTa NMOCTaBLUMKOB YCIyr, a Takke KakuM 06pa3oM nokynaTeny MoryT ynpaBndaTb
NPOM3BOACTBOM U TEXHONOIMYECKUM MPOLECCOM.

Session 14: Digital Book Production: A New Wave Begins

This session will focus on the rejuvenation of the short-run digital book market. New, higher speed black &
white and color printers are making book production more cost effective and improving the quality of the final
product. The value chain associated with book publishing is recognizing the demand for customized and per-
sonalized book runs, and a new wave of titles are appearing. Again, growth of this application is driven by
technology advances in continuous high-speed color printing, and the production of color-rich books for edu-
cational and entertainment purposes is increasing at a fast pace.

Ceccusa 14: NevaTtaHue KHUr uudpoBbIM cnocobom: HoBasi BoniHa HauMHaeTcA

OTa ceccusi cocpeoTouUTCS Ha OBHOBMEHUN PbIHKA ManoTUPaXHbIX KHUT, HanevyaTaHHbIX cCnocobom
undpposor nevaTn. Hosble YepHo-6enble U UBETHbIE UMPOBbLIE NeYaTHbIe MalLnHbI, paboTaloLwme Ha
BbICOKMX CKOPOCTSIX, AernatT NPON3BoACTBO KHUIM SKOHOMUYECKUN BbIFOAHLIM W MOBLILLAIOT KA4eCTBO
KOHeYHoro npoaykta. HoBble HanpaBneHusi B KHMromsgaHue Tpebyetr KacTomMmsaumm 1 nepcoHanmaauum
Tupaxewn, 0cobeHHO Ha hoHe yYBenM4eHns KonnyecTsa HoBbIX aBTOpoB. ONsTh Xe, yBenmyeHne oobemoB
CTUMYNMPYEeTC 3a CYET TEXHOMNOMMN HENpPepbIBHON BbICOKOCKOPOCTHOW LIBETHOM NevaTu, U MPoM3BOACTBO
KpacouYHbIX KHUT A4S 06pa3oBaHus 1 cdepbl pasBreyeHnid, KOIMYeCTBO KOTOPbIX YBENNYMBAETCS B
ObICTPbIMM TEMNAMM.

Session 16: Photo Servicing Applications: Valuable Exposure for Digital Printing

This session explores the burgeoning demand for short-run digital color photo products such as calendars,
books and greeting cards, which is a segment experiencing exponential growth. All participants are happy
and excited about this value chain in which customer value, product quality and print volume align so well.
What developments will take place in this moving forward? Attend and learn where it's all headed and how to
exploit the emerging opportunities it presents.

Ceccus 16: MNpunoxeHnsa ansa pa6oTtbl ¢ hoTorpadmsamu: BaxHbIN npuopuTeT Ans undpoBon neyaTm

B aTon ceccun nccnepyeTcsa pacTyLnii CNPOC Ha ManoTUPaXKHYIO LBETHYIO (DOTONPOAYKLUMNIO, TAKYH Kak
KaneHaapu, KHUrm n no3apaBuTteribHbl€ OTKPbITKM, CErMeHT KOTOPbIX POCTET MO 3KCNOHEHTe. Bce y4acCTHUKN
3aNHTEpPeCOBaHbl B MOCTPOEHUN LIENOYKN CO3L4aHUS LIEHHOCTM, KOTopas cMorna 6bl 06beguHNTL B cebe
NnoTpebuTenbCKyo LIEHHOCTb, KA4eCTBO NPoAayKTa u 06bem Tupaxa. Kakue pa3paboTkm BegyTCcs B 3TOM
HanpaBneHun? MNoceTuTe ceccuto, 1 Bbl y3HaeTe 0 NnocnegHux TeHOEHLMSAX pbiHKa U cnocobax
NCMONb30BaHMWs NOSIBAAIOLLMXCS BO3MOXHOCTEN.



Session 18: Catalogs: Let the Offset to Digital Migration Begin

Attend this session for insights into the experience of early adopters of digital short-run catalogs as well as a
projection of how quickly catalog printing will move to digital printing. Print providers will be challenged to bal-
ance cost, image quality, and content versioning based on customer preference. Advances in continuous
high-speed color printing technologies will be an important part of this discussion, as they play a significant
role in the print provider’s ability to achieve this balance.

Ceccus 18: Nevatb kaTanoroB: HaunHaeTcA nepexon ¢ odceta Ha UMPpPoOBYIO NevaTb

lMoceTnTe 3Ty ceccuto 1 BOCNONb3yNTECH OMbITOM KOMMNAaHWI, KOTOPbIE NEPBbIMU HAYanu BbiMycKaTb
ManoTMpPaXKHbIE KaTanorn n NpoBepunun Ha cebe, HacKoNbKo BbICTPO BbIMYCK KaTanoros nepengeT B obnactb
umdpposor nevatu. MNocTtaBLmkam nevyatn npuaeTca 6anaHcnpoBaTb MeXay CTOMMOCTbIO, KA4ECTBOM U
noabopom coaepKaHusa COornacHo npeanovTeHnam knneHta. Ob6cyxaeHme NpenmyLLecTs TEXHONOMNM
BbICOKOCKOPOCTHOW LIBETHOW NeYaTu CTaHeT BaXXHOW YaCTblo AUCKYCCUM, NMOCKOMNbKY OHU UTPaT BaXKHYHO
ponb B CNOCOGHOCTM NOCTaBLLUMKa AOCTUrHYTh 3TOro 6anaHca.



