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We are a small to medium size commercial printer. We have been in business for over 35 
years and over the past several years we have diversified into other market segments for 
continued company growth. 
 
However, with the diversification we are experiencing growing pains. That said, we are 
exploring the option of hiring a small consulting firm that has proven track 
record/credentials along with a “hands on” approach working in the manufacturing arena, 
preferably one that has worked within the printing industry.  In abbreviation, the scope of 
the project would be to evaluate our current processes and make recommendations for 
improving efficiencies and streamlining, independent evaluation of the current staff 
members, review past and present sales/marketing strategies, make recommendations, 
etc.   
 
We are reaching out to the members that may have worked with a consulting firm such as 
what we are looking for with success. Over the years we have heard of a few horror stories 
with consulting firms so we believe it to be best to get a solid referral if possible. 
 
 

 
Wisconsin Manufacturing Extension Partnership (WMEP) 
 
www.wmep.org 
 
Is a great resource! 
 
 

 
PIA and GLGA would be the best resource.  We’ve also had very good luck with our local 
technical school. 
 
 

 
It’s my experience that consulting firms are not in touch with your business. Furthermore it’s the 
commitment of management that really makes it work.  
 
I think it may be just as useful in this case to find some peers to talk to about the growing pains as 
a first step. Then if no direction is visible maybe try a consultant. 
 
 

 
This person should attend PIA’s President’s Conference.  There are a few speakers who are 
presenting on these issues. 
 
 

 
 
 
 

https://www.google.com/url?sa=t&rct=j&q=&esrc=s&source=web&cd=1&cad=rja&uact=8&ved=0ahUKEwjrsLiOvoXZAhUH5IMKHS1fAlkQFggnMAA&url=https%3A%2F%2Fwww.wmep.org%2F&usg=AOvVaw0GZap474tTaaGJQ36NHfkE
http://www.wmep.org/
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Full Disclosure, I have not had Stuart do any consulting work for any company I worked 
for.  However, I have been to many seminars by him and he knows his stuff.  Most companies 
that have growing pains are caused by many factors – pricing, analysis of costs and YES 
processes themselves.  So I would recommend a consultant that can take a look at all these to 
improve in all areas.  
 
 

 
We have had great success with Lean Transformation Group (LTG).  Karl O’haus, in particular is 
a wonderful Lean mentor and is a very hands-on practitioner with a significant background in 
manufacturing.   
 
 

 
Reach out to Keypoint Intelligence/InfoTrends.  They have a great resource of industry 
knowledge and can help with workflows.   
 
Headquarters 
80 Little Falls Road 
Fairfield, NJ  07004 
Phone:  (973) 797 – 2100 
 
Pat McGrew handles the operations side. 
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We have not found a firm that was worth the money. 
 
 

 
My clients work with and like Anzalone Advisors.  I highly recommend Steve Anzalone.  His 
contact number is  
317-431-9697 
steve@anzaloneadvisorsll.com . 
 
 

 
Do NOT use George S. May. 
Although they may be out of business now, which in our opinion is good. 
 
 

 
We would like to highly recommend Mary Beth Weigel to the group. Mary Beth has helped us 
navigate all of the pain points described in the request. Her contact info is: 
Mary Beth Weigel  
MBWeigel Solutions, LLC  
mbweigel@gmail.com 
(630)632-5703 
 
Mary Beth Weigel is an experienced Management Consultant with expertise in process 
optimization and leadership team development.   She is a Process Consultant and Business and 
Agile Coach who works with small businesses to assess and improve business processes, to 
identify and pursue business and leadership development goals, and to plan and execute 
transformations.  
 
For us, Mary Beth has conducted two full staff listening sessions focused on key areas of team 
development.  These assessments resulted in operational changes that have improved team 
communication, knowledge sharing, and performance.    
 
In addition, Mary Beth has coached key staff members, supporting their transformation into 
leadership and sales roles. She has facilitated the leadership teams’ decision-making processes, 
goal setting, and succession planning.  
 
Mary Beth has a team of trusted resources to call upon in order to address any specialized needs 
of her clients. Currently Mary Beth has partnered with a sales strategy expert to focus and 
enhance our’ sales and marketing strategy, sales management processes, and 2018 sales 
outcomes.  
 
 

 
 
 
 
 
 
 
 
 
 
 
 

mailto:steve@anzaloneadvisorsll.com
mailto:mbweigel@gmail.com
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This is what I do.  
 
Steve Anzalone 
President 
Anzalone Advisors, LLC 
317-431-9697 
steve@anzaloneadvisorsllc.com  
https://anzaloneadvisorsllc.com  
 
 
(Editor’s note: Anzalone Advisors is a GLGA member.) 
 
 

 
Change Management/Manufacturing/Printing/Paper Recycling  
Consulting in Business Processes/Personnel/Systems:                
 
Sagacity LLC   www.sagacity-llc.com      414-921-4811  
 
 

 
 
 
 
 
 
 
 
 
  

mailto:steve@anzaloneadvisorsllc.com
https://anzaloneadvisorsllc.com/
http://www.sagacity-llc.com/


5 

 
PIA has been providing consulting services of this sort for many years. We have consultants that 
specialize in production assessments, quality practice/Lean assessments, as well as those that 
specialize in operational assessments, and sales assessments. It sounds like you want a top to 
bottom operational review to spot opportunities for improvement and find ways to reduce lead 
time, gain efficiency, decrease wasted time and materials, have better product/service quality, 
and ultimately add to profitability.  
 
Our lead consultant for operational assessments was most recently the president/COO of a large, 
high-profit margin commercial printer. He has spent his entire life in the business, having started 
and ran smaller firms, and managed the largest printer in a metro area. He’s done numerous 
assessments over the last few years and continued to work with some of those companies, an 
indication of the quality of his work. His assessments do not typically cover the sales function, but 
certainly could.  
 
Here are some of the questions the consultant would answer for you: 
 

• What are the operational strengths and weaknesses of the operation? 
 

• What information and capabilities are needed from the MIS software that are not 
being provided? 

 
• To what extent can the workflows (starting with job submission) be more automated 

with fewer manual touches? 
 

• What is preventing the operation from being more efficient and productive (i.e., 
producing faster with fewer costs)? 

 
• What key performance metrics should be tracked and reported beyond those already 

tracked? 
 

• How engaged are the employees in the success of the company, such as improving 
processes and reducing waste? 

 
• Are there sufficient standard operating procedures and do they need to be updated 

and improved? 
 

• Are rework, customer complaints, and on-time delivery being measured and the 
results acted on? 

 
• Are there tools and approaches to support continuous improvement? 

 
• Are front-office processes helping or hurting the goal of reducing lead time? 

 
I’ll be glad to arrange a conference call with the consultant and prepare a proposal for you. I 
would expect that for a medium-sized operation, the assessment would consist of three days on 
site, with a verbal report before departure and a formal written report to follow.  Here’s a link to 
our consulting brochure. 
 

(continued on next page) 
 
 
 
 
 

https://www.printing.org/sites/default/files/attachments/consultingbrochure2017.pdf
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On a related note, the industry’s only conference devoted to operational excellence is coming to 
Chicago, April 8-11. The Continuous Improvement Conference is full of sessions, workshops, 
plant tours, and networking, all focused on helping print manufacturers use specific systems/tools 
and create a culture that allow them to improve at a faster rate than their competitors. It could be 
very valuable to you. More info at ci.printing.org. 
 
Jim Workman  
Vice President, Center for Technology and Research   
TAGA Managing Director 
Printing Industries of America 
301 Brush Creek Road 
Warrendale, PA 15086 
Office: 412-259-1710 
Cell: 412-215-4928 
Fax: 412-259-1765  
jworkman@printing.org  
www.printing.org   
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://ci.printing.org/
mailto:jworkman@printing.org
http://www.printing.org/

