


Everyone at DPD is pleased and appreciative of the hon-
or of receiving the Customer Service of the Year Award 
for 2008 from Great Clips. Great Clips, established in 
Minnesota in 1982, is the premiere no-appointment hair 
salon with more than 2,700 locations across the United 
States and Canada and employs more than 30,000 styl-
ists.  Entrepreneur Magazine’s 29th Annual Franchise 
500 ranking recognizes Great Clips as No. 1 in the hair-
care franchise category.  

�2�X�W���R�I���K�X�Q�G�U�H�G�V���R�I���S�R�W�H�Q�W�L�D�O���Y�H�Q�G�R�U�V���I�R�U���W�K�H���D�Z�D�U�G�����'�3�'��
was honored in November with a beautiful crystal statue 
�W�K�D�W���L�V���S�U�R�X�G�O�\���G�L�V�S�O�D�\�H�G���D�V���\�R�X���H�Q�W�H�U���R�X�U���(�G�L�Q�D���R�I�¿�F�H����
DPD has been serving the needs of the Great Clips cor-
�S�R�U�D�W�H�� �R�I�¿�F�H�� �I�R�U�� �P�R�U�H�� �W�K�D�Q�� ������ �\�H�D�U�V���� �� �9�D�U�L�R�X�V�� �V�H�U�Y�L�F�H�V��
have been provided over the years to Great Clips includ-
ing assembly of registration packets for their franchisee 
recognition events, coordination for meetings, and pro-
duction and distribution of training materials.  

�:�L�W�K���*�U�H�D�W���&�O�L�S�V���S�R�L�V�H�G���I�R�U���S�K�H�Q�R�P�H�Q�D�O���J�U�R�Z�W�K���L�Q��������������
DPD is excited to continue offering our services to ex-
pand our extraordinary partnership and be a part of Great 
Clips’ mission to be the largest and most successful hair 
salon in the United States.

In 2009, DPD invites our customers 
and prospects to visit our Edina cor-
�S�R�U�D�W�H�� �R�I�¿�F�H�� �D�Q�G�� �S�U�R�G�X�F�W�L�R�Q�� �I�D�F�L�O�L�W�\��
for tours and lunch meetings.  A tour 
is a great opportunity to meet our staff 
responsible for your projects, review 
samples of our work to spark ideas 
and provide a better understanding of 
all the areas DPD may be of service 
and provide expertise for your busi-
ness growth initiatives.  DPD staff 

who participate in the tours, also reap 
�E�H�Q�H�¿�W�V�� �E�\�� �O�H�D�U�Q�L�Q�J�� �P�R�U�H�� �D�E�R�X�W�� �F�O�L-
ent and prospect business and project 
concerns.

Tours can be kept to an hour in length 
and held over the lunch hour to maxi-
mize your time investment, to which 
�Z�H�� �Z�R�X�O�G�� �F�D�W�H�U�� �L�Q�� �E�R�[�� �O�X�Q�F�K�H�V���� ���:�H��
are also happy to schedule tours any-
time between 9am and 4pm.  If you 
and your staff are interested in a tour 

of DPD’s Edina production facility, 
please contact Edina Customer Ser-
vice at 952-946-1200 or Minneapolis 
Customer Service at 612-338-2988 
to reserve your date on our tour cal-
endar.

DPD Facility Visits Generate Ideas & Deeper Understanding

DPD Receives Customer Service of the Year Award for 2008 from Great Clips, Inc!

DPD always recommends that a hard copy proof of your electronic artwork be viewed prior to your job going to 
�S�U�R�G�X�F�W�L�R�Q�������:�H���F�D�Q���X�V�X�D�O�O�\���S�U�R�Y�L�G�H���W�K�L�V���K�D�U�G���F�R�S�\���W�R���\�R�X���Z�L�W�K�L�Q���������K�R�X�U�V���R�I���U�H�F�H�L�Y�L�Q�J���\�R�X�U���D�U�W�Z�R�U�N�������7�K�H���S�X�U�S�R�V�H��
of reviewing this hard copy is to make sure that your copy and picture elements have transferred correctly in the 
submission of your artwork. 

�8�Q�O�H�V�V���\�R�X���V�S�H�F�L�¿�F�D�O�O�\���U�H�T�X�H�V�W���R�X�U���F�R�S�\���S�U�R�R�¿�Q�J���D�Q�G���H�G�L�W�L�Q�J���V�H�U�Y�L�F�H�V�����D�V���D���P�D�W�W�H�U���R�I���V�W�D�Q�G�D�U�G���F�R�X�U�V�H�����'�3�'���G�R�H�V���Q�R�W��
�S�U�R�R�I���I�R�U���F�R�S�\���Z�U�L�W�L�Q�J���R�U���H�G�L�W�L�Q�J���H�U�U�R�U�V���E�X�W���S�U�R�R�I�V���I�R�U���W�K�H���P�D�M�R�U���¿�O�H���H�O�H�P�H�Q�W�V���F�D�U�U�\�L�Q�J���W�K�U�R�X�J�K���W�R���W�K�H���G�L�J�L�W�D�O���S�U�R�R�¿�Q�J��
�R�X�W�S�X�W���G�H�Y�L�F�H�������$���J�R�R�G���W�L�S���I�R�U���S�U�R�R�¿�Q�J���F�R�S�\���L�V���W�R���U�H�D�G���E�D�F�N�Z�D�U�G�V�����D�V���\�R�X���P�D�\���E�H���W�R�R���X�V�H�G���W�R���V�H�H�L�Q�J���W�K�H���F�R�Q�W�H�Q�W���D�Q�G��
�P�D�\���P�L�V�V���H�U�U�R�U�V�����R�U���K�D�Y�H���V�R�P�H�R�Q�H���L�Q���\�R�X�U���R�I�¿�F�H���Q�R�W���I�D�P�L�O�L�D�U���Z�L�W�K���W�K�H���F�R�S�\���U�H�Y�L�H�Z���W�K�H���S�U�R�R�I����

If your project is printing on a four color press, please keep in mind the proof you review will be run from a digital 
�F�R�S�L�H�U�����P�R�V�W���O�L�N�H�O�\���R�Q���G�L�I�I�H�U�H�Q�W���S�D�S�H�U���W�K�D�Q���\�R�X�U���¿�Q�L�V�K�H�G���S�U�R�M�H�F�W�����D�V���W�K�H���F�R�S�L�H�U���F�D�Q���R�Q�O�\���D�F�F�R�P�P�R�G�D�W�H���F�H�U�W�D�L�Q���V�W�R�F�N�V��
of paper).  The look of your colors may not be true to the actual printing press results because colors appear different 
when laid on different papers and copied versus printed.

If there are questions or concerns on your proof, please do not hesitate to contact your Customer Service agent.  If 
�\�R�X���D�U�H���L�Q�W�H�U�H�V�W�H�G���L�Q���R�X�U���F�R�S�\���S�U�R�R�¿�Q�J���R�U���H�G�L�W�L�Q�J���V�H�U�Y�L�F�H�V�����Z�H���F�D�Q���D�O�V�R���S�U�R�Y�L�G�H���D�Q���H�V�W�L�P�D�W�H���R�I���W�K�H���W�L�P�H���D�Q�G���S�U�L�F�H��
involved for your project.

The Story on Proofing

Do you have the time consuming 
challenge of collecting data, placing 
the information into a spreadsheet, 
pulling together related data, and 
then having it make sense in reports? 
DPD can create a custom barcode 
program for you that will save you 
time and ensure accurate data entry.

How it works:

�‡	 �:�H���Z�L�O�O���F�U�H�D�W�H���D�Q���$�F�F�H�V�V���G�D�W�D�E�D�V�H��
that will integrate any existing 
�G�D�W�D���\�R�X���K�D�Y�H���D�Q�G���Z�L�O�O���E�H���F�R�Q�¿�J-
ured with additional entry place-
ments for barcode scanning and/
�R�U���D�Q�\���Q�H�Z���G�D�W�D���\�R�X���Z�D�Q�W���F�R�Q�¿�J-
ured in. 

�‡	 �%�D�U�F�R�G�H�V�� �F�D�Q�� �E�H�� �³�D�W�W�D�F�K�H�G�´�� �W�R��
people, places, values, or any-
thing else you might need.

�‡	�'�3�'�� �Z�L�O�O�� �S�U�L�Q�W�� �R�X�W�� �D�Q�\�� �U�H�T�X�L�U�H�G��
documents you might need, with 
the barcode on the form(s).

�‡	 �6�L�P�S�O�\�� �R�S�H�Q�� �W�K�H�� �X�V�H�U�� �I�U�L�H�Q�G�O�\��
forms that have been created for 
you and click the barcode scanner 
button to place the barcode infor-

mation into your database. (DPD 
can provide scanners as part of 
the program designed for you.)

�‡	 �$�W�� �W�K�H�� �F�O�L�F�N�� �R�I�� �D�� �E�X�W�W�R�Q�� �\�R�X�� �F�D�Q��
run designed queries and reports 
that let you see what you want, 
how you want.

Because the program will be made to 
meet your needs, you are in no way 
limited in what is possible to be cre-
ated. That being said below are a few 
ways you may want to put this tech-
nology to work for you.

What can this technology  
do for me?

�‡	Return mail reply’s  - If you 
have surveys, pledge form’s, or 
other reply’s coming back to you 
in a supplied returned envelope, 
you can have barcodes printed 
on the documents you send out. 
�:�K�H�Q�� �W�K�H�\�� �F�R�P�H�� �E�D�F�N�� �W�R�� �\�R�X����
simply scan the barcode and en-
ter the new data. All previous data 
relating to that data in your data-
base will be connected together 

and will be available as a report 
for you to print off.

�‡	Contests – Do you conduct cus-
tomer “challenges or contests” 
where points are assigned to your 
customers based on how well 
they did? Challenge cards can be 
printed out along with stickers for 
point values (both of which are 
barcoded). Then simply scan both 
barcodes and the database will 
add the values and create reports 
that show you the winners.

�‡	Events – Have us print off name 
badges and or invitations with bar-
codes on them. You can then scan 
them at your event and know who 
actually showed up, who partici-
pated in special classes, who has 
a special interest in more info, 
etc… All without re-entering in-
formation you already have.

DPD Helps Save Time Through Barcoding Capabilities

�1�R�W���V�X�U�H�� �L�I�� �W�K�L�V�� �W�H�F�K�Q�R�O�R�J�\�� �L�V�� �D�� �¿�W��
for you? Please call us and ask for 
a complimentary consultation on 
your project. 

D A TA  P R I N T D I S T R I B U T I O N



Important FYI’s

u	 United Parcel Service has announced a 5.9% increase in its rate for 
ground service.  Be Advised:  that’s an average figure.  It does not take 
into account negotiated rates based on volume, fuel surcharges, and other 
factors.  There’s also the issue of “rate flexibility” based on the economic 
conditions at any particular time.  Bear in mind that even the U.S. Postal 
Service can legally negotiate rates in product categories in which it does not 
have a monopoly.

u	 FedEx is increasing its standard list rates for both Home Delivery and 
Ground by an average of 5.9%, beginning January 5, 2009.

u	 The latest report from Direct Marketing Association is that nearly 33% of 
consumers respond to direct mail advertising by going online.

u	 DHL has experienced service problems and has announced that its U.S. 
express business, both air and ground, will be discontinued effective 
January 30, 2009.  However, its international business will be 
continued; 103 stations will be maintained in the U.S. to handle 
that business.

u	 January 18, 2009 is the date on which the U.S. Postal 
Service will raise average prices for Priority 
Mail, Express Mail, Parcel Select, and some 
international shipping services by about 
five percent.

Virtually every seller I know could get much 
more done in less time if they leveraged technolo-

gy better. Not only that, but you'd be a whole lot savvier 
when you're with your customers - which should directly 

correlate to increased sales success.

There's no excuse any more for not 
using these resources. In fact, if you 

don't know about them or can't use 
them, it's time to get educated. 

Here's what I recommend for: 
• Finding contacts: Jigsaw, Netprospex, 

LinkedIn  
• Triggering event updates: InsideView, 

Google & BizJournals Alerts  
• Account research: Hoovers, D&B, ZoomInfo 

• Industry intelligence: First Research  
• Email intelligence: Genius  

• Sales productivity: Landslide  
• Online Meetings: GoToMeeting, Webex

All these resources are affordable to everyone. If 
your company doesn't pay for these services, use 

your own money. The value that you get from them 
far outweighs the expense. You'll save so much 

time, plus learn critical insights that can be lever-
aged for business success.

This article is written by Jill Konrath, author of Selling to Big Companies, 
which helps sellers crack into corporate accounts, shorten sales cycles and 

win big contracts. She is a frequent speaker at annual sales meetings and 
association events. 

For more articles like this, visit http://www.SellingtoBigCompanies.
com . Get a free Sales Call Planning Guide ($19.95 value) when 

you sign up for the Selling to Big Companies e-newsletter.  
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