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 Call for Forms  -  A Helpful Tool for Overcoming Inertia 

 Calendar of Events 
Dates Event Sponsor Location 

03/13/03 
through 
03/15/03 

 
Graphic Arts 2003 

Graphic Arts  
Show  

Company 

 
Charlotte, NC 

04/13/03 
through 
04/16/03 

 
Conference 

 
National Postal Forum 

 
New Orleans, LA 

05/01/03 
through 
05/03/03 

 
Conference 

 
Gutenberg Festival 

 
Long Beach, CA 

05/18/03 
through 
05/22/03 

BFMA 
2003 

Symposium 

Business Forms 
Management 
Association 

 
Denver, CO 

06/08/03 
Through 
06/11/03 

TAWPI 
Information  

Capture 

 
TAWPI 

 
Long Beach, CA 

Check the “Valuable Links” on Page 8 for additional information. 

When a new forms program is initi-
ated within an organization, or 
when an existing forms program 
undergoes a renewal process, it is 
usually appropriate, as a first step, 
to collect samples of all the forms 
used by the organization. These 
samples are used in several ways. 
 

Samples 
ascertain the number and  
nature of the forms that are 
used by the organization. 
help to determine who fills in 
the forms, how they do it and 
who gets copies of the com-
pleted documents. 
help define the business  
processes of the organization. 
are indicators of external, as  

well as internal contact points 
within the business systems 
and processes at work in the 
organization. 
reflect how the organization’s 
image is portrayed internally 
and to the outside world. 
are useful to point out where 
there are form redundancies  
and/or overlaps. 
help identify methods of pro-
duction of paper and deploy-
ment of electronic forms. 
help determine which forms 
are “official” and which ones 
are “bootleg.” 
provide the basis for building 
a viable forms management 
database. 
provide a visual reference 
point for employees and  
clients of the organization. 

The idea, then, is to collect as 
many sample forms as possible in 
an organized and expeditious 
manner.  Following are the appro-
priate steps toward reaching that 
goal. 
 
 

PROJECT ACTIVITIES (outline): 
 
1. Describe the forms manage-

ment program that is to be 
established or rejuvenated. 
 
a.    Define forms to be  

controlled (paper;  
electronic – intranet  
and Internet). 
 

b.    Identify forms program 
management team 

 

  . . . more on Page 4  

By: Carl W. Brannon, CFC, CFSP 
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Moore Wallace 
 

Moore Corp. recently announced 
their agreement to acquire Wallace 
Computer Services for about $1.3 
billion in cash and stock. This will 
form Moore Wallace, a combined 
company with pre-merger sales of 
about $3.6 billion. The new com-
pany will be the “largest integrated 
providers of commercial print, direct 
mail, outsourced customer commu-
nications, forms, labels, fulfillment 
and distribution services”. The ac-
quisition will be financed by $850 
million in leveraged loans and $400 
million in bonds, plus about 44.2 
million in common stock issued to 
Wallace shareholders, who will own 
about 28% of the combined com-
pany. 
 

Moore expects the combined  
company to add immediately to 
earnings, excluding merger-related 
expenses. Moore also predicted 
annual savings of at least $50  
million from asset rationalization,  
elimination of redundant overhead 
and duplicate information technol-
ogy expenses, and procurement 
savings. 
 

Moore had attempted to buy  
Wallace a few years ago but was  
rebuffed by the Wallace Board of 
Directors, led by Bob Cronin. Moore 
proceeded with a hostile takeover 
attempt that failed. Since then,  
Wallace acquired a major stake in 
several commercial printing  
companies and really changed their 
product mix and sales strategies. It 
doesn’t appear that those strategies 
have been successful. 
 

Both Moore and Wallace have suf-
fered financially in the years since 
the failed takeover. In general, the 
entire forms manufacturing industry 
has suffered, as the demand for 
traditional business forms continues 
to decline. Most forms companies, 
including many distributors, have 
attempted to diversify their product 
mix. Today, most direct-selling 
forms companies derive less than 
50% of their revenues from tradi-
tional forms sales. 
 

 Point of View 

It appears to us that this strategy 
closely resembles the so-called 
“Last Man Standing” strategy, as 
companies continue to acquire 
and be acquired. Product diversifi-
cation strategies included by these 
companies all appear to be  
similar, resulting in increased 
competition in all products, includ-
ing pressure-sensitive labels, 
commercial print, fulfillment  
services, direct mail, promotional 
products, and more. There is very 
little product differentiation  
involved, so competition centers 
around efficient  services (such as  
eCommerce ordering systems) 
and price. Here, the larger compa-
nies have a clear advantage. 
 

We believe Moore Wallace will 
struggle on several fronts as the 
attempt to combine these two very 
diverse companies and cultures. 
Starting with the sobering statistic 
that 80% of all mergers fail, com-
bining two sales organizations that 
don’t particularly like each other 
makes this merger very risky. It is 
likely that many sales representa-
tives will leave the company. 
Many will end up working for other 
forms companies or as distributors 
and will attempt to take their  
customers with them.  
 

Both Moore and Wallace already 
had serious purchasing clout, so it 
is difficult to see where another 
$50 million will come from.  
Assuming purchased materials 
(primarily paper, label stock and 
ink) accounts for 50% of manufac-
turing cost, and assuming average 
margins of 25%, the reduction 
would be 3-4%. While this is  
attainable, it will take some real 
squeezing of suppliers in a very 
difficult economic environment. 
 

Meanwhile, the demand for tradi-
tional forms will continue to  
decline, and growth of the other 
product lines will not be robust (we  

estimate a combined growth rate 
of 4-5% per year at best), competi-
tion will be key. Keeping existing 
customers will be difficult and  
acquiring new customers won’t be 
any easier, particularly if there is 
serious dissatisfaction within the 
sales and sales management 
ranks. 
 

Financially, given the leverage and 
slim EBIT margins involved, there 
will be little room for error. Stan-
dard & Poor’s placed Moore’s  
ratings on CreditWatch with  
positive implications. They also 
placed Wallace’s ratings on Credit-
Watch with negative implications. 
In a recent statement, a S&P  
analyst said “The merger will result 
in a stronger business risk profile 
than Moore’s for the combined  
entity, Moore Wallace, and a solid 
pro forma financial profile, in spite 
of increased leverage, offset by 
integration risks.” From our  
perspective, it is the “increased 
integration risks” that give cause 
for concern. We wish Moore Wal-
lace the best for a perilous future. 

 Perna Keynote at AIIM 2003 

IBM’s Janet Perna, one of Informa-
tion Week’s ”Top 10 Women in IT” 
and ranked among Sm@rt List’s 
“50 Smartest People” will deliver 
this year’s keynote address at AIIM 
2003. As the general manager of 
IBM’s Data Management Solutions 
Software Group, Perna is credited 
with growing the data management 
business, with its flagship DB2 
family of products, to include 60 
million users in more that 400,000 
companies worldwide.  In fact, 
while under Ms. Perna’s leader-
ship, IBM has become the world-
wide leader in database manage-
ment software—with a 34.6%  
market share in 2001. 
 
Information:  www.aiim2003.com 
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 Industry Leader Profile 

Industry leadership from the manu-
facturer’s perspective focuses our 
attention on J. Buster Weinzierl, 
president since 1980 of Belknap 
Business Forms, Inc. The com-
pany, which was founded in 
1960, is located in Mayville,  
New York and offers a full line  
of business forms products. 
 

Mr. Weinzierl has served the  
printing industry nationally and  
internationally as a board mem-
ber of Document Management 
Industries Association (DMIA) 
and as North American Chair-
man of IBFI, now International 
Association for Document  
Technology (IADT). He also 
serves on the University of  
Pittsburgh’s Alumni Advisory 
Board for the Department of  
Industrial Engineering in the 
School of Engineering.  (He  
enjoys meeting with students 
and keeping up with current  
student projects.) Buster was the 
proud recipient of the university’s 
1995 Distinguished Alumni Award 
for Industrial Engineering. 
 

When Ensight asked, “Who is 
Buster Weinzierl?” - we discovered 
that the core of this affable human 
being is clearly tied to involvement. 
He finds his participation in IADT 
and DMIA rewarding primarily  
because it places him at the center 
of the industry.  
 

According to him, “Since there’s 
not a lot of peer pressure in a 
small company, it is imperative for 
the senior executives to get out of 
their safe zones and to participate 
in industry organizations. The 
higher levels of involvement  
present challenges beyond the 
day-to-day environment. Involve-
ment makes you think!”  Buster 
admits he has only disdain what he 
calls “takers” - those who benefit 
but don’t bother to contribute.  
 

He continues, “Be recognized as 
someone who gives. It’s really a 
reciprocal cycle, you know. When 
you give of yourself and your time 
and talent to improve an industry,  

Being realistic about true 
cost, for example, means 
recognizing that laser printing 
may not necessarily be less 
expensive when all the costs 
are factored in – costs like 
paper, toner, equipment, 
electricity and labor.  
 

While acknowledging that the 
benefit of throughput via fast 
and effective laser printing is 
valid, he maintains that many 
basic forms are easier and 
more appropriately produced 
using traditional paper and 
ink. And with the industry  
facing the major problem of 
excess capacity, Mr. Wein-
zierl cautions: “that leaves no 
room for mistakes. The print-

ing industry must develop loyalty to 
the people who brought us to the 
dance – to our customers and to 
our vendors. We must take those 
relationships seriously.” 
 

In Buster’s personal philosophy, 
the value perspective varies 
depending upon your inclinations. 
“Resellers who make their money 
selling (service and customer  
solutions) have it right. Those who 
make their money buying (going 
for the absolutely lowest price) 
miss the point.”  
 

Buster’s advice: 
• Capitalize on your own  

capabilities 
• Look at the big picture  
• Understand where your  

talents fit 
• Focus on finding something 

you can be really good at 
• Know where to put your  

energy! 
 

========================== 
 

Contact: 
J. Buster Weinzierl 
Phone:  800-828-8350 
eMail:   busterw@belknapbf.com 

people like to give back to you. It’s 
worth all the extra effort just to be 
associated with competent people.”  
 

Buster thrives on challenges. 1995 
brought a big one! Belknap suffered 
a total loss fire in the larger of its 
two plants. But, true to form under 
Weinzierl’s leadership, nine months 
later the company was back into 
production. A serious setback, yes, 
but it’s Buster’s nature to make 
lemonade from lemons. Confi-
dently, he explains, “We lost  
business; not customers. Naturally  
immediate need orders had to be 
moved to competitors – and the 
repeats of those orders usually 
went back to those same  
competitors. Our since-the-fire  
replacement volume comes mostly 
from new orders. After five years, 
we’re still not quite back to pre-fire  
volume but we’re growing!” 
 

Commenting on the printing indus-
try as a whole, Weinzierl notes 
what he calls the evolutionary  
(and probably inevitable) shift from 
printing presses to laser printers. 
He points out, however, that it’s a  
mistake to force a change where  
it’s not the right thing to do.  
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 Call for Forms  -  continued 

2.    Sample collection procedures  
a. collection preparation  
b. collection processes 
c evaluation processes 
 

3. Senior management support 
a.    Obtain senior management 

approval for conducting the 
survey in preparation for 
establishing (or rejuvenat-
ing) a formal forms manage-
ment program within the 
organization, based on the 
preliminary work done in 
steps 1 and 2 above. 

b.    Arrange for the senior man-
agement introduction letter 
endorsing the survey and 
including the directive that 
those asked to help collect 
samples are to cooperate.   

c. Report results of survey to 
senior management.  

Included in the reporting  will be 
information about the resulting 
Forms Database, which will pro-
vide the basis for management 
of the forms program. 

 

4. Note that this collection of sam-
ples, building of the forms data-
base and production of initial 
reports to management com-
prise only the first few steps in 
the operation of an effective 
Forms Management Program.   
A discussion of other standard 
processes requires additional 
white papers.  Topics include: 
a. analysis, review cycles  

and other administrative 
activities  

b. forms design using  
standards, style guides,  
typography, color, logo  
controls, etc. 

c.     specification development 
and database maintenance 

 

More complete descriptions of the 
processes associated with a Call  
for Forms plus examples of the  
announcement, the survey, the  
sample identification tag, the  
samples transmittal cover and the  
suggested minimum database table 
content, are available for view inside 
Enformation Central (on our web 
site) at  www.essociatesgroup.com. 

One of the issues receiving a 
great deal of attention today is in 
the area of electronic signatures, 
document authenticity, and re-
cord retention. In general, Esso-
ciates Group believes this impor-
tant area will drive many Internet 
forms requirements over the next 
years and that the issues center 
in two important areas. 
 

1. Transactions internal to the 
organization, including intra-
nets, and external transac-
tions where users provide 
some sort of pre-registration 
information and are known 
to the organization in ad-
vance of any specific trans-
action. 
 

2. Casual users using the pub-
lic Internet for occasional  
transactions, where the user 
is anonymous to the organi-
zation. 

 

Solutions in these two areas 
vary. The primary issues concern 
the admissibility of the complete 
form as evidence in a court or 
regulatory hearing. 

A recent requirement expressed 
by the State of Florida in a bid 
request included the following 
definition of non-repudiation. 
 

“Non-repudiation is the ability to 
prove a party’s participation or 
obligation in their electronic act. 
Generally, it is based on a com-
bination of audit trails, digital 
signatures, and verification of 
sending and receiving data. It 
means that users cannot deny 
the fact that a transaction hap-
pened, and for this reason the 
transaction holds evidentiary 
weight.” 

~ ~ ~ ~ ~ ~ 
Reference: 
 

Cohasset is a respected organi-
zation in the Records Retention 
field.  An article on their web site 
explains some of the issues  
involved and should serve as a 
good reference for requirements 
for admissibility.   
 

Go to:  
http://www.cohasset.com/ 
main/library/coh_articles/
whatnew_body_ecforms.htm 

 Hints for Better Forms 
Plain Language 
Whenever possible, avoid techno-
jargon or other hard to understand 
terminology. Use clear, simple 
words and phrases to define cap-
tions and instructions. 
 

Reset eForms 
Because people complete forms, 
they sometimes make mistakes. 
When designing a form that will be 
completed via computer, it is often 
useful to provide a reset button so 
that data entered incorrectly may 
be deleted and the filling process 
restarted. 

Radio Buttons 
Similar to checkboxes, radio  
buttons (which indicate mutually-
exclusive choices) should be  
located to the immediate left of 
the choice whenever possible to 
avoid confusion. People are ac-
customed to looking there for 
them. 
 
(We’ll gladly accept your sug-
gestions for this feature in future  
issues. Please direct your spe-
cial requests and/or design tips 
to the Editor.) 

 Electronic Signatures and Non-Repudiation 
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Opinion  

Signature Authority 
 

By Ray H. Killam, CFC, CFSP 
 

Most companies have no formal 
signature policy, but commonly  
ask for signatures on a wide vari-
ety of both internal and external 
documents. Generally, they be-
lieve the signature, which is  
usually accompanied by a date, 
verifies the data provided above 
the signature.  A signature implies 
that the information entered in  
fillable fields is correct, that the 
signer has read, understands and 
agrees to any container data, and 
that they believe they have the  
authority to enter into or approve 
the transactions. Once collected, 
the signature is stored in the  
container (paper forms) or in a  
signature field in the database 
(electronic and Internet forms).  
 

There are at least two issues  
involving signatures which both 
must be proven before a document 
is accepted as evidence either  
in court or in a more general  
business sense. 
1. Is the signature presented    

really that of the signer? 
(authenticate the signature)? 

2. Did the signer intend to agree  
or attest to the information 
above the signature? 

 

There appears to exist sound 
methodology for authenticating 
signatures, including handwriting 
analysis, proximity to the transac-
tion, and probability based on the 
business process that the signer 
would have signed it. For elec-
tronic and Internet forms, control-
ling access to one’s password  
provides evidence of validity.  
 

To confirm that the signature is 
valid, it must be shown that the 
data were present at the time of 
signing and could not have been 
altered subsequent to signing. For 
paper forms, this means no altera-
tions in the document, initialing any 
alterations, and no blank spaces 
remaining in the document. Once 
the signature is added, the con-
tainer and the data become a  

For higher risk transactions 
(designation of beneficiary,  
insurance forms, payroll forms, 
etc.), a separate instance of  
affixing a password should be 
required for each instance of 
signing. The signer’s name 
should be printed on the  
document (or in a signature field 
on-screen). Upon proper entry of 
the password, a message can be 
added (perhaps in a hidden field) 
that states “password authenti-
cated”.  
 

For external signers, the technol-
ogy for authenticating the identity 
of the signer usually requires  
either pre-registration, with a 
password assigned, or third party 
intervention using PKI technol-
ogy. Third party companies such 
as VeriSign and Entrust provide 
this service.  
 

Since this process is often  
considered too costly and difficult 
to implement and manage, taking 
the transaction to paper-based 
workflow at the time the signature 
is affixed is recommended. PKI 
technology simply needs more 
standards, public acceptance, 
and better technology (which will 
eventually happen). 
 

Of course, before developing a 
signature policy, one should seek 
legal advice on any such policy 
and seek to validate or refute any 
of these suggestions. 

permanent, single record.  
 

For electronic and Internet forms, 
the data are frequently stored  
separately from the container.  
 

This leads to a requirement for a 
business process (that can be dem-
onstrated and proven in court) for 
edition control of the container, as-
sociating the data to the proper 
container (using date-stamping or 
other system validation), and col-
lecting “signature” showing intent.  
This “signature” can be handled 
differently, depending upon (1) the 
risk of loss associated with individ-
ual transactions involving the form 
and (2) whether the document is 
internal or external. 
 

For small risk transactions (small 
dollar amounts, low risk of chal-
lenge, minor consequences if 
forged, etc.) it should not be  
necessary to collect a signature at 
all, or if collected, incur much cost 
of collection.  
 

For larger risk transactions, (high 
dollar amounts, with a high risk of  
challenge, major consequences if 
forged, etc.), a signature should be 
required, notarized, and a formal 
business process should be  
developed, documented, training 
provided, and universally enforced. 
An alternative method might be to 
“lock” the form data fields upon 
signing or to create an image of the 
completed form that is stored in a 
non-writable media format. 
 

Internal transactions (performance 
reviews, check requests, expense 
reports, etc.) can generally be 
signed by password.  
 

For low risk transactions, a docu-
ment should be considered to have 
been signed by virtue of the person 
being properly logged on to the 
intranet. It should not be necessary 
to have a signature area on the 
form.  

Symposium 2003 
Scaling the information Mountain 
 

Denver, Colorado 
May 18-22, 2003 

 

Register at: www.bfma.org 
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 About Essociates Group, Inc. 

Essociates Group, Inc. serves 
the forms industry by providing our 
business and government clients  
an experienced consultation re- 
source offering expertise in devel- 
oping and improving the workflow 
of forms-related processes.   
 

Cost-effective strategies to man- 
age forms and maximize workflow 
productivity are our specialty.  
We’ll help you determine a system 
that best satisfies your organiza- 
tion’s needs: 
 

  eForms—electronic forms  
       (with or without intelligence) 
 

  iForms—Internet forms 
 

  A combination system that  
       may also include existing  
       paper forms 
 

Beginning with a Forms Assess- 
ment Study (which will include  
improvement recommendations), 
we’ll help you to develop and  
implement an effective eForms 
Strategy designed to save you 
money.  Our study will include  
program design requirements,  
project objectives, forms technolo- 
gies to be used, parameters for 
forms development, user accep- 
tance, return-on-investment calcu- 
lations, and business advantages.  
Where appropriate, we can also 
help you to build a Forms Portal 
to enhance user access points for 
your forms. 
 

Keep in mind: 
 Forms are the lifeblood of all 
business endeavors, large or 
small.  Forms provide structure 
to business transactions, keep a 
record of those transactions, and 
facilitate communications. 
 

 Many forms should be elec- 
tronic.  Some may start out as 
paper, but be converted to elec-
tronic.  Still others will exist only 
on paper.  We’ll help you define 
the differences. 

 

 The goal isn’t to eliminate paper 
forms, but to support your work- 
flow in the most cost-effective 
manner possible. 

 

 Enstruction: Traveling Training Course  

Understanding Forms: A Complete Guide For Design & Management 
 

This three-day survey-style course is designed to present and discuss 
the essential information needed by the forms professional for creating 
and managing forms in today’s demanding business environment. It  
covers critical material and a variety of topics for people new to forms so 
they may understand fully the diversity of skills and knowledge required 
for paper, electronic and Internet forms. 
 

At the conclusion of this course, student(s) will be equipped with the  
basic understanding of the four components of every form, the interaction 
of these components and how that defines effective forms, the funda- 
mental knowledge for development of effective forms, and access to a 
current information source* for use as a reference and guide to additional 
training. 
 

Each class session includes overview lectures, discussion, quizzes, team  
exercises and handout materials. 
 

Interested persons include: 
Forms Designers                         Forms Analysts 
Forms Managers                         Graphic Designers 
Records Managers                      Methods Analysts 
Information Technology professionals with an interest in, or  

responsibility for, business forms development 
 

= = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = 
 

Cost: 
First registrant from an organization                                            $349.00 
 

Each additional registrant from same organization  
registering for the same class                                                      $299.00 
 

BFMA members receive a 10% discount 
First registrant from an organization                                            $314.00 
 

Each additional BFMA member registrant from same  
organization registering for the same class                                  $269.00 
 

Discounted one year membership fee to join BFMA  
if subscribed when registering for class                              ADD: $135.00 
              (Regular price = $175.00) 
 

= = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = 
 

* Enformation Central 
Class registration includes a one-year membership to the members only 
area at Essociates Group, Inc.’s website  -  www.essociatesgroup.com 
which includes industry articles, hints and tips for better forms, valuable 
links and essential tools for the forms professional.    
               
 

= = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = = 
For the class schedule and locations,  

please see page 7 of this issue of Ensight. 
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 Advanced Acrobat Forms

Essociates Group Presents - 
A 2-day workshop / tutorial-style 
course taught by world-renowned 
PDF forms expert, Max Wyss. 
 

This course is an introduction to 
enhancements functionality for 
PDF forms using the built-in func-
tions and Acrobat JavaScript. The 
course provides techniques to help 
make PDF forms smarter using the 
capabilities of Acrobat. Familiarity 
with PDF/Acrobat forms is re-
quired. Some basic understanding 
of programming is recommended. 
Some understanding of JavaScript 
is also helpful, but not required. 
Attendees will receive course and 
reference materials on a CD-ROM. 
 

COURSE AGENDA 
Day 1 
 Acrobat/PDF forms technology 
 A look at general ways to  

enhance PDF forms 
 Introduction to JavaScript and 

Acrobat JavaScript 
 Follow-up and Q & A 

 

Day 2 
 Resumption of the examples 
 Field Event Handling 
 Controlling Acrobat with 

JavaScript 
 Follow-up and Q & A 

 

The course will be presented on 
March 11-12, 2003.  Fee is $795. 
Location: Columbus Airport Hotel 

750 Stelzer Road 
Columbus, OH 43219 

614.237.6360 
 

Attendees should bring their own 
laptop with Adobe Acrobat 5,0 in-
stalled, along with a network card. 
Network connections will be pro-
vided to facility exchange of infor-
mation. If attendee needs a com-
puter to be provided, please add 
$100. per day for the rental. 
 

To register, please provide the  
following information. 
 Registrant’s Full Name  
 Company Name 
 Complete Address  

(including City, State/Province, 
ZIP/Postal Code) 
 E-Mail Address 
 Work Phone and Fax Numbers 

 

 Training Class Schedule for 2003 

For class description, see page 6 of this issue of Ensight. 
 

Classes are scheduled as follows.  Registration forms are available on 
the web sites of both Essociates Group, Inc. and Business Forms Man-
agement Association. Upon receipt of your registration, we will invoice 
you. 
 
 

  MONTH           COURSE / LOCATION            DATES          DAYS 

 February     Understanding Forms                02/26/03    Wednesday 
                     Toronto, Ontario, Canada          02/28/03    - Friday 
 

      March     Understanding Forms                03/04/03    Tuesday - 
                     Madison, Wisconsin                   03/06/03    Thursday 
 

                     Advanced Acrobat Forms          03/11/03    Tuesday - 
                      Max Wyss (Switzerland)        03/12/03    Wednesday 
                     Columbus, Ohio 
 

                     BFMA Spring Forms                   03/13/03    Thursday 
                     Institute—Columbus, Ohio        03/14/03    - Friday 
 

                     Understanding Forms                03/17/03    Monday - 
                     Washington, D.C.                        03/19/03    Wednesday 
 

        April     Understanding Forms                04/09/03    Wednesday 
                     Philadelphia, Pennsylvania       04/11/03    - Friday 
 

                     Understanding Forms                04/14/03    Monday - 
                     Hartford, Connecticut                04/16/03    Wednesday 
 

         May     Understanding Forms                05/05/03    Monday - 
                     Indianapolis, Indiana                  05/07/03    Wednesday 
 

                     BFMA Symposium                      05/18/03    Sunday -      
                     Denver, Colorado                       05/22/03    Thursday      
 

        June     Understanding Forms                06/11/03    Wednesday 
                     Sacramento, California              06/13/03    - Friday          
 

                     Understanding Forms                06/16/03    Monday - 
                     San Diego, California                 06/18/03    Wednesday 
 

         July     Understanding Forms                07/09/03    Wednesday 
                     Lexington, Kentucky                  07/11/03    - Friday 

                     Understanding Forms                07/14/03    Monday - 
                     Columbus, Ohio                          07/16/03    Wednesday 
                      
To register, please visit   www.essociatesgroup.com   or   www.bfma.org 
 

You may pay by check, by credit card or you may provide a purchase 
order number and we will send you an invoice. 
 

Special classes for specific organizations are available.  (913.284.6573) 
 

Essociates Group Inc. and BFMA reserve the right to reschedule and/or 
cancel classes. Minimum enrollment: 15 attendees. 
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New / Improved Products 

New Accessibility Tool Offered 
 

textHELP! Systems, Ltd., Antrim,  
N. Ireland, announces the March 
2003 introduction of a new prod-
uct called PDF Aloud. This prod-
uct is a plug-in to Acrobat and 
Acrobat Reader. It reads all text 
in a document, synchronized with 
highlight color (for those that  
struggle to read). It also reads 
any web page instantly.  

The company’s mission statement: 
“To become synonymous with the 
provision of high quality innovative  
assistive technology for any person 
of any age seeking to develop their 
language skills through the use of   

a computer.” 
 

textHELP! is an Adobe Solutions 
Network Partner and a Microsoft 
Certified Gold Partner. 
 

Visit them at: www.pdfaloud.com 
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Rate:  $300 / year  
(access to Enformation Central, a resource area 

and archives for EGI members only) 
To subscribe, fax 208.575.7274 or  
phone 417.861.1003 — or send email to:  
webmaster@essociatesgroup.com 
 

 I’d Like Member Privileges ! 

Adobe Systems, Inc. (Acrobat, Accelio, PDF Forms)                                                    www.adobe.com 
Association for Information and Image Management  (AIIM International)                         www.aiim.org 
Association of Records Managers and Administrators (ARMA International)                   www.arma.org 
Business Forms Management Association (BFMA)                                                         www.bfma.org 
Document Management Industries Association (DMIA)                                                   www.dmia.org 
Evincible (Comprehensive Security Software Applications)                                      www.evincible.com 
Forms Management Data Systems for Distributors (Quantum 2000)                    www.quantum2k.com 
International Association for Document Technologies (IADT)                                      www.the-iadt.org 
National Association of State Chief Information Officers                                                www.nascio.org 
Strategies for Management, Inc. (Print Marketing)                                                 www.drjoewebb.com 
The Association for Work Process Improvement                                                              www.tawpi.org 
The Ben Graham Corporation                                                                                  www.worksimp.com 
Xplor International                                                                                                             www.xplor.org 

 Valuable Links                                                                       (see our web site for additional links) 

 Enformation Central — Reference Tools to Help You 
Essociates Group, Inc. invites you to subscribe to  Enformation Central, 
a members-only reference area on our web site,  

www.essociatesgroup.com.   
Resource documents currently accessible from this page include: 

Glossary of Useful Terms 
Expanded Calendar of Events 
Complete list of valuable web links 
Full editions of all past EnsightTM newsletters 
Enstruction Materials 
The complete Enstruction Course PowerPoint  
presentations broken into parts for simple reference 
En Depth 
An archive of  “Current Features” from the main site 
plus more informative and important PowerPoint  
presentations about industry issues 

 

Typical knowledge reservoir items being added include: 
Forms Management Tools 
• ROI Calculator 
• Cost Comparison Worksheet 
• Call for Forms documentation 
• Forms Management Program Outline 
Testimonials from satisfied EGI clients 

 

Sign up today to begin taking full advantage of this valuable resource.  
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Access to Enformation Central, a useful resource 
area and archives, is for EGI members only. 

To subscribe, fax 208.575.7274 or  
phone 417.861.1003 — or send email to:  
webmaster@essociatesgroup.com 


