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Take Action on Another Important  
Issue: Impact of Aluminum Tariffs  
on Printing Plates
The new “Section 232 Tariffs on Steel 
and Aluminum” were issued by Pres-
ident Trump on June 1. These tariffs 
apply to steel and aluminum imported 
from various countries, including those 
in the European Union. Because the 
high-quality aluminum used to produce 
lithographic printing plates is sourced 
from the EU and is generally not avail-
able from domestic manufacturers, our 
industry is hit hard by this tariff. 
 The reaction by suppliers in our in-
dustry—and the pain felt by PIA print-
er members—has been swift. Within 
the past three weeks the major suppli-
ers of aluminum printing plates in the 
U.S. announced price increases and/or 
“surcharges” as pass-through costs to 
customers. All three suppliers pointed 
directly to the Section 232 tariff impact 
as a reason for these price increases, 
demonstrating the need for the entire 
supply chain to collectively advocate for 
a solution.

 This negative impact was predictable. 
PIA President and CEO Michael Makin 
personally took the industry’s warning 
to top-level Department of Commerce 
officials in a meeting on June 20. He was 
informed that there was an application 
process available to printing equipment 
suppliers to request exclusions from this 
tariff; however, the 90-day process has 
been deluged by requests from nearly 
every U.S. industry sector using steel 
and aluminum inputs. The timing on 
when or if printing equipment suppliers 
will receive exclusions is now undefined. 

Take Action
•  Congress must hear tangible exam-

ples of how the printing industry is 
being impacted by trade policy. If 
your company has been notified of 
printing plate price increases due to 
the Section 232 Tariffs on Steel and 
Aluminum, notify your U.S. Senators 
and U.S. Representative as soon as 

possible. 

•  A pre-written letter to submit to law-
makers on your company letterhead 
is available at http://bit.ly/pialetter 
Please submit by fax or email. 

•  Contact information for U.S. Senators 
can be found at http://bit.ly/contacturse-
nate and for U.S. Representatives at 
http://bit.ly/contacturusrep.  

•  For maximum impact, please email 
copies of your letters to Print Powers 
America at printpowers@printing.org 
so that we can directly advocate on 
your behalf.

Sharing the impact that Section 232 
Tariffs on Steel and Aluminum has on 
your company is vital to help the Trump 
Administration and Congress under-
stand the real-life impact of trade policy 
on the printing and graphic communi-
cations industry. 
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Good News: Some Common Sense HR Policies 
are No Longer Illegal

WEBINAR: Surprising 
Ways to Win More 
Business from Existing 
Clients
Tuesday, August 28, 2018, 10:00 am 
PST.

The key to building a loyal customer 
base is to be an effective communi-
cator. If you haven’t put too much 
thought into your customer service 
strategy yet, this is your cue to do so. 
During this webinar with speaker AL 
Storey you will learn: 
• 3 key elements of communication 
•  How to identify your customer’s 

Primary Sensory Dominance 
•  How to use Transactional Analysis 

to attract customers to work with 
you

 This webinar will help you have a 
strategy for each customer conversa-
tion, in order to win more business. 
Increase your communication confi-
dence and get tools you can imple-
ment immediately that will work 
with both good and challenging cus-
tomers. 
 Don’t miss this invaluable webinar! 

Who should attend:
Owners, Managers, Sales Reps and 
Customer Service Reps

FREE WEBINAR FOR MEMBERS 
NON-MEMBERS $30

Register online at  
http://bit.ly/waystowin828 or contact 
Emily Holguin at (323) 728-9500, 
Ext. 262 or emily@piasc.org.

WEBINAR: How to 
Gain a Competitive 
Advantage and Increase 
Profits with Lean Sales
Thursday, September 20, 2018, 
11:00 am to 12:00 pm PST

In today’s new reality as much as 70% 
of the buying decision may be com-
pleted before your salesperson and a 
buyer connect. Your sales team and 
the people and processes that support 
it must adjust to this new reality. Syn-
chronizing your sales process to the 
buying process and eliminating wasted 
activities will move prospects quickly 
through the pipeline for increased rev-
enue and profits. The improved pro-
cess will also open new opportunities 
for a broader range of services.

You Will Learn
•  The impact of the Internet on the 

buying and selling processes
•  How to synchronize the buying and 

selling processes for success
•  How the lean approach to continu-

ous improvement can be applied to 
your sales and CRM processes for 
astonishing and measurable results

•  How lean continuous improvement 
provides a competitive advantage

Who should attend:
CEOs, Presidents, Business Develop-
ment Managers, Sales Managers

FREE WEBINAR FOR MEMBERS
NON-MEMBERS $29

To register, visit  
http://bit.ly/9-20webinar
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Preventing Injuries through 
Lockout/Blockout
Failure to lockout and blockout machin-
ery before working on it is a major cause 
of serious injury and death in California. 
Workers have been electrocuted; lost fin-
gers, hands or arms; or suffered severe 
crushing injuries because machinery 
was inadvertently turned on while it was 
being maintained, repaired or adjusted. 
These injuries can be prevented by es-
tablishing and using an effective lockout/
blockout program.

What is lockout/blockout?
“Lockout/blockout” means that any 
energy source to a piece of machin-
ery—whether it is electrical, hydraulic, 
mechanical, compressed air or any oth-
er source that might cause unexpected 
movement—is disengaged or blocked, 
and electrical sources are de-energized 
and LOCKED or positively sealed in the 
OFF position. This must be done BE-
FORE work on the machine begins.
 Be aware there is a difference between 
turning off a machine and actually dis-
engaging or de-energizing a piece of 
equipment. When you turn off a control 
switch, you are opening a circuit. There is 
still electrical energy at the switch, and a 
short in the switch or someone inadver-
tently turning on the machine may start 
the machine running again.

California’s lockout/blockout 
regulations
To prevent lockout/blockout accidents, 

General Industry Safety Order 3203 in 
Title 8 of the California Code of Regula-
tions requires every employer to inaugu-
rate and maintain an accident prevention 
program that includes but is not limited 
to the following: 
• A training program designed to in-
struct employees in general safe work 
practices, plus specific instruction with 
regard to hazards unique to any job as-
signment. 
• Scheduled periodic inspections to 
identify and correct any unsafe conditions 
and work practices that may be found. 
The employer must correct unsafe condi-
tions and work practices found as a result 
of the required inspections. 

Effective lockout/blockout programs
To be effective, a lockout/blockout pro-
gram should include: 
•  A survey of the equipment by responsi-

ble persons who are thoroughly familiar 
with its operation and associated haz-
ards, in order to identify which machin-
ery should be locked and blocked out. 

•  Identification and labeling of lockout 
devices. 

•  Selection and purchase of locks, tags 
and blocks. 

•  A standard operating procedure that 
is written and followed.

For more information about lockout/
blockout requirements visit http://bit.ly/
locktaginfo 

Practicing the Three 
Cs of Pricing in Print 
Printing Industries of America’s Man-
agement Alert series, from its Center 
for Print Economics and Management, 
provides PIA members with informa-
tion on key management strategies, is-
sues and practices. 
 This latest Man-
agement Alert is 
“Practicing the 
Three Cs of Pric-
ing in Print.” Of all 
the decisions that 
managers make on 
a day-to-day basis, 
pricing the product 
or service is typical-
ly one of the most 
difficult. Pricing too 
low can result in 
a loss. Pricing too 
high can result in 
lost customers and 
sales. 
 How do you de-
termine the sweet 
spot of pricing? Making the decision 
even more complex is the fact that this 
sweet spot typically varies by customer, 
product, service and job. This is a par-
ticular issue in print, which has a cus-
tom manufacturing or “job shop” busi-
ness-to-business sales model and little 
or no “standard” jobs. In an environ-
ment like this, what guidelines or tactics 
can help? 
 One common approach involves the 

pricing focus—i.e. pricing that is based 
on the cost side of the equation or pric-
ing that is based on the demand side of 
the equation. Obviously, both are im-
portant. Additionally, marketing texts 
generally refer to the three Cs of pricing: 

• Costs – Pric-
ing decisions must 
start with knowing 
your costs.

• Customer – 
Pricing decisions 
must take account 
of differences in 
customer demands 
and price sensitiv-
ities. Economists 
refer to this as the 
price elasticity of 
demand. 

• Competition 
– Pricing decisions 
must account for 
varying degrees of 

competition in terms of product and 
service substitutions, as well as the rel-
ative strength or weakness of your com-
petition.

 Each of these three Cs needs to be 
considered simultaneously in terms of 
their impact on each other.
 To read the full alert visit http://bit.ly/
piamanagealerts.
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Of all the deci-
sions that man-
agers make on a 
day-to-day basis, 
pricing the prod-
uct or service is 
typically one of 
the most difficult. 

Take Precautions 
Against Heat Illness 
As our summers get hotter, it’s im-
portant to pay attention to the signals 
from your body if you are engaging in 
outdoor activities. Symptoms  
of heat illness include:

•  Cool, moist skin with  
goose bumps

• Heavy sweating

• Faintness

• Fatigue

• Weak, rapid pulse

 To avoid heat illness,  
the Mayo Clinic  
recommends:

•  Wear loose-fitting,  
light clothing

•  Drink plenty of  
fluids

•  Seek out shade for at least 10 minutes 
every hour

• Avoid alcohol

hostile or angry tones, throwing things, 
slamming doors, waving arms or fists, 
verbal abuse, destruction of property, 
threats or outright violence.”
•  Information protection rules – You 

can prohibit the disclosure of con-
fidential, proprietary or customer 
information.

•  Anti-defamation and misrepre-
sentation rules – You can prohibit 
defamatory messages and/or misrep-
resenting your products, services or 
employees. 

•  Rules about use of company’s intel-
lectual property – You can ban the 
unauthorized use of your logo or 
other intellectual property. 

•  Rules about speaking for the com-
pany – You can prohibit employees 
from speaking on behalf of your com-
pany without your permission.

•  Bans on disloyalty, nepotism or 
self-enrichment – You can prohibit 
conduct that is disloyal, damaging to 
your company, competes with your 
company and/or interferes with an 
employee’s judgement concerning 
your company’s best interests. 

The following policies are still unlawful:
•  Confidentiality rules about wages, 

benefits and working conditions.
•  Rules against joining outside orga-

nizations or voting on matters con-
cerning your company.

Action item: Update your Employee 
Manual (again!!) to get these rules back 
on the books. 

During the last year of the Obama admin-
istration the National Labor Relations 
Board (NLRB) issued a memorandum 
that many felt was a war on common 
sense. A broad range of “normal” human 
resources policies were to be “presumed 
illegal” because they could have a “chilling 
effect” on employees’ Section 7 organized 
labor rights. 
 In June the NLRB issued a new 
Memorandum that reverses course. 
The NLRB is now attempting to strike 
a balance between your right to main-
tain discipline and productivity in the 
workplace and your employees’ ability 
to exercise their Section 7 rights. 
 Under these new guidelines, the fol-
lowing nine workplace rules are now 
“presumed lawful”:
•  Civility rules – You can require cour-

teousness in the workplace.
•  No photography/no recording 

rules – You can prohibit unautho-
rized photography and/or recording 
in the workplace. However, the ban 
should be on the actual recording, not 
on possessing a device, such as a cell 
phone, that can record.

•  On-the-job conduct rules – You can 
prohibit insubordination and non-co-
operation.

•  Disruptive behavior rules – While 
you cannot ban strikes or walkouts, 
you can ban “fighting, roughhous-
ing, horseplay, tomfoolery and other 
shenanigans,” and “yelling, profanity,

Download & print individual articles:
http://bit.ly/NN-08-13-18



Common 
Mistakes that Job 
Interviewers Make
Hiring? There are many costs associated 
with bad hiring decisions, including loss 
of production, training and employ-
ment costs, greater pressure for skilled 
employees to make up for the employ-
ee’s failings, higher unemployment costs, 
and wrongful terminations. Here are 
some tips for avoiding four common 
interviewing mistakes:

1.  Personal Bias – The interviewer must 
be aware of their biases and how these 
biases may influence how they inter-
pret information received or evaluated 
during or after the interview. If the 
interviewer’s personal feelings interfere 
with their objectivity, someone else (a 
qualified second party) should perform 
an interview with the applicant. 

2.  Halo Effect – The interviewer must 
avoid being overly influenced by one 
area of strength or achievement in the 
applicant’s background and letting this 
stop them from adequately exploring 
all areas of job-relevant background. 

3.  Rationalization – When receiving or 
evaluating information from appli-
cants, the interviewer must avoid 
rationalizing their answers. The infor-
mation should be recorded as stated 
by the applicant. If the interviewer 
does not have a clear meaning of an 
answer, they should ask further open‐
ended questions to gain understand-
ing. The interviewer must not ratio-
nalize or surmise what the applicant 
might have meant in their response. 

4.  Rushing the Interview – The 
interviewer who rushes to complete, 
or does not allow adequate time to 
evaluate the applicant’s background, 
makes many poor and costly business 
decisions in hiring new employees.

 Other Industry Events 2018-2019

9/19/18 OSHA Ready!
Online Conference 800.910.4283 www.printing.org

9/28/18 - 
10/2/18 PRINT 18 Chicago, IL 703.264.7200 www.graphexpo.com 

10/15/18 – 
10/17/18 Adobe MAX Los Angeles, CA www.max.adobe.com

10/18/18 – 
10/20/18 2018 SGIA Expo Las Vegas, NV www.sgia.org/expo/2018

10/30/18 - 
10/31/18

2018 OSHA Compliance for  
Printing Workshop Warrendale, PA  412.259.1779 

krundle@printing.org www.printing.org

4/4/19 - 
4/9/19 2019 AIGA Design Conference Pasadena, CA www.orangecounty.aiga.org

Want us to list your event? Contact Maribel Campos, 323.728.9500, Ext. 210, maribel@piasc.org
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For full list of workshops and virtual classes, please visit www.piasc.org/training.

CONTACT US
Address: 
5800 S. Eastern Avenue, Suite 400
Los Angeles, CA 90040
P.O. Box 910936
Los Angeles, CA 90091
Phone: 323.728.9500
www.piasc.org

Key Contacts
Lou Caron, President
Ext. 274, lou@piasc.org
Dennis Bernstein, Commercial Insurance
Ext. 222, dennis@piasc.org
Evie Bañaga, Employee Benefits
Ext. 224, evie@piasc.org
Kristy Villanueva, Member Services
Ext. 215, kristy@piasc.org
Cheryl Chong, Human Resources
Ext. 218, cheryl@piasc.org
Irv Selman, Voluntary Insurance
Ext. 249, irv@piasc.org

FOR SALE HP 5500 Designjet for 
$995.00. Barely used. Contact amorton@
cdsop.com, almorton@socal.rr.com or 
714-767-4443

FOR SALE Xerox Versant 180 Assume 
remaining term on lease through 
12/30/20. Monthly payments: $709.96 
Versant, $537.43 Freeflow Print Server. 
Contact Ed at 714-229-9700

FOR SALE Soda Vending Machine - 8 
Spots Great condition. Paid $800, will 
sell for $400 OBO must pick up in Gar-
dena. Contact Rose 310-638-7768 X11 or 
email rose@RNJprinting.com

Want to place a classified ad? Contact 
Erica Sanchez, 323.728.9500, Ext. 209, 
erica@piasc.org

New Expansion of Anti-Discrimination Regulations
As of July 1, 2018, the scope of the pro-
visions of California’s Fair Employment 
and Housing Act (FEHA) that pro-
hibit discrimination and harassment on 
the basis of national origin have been 
expanded. 
 The full definition of “national ori-
gin” now includes the person’s or their 
ancestors’ actual or perceived:
1.  Place of birth or geographic origin, 

national origin group or ethnicity (this 
was the original definition)

2.  Physical, cultural or linguistic charac-
teristics associated with a national ori-
gin group

3.  Marriage to or association with per-
sons of a national origin group

4.  Tribal affiliation
5.  Membership in or association with an 

organization identified with or seeking 
to promote the interests of a national 
origin group

6.  Attendance or participation in schools, 
churches, temples, mosques or other 
religious institutions generally used by 
persons of a national origin group

7.  Name that is associated with a national 
origin group

Furthermore, the regulations clarify that 
the term “national origin groups” includes 
“ethnic groups, geographic places of ori-
gin and countries that are not presently in 
existence.” And height and weight require-
ments that create an adverse impact based 
on national origin are also prohibited, 

unless they are job-related and justified by 
business necessity.

English-only rules are also affected
In addition, FEHA now states that except 
in cases of business necessity, the follow-
ing are prohibited:
1.  Language restriction policies that 

limit or prohibit the use of any lan-
guage during work time are now ille-
gal. When language restrictions are 
justified because you (the employer) 
can demonstrate that it’s necessary for 
the safe and efficient operation of the 
business and to effectively fulfill the 
business purpose, and you can also 
demonstrate that there are no effec-
tive alternatives to the restriction, they 
must be narrowly tailored. Language 
restrictions are always prohibited 
during an employee’s non-work time, 
such as during meal and rest breaks.

2.  Discrimination based on the indi-
vidual’s level of English proficiency, 
unless English proficiency is required 
to effectively fulfill the job duties. 

3.  Discrimination based on a person’s 
accent, unless you can show that the 
accent “interferes materially” with the 
employee’s ability to effectively fulfill 
the job duties.

Action item: Update your policies to 
conform to these new regulations.

AUG. 

28

Surprising Ways to Win More 
Business from your Existing Clients
10:00 am  - 11:00 am PST 
Webinar at a computer near you
FREE/members
Details: piasc.org/SurprisingWays 

SEPT. 

18
20th Annual Paper & Substrate Show
5:30 pm – Andrei’s Event Center, Irvine
$30/member pre-register
Contact: Emily Holguin, Ext. 262, emily@piasc.org

SEPT. 

18

OSHA Ready! Virtual Conference
10:00 am – 2:00 pm PDT
$99/member
Details: printing.org/oshaready

SEPT.  

20

How to Gain a Competitive Advantage 
and Increase Profits with Lean Sales 
10:00 am  - 11:00 am PST 
Webinar at a computer near you
FREE/members
Details: http://bit.ly/9-20webinar

SEPT. -OCT. 

30-2
PRINT 18 
McCormick Place South, Chicago, IL 
FREE/ member
Details: printtechnologies.org/events/print18

OCT. 

13-14
Los Angeles Printers Fair
10:00 am, The Printing Museum, Carson
$10/adult, $5/kids under 12
Details: printmuseum.org
Contact: 310.515.7166
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• Wear sunscreen SPF15 or more

•  Avoid activity in the hottest part of 
day

Here are some sunscreen tips:

• Apply sunscreen generously.
•  Pay close attention to your face, ears, 

neck, arms and any other areas not 

covered by clothing. If you’re going to 
wear insect repellent or makeup, put 
the sunscreen on first.

•  For best results, use about one ounce 
of sunscreen (about a shot glass or 
palmful) to cover the arms, legs, neck 
and face of the average adult.

•  Reapply every two hours, or more of-
ten if swimming or sweating.

HEALTH
Continued from front


