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INCOMING INSPECTION REPORT
KRAFT PAPER
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Condition
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Moisture
Content
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Cobb Value Paper Shade
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Invoice no.

WIRE SIZE in SWG

WIRE SIZE*

Coil Winding
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QA OBSERVATIONS
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THICKNESS
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THICKNESS

Reqmnt: 100%
Neatly wound.

CONCLUSION
Salt Test

A=Accepted
R=Rejected

QA SIGN

Reqmnt: 24 hr rust resistance AUD=Accepted
in salt bath
under deviation.
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* Wire Size Reference Table

FORMATS
Sr.

SWG

mm

Tolerance

where

1

12

2.50

+ /- 0.05 mm

Width

2

13

2.36

+ /- 0.05 mm

3

14

2.03

+ /- 0.05 mm

Width

4

24

0.56

+ /- 0.02 mm

Thickness

5

25

0.50

+ /- 0.02 mm

Thickness

Width

BELIEVE IT or NOT
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Abbreviations Used:

Physical Cond & Surface Fin : P= poor / S= satisfactory / G= Good. * Conclusion: A=Accepted / R=Rejected / AUD=Accepted under deviation.

QA Sign:

CORRU - CLINIC

FOR PRIVATE CIRCULATION ONLY

VOLUME 9, ISSUE 3
OCTOBER - DECEMBER 2017

®

President's Desk
At the outset, let me wish you all “ A Happy 2018 filled with
Joy, Good Health & Prosperity”.
2017, WICMA’s Golden Jubilee year was magnificently
celebrated by hosting the 46th FCBM Conference. The
Conference was held from 17th to 19th November 2017
in the splendid environs of the JW Marriott Pune. Over
800 corrugators & associates from the corrugated industry
congregated in my Home City, Pune. All the arrangements
and organization needed to successfully pull off an event
of this magnitude, were in the hands of a young team
from WICMA, ably led by Conference Chairman, Mr. Vincent
Mathias and Co-Chairman, Mr. Ashok Vyas. I am proud and
happy to inform that Team WICMA exceeded all expectations
with their unstinting hard work and dedication, which
resulted in one of the most memorable and well-attended
FCBM Conferences ever. Special kudos to Sponsorship
Committee Chairman, Shri Dilip Patel, through whose efforts
we able to get not one, but TWO Platinum Sponsors, and Shri
Ramkumar Sunkara, our Technical wizard, whose reputation
and sought-after technical intelligence ensured rarely-seen
Full Houses during the Technical Sessions. Our sincere thanks
to all the participants & members who made this event a
grand success.
The Highlights of the Conference and WICMA’s Golden Jubilee
Celebrations are available in this issue.
The year 2017 saw some game-changing developments on
the economic front. We are all just becoming accustomed
to the compliances and new laws under the GST regime.

In the short run, it has been a challenge.
But in the long run the aggregation of
all indirect taxes under one uniform tax
system will result in free flow of goods
and services in the country and step up
economic growth. Regular updates are
being sent by FCBM and WICMA on all
the new notifications and regulations.
WICMA R&D Centre is in the process of importing new
equipment to upgrade its facilities. We are also planning to
renovate and upgrade the facilities in the WICMA Auditorium.
We will be keeping members updated on the developments.
A 3-day course on testing was conducted in December
2017 and another one is being conducted in Feb 2018.
The weeklong Certificate Courses in Corrugated Packaging
will also be held in the current year. Members are requested
to keep visiting WICMA website at www.wicma.com
for reports on events organized and updates on new events
and activities.
As always, we welcome and look forward comments,
feedback and suggestions from our members. You can
reach out to us by email or over phone. We look forward to
hearing from you.

Sunil Gupta, President

Western India Corrugated
Box Manufacturers'
Association
138, Mittal Indl. Estate No. 3,
M. Vasanji Road, Andheri (E),
Mumbai - 400 059.
Tel.: +91 22 2850 0687 / 6716
Fax: +91 22 2850 4523
Email: wicma@wicma.com
www.wicma.com
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There’s a quote “Sell the problem you solve. Not the product”, based
on this we are carrying a Marketing Technique article, which is very
much relevant in current times.

Printed at
Rajesh Print Touch, Mumbai.
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Friends,
At the outset wishing all a very Happy & Prosperous
New Year 2018.
The Corru-Clinic concept received good response
at the Nov-2017, FCBM conference giving us
confidence to continue it with few improvements in the future.
This issue carries highlights of the Pune Conference, along with most
of our regular features.

With this issue you will find two ‘Formats’ viz: Incoming Inspection
Records for Kraft Paper & Stitching wires.
Sanat Thakkar, Editor

MARKETING

Sell the problem you solve. Not the product.

A simple messaging tweak that will help your
company sell better.
I thought it was interesting because every business
sells something: shoes, airplanes, cupcakes,
buildings, etc.
But is every business solving a problem?
If it’s a successful business, then, most likely, yes.
Billionaire businessman Richard Branson said,
“To launch a business means successfully solving
problems.”
When I saw the LinkedIn post alongside Branson’s
quote, it clicked. There is a prevalent mistake
businesses make in their sales presentations and
marketing messaging. One that’s preventing them
from selling more successfully.
In the past, sales and marketing was all about
showing off features (“This medicine has 600mg
acetaminophen”), then it moved to benefits
(“This medicine will make you feel better”), now,
it’s evolved to solving problems (“This medicine
will remove your headache”).

Dave Schools,
Former Digital Strategist

Second, let’s take an example where the problems
are much bigger, more general, and complex. In
other words, business-to-business (B2B) sales.
I work in B2B at a digital tech agency called Viget as
a digital strategist. We are a services company, not
a product company, which can make this exercise
slightly more challenging — but the principle
remains the same. Here’s a pass at answering the
question: what do we sell?
Viget sells the time of its talented visual designers,
strategists, UX designers, software engineers,
project managers, and digital analysts. We design
and build digital products, experiences, and tools
— such as custom content management systems,
data visualizations, and interactive marketing
campaigns. We’ve worked with clients ranging from
Fortune 500 companies such as PUMA and ESPN,
to some of the world’s largest nonprofits including
WWF and WCS, to startups such as Opower, Virtru,
and HelloWallet.
Viget has a unique creative process to achieve
amazing results.

Let me give two examples.
First, in this article about features vs. benefits, the
author lists “Open 24 hours” as a feature of a store.
“The benefit of a store open 24 hours is you can
buy when you want,” he writes. The problem
solved is “When my pregnant wife craves pickles
and ice cream at 4 a.m., I won’t have to disappoint
her.” Lesson learned: the problem solved is much
more specific and personal to the customer’s needs.

Other agencies have good ideas, but Viget has the
ideas and the efficient, systematic, organized plan
to execute them at a professional level.
That’s what we sell: really smart and talented
people and a time-tested creative process.
I underlined everything in the text above as what
we sell — a list of features and benefits. But there
was no mention of the problems we’re solving.
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l

Marketing teams run into walls not knowing
how to make their website generate more
revenue. Viget’s product designers, user
experience designers, and brand strategists use
psychological principles, data, and behavioral
science, as well as decades of experience,
to craft user journeys that increase website
conversions and our digital analysts test and
optimize them after launch.

l

Startups get overwhelmed by really tough,
time-intensive digital projects. Viget
provides the skills, leadership, and insights
that startups need at the critical early stages to
design, build, and scale their products quickly
and efficiently.

(This is the exercise I believe everyone should do
for their company. It’s made me think differently
about how I sell Viget’s services.)
l

Companies hate risk. Our unique collaborative
and iterative process mitigates that risk.

l

Product managers have big ideas but don’t
have the strategic bandwidth to bring them
to life. Viget strategists put together the
perfect team to shape, plan, and execute an
idea through launch — and beyond.

l

Slow, unwieldy, ugly digital experiences
are frustrating, especially on your own
company’s sites and applications. Our web
designers create and deliver beautiful, clean,
and fast digital experiences for our clients.

l

Businesses are inundated by huge amounts
of complex data. Our engineers develop
software tools that make data understandable
and actionable.

l

CEOs and CMOs fear bad (costly) experiences
with outside vendors. Viget values and
maintains trust through a transparent, detailed,
clear, and organized project management
structure.

People love (and remember) stories. A good story
has a clear conflict and a satisfying resolution.
If you can frame your business as a story with a
vexing problem and then a simple solution, people
will listen and remember what you do. I didn’t
change what Viget does. I just reframed it from
features and benefits to problems and solutions.
The key to reframing is knowing your customer. It
will take more time to figure out the right framing
for each customer; but, in the end, it will be much
more effective and successful.
Your turn. Try this exercise out on your business.
What problems does your business solve? Do you
know your customer’s problems well enough?

Events

What problems are we solving?
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An industry first, DISCS ™ tests whether packages
can survive the bumps and scrapes of the average
e-commerce supply chain. Online orders sometimes
need to survive up to 50 touch points, so packaging
must be durable but also sustainable.
Named after the different types of testing (Drop,
Impact, Shock, Crush, Shake), the patented
system consists of five pieces of equipment,
each replicating a part of the product journey and
therefore providing real world testing.

Isabel Rocher,
Head of e-commerce solutions, DS Smith

The engineers used insight from customers and the
logistics industry to design tests which accurately
replicate the stresses and strains of the ecommerce
supply chain.

Finding the balance between protecting packaging
and limiting the amount of materials used is a
constant source of concern for retailers. Likewise,
shoppers do not want to receive broken goods
or have to deal with excess packaging. Our new
DISCS™ technology enables us to scientifically
assess our customers’ requirements and get this
balance right.
Video
:http://www.dssmith.com/packaging/
industries/e-commerce-e-retail/discs
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TESTING

DISCS™
An industry leading testing process for packaging that
creates high-performing e-commerce packaging solutions
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Serving the
Corrugated Packaging Industry
Since Five Decades

H-350 Fingerless Single Facer
Speed : 150 M/ Min

HSL-2 Hydraulic Shaftless
Mill Roll Stand

50 YEARS IN THE SERVICE OF
CORRUGATED PACKAGING INDUSTRY

HD-180 Dual Flute Single Facer
Speed : 70 M/ Min

Single / Double wall Corrugator

Make Sure It’s

MICRO MECHANICAL WORKS
The Symbol of Quality
in Corrugated Machinery
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1001 & 1002 Kanakia Atrium 2, Next to Courtyard Marriott, Chakala
Andheri Kurla Road, Andheri East, Mumbai – 400 093
Tel: +91 22 2825 8136 / 2825 8137, Fax +91 22 2825 6147
Email : micromec63@gmail.com | www.micromechworks.com
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A-275, TTC-MIDC Mahape, P. O. Ghansoli, Navi Mumbai - 400 701 (India)
Telefax: +91 22 2778 0209, 2778 0212
E-mail : cartonmachineries@gmail.com • flotech2002@yahoo.co.in
www.cartonmachineriesindia.com

Contact: Mr. Randeep Sharma | +91 98672 08454

We offer high quality 3 ply, 5 ply and 7 ply
automatic corrugated paperboard plant with widths from
1400mm upto 2500mm and production speeds from 60 mtrs.
upto 250mtrs/ min. in various flute combinations as per customer’s choice.

AUTOMATIC CORRUGATED PAPERBOARD PLANT
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Single
facers
also
available in finger type
economic models from
1200 upto 2500mm
widths in electric, hot
oil and steam heating
system.

High speed PLC based fully auto 4 color printer slotter with
rotary die cutting, lead edge feeding system:

Vacuum absorption fingerless type high speed
single facer machine group
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Auto and semi auto folder gluer machine.
Auto and semi auto flute laminator machine.
Semi auto 1- piece and 2-piece box stitching machine.
Lead edge feed, kicker feed and chain feed rotary slotting,
creasing and slitting machine.
Lead edge feed, kicker feed and chain feed rotary die
cutting machine.
Thin blade slitter, scorer machine.
Pasting machine.
Platen punching Machines.
Sheet pressing machine.
Manual stitching machine.
Auto bundling machine.
Heating systems for automatic paperboard production
lines and single facers.

Other products:

Our excellent infrastructure available at the
Navi Mumbai facility, an emphasis to offer only
good quality machines to our customers backed
up by vast experienced technical support team to
deliver efficient and prompt after sales service and
maintaining adequate essential spares for all machines
that we offer, helps us in serving our domestic and
international customers in a better way.

Finger Type Single Facer

Semi Auto Folder Gluer Machine

Semi auto box stitching machine
(Single piece & Two piece)

Semi Auto Flute Laminating Machine

Turnkey Engineering Solutions to the Corrugated Packaging Industry

The Locking Corner Protector (LCP) is aimed
primarily at the soft fruit and vegetable packing
business and offers many advantages over existing
produce tray options.
Designed for a corrugated tray that is erected at
the point of use, the LCP slots into each top corner
providing both tray strength and stack stability.
The design allows subsequent tiers to nest into
uniformed columns and, unlike other tray corner
components, the LCP is “legless” making it
suitable for use with any depth of tray With cost
and the environment always in mind, the LCP has

50% less material than alternative components
and is made from durable plastic so it can be
reused many times.
LCP is also totally recyclable and enables
the elimination of board from many existing
tray designs providing further savings.
The combination provides an entirely green
and cost effective option for packaging. Using
LCP removes the need for glue and staples
so you only transport flat trays out to the field
or point of use thus reducing transport costs
and time required.

INNOVATIONS

Locking Corner Protectors

Source: https://www.webpackaging.com
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The zig zag shape allows in the
supermarket aisles to observe
details of the brand if the consumer
walks in any of two ways. Project
carried out for the exhibition and
sale of the Factor 5.5 drink in a
presentation with the three flavors
of the brand. Its zigzag shape
allows that in the corridors of the
supermarkets details of the brand
can be observed if the consumer
walks in either direction.

DESIGN IDEAS

Project done for the exhibition and
sale of the beverage Factor 5.5 in
a presentation with three flavors of
the brand.

Headphone Packaging

Source: www.procarton.com | https://www.behance.net | http://www.verde-botella.com
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Believe It or Not !

They may call it cardboard, but they sure know
how to reuse... Boxwars started with humble
beginnings as a group who built armour using
cardboard. It has become an epic event called a
‘battle’ where the point is to build something from
cardboard, then destroy it, which destroys the
point. No one has yet won a battle as there are
only losers in Boxwars.

The creators of Boxwarsare the Boxwars Supreme
Overlords. They have been running Boxwars from
the inception, and are credited with the concept
and development of Boxwars. The Supreme
Overlords are Hoss & Ross Koger. The first Boxwars
battle now known as Boxwars1: The Beginning,
was held on the 26th January 2002 in Melbourne,
Australia. This epic encounter came about by our
need for a creative outlet, whilst recognising the
fantastic material which is CARDBOARD. With
cardboard we quickly discovered had brilliant
properties for engineering. The limits of scale
and awesomeness were continuously pushed to
greater heights with the arms race created by
constant cardboard war.

Boxwars has mastered the ability to show off its
skills with cardboard by building HUGE recycled
sculptures. The Boxwars Workshop is also traveling
to many music festivals around the world, which
is especially fun for kids whilst they calmly wait
in the wings for suburban glory. One of our main
goals is to bring cardboard back to the consumers
who discarded it in the first place without realising
its true potential. This we consider a war. After all,
the only good reason for a war is a Boxwar!
Source: http://www.boxwars.net/
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A “plain packaging” policy on food and beverage
brands could result in a potential loss of USD 293bn
for the beverage industry globally, new research
has warned
A report from business valuation consultancy
Brand Finance published earlier this month has
found that The Coca-Cola Company and PepsiCo
would each lose close to USD 45bn, or around 25%
of their respective enterprise values. Following
the introduction of plain packaging for tobacco
products in some countries and calls to extend
the legislation to other sectors, Brand Finance
analysed the potential financial impact of such

a policy on food and beverage brands in four
categories: alcohol, confectionery, savoury
snacks and sugary drinks. An increasing number
of countries are introducing strict regulations
on the marketing and advertising of food and
drink products to prevent obesity and lifestyle
diseases. With calls for more intrusive measures
growing, the prospect of further applications
of plain packaging looks increasingly likely,
suggests Brand Finance.

Industry News

Plain packaging poses USD 300bn
risk to beverage industry

India update
While it is harmless to say that the F&B industry
in India is still at a safe distance from the issue
of plain packaging, the debate on plain packaging
for tobacco products has already begun. As far as
the Indian scenario is concerned, the feasibility of
the plain packaging must be judged from the fact
that nearly 75% of all cigarettes in India are sold
loose with absolutely no enforcement mechanism
to check this practice.
http://www.printweek.in

Four technology advances reshaping
the folding cartons market
Among these are advancements in environmentally
friendly materials, new print technologies, anticounterfeit measures, and barrier coatings that
meet food safety concerns.
Technology advancements and impending
regulation changes are driving the carton board
packaging market in new directions, as demand
for the packaging type continues to grow.
According to research conducted by Smithers
Pira, “The Future of Folding Cartons to 2022,” the
value of the global carton board packing market
passed the $100 billion mark in 2016 consuming
more than 40.3 million tonnes (44 million tons)
of material in folding carton and micro/miniflute
packaging applications. Several market influences
will combine to push worldwide demand for carton

board in packaging to increase at
4% annually until 2022, creating
a global market value
of $124.1 billion in that
year.
The global study
states that the
Asia-Pacific region
accounted for nearly 58%
of the total volume in 2016,
with Europe, the Middle East, and Africa (EMEA)
making up a 24% and the balance (18%) coming
from the Americas. China alone consumed 36% of
the total volume in 2016. The region will continue
to dominate and is expected to command a 63%
market share by 2022, with China taking more
than 40% of the forecast volume of over 50 million
tonnes (55 million tons).
http://www.packworld.com
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