TH0A's Small Business Rewslette

cOvering Issues That Affect YoU
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Welcome to the INDA Small Business e-Report. This monthly e-publication provides
INDA members with insight and advice on operating a successful small business in
today’s nonwovens industry.
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In this Issue:

Large Companies Dominate Visionary Award This Year ...

... But Smaller Companies Win Filtration 2003 Best Booth Awards
Younger People Sound Off On Their Jobs ...

... While Government Takes A Look At Education Needs Of Employees
Small IDEA04 Marketing Budget? Consider Trade Advertising
Vacation? What Vacation?

Cow Logic




LARGE COMPANIES DOMINATE VISIONARY AWARD THIS YEAR ...
After being won by a small company last year, it’s a battle of the big boys in 2004 as four
large U.S. consumer products companies are joined by one relatively smaller Taiwanese

producer as the five finalists for the prestigious 2004 Visionary Award announced last
week by INDA.

The Visionary Award is presented annually by INDA to recognize recently introduced
consumer products that utilize nonwoven fabric technology. The Award will be
presented during the INDA Vision 2004 Consumer Products Conference, January 25-28,
2004 in Las Vegas, Nev.

And the finalists are:

1. Brillo Scrub 'n "Toss, Church & Dwight. Brillo Scrub 'n 'Toss is a two-sided
household cleaning pad composed of two different nonwovens, each with a
distinctly different purpose.

2. Easy-O-Fit Face Masks, Golden Phoenix (Taiwan). These non-latex disposable
masks utilize an SMMS nonwoven fabric with a patented thermo-mechanical
process to make them stretchable over 200% without incorporating latex,
polyurethane rubber or other elastomers.

3. Huggies Convertibles Diaper-Pants, Kimberly-Clark. Huggies Convertibles
diaper-pants are promoted as a new way of diapering active babies. Convertibles
can be put on like a pant when the baby is busy or put on like a diaper when he's
not.

4. Swiffer Dusters, Unicharm/Procter & Gamble. Swiffer Dusters, the result of a
partnership between Unicharm and P&G, were launched into the North
American market in January 2003 as the latest line extension in the successful
Swiffer franchise.

5. ThermaCare HeatWraps, Procter & Gamble. ThermaCare HeatWraps are made
of soft layers of cloth-like material that contain natural, heat generating
ingredients that heat up when exposed to oxygen in the air. ThermaCare was
also a finalist for the 2003 Visionary Award.

"We are constantly in search of unique, technologically advanced consumer products
that utilize nonwoven technology in their manufacturing process," said Rory Holmes,
president of INDA, the sponsor of the Vision Consumer Products Conference. "The
purpose of the Visionary Award is to recognize and honor those companies on the
forefront of this development.”

Now the fun starts: Each of the finalists has committed to making a presentation at the
2004 Vision Consumer Products Conference. After these presentations — and after



having the chance to see and feel the products during the Table-top Receptions —
attendees at the conference will vote on the recipient of the 2004 Visionary Award.

Previous recipients of the Visionary Award were the original Swiffer cleaning system
from Procter & Gamble (2002) and the Civilian Quick Escape Mask, FM] ChemBio
(2003). In keeping with the Visionary Award tradition, FM]J will return to Vision 2004 to
update attendees on what has happened to the product since receiving this recognition a
year earlier.

... BUT SMALLER COMPANIES WIN FILTRATION 2003 BEST BOOTH AWARDS
Making sure that companies of all sizes were recognized for their participation in the
Filtration 2003 International Exposition and Conference in Chicago last month, awards
for the Best Booths were presented in both the Small Booth (less than 200 sq. feet) and
Large Booth categories, as well as Best First-time Exhibitor. The winners for Filtration
2003 were:

Best Large Booth:
First Place: BBA Fiberweb Filtration
Second Place: Johns Manville

Best Small Booth:
First Place: Lauscha Fiber
Second Place: DelStar Technologies

Best First-Time Exhibitor:
Rogers Foam

YOUNGER PEOPLE SOUND OFF ON THEIR JOBS ...
Twenty-somethings recently spoke out in USA Today about their jobs:

‘B 33% are happy with their career

‘B 38% feel job is okay, but they are in the wrong career path
‘B 23% feel their jobs pay the bills

‘B 6% dislike their job but like their career path

How do you think this fits with the younger employees at your company?



... WHILE GOVERNMENT LOOKS AT EDUCATION NEEDS OF EMPLOYEES
In somewhat related news to the above item, the balance of labor continues to change
and the Bureau of Labor Statistics expects that by 2010 the percent change in the number
of jobs requiring specific education or training is expected to grow:

Jobs requiring an associate degree are projected to increase by 32%

Jobs requiring at least a bachelors degree is expected to grow 22%

Jobs requiring a post secondary vocational award is expected to grow 24%
All but two of the 50 highest paying occupations will require a college degree
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New jobs will increasingly require both general and occupation-specific skills,
will be more demanding, will involve more teamwork and worker participation,
and will be in occupations that allow people to think and be creative on the job.

SMALL IDEA0O4 MARKETING BUDGET? CONSIDER TRADE ADVERTISING
Trade advertising in a smaller industry such as nonwovens remains one of the most
cost-effective ways of keeping your company’s name in front of your existing and
potential customers on a regular basis. Even in difficult times, smart companies invest in
the marketing of their product, especially if their competition is not.

So if you have been struggling with how to spread the word about how great your
product, services and people are, the start of a new year is a great time to explore a trade
advertising campaign. This is even more important in 2004 as IDEA04 in April in Miami
Beach dominates the nonwovens industry calendar. It is a good focal point for your pre-,
at- and post-show marketing.

One of the benefits of being in a relatively small business such as nonwovens is that it is
not expensive to reach your universe of potential customers, which may number only in
the hundreds, or the thousands at the most. With that in mind, here are five steps you
need to go through to implement your own nonwovens trade advertising campaign.

1. Define your campaign. In some ways this is the most difficult step. Get your
marketing team together, determine your sales and marketing plan through the
next 12 months -- certainly through IDEAO4 -- and then determine the message
you want to send out to support that. It can be tactical (highlighting product
benefits) or image-based, but it has to be consistent.

2. Design an advertisement. This can be done in-house, but it’s not recommended.
Face it, you're a nonwovens company, not an ad agency. A good agency can help
you with Step No. 1, then work with you on a number of concepts before settling
on one ad or a series of ads. Be careful, though. Ad agencies generally charge for
ad creation and then separately for ad placement, as much as 15% of the gross
cost of the ad. You may want to just hire an agency to help create the ad and then
place it yourself.



Place the advertisement. Again, because it is a small business there aren’t many
choices for ad placement. We won’t endorse any particular magazines, but if you
know your industry you know both the horizontal and vertical magazines that
your customers read. Also, consider the IDEA0O4 publications -- Show Program,
IDEA Show Daily -- to directly reach your customers.

Negotiate, negotiate. All magazines work on a rate card, which basically is a
price list for different size and color ads. Look at this list as a starting point, and
negotiate for either a better price (which is available if you are a more frequent
advertiser) or some value-added offerings, such as a mailing to their subscription
list or better position within the magazine. DO NOT — we repeat, DO NOT —
attempt to leverage your advertising for editorial coverage.

Be prepared. Finally, have the support system in place to handle any inquires an
ad may generate. Most magazines have reader service cards that people fill out
and send in for more information. Or you may want to include your 800-number
or website address for more instant contact. Either way, you're wasting your
advertising money if you aren’t ready to handle the leads you receive.

VACATION? WHAT VACATION?

You may feel like the last vacation you had was sometime during the Ronald Reagan

administration, but your employees are apparently taking advantage of the time off
offered. A recent survey asked companies how much paid vacation days their workers
received:
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Less than one year on the job, 6.5 days
1-2 years on the job, 10.5 days

2-3 years on the job, 11.0 days

3-5 years on the job, 12.0 days

5-10 years on the job, 15.2 days

10 or more years on the job, 18.7 days

By the way, companies giving vacation pay has fallen to 91% from 95% in 1999.

COW LOGIC

Finally, we leave you with these words of wisdom from Zen Master Suzuki Roshi: "To
control your cow, give it a bigger pasture."

We think it means let your employees have some room to grow. Happy Holidays and
Happy New Year.
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VISION 2004 CONFERENCE IS THE PLACE TO BE

Finally, no matter what size your company, if you have any business at all in the
consumer products market — diapers, feminine hygiene, wipes, adult incontinence,
filtration, household products, etc. — you MUST attend the Vision 2004 Consumer
Products Conference. Vision, which attracted more than 500 people to New Orleans in
January, will be held in Las Vegas, Nevada at the Mandalay Bay Hotel from January 25-
28. For more information on Vision 2004 Consumer Products Conference:
https://imisw.inda.org/Source/Meetings/cMeetingProcessSearch.cfm?section=Events
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THAT’S ALL, FOLKS
The next INDA Small Business e-Report will come to you again January 15. In the
meantime, we would love to hear from you. Just email us at mjacobsen@inda.org to let

us know how you are getting along.

Michael Jacobsen
Editor
INDA Small Business e-Report



