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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. 
 

************************************************************** 
 
"It is not the strongest of the species that survives, not the most intelligent, but the one 
most responsive to change." - Charles Darwin 
 

************************************************************** 
 
In This Issue: 
 

Deadline for IDEA04 Awards Extended for Small Companies Only 
INDA Is Looking for a Few Good Companies 
Trade Show 101: Staffing Your Booth 
So, How Is Your Online Business Doing? 
Food For Thought . . . 

 



************************************************************** 
 
DEADLINE FOR IDEA04 AWARDS EXTENDED FOR SMALL COMPANIES ONLY 

Only for readers of this INDA Small Business e-Report, we have slightly extended the 
deadline to nominate a product for the IDEA04 Achievement Awards, co-sponsored by 
INDA and Nonwovens Industry magazine. To be presented at IDEA04 in Miami Beach, 
Florida next April, the awards recognize innovation within the nonwovens and 
engineered fabrics industries. Products and/or companies may be nominated in six 
categories: 
 
We must hear from you with your nomination by November 1 ... that's it. Here are the 
categories: 
 

� IDEA04 Equipment Achievement Award ... Given to the company with the 
best equipment new product introduction since IDEA01. 

� IDEA04 Roll Goods Achievement Award ... Given to the company with the 
best roll goods new product introduction since IDEA01. 

� IDEA04 Raw Material Achievement Award ... Given to the company with the 
best fiber/raw material new product introduction since IDEA01. 

� IDEA04 Short-Life Product Achievement Award ... Presented for the best 
new disposable product utilizing engineered fabrics introduced since 
IDEA01. 

� IDEA04 Long-Life Product Achievement Award ... Presented for the best new 
durable product utilizing engineered fabrics introduced since IDEA01. 

� The IDEA04 Entrepreneur Achievement Award, for the company founded 
since IDEA01 that has made a significant impact on the engineered fabrics 
industry. 

 
Companies may nominate their own products.  
 
To make a nomination, simply go to either www.nonwovens-industry.com or 
www.inda.org and follow the links to the nomination form. 
 

************************************************************** 
 

INDA IS LOOKING FOR A FEW GOOD COMPANIES 
Small INDA members have a chance to be a part of something special at IDEA04 in 
Miami Beach next April. As part of an interesting seminar that will focus on bringing a 
new product to market, small businesses can participate in a real-life case study. Any 
companies with a new and ready-to-market consumer product can get some free 
feedback and advice while touting their new product in this case study. The presenter 
will formulate a "how-to" lecture centered on getting that product onto Wal-Mart's 



shelves using a real company/real product. Contact Deanna Lovell at INDA at 
dlovell@inda.org or call 919-233-1210 ext. 119 to get involved. 
 

************************************************************** 
 

TRADE SHOW 101: STAFFING YOUR BOOTH 
Though no one likes to acknowledge it, the difference between a decent show and a 
great one often comes down to who’s in your booth. The experts say, “Staff members 
determine whether the booth reaches its goals and how attendees perceive the 
company.” We couldn’t agree more.   
 
With companies starting to formulate their trade show plans heading into IDEA04 next 
April in Miami Beach, FL -- and with Filtration 2003 in Chicago set for early November -
- take a peek at these “rules” before you decide who makes the final cut:  
 
Rule #1: There is no set formula for determining who goes to a show. Trade show 
experience is great, but just because someone has “always done it” doesn’t mean they’re 
doing it right.  
 
Rule #2: Look at your personnel through new eyes. If someone works well with others, it 
might be smart to consider that person as a potential booth staffer. It could be a 
secretary, a marketing person, anyone.  
 
Rule #3: Remind booth personnel to smile, make eye contact and be the first to say hello.  
 
Rule #4: No eating, drinking, chatting on the cell phone, or sleeping in the booth. 
 
Rule #5: Establish a policy limiting in-booth chatting. By keeping conversation between 
staffers to a minimum, your booth will seem more approachable.  
 
Rule #6: Stress teamwork – a booth staff that works together is the key to a successful 
show. 
 

************************************************************** 
 

SO, HOW IS YOUR ONLINE BUSINESS DOING? 
It was supposed to be the savior of business, but online marketing -- from simple 
websites to sophisticated e-commerce transactions -- have yet to live up to their billing in 
many industries, including nonwovens. But that doesn’t mean you should stop trying; 
rather, it means take a look a t what you have done so far and either improve it or get 
out. Here are Ten Things To Do to Improve Online Service (courtesy of CustomerThink 
Corp.): 
 



1. Fire the web designer whose pages always start with a button that says "Skip 
Intro."  

2. Fire the person who includes a line that says, "last updated March 12, 2000."  
3. Treat online service with the same respect and care as you would an off-line 

service.  
4. Set it up so that email queries are directed to service reps for personal reply 

where necessary and don't just generate an automated reply.  
5. Understand that online is not necessarily synonymous with Web-based Sales 

Automation.  
6. Appoint someone besides the webmaster to be in charge of online. Even if you 

believe "CRM is for geeks anyway," online service must meet business and 
customer service objectives.  

7. Integrate online, phone, email and other channels, otherwise data is not 
consistent and the view of the customer is incomplete.  

8. Treat online service as the first step – and possibly the only step – toward a 
relationship with customers.  

9. Add more substance to your online service offerings than just a really cool 
website.  

10. Finally, train customer service representatives to handle Web queries--and hire 
new reps when necessary. 

 
************************************************************** 

 
FOOD FOR THOUGHT ... 

"It's amazing how much can be accomplished when you don't worry about who gets the 
credit."— Ronald Reagan 
 

************************************************************** 
 

THAT’S ALL, FOLKS 
The next INDA Small Business e-Report will come to you again November 17. 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 
 


