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But Jackson said there was also
convincing evidence that the
investment can be recouped
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workflow. “We typically, when we
put in the [SCS/Track] system, see
a reduction of make-goods by
about 80-85%,” he said. “If you
take that number alone, in some
papers, it pays for itself.”
While any improvement in
productivity can enable cost
cutting and staff reduction, that’s
not what Jackson said he sees
driving papers to go paperless,
especially at small papers. “They
may already feel that they’re at
the lowest number of FTE count
that they can get to.”
Olsen, for his part, plans to
continue in his efforts to digitize
his company’s workflow
processes. His next steps include
implementing SCS’s electronic
tearsheet and billing solutions,
and although he acknowledged
these moves could save
“probably a couple days of time

[each week] for an administrative
position,” the intent is not to cut
staff, but to “use that position to
help grow our business.”
“Andrew is smart,” Jackson said.
“He really is into automating and
moving forward efficiencies for
his people. He doesn’t want to
cut anybody. He wants to give
them more time to sell – which
of course at the end of the day,
is the name of the game.”
Strategic Partners
Olsen expressed gratification with
the transformation his company
has undergone this year, so far.
“I’m really happy with how much
we’ve been able to accomplish in
a relatively short amount of
time,” he said. “In basically a half
a year, we were able to get the
entire workflow revamped to be a
paperless, digital workflow.”
He gave a lot of the credit to
SCS. “I’m so happy that we’re
working with [SCS] as a partner
and that we’re working together
strategically,” he said. “I think
that’s really key.”
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