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six-year-old company that transformed
its operations to take advantage of
advances in digital technology.

SAILING THE C'S TO SUCCESS

“We're about 180 degrees away from
[the current trends in document distribu-
tion],” Adamson says, describing his
company’s benefits as the three C’s.

The first C stands for cost savings.
By setting up in Memphis—almost on
top of Federal Express’s main distribu-
tion center—Plan Express can hand
packages off as late as midnight and have
them in the client’s hands the next day.
“We use FedEx as our delivery boy.
Because of our volume and location, we
can deliver a typical set of documents in
large-format the next morning for around

$8,” Adamson says. “It’s hard for even a
local reprographics shop with a kid in a
Gremlin to deliver it for that price.”
The second C is for convenience,
which is what Adamson says the client
gains by using Plan Express. “The client
doesn’t have to get his plans back by
noon so that he can get them all pack-
aged up for the FedEx guy at five
o’clock,” says Adamson. “He waits until
he’s on the way out the door, e-mails or
faxes us a list of subs that he wants bid
packages for, and we go to work. We
work second shift to put this together for
him and deliver it the next morning. It’s
convenient because once you get used to
our system, it’s something that you just
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do on your way out the door at night as
you go home.”

Finally, there’s the third C—addi-
tional control that comes from using a
single source for every project. “When
you use places around the country, you
don’t know who to call to make sure that
everything’s getting done,” he says.
“Let’s face it—what leverage do you
have e-mailing one set of documents to
a reprographer, who that same afternoon
might have one of his large local clients
dump a bunch of plans on his desk and
say, ‘I need these today’? You're going to
take a back seat.”

When a client consolidates all their
work at one location, they can take
advantage of the efficiencies of large-
format printers; Océs in the case of Plan
Express. “When an Océ starts running
at capacities that are not typically
obtainable by a local shop, the price
drops down dramatically,” says
Adamson. “When you're doing jobs all
over the country you can take advantage
of large scale discounts.” Thus he brings
the argument back to cost savings.

Adamson isn’t alone in thinking that
his business model is a good idea. He
recently scored a number of alliances
with ProjectEDGE, eProPrint, construc-
tionbidding.com, Collaborative Struc-
tures, and Bricsnet.com. “What some of
these alliances have done is validate
what I’ve been arguing,” says Adamson.,
Moving from bricks to clicks, Adamson,
whose background is in the construction
industry, started Plan Express back in
1994. “1 was the owner of a construction
company and had the same problem
most contractors do,” he says. “About
two in the afternoon on a big bid day,
you lose half your employees. Every-
one’s scrambling, helping to fold plans,
roll plans, type up transmittals, and
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package FedEx tubes. I thought, ‘Geez,
this is an incredible waste of time.””

He realized that even when you're in
Milwaukee and the job’s in Chicago, the
plans first pass through Memphis. This
got him thinking about when the pick-
up time would be if his firm was locat-
ed in Memphis. Research gave him an
answer of midnight, assuming that he
had sufficient volume, in addition to the
cost savings that resulted from him cut-
ting the trip in half, “One thing led to
another,” he says, “and I ended up sell-
ing my construction company and work-
ing on the Plan Express model.”

Adamson describes that model as
follows: “We're more than just reprogra-
phers. We’ll put together a client’s entire
bid set, with a transmittal, bid instruc-
tions, bid form, and any introduction |
they might want. We do all the packag-
ing, folding, and bills of lading, then
ship it from the best place to ship some-
thing from—the airport in Memphis.”

Initially, the company catered only to
the retail construction industry. “Back
then it was a much harder sell,” says
Adamson. “Contractors sent us their
drawings, and because digital technolo-
gy was in the process of being invented
for large-format, we made copies of the
drawings, sent it back to them, waited
for their order, then made more copies.
Once digital came on, we could scan
them and wait for their orders.”

“Now that modem speeds are such
that you can transfer 50 megabyte files
in a minute, we've made Plan Express
an Internet-based company and it’s real-
ly opened up our market,” he continues.

Plan Express’s current volume, 500-
600 bid sets per day, is double what it
was six months ago. Adamson says he
expects to reach 1,000 packages by fall,
thanks to the new alliances he’s created.




