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VERTICAL Manufacturing 

BUSINESS 
APPLICATION 

Collateral Management & Fulfillment/Personalized Collateral 

CLIENT DSM Composite Resins 

http://www.dsmcompositeresins.com 

DSM is a large Dutch company that specializes in manufacturing life sciences and 
performance materials, such as food specialties, melamines, and other resins. It has 11 
business units and 25,000 employees. DSM Composite Resins supplies resins to many 
industries such as automotive, boat building and home building. 

PRINT PROVIDER Ted Gigaprint 

http://www.ted-gigaprint.nl 

Ted Gigaprint is a leading print provider in the Netherlands. It specializes in providing its 
customers with high quality printing and support through the use of state-of-the-art printing 
technology and systems. 

AGENCY Cordeo 

http://www.cordeo.com 

Cordeo is a consultancy and project management organization based in the Netherlands with 
a vast partner network. For international customers Cordeo is active in the field of marketing, 
information technology and communication. Its primary focus is to increase the marketing 
efficiency of its customers by implementing innovative Publish-on-Demand projects. 

HARDWARE Xerox iGen3 

SOFTWARE XLdoc Suite and Database XLdoc Content Manager XLdoc Document Builder XLdoc Image 
Library 

TARGET AUDIENCE Existing customers and a few prospects 

DISTRIBUTION 100 – 300 each run, four or five times a year, resulting in 32 versions 

DATE January 2004, ongoing 
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DESCRIPTION DSM Corporate Resins had been sending a static quarterly newsletter to all customers or 
prospects in English. The problem was that a lot of the information in the newsletter was not 
relevant to the reader because of the vast market sectors that were covered.  

The company wanted to customize each newsletter to the need of the specific audience while 
reusing information essential to all industries and deliver variable industry specific information. 
Every country has their own specifications and needs for resins so it is important to address 
local issues and local climate. In addition, DSM wanted to deliver the product in the language 
of the reader and with local resin requirements in mind. 

The company started with one newsletter in three versions and progressed to versioned 
newsletters for five different products. It used to produce the newsletter every quarter and now 
it does 32 versions customized to five market areas and some are in five or six languages.  

DSM plans to continue expanding its custom publishing efforts to fit local conditions. 

To create the customized newsletters, four and eight-page templates are used along with 
articles of interest to all customers, and then industry specific information is added.  

Staff from all over the world enter articles written in English into a content management 
program and then an editor corrects them. The corrected articles move on to the Editor-in-
Chief for review and then to a translator.  

Multiple language versions are much easier to produce. Previously, the DSM editors had to 
finish writing the articles, then have them translated and then move them on to layout and 
production. Now each article is approved and frozen and the translator does not have to wait 
for the whole newsletter to be finished. Not only are Spanish, Italian and French versions done 
concurrently, DSM is now doing newsletters in Central European languages with worldwide 
fulfillment. With these workflow changes Cordeo has made the whole newsletter production 
process of DSM considerably more efficient. 

Finished newsletter files are sent as PDF files to the digital printers at the company’s print 
provider’s facilities. DSM orders only the quantity they need for that particular issue and 
language, saving money on warehousing printed materials. 

Because the newsletter is template based, DSM is now able to create the brochures itself, 
reducing the company’s expense for outside design services. Cyril Reijnen, one of Cordeo’s 
partners, predicts that the next step for DSM will be to personalize its messages in direct mail 
campaigns. 

 


