
At a Glance 
 
Problem:  
Imation decided to focus on 
helping their clients (primarily 
large corporations) enhance 
their visual media and reduce 
the time it took to develop the 
visual aspects of  packaging, 
brochures, billboards, sales dis-
plays, etc. Reducing cycle time 
and enhancing visual technol-
ogy processes became their 
central goal.  
 
Solution: To accomplish this 
objective, the Imation team de-
cided they needed computer 
mapping/flowcharting tools and 
modeling to determine critical 
workflow bottlenecks and im-
prove cycle time. Such a mas-
sive undertaking required high-
end technology. The team de-
cided to use ProcessModel® 
simulation modeling to help 
them evaluate and fine-tune the 
data and results.  
 
Results: Results from simula-
tion modeling showed two ac-
tivities as bottleneck areas. 
Running the model with new 
times showed the job cycle 
dropping by 22 days (from 155 
to 133 days). However, activity 
utilization stayed above 95% (a 
good sign!). Process engineer-
ing using new technology, 
which would cut at least ten 
days from the two activities, 
was recommended to the cus-
tomer. 

I mation Corporation, head-
quartered in Oakdale, Minne-

sota, is in the business of helping 
their corporate clients reach their 
goals—both in productivity and 
quality of work.  The positive end-
result is a reflection of the syner-
gism between Imation and its cus-
tomers. 
 
Imation provides consulting and 
system integration services for cus-
tomers. This is a fancy way of say-

ing that they help 
their clients im-
prove their print 
and audio/visual 
media. Imation 
assists the pack-
aging and mar-
keting/
communications 
arms of Fortune 
500 companies. 
Imation supplies 
digital asset man-
agement systems 
(software and 
hardware) that 
can enhance vid-
eos, printed ma-
terials (such as 
sales displays, 
brochures), and 
even billboards.  
 
Have you ever 
seen a sharp, 
glossy ad in a 
magazine that 
caught your eye? 
Imation helps 

provide the technology that results 
in those types of pictures, to help 
their clients communicate a strong 
message in an attractive way. 
 
Problem 
In the corporate world, time is 
money, and Imation encountered 
three distinct problems that every 
company that provides services to 
another company experiences:  
1) They needed to refine and dif-
ferentiate their technologies to 
provide the most innovative ser-
vice that steps beyond what other 
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 the process improvements data into 
the model to determine improve-
ments.  
 
Results 
Primary results from simulation 
modeling showed two activities as 
bottleneck areas. Running the 
model with new times showed the 
job cycle dropping by 22 days 
(from 155 to 133 days). However, 
activity utilization stayed above 
95% (a good sign!). Process engi-
neering using new technology, 
which would cut at least ten days 
from the two activities, was recom-
mended to the customer. 
 
Secondary results from simulation 
modeling revealed that 1) Imation 
could pinpoint solution areas ta i-
lored to each customer’s distinctive 
needs 2)  They could show the 
model to their clients and give 
them the rationale for their deci-
sions and 3) they could show the 
customer/clients the reasons why 
Imation’s advanced technology 
systems could benefit the client and 
assist them to purchase more ad-
vanced equipment and tools.  
 
Helping others help themselves is 
what Imation is all about.  They do 
it, and do it well...with help from 
state-of-art technology like simula-
tion modeling.  

 

companies were offering. 2) It was 
imperative to be able to explain to 
their customers, in a credible way, 
why they selected certain solutions 
for the customers‘ problems. 3) 
Imation wanted to show their cus-
tomers why they needed to take ad-
vantage of their advanced techno-
logical equipment and tools. They 
wished to help them catch the vision 
of the “big picture” instead of being 
satisfied with “just getting by” with 
outmoded methodologies.  
 
Solution 
In days past, consulting executives 
would sit around a table and brain-
storm about ways to help their cus-
tomers, based on their experience 
and knowledge. In some cases, they 
shot close to the mark, in others, 
they were way off base. Imation de-
cided that the days of guessing 
games were over. They wanted to 
move away from the traditional 
method that consulting companies 
used to evalute solutions for their 
customers and step into the next di-
mension of decision making.  
 

Therefore, they decided to test 
their ideas on simulation model-
ing—a type of animated, interac-
tive flow chart—before proceeding 
further. They turned to simulation 
modeling because it would help 
them perfect their technology and 
make sure all processes were in 
sync before they presented the so-
lutions to their clients.  
 
Simulation modeling provided a 
tool for accurate and definite 
analysis. The facts would present 
themselves in a logical and under-
standable fashion.  Because of its 
excellent reputation, Imation deci-
sionmakers decided to use Process-
Model® simulation modeling to 
help them evaluate and fine-tune 
the data and results.  
 
In one case study, the team con-
ducted an analysis of the way 
printed communications materials 
(sales brochures, magazine articles, 
etc.) were contributing to the 
workflow of a Fortune 500 com-
pany. This particular company 
maintained about 38 projects per 
year with a single creative agency 
and printer. The average cycle  time 
was approximately 5 months per 
project, and the objective was to 
cut the cycle time without adding 
resources.  
 
Using ProcessModel as a case 
study model, they developed a 
10,000 foot animated flowchart of 
print collateral workflow. The ob-
jective of the modeling was to: 
 
• Determine current job cycle 

times 
• Determine major bottlenecks 

within the process 
• Brainstorm with customer 

team on how to eliminate bot-
tlenecks 

 
After identification and evaluation 
of these key areas, they then fed 

 
“Results from simulation 
modeling showed two activi-
ties as bottleneck areas.  
 
Running the model with 
new times showed the job 
cycle dropping by 22 days 
(from 155 to 133 days). 
However, activity utilization 
stayed above 95% (a good 
sign!). Process engineering 
using new technology, 
which would cut at least ten 
days from the two activities, 
was recommended to the 
customer.” 
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