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David McDowell: “We knew that we wanted 
to remain consistent in our focus on high-end 
graphics, but that we should change and 
adapt by adding more solutions for our 
customer’s packaging needs.” 

The Company 
McDowell Label and Screen Printing, headquartered in Plano, Texas, specializes in providing the most 
superior label decorating solutions in the marketplace. The company has received over 40 national 
awards and 4 prestigious world awards while serving a customer base in industries such as cosmetics, 
health and personal care, beverages, gourmet foods, 
pet care, and chemicals. With a focus on excellence, 
the fifty plus employees at McDowell Label share a 
common vision: “We are one company, one team, 
with one purpose – to provide innovative brand 
packaging solutions for those who demand 
excellence.” This vision has been the key to success 
as the company has earned the support of a growing 
base of satisfied customers seeking the best solution 
for making their products stand out from the crowd. 

The Challenge 
The team at McDowell Label listened to the needs of 
current and potential customers as a critical step in 
developing a strategy for growth. Common themes 
came across loud and clear as areas where McDowell 
Label could support new growth while remaining 
focused on their expertise in high-end graphics. As 
David McDowell notes: “We knew that we wanted to 
remain consistent in our focus on high-end graphics, but that we should change and adapt by adding 
more solutions for our customer’s packaging needs.” After much discussion and debate on meeting the 
needs expressed by current and potential customers, the team at McDowell Label accepted the 
challenges of: 

1. Supporting current and future customers in 
developing the packaging for new products 
and supporting the small test runs required for 
market research and trade shows. In addition, 
these same customers require flexibility at 
launch when the pipeline is filled and when 
sales surge on a successful new product. 

2. Supporting current and future customers in 
their need for more options in packaging, such 
as heat shrink sleeves and the ability to 
handle small order quantities. The key 
element in providing multiple options for 
packaging is meeting the need for high-end 
graphics and consistent quality across all 
products. 

3. Supporting new customers in new markets 
where there is a need to improve brand image 
across product lines with relatively small unit 
volumes. The team identified a specific target 
market in small and medium sized wineries 
where volumes are spread across many 
varieties of wine and there is the additional 
need for customized labels. 

McDowell Label Vision: “We are one 
company, one team, with one purpose – to 
provide innovative brand packaging solutions 
for those who demand excellence.” 
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Chris Brannon: “Our state-of-the-art 
equipment provides our highly trained 
team with the flexibility to create 
customized solutions for our customers. 
We can offer the best possible product 
for their unique application.” 

The Solution 
To implement the strategy for growth and meet the challenges as defined by current and potential 
customers, McDowell Label identified five areas of opportunity: 

1. Obtain additional space to improve the flow of production and provide for new equipment required 
to support growing volume. To achieve this, the company built a 50,000 square foot production 
facility in Plano, Texas. The new combined production facility and headquarters have been 
designed to support a smooth flow of materials and information in the true spirit of lean 
enterprises. In addition, visual controls allow anyone to see the status on meeting each customer 
order. 

2. Make investments in the equipment required to support additional options in packaging, such as 
heat shrink sleeves and the ability to handle small order quantities. To achieve this, the company 
invested in an HP ws4050 digital press as the solution for supporting customer needs for high-
end graphics and additional options in packaging. The HP ws4050 has been engineered as the 
ideal solution for cost effective on-demand production of full color labels and packaging across a 
wide range of substrates. 

3. Enhance an already impressive core competency in the Art Department by investing in software, 
equipment, processes, and people. As Chris Brannon, Art Director explains: “Our state-of-the-art 
equipment provides our highly trained team with 
the flexibility to create customized solutions for our 
customers. We can offer the best possible product 
for their unique application.” 

4. Make investments in peripheral pieces of 
equipment required to achieve rapid change-overs 
as a critical means of supporting a large number 
of short runs. With a focus on leveraging the 
principles of lean enterprises, the operations 
group at McDowell Label has achieved a smooth 
flow from raw materials to finished products that is 
not interrupted by the need for long change-overs 
or excessive order quantities.  

5. Implement an improved process for aligning 
capacity and materials with customer 
requirements. In another example of leveraging 
the principles of lean enterprises, the McDowell 
Label team has synchronized their customer order 
to delivery processes to handle growing volume 
and the need to support customers seeking to 
quickly launch new products or respond to 
increased demand. The team has a short meeting 
every morning to manage the backlog and take 
the action required to maintain consistent cycle 
times and meet any customer emergencies. 

The Results 
Implementation of the required improvements has resulted is an unqualified success for the team at 
McDowell Label. The company now offers digital and flexo printing capabilities for labels, heat shrink 
sleeves, and flexible packaging. Sales are growing as McDowell Label meets the challenges that come 
with targeting and serving customers that demand excellence. 
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In one notable example, the McDowell Label team worked with a customer in the health and beauty 
industry to get a new product line ready to launch at an upcoming industry trade show. As John McDowell 
explains: “Our art department scrambled to help the customer finish the art work and the HP ws4050 
digital press was used to run small quantities of every item in the product line.” The customer presented 
authentically packaged products at the show and earned a number of orders on the spot. (See the insert 
for additional information on this big win for a key customer). 

In another example, an important customer was developing a special limited edition product for a small 
number of select customers and suppliers. The team at McDowell Label leveraged the HP ws4050 to 
produce a small quantity of a high-end graphics label and also serialized each one so that no two labels 
were the same. 

Big Win for a Key Customer 
John McDowell: “We have a large ‘national brand’ customer who was 
launching a new product line at an upcoming beauty show – exhibiting to 
both salon owners and major distributors. They chose to use a new Ad 
Agency and Creative Firm to develop the packaging on this product line. 
The new line of products was designed to be packaged in heat shrink 
sleeves, prime labels, and in individual use packettes (flexible packaging). 

The outside firm was stressed in providing our customer final, production-
ready art in a timely manner. Typically, at this show, if you’re not able to 
immediately fill the retail supply chain with finished packaged product, 
then you’re overlooked – regardless of the level of interest in the product 
or packaging. In today’s market, brand owners must move fast. 

Our customer was frantic about the upcoming show and product launch. 
They were even to the point of creating unsophisticated mock-ups, fully 
knowing the potential of being overlooked by upscale retailers and major 
distributors. 

Upon learning that our customer was going to compromise the equity and intent of this product launch, 
we feverishly introduced them to the wonders of digital printing and it’s flexibility to print short volumes of 
high-quality graphics on multiple substrates (heat shrink sleeves, prime labels, and flexible packaging) – 
exactly what they needed. They were initially concerned that digital could not support either the equity or 
the identity of the brand, and while we assured them to ‘fear not’ – they made it clear that their product 
launch was at our mercy. Suffice to say, we were able to produce and support their needs of exhibiting 
authentic products, completely packaged in high-quality heat shrink sleeves, prime labels, and flexible 
packaging for this much anticipated product launch. In fact, our customer was able to acquire more 
retailers and distributors because of the perception that they were immediately ready to fill orders. 

Then, of course, the work really began.” 

What’s Next 
The initial elements of the McDowell Label strategy for growth have focused on getting core 
competencies in place for extending the company expertise in high-end graphics to new products and 
smaller order quantities. However, the journey to world class performance is not yet complete. 

Reaching into the lean tool kit, the team at McDowell Label is now improving the performance of their 
customer order to delivery value stream by investing in software and processes to provide visibility into all 
activities. Additional initiatives include collaborating with key suppliers to reduce cycle times and improve 
the flow of raw materials. 
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The prospects for additional success are very encouraging. The team at McDowell Label has approached 
their challenges by developing a sound strategy and then applying the right balance between technology 
investments and process improvements. By leveraging the principles of lean enterprises, the company is 
positioned as the supplier of choice for customers that need high-end graphics, multiple options in 
packaging, and small order quantities – customers who demand excellence.  

The author, Mike Loughrin, is a Partner with Transformance Advisors and an expert in lean enterprises. 
He has written a series of articles and case studies focused on the opportunities for converters and 
specialty printers to leverage the concepts of lean enterprises for creating a competitive advantage while 
generating increased revenues and profits. 

Additional Information 

McDowell Label and Screen Printing 

www.mcdowelllabel.com 
 

  

HP Digital Printing 

www.hp.com/go/graphic-arts 

 
  

Transformance Advisors 

www.transformanceadvisors.com  
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