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The	
  Beginning	
  

•  Wegmans	
  was	
  asked	
  by	
  a	
  consumer	
  group	
  if	
  our	
  receipt	
  
tapes	
  contained	
  Bisphenol	
  A	
  (BPA)	
  based	
  on	
  a	
  na@onal	
  
study	
  that	
  had	
  just	
  been	
  published.	
  

•  Wegmans	
  approached	
  Staples	
  with	
  two	
  ques@ons	
  about	
  
thermal	
  receipt	
  paper	
  we	
  sourced	
  from	
  Staples:	
  	
  

	
  

–  “Does	
  the	
  thermal	
  paper	
  currently	
  being	
  offered	
  to	
  Wegmans	
  
contain	
  BPA?”	
  

–  “If	
  the	
  thermal	
  paper	
  does	
  contain	
  BPA,	
  then	
  can	
  Staples	
  offer	
  
Wegmans	
  a	
  safer	
  alterna@ve	
  without	
  regreTable	
  subs@tu@ons	
  
or	
  sacrificing	
  performance	
  or	
  value?”	
  

	
  



The	
  Journey	
  
•  Both	
  businesses	
  agreed:	
  

–  To	
  be	
  as	
  transparent	
  as	
  possible;	
  

–  To	
  take	
  @me	
  to	
  know,	
  understand,	
  and	
  define	
  the	
  
challenges	
  and	
  opportuni@es;	
  	
  

	
  
–  To	
  recognize	
  the	
  value	
  of	
  common	
  and	
  uncommon	
  
collabora@on.	
  

–  To	
  apply	
  a	
  prudent	
  and	
  orderly	
  approach	
  	
  



The	
  Now	
  

•  Two	
  viable	
  candidates	
  are	
  being	
  evaluated:	
  

Candidate	
  A:	
  New	
  safer	
  developer	
  to	
  replace	
  BPA,	
  BPS	
  or	
  
other	
  undesirable	
  chemical	
  developers.	
  
	
  
Candidate	
  B:	
  New	
  way	
  of	
  producing	
  a	
  thermal	
  image	
  without	
  
the	
  use	
  of	
  a	
  developer.	
  



Lessons	
  Learned	
  From	
  This	
  B2B	
  Partnership	
  

•  Knowing	
  and	
  understanding	
  is	
  beTer	
  than	
  not	
  knowing	
  or	
  
ignorance;	
  

•  Transparency	
  and	
  disclosure	
  is	
  beTer	
  than	
  vagueness	
  and	
  
obscurity	
  in	
  the	
  eyes	
  of	
  the	
  consumer;	
  

	
  
•  Informed	
  ac@on	
  is	
  beTer	
  than	
  comfortable	
  inac@on;	
  

•  Mi@ga@ng/reducing	
  chemical	
  hazards	
  at	
  design	
  is	
  beTer	
  than	
  
managing	
  exposure	
  later;	
  

•  Making	
  an	
  orderly	
  transi@on	
  is	
  beTer	
  than	
  abrupt	
  reac@on	
  or	
  
an	
  uninformed	
  rush	
  to	
  an	
  alterna@ve!	
  



Next	
  Steps	
  

•  Staples	
  will:	
  

–  confirm	
  performance	
  and	
  compa@bility	
  of	
  alterna@ve	
  
candidates;	
  

–  finalize	
  business	
  rela@onships	
  with	
  candidate	
  supplier	
  or	
  
suppliers;	
  

–  Present	
  new	
  alterna@ve	
  to	
  broader	
  Wegmans	
  stakeholders	
  
for	
  their	
  considera@on	
  


