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WHO WE ARE

Our organization serves over 4,000 members, representing more than 20,000 individuals 

with over 300,000 subscribers worldwide across all categories, including printers, 

suppliers, installers, consultants, educators and students.
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PRINT INDUSTRY CONVERGENCE BY THE NUMBERS

Primary Segment Diversified Beyond

Primary Segment

Secondary Segment Added

Yes No

Commercial

Printing

Graphic and 

Sign

(Wide-format)

Apparel

Decoration

Package Printing

Converting

Functional

Printing

Promotional 

Product

Imprinting

All companies surveyed, n=583 67.8% 32.2% 14.9% 38.6% 6.0% 17.0% 9.3% 24.5%

Commercial printing, n=234 74.4% 25.6% --- 59.4% 11.5% 31.6% 7.3% 14.5%

Graphic/sign production, n=70 70.0% 30.0% 45.7% --- 11.4% 12.9% 21.4% 12.9%

Apparel decoration, n=210 60.5% 39.5% 13.3% 31.9% --- 5.7% 7.6% 44.3%

Package printing/converting, n=48 70.8% 29.2% 45.8% 27.1% 0.0% --- 12.5% 14.6%

Functional printing, n=17 52.9% 47.1% 17.6% 35.3% 0.0% 23.5% --- 0.0%

Source: PRINTING United Alliance State of the Industry Panel

Many new players entering your market Seven Out of 10



YOUR PEERS ARE ADDING PRINT…



… & EXPANDING PRINT CAPABILITIES

BAMKO 

(asi/131431) is 

#8 on ASI’s 

Counselor Top 40 

Distributor list



PRINTERS ARE OFFERING PROMOTIONAL PRODUCTS



FRANCHISES & AFFILIATES ALSO OFFER PRINT 



PROFIT POWER PLAY: PRINT + PROMO

Organizations 

that buy Print 

buy Promo,

 and vice versa!



KEY BENEFITS IN ADDING PRINT

Photo is licensed under CC BY-NC
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PRINTING INDUSTRY BY THE NUMBERS

22,580 establishments

0.21%

0.63%

2.33%

3.58%

8.95%

11.67%

19.06%

53.57%

More than 500 Employees

250 to 499 Employees

100 to 249 Employees

50 to 99 Employees

20 to 49 Employees

10 to 19 Employees

5 to 9  Employees

1 to 4 Employees

Source: U.S. Census Bureau’s County Business Patterns, 2021 (most current reference year) 

PRINTING United Alliance Research 

Establishments by Size 

$100.6 billion in revenue



ALL INDUSTRIES USE PRINT



WHERE IS YOUR INDUSTRY OVERLAP?

These are the top 

markets for promo 

products sales – 

and they all use print!

Source: 2024 State of the Industry (ASI Research)



• Merchandisers

• Designers

• Purchasing director

• Purchasing manager

• Business manager

• Marketing executive

• Marketing director

• Chief experience officer

• Event manager

• Brand manager

• Human resources director

• Marketing coordinator

• Marketing manager

• Store manager

• Chief marketing officer

• Customer relationship/

loyalty manager

• Communications director

• Office manager

• Product manager

• Facilities manager

WERE IS YOUR CUSTOMER OVERLAP?



ORGANIZATIONS USE PRINT & IT DELIVERS RESULTS

n=316 Communication Buyers and Influencers, Source: NAPCO Research Annual Commercial Print Industry Trends and Strategies Service, 2023

• Print is an important communication method for 

our organization: 93%

• Print is used in print in multi-channel 

campaigns: 81% 

• Printed marketing materials deliver results: 

92%



KEY PRINT APPLICATIONS

Direct Mail

Personalized mail for target 

marketing campaigns with high 

ROI potential.

Sign & Display Graphics

Banners, signs, and event 

displays for impactful visual 

communication.

Packaging

Custom boxes, labels, and tags 

for enhanced product and 

kitting presentation.

Marketing Collateral

Brochures, business cards, 

stationery, and booklets to 

support brand messaging.



PRINT PRODUCT MARKET OUTLOOK

Market
Number

Forecasting

Projected

Average Annual

2023-2025

3-Year 

Compounded

Window Graphics 145 3.3% - 5.1% 10.2% - 16.1%

Direct Mail 202 2.8% - 4.6% 8.6% - 14.4%

Posters/Presentation Graphics 99 2.6% - 4.3% 8.0% - 13.5%

Marketing Collateral 171 2.4% - 4.4% 7.4% -13.8%

Tags/Labels/Decals (including industrial) 243 2.4% - 3.9% 8.0% - 12.2%

POP/Retail Displays 212 2.0% - 3.3% 6.1% - 10.2%

Books 171 0.7% - 2.1% 2.1% - 6.4%

Business Cards/Envelopes/Letterhead 189 0.3% - 1.5% 0.9% - 4.6%

Technical Documentation/ Manuals/Directories 151 0.1% - 1.6% 0.3% - 4.9%

Source: State of the Industry Update, 2nd Quarter 2024, PRINTING United Alliance 



THE KITTING OPPORTUNITY

Kitting involves grouping different print and promotional items 

customized with a company's logo, message, or design into a 

pre-assembled kit.

Kitting Examples 

• Sample Kits: Companies send out boxes with product samples to 
promote new or existing offerings.

• Sales Kits: Compilation of printing brochures, sell sheets, and 
possibly promo giveaways and product samples.

• Welcome Kits: For onboarding new employees or showing 
appreciation to clients.

• Branded Event Kits: Ideal for virtual events, trade shows, or 
conferences.

• Corporate Gift Packs: High-end gifts for VIP clients or partners.

• Product Launch Kits: Introduce new products or services.

Image Source: ASI Central



PRINT & PROMO: WORKING TOGETHER IN KITTING

Source: Sky High Marketing (asi/328476)
Source: Bēhance* Source: Bēhance*

*Bēhance is a creative networking site, owned by Adobe, whose focus is to showcase and discover creative work.



ADDING PRINT ENHANCES CUSTOMER EXPERIENCES

• Typically, different suppliers for print and 

promo components but increasing customer 

preference for single sourcing

• 75% of communication buyers and influencers 

prefer full-service providers 
Source: NAPCO Research 2024

• Opportunity to consolidated supplier base and 

enhance customer experience

• Offering both print and promo makes a 

distributor indispensable

Source: “Double the Impact: What Print & Promo Distributors 

Should Know About Each Market, ASI Media/PPM, October 2024 



FINDING PRINT 

PROVIDERS



WHERE TO BUY PRINT

TYPE CHARACTERISTICS

Commercial Printers

Offer a range of services. Prints almost anything including brochures, 

postcards, flyers, posters, and more. Typically, don't specialize in one 

narrow market niche.

Quick Printers/Copy Shops Refers to business that offer fast printing and copy services, and usually 

have retail storefront for selling services.

Retail Stores Office supply stores (including Staples, OfficeMax, the UPS Store) that offer 

customers print applications and graphics printing.

Sign and Display Graphic Printers 
Establishments that primarily print signs, banners, posters, or point-of- 

purchase displays.

Online Providers Sell print via an online storefront or customized web portal.

Trade Printer
Provides printing services exclusively to brokers, resellers, and other 

printing companies, rather than directly to the end customer.



FINDING PRINT PROVIDERS
Provider at Top of List

 $4.6 Billion in Sales 

Provider at End of List

$6.1 Million in Sales 



WHAT IS A TRADE PRINTER?

A trade printer is a company that offers printing services exclusively to intermediaries, such as 

print brokers, designers, and other print resellers, rather than directly to the end customer prices.

https://4over.com www.colorfxweb.com

www.zooprinting.com https://rentapress.com www.nd4c.com



RESELLERS KEY MARKET FOR TRADE PRINTERS



CONNECTIVITY: ONLINE ORDERING

Yes
89%

No, but 
plan to 

offer in the 
future

8%

No, and have not 
plans to offer

3%

Q. Do you offer customers access to customized e-commerce 

sites for order entry and materials management? 

n=122 Commercial Printers

86%

71%

65%

61%

57%

53%

46%

32%

Marketing collateral printing
(brochures, sell sheets, etc.)

Direct mail printing

Promotional products

Signage/point-of-purchase/display
materials

Forms/documents/manuals

Digital marketing (i.e., email
campaigns, web landing pages)

Digital assets (i.e., docs, images,
logos)

Apparel

n=103 Print providers who offer customers access to customized WEB PORTALS

Multiple Responses Permitted

Offer Customized E-commerce Sites Items Supported by E-commerce Sites

Q. Which of the following items can your customers order through 

the e-commerce sites your organization creates for them? 

Source: Web Portals, New Path to Print Profitability, 

NAPCO Research/Propago 2023



GETTING STARTED



KEY ENTRY METHODS

Acquire 

Distributors 

That Offer 

Print

Partner With 

Current 

Customers

Partner With 

Print Providers



ENTRY METHOD: PARTNER WITH CUSTOMERS

Partner With 

Current 

Customers

• Existing business relationship and trust of current customers

• Survey your clients to identify which print products they are 

already purchasing

• Customer familiarity may reduce buying process

• Understanding customers can lead to realistic product options 

aligned with their comfort level

• Organizations looking for simplified supply chains

 



ENTRY METHOD: PARTNER WITH PRINT PROVIDERS

Partner With 

Print Providers 

62% 
of commercial printers and sign 

and display graphic providers 

report hiring sales staff is a 

critical/moderate challenge.

Sources: NAPCO Research Annual Print Commercial  Print Trends and Strategy 

Service, 2023 and Who Buys Sign and Display Graphics?, NAPCO Research 2023

PRINT INDUSTRY SALES STAFF CHALLENGES



ENTRY METHOD: ACQUISITION

Acquire 

Distributors 

That Offer 

Print



PRINTING PROCESS



CORE COMPONENTS OF PRINT

Print 
Products

Printing 
Devices

Inks & 
Coatings

Substrate

Finishing



MANY TYPES OF PRINTING PROCESSES

TONER IS FUSED TO SUBSTRATE OFFSET

INKJET

DIGITAL PRINTING ANALOG PRINTING

FLEXOGRAPHY



NOT COMPLETE UNTIL FINISHED



BINDING & FOLDING



EFFECTS, SCORING & PERFORATING
mage result for scodix

DIGITAL SPOT VARNISH EMBOSSING

SCORING PERFORATING

FOIL STAMPING

https://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&ved=0ahUKEwioq-jUycXVAhXprVQKHVEYDKMQjRwIBw&url=http://www.pdpscodix.com/about-pdp.html&psig=AFQjCNETbahLctrWUOuB_0-NKb-b5D91Og&ust=1502210820556053


Technology Applications Strengths/Weaknesses

Aqueous 

(water-based)
Fine art, photography, posters (indoor)

• Strong image quality

• Low system cost

• Limited to indoor use

Dye-sublimation Fabric, t-shirts, wall hangings

• High quality

• Very durable

• Specialized focus

Latex Indoor & outdoor graphics, textiles
• Low system cost

• Application variety

Solvent Outdoor graphics

• Low operating costs

• Image durability

• Environmental concerns

Eco-solvent Indoor & outdoor graphics
• Low initial investment

• Image durability

UV-curable Indoor & outdoor graphics

• Image durability

• Substrate flexibility

• High system cost

The oversized print work that is common in sign and display production is often produced on digital wide-format devices – typically in print widths 

greater than 24". Digital wide-format printers can be roll-fed devices, flatbed printers, or a combination of both (hybrid). This table summarizes 

the types of inks used in wide-format printing, their key applications and strengths/weaknesses.

DIGITAL WIDE-FORMAT PRINTERS BY INK TYPE



MANY SUBSTRATE CHOICES

A core factor driving the creativity and diversity of applications is that digital wide-format printing devices can print on an 

extensive collection of media and substrates. Here is a sampling of common substrates used in producing signs and graphics:

• Paper and paperboard  

• Vinyl

• Acrylic

• PVC

• Fabric

• Window film

• Foamcore 

• Adhesive sheeting

Source: Suttle-Straus



FINISHING OPTIONS

Finishing is an essential component in the production of most sign and 
display graphic applications. Here is a list of common finishing options: 

• Laminating and coating
• Mounting 
• Sewing 
• Grommeting: Punching holes in a print and reinforcing with metal or 

plastic rings through which string or other material can be threaded and 
used to mount or secure a sign

• Cutting: Options include diecutting with a shaped steel die that cuts the 
print into a shape, or laser cutting, which can create more elaborate and 
complex shapes or effects

• Routing: Automates the cutting process and enables the creation of 
more elaborate patterns, grooves, and shapes 

• Tiling: Divides a large image into smaller pieces or tiles which are 
assembled like a giant jigsaw puzzle

https://spectrumsigns.com/



RESOURCE TO LEARN THE PRINT PROCESS



ESSENTIAL 

RESOURCES



READ PUBLICATIONS & WEBSITES ABOUT PRINT

www.wideformatimpressions.comwww.piworld.com www.printandpromomarketing.com



CONVERGENCE CORNER

Profiles of Firms 

Selling Print & Promo 

https://members.asicentral.com/news//podcasts-videos



ATTEND PRINT TRADESHOWS

www.printingunited.com

Over a million square feet of equipment, technology and trends on display



JOIN INDUSTRY ORGANIZATIONS

www.printingunited.com



LEARN THE LINGO: GLOSSARIES AVAILABLE

Glossaries are available online;
 we recommend 

www.printing.org/library/glossary 



ATTEND THIS POWER SESSION TOMORROW!

Booth #1734

Monday, March 31 @ Noon



BEST-PRACTICE TIPS

• Assess the opportunity to sell print products to current customers. 

• Speak with current customers about their print needs.

• Choose products carefully and start by offering a limited number of products.

• Educate staff on printing process; use print providers for training.

• Form partnerships with print service providers. The industry is facing labor challenges 

and may need your services.

• Read industry publications and content.

• Attend PRINTING United, October 22-24 in Orlando, FL (www.printingunited.com).



Share your feedback
 on the session with us!

March 29-31, 2025
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