Printing Industry 101:
All About Print Products &
Your Sales Opportunities
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Our Mission

Our mission is to assist printers from all
segments, including commercial, apparel,
label & packaging, graphics, functional, promo
suppliers and in-plants, as well as OEM’s &
suppliers, distributors and educators, thrive in
an environment where they have access to
data, expertise, information, training and
education that will help them solve
problems, improve their operations, and
make informed decisions to grow their
businesses.

We advocate for them, as a United industry, to
ensure their issues are heard and addressed.
Our goal is to nurture a printing ecosystem
favorable to creating a good business climate,
including legislative and regulatory influence to
ensure a healthy environment for business
success; workforce development to recruit,
train and retain talent; and to educate the
various verticals that benefit from our work
about the value and possibilities of print.
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Printing Impressions

Joturnal IAPPARELIST

Packaging Impressions

Wide-format Impressions
Marketing

In-plantimpressions Services

OMEDIA

300,000 subscribers worldwide across
all categories, including printers from
all segments, suppliers and installers.

Promolmpressions
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TODAY’S CONVERSATION...

Changing Getting

Market Started
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A CHANGING
COMPETITIVE MARKET
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Convergence-Fueled Growth

This will occur because: —
PRODUCTS
e A model in which a print buyer’s service provider can
meet more of their print buying needs is ultimately
more convenient and efficient for the buyer. .

e Contraction in the print industry, and a push by . .

service providers to find ways to grow their
p———

businesses, will continue to drive expansion in
additional segments and, by extension, convergence.

e Technology continues to evolve such that it continues
to become easier for service providers to spin up new
businesses than ever before.
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PRINT INDUSTRY CONVERGENCE BY THE NUMBERS

Seven Out of 10

Primary Segment Diversified Beyond

Primary Segment

Many new players entering your market

Secondary Segment Added

No
All companies surveyed, n=583 32.2%
Commercial printing, n=234 25.6%
Graphic/sign production, n=70 70.0% 30.0%
Apparel decoration, n=210 60.5% 39.5%
Package printing/converting, n=48 70.8% 29.2%
Functional printing, n=17 52.9% 47.1%

Source: PRINTING United Alliance State of the Industry Panel

[///////

Commercial
Printing

14.9%

45.7%

13.3%

45.8%

17.6%

Graphic and
Sign Apparel Package Printing Functional Promotional Product
(Wide-format) Decoration Converting Printing Imprinting

38.6% 6.0% 17.0% 9.3% 24.5%
59.4% 11.5% 31.6% 7.3% 14.5%

=== 11.4% 12.9% 21.4% 12.9%
31.9% - 5.7% 7.6% 44.3%
27.1% 0.0% === 12.5% 14.6%
35.3% 0.0% 23.5% - 0.0%
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Your Peers Are Adding Print...

800.220.1497

brand solutions v about us success stories newsroom

A
®

APPAREL

TEE SHIRTS
OUTER WEAR
- HEADWARE
PROMOTIONAL
- DRINKWARE
HOME & OFFIC
GIFT IDEAS

ALL THINGS PRINT

TALKTO US »

PRODUCT
SEARCH

contact us make a payment

- corporate apparel + uniforms
‘ - promotional merchandise
| - incen;'}‘gs +awards
- printing, packaging + signage
e —

<

we go to great lengths to make you
look good.
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... & EXPANDING PRINT CAPABILITIES

BAMKO CULTURE

BAMKO’'s Commercial Print Expansion: Meet Michael O'Neal
BAMKO

® Laura Hiserodt @ June 6, 2024 ® 5:08 pm (aS|/13143 1) |S

’
Big news! BAMKO is expanding our commercial print capabilities, and we've got a dynamic expert joining the team to help us make it #8 On AS I S 2024

happen.

Counselor Top 40
Distributor list

Meet Michael O'Neal, our new Vice President of Enterprise Accounts. With over thirteen years of experience,
O'Neal has held senior leadership roles with leading companies in the industry. Now, he is ready to take his
role as a subject matter expert to new heights, spearheading BAMKO's expansion into the commercial print

vertical.

We sat down with O'Neal to get to know more about him and his goals for this new role:
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FRANCHISES & AFFILIATES ALSO OFFER PRINT

———
W“Oteu WHY iPROMOTEL +  ABOUT LS SERVICES +  NEWS S EVENTS AESOURCES conTad

PRO/orma

Printing Services Abciit Bedtaiiaa COMPLETE SUPPORT FOR YOUR SUCCESS

ADDITIONAL SERVICES

TRADE SHOW PARTICIPATION

PRINT & PACKAGING
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Printers Are Offering Promotional Products

apagraphics B e

Promotional P

Please select how we can help you.

s
PUBLISHER SOLUTIONS ASSOCIATION SOLUTIONS B caskev PRINT SOLUTIONS

~
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Printing Giant Adds Promotional Products

Quad @ Caraers Investors Employess Espaiiol

* Quad employs more than 12,000 people
14 countries and serves approximately

Quad enters the branded solutions 2,500 clients

market

—— - Total sales of $2.96B
Promotional goods are more than just products — they’re extensions o S .
of a brand’s story — in the marketplace and in the workplace. The # 3 on the 2024 Prlntlng ImpreS_SI(_)nS 300
modern marketer is the principal brand steward. With 77% of annual ran klng of the Iargest prlntlng

marketers reporting that they currently face complexity within their
marketing ecosystem, they have limited bandwidth for managing an
impactful branded solutions program. Quad makes it easier for
marketers to include branded merchandise as a consistent and
cohesive part of their brand’s marketing mix with the high-quality
results and frictionless experience we're known for.

companies

Oliver Kimberley GM of Managed Services
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PROFIT POWER PLAY: PRINT + PROMO

Organizations that
buy Print
buy Promo,
and vice versa! :
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KEY BENEFITS IN ADDING PRINT

Grow Sales

Increase
Customer
Stickiness

Photo is licensed under CC BY-NC

Meet
Customer
Demand

Diversify Revenue
Streams
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THE PRINT
OPPORTUNITY
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Printing Industry by the Numbers

Establishments by Size

5109 Employees - 19.06%

10 to 19 Employees - 11.67%
20 to 49 Employees . 8.95%
$100.6 billion in revenue 501099 Employees [ 3.58%
100 to 249 Employees I 2.33%
250 to 499 Employees | 0.63%
More than 500 Employees ‘ 0.21%

Source: U.S. Census Bureau’s County Business Patterns, 2021 (most current reference year)
PRINTING United Alliance Research
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DISTRIBUTORS SELLING PRINT REPORT SALES GROWTH
ASI Research and Print & Promo Marketing’s 2025 State of Print

45% of distributors 35% of distributors

selling print saw their print selling print saw their print
sales increase in 2024 over sales hold steady in 2024
2023. over 2023.

Source: https://printandpromomarketing.com/article/the-2025-state-of-print/
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WHERE IS YOUR INDUSTRY OVERLAP?

TOP MARKETS FOR PROMO PRODUCTS SALES
($ in Millions)

- i
i : s,
§ nA 4.2%

Technology 7.8% Government

Construction -_n
(=]

PERCENTAGE OF TOTAL —t 25 6.0%

INDUSTRY SALES 6.3% 3.7% Retail
Financial/ P'gi";i?c";’;a‘

Technology Insurance

These are the top

2023 4.0% :-&
markets for promo 7 . 13.8% 36

6522 & ! ‘
p ro d u CtS Sal eS = Restaurants/Travel/Lodging 2"0;/0 ) Education AIEmOts

2019 AR, 6.1% C;nzur?ter
i 2020 VI 4.4% fedics
and they all use print! %, ) o
2022 s 4.7 % A Assocnatlons/Clubsl Po(tcl
2023 DA 5.3%

Nonprofit
2018 3 R /
i ; estaurants, Manufacturlng/

Travel/Lodging D
2020 § istribution 905
2022 ;

2023

Source: 2024 State of the Industry (ASI Research)

PrINTING D) IR



WERE IS YOUR CUSTOMER OVERLAP?

» Merchandisers » Marketing coordinator

 Designers * Marketing manager

» Purchasing director « Store manager

* Purchasing manager * Chief marketing officer

» Business manager » Customer relationship/ ; ’ k k
» Marketing executive loyalty manager

« Marketing director « Communications director

« Chief experience officer » Office manager

- Event manager * Product manager

« Brand manager * Facilities manager

« Human resources director
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ORGANIZATIONS USE PRINT & IT DELIVERS RESULTS

* Printis an important communication method for

our organization: 93% ;";"& =/ @
’T ) Cyan ° (V) vetiow + Black @+"-‘;
. . .. . . #
* Printis used in in multi-channel campaigns: 81%  sesier = N ) 2
o — --_---_---o ------ @:D chhnolo_ !
B8 = Offset GEED -----on--’

* Printed marketing materials deliver results: 92% == e

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

IiNNEsNnny
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Brands Value Print

Print continues to demonstrate exceptional value for brands across multiple dimensions, from quality perception to

information retention.

04% R% 4

Quality Communication Media Cut-Through
Print communicates premium value to customers Print stands out in today's cluttered world
: 88%
89% b
Brand Enhancement Credibility
Print effectively enhances brand image Print demonstrates authority and trustworthiness

These statistics demonstrate why leading brands continue to invest in print as a core component
of their marketing strategy.

Source: Propelling Your Business Forward in an Everchanging Competitive Environment, NAPCO Research 2022
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Key Print Applications

T A I SR

Direct Malil Marketing Collateral
Personalized mail pieces Brochures, business cards,
for targeted marketing and booklets to support brand
campaigns with high ROI messaging.

potential.

l T S I

Packaging Wide-Format Print
Custom boxes, labels, and Banners, signs, and event
tags for enhanced product displays for impactful visual
presentation. communication.
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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
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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.

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

» Corporate Gift Packs: High-end gifts for VIP clients or partners.  Image Source: ASI Central
* Product Launch Kits: Introduce new products or services.
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PRINT & PROMO: WORKING TOGETHER IN KITTING

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

Source: Béhance*

*Béhance is a creative networking site, owned by Adobe, whose focus is to showcase and discover creative work.
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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 “If they’re buying five print products and 10

promo products, there’s a low chance of
* Opportunity to consolidated supplier base and them finding somebody else that can match
enhance customer experience all the things you're doing for them.”
Paul Keely, King Print & Promo
° Oﬁering both print and promo makes a Source: “Double the Impact: What Print & Promo Distributors

distributor indispensable Should Know About Each Market, ASI Media/PPM, October 2024
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LOOK TO ECOMMERCE FOR INSPIRATION

Websites by Vista x Wix ~ Corporate Pricing  Reseller Program  VistaCreate

. .
¢ vistaprint. | s Q ® 0o &8 O
/"_"\ M Products~ Tools~ Stores Samples Deals Q = Login Signup
Business Postcards & Print Signs, Banners  Stickers &  Clothing Promotional x Invitations, Gifts & Logo, Websites Design

il W Advertising & Posters Labels &Bags Products " ckeding Stationery Wedding & Social Services
-
Custom printing
.
that kicks ass

Easy online ordering, 4 day turnaround and
free online proofs. Free shipping.

New to VistaPrint? Get 20% off your Tirst order. Create your account and use code NEWZU {Tj &t ciieckout

If you need it, we print it.

From custom printed business products to beautiful photo gifts, we've got
the product for you. Plus, with our easy-to-use design tools and services,
you get exactly what you want.

48Hour; com m Hello, Log In! P

My Account

~
Shop by Products signs & Banners Stickers & Labels Discounts & Deals Free Design Templates Resources p—y Q
sl ( (7 @

Save on Quality Printi
- Q‘l’odatyy e

Custom stickers Custom labels Custom packaging Custom apparel

Enjoy huge discounts on premium

SHOP NOW

All Products

BEST DEALS
AFrame Signs 0%

Acrylic Prints G

Acrylic Signs  -3s% Q) %
Aluminum Signs  -30%

Aluminum Composite Signs (I

Postcards Stickers Vinyl Banners Postcards
EEEEEEY A N PRINTING )
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FINDING PRINT
PROVIDERS
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WHERE TO BUY PRINT

TYPE CHARACTERISTICS

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

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

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

Provides printing services exclusively to brokers, resellers, and other printing companies,

Trade Printer rather than directly to the end customer.

EEEEEEY /A N PRNTNG, D



FINDING PRINT PROVIDERS

Provider at top of list:
$4.6 billion in sales print&promo
Printing Impressions PPM marketing

gJONS
202 1ING MPRE®

Resources & Strategies for the Distributor Community

The Distributor Professional’s

Comprehensive Guide to Suppliers,
Products, and Services to the Trade

CONNECT WITH LEADING
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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.

D o

Printing and Packaging
https://4Aover.com www.colorfxweb.com
‘ \ Z nd4c
]
com
PRINTING RENT/APRESS =
TRADE PRINTER
Www.zooprinting.com https://rentapress.com www.nd4c.com
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RESELLERS KEY MARKET FOR TRADE PRINTERS

1-844-944-6837
Q, SEARCH E RESOURCES O SIGNIN ‘CREATE A RESELLER ACCOUNT
Majestic Business Marketing Signs & Boxes & Roll Labels & Promo Direct Mail Marketplace
Products Cards Products Banners Packaging Stickers Products Services
Home >W le Printing

Are you a print reseller? Come to 4over for exceptional
wholesale printing and partnership!

What is wholesale printing?

Wholesale printing is print work completed by a trade printer or wholesale printer in order to fulfill an order submitted to a print reseller. If you're new to the industry, or just exploring
new options, these terms may be new to you. No worries, we'll take a moment to answer your questions here.

A print reseller is a person or business that sells print directly to a customer. Print resellers may do some printing themselves, but most of them rely on a wholesale printing from a
wholesale printer or trade printer to execute and deliver the job. 4over requires a reseller certificate to verify you as a print reseller (because we are a trade-only printer, we are strict

about who can access our exclusive wholesale prices).

Wholesale printers and trade printers invest in stocks, equipment, training, and a wide selection of products. This allows print resellers to offer an extensive variety of products and
services to their customers without spending a significant amount of capital investment—wholesale and trade printers do it for them!

The wholesale printing business model allows print resellers to focus on what they love most - sales and customer care. Their wholesale printer or trade printer takes care of everything
else.

What is a print wholesaler?

Also referred to as trade printers, wholesale printers are large and often multi-facility companies that complete and deliver wholesale print jobs for print resellers. They offer a wide
range of products, stocks, equipment, and delivery options, which allows the print reseller to deliver on almost any project a customer requests.

The wholesale printer's or trade printer's name and logo do not appear anywhere throughout the production or delivery process, so as far as the customer knows, the print reseller is
who made their project happen!
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CONNECTIVITY: ONLINE ORDERING

Offer Customized E-commerce Sites

Q. Do you offer customers access to customized e-commerce
sites for order entry and materials management?

No. but No, and have not
pla’n to plans to offer
offer in the 3%
future
8%

n=122 Commercial Printers

Source: Web Portals, New Path to Print Profitability,
NAPCO Research/Propago 2023

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?

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 Multiple Responses Permitted

n=103 Print providers who offer customers access to customized WEB PORTALS
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GETTING STARTED
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KEY ENTRY METHODS

Partner With

Partner With
Print Providers

Strategic

Current

Customers s
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ENTRY METHOD: PARTNER WITH CUSTOMERS

« Existing business relationship and trust of current customers

« Survey your clients to identify which print products they are
already purchasing

Partner With

Current » Customer familiarity may reduce buying process

Customers _ - .
« Understanding customers can lead to realistic product options

aligned with their comfort level

« Organizations looking for simplified supply chains

IEEEEEEY A N PRNTNG )



ENTRY METHOD: PARTNER WITH PRINT PROVIDERS

PRINT INDUSTRY SALES STAFF CHALLENGES

62%

Partner With of commercial printers and sign
Print Providers 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
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ENTRY METHOD: M&A . e .
Printing |mpressions

RUSINESE AANACENENT, MERSIRS AMD ADGUEITCH
7 MARATEIENT

Premler Press Combmes Forces Wallace Graphics Purchases The
with KG Specialties, Expands Corporate Shop
Production :

Strategic

M&A

S ESS MANAGEET

Grossman Marketing Group Adding Promotional Products
Acquires Branded Merchandise Creates New Revenue Streams
Company, Symbol Marketing & A Different Approach: Acquisition
Promotions Ironmark, based Annapelis Junction, Maryland, ventured into the
pramotional products world a little differently. Rather than just adding
@ ) praducts relative to demand and success, Ironmark acquired a dedicated

promactional products company, which came with staff well-versed in the
ins and outs, as well as relationships with vendors.

PrINTING,\ ) I



ESSENTIAL RESOURCES
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iLEARNIN63

EXPLORE.
LEARN.
GROW.
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RESOURCE TO LEARN THE PRINT PROCESS

Module1 Module 3
introduction o Print.- Basics ot Ropular Brint: Produets The Language of Print - Understanding Substrates and Advanced Print

Available Videos

Available Videos

Start Module 3

Module 4
How to Profit from Selling Print - Tips to be Profitable

Empowering Your Print Success
4over has developed this exclusive print educational series to give you an easy path to expanding your business by selling print. Short, self.f
video modules start with the basics and build from there. Bit by bit, you'll learn what the most common print products are, how to confidently ¢
them, and most importantly, how to make a profit doing it

Available Videos

Print 101 is designed to help print resellers become more confident in selling print to expand their opportunities. If you are a promo reseller, t
can show you how to add print to your offerings to make you more profitable. Print 101 aiso acts as a refresher course to give print reseliers |
ideas to spark sales

Start Module 4

ALLIANCE
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READ PUBLICATIONS & WEBSITES ABOUT PRINT

Printing |mpressions

ing Business
Growth Owrtunmes
Stickleg with traditional p applications, vertical
markets, and services is 5o longer enough, Commerclal

printess showd look for complemestary opportunities
10 easure ther busiaessas not only servive, but thrive,

ALSO INSIDE:
et i o 20
Wase Proccts Taad Wit

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

[/ /] /

PmNﬂygluMED) [



CONVERGENCE CORNER

Convergence Corner

Print and prometional products are parfact together. Haar from distrivutors who have
combined the two to achieve greater success by offering creative solutions for thair
tollowing their

custormers, and leam how you can evoive your own business b

CONVERGENCE playoooks.
CORNER

Hosted By: Brendan Menapace and Christopher Ruvo @

Profiles of Firms
Selling Print & Promo

Convergence Corner: lkey Bensimhon Prevides Print & Promo to
Big-Mame Customers
The CEO of Merch.com trac

carser from Wall Strest to making tote
to now leading a full-senvice print and prome distributorship witha
client kst made up of household names.

bag

https://members.asicentral.com/news/podcast/convergence-corner

Convergence Corner: Eric Brooks Talks Providing Print & Promo for
dan International Retailer

The vics president of sales for BrandCo Marketing delves into that and
mruch mare when it comes to having success in the worlds of brandsd
merch and printing.

Convergence Corner: How My Tribe Print & Promo Tells a Story With
Its Work
The Native American woman-owned business combines print and

[ el promotional products together for campaigns that go much desper than
tha ink on the surface.

ALLIANCE

INNERNNES AR PR'NT'NGUN'T@ L



ATTEND PRINT TRADESHOWS

PRINTINGUN| =D
EXPO

®

THE MOST DYNAMIC AND COMPREHENSIVE PRINTING EVENT IN THE WORLD

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

PRIN“"GU N |T@ Membership Support

PRINTINGUNITED Membership Directory

ALLIANCE What type of organization are you looking for?

Wi printingunited.com

Search in Any State, Any Country. Change Location

Want to add your company? Join PRINTING United Alliance.

PmNﬂygluMED) [
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LEARN THE LINGO: GLOSSARIES AVAILABLE
PrNTING )\ 7)) -
| sonr |

Membership Library Events C it Tools

g & Servi

Home > Libeary > Glossary

Glossary

The PRINTING United Alllance Glossary serves as an excellent industry
terminology resource. It is the language by which we all communicate. Without
it, universal understanding would be impossible.

Glossaries are available online;

we recommend
www.printing.org/library/glossary

To keep our constituents well informed about changes to the increasingly complex industry lermlnology PRINTING Umled Alliance has
developed this glossary of terms. Definitions are for general reference only. Usage may vary or national

and country The dIs as as the authors and editors can ascertaln and PRINTING United Alllance
assumes no responsiblilty for the use of information presented herein,

IIEERNRRY AU R PRINTING 3 L
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ATTEND THIS POWER SESSION TOMORROW!

(b Booth #1953

Wednesday, July 23 @ 2:00 pm

POWER SESSION

Proof Positive: How Promo Distributors Have Profited With Print

— Wednesday, July 23, 2025
® 2-250pm.
A  Allee Bruce, PRINTING United Alliance

The same buyers who purchase promotional products often buy print solutions, including direct mail,
brochures, flyers and even annual reports. In this session, you'll explore case studies of promo distributors
who've added print to their offerings, turning their company into a one-stop shop for clients - and an
indispensable resource. You'll find out how they broke into the print industry and continue to grow, and how
you can apply their lessons learned to your own company.
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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).

NIRRT A N PRNTNG D



BECOME A MEMBER!

Join the most comprehensive member-based
printing and graphic arts association in the US
that supports printing professionals with the
tools and resources they need to grow their
businesses, advance their knowledge base,
and build their networks.

PRINTINGUNITED
ALLIANCE 48 -



Thank Youl!

(7))
Contact Us Visit Our Website
Have questions about the power Explore additional resources and
of print? industry trends at:
David Leskusky printing.org
dleskusky@napco.com printingunited.com

Follow Us

Get the latest news and updates for
the printing and packaging industry:

@printingunitedalliance
@printingunitedexpo
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Share your feedback
on the session with us!
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