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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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all categories, including printers from 
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TODAY’S CONVERSATION…

Grow Sales



A CHANGING 

COMPETITIVE MARKET 



Convergence-Fueled Growth

This will occur because:

• 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.

• Contraction in the print industry, and a push by 

service providers to find ways to grow their 

businesses, will continue to drive expansion in 

additional segments and, by extension, convergence.

• Technology continues to evolve such that it continues 

to become easier for service providers to spin up new 

businesses than ever before.



Convergence Trends
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77%

50%

27%
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0 1 or more 2 or more 3 or more

2018

2021

Question: What market segment(s) beyond your primary segment has 
your organization entered or are considering entering? n=517



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 2024 

Counselor Top 40 

Distributor list



FRANCHISES & AFFILIATES ALSO OFFER PRINT 



Printers Are Offering Promotional Products



Printing Giant Adds Promotional Products

• Quad employs more than 12,000 people  

14 countries and serves approximately 

2,500 clients

• Total sales of $2.96B 

• # 3 on the 2024 Printing Impressions 300 

annual ranking of the largest printing 

companies 

 

Oliver Kimberley GM of Managed Services



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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THE PRINT 

OPPORTUNITY



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
22,580 establishments



DISTRIBUTORS SELLING PRINT REPORT SALES GROWTH

45% of distributors 

selling print saw their print 

sales increase in 2024 over 

2023. 

Source: https://printandpromomarketing.com/article/the-2025-state-of-print/

35% of distributors 

selling print saw their print 

sales hold steady in 2024 

over 2023. 

ASI Research and Print & Promo Marketing’s 2025 State of 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 in multi-channel campaigns: 81% 

• Printed marketing materials deliver results: 92%



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

information retention.

94%
Quality Communication

Print communicates premium value to customers

92%
Media Cut-Through

Print stands out in today's cluttered world

89%
Brand Enhancement

Print effectively enhances brand image

88%
Credibility

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 



Key Print Applications

Direct Mail

Personalized mail pieces 

for targeted marketing 

campaigns with high ROI 

potential.

Wide-Format Print

Banners, signs, and event 

displays for impactful visual 

communication.

Packaging

Custom boxes, labels, and 

tags for enhanced product 

presentation.

Marketing Collateral

Brochures, business cards, 

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 



LOOK TO ECOMMERCE FOR INSPIRATION 



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 



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.

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

Strategic

M&A

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: M&A

Strategic

M&A



ESSENTIAL RESOURCES





RESOURCE TO LEARN THE PRINT PROCESS



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/podcast/convergence-corner



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 #1953

Wednesday, July 23 @ 2:00 pm



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).





Thank You!

Contact Us

Have questions about the power 

of print?

David Leskusky

dleskusky@napco.com

Visit Our Website

Explore additional resources and 

industry trends at:

printing.org

printingunited.com

Follow Us

Get the latest news and updates for 

the printing and packaging industry:

@printingunitedalliance

@printingunitedexpo



Orlando

Share your feedback on 
the session with us!

July 22-24, 2025


	Slide 1: Printing Industry 101:  All About Print Products & Your Sales Opportunities
	Slide 2
	Slide 3: Our Mission
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8: Convergence-Fueled Growth
	Slide 9: Convergence Trends
	Slide 10
	Slide 11: Your Peers Are Adding Print…
	Slide 12: … & EXPANDING PRINT CAPABILITIES
	Slide 13
	Slide 14: Printers Are Offering Promotional Products
	Slide 15: Printing Giant Adds Promotional Products
	Slide 16
	Slide 17
	Slide 18
	Slide 19: Printing Industry by the Numbers
	Slide 20
	Slide 21
	Slide 22: WERE IS YOUR CUSTOMER OVERLAP?
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42
	Slide 43
	Slide 44: RESOURCE TO LEARN THE PRINT PROCESS
	Slide 45
	Slide 46
	Slide 47
	Slide 48
	Slide 49: LEARN THE LINGO: GLOSSARIES AVAILABLE
	Slide 50: ATTEND THIS POWER SESSION TOMORROW!
	Slide 51: BEST-PRACTICE TIPS
	Slide 52
	Slide 53
	Slide 54: Share your feedback on  the session with us!

