ADVERTISING SPECIALTIES

INTRODUCTORY HANDBOOK

Congratulations!! You are entering the world of Specialty Advertising, a six billion dollar

a year business. As an advertising specialty imprinter, you are an integral part of this vast business. Your participation involves supplying, imprinting and distributing an enormous variety of products. These include key chains, letter openers, tape measures,

paperweights, pocket knives, thermometers, note holders, magnets, portfolios, plus

thousands of additional premium and advertising products used today in the advertising

specialty field.

In the book, SPECIALTY ADVERTISING: NEW DIMENSIONS IN CREATIVE

MARKETING, the authors, George Herpel and Steve Slack, explain that the advertising

specialty business has been around since the Middle Ages. An armor maker gave wooden pegs inscribed with his name to customers, who drove them partially into a wall to hang their armor.

Advertising specialties began to flourish in the U.S. about a century ago. Fly-swatters,

yardsticks, paint mixers, scrapers and similar items were produced and imprinted with a

sponsor's name and message. These items were given to customers as a form of goodwill and to remind the receiver of the services offered. Until now the advertising specialty business has been confined to select "insiders". This group has controlled the industry through "exclusive" associations of suppliers and distributors. Some inroads have been made by small firms imprinting T-shirts, caps and team or organizational garments, but the vast bulk of the field, until the inception of the Press-A-Print program, has been out of the reach of the small investment entrepreneur.

THE SCOPE OF THE PRESS-A-PRINT BUSINESS

The Press-A-Print  business encompasses Advertising Specialties, Business Gifts,

Awards, Premiums, Incentive products, Souvenirs and Contract Imprinting. Your affiliation with Press-A-Print now opens the door to the entire field of specialty advertising. Your business resolves the numerous difficulties that prevented a "small" operator from entering the field successfully - a low cost, professional production quality imprinter, a source of supply for products that can be purchased in small quantities at low, below wholesale prices, plus sales and business services to virtually assure a steady stream of order.
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ADVERTISING SPECIALTIES
The primary objective of any advertising is to reach a broad segment of people and induce them to buy. There is a tendency of consumers to seek out the familiar. When a brand name or company name is recalled at the point of purchase, it has a distinct advantage over competitive products that are not so familiar. The more a product name or company name is seen, the more familiar it becomes. Advertising is the basic means of making people familiar with company names or products.

Of course, another purpose of advertising is to build an image of a product, service or company. The image must be deserved, as no form of advertising can sustain an undeserved image for long.

An Advertising Specialty is an item where an advertising or promotional message has been placed on a useful article which is given, without cost or obligation, to a customer or prospect.

How do advertising specialties stack up against other advertising media such as magazines, newspapers and television? An article in Harvard Business Review reported that "15% of magazine readers remembered seeing the average media advertisement and 25% of viewers recalled the average television commercial the day after they had seen it!" 
By contrast, a research group, Schreiber & Associates of Illinois, carried out a study to determine the ability of consumers to recall advertisers' names on specialty items that were given to them.

39% of the recipients were able to identify the donor of the free specialty item given to them six months after they received it when verbally described! Each time an Advertising Specialty item is used, an "advertising" impression is made.

A study was also made to determine the usefulness of the Advertising Specialty product given to consumers and businesses. Three advertising specialty items were given to a control group of consumers. After six months, 66% of the first advertising specialty was still in use, 76% of the second and 80% of the third.

The same three items given to businesses showed that 63% were still in use on the first

item, 75% for the second and 67% of the third.

As these statistics prove, advertising specialty items are retained and used. The memory of the advertiser's name remains with the recipient. We are so overwhelmed with T.V. ads, radio commercials, billboards, and magazine ads that retention is primarily subliminal. An advertising specialty that is being used offers both conscious and subconscious awareness.
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A further study showed that 70% of people interviewed had purchased products or services from firms that gave them a free specialty advertising item. The study also showed that direct mail response increased 321% when a free specialty advertising item was included in the mailing.

USES OF ADVERTISING SPECIALTIES

Specialty Advertising can achieve marketing results that are not possible with other advertising media. With advertising specialties, you can select your audience with little wasted circulation and achieve a specific advertising goal.

Following are some examples where advertising specialties are used effectively:

1. Building goodwill

2. Insure continued patronage

3. To say "thank you"

4. Introduce new businesses and services

5. Souvenirs in gift shops

6. Help build customer loyalty

7. Deliver an institutional message

8. Publicize company products

9. Produce direct sales

10. Enhance direct mail response

11. Announce grand opening

12. Produce sales leads

13. Give recognition

14. Keep phone number and address in front of customers and prospects

15. Personalized presentation

16. Reinforcement of consumer's purchase decision

17. Activating accounts

18. Door openers

19. Improved customer relations

20. Fund raising

Following are illustrations of how advertising specialties have been put

to use effectively.

ADVERTISING SPECIALTIES AND THE LOCKSMITH

Rick Kempes, a locksmith, opened a shop in a thriving resort area. He placed an ad in the telephone yellow pages and waited for customers. Business was very slow and Rick was
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at a loss as to how he could get new accounts. A Specialty Advertising salesperson called on him and suggested he give away imprinted key chains to new condo owners in the area. These people were continuously forgetting to take their key with them when going outdoors to the swimming pool and needed emergency locksmith service. Many new owners also wanted their locks changed, as the contractors had given keys to numerous workmen.

The imprinted key chains were distributed by mail to condos and homes in the surrounding area. Rick offered 24 hour emergency service, which was imprinted on the key chain along with his phone number. Rick was overwhelmed with business. He attributes his entire success to the advertising specialty and believes he would have had to quit had he not discovered this means of getting customers.

Rick continues to hand out imprinted key chains to every new customer and mails them to new owners and tenants in the area. He also sends an imprinted gift each year to condo and office building managers. A siren alarm flashlight was imprinted for Rick as one of the items he selected for gift giving.

HOW A PERPETUAL CALENDAR BUILT A CONTRACTOR'S BUSINESS

Elwood Seibel is a young contractor who learned the building trade from his father. The few jobs he completed were done on schedule at low cost and with very satisfied clients. However, due to his young age and few contacts, jobs came along infrequently. He was introduced to Advertising Specialties and decided to imprint solid brass 100-year calendars with his company name and phone number. He personally handed them out to architects and designers in his area and asked them to refer his firm to clients who were building and seeking bids. Within a week after handing out the calendars, he received a call from a building designer who told Elwood he had a client who was ready to build, noticed Elwood's firm name on the perpetual calendar and wanted him to bid on his client's job. Elwood got the job, did excellent work on schedule and was put on the designer's bid list for similar projects. Several other architects and designers also called Elwood for bidding.

He has since handed out imprinted pocket knives, tape measures and pens and given beautiful imprinted gifts to his clients at Christmas. Elwood has been busy and generally has several jobs going at once. He feels that handing out the advertising specialties was the turning point in his career.

INCREASED CUSTOMER LOYALTY

Another example of the effectiveness of advertising specialties involves a dry cleaning establishment. Competition was fierce in the area. Agnes Lee, the owner, tried specials and low prices. Customers would come in for the specials, but she noticed that when a competitor offered a low price, there was no customer loyalty; the customer took
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advantage of the competitor's low price.
In order to build customer loyalty, Agnes decided to try giving away a free gift, an advertising specialty, on frequent occasions. First, it was an imprinted tape measure, then an imprinted key chain. During the winter season, she gave out ice scrapers. New customers were often given a packet of several items at the time they picked up their initial cleaning.

The program worked. Customers expressed their appreciation by increased loyalty, and business increased dramatically.

ADVERTISING SPECIALTIES WORK LIKE MAGIC!

Richard Swagger is a paper goods salesman who works on commission for a company that supplies corrugated boxes, wrapping paper and similar supplies. When he first landed the job, he was assigned as an assistant to an experienced salesman so he could learn the ropes. The work was enjoyable when calling on established accounts. Sometimes there were problems in negotiating a price with a difficult customer, but most often the work was merely order taking to replace used supplies.

Richard did learn soon that there was a difficult side to salesmanship: establishing new accounts. The first hurdle was getting past the receptionist. The sales pro Richard was assigned to for training had a gift of gab and personality that put him on friendly terms quickly. But this didn't come naturally to Richard and he was concerned as to how he would get past the receptionist once he was calling on prospects.

The first thought that entered his mind was giving the receptionist a small gift. He figured, quite correctly, that few people will be hostile or difficult when you're giving them something.

Richard was afraid to ask his boss to supply an advertising specialty. He assumed the boss would consider this a crutch and a sign of inadequacy as a salesperson. So he sought out an advertising imprint specialist and ordered small mirrors with the imprint, "I think you're beautiful," plus his company name, personal name and phone number.

It worked like magic. Richard won the company award for bringing in new accounts four out of the first seven months he was with the firm. The other salesmen learned of Richard's method and used the same advertising specialty approach. The company now buys the advertising specialties for all their salesmen.

The above examples are offered to acquaint you with a few possibilities and uses of advertising specialties. Your Manual will show you step-by-step how to develop full programs that will bring increased business to your
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customers while building your own business quickly and steadily.
THE SCOPE OF

SPECIALTY ADVERTISING

The Advertising Specialties business is not limited to just the imprinting of small giveaway gifts, although this field is the prime dollar volume producer.

Other very profitable elements in the field include Business Gifts, Premium and

Promotional Products, Executive Gifts, Incentives and Awards, Souvenirs and Personalized Products, plus Contract Imprinting.

BUSINESS GIFTS

Business gifts are given by companies primarily to thank customers for their business, to maintain the business relationship and to develop new accounts. Gifts are also given to employees as Christmas bonuses and for special recognition.

About one-half of all business gifts are given at Christmas. About 30% are given on special occasions. These include offering a gift when a client or customer moves to a new location, when an executive or buyer is promoted, on birthdays and hospitalization.

When business gifts are given to executives, imprinting the article with a company logo makes the gift far more meaningful than a non-imprinted gift. It serves as an advertising piece, as well as a valued gift. 
When selecting a business gift, an item used in the business and office is preferable.

These include desk planners, desk sets, pen holder sets, pen / pencil sets, desk clocks and desk or shelf decor. However, gifts for the home have proven successful also, as they prove to the family that the employee is appreciated and liked at work.

A survey of nearly 100 large Advertising Specialty firms, all with sales exceeding $1,000,000.00, showed that 17.2% of their total sales volume was for items classified as business gifts.

The Press-A-Print business offers small businesses the same opportunity to give special, personalized, business gifts to its employees and sales representatives.
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MEASURING THE EFFECTIVENESS OF BUSINESS GIFTS

Alex McNeal is a jewelry manufacturer and wholesaler. His line of merchandise is competitive. Every manufacturer pays the same price for gold, which is the basic material in his jewelry. The cost of diamonds is fixed for the various qualities.

During his first few years in business, Alex's business grew slowly. In appraising the situation, he realized that he had not developed any warm relationships with his customers. It was approaching Christmas and he decided that offering a business gift to his customers would show them he appreciates the orders they had given him and would help pave the way for better customer relations.

Alex purchased a number of personalized desk clocks. He personally delivered the gifts and thanked each customer as he presented the gift. If there were two partners involved with an account, or a buyer and an owner, Alex gave each a gift.

When Alex came to see his customers with his Spring line, the reception was outstanding and his business started to prosper.

Alex used the gift approach to land new accounts also. After calling on a prospect for a few times, he would learn the owner's or buyer's birthday and send a Happy Birthday greeting along with a small gift. He was amazed at how this small gesture turned difficult prospects into customers.

PREMIUMS

Products offered free or at a reduced price as an enticement to purchase a product or minimum quantity of products are called premium or promotional products.

Obviously, the objective of offering premiums is to create a sales stimulant that will increase sales. You can fill the needs of businesses for premium promotions. Premiums do not require imprinting, although a personalized imprinted premium can serve a dual purpose of persuasion to buy and as advertising.

In a survey of manufacturers who used premiums to promote sales, 71% said they initiated the program to get new customers for existing products. 56% also said they offered premiums to get customers or consumers to use their products more frequently. 39% said they used a premium program whenever they introduced a new product. 38% said they found premiums helpful to their sales force. A premium made it easier for salespeople to get an audience with prospects. 30% of the manufacturers found that offering a premium helped displace a competitor's product. 16% said they used premiums during an off-season to stimulate sales.

Manufacturers, distributors, sales organizations, service organizations and retail stores all use premiums. People are stimulated to try a product when a premium is offered because they are getting something free or at a reduced cost. If a firm wants to give a premium free,
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they can put the cost in their advertising and promotion budget. If they offer the premium at a reduced price, they can allow for it in the price of the product. Many firms use a premium promotion that is self-liquidating. That is, they offer a premium product at a low cost, providing a customer buys the firm's product and sends in a coupon, box top, etc., with a remittance. The remittance required can cover the cost of the product, handling and postage.

In the study of the use of premiums, statistics show 57% of companies who use premiums select self-liquidators so the premiums cost the firm nothing. 28% are giveaways where the customer pays nothing but may be required to purchase larger quantities. 25% use the coupon or box top plan. Some firms use two or three of these plans for different promotions.

THE BLUE VALLEY PREMIUMS PLAN

Dairy products are all pretty standard. When two or more dairies are competing for consumer trade in an area, promotion is all-important.

The Blue Valley Dairy found they were losing more and more ground to competition. Many advertising programs were considered, but with business slow and the budget low, most were not realistic. One idea made sense. Since children were the biggest consumers of milk and butter, why not create a premium program directed at children?

Circulars were attached to dairy products and labels imprinted offering discount sports items and toys in exchange for labels cut from the panels of Blue Valley's dairy products. It was a self-liquidating program. When a child sent in a required number of labels, plus a small sum, he could get a free gift imprinted with the Blue Valley logo. The children were eager for the premiums so they persuaded their parents to come home from the market with Blue Valley Dairy products.

There was a side benefit for Blue Valley. Each premium item was imprinted with Blue Valley's logo and name. The advertising continued as the children used the premiums and boasted to their friends how they got them for saving labels. Many retail merchants were forced to add Blue Valley Dairy products to their dairy shelves because of numerous parents' requests.

COMPARING ADVERTISING SPECIALTIES WITH OTHER FORMS OF ADVERTISING

In today's competitive business environment, advertising of some form is necessary to call attention to products or services. The barrage of advertising a person is exposed to is overwhelming. An advertiser must strive to see that his ad is effective enough to be remembered amid the congestion. This can be done by clever advertising occasionally, but more often the effectiveness of an advertising campaign depends upon repetition. This is effective, but with usual forms of advertising, very expensive.
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While most advertising saturates a market with a message that is quickly forgotten or ignored, advertising specialties put a message-bearing product in the possession of people who are prime prospects for new or additional business or people who have indicated a need for a service or product. Specialty advertising products offer practical and enjoyable and/or beautiful imprinted products that are retained and are memorable.

Specialty advertising makes more sense. It can be directed to the exact market area.

General advertising is described as shooting with a shotgun. Specialty advertising is described as pinpointing a target with a rifle.

Specialty advertising achieves the effectiveness or repetition with a one-time promotion and a one-time distribution. The advertising article is retained and the recipient is reminded of the advertiser every time he sees, handles or uses the advertising specialty article. When a name stays in front of a prospect, he'll remember the advertiser first when in the market for the product or service. Most people complain about the offensiveness and irritating frequency of advertising, but few complain about the useful imprinted gifts that are given without obligation.

SOUVENIR PRODUCTS

The souvenir business is closely related to advertising specialties. Both require an identifying imprint that adds a substantial value to the products in the eyes of the buyer.

Although the businesses are closely related, each field has remained specialized.

Advertising specialty merchandisers seldom offer souvenirs and souvenir merchandisers have, for the most part, chosen to stay out of advertising specialties. Press-A-Print offers the unique ability of generating sales in both industries.

Souvenirs are mementos. A souvenir is a product that serves as a reminder of where they've been for vacations, for travelers, and for those attending special events. Souvenirs are sold at gift stores, amusement parks, air, bus and train terminals and at sporting events. Souvenirs are used to commemorate holidays and distinguished people. Any unique or outstanding ceremony can be remembered with souvenirs. Souvenirs are offered by resort hotels, at historic sites, colleges, schools and amusement parks.

There is a vast market for souvenirs. Not only in the distribution of the finished product, but for custom imprinting orders from manufacturers, distributors and promoters of special events. Like advertising specialty items, the value of an imprinted souvenir exceeds the intrinsic value of a product by a much larger extent than the added cost of the imprint. Souvenirs are cherished and collected.

As an imprinter and supplier, you can serve a very vital role in this business while reaping very profitable rewards. There is a drastic need for imprinters of small volume runs. Here's an example to illustrate why.

Sam Rothman, a wholesaler of gift products on the West Coast, supplies hundreds of accounts with unique items. Invariably, he is requested to imprint his products as
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souvenirs. Purchases by his merchants' customers range from a few pieces of each item to several hundred. After checking with imprint firms in his area, he discovered the cost was prohibitive. Almost all imprinters charged a substantial minimum fee which raised the price of most items beyond any realistic sales price. He also found that delivery would require up to six weeks.

We asked Sam how much his sales volume would be increased if he could offer imprinted souvenirs within a price range that his customers could pay. Without hesitation, he said it would triple his volume overnight. The Press-A-Print business permits imprinting within Sam's cost requirements, while leaving a very substantial profit for you, the imprint specialist.

SERVICES OFFERED BY PRESS-A-PRINT
LOW, LOW PRICES EXTRAORDINARY PROFITS

The Advertising Specialties business is generally divided between supplier and distributor. The supplier manufactures products, imports the items or has the items made by various manufacturers. The supplier offers the merchandise for sale to distributors. Suggested end user prices are established in advance. Most often the imprint cost is included, but additional costs can be added such as art work, plate making, set-up and imprint with two or more colors, or two or more imprints on the same object. Suppliers generally do their own imprinting but some use outside contract imprinting services. The supplier offers discounts to the distributor.

The discounts generally vary according to the volume. For example, an item may be priced at $7.50, end user price. The discount for 100 may be 50%, costing the distributor $3.75 each. If the purchaser orders 1,000, the price may be reduced to $5.00 each and the discount to the distributor reduced from 50% to 30%. The net distributor price would be $3.50.

Sometimes the suppliers have their own distribution network. This is generally limited to very large suppliers. The cost to set up national distribution is great. The suppliers might find it costs less to use independent distributors. However, the advantage of an in-house distribution network is that the sales force concentrates on the supplier's products, whereas independent distributors may represent many different suppliers.

Press-A-Print operators are unique in that they have access to the wholesale, small quantity prices, they are the printer and the distributor and make the profit in each. This is possible because Press-A-Print offers a fair selection of merchandise for advertising imprinting specialties, souvenirs and premiums at costs which are considerably below the costs charged by advertising specialty suppliers. In addition, Press-A-Print sells at these low costs for small quantity purchases. You get the lowest cost whether you buy 100 or

1,000. The result is that you can make a staggering profit on small orders without tying up capital for huge volume purchases.
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Secondly, you add a profit for your imprinting of the products. Let's assume your charge per imprint for an average size order is 35 cents each. At this rate, you could be earning between $75.00 to $100.00 per hour for your time.

Thirdly, you earn the distributor’s profit, which should average 40% on sales. Following is an example of an item that is a big advertising specialty seller at this time. The comparisons show your costs and profit based on an actual comparison from a supplier's catalog sheet.

I.  Item: Floating Pen (a magnetized pen).

2. Suggested selling price by supplier: $6.95 each

3. Minimum quantity to be purchased: 72

4. Distributor discount (c): 40%

5. Supplier's net price to distributor: $4.17

6. Cost to distributor from Press-A-Print for same item: $1.15

(Minimum quantity purchase necessary from Press-A-Print only one)

Buying from a supplier, not Press-A-Print, a distributor selling 72 imprinted Pens would earn:

Selling Price............$6.95 each

Less Cost Factors...$4.17 each

Profit $2.78 each x 72 = $200.16 Profit

A Press-A-Print operator selling the same 72 items would earn:

Selling Price......$6.95 each

Less Cost..........$1.15 each

Profit $5.80 each x 72 = $417.60 Profit
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As a Press-A-Print operator, you can potentially earn more than twice the normal distribution profit.

Some suppliers include the cost of imprinting in the end user's price, others charge extra. All costs are itemized in your Press-A-Print Catalog.

The very, very low Press-A-Print prices, and the ability to obtain these low prices for very small quantity purchases is one of the principal services of our company.
Note: Prices shown are subject to market fluctuation and may change from date of this writing.

PROFESSIONAL MACHINE AND SUPPLIES AT LOWEST PRICES

Press-A-Print has designed and perfected our own pad printing machine. Existing machines on the market didn't meet our requirements for quality, price, versatility, or simplification of operation. No other manually operated pad printing machine on the market will give you the ability to imprint in the professional manner as the Press-A-Print Transfer Printer. Press-A-Print supports its operator with technical know how, research requests, and a corporate training unmatched by any other. The supplies for your pad printer such as inks, pads, plates and doctor blades are very specialized items and are always available at fair prices.

PRINTING PLATES

There are many different types of plates for printing purposes. Pad printing enables the printer to print intricate detail; however, the finished product can be no better than the original plate. Press-A-Print will provide you with all of the equipment, supplies and the technical support so that you can make high quality plates simply and easily. Eliminating the middle man, you produce your own plates economically and timely.

INKS TECHNICAL ASSISTANCE

Pad printing requires special inks. An instruction sheet showing correct use and mixing of our inks with additives, which we supply, is included in your owners manual. Press-A-Print also helps with selecting the right ink for the item being printed.

SALES AND BUSINESS ADVISORY SERVICE
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Press-A-Print will guide you, and help you avoid many of the difficulties that new businesses encounter. How to write up a sales order to avoid misunderstanding is one of the helpful sections in your success manuals. Remember, once an imprint is printed on the object, the product may not be saleable to the general public. Mistakes can be very costly and we show you how to avoid them.

Our sales help, which includes catalogs, brochures and sale letters, has been prepared by a staff with many years of experience in advertising specialties and merchandising. Top copywriters, artists, photographers and advertising specialists have prepared your sales material.

The Press-A-Print business staff is ready to assist you whenever a problem or question arises pertaining to business procedure.

NEW EQUIPMENT PRODUCTS AND SUPPLIES

Announcements of new products and supplies are made through an Internet newsletter and the Internet catalog. You will always have the latest and fastest sellers available and always at the lowest prices.

Press-A-Print stays in touch through periodic newsletters. We keep you up-to-date on the latest happenings in the industry, new sales methods, and new imprint techniques.

FAST DELIVERY

Press-A-Print is equipped to ship orders fast. Most orders are shipped within 24 to 48 hours, even during the busiest season. A computerized statement sheet is mailed to you each month showing all transactions, and the status of your account.

THE PRESS-A-PRINT CONCEPT

How it developed
The principals of the business advertising Specialties Corporation have been supplying giftware and general merchandize to wholesalers for more than 40 years. Numerous customers requested imprinting of various products so they could be used as advertising specialties and souvenirs.

Press-A-Print began research on imprinting possibilities a number of years ago. A majority of all product imprinting was done by silk screening, hot foil stamping or mask spray painting.
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Press-A-Print was interested in a fairly new method: it was called pad printing. It permitted rapid imprinting on almost any surface: flat, irregular, curved, convex, concave, rough or smooth. Imprinting could be done on metal, glass, plastic, paper, wood, leather, virtually any substrate. Actually, the printing method wasn't really new. Pad printing has been around for many years. However, it was the development of a silicone pad for use in the printing process that made pad printing commercially feasible.

It was the discovery of pad printing that renewed our interest in advertising specialties.

Before proceeding, a two year thorough investigative and research program was initiated to determine the extent of the advertising specialty business, comparative costs of products, distribution patterns, imprinting costs and the need and market for an additional major supplier.

What we learned made us catch our breath in amazement. At that time, the advertising specialty business was a four billion dollar a year business and growing rapidly. The market for business gifts reaches 20 billion dollars annually. This volume of business was primarily controlled by a few thousand suppliers and their independent sales representatives. The profit margin was astronomical in relation to usual merchandising mark-ups. Delivery of orders required anywhere from several weeks to three months. The business was "controlled" by two major associations, whose costs and policies were helpful to large, existing firms but inadvertently thwarted small operators from entering the business of advertising specialty supply and distribution.

Our research showed that customers will bargain keenly for price when buying general merchandise, but when the same item is offered with an imprint, the buyers appear to lose all sense of value and will pay higher prices willingly.

THE PAD PRINTER

Being able to offer a wide selection of products at lower prices was only one of numerous factors that persuaded us to develop this program.

We determined that pad printing could handle over 70% of all imprint requirements for advertising specialties. The price of existing machines was high. Almost all machines on the market were power operated and cost thousands of dollars. It was obvious that for most runs a hand operated machine would suffice. In fact, the set-up time for a hand machine was much quicker! There were a couple of hand machines on the market, but the customer support and training, so critical for success, was not available. In addition, The essentials items for pad printing were also limited, such as pads, plates and inks.
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We also found that the manufacturers were not eager to sell the hand operated machines. When inquiries were received for the hand operated machine, the salesman attempted to convert the prospect to a very expensive power machine. One salesperson explained that when a person bought a hand operated machine, they had a lot of questions. The time and cost needed to explain the use of a hand operated machine was excessive. It took just as much time to explain the use of a hand operated machine as it did a $20,000.00 power machine.

Although pad printing is very simple, there are problems that must be resolved. The proper ink must be used for each different substrate. Most inks on the market can be used to imprint one or two substrates only. For example, they can be used on glass or metal, or a specific type of plastic, but will not be workable for all other substrates. The proper density and size of pad must be used for different products. The printing plate must have an exact depth of engraving.

The PRESS-A-PRINT Program Evolves

After reviewing all aspects of the advertising specialty business, we came to a unique decision. There was a market that was broad and expansive for operators of a manual pad printer to supply various products to small businesses.

The result is the Press-A-Print. A program that shows men, women, and families: (1) how to set-up their own advertising specialty business part-time to start, if desired; (2) from their home, because little space is needed; (3) with a perfected, low cost machine that we manufacture; (4) with a one-source supply for all products and supplies; and (5) at lowest costs for minimum quantities. Plus, a customer service support staff that will guide the beginner step-by-step. A huge success is virtually assured for anyone who follows our program with dedication.

We also know that most men and women who start in a business need guidance in business procedures and sales help. This has all been taken care of for you. Our sales manual shows you step-by-step how to get orders. We offer catalogs and sales letters, order forms, customer generating advertising mail programs, samples - everything you need to get orders. Our various support manuals are used as a business guide by thousands of successful people over many years.

The Press-A-Print pad printer is the foundation of our business. However, we are continuously perfecting additional features of the pad printing industry that will be made available and which will continue to expand your horizons and profits.

During the research and development of the Press-A-Print business, numerous advertising specialty consultants were used. Each, without exception, made the remark that this business will revolutionize the advertising specialty business. The program you
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have is exactly that: Revolutionary!

HERE'S HOW TO BEGIN

Starting a new business is an adventure! It is an exciting period as you create a new entity; one that will take work, patience, determination and fortitude. Your efforts will be rewarded financially, psychologically and socially. You will earn money easier and faster than you may have dreamed possible. Perhaps you will attain riches. How much you earn will naturally depend upon the time and effort you put forth.

Most businesses require a huge investment, perhaps one's entire life's savings. There is a high risk in most business ventures, and a period of losses while getting established.

The Press-A-Print business opportunity spares you this traumatic gamble! Business experts concede that the usual "mom and pop" franchise, or small business, even those requiring up to $100,000 investment or more, results in no more than buying yourself a job. And sometimes that job involves long hours and six or seven day workweeks; self-imposed slavery!!

The Press-A-Print program doesn't require a big investment. You are dealing with businesses, not the public. The hours and days you work are your choice. If you want to close down for a month to take an extended vacation, it's easily arranged with no loss of customers.

The psychological advantages of being your own boss are equally as important as the financial aspect. We all strive for dignity. We want to be master of our own fate. We don't want our future and security to depend upon a boss whose decisions affect our livelihood. Successful business people achieve a high status in our society. Your life will change for the better in many ways.

It's unrealistic to expect everything to go smoothly. There are always changes and unexpected problems that occur in business. If business was easy and problem free, everyone would be in business. Business success depends upon the willingness to face problems as they occur, overcome them and proceed.

Business people are highly regarded in our society and rewarded with profits, because they are special. You've already shown you have what it takes. You have had the good judgment to select a sound, proven opportunity and the courage to make a decision.
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Following are suggested steps in starting your business

1. Read your manuals. Skim through them first for a general orientation, then reread, studying carefully.

2. The pad printer gives you a tremendous asset, allowing you to give almost immediate delivery, lower prices, produce samples and control quality. If you feel your time devoted to sales efforts is more valuable, you can hire a neighbor, friend or student to do the imprinting for you. You may want to identify individual talents, or knowledge in certain areas such as marketing, sales, or more “hands on” type of experience with equipment, of those individuals involved in the business. This will make the business more efficient and practical.

3. Spend a day practicing imprints with your machine. Become familiar with its operation so you'll feel totally confident when you accept your first orders.

4. Set up a work area, filing system and storage area. The ink in pad printing requires the use of solvents. A well ventilated work area is necessary.

5. Select a name for your company. A logo makes your company name easily identifiable and is good advertising. Make your own firm's imprints plate first. A suggested product would be one that is unique and will advertise your name well and tell the uniqueness of your business. Something as simple as a pen will instigate many conversations that will lead to many sales.

6. Order catalogs and sample products. We also suggest that you select and order products which you can show as samples of your unique imprinting ability.

7. Prepare a list of prospects in your area. One method of getting quick action from prospects is to offer a special one-time introductory discount if they place an order now. 

This program is practical and easy to get you started. It “forces” you to get the business started. Don’t wait, start today.

8. You will need the use of a phone and a fax machine for your business. An answering machine is required if there is no one to personally answer calls. Return calls promptly.

9. You'll need business cards, stationery and order forms. Don't feel overburdened with details. You'll perfect your business operation and presentation over a period of time. Don't put off starting your business because all details aren't perfected. Get those first orders.

10. If you have any problems, call or fax. We are here to help you.
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CONCLUSION

Pad printing is an easy process to master. After you've read the manuals, experienced that initial first order or print job, that is the hard part; the rest is fun, exciting and profitable. You will run into some difficult jobs, but facing challenges and overcoming them is what makes life interesting.

Aside from the fun and profit, you will experience a special pride. Most jobs today involve shuffling of paper. There are few opportunities to be creative. You will feel a great satisfaction in taking a "raw" product and turning it into a valuable keepsake, gift or souvenir.
Many people have gone before you. The opportunities in imprinting advertising specialties, souvenirs and contract imprinting are staggering. We have barely scratched the surface to the many marketing and printing possibilities available in this industry.

The enthusiasm and expectations of the Press-A-Print program as expressed by many of our Press-A-Print operators has been demonstrated and proven.

Congratulations on your foresight in selecting what we at Press-A-Print feel confident is the best money-making opportunity ever available.

THANK YOU!!! MAY SUCCESS BE YOURS...
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