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Special services are offered in-house,

. i i outsourced to other companies or both
Chapter Seven: General Business Practices outsourced to other com
Industry Event Rttendance

Sales | Office | Do Not
Principals | Reps | Staff Attend

Heat Press

Layout/Paste-up

The PPAI Expo 54% 18% 4% Sublimation
Traveling Shows 36% 27% 7% 30% Engraving
Regional Shows 39% 29% 8% Packaging
Premium Shows ~ 15% 13% 1% 71% @ Al
Online Company Store
AS| Shows 27% 14% 5% - 9, .
é Copywriting
Internal Sales Meetings 8% 24% 8% 60% Artwork
End-user Shows 14% 13% 2% Imprinting
Supplier/ Multi—!ir_le Screen Printing
Rep Visits 21% 26% 7% 46% Printing
Supplier Webinars 29% 20% 5% Embroidery
Industry Education Events 30% 21% 2% 47%

Industry Benchmark Report — Distributor Business Practices - 2015
Receive insight from similar PPAl member companies in this benchmark study. Benchmark reports provide industry
executives and practitioners the comprehensive research data and insights needed to compare an organization’s m R e S e a rC h

practices and performance against industry benchmarks, for guiding strategic planning and tactical optimization.




