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RESEARCH STUDY
• NAPCO Research designed and deployed 2 surveys:

• Buyers and influencers of sign and display graphics

• Providers of sign and display graphics

• Goals:

o Identify trends influencing demand 

o Define buyers’ purchasing needs and preferences 

o Understand providers’ challenges, opportunities, and investment 

plans

Number of Survey CompletesSegment Response

Sign and Display Graphic Purchasers or 

Influencers

71

Sign and Display Graphic Providers 115

To Download Report:
https://wideformatimpressions.tradepub.com/free/w_defa2434/
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AGENDA

• The Opportunity

• Who is the Buyer?

• Why the Buy?

• What the Buy?

• Where they Buy?

• What they Look for in Providers?
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SIGN AND DISPLAY APPLICATIONS ARE HIGH VALUE 

• Powerful Communication Tools

• Compelling Marketing Vehicles

• Build Brand Equity and Recognition

• Creates Long-Term Awareness

• Wayfinding

• Effective Décor Enhancers

• Banners, Posters, Billboards, Soft Signs, Window 

Graphics, Wall Coverings, Floor Graphics (the list goes on) 

Deliver Results

Image Source: Image Options

Image Source: CGS Imaging

Image Source: Vomela
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SIGN AND DISPLAY GRAPHIC DEMAND DRIVERS 

Return to In-person Gathering

Every Surface is a Canvas

Demand for Experiential Marketing

Marketers Mixing Media

Availability of Embellishment/Enhancements

This Photo licensed under CC BY-SA-NC

http://technofaq.org/posts/2017/03/why-social-media-for-the-growth-and-success-of-your-business/
https://creativecommons.org/licenses/by-nc-sa/3.0/
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GRAPHICS IS AN ATTRACTIVE MARKET TO ENTER

2021 – Market Segments Considering Entering

Looking to Enter Graphics
(Graphic/Sign and Graphic Installation)

49% 57% 55%

Current Market Commercial n=233 Packaging, n=90 In-Plant, n=59

Source: NAPCO Research Convergence in the Printing Industry, 2021 



n=115 Sign and display graphic providers

Source: Who Buys Wide-format?, NAPCO Research 2022

4%

2%

6%

3%

13%

12%

18%

18%

23%

0%

0%

2%

1%

8%

10%

29%

36%

15%

Declined 20% or more

Declined 10% to less than 20%

Declined 5% to less than 10%

Declined 1% to less than 5%

Remained flat

Grew 1% to less than 5%

Grew 5% to less than 10%

Grew 10% to less than 20%

Grew 20% or more

Next 12 Months Last 12 Months

Q. What was/do you expect your organization’s rate of sales growth in the last 12 months/next 12 months?

91% expect 

sales to grow 

in next 12 

months

PROVIDERS EXPECT GROWTH

#WIDEFORMATSUMMIT

Select ONE Response

51% expect double-

digit sales to growth



n=114 Sign and display graphic providers

Source: Who Buys Wide-format?, NAPCO Research 2022

Q. Rate the level of challenge each of the following factors presents to your business.

GRAPHIC PROVIDERS KEY CHALLENGES

10%

11%

18%

30%

35%

36%

43%

44%

40%

38%

29%

41%

33%

33%

27%

31%

32%

26%

17%

20%

12%

19%

18%

12%

15%

7%

11%

12%

Job estimates or quotes

Keeping current with
hardware/software technology

solutions

Keeping up with print buyer demands
for price and quality

Maintaining profit margin

Finding new sales/revenue sources

Hiring production staff

Finding good sales reps

Critical Challenge Moderate Challenge Slight Challenge No Challenge



WHO IS THE BUYER?
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WHO BUYS? PURCHASING DECISION MAKERS
Which of the following describes your role in your 

organization? 

1. Marketing Executive: 27%

2. CEO/President/Owner: 27%

3. Marketing Manager: 24%

4. Management Executive: 11%

5. Brand Manager: 4%

n=71 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022
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KEY JOB TITLES

• Merchandisers

• Visual Merchandisers

• Designers

• Purchasing Director

• Purchasing Manager

• Business Manager

• Marketing Director

• Chief Experience Officer

• Event Manager

• Marketing Coordinator

• Marketing Manager

• Store Manager

• Chief Marketing Officer

• Customer Relationship/

Loyalty Manager

• Communications Director

• Office Manager

• Facilities Manager
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VENDOR LISTS

Yes
24%

No
76%

n= 71 Purchasers or purchase influencers of sign and display graphics n=14 Buyers or purchase influencers of sign and display graphics that are 

required to buy sign and display graphics from an approved vendor list

21%

36%

43%

64%

Recommendation by our advertising
agency

Anyone in our organization can add
a vendor to the preferred list

Must apply/register

The purchasing department (or other
department) must vet the vendor

and add to the preferred vendor list

Source: Who Buys Wide-format?, NAPCO Research 2022

Required to Buy from a Vendor List Getting on a Vendor Lists

Multiple Responses Permitted

Q. Are you required to buy sign and display graphics 

from an approved vendor list?

Q. How do sign and display graphic suppliers get on your 

organization’s preferred vendor list?



WHY THEY BUY?
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THREE R’s OF GRAPHICS POWER!

AudiencesReach
• Highly visible

• Builds brand equity and recognition

ChannelReliability
• Ever-present—doesn’t need to be turned on, tuned into, clicked through

• Hard to ignore

HighRecall
• OOH generates up to 67% ad recall, a figure higher than most other channels

• Creates long-term awareness



n=71 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

1%

20%

24%

27%

35%

38%

39%

69%

Political/advocacy communication (e.g., election
posters and signage)

Seasonal promotions

Wayfinding or providing directional information
(maps, arrows, diagrams, etc.)

Outdoor advertising

Offer product or service information/education
(how to use, safety instructions.)

Promote events

Promote product sales at the point of purchase

Attracting customers’ attention to products and 
services

Select UP to 3

Q. What are your organization’s TOP 3 objectives for using sign and display graphics?

Key Findings

The top reasons for purchasing sign 

and display graphics are:

• Attracting customer attention

• Supporting sales at the at the 

point of purchase

• Generating awareness and 

promoting events

• Offering product or service 

education and information

WHY THEY BUY? ATTRACTION, PROMOTION, EDUCATION 

#WIDEFORMATSUMMIT



ATTRACTION AND PROMOTION EXAMPLES 

Source: Image Options

Source: Infinity ImagesSource: Olympus Group

Source: www.drytac.com
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WHAT DO THEY BUY?



n=71 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

21%

23%

23%

25%

26%

27%

29%

32%

33%

33%

33%

33%

35%

35%

38%

39%

39%

40%

44%

71%

62%

60%

67%

68%

69%

46%

62%

58%

50%

67%

56%

53%

58%

43%

49%

49%

51%

41%

7%

15%

17%

8%

5%

4%

25%

5%

10%

17%

11%

12%

6%

19%

12%

11%

9%

15%

Maps, n=14

Wall coverings/wallpaper, n=13

Directional signage, n=30

Vehicle wraps, n=24

Pole signs, n=19

Point-of-purchase/point-of-sale displays, n=26

Billboards, n=24

Label/decal, n=37

Posters, n=40

Fine artwork, n=6

Flags, n=15

Packaging samples/prototypes/mockups, n=18

Backlit displays, n=17

Window graphics, n=31

Floor graphics, n=21

Digital displays, n=41

Banners, n=61

Signs, n=43

Photography, n=27

Increasing No Change Decreasing

Q. What is the current spending trend for the sign and display graphics you purchase? 

BUYER APPLICATION SPENDING TRENDS

#WIDEFORMATSUMMIT



Base = 115 Sign and display graphic providers 

Source: Who Buys Wide-format?, NAPCO Research 2022

6%
14%

18%
19%
19%
20%
21%

24%
25%

29%
29%

33%
33%
35%
36%
37%
38%
40%

46%
48%
49%
50%
50%

69%
86%

71%
60%

71%
63%

74%
73%

59%
59%

68%
63%

50%
42%

63%
52%

56%
56%

52%
48%

41%
44%
47%

25%

12%
21%

10%
17%

5%
4%

16%
13%

3%
4%

17%
23%

1%
10%

6%
4%

1%
4%

11%
6%
3%

Billboards, n=16
Industrial products, n=7

Photography, n=34
Backlit displays, n=68

Flags, n=31
Maps, n=30

Pole signs, n=43
Posters, n=84

Fine artwork, n=44
Vehicle wraps, n=56

Building wraps, n=31
Banners, n=96

Floor graphics, n=84
Event graphics, n=88

Directional signage, n=78
POP/POS displays, n=67

Digital displays, n=34
Window graphics, n=91

Signs, n=82
Label/Decal, n=77

Packaging samples/prototypes/mockups, n=37
Wall coverings/wallpaper, n=72

Textiles (soft signs), n=30

Growing Staying the same Decreasing

Growth

Areas

Q. How is demand for the following wide-format applications changing, if at all?

DEMAND FOR WIDE-FORMAT APPLICATIONS

#WIDEFORMATSUMMIT



1% 1%

11%

16%

21%

50%

Considered and rejected using digital
displays

Used digital displays but they didn’t 
meet expectations so were removed

Not considered using digital displays

Replacing printed signage with digital
displays

Plan to use digital signs in the future

Use printed signage and digital displays

n=71 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

Agree
25%

Disagree
75%

Q. What is your level agreement with: Our sign and display 

graphics business is losing volume to digital displays?

n=113 Sign and display graphic providers

Q. Which of the following statements best aligns with 

your company’s use of digital signs/displays?  

Customers Providers

USE OF DIGITAL SIGNAGE



WHERE THEY BUY?



n=71 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

7%

10%

11%

13%

14%

17%

24%

24%

28%

32%

39%

42%

Digital photo website like Shutterfly

Mailing services provider (FedEx Office, UPS Store)

Billboard printer

Packaging printer

Office supply retail store (Staples, OfficeMax)

Exhibit/trade show company

Copy business that offers signs and graphics

We produce in-house

Online sign/banner provider

Retail store specializing in signs & graphics (FastSigns, Signarama)

Signage/graphics shop

General commercial printer

Multiple Responses Permitted

Q. Where does your organization purchase its sign and display graphics?

Key Finding

• Sign and display graphic 

buyers purchase from a 

variety providers.

• Respondents top three 

sources for purchasing sign 

and display graphics are 

general commercial printers, 

sign shops, and retail stores 

specializing in signage.

WHERE THEY BUY? 
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WIDE-FORMAT IMPRESSIONS 100 – First 50



HOW THEY FIND PROVIDERS?
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WAYS BUYERS FIND PROVIDERS

n=65 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

5%

3%

5%

6%

9%

9%

14%

15%

17%

22%

31%

46%

51%

Other

Advertisement in a publication or newspaper

Yellow pages or other directories

Article in a specialized industry publication

We “inherited” the provider when we acquired another company

Sales call from the provider

Social media

Online advertising

Industry associations

Direct mail from the provider

Internet searches

Referrals

Organization has long relationships with provider

Multiple Responses Permitted

Q. How did you find your current sign and display graphics providers? 

Key Findings

• Over half of respondents report 

their organizations have a long 

relationships with current providers.

• Referrals and internet searches are 

top ways buyers find new providers 

for sign and display graphics.



#WIDEFORMATSUMMIT

SALES MEETING MOTIVATORS

n=65 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

3%

5%

15%

22%

23%

25%

28%

29%

49%

55%

58%

Other

Nothing would motivate me to accept a meeting with an outside vendor

Social media outreach

A contact through a trade association

Vendor content (e.g., customer case studies, white papers, videos)

Direct mail outreach

Vendor shows me samples “badged” with my company’s logo or branding

An introduction at an event

Referral from someone at my organization

Referral from someone I do business with (e.g. another vendor, customer)

Referral from friend/colleague

Multiple Responses Permitted

Q. What would motivate you to accept a meeting with a sign and display graphics provider you had not previously done business with? 

Key Findings
• Referrals are the top reason buyers report 

taking sales calls with sign and display 

graphic providers. 

• Respondents reported the top sources of 

customer referrals are a friend or colleague 

(58%,) a vendor or customers (55%), or a 

person in their organization (49%). 



TESTIMONIALS ARE A FORM OF REFFERAL
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CUSTOMER RECOMMENDATIONS
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HOW BUYERS LEARN ABOUT TRENDS AND PROVIDERS

n=65 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

5%

17%

18%

20%

29%

29%

32%

35%

38%

42%

46%

48%

Other

Industry conferences

Webinars

Virtual marketing events

Trade show exhibits

Trade magazines

Colleagues

Education by current provider (e.g., lunch-and-learns, plant tours)

Social media

E-mail newsletters

Our vendors/suppliers

Online publications/websites

Multiple Responses Permitted

Q. How do you learn about new trends and advances in sign and display graphics printing technologies? 



CONTENT MARKETING
Download Content

Sign Up for Content



WEBSITE CONTENT
Resources

Blog



PROVIDE CUSTOMERS WITH USEFUL TOOLS
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OFFER CUSTOMERS INSIGHT

www.cushingco.com/branded-office-graphics-to-hire-and-retain-top-talent/



WHAT THEY LOOK FOR IN PROVIDERS?
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CONSIDERATIONS IN PROVIDER SELECTIONS

n=71 Purchasers or purchase influencers of sign and display graphics

Source: Who Buys Wide-format?, NAPCO Research 2022

14%

14%

15%

17%

19%

25%

32%

32%

37%

51%

55%

68%

74%

74%

78%

85%

30%

31%

35%

35%

28%

24%

33%

38%

49%

36%

35%

27%

21%

25%

21%

11%

35%

33%

38%

36%

32%

36%

31%

25%

11%

13%

10%

4%

4%
1%

1%

4%

21%

22%

12%

12%

21%

15%

4%

5%

3%

1%

Convenient store locations

Offers design services

Offers the latest decorative/print embellishment trends/options

Green/environmentally sustainable production processes

Offers installation services

Color certifications (e.g., G7, GRACoL, etc.)

Continually educates us on issues related to our sign and display graphic needs

Offers a wide range of products/services beyond sign and display graphics

Offers ways to streamline my processes

Turnaround

Knowledgeable staff

Price

Service responsiveness

Excellent customer service

Easy to work with

Quality

Very Important Moderately Important Slightly Important Not Important

Q. Rate the importance of the following considerations when selecting a sign and display graphics provider.
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TURNAROUND TIMES IN 5 DAYS OR LESS

Same day/24 
hours

6%

2 to 5 business 
days
77%

More than 
5 business 

days
17%

n=71 Purchasers or purchase influencers of sign and display graphics

Same day
26%

2 to 3 
business 

days
42%

3 to 7 
business 

days
20%

More than 7 
business 

days
12%

n=115 Sign and display graphic providers

Source: Who Buys Wide-format?, NAPCO Research 2022

ProvidersCustomers

Q. What is the most common turnaround time 

you demand for your sign and display graphics?  
Q. What percentage of your wide-format work needs 

to be produced in the following time frames?



#WIDEFORMATSUMMIT

COLOR CERTIFICATIONS FOR WIDE-FORMAT

Yes
35%

No
65%

n=114 Sign and display graphic providers

Source: Who Buys Wide-format?, NAPCO Research 2022

Very/moderately 
important

49%

Slightly 
important

36%

Not 
important

15%

n=71 Purchasers or purchase influencers of sign and display graphics

Q. Does your company have G7 or some other level of 

color certification for its wide-format printing?

Q. Rate the importance Color Certifications (e.g. , G7, GRACoL, 

etc.) when selecting a sign and display graphics provider.

12% of sign and display 

graphic providers report 

customers require color 

certifications, like G7

Providers
Customers
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OFFER ECO-FRIENDLY WIDE-FORMAT PRINTING

Yes
61%

No
39%

n=114 Sign and display graphic providers

Very 
Important

17%

Moderately 
Important

35%

Slightly 
Important

35%

Not 
Important

13%

n=71 Purchasers or purchase influencers of sign and display graphics

Importance of Eco-Friendly Processes to BuyersProviders Offering “Green”/Eco-Friendly

Wide-Format Printing

Source: Who Buys Wide-format?, NAPCO Research 2022

Precent of Green Work

Less than 10% 49%

10% to 24% 20%

25% to 49% 12%

50% to 74% 6%

75% to 99% 10%

100% 3%

Q19. What percentage of the wide-

format work you produce is 

“green”/eco-friendly?

Q. Do you offer “green”/eco-friendly wide-format printing, 

such as printing recyclable/biodegradable substrates or 

using more environmentally friendly inks?

Q. Rate the importance of green/environmentally 

sustainable production processes when selecting a sign 

and display graphics provider?
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IN THEIR WORDS
When asked to state how their sign and display providers could serve them better, buyer respondents 

offered the following:

• “Expand education offerings to help us learn about new opportunities and product offerings.”

• “Offer more ideas and/or update us on technology trends within the industry.”

• “Suggest products that would complement previous orders.”

• “E-mail us sales offers that include items that we frequently purchase, along with new products to 

consider.”

• “Send more updates on the progress of our work when it is in production.”

• “Use a consultative selling approach rather than transactional.”

• “Be more proactive and attentive.”

• “Better collaboration with our team.”



RESEARCH TAKEAWAYS
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• Spending on wide-format printed applications is mostly growing or staying the same.

• Sign and display graphic buyers purchase from a variety of providers.

• Referrals and the internet are top ways buyers find new providers for sign and display 

graphics.

• Buyers look to a variety of sources to learn about trends and advances in technologies 

for printing sign and display graphics. 

• Top reasons buyers accept sales meetings with a sign and display graphics provider 

center on referrals: from friends or colleagues, from someone the buyer does business 

with, or from someone within the buyer’s organization.

• Buyer respondents report print quality and customer care are the most important 

considerations — higher than price — when selecting providers of sign and display 

graphics.




