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It’s been an interesting year for our country, with information changing 
as quickly as a tweet disappears from a timeline. American businesses 
have been monitoring heightened trade tensions and recession risk. 

For printers, that list extends to paper supply shortages, raw material 
inflation and a lack of skilled personnel—the latter of which garnered 
more bad press when the U.S. Department of Labor’s Bureau of Labor 
Statistics stopped tracking jobs related to commercial print, screen print-
ing and support activities for printing.

In spite of these challenges, industry forecasts remained posi-
tive. In regard to total commercial printing industry sales, Andrew D. 
Paparozzi, chief economist for Specialty Graphic Imaging Association, 
Fairfax, Va., predicted growth of 1.5 percent to 2.5 percent in 2019. Dr. 
Ronnie H. Davis, senior vice president and chief economist for Printing 
Industries of America’s Center for Print Economics and Management 
and Government Affairs and Advocacy, Warrendale, Pa., proposed 
similar figures at 2 percent growth—a “very healthy pace” from a 
historical perspective.

It’s true that there is no better predictor of 2019 trends than the 
direction of the overall economy, but even when business and 
manufacturing optimism are lacking, opportunities remain for clever, 
creative and persistent entrepreneurs and managers. That being said, 
Print+Promo has some good news of our own to share as we present 
our 2019 Top 50 Suppliers: Overall revenue for Top 50 submissions 
was $2.45 billion, a 5.1 percent increase over 2018’s $2.33 billion.

Of the 43 suppliers returning from last year’s Top 50:
• 29 had revenue increases.
• 12 had revenue decreases.
• 2 finished evenly.
Those who have been following our lists will find similarities among 

our top five, though there is one exception. It was a close call, but 
Western States Envelope & Label Co. knocked TST IMPRESO out of 
fifth place by nearly $67,000. Keith S. Walters-led Ennis Inc. held onto 
the No. 1 spot, earning $400.8 million—up by 8.3 percent thanks to 
the purchases of Allen-Bailey Tag & Label in May 2018 and Wright 
Business Graphics in August 2018. The Midlothian, Texas-based 
champion welcomed three companies to its roster when it acquired 
family-owned suppliers Flesh Co, Integrated Print & Graphics and Ace 
Forms. However, their individual revenues were not a part of Ennis 
Inc.’s final tally.

The 2019 list was missing some notable entries, starting with  
General Data Company, a trade printer that most recently placed 8th on 
our 2018 list with $75 million in annual sales. Other missing suppliers 
were Nieman Printing (2018: No. 20); Label Works (2018: No. 23); and 
The Allen Company (2018: No. 27). While their absence was felt (collec-
tively, those companies earned $146.4 million), it created room for sev-
en new companies, including a first-time submitter who made the top 
10. Also of note, the newcomers’ combined total was $174.7 million, 

so we gained $28.3 million even with the loss of those just mentioned. 
Say “hello” to Zoo Printing (No. 8); Envelope Mart USA (No. 20); Gabriel 
Group (No. 23); HCF Inc. (No. 32); Luminer Converting Group (No. 37); 
Thompson Print & Mailing Solutions (No. 42); and QT2 (No. 46).

Individual product sectors compared favorably to years past. 
Commercial Print, consisting of marketing pieces, catalogs, bro-
chures, presentation folders, envelopes, stationery and business 
cards, underwent an explosive 120.8 percent growth. It reached 
$705.7 million—enough to defeat last year’s top category, Labels & 
Tags, which still put forth an impressive $574.2 million (2018: $571.6 
million). Printed Forms continued its upward trend, moving to $406.1 
million (2018: $362.3 million). Signs/Displays/Wide Format was 
another category that had an extremely successful 2019. In its third 
featured year in Print+Promo’s Top 50, these products generated 
$70.5 million—a remarkable climb from 2018’s $20.5 million and 
2017’s $11.6 million. Rounding out the improved section with $142.7 
million is Direct Mail, the product that ironically took the biggest 
tumble last year when it dropped to $73.3 million.

Our three remaining categories didn’t fare as well. Promotional 
Products suffered a 14.1 percent drop, clocking in at $201.2 million 
(2018: $229.7 million). Plastic Products/Cards fell to $26.4 million 
(2018: $29.0 million). And, the “Other” category accounted for $245.6 
million (2018: $250.3 million). Naysayers should hold off on writing 
these products’ obituaries, because not all companies chose to  
disclose their revenue totals.

Want to see the complete breakdown? Check out our Top 50 charts. 
In the meantime, here are a few extra stats we saw in our analysis:

•  Four out of the five top companies enjoyed revenue increases. 
Ennis Inc.’s previously mentioned 8.3 percent rise in sales was 
the biggest increase.

•  In all, 17 U.S. states were headquarters to at least one supplier 
in the Top 50. Illinois led the way with eight suppliers calling 
it home, while California and Ohio each had six. Seven other 
states appeared at least two times on the list, leaving seven 
states with a single supplier.

•  This year’s Top 50 suppliers employed nearly 12,000 people. 
Ennis Inc. employed 2,569, while 4over LLC and OneTouchPoint 
employed 1,300 and 691, respectively. Of the Top 50, the sup-
plier with the smallest staff was ASAP Printing at 40 employees. 
Twenty-seven of the Top 50 suppliers had a staff size in the triple 
digits or greater.

We congratulate each company that made the list and wish everyone 
the best of luck in 2020. Check back in November to see how the 
distributors performed.

(Editor’s note: Factors to consider when interpreting sales figures are ongoing 
industry consolidations and responses reporting idiosyncrasies.)

By Elise Hacking CarrKey takeaways, fun facts and more

Print+Promo’s 2019 Top 50 Suppliers
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COMPANY REVENUE PRINCIPAL(S) LOCATION

1 Ennis Inc.* (see page 28) $400,782,000 Keith S. Walters, Chairman/ 
CEO/President

Midlothian, Texas 

2 4over LLC $270,000,000 Simon Beltran, President/ 
Chief Revenue Officer

Glendale, CA 

3 OneTouchPoint $138,712,000 David Holland, CEO Hartland, WI

4 The Magnet Group $117,800,000 Bill Korowitz, CEO Washington, MO

5 Western States Envelope & Label Co. $102,000,000 Steve Bayerlein, CEO Butler, WI

6 TST IMPRESO $101,331,030 Marshall Sorokwasz, CEO Coppell, TX

7 Discount Labels $78,000,000 John Becker, Senior Vice President, 
Sales and Marketing

New Albany, IN 

8 Zoo Printing $74,000,000 Erica Anderson, General Manager Valencia, CA

9 Outlook Group $68,000,000 Kevin Hayes, President Neenah, WI

10 Diversified Labeling Solutions 
(Parent Company: TSC Auto ID Technology)

$65,526,606 Jim Kersten, CEO Itasca, IL

11 ADG Promotional Products 
(Parent Company: Taylor Corporation)

$62,500,000 Bill Mahre, President White Bear Lake, MN 

12 BCT International Inc. $62,000,000 Bruce Mars, President Fort Lauderdale, FL

13 Gill Studios Inc. $59,300,000 Donald A. Gill, Chairman of the Board Lenexa, KS  

14 Ward-Kraft Inc. $57,356,827 Roger Kraft, Owner/CEO Fort Scott, KS

15 I.D. Images LLC $57,000,000 Brian Gale, CEO/President Brunswick, OH

16 Stouse LLC $54,300,000 Clay Davis, CEO/President New Century, KS

17 KDM Enterprises LLC $45,000,000 Larry Newman, CEO/President Carpentersville, IL

18 Repacorp Inc. $44,000,000 Rick Heinl, CEO Tipp City, OH

19 InfoSeal/New Jersey Business  
Forms/Hampshire Label

$40,000,000 David Harnett, Owner;  
Andrew Harnett, Owner

Englewood, NJ

20 Envelope Mart USA $29,000,000 Norman Shapiro, CEO/President Northwood, OH

21 Flesh Co 
(Parent Company: Ennis Inc.)

$25,000,000 Keith S. Walters, Chairman/ 
CEO/President

Parsons, KS 

21 The Label Printers $25,000,000 William Kane, Chief Executive Aurora, IL

23 Gabriel Group $21,000,000 Dave Hawkins, CEO Earth City, MO

24 ID Label Inc. $20,500,000 Neil Johnston, CEO/President Lake Villa, IL

25 TLF Graphics Inc. $20,272,000 Robert P. McJury, Partner Rochester, NY
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 COMPANY REVENUE PRINCIPAL(S) LOCATION

26 Design Distributors Inc.† (see page 28) $20,000,000 Adam G. Avrick, President Deer Park, NY

27 PDF Print Communications Inc. $19,100,500 Kevin Mullaney, President Signal Hill, CA

28 Team Concept Printing $18,600,000 Anthony Rouse, President Carol Stream, IL

29 Data Papers Inc.‡ (see below) $18,300,000 Jerry Wertz, President Muncy, PA

30 Maggio Data $16,769,018 Robert Maggio, President Hauppauge, NY

31 CE Printed Products Inc. $16,754,290 Robert Ohr, CEO Carol Stream, IL

32 HCF Inc. $16,200,000 Steven Patton, President Hillsboro, OH

33 MAR $15,980,000 Rick Roever, President Valmeyer, IL

34 AmeriCAL Inc. $14,600,000 John C. Peterson, President Omaha, NE

35 UMC Print $14,000,000 Shawn Boyd, President Overland Park, KS

36 Graphic Dimensions§ (see below) $13,900,000 Jay Scammell, President Austell, GA

37 Luminer Converting Group $13,500,000 Thomas Spina, CEO/President Lakewood, NJ

38 Labels West Inc. $13,289,862 John Shanley, President Woodinville, WA

39 Pro Document Solutions $12,500,000 George Phillips, CEO Paso Robles, CA

40 McCourt Label Company $11,700,000 David G. Ferguson, CEO/President Lewis Run, PA

41 Bollin Label Systems $11,000,000 Robin Flaum, CEO Toledo, OH

42 Thompson Print & Mailing Solutions $10,973,100 David Wayne Thompson, President San Antonio, TX

43 Royal $10,908,035 Tim Urness, Owner/President Brooklyn Park, MN

44 Bradley Graphic Solutions Inc. $10,500,000 Robert J. Bradley, President Bensalem, PA

45 5 Day Business Forms Mfg. $10,103,980 Les Messick, President Anaheim, CA

46 QT2
(Formerly Known as Quick Tab II Inc.)

$10,093,769 Charles Daughenbaugh, CEO/ 
President

Tiffin, OH 

47 ASAP Printing $10,000,000 Jeff Guevara, Business Development 
Manager

Salt Lake City, UT 

47 Bestforms Inc. $10,000,000 Joe Valdez, President Camarillo, CA

49 BCSI $9,256,398 James Marchessault, President Burnsville, MN

50 AmeriPrint Corporation $9,000,000 Vicky Schulty, President Harvard, IL

*Includes sales of 360° Custom Labels, Ad Concepts, Adams McClure, Admore, Allen Bailey Tag & Label, Atlas Tag & Label, B&D Litho of Arizona, Block Graphics, Calibrated, 
ColorWorx, Enfusion, Ennis, Falcon Business Forms, Folder Express, Forms Manufacturers Inc. (FMI), FormSource Limited, General Financial Supply, GenForms, Hayes Graphics, 
Hoosier Data Forms, Independent Printing, Kay Toledo Tag, Major Business Systems, Mutual Graphics, National Imprint Corporation (NIC), Northstar, Printegra, Printgraphics, 
PrintXcel, Royal Business Forms, Special Service Partners (SSP), Specialized Printed Forms, Star Award Ribbon Company, Trade Envelopes, Tri-C Business Forms, Uncompro-
mised Check Solutions, VersaSeal, Wisco Envelope, Witt Printing Company and Wright Business Graphics. Ennis Inc. acquired Integrated Print & Graphics in March 2019 and 
Flesh Co in July 2019, but their sales are not included in the fiscal year 2019 total.
†Includes sales of Pollari Packaging. 
‡Includes sales of DocuSource. 
§Includes sales of New Dimension Labels.
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Top
Forms Suppliers

Labels & Tags Suppliers

COMPANY FORMS REVENUE TOTAL REVENUE LOCATION

1 Ennis Inc. $164,320,620 $400,782,000 Midlothian, TX

2 InfoSeal/NJBF/Hampshire Label $36,000,000 $40,000,000 Englewood, NJ

3 Flesh Co $22,500,000 $25,000,000 Parsons, KS

3 KDM Enterprises LLC $22,500,000 $45,000,000 Carpentersville, IL

5 PDF Print Communications Inc. $16,808,440 $19,100,500 Signal Hill, CA

6 HCF Inc. $14,580,000 $16,200,000 Hillsboro, OH

7 Ward-Kraft Inc. $14,339,207 $57,356,827 Fort Scott, KS

8 Maggio Data $13,415,214 $16,769,018 Hauppauge, NY

9 Pro Document Solutions $10,625,000 $12,500,000 Paso Robles, CA

10 Graphic Dimensions $8,340,000 $13,900,000 Austell, GA

COMPANY LABELS & TAGS REVENUE TOTAL REVENUE LOCATION

1 Ennis Inc. $80,156,400 $400,782,000 Midlothian, TX

2 Discount Labels $74,880,000 $78,000,000 New Albany, IN

3 Diversified Labeling Solutions $65,526,606 $65,526,606 Itasca, IL

4 I.D. Images LLC $51,300,000 $57,000,000 Brunswick, OH

5 Repacorp Inc. $40,920,000 $44,000,000 Tipp City, OH

6 Gill Studios Inc. $39,138,000 $59,300,000 Lenexa, KS

7 Outlook Group $32,640,000 $68,000,000 Neenah, WI

8 Ward-Kraft Inc. $28,678,414 $57,356,827 Fort Scott, KS

9 The Label Printers $23,750,000 $25,000,000 Aurora, IL

10 TLF Graphics Inc. $17,231,200 $20,272,000 Rochester, NY
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Commercial Print Suppliers

Top
Direct Mail Suppliers

COMPANY COMMERCIAL PRINT REVENUE TOTAL REVENUE LOCATION

1 4over LLC $216,000,000 $270,000,000 Glendale, CA

2 Ennis Inc. $96,187,680 $400,782,000 Midlothian, TX

3 Western States Envelope & Label Co. $91,800,000 $102,000,000 Butler, WI

4 OneTouchPoint $83,227,200 $138,712,000 Hartland, WI

5 Zoo Printing $62,900,000 $74,000,000 Valencia, CA

6 BCT International Inc. $49,600,000 $62,000,000 Fort Lauderdale, FL

7 CE Printed Products Inc. $16,754,290 $16,754,290 Carol Stream, IL

8 Team Concept Printing $11,532,000 $18,600,000 Carol Stream, IL

9 UMC Print $9,800,000 $14,000,000 Overland Park, KS

10 BCSI $9,256,398 $9,256,398 Burnsville, MN

COMPANY DIRECT MAIL REVENUE TOTAL REVENUE LOCATION

1 Ennis Inc. $20,039,100 $400,782,000 Midlothian, TX

2 Gabriel Group $18,900,000 $21,000,000 Earth City, MO

3 Design Distributors Inc. $14,000,000 $20,000,000 Deer Park, NY

4 OneTouchPoint $13,871,200 $138,712,000 Hartland, WI

5 4over LLC $13,500,000 $270,000,000 Glendale, CA

6 The Magnet Group $11,780,000 $117,800,000 Washington, MO

7 MAR $7,990,000 $15,980,000 Valmeyer, IL

8 Bradley Graphic Solutions Inc. $7,875,000 $10,500,000 Bensalem, PA

9 Ward-Kraft Inc. $5,735,683 $57,356,827 Fort Scott, KS

10 Team Concept Printing $3,162,000 $18,600,000 Carol Stream, IL
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Any member of the C-suite worth his or her corner office 
understands that change can’t be stopped. It can, how-
ever, be managed. Maintaining a long-term vision while 
whispers of paper fluctuations, political uncertainties and 

a dying trade grow into screams requires placing a greater em-
phasis on customer needs. For some, that means pivoting to new 
verticals. For others, that may involve implementing an acquisition 
strategy or tweaking product lines.

No matter the method, the end-result always remains the same, 
which is what unites the leaders of Print+Promo’s 2019 Top 50  
Suppliers list. They don’t pretend to have all the answers, but they 
do have clear goals in mind for both inside and outside the plant. 
Take Ennis Inc., for example, a $400.8-million-producing trade 
printer. Company Chairman, CEO and President Keith S. Walters 
believes in following facts, even when the narrative of the data he is 

examining elicits an emotional reaction. This year, those facts drove 
four major purchases of family-owned printers and supported the 
continuation of Ennis Inc.’s entrepreneurial culture, where general 
managers operate their own business centers.

In Glendale, Calif., former Shutterfly Business Solutions Vice 
President and General Manager Simon Beltran quietly took over 
$270.0-million-generator 4over LLC. He intends to build on pre-
decessor Zarik Megerdichian’s belief that nothing is impossible, 
even though it sometimes takes longer to get to the destination site 
that Beltran hopes to be for print resellers. His plan going forward? 
“Create the vision, enable and empower the teams, then get out of 
the way.”

In the following section, we’ll get to know more about the execu-
tives behind four of our top 10 suppliers. Find out what they had to 
say about their accomplishments, concerns and the future.

By Elise Hacking Carr

Leading executives present their vision for the industry
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What was your company’s biggest accomplishment over the 
last year?
Keith S. Walters: Within the last year or so, we’ve acquired 
Wright Business Graphics, Integrated Print & Graphics (IPG), 
The Flesh Company and, more recently, Ace Forms. These four 
acquisitions have added more than $100 million in revenue to  
Ennis. All of these companies are strong brands, have great  
reputations and quality employees, and were family-owned  
businesses with long histories. We are very proud to have them 
join the Ennis family.

How is your company positioning itself to  
continue to stand out in 2020?
KSW: It all starts with our foundation of a strong 
financial position and solid balance sheet. Add  
in these great new additions, and we are well  
positioned.

How do you maintain a long-term vision and focus 
for the company in the face of constant change?
KSW: You can have a long-term strategy only if you are financially 
sound.

As one of the longest-tenured companies on Print+Promo’s 
Top 50 Suppliers, what would you say are the attributes that 
contribute to such a successful run?
KSW: [Since we are] financially sound, our successful acquisition 
strategy and our decentralized approach to operations manage-
ment [contribute to our success]. Our general managers manage 
their businesses daily—not once a month when they get their 
financial results.

What is the biggest challenge that people in this industry are 
facing, and how does your company tackle that matter?
KSW: We all know demand for some of our traditional products 
is in decline. Managing during this decline is more difficult when 
the competition doesn’t know their true costs. Not knowing their 
true costs weakens the entire supply chain. Ennis is not trying to 
be the lowest-priced supplier, but we are positioning Ennis to be 
a sustainable company that will be there for our customers when 
they need us.

Please explain how you and your organization make tough decisions.
KSW: I don’t believe there are easy decisions and tough decisions. 
If you follow the facts, those facts tell you what to do. The emo-
tional aspect of some decisions may be harder to deal with, but 
the facts tell you what to do. Follow yours and the company’s core 
values, and the answers to these decisions become clear.

How do you motivate and inspire teams to achieve big goals?

KSW: If you have good employees and you empower them, they 
motivate themselves. We have fewer levels of management, and 
our general managers are motivated because we’ve empowered 
them to make the decisions and corrections that are required to 
run their businesses.

How do you decompress after a stressful time at work?
KSW: I don’t find work stressful. To me, work is like a team, and 
we all want to win. I’ve played sports all my life, and work is just 
another team competition. I can understand how it could be 
stressful if you don’t have core values that help drive the culture 
and make the decisions we discussed earlier clear.

Is there anything you would like to add to give our readers  
a better sense of your business approach and the industry  
at large?
KSW: The paper industry is continuing to consolidate. Within the 
last year or so, both of the primary carbonless paper companies 
have been for sale. Paper mills have been taking capacity out 
by shutting down or converting machines. During these times of 
change, our great relationships with the paper supply chain make 
sure that we can get the proper materials when our customers need 
them. As these transitions continue, these long-term relationships 
will continue to be important.

PRINT+PROMO

TO ME, WORK IS LIKE A TEAM, 
AND WE ALL WANT TO WIN.

– KEITH S. WALTERS, CHAIRMAN,  
CEO AND PRESIDENT, ENNIS INC.

Top
Suppliers: Interviews

1. ENNIS INC.
Keith S. Walters, 
Chairman, CEO 
and President
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What was your company’s biggest accomplishment over the 
last year?
Simon Beltran: Our biggest accomplishment over this past year 
was making a strong return to product innovation. We made  
significant investments in industry-leading equipment, both in press 
and in finishing, and launched 18 new products. Alongside that, 
we’ve been investing in product and research devel-
opment—making sure our customers not only have 
access to innovative products, but also understand 
how to market and sell them.

How is your company positioning itself to  
continue to stand out in 2020?
SB: 4over is positioning itself for larger order quanti-
ties and faster turn times, without compromising quality or cus-
tomer experience. In 2020, helping our customers succeed will no 
longer mean simply expanding their access to more products. We’re 
committed beyond that to giving customers the service, tools and 
technology they need to evolve within and alongside the industry and 
to become leaders in print themselves. 2020 is also a big election 
year. Being able to offer personalized campaign printing will be really 
impactful.

How do you maintain a long-term vision and focus for the  
company in the face of constant change?
SB: The products and tools are always going to change. Maintaining 
a long-term vision in the face of that means placing the needs of the 
market and our customers first. Our vision is to become a destination 
site for print resellers—not just a place to order products, but a place 
to access sales resources, product knowledge and applications. It 
comes down to helping people grow their business, at every stage. 
And that’s always going to be relevant.

As one of the longest-tenured companies on Print+Promo’s 
Top 50 Suppliers, what would you say are the attributes that 
contribute to such a successful run?
SB: Our founder and former CEO, Zarik Megerdichian, was an early 
innovator and disrupter of the trade printing marketplace. He was a 
visionary with an entrepreneurial spirit. His motto at 4over was, “Noth-
ing is impossible. Impossible just takes longer.” We want to continue 
honoring his vision of putting customers first, and sustaining it with 
constant innovation and investments into our manufacturing and our 
e-commerce platform.

What is the biggest challenge that people in this industry are 
facing, and how does your company tackle that matter?
SB: Every few years, it seems we’re battling this notion that print is 
dead. As an industry leader, it’s incumbent upon us to promote the 
relevancy of print in a digital world. The strength and proven results 
from performance marketing (which includes print) are impressive. It’s 
important for us to lead this awareness, and provide our customers 

with the best products and services to help them keep their edge. 
Whether print resellers are looking to reinvent their core offerings, or 
pivot to new verticals, or compete with bigger brands—4over is build-
ing the platform and resources to help them do that with excellence.

Please explain how you and your organization make tough decisions.
SB: Our culture is evolving and we are moving to a very inclusive 
and accountable company. With locations across the U.S. and 
Canada, open and frequent communication will be key to creating a 
culture of extreme ownership. Our executive team is committed to 
building and sustaining the courage and muscles necessary to make 
important and tough decisions. We also recognize it’s not a democ-
racy; we’ll have to accept disagreement and commit ourselves to 
the greater good.

How do you motivate and inspire teams to achieve big goals?
SB: Create the vision, enable and empower the teams, then get out of 
the way! Knowing how to prepare timely and valuable feedback helps 
reduce friction and keep everyone motivated. The importance of showing 
gratitude and celebrating wins of any size also cannot be understated.

How do you decompress after a stressful time at work?
SB: My health and well-being are super important. I place an emphasis 
on spiritual, physical and emotional health. Thankfully, I have been 
blessed with a beautiful family, great friends and a love for golf, travel 
and red wine.

Is there anything you would like to add to give our readers a better 
sense of your business approach and the industry at large?
SB: Our industry is filled with amazing people and tremendous  
opportunity. Throughout my career, at xpedx, an International Paper 
Company, Prisma, Shutterfly Inc. and now 4over, the constant has 
been the importance of people. One of my favorite quotes is from 
Harry S. Truman: “It is amazing what you can accomplish if you do not 
care who gets the credit.” Hopefully, we can embody this sentiment 
throughout 4over.

2. 4OVER LLC
Simon Beltran, 
President and Chief 
Revenue Officer

Suppliers: Interviews
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What was your company’s biggest accomplishment over the 
last year?
David Holland: We continue to add talent in all areas of the  
business, using an extensive succession planning process, as  
well as voice of the associate diagnostic tools to improve our 
relationship with our employees. Also, with a renewed focus on key 
industry verticals, including manufacturing, franchise, retail, health 
care and financial services, we exited some unprofitable business 
while adding over $15 million in contractual high-value customer 
revenue in the segments we serve. Most important 
of all, we achieved an all-time high net promoter 
score of 77, which supports our overall tech-enabled 
services approach.

How is your company positioning itself to  
continue to stand out in 2020?
DH: We will continue to focus on the vertical markets we serve, help-
ing our customers migrate from off-the-shelf to on-demand and from 
national campaigns to localized campaigns all while improving overall 
business process through our U.Connect technology platform. In 
2019, we invested over $1.3 million to integrate our platform backend, 
and, in 2020, we will spend over $2 million expanding our multichannel 
local marketing capabilities.

How do you maintain a long-term vision and focus for the  
company in the face of constant change?
DH: Marketing will continue to spearhead our efforts by updating our 
three-year strategic planning process for continual improvement. We 
believe continuous improvement in all functions helps even out market 
fluctuations and eliminates the starts and stops of a poor planning 
process that can lead, ultimately, to poor execution.

As one of the longest-tenured companies on Print+Promo’s 
Top 50 Suppliers, what would you say are the attributes that 
contribute to such a successful run?
DH: [I’d say] the very same things that make us a formidable market 
competitor: speed, flexibility, vertical market knowledge and being 
solution- and customer-oriented. These are key differentiators in the 
industries we serve as we seek an identity beyond print.

What is the biggest challenge that people in this industry are 
facing, and how does your company tackle that matter?
DH: Paper fluctuations have been challenging in this space, but 
even more than that, for an industry that at the macro-level seems 
very challenged, recruiting key talent can be difficult. The reality is, 
with the right company and the right strategy, there is enormous 
potential for purpose-built, vertically focused solutions. The work 
can be incredibly rewarding and can be a career-maker.

Please explain how you and your organization make tough decisions.
DH: We have an aligned vision and strategy that are complemented 
by a business-planning process and supported by tactical plans 

and key behaviors. We also have a communication process that 
delivers not just the “what” we are doing, but “why” we are doing 
it. In a high-speed, digital world where all things happen fast, we 
make sure to work with all the managers in the business to take the 
time to explain the “why.” It is a courtesy not to be forgotten in a 
fast-paced work environment.

How do you motivate and inspire teams to achieve big goals?
DH: We continually share our vision and results by communicating 
with the team through quarterly emails, town halls, video boards, 
newsletters, success stories and customer testimonials. We celebrate 
our victories and learn from our mistakes, both invaluable to the 
ongoing business performance.

How do you decompress after a stressful time at work?
DH: I enjoy my family and friends, and don’t take life so seriously. 
It’s not as serious as your mind makes it out to be.

3. ONETOUCHPOINT
David Holland, CEO

THE REALITY IS, WITH THE 
RIGHT COMPANY AND THE 
RIGHT STRATEGY, THERE IS 
ENORMOUS POTENTIAL FOR 
PURPOSE-BUILT, VERTICALLY 

FOCUSED SOLUTIONS.
– DAVID HOLLAND, CEO, ONETOUCHPOINT 

Suppliers: Interviews
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What was your company’s biggest accomplishment over the 
last year?
Bill Korowitz: [It would have to be] managing through the tariff 
minefield, especially knowing things would tend to be “unknown.”

How do you maintain a long-term vision and focus for the com-
pany in the face of constant change?
BK: Once you realize all business is reliant on change, and on 
change to succeed or breed new ideas, it makes it a lot easier to 
think about the future.

As one of the longest-tenured companies on Print+Promo’s 
Top 50 Suppliers, what would you say are the attributes that 
contribute to such a successful run?
BK: Keeping the client as the center of our universe, the reason for 
doing what we do. If you don’t serve the client, you had better be 
serving someone who is ... that’s our mantra.

What is the biggest challenge that people in this industry are 
facing, and how does your company tackle that matter?
BK: Challenges are coming from all directions, all sectors. It isn’t A 
versus B. Understanding business and understanding needs and 
solutions are key.

Please explain how you and your organization make tough decisions.
BK: We talk them through as the concerned partners we are. If we 
deadlock, I’ll make the call, but would prefer the group agree, reach 
consensus and go from there.

How do you motivate and inspire teams to achieve big goals?
BK: You need to hire people who see the bigger picture, who have 
the innate desire to create and achieve great things. It has to come 
from more than just the CEO.

How do you decompress after a stressful time at work?
BK: [I enjoy a] glass of wine with my wonderful wife and family. 
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Print+Promo is the leading source of business 

strategies for the distributor sales professional. 

Featuring a monthly print magazine, weekly 

e-newsletter (The Press), in-person events (Distributor 

Connect) and an updated website that includes a free 

product search database to sort through more than 

300,000 promotional products, Print+Promo helps 

print industry professionals protect legacy revenue and 

grow new revenue streams.

NAPCO Media, Print+Promo’s parent company, is 

a leading B-to-B media company specializing in 

creating community through content via integrated 

media programs, video services, marketing services, 

events and event management, custom content, 

eLearning and market research. NAPCO Media has 

rapidly expanded its portfolio to include NAPCO Video 

Services, NAPCO Events, NAPCO Marketing Services 

and NAPCO Research.

 




