
Green Scene
When it comes to being lean and green, we 
are continuously seeking ways to be more 
efficient and considerate of the environment. 
That’s why we began using new partner CCS’ 
re-engineered cartridges at our Newton plant 
in September. Here are some interesting facts 
worth sharing with your customers. In the 
past five years alone, CCS has recycled 
968,603 cartridges, recovered or recycled 
2,583 tons of plastic and recycled 646,000 
pounds of cardboard. The real impact is in 
what this conscientious effort saved or gained 
for our environment. The savings realized is 
the equivalent of 115,310 quarts of oil spared 
and kilowatts of power for 969 four-bedroom 
homes for one year in the Carolinas.

Cartridge impact facts provided by CCS 
Cartridge & Document Innovations. 
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ONLINEDEVELOPMENTSDEVELOPMENTS

Website Update: Now that the branding protocol for marketing 
materials is complete, we are now launching into revamping our 
website. We have secured numerous domains and will be 
transitioning to using www.hamcoproducts.com  (without the 
hyphen) when the new site goes live. We will also keep the current 
domain www.hamco-products.com directed to the host site. 

eConnection: Beginning with this issue, we are also distributing 
the newsletter online via email using Constant Contact. The 
newsletters will also be archived online in electronic format when 
the new website is launched. If you did not receive the newsletter 
via email and would like to receive it by email, please contact Elaina 
at 800.438.9588, extension 5005 to confirm your email address. If 
you would prefer to only receive GROWTHREPORT by mail or 
email and not both methods of delivery, please also let Elaina know. 

Diversification Key to Growth in Shrinking Market 
Electronic alternatives, an emphasis on paper reduction and the overall economy in general has wreaked 
havoc on the business forms industry on all fronts. Add a recession to the mix, and one would think it is just 
a matter of waiting out the storm. However, document distributors are finding that while demand for 
traditional business forms is shrinking, other opportunities are helping companies realize significant growth in 
spite of the recession. The ultimate value-added outcome is the ability to serve customers on many levels, 
solidifying preference over competitors and enhancing long-term relations.

In interviews conducted with some of our distributors, ad specialty / promotional apparel, digital short run / large format, data management / mass 
customization, labels / bar coding and market segment shifts have contributed positively to bottom-line growth.

Promotional Apparel & Ad Specialty: According to the Advertising Specialty Institute (ASI), the advertising specialty industry has grown into a nearly $20 
billion industry with good reason. It works. Research released in late 2009 confirmed that advertising specialties beat out all other forms of TV, radio and print 
advertising as the most cost-effective advertising medium available. According to John Rutledge of Piedmont Graphics in North Carolina, the ad specialty 
portion of his business has realized a 20 percent growth. Everything from Hub pens and recyclable, biodegradable lunch bags and wine carriers to silk screened 
and embroidered apparel has continued to grow in both demand and appeal for branding awareness and promotional give-away value.

Digital Short Runs & Large Format: Piedmont Graphics can also attribute demand for digital short run orders and larger format printing as an area of 
growth for the company. Rutledge confirmed it to be its largest growth sector in 2010 representing 17 percent of the company’s business, doubling in a 
12-month period compared to 2009. “We literally could not keep up with the demand,” said Rutledge, “resulting in adding equipment and shifting resources to 
meet the needs of our customers for posters, banners and other quick-turnaround, on-demand printing.”

Data Management & Mass Customization: Shifting from being a products supplier to a solutions provider has opened up a realm of 
opportunity for Southern Imaging Group (SI Solutions) with multiple locations in North and South Carolina. According to Robbie Fuller of 
SI Solutions, the key for them has been in selling process improvements to help customers run more efficiently. “In most cases when a 
company is using a forms product, the cost associated with the overall process in which the product is being used within the company is 90 
percent labor and administration and only 10 percent the actual cost of the forms product,” stated Fuller. An example shared was in 
relation to how a financial services customer was preparing and processing tax forms including 1099 forms. Through leveraging 
technology, the forms were able to be created efficiently with data feeds and then converted to PDFs for electronic access and archiving 
saving substantial time and resources. Instead of viewing technology as an enemy shrinking the business forms market, SI Solutions has 
embraced it by offering data processing solutions like the aforementioned example as well as  multichannel marketing program support, 
variable data imprinting for mass customization of printed materials and the list goes on.

 Diversification Key to Growth continued on Page 3

INDUSTRY
INSIGHTSINSIGHTS


