Sign Manufacture
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Ok, here's how sign manufacturers operate. 
They make and install simple or illuminated signs, mainly for businesses to put outside their premises. Some specialize in traffic signs or interior directories and directions. Many provide graphic design services and sign maintenance.

A typical shop has $2 million of annual sales and a dozen employees.

Business signs can be a simple box sign or channel letter sign, that is, a string of free-standing letters, on the outside of a small business, or large internally-illuminated pylons or monuments that advertise shopping centers.

Marketing and production are the major activities. Shops use specialized equipment and carry inventories of steel, aluminum, woods, plastics, paints, plastic coatings, and neon or LED lighting systems. Customers are businesses and advertising companies. Marketing is often aimed at building and mall managers. Prices for channel letter signs may be $100 for each letter "can".

Here are some strategic things you should know.

The sign business, especially for box signs and channel letter signs, is almost a commodity business, with low pricing. Channel letters come in standard fonts and sizes. Pylon and specialty signs require more design and construction expertise.

The sign business is very sensitive to economic conditions. When the economy is slow, fewer new businesses are started, and fewer businesses move to new locations.

LEDs, light-emitting diodes, replace older lighting in many signs, especially in channel letter cans, because of their lower power use and higher reliability. LED panels and monitors are often used for interior signs and for building directories.

Sign makers have competition for banners and smaller signs from print shops, and from do-it-yourself equipment that produces high-quality signs in low quantities. Wide-format printers only cost a few thousand dollars.

Here are some good talking points.
What are their main products?

What kind of production equipment do they use?

How large an inventory of raw materials do they have?

Who would be a typical customer?

How many orders can they work on at one time?

How seasonal is their business?

How much were they affected by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

