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Profit Model #1

PRINT PROFITEERING
One of the foundation principles of my systems. 

Difficulty:
Easy. 100% Newbie-friendly

Digital Marketing Tie-ins:
QR Codes, Mobile, SMS Opt-in, PURL’s, Retargeting 

“Old School” Marketing Tie-ins:
Brand Identity Development, Design Services, Copywriting

Profit Expectations:
QR Codes, SMS Opt-in, PURL’s, 



Bob Ross Emergency Toolbox PRINT PROFITEERING

©2015 Structure Marketing Inc. |  HighResponseMarketing.com

Imagine This…

Imagine you decide to open a physical location in your local town for your internet 
marketing business. 

You’ve got everything you need to provide high-powered Web Design, SEO, Mobile 
Marketing, and helpful packages like Social Media & Reputation Management.

Local business owners can simply walk in, consult with you, and pick and choose from 
anything you’ve got available. They can pay by cash, check, credit card, or even paypal.

You put a big sign up out front that says “Aspen Digital Marketing” and maybe a few 
promotional pieces near the road pronouncing:

“Websites 50% of this Week Only!!” 

“SEO Services now available here!” 

“Free Marketing Consultations!”

Guess how many business owners are likely to stop by with money ready to spend? 

… Probably zero, right?

You and I know that selling marketing services is not as easy as putting your name out 
there and owners come calling you with cash in hand. 

A Different Scenario

Instead of marketing, imagine you were in the printing business. Say you had a couple 
hundred thousand dollars invested in printing equipment and a great production and 
design team ready to fulfill any orders.

You put up a sign that said “Aspen Printing” and a few promotional pieces near the road 
that shout:

“Business cards 25% off this week!”
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“FREE Design With All Flyer, Brochure,  
or Business Card Orders This Month 

Local owners would catch an eye to that wouldn’t they? 

That’s because every businessperson in the world knows what those products are and 
the majority of them spend money on it all the time. 

The Printing  
Market is MASSIVE

I bet you didn’t know that printing is actually the second largest industry in the USA next 
to the Automotive industry.

Did you also know that it’s virtually wide-open for anyone to jump into?

An astounding 73% of this $72 Billion Dollar industry are composed of hole-in-the-wall 
mom ‘n pop printing shops that have less than ten employees. 

Every town across America (and likely the world) has a mix of larger and smaller printing 
shops that have business owners religiously spending money with. 

This week I wouldn’t be surprised if a dozen or more owners you’re trying to target for 
your marketing services are stopping by the local print shop and handing money over to 
the pimple-faced girl at the counter, asking if she can help them get something together 
to promote a sale they’ve got coming up. 

They have more local business clients than you’ll ever have -- and they don’t do squat 
with them but crank on that printing press all day!

Most of these shops have never made a cold call, walk-in, email, or virtually any kind of 
outbound effort to sell their services. Business just gravitates to them simply because 
they provide a service that business owners use frequently and have to get done 
somewhere. 

If you think about it, they have the kind of clientele that us marketers can only dream 
about.
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The things you could do  
with all those relationships

Think about what these local owners are printing...

Business cards, brochures, flyers, catalogs, booklets, rack cards, table tents, window 
signs, banners, tradeshow signage, and everyday stationery such as letterhead and 
envelopes.

It’s what they use to inform people, announce events, promote sales, drive in leads, 
create brand recognition, all for the purpose of growing their business.

... it’s all their marketing stuff.

However, like any small business owner, they tend to be more interested in the technical 
aspect of it than the marketing. 

They never see the goldmine in front of them; they just grind away fulfilling orders, going 
home with paper-cut fingers and ink stained hands, counting down the hours until the 
next tylenol they can take for the migraine suffered from the press screeching all day.

You’d Make a Fortune if  
You Had These Relationships

Printers get constantly asked for advice on how their pieces should look, how it should 
be designed, etc. And all they do about it is simply slap together a clip-art design so 
they can focus on what they do… Running that God damn press. 

They’re less concerned with what the business owner is trying to do (marketing) and 
more concerned with trying to figure out what’s making the press make a clicky sound 
today or something stupid like that. 

You, the marketer, wouldn’t give a hoot about the printing part of it, that’d just be the 
cake, not the icing. Leave the printing to the wage workers right? 

Well today I’d like to share with you an easy way to become a printer.
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Why you Should

CONSIDER THIS MODEL
This is probably the most newbie-friendly marketing business model in existence. 

A twelve year old pre-teen or an 80 year old grandma can sell printing services. You’re 
simply providing business owners with something they’re already doing—at a lower cost 
with a more personal relationship. 

And it’s not results-based!

There’s a stunner for you. Most likely you’re used to hinging all of your services on 
what kind of results it brings for them, but printing is just about taking their money and 
delivering the product. 

And it’s perishable... they need more when it runs out!

I’m going to quote a recent email from Kevin, one of my members:

“Whenever I’ve had any print projects come up for clients in the past, I’ve always wasted the potential at being their 
“printer” by using your service to get the printing done while making some cash doing it. 

I would usually manage the printing by working with another company but make zero profit. One of my clients has 
spent over 30K alone on printing….I missed so much potential on this. 

They aren’t afraid to spend the money and I’m kicking myself for not doing this sooner, I could have made over 10K 
off of these and they would have still saved money”

Whether or not you pursue brokering out print jobs actively, there’s going to be times 
where money is sitting right under your nose if you feel like picking it up. 

The big benefits are:

• It’s easy for anyone to make money on
• Owners understand it, there’s no educating needed
• You have a built-in competitive advantage (low pricing and no overhead)
• It’s easy to prospect for
• It’s perishable and needs to be done recurringly 
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How to

FULFILL
The good news is that fulfillment is extremely easy on your part. 

Easier than any kind of marketing you’ve done before, I guarantee. 

All you’ve got to do is have a solid online print source that will do everything on your 
behalf and ship it to you or your client white-labeled so that it looks like it came right 
from your company. 

A designer on-hand is helpful too. Fortunately, designers are easy-to-find and abundant 
across the web. You can even use the ones I personally recommend here:

USA & CANADIAN Fulfillment:

I may be biased but I personally recommend using my own service to fulfill your print 
orders... printing4supercheap.com

• I’ve printed millions of pieces for my members clients since 2012
• I have the lowest publicly published prices on the web. If somewhere else has a lower price for the 
same specs, I’ll match or beat it. 

• I ship blindly so it looks like it comes from your company
• I’m extremely fast, and typically your clients will want things very quickly. 
• I’ll hand-hold you the entire way. Myself or my assistants will check over your artwork and make 
sure you didn’t make a mistake. We’ll even fix things when you’re in a bind. 

 
To make things easy, you can simply send me an email with what you’re looking for and 
if you need a specific quote and me or my team will get right back to you. When you’re 
ready to print you can simply email me the artwork and I’ll send you a paypal invoice so 
that you don’t have to mess with selecting something wrong on the site (plus you get 
member pricing which will be lower than what you see on the site). 

European Fulfillment:

http://www.onlineprinters.com/ is the best source (cheap and great quality).
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What to

SELL THEM
Most anything printable can be brokered but the most commonly ordered items are:

• Business Cards
• Flyers & Brochures
• Postcards

 
And you’ll also find frequent needs for:

• Vinyl Banners
• Table Tents
• 2-part & 3-part forms
• Letterhead
• Yard Signs

 
If you’d like to see a full list of what you can offer, check out my site at 
printing4supercheap.com and simply look at the sidebar to see all the different products 
available.

Weave in your marketing services

Remember that other marketing services should be woven in with all these printed 
items. That’s really the key to this. 

Think of a simple print project like table tents for restaurants. You shouldn’t be just 
focused on printing the table tents, you should be focused on selling the design, the 
copywriting, as well as a marketing strategy that goes with it. 

What can go on a table tent? How about an SMS shortcode that gets them on their list 
and rewards them with a 10% off coupon or free drink.

Now you’ve turned a small print order into a piece of a much larger marketing strategy. 

Almost every item you can print can be integrated with a larger marketing plan. Print is 
the easiest way to get people to make that transition onto a digital list to be marketed to. 
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What to

CHARGE THEM
What you charge clients will largely depend on the overall motive you have for selling 
them print services.

Some marketers use print sales as a simple convenience to their clients and some use 
print sales as a major part of their profits; so obviously the margins can be different 
depending on how big a part print sales is a part of your business.

A typical profit margin to shoot for its 50% margin on orders of $100 or less and around 
30% margin on larger orders.

To remain competitive I often sell jobs that can be upwards of $5000 or more at very 
small margins, like 20% or even less. That might seem awfully low but keep in mind that 
it amounts to a few thousand dollars net and all it takes is click a few buttons.

And If you’re wondering who’s ordering print jobs for thousands of dollars… It happens 
all the time. 

Some businesses can spend $15,00-$20,000 or more during heavy tradeshow seasons.  
Political campaigns can easily run into many thousands of dollars and print orders, 
businesses can be in the middle of rebranding where they need all their collateral 
reprinted, and the most common of all — postcard mailings. 

More on that in the next volume — “postal profiteering”.

But of course you can expect every business to spend thousands and thousands of 
dollars per order with you (I wish!). The majority of your orders will be simple projects in 
the range of $50-$500.

Regardless, all you’re doing is taking payment, clicking some buttons to fulfill it, and 
putting half or so of it right into your pocket!

A simple way to figure out what to charge:

Here’s a really simple method to figuring out what to charge for printing services: charge 
slightly less what a typical printer would.
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The best way that I found to figure out what my retail pricing should be when I’m in a 
bind is to go to printplace.com, an online printing company that has pricing roughly 20-
30 percent higher than what you can pay to source it through me.

Just make sure that you’re always comparing apples to apples: because comparing 100 
lb cover on a five-day print turnaround and five-day shipping length is not the same as 
14 point cardstock on a two-day turnaround and today shipping.

And that’s a good point to bring up, because the real big profits and print typically come 
from up charges to print things faster. Vista print for example once promotions for 250 
business cards for $10 — which drawing people like wildfire.

However, I don’t know anyone who’s ever paid $10 for 250 business cards. It’s worth 
the 40 minute process of ordering business cards through Vista print in order to see 
a super well-crafted print follow in place. Throughout multiple stages you’ll find that it 
adds a few dollars if you want to have the back printed, a few more dollars if you want a 
glossy coating, a few more dollars if you want a thicker cardstock, a few more dollars if 
you want to faster printing turnaround, and finally a few more dollars if you want to ship 
faster than two weeks.

By the end of it you’ve spent $70 and you’re rewarded with a box full of crappy Vista 
print cards with a crappy design template that everyone else is using.

The lesson to take away from this is that businesses will almost always pay more 
(significantly more) for up sells like sicker cardstock, better gloss, and most commonly 
— faster printing and shipping.

Print orders rarely come planned, they’re almost always a result of a client emailing 
you at 9 PM at night begging for their brochures to be printed and delivered by Friday 
afternoon at whatever cost.

So even if I can provide something on a fast turnaround I still tell them that the typical 
turnaround is 7 to 10 days at X price but will be X more to have done and 3 to 5 days, 
etc.

If you need more information or anything sounds unclear, please check out the included 
manual “the print profiteer” that came with this package. Also consider emailing me at 
itsbobross@Gmail.com or for the fastest response become an elite member and get 
access to our private Facebook group where veteran print profiteer’s are always willing 
to help.
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How To

LAND THEM
There’s so many ways to land printing clients it would make your head dizzy. It probably 
has the widest range of prospecting channels available than any other marketing 
service.

Existing Clients

If you have existing clients, you’ll be able to pick up jobs right away just by just 
mentioning to them. 

Chances are they’re doing printing in one form or another and will be happy to give you 
the business if you’ve got a good relationship. This could mean an easy couple hundred 
to even thousands per month more in revenue. 

I have clients who spend thousands of dollars every few months with me who came 
about from other marketing services originally. Most of them aren’t even doing what we 
originally started to anymore but the printing relationship still stands. 

I simply get an email from them when they’ve got an order ready, I send them a paypal 
invoice, and within a few clicks it’s processed and done. 

Just hit up your existing clients and let them know you’re offering printing services. A 
great script to use is an email that says:

“Hey Jim, I just wanted to let you know that a close friend of mine recently bought a 
printing business and he’s given me wholesale pricing that’s lower than I’ve ever seen 
elsewhere. 
He doesn’t even care if I pass the savings on to my clients so I’m wondering if you’re 
printing any business cards, flyers, brochures, banners, or anything like that in the near 
future? 
The more I think about it, the more I see how we can tie-in a lot of our current strategies 
with print... are you around tomorrow at 1 so I can give you a call?  

Not only does this open up a printing relationship but it also relays that you care about 
your clients. You’re not coming off as salesy, you’re simply letting them know of a new 
opportunity that can help save the both of you money. 
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It also takes care of the problem that many marketers face — “How do I claim to be a 
printing company when I’m not?”.

In the beginning when you’re transitioning from digital marketing to printing you can 
avoid any awkwardness by simply explaining that your friend (a.k.a. me) owns a large 
printing business and has given you fantastic wholesale rates that you’d like to pass on 
to them. 

Cold Prospects

Because printing is a commodity and is used so frequently, it can be advertised through 
almost through any channel you can imagine. 

Facebook, LinkedIn, PPC, Youtube etc. are all viable—however that landscape changes 
so frequently that I’d rather not include those kind of strategies in this manual. If you’ve 
got experience in those channels as well as proper funnel design and landing page 
optimization and go for it but I don’t want to make this business model more complex 
than it is in this case. 

I find the easiest way to get new printing clients is by old-fashioned calling, emailing, 
and/or door to door introductions. Go canvassing for Web services and you’ll come 
home with nothing but tired feet and a beat up morale. Go door-to-door for print services 
and you’ll find your pipeline filled to the brim each time (and hopefully an order or two as 
well).

Printing is a commodity, so they’re buying it all the time from whoever generally gives 
them the best service and/or lowest prices (of which you can beat BOTH), and it’s 
COMPLETELY UNTAPPED. 

There’s no marketers out there reaching out to business owners for printing. Even the 
printers aren’t doing it; they’re too busy screwing with that damn printing press. 

Listen... How often are owners pounded each and every day by someone wanting to 
sell them SEO, Websites, etc. ? And how many times are they asked about printing new 
brochures, flyers, business cards, letterhead, or designing/improving a logo?

... Yet it’s what they LOVE buying. They get ecstatic seeing (and feeling) items that 
promote and display their business.
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They get more excited over a fresh box of business cards than they would over a 
$10,000 reputation management and SEO campaign.

Give them a beautiful logo you outsourced on fiverr and you’ll be deemed a “marketing 
wizard”... yet sell deliver a $3,500/month SEO package and they call you a scam artist. 

You’re simply plum crazy not to reach out to business owners abut printing and see if 
they need help. Maybe they don’t need something printing right this second... but once 
their current stock runs out or they have sales and promotions coming up, you can be 
right there to take the business.

A great cold email script is this:

Hi!

My name’s Tom Reynolds, I own a small printing & design business here in Portland and I’m just trying to get my name 
out there in our local business community so I thought I’d shoot you a quick email. 

I might stop by your place to drop off some samples of things like brochures, flyers, business cards, and postcards, 
would that be OK with you? 

No pressure or anything, I’m just trying to get my name and samples out there in case you need some low-cost printing 
or design done down the road. Because I’m a ‘new guy’ I can probably save you a lot of money.

Let me know if you DON’T want me to stop by and I won’t, Otherwise let me know if there’s anything particular you 
want me to bring that you might be printing soon.  

- Tom 
Aspen Printing & Mktg, LLC 
414.546.5636 (cell) 

It’s a great script to use because you don’t have to “fake anything”. Its honesty is it’s 
strong-point.

Business owners respect when other owners are trying to get their name out there, 
because they’ve been through it (or are going through it) too, so there’s a certain 
character quality that strikes a chord with them in this script. 

Best of all it has nothing to do with marketing offers they get hammered with lately. If 
you toss in SEO, Mobile, Web, etc. you’ll get a “piss off!” reaction. 

You might also notice it’s a little assertive. You’re telling them you’re going to stop by but 
at the same time forcing them to respond if they don’t want you to. That puts them in a 
pickle because if they don’t respond then they’re giving you their permission to come by.

Do you have to stop by? 
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No but it’s probably a good idea. 

The worst-case scenario is they respond telling you they’re not interested and not to 
come. 

The best case is a response of when to stop by and what products they might want to 
take a look at. Either way you get the information you want!

Tip: What I like to do is install an email tracker like yes where or streak so that I can tell 
exactly when they open the email. From there I typically call them with the same kind of 
introduction and to see if they received my email or send them another email out telling 
them a tighter time period of when I’ll be stopping by. Essentially I just want to get their 
response so I can qualify it from there. 

Like any marketing service, it will essentially come down to relationships and working 
your pipeline. This is where printers generally fail — they don’t build or cultivate 
relationships or prospects and therefore miss out on so much opportunity.

With a good print relationship in place, you’ve got your arsenal of other marketing 
services that can tie in with everything else you currently offer.

Next, we’ll cover some great products to sell and how you can integrate them with the 
‘heavier’ stuff. 
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How To

SCALE IT BIGGER
If you’re having fun with the print profiteer model and want to ramp things up there’s a 
number of things you can do to grow your business.

One thing to understand is that print orders have the sales cycle. You won’t always be 
able to sell prospects right off the bat because they may not need printing done right this 
moment. It might take a few weeks or even a few months for them to run out of what 
they’ve got or be ready to work on new projects. If you’re going to run a real marketing 
business then you need to accommodate for that and continue to keep in touch with 
these prospects so that you don’t lose them.

When it pops though, it pops. Everything comes in like a snowball — often prospects 
that you’ve forgotten about will suddenly arise out of nowhere and buy enough printing 
to make your mortgage payment.

Salespeople!

That being said, this is a great job to higher part-time salespeople to simply go out and 
offer print services. My salespeople barely know anything about print yet they sell more 
print services then printers have been in the business 30 years. They simply go out and 
talk to business owners about their print needs (and marketing of course) and go from 
there. 

For my business, it’s a lead generator, I give almost all the profits back to the 
salespeople and lead generators because my profits come from the up sells like 
copywriting, consulting, direct mailing, etc. that comes from these relationships.

I have one client alone that through various services I provide for him, pay for about 
50% of my monthly bills every month like clockwork — and I found this client by cold 
prospecting one day in 2012 and he told me he needed business cards redesigned.

My advice is to just round up a few people that you know, or through craigslist, that 
might be connected with the local business community are just have an outgoing 
personality and offer them the opportunity to sell an easy product that can cover some 
of their bills each month in profit.

So that you don’t have to worry about being their sole source of income, always bring 
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them on part-time and look for people who are simply looking for jobs to supplement 
their income not replace it.

I have fantastic sample packs available ranging from $25-$200 depending on what you 
need, but also you can check out the print profiteer manual to check out where you can 
source free samples from across the web.

Specializing

Because there’s such a huge assortment of products that you can print, it can be 
overwhelming. One of the fastest ways to grow your print business is to specialize 
in just a few products (like business cards, postcards, brochures) or even better… 
Specialize in focusing on a particular industry.

This way you can start targeting businesses that are all similar, and start generating 
leads from them all across the nation.I have a team of callers that do this every single 
day and I even offer the service of setting leads just for you if you’d like.

What you can do is simply pick an industry that your comfortable with and just target 
businesses in an industry with a targeted message for print marketing that applies to 
them. Some great industries to target are:

• insurance agents
• realtors
• lawyers
• contractors
• furniture stores
• auto dealers 

These industries tend to use a lot of printing and it’s got the bucks to spend on it. 

How We Do It:

Our basic workflow is this: call & email prospects in cities we’re currently targeting, see 
if they’d like more information and pricing, send them over an info packet over email, 
and continuously follow up until they buy.

It’s really about cultivating these relationships into marketing relationships.
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If a bunch of monkeys on the phone can set up this business and sell thsands of dollars 
and print orders left and right, there’s no reason you can’t.


