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Value Proposition Spectrum 
 

What is your value proposition?  
What do you do to get and keep clients? 

Our Capabilities                                               Our Clients’ Success 
 

The basics: 
Speed, 
quality, price, 
service, 
reliability, 
relationships 

 
Single-
source 
provider of 
services, 
from creation 
to distribu-
tion. Process 
or supply 
chain man-
agement that 
makes the 
client’s life 
easier 
 

 
Offering 
marketing or 
communica-
tions solu-
tions, from 
printing to 
mailing, 
fulfillment, 
design 
services, social 
media, etc. 

 
Helping Clients 
reach their 
goals. Helping 
clients succeed 
with their clients, 
seeing if solu-
ions really solve 
their problems, 
monitoring and 
improving 
results. 

How do you define yourself? 
 
Traditional Definitions—
We are a midsize offset and 
digital sheetfed printer 
specializing in corporate 
marketing materials. What 
we print. How we print. 
How quickly. At what price. 

 
Marketing or Communications 
Company that also offers printing. 
We help clients communicate more 
effectively with their clients, Print is 
part of that, but it is not only about 
print or mailing, or social media. It’s 
about strategic input and solutions. 
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