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By Elise Hacking CarrSmall Victories
It can be hard out there for a distributor. 

The migration to online shopping has 
allowed end-users to easily bypass the 
middle man (or woman). The threat of 

direct selling remains very real. And, let’s be 
honest, is there anything Amazon can’t do?

Then, there’s Vistaprint. Five months ago, 
the direct-to-consumer printer opened its first 
brick-and-mortar storefront, Vistaprint Studio, 
in Toronto. The store, which operates as an 
extension of the e-commerce platform, gives 
customers the chance to see customized paper 
products and printing in a physical setting, 
much like how promotional products profes-
sionals use showrooms for sales ideas. 

Despite the challenges facing distributors, 
they manage to persevere by selling into new 
revenue-generating buckets, executing a vi-
sion and mastering the art of consultation. In 
October, Print+Promo detailed trade printers’ 
total annual revenue for the last completed 
fiscal year. Numbers came in at $2.36 billion, 
short of 2016’s $2.57 billion—a decline best 
explained by business paralysis resulting from 

economic and political uncertainties. The 
distributors, however, did not share the same 
fate as their supply-chain partners.

In fact, the reseller segment put forth its 
best numbers since 2008, finishing at $3.50 
billion—a number that does not include sub-
missions from Kansas City, Missouri-based 
DataSource Inc. or New York-based The 
Sourcing Group. To provide some perspec-
tive, grand totals over a five-year period were 
as follows: $3.21 billion (2016); $2.74 billion 
(2015); $2.80 billion (2014); $2.76 billion 
(2013); and $2.31 billion (2012).

The top three looked as expected, with 
Chicago-based InnerWorkings Inc. leading the 
pack again at $1.09 billion in sales. Cleveland-
based Proforma reported $492.0 million, com-
pared to 2016’s $532.8 million, but it still was 
enough for the Greg-and-Vera-Muzzillo-led 
company to clinch second place. Glenwood, 
Minnesota-based American Solutions for 
Business enjoyed a boost in revenue, with its 
final tally reaching $267.4 million—a departure 
from 2016’s $242.7 million.

As for the rest of the top five, surprises 
abounded, starting with the debut of Discount 
Mugs. This is the first time the Medley, Florida-
based promotional products distributor has 
participated in our rankings, and with a number 

like $198.5 million, the company coasted into 
the No. 4 spot. Because of that, Wayland, 
Massachusetts-based iPROMOTEu took 
fifth place with $157.8 million.

Mergers and acquisitions caused  
additional shake-ups. New York-based 

Smart Source LLC continued to benefit from 
its January 2016 acquisition of Duluth, Geor-

gia-based Data Supplies Inc. The firm made 
$120.6 million—a $5 million-plus increase from 
2016 figures. Our readers also may have noticed 
our No. 19-ranked distributor, Brand Advantage 
Group Inc. The Plymouth, Minnesota-based 
Safeguard company is the product of the 2016 

merging of QBF – Solutions Beyond Print 
and Team MHC, two top 50 Minnesota-based 
distributors that Safeguard Business Systems ac-
quired in July and November 2014, respectively.

Individual product sectors trended posi-
tively, as well. It was a monstrous year for top-
billed Promotional Products, no doubt thanks 
to an assist from Discount Mugs. Sales for the 
product sector skyrocketed to $788.5 million 
(2016: $404.5 million); Printed Forms reached 
$147.8 million (2016: $133.3 million); 
Marketing and Creative Services climbed to 
$116.7 million (2016: $48.9 million); Labels 
& Tags landed at $110.8 million (2016: $106.1 
million); and Signs/Displays/Wide-Format 
Printing produced $67.4 million (2016: 
$48.9 million). Similar to our Top Suppliers 
rankings, we merged our Envelopes/Folders/
Stationery category with Commercial Printing. 
The supersized category finished second with 
$298.6 million (2016: $272.6 million).

Only three categories experienced declines. 
Plastic Products/Cards fell to $15.5 mil-
lion (2016: $ 15.7 million); Direct Mail had 
$69.3 million (2016: $77.8 million); and the 
“Other” category generated $59.2 million 
($62.2 million).

Finally, the Top 50 Promotional Products 
Distributors chart returned this year. Published 
in May 2017 by our sister publication, Promo 
Marketing (PM), the list is based on 2016 pro-
motional revenue. According to PM’s calcula-
tions, total promotional products sales among 
the top 50 came in at $4.6 billion, which is 
even with the previous year’s findings.

That’s a wrap for 2017. We congratulate each 
company that made either list and can’t wait 
to see what the future holds for the industry. 
Cheers to a profitable 2018!

(Editor’s note: Factors to consider when interpreting 

sales figures are ongoing industry consolidations 

and responses reporting idiosyncrasies.)

TO
P Distributors 

ANALYSIS

WHAT THE NUMBERS TELL US

Key Findings
Of the top 50 distributors:
• 25 had revenue 

increases.
• 15 had revenue 

decreases.
• 2 finished evenly.
• 8 were new to the list.
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1 InnerWorkings Inc. $1,090,704,000 Eric Belcher, CEO Chicago, IL

2 Proforma $492,000,000 Greg Muzzillo, Founder; Cleveland, OH 
    Vera Muzzillo, CEO

3 American Solutions for Business $267,396,840 Larry Zavadil, CEO Glenwood, MN

4 Discount Mugs $198,500,000 Sai Koppaka, CEO/President Medley, FL 
 (Parent Company: BEL USA)

5 iPROMOTEu $157,762,000 Ross Silverstein, CEO/President Wayland, MA

6 Smart Source LLC $120,600,000 Thomas D’Agostino Jr., CEO New York, NY

7 WebbMason Marketing $115,000,000 Warner Mason, CEO/Chairman Hunt Valley, MD

8 Kaeser & Blair Inc. $114,333,435   Kurt Kaeser, CEO Batavia, OH

9 ePromos Promotional Products Inc. $57,000,000 Steve Paradiso, President St. Cloud, MN

10 Vanguard $54,036,000 Robert T. O’Connell, CEO New York, NY

11 The Shamrock Companies $51,000,000 Robert Troop, Chairman; Westlake, OH 
    Tim Connor, CEO

12 Regency Franchise Group $50,021,000 Eric Beguelin, Managing Partner Raleigh, NC

13 Quality Logo Products Inc. $38,896,048 Bret Bonnet, CEO/President Aurora, IL

14 Fontis Solutions, a Safeguard Company $35,774,000 Paul Niccum, General Manager Irvine, CA

15 QRG $33,629,027 Dennis Pottebaum, CEO Plymouth, MN

16 Touchstone $32,800,000 Derek Block, President/Founder Mason, OH

17 The Image Group $30,156,000 Jon Levine, President Holland, OH

18 NPN360 Inc. $29,416,000 Artie Collins, CEO Wheeling, IL

19 Brand Advantage Group Inc., $24,836,000 Dave Daoust, CEO Plymouth, MN 
 a Safeguard Company* (See page 22)

20 American Diversity $24,630,000 Diane Zavadil, CEO Glenwood, MN

21 Inspired Results, $24,624,766 Amy Tiller, President, Growth; Portland, OR 
 a Safeguard Company   Phil Odella, President, Execution

22 Tray Inc. $24,605,945 Brian Burlace, President Glen Burnie, MD

23 Image Source $24,328,709 Thomas Goos, President; Kirkland, WA 
    Brian Haner, CEO

24 HDS Marketing Inc. $22,400,000 Howard Schwartz, CEO/Founder Pittsburgh, PA

25 Meridian $22,100,000 Bob Chanson, President Loves Park, IL

26 Hygrade Business Group $20,029,000 Victor Albetta, CEO Secaucus, NJ

27 Consolidated Graphic Communications, $19,200,000 Jim Rhodes, CEO/President Bridgeville, PA 
 a Safeguard Company

   COMPANY                                              REVENUE              PRINCIPAL(S)                                        LOCATION
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28 USFI, a Safeguard Company $18,865,000 Doug Ritter, General Manager Dallas, TX

29 Winbrook $17,550,000 Scott Lattanzio, President Billerica, MA

30 C&S Sales Inc. $17,396,614 Terry Storms, President Hawthorne, CA

31 DFI – Solutions in Print $16,500,000 Bryan Miller, President Davenport, IA

32 SI Solutions Inc. $16,210,000 Rod Morrow, CEO/President Florence, SC

33 City Paper Company $14,958,462 Paul Friedman Jr., Co-owner; Birmingham, AL 
    Mark Friedman, Co-owner

34 Cooley Group Inc. $12,935,385 Stuart Boyar, CEO/President Rochester, NY

35 Midwest Single Source Inc. $12,753,330 John H. Osborne, CEO Wichita, KS

36 Prograde $12,154,215 Dan Schroer, CEO West Chester, OH

37 CTP Solutions $11,200,000 Jack Schachtel, President Agoura Hills, CA

38 Bradley Marketing Group, $11,129,533 John DeAngelis, President Bohemia, NY 
 a Safeguard Company

39 thumbprint $11,000,000 Greg Gill, CEO/President Apopka, FL

40 Piedmont Graphics Inc. $10,944,550 John Rutledge, President Greensboro, NC

41 Thompson Print & Mailing Solutions $10,645,100 David Thompson, President San Antonio, TX

42 Voluforms $10,476,890 C. Michael Stewart, President/Owner Jeffersonville, IN

43 Tabco $10,105,000 Kris Bilyeu, Owner; Terre Haute, IN 
    Brad Bilyeu, Owner

44 ADi Group $9,959,618 Doug Freeman, CEO/President Urbandale, IA

45 Graphic Information Systems Inc. $9,850,000 Walter Theiss, President Cincinnati, OH

46 SWAG (Swag Web and Graphics) $9,642,554 David Sutherland, CEO/President Sparks, NV

47 St. Louis Business Forms Inc. $9,600,000 Joseph K. Raible, President High Ridge, MO

48 Suncoast Marketing $8,399,305 Robert Scala, President Fort Lauderdale, FL

49 PerfectPartner Business Solutions, $8,240,980 Ted Mabry, CEO; North Easton, MA 
 a Safeguard Company   Marty Pomerantz,  
    Chief Marketing Officer

50 Solv Business Solutions, $6,807,371 Tressa McLaughlin, CEO/President Boise, ID 
 a Safeguard Company

*Brand Advantage Group was created in Aug. 2016 through the merging of QBF – Solutions Beyond Print and Team MHC.
Editor’s note: All sales information provided by distributors directly and may represent estimates on their part.

   COMPANY                                              REVENUE              PRINCIPAL(S)                                        LOCATION

PRINT+PROMO4 GOPRINTANDPROMO.COM OCTOBER 2017



Forms 
DISTRIBUTORS

Labels & Tags 
DISTRIBUTORS

TO
P

TO
P

1 American Solutions for Business $43,960,040 $267,396,840 Glenwood, MN

2 Hygrade Business Group $13,018,850 $20,029,000 Secaucus, NJ

3 QRG $8,440,886 $33,629,027 Plymouth, MN

4 Vanguard $7,024,680 $54,036,000 New York, NY

5 CTP Solutions $6,160,000 $11,200,000 Agoura Hills, CA

6 Smart Source LLC $6,030,000 $120,600,000 New York, NY

7 Brand Advantage Group Inc., $6,010,312 $24,836,000 Plymouth, MN 
 a Safeguard Company

8 American Diversity $5,172,300 $24,630,000 Glenwood, MN

9 Inspired Results, a Safeguard Company $4,924,953 $24,624,766 Portland, OR

10 Voluforms $4,295,525 $10,476,890 Jeffersonville, IN

1 American Solutions for Business $23,905,278 $267,396,840 Glenwood, MN

2 WebbMason Marketing $17,250,000 $115,000,000 Hunt Valley, MD

3 DFI – Solutions in Print $7,755,000 $16,500,000 Davenport, IA

4 Smart Source LLC $6,030,000 $120,600,000 New York, NY

5 Graphic Information Systems Inc. $5,910,000 $9,850,000 Cincinnati, OH

6 SI Solutions Inc. $5,673,500 $16,210,000 Florence, SC

7 NPN360 Inc. $5,000,720 $29,416,000 Wheeling, IL

8 Meridian $4,420,000 $22,100,000 Loves Park, IL

9 American Diversity $4,187,100 $24,630,000 Glenwood, MN

10 QRG $3,161,129 $33,629,027 Plymouth, MN

 COMPANY FORMS REVENUE TOTAL REVENUE LOCATION

 COMPANY LABELS & TAGS REVENUE TOTAL REVENUE LOCATION

10

10

PRINT+PROMO5 GOPRINTANDPROMO.COM OCTOBER 2017



Commercial Print  
DISTRIBUTORS

Direct Mail 
DISTRIBUTORS

TO
P

TO
P

1 WebbMason Marketing $51,750,000 $115,000,000 Hunt Valley, MD

2 Smart Source LLC $42,210,000 $120,600,000 New York, NY

3 American Solutions for Business $38,932,980 $267,396,840 Glenwood, MN

4 Vanguard $30,260,160 $54,036,000 New York, NY

5 The Shamrock Companies $28,050,000 $51,000,000 Westlake, OH

6 Tray Inc. $12,302,973 $24,605,945 Glen Burnie, MD

7 NPN360 Inc. $12,060,560 $29,416,000 Wheeling, IL

8 Brand Advantage Group Inc., $8,270,388 $24,836,000 Plymouth, MN 
 a Safeguard Company

9 Meridian $6,630,000 $22,100,000 Loves Park, IL

10 American Diversity $4,926,000 $24,630,000 Glenwood, MN

1 American Solutions for Business $23,771,579 $267,396,840 Glenwood, MN

2 Smart Source LLC $12,060,000 $120,600,000 New York, NY

3 Tray Inc. $3,444,832 $24,605,945 Glen Burnie, MD

4 Solv Business Solutions, $3,063,317 $6,807,371 Boise, ID 
 a Safeguard Company

5 NPN360 Inc. $2,647,440 $29,416,000 Wheeling, IL

6 Inspired Results, a Safeguard Company $2,462,477 $24,624,766 Portland, OR

7 Consolidated Graphic Communications, $2,304,000 $19,200,000 Bridgeville, PA 
 a Safeguard Company

8 WebbMason Marketing $2,300,000 $115,000,000 Hunt Valley, MD

9 Winbrook $1,755,000 $17,550,000 Billerica, MA

10 CTP Solutions $1,680,000 $11,200,000 Agoura Hills, CA

 COMPANY COMMERCIAL PRINT REVENUE TOTAL REVENUE LOCATION

 COMPANY DIRECT MAIL REVENUE TOTAL REVENUE LOCATION

10

10
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 Meet the highest earners of 2017

BY ELISE HACKING CARR
o much has changed since Johannes Gutenberg 
spearheaded the printing movement. Service-
based approaches have superseded traditional 

ink-on-paper business models; customized, on-demand 
printing is outpacing the need for off-the-shelf printing; and 
partnerships continue to replace top-down edicts.

Communication has never been easier (or faster) for con-
sumers, and distributors have a big part to play in the handling 
of information—from creating and executing it to storing and 
analyzing it. But, in order to be successful in the long run, dis-
tributors have to maximize adaptability in the face of change.

This year’s Top 50 Distributors have done this and 
more. Not only do these firms innovate at lightning speed, 
they excel at hearing and responding to the voices of  
their customers—especially when those voices express 
differing needs.

Collectively, the class of 2017 generated $3.50 billion 
in revenue—a 9 percent increase over the 2016 tally. How 
did they do it? We reached out to five of our heavy hitters 
to learn more. Find out what these executives had to say 
about their recent accomplishments, measures to stay 
relevant and leadership style.

Head of the Class

S

INNERWORKINGS INC.
PRINCIPAL: ERIC BELCHER, CEO

What was your company’s biggest accomplishment over the last year? 
Eric Belcher: We’re convinced that no matter how good our software is, how many coun-
tries we’re doing business in or how great our client list is, none of it matters unless we’re the 
employer of choice for ambitious talent. When we’re all pushing in the same direction—when 
we’re locked in on our clients’ goals—we win. I truly believe that we wouldn’t be where we are 
without our focus on talent. I’m more proud of our team today than I was this time last year. 
And I was really proud then, so that’s saying a lot.

What goals do you have for your business in 2018 and beyond?
EB: We can’t stand still as a company—we’re too young, too ambitious. Our business model, 
software and client solutions need to evolve beyond what they are today if we want to continue 
to lead. Staying a step ahead of the next wave of innovation flowing into best-in-class market-
ing departments takes a lot of passion and a lot of hard work. We’re ready!

How must distributors adapt to stay relevant in a mature industry?
EB: Let’s redefine the industry—look for the white space. None of us are anchored by machin-
ery, just our own willingness to explore and learn, to pivot and excel. Given our focus on our 
clients, and our knowledge of brands and marketing objectives, who better than our community 
to execute in categories that are adjacent to print and promotional materials? Digital services, 
in-house creative studios, luxury packaging, retail environments and the store of the future, 
software for marketing professionals—none of this is static or mature, and represents a huge 
opportunity for all of us.

How do you make tough choices in your organization?
EB: We make better decisions when we make them as a team, and we make faster decisions 
when individuals push forward with what they know is best. We try to balance the two. In either 
scenario, we can’t be afraid to fail. We need to feel OK with admitting when something doesn’t 
work, then adapt and change course. That’s hard for all of us—including me—and will always be 
a work in progress. I often find myself saying, “I made a bad call. Let’s try a different direction.”

What is the best book you’ve read recently?
EB: “Shoe Dog” was a really interesting read. You get the sense that Nike almost didn’t 
happen—[Nike founder and board chairman] Phil Knight’s pursuit of his dream could have 
gone sideways a dozen times in the early days. It’s a great lesson about the importance of 
persistence in pursuit of our goals.

1
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What was your company’s biggest  
accomplishment over the last year?
Justin Zavadil: Our biggest accomplish-
ment this year was double-digit sales 
growth over the prior year’s record growth. 
We continue to add the tools and re-
sources necessary to attract new sales 
associates and customers year over year. 
We are committed to reinvesting our profits 
into technology and vertical markets that 
allow our sales associates to go to market 
stronger than ever before.

What is your company’s top priority 
for 2018?
JZ: Our top priority is always top-line sales 
growth. We have a number of initiatives to 
hit that growth, but that is where the rub-
ber meets the road.

What is the biggest challenge facing 
distributors today, and how can we 
work toward a solution?
JZ: Our biggest challenge is battling 
against commoditization. We started as a 
print company and had to adjust our sales 
strategy to fight against print becoming 

a commodity. We needed to become the 
best extension of our customers’ market-
ing and supply-chain teams without being 
on the payroll. We had to be problem 
solvers while still providing the technol-
ogy and tools it takes to win and keep 
the business. The same is happening in 
the promotional products world. We can 
still compete with great salespeople and 
customer service, but the online retailers 
continue to erode the profit margins. The 
way we have chosen to fight this battle 

is to continue to find other markets and 
product categories for our people to 
sell. We have the best sales force in the 
industry and that is an amazing strength. 
They can sell anything; we just need to 
find the best path to accessible, profit-
able options.

How do you make tough choices in 
your organization?
JZ: I work with the strongest leadership 
team in the industry. We make decisions as 
a team along with a heavy amount of input 
from the sales force. We consider all the 
information and make the best decisions 
that will drive us toward growth.

What is the best book you’ve read 
recently?
JZ: I seem to be always at work, so, when 
I read, I like to unplug. I read a lot of non-
fiction, and the most recent book I read 
was “A Brief History of Seven Killings”  
by Marlon James. James is a Jamaican 
author who now lives in Minnesota, and  
is pretty incredible.

What was your company’s biggest accomplishment over 
the last year?
Greg Muzzillo: Our major accounts team focuses on helping  
our owners identify, win and maintain large, strategic accounts. 
Our team really hit [its] stride in 2017, landing more than 20 new 
accounts worth more than $40 million in sales. Eight of the deals 
our major accounts team landed this year were million or multi-
million-dollar accounts. We are very proud of our team’s success 
in securing enterprise-level accounts and developing world-class 
client solutions to help Proforma owners increase their bottom line.

What is your company’s top priority for 2018?
GM: We are excited to release a new program in 2018 called the 
Service Bureau Business Model. This is a new bundle of distribu-
tor services exclusively for new member owners with sales ranging 
from $5 [million] to $50 million. We are currently talking with 
several diverse distributors with sales exceeding $30 million. This 
service package caters specifically to the needs of these high-level 
owners, giving them premier access to Proforma’s new $10 million 
state-of-the-art technology platform and proprietary e-commerce 
solution, exclusive one-on-one meetings with the industry’s top sup-
pliers, business development and marketing tools proven to attract 
top acquisition and sales representative prospects and more.

What is the biggest challenge facing distributors today, 
and how can we work toward a solution?
GM: Technology will significantly change the way we do business 
in the near future. It’s an exciting opportunity for us.

How do you make tough choices in your organization?
GM: Vera and I are great partners. That said, Vera is the  
tiebreaker.

What is the best book you’ve read recently?
GM: “Captivate” by Vanessa Van Edwards.

 Meet the highest earners of 2017

PROFORMA 
PRINCIPALS: GREG MUZZILLO, FOUNDER, AND 
VERA MUZZILLO, CEO

2

AMERICAN SOLUTIONS FOR BUSINESS 
PRINCIPAL: JUSTIN ZAVADIL, PRESIDENT3

Continued on page 36
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What was your company’s biggest accomplishment over the last year?
Thomas D’Agostino Jr.: After completing the large acquisition [of Data Supplies 
Inc.], which doubled the size of our company, we successfully merged the two cultures 
together. In doing so, the acquired company’s customers now have access to much 
greater technology, global supply base and national distribution. Additionally, in conjunc-
tion with a global health care provider, we created a “Center of Excellence for Marketing,” 
which provides marketing analytics, digital assets and all branded product.

What is your company’s top priority for 2018?
TDJ: [I’d say] improving profitability by enabling our sales representatives with the 
best tools and support for them to be able to offer their customers the best solutions 
in our marketplace.

What is the biggest challenge facing distributors today, and how can we work 
toward a solution?
TDJ: Complacency [is the biggest challenge]. In a changing industry like ours, dis-
tributors have an advantage because they can shift their offering to meet the needs 
of customers.

How do you make tough choices in your organization?
TDJ: Always with the customer in mind, first. Our executive team makes internal 
strategic decisions, and if there is ever an impasse, the CEO makes the final decision 
with the input of the team.

What is the best book you’ve read recently?
TDJ: “Reagan: The Life” by H.W. Brands. 

SMART SOURCE LLC 
PRINCIPAL: THOMAS D’AGOSTINO JR., CEO6

What were your company’s biggest accomplishments over the last year?
Ross Silverstein: First, our relationships. We strengthened our connections and business relation-
ships with our affiliates and our preferred vendors. Second, growth. We grew our affiliate network, 
our top-line revenue and our profits.

What goals do you have for your business in 2018 and beyond?
RS: Same as above, same as every year—[we want] stronger relationships with our key constituen-
cies, and continued growth in all key areas. Plus, [we’re planning] enhanced technology offerings to 
our affiliates.

How must distributors adapt to stay relevant in a mature industry?
RS: Work hard at maintaining and establishing existing and new relationships. Take advantage of 
technology, and seek out financial or business service providers to lighten your load and free you up 
so you can sell more. Read and heed the lessons from the best-selling business book “Who Moved 
My Cheese?” by Spencer Johnson.

How do you make tough choices in your organization?
RS: In the words of the famous former chairman of General Electric, Jack Welch, I consider all of 
the relevant information available to me, and then I go with my gut. Also, I think long and hard about 
the options, considering the pros and the cons and taking into account financial and other important 
considerations. I also consult with others, both inside and outside of the organization, whose experi-
ence is relevant and whose intelligence and opinions I respect.

What is the best book you’ve read recently?
RS: “Sting Like a Bee: Muhammad Ali vs. the United States of America, 1966-1971” by Leigh Montville.

IPROMOTEU 
PRINCIPAL: ROSS SILVERSTEIN, CEO AND PRESIDENT5
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WHO WE ARE

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. Total Retail’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. 


