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ALEX MARCHESCHI
Editor-in-Chief

I t’s difficult to truly have your finger on 
the pulse of an industry as expansive 
as the sign industry. There are many 
different lanes and avenues in this 

market, a left turn toward digital signage 
will leave you in a land completely differ-
ent from a right turn toward channel let-
ters. And don’t forget about the detours 
to print-based operations, vehicle wraps, 
ADA compliant signage and seemingly 
countless other routes. 

For this reason, it’s extremely valuable 
for us here at SBI to have eyes and ears 
on the ground, interacting with the mov-
ers and shakers of this industry. That’s why 
I’m so excited to welcome Wendy Graves 
to the SBI team as a correspondent. I’ve at-
tended a handful of Make It Happen Sig-
nage Academy bootcamp sessions hosted 
by Graves and her colleagues and each time 
I’ve walked away equipped with new, great 
industry knowledge. 

Graves’ connections with sign shop 
owners and employees across North Amer-
ica are substantial, earned in a grassroots 
fashion. I’m going to be relying on her to 
point me in the right directions when it 

 

Listening Locally
The heart of the sign industry has a story to tell. 

AGENDA 

Note: Events listed below are 
subject to change. Please check 
show sites for the most up-to-
date information.

APRIL 2025
APRIL 23-25: 
Set for Las Vegas, ISA 
International Sign Expo 2025 
will feature everything you 
need to be successful in the 
sign, graphics, print and visual 
communications industry.  
signexpo.org.

AUGUST 2025
JULY 30-AUG 2: 
Mid-South Sign Association’s  
SignConnexion 2025 will take 
place in Mobile, Alabama as 
many of the region’s big players 
in signage get together to 
discuss industry trends.  
midsouthsign.org

comes to features in the magazine and sto-
ries to keep an eye on. To make a sports 
analogy, Graves’ role is similar to that of a 
baseball scout for a Major League Baseball 
team. She might find a great story for us at 
a small five-person shop in Indiana or at 
a massive facility with a rolodex of thou-
sands of big-name clients. 

The important thing is that she’s help-
ing us take a step toward truly covering the 
heart of the signage industry. The theme of 
this issue is new technology and if you’re 
a sign shop owner or employee, you know 
that new tech moves the needle for clients. 
A super thin, halo-lit cast metal channel 
letter may be available in one market, but 
nowhere to be found in a different one. 

One region of the country may have a 
better grasp on digital signage than oth-
er regions. Content management sys-
tems may be running networks of digital 
signage in one area, while manually cre-
ated sign messaging may be relied upon 
in other areas. You may go on vacation 
or a work trip and see some signage 
you’ve never seen in your region, and 
it’s our job to make sure we make the in- Ph
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dustry aware of it all. You get the point, 
we want to know which tech is sticking 
in which areas. 

One thing I’ve been noticing lately is 
a bit of an “old school” vs “new school” 
battle amongst shops across the country. 
However, a lot of the old school shops have 
embraced new business strategies and 
technology in order to adapt to the times. 
Family businesses that once relied on vet-
eran members of the family to lead the 
company are passing the baton to younger 
members of their family or organization. 

It’s exciting to see new thoughts, new 
tech and new installations hitting the 
scene on a daily basis and we want to know 
about them all. Please join me in welcom-
ing Graves to our team, we’ll be bringing 
you tangible stories from the field and 
staying on top of the latest trends. 

Same Day Shipping
on Orders Placed by 4 PM!
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IN THE INDUSTRY

NOVA 
POLYMERS 
LAUNCHES 
NEW WEBSITE
 THE NEW WEBSITE IS TAILORED 
to cater to the needs of architects, 
designers and sign fabricators, 
providing easy access to essential 
sections and resources required 
for specifying or creating 100% 
Braille/ADA-compliant signage. 
The website also prioritizes key 
content and organizes it for 
seamless accessibility based on the 
designer or fabricator’s interest and 
requirements.

Emphasizing Nova’s dedication to 
ADA compliance and inclusiveness, 
the new website showcases the 
company’s innovative products, 
including the groundbreaking world’s 
first clear photopolymer sign mate-
rial, reinforcing its position as the 
ultimate authority in photopolymer 
braille and ADA-compliant signage. 
Additionally, the site highlights the 
diverse range of exterior and interior 
photopolymer substrates and the 
user-friendly sign-making system, 
reflecting Nova’s commitment to 
ongoing innovation.

Architects and designers can 
easily access ADA signage training, 
BIM objects for architectural 
enhancement and design inspira-
tion. Fabricators can see how the 
Nova Polymer sign making system 
g u a r a n t e e s  1 0 0 %  B r a i l l e /
ADAcompliance, browse the prod-
uct catalogue, or access the collec-
tion of SOP quality guidelines, man-
uals, troubleshooting guides, and 
SDS sheets. Moreover, those seeking 
a list certified polymers Braille/ADA 
sign fabricators utilizing Nova’s pre-
mium materials can find this infor-
mat ion  under  the  Prefer red 
Fabricators tab. 

AMID THE GROWING POP-
ULARITY of the direct-to-
film (DTFilm) market, Epson 
launched the new SureColor® G-

Series product line and its first wide-format 
DTFilm printer – the SureColor G6070. 
Designed to address the wants and needs of 
garment decorators looking for a versatile 
solution to embellish a wide variety of ma-
terials in an efficient manner with minimal 
cost, the SureColor G6070 is engineered 
to deliver reliability, ease of use, minimal 
maintenance and consistent print quality.

“Many print service providers are already 
using DTFilm in their shop, yet are spend-
ing much of their resources maintaining 
their equipment, rather than growing their 
business,” said Andreas Goehring, director, 
Professional Imaging, Epson America, Inc. 

EPSON ANNOUNCES ITS FIRST 
DIRECT-TO-FILM PRINTER

“No matter what market we enter, Epson 
strives to bring reliability, accessibility and 
print quality to customers, and that is no 
different with the SureColor G6070. This 
model is designed to open new doors for ap-
parel decorators looking to explore new and 
creative ways to produce stunning apparel.”

The compact SureColor G6070 features 
a front-loading media design that sup-
ports a generous 35.4-inch print width 
to fit more transfers per roll and enables 
the production of oversized graphics. Le-
veraging a PrecisionCore® Micro TFP® 
printhead with Nozzle Verification Tech-
nology, as well as a large-capacity sealed-
ink-pack system featuring new Ultra-
Chrome® DF inks, it consistently delivers 
professional-grade prints with vibrant 
colors and crisp, detailed clarity. 

http://www.signshop.com/
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SNA DISPLAYS provided a video 
display upgrade to the parking ga-
rage and bus terminal entrance at 
Washington, D.C.’s Union Station, 

a multi-modal transportation hub that sees 
30 to 40 million visitors a year. The new 
LED video technology replaced outdated 
digital signage and was installed as part 
of Union Station Redevelopment Corpo-
ration’s (USRC) near-term modernization 
efforts to improve the commuter and cus-
tomer experience.

USRC oversees Washington’s Union Sta-
tion property on behalf of the U.S. federal 
government, while also operating the Union 
Station parking garage and bus terminal op-
erations. The Union Station parking garage 
has the largest rental car operation outside 
of the metropolitan area airports and is the 

SNA DISPLAYS RETROFITS  
DIGITAL SIGNAGE AT D.C.’S  

KEY TRANSIT HUB

GENERAL 
FORMULATIONS 
APPOINTS 
NEW VP OF 
PURCHASING & 
PRODUCTION 
GENERAL FORMULATIONS HAS 
announced the promotion of 
Dan Collins to Vice President of 
Purchasing & Production. Collins 
is a passionate leader with more 
than 20 years of experience in 
operations, manufacturing and 
multi-channel product distribution 
with P&L ownership.

Since joining General Formulations 
in November 2023 as Finishing Plant 
Manager, Collins has played a pivotal 
role in streamlining production oper-
ations and driving continuous 
improvement. 

Collins’ experience includes nota-
ble achievements, such as managing 
the opening of Amazon fulfillment 
center spanning millions of square 
feet, where his team achieved a 
record-breaking inbound and out-
bound package handling volume 
within a single day.                                     	
   “Dan’s entrepreneurial mindset, 
coupled with his extensive experi-
ence in operations and his commit-
ment to fostering strong team 
dynamics, make him the ideal candi-
date for this role,” said Mike Clay, 
President of General Formulations. 
“We are confident that under his 
leadership, GF will continue to 
enhance its operational excellence 
and deliver exceptional value to our 
customers worldwide.” 

only intercity bus terminal in Washington, 
D.C. USRC selected a 33-foot-long LED 
screen from SNA Displays to greet com-
muters at the entrance between the station’s 
bus terminal and the train concourse that 
houses Amtrak and the commuter rail lines 
MARC and VRE. The display is wall-mount-
ed just below ground level and viewable to 
visitors transitioning down escalators into 
the station from street level.

Measuring approximately 5′ x 33′ (384 
x 2,560 pixels), the new 3.9 mm EMPIRE™ 
Exterior video screen is used to welcome 
visitors, advertise local events, and deliver 
timely, relevant information to busy com-
muters on the go. In addition to manufac-
turing and installing the new LED screen, 
SNA Displays provided demolition for the 
old technology. 

http://www.signshop.com/
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SIGN SHOW

ADHESIVES
Coastal Enterprises PB Bond 240 HDU Adhesive 

PB Bond-240 HDU Adhesive is an amber colored, one part urethane 
adhesive that works well for indoor or outdoor applications. It cures 
from a liquid to a solid state with a slight amount of moisture. Use 
it to join Precision Board High Density Urethane sheets with butt 
bonds to make them longer or wider, and for laminating sheets 
together to make them thicker. The consistency of PB Bond-240 
HDU Adhesive is similar to honey, making it easy to apply directly 
from the container. No mixing is required. Cure time: 4 hours before 
moving, full strength in 12 hours.

Features 

•	 One step application – no mixing required

•	 Fully cures in 12 hours

•	 Quickly butt bond sheets together to create sheets of virtually any size

•	 Great for keeping “bone yard” to a minimum

•	 Easily laminate sheets to create desired thickness 

precisionboard.com

CHANNEL LETTERS
Gemini Cast Metal Halo Lit Signage

Gemini Cast Metal Halo Lit Signage combines the look 
of made-to-order cast dimensional letters and logos 
with the distinctive visibi l ity of halo l ighting. This 
creates unique profiles with depth and permanency. 
The Cast Metal Halo Lit Signage is available in bronze 
or aluminum with sculpted, prismatic, flat or round 
face options with 60 different finish/color options. Five 
color options are available for halo lighting and sizing 
varies from 6" to 48" high. Gemini provides a lifetime 
w a r r a n t y  o n  l e t t e r s  a n d  l o g o s  a n d  1 0 - y e a r 
manufacturer warranty on UL cert i f ied electr ical 
components including LEDs and power supplies.

geminimade.comMEDIA
Magnum Magnetics DigiMaxx EnGage 

DigiMaxx EnGage by Magnum Magnetics is a magnetic 
receptive media constructed out of a high-quality, 
easy-to-install material that is perfect for any large-
format pr int ing project.  This l ightweight,  durable 
solution offers a blend of performance, print quality 
and affordability. The magnetically receptive surface 
simplifies design flexibil ity while delivering vibrant, 
clear visuals that leave a lasting impact. Key features 
of EnGage magnetic media include: high print quality, 
large format compatibility, a durable and easy-to-
clean surface, hassle-free installation and universal 
compatibility.

magnummagnetics.com

Experience Excellence
E a s y B e n d e r  S e r i e s

There’s still time to take advantage of huge tax breaks with Section 179 

Make us the First Choice for all your SignMaking & DieMaking needs.

For over 30 years, we have been at the forefront of the SignMaking and DieMaking 
industries, providing cutting-edge, automated technology that ensures accuracy, 
precision, and reliability. Our equipment is designed to elevate your business to new 
heights of excellence. If you’re ready to take your operations to the next level, join 
the many satisfied customers who have made us their first and only choice.

Check out our latest innovations at this year’s ISA Sign Expo at Booth #1436 in Las Vegas, NV – April 23-25 
or visit our website at: sdsautomation.com today.

http://www.signshop.com/
https://geminimade.com/
https://magnummagnetics.com/
https://precisionboard.com/
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For over 30 years, we have been at the forefront of the SignMaking and DieMaking 
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BRANDING
BY WENDY GRAVES
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Did you make a New Year’s Reso-
lution? I did! My resolution is 
to read more in 2025 and so far 
I’m off to a great start! I’m here 

to share some major nuggets from my two 
most recent reads: “Building A Story Brand” 
by Donald Miller and “The Go-Giver” by 
Bob Burg and John David Mann. 

Let’s dive into “Building a Story Brand” 
first. As sign enthusiasts, we all share a pas-
sion for what we do: supporting our cli-
ents, manufacturing signs and completing 
installations. However, let’s be honest: do 
our clients really care about the same things 
we care and boast about? Ask yourself this 
question: what will be your brand’s story in 
2025 and beyond? 

At any of the Make It Happen Signage 
Academy events, you’ll hear us emphasize 
the phrase “Stand Out” anywhere from five 
to 10 times during the event. We all sell 
signs, but does your story help differentiate 
you from the competition? Does your brand 
attract customers based on an emotional 
connection, or is it just a matter of meeting 
their current sign needs? 

From my reading, I’ve realized that we’re 
all constantly scanning our environment 
to satisfy our instinctual need for survival. 
In his book, Miller explains that just be-
cause you have a strong brand, that doesn’t 
automatically help your customer’s needs 
get met. As he explained, while he had the 
largest manufacturing plant in his respec-
tive industry, his customers didn’t neces-
sarily care. Why? “Because that information 
doesn’t help them meet their basic needs—
like eating, drinking, finding love, building 
a community or seeking deeper meaning.” 
This observation from Miller highlights that 
as sign shops, we often showcase the wrong 
information in our marketing. 

Storytelling is a powerful tool that busi-
ness owners can utilize to cut through the 
noise. It organizes information in a way 
that compels people to listen. The noise sur-
rounding a sign company often includes 
mundane details such as product showcases, 
a new warehouse or recently built projects. 

While it’s important to our companies, 

to a consumer it’s just noise. Where’s the 
engagement? Where’s the storyline and the 
connection that meets a primitive need? 
Take a moment to reflect on your own story. 
What do you need to filter out from your 
messaging to make it simply understand-
able, yet relevant to your current and po-
tential clients? What makes you truly stand 
out? Grab a piece of paper and just start 
brain dumping after considering the follow 
questions:

1. What do you offer? (If it’s a lot of prod-
ucts, start with your strongest one.)

2. How will it make your customer’s  
life better? 

3. What does your customer need to do 
to buy it? 

By answering these questions from your 
client’s perspective, you can adjust your 
marketing strategies to create a stronger 
connection. Now, I can already hear the 
groans—change is never easy and figur-
ing out a new marketing direction can be 
an overwhelming challenge. It won’t be an 
overnight completion of the to-do list, but it 
will change the feel and connection people 
have with your company if done properly. 

If you use platforms like MailChimp or 
Constant Contact, consider sending out 
an email blast to your customer base with 
a few thoughtful questions. You could even 
narrow down the clients and call your top 
10 asking for a moment of their time. Start 
with a couple simple questions like: “What 
one service does our brand offer you that 
matters most?” or “What problem does 
our company solve for you that no one  
else does?’

You may be surprised by the responses. 
Will their answers reflect your well-known 
tagline? Or maybe they’ll be influenced 
by the last product they purchased, or the 
problem you solved for them. The last thing 
you want to hear is just a list of products: 
“You made me an exterior sign, you create 
banners, you produced that interior sign for 
my lobby, etc.”

While those are all the products you sell, 
does the client connect emotions to your 
brand? Are they now invested in your brand 
or just this one-time experience?

The biggest brands in the world all tell a 
story. Consider your favorite fitness apparel 
or technology item. Take Apple for example. 
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Tips and tricks from two books that encourage business  
owners to strengthen their stories.

“Storytelling is a powerful tool that 
business owners can utilize to cut 

through the noise.”

http://www.signshop.com/
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According to Google, “Apple’s marketing 
message is to sell experiences and feelings 
with a goal to enhance creativity and con-
nection that fit into everyday lives.” We may 
or may not buy their products, but we can 
all agree that their marketing plan to meet 
our daily needs is successful.

Onto the next book, “The Go-Giver,” 

which also encourages you to consider your 
brand impact and how your company will 
stand. This book takes you along a path 
to better understand some main laws to  
operate by. 

“All the great fortunes in the world have 
been created by men and women who had 
a greater passion for what they were giv-

ing - their product, service or idea - than 
for what they were getting,” says Burg and 
Mann. “And many of those great fortunes 
have been squandered by others who had a 
greater passion for what they were getting 
than what they were giving.”

I hope you and your sign shop make 2025 
a year that sets you apart. I started by re-
minding you that we all sell signs, and we 
love them. However, this life is about con-
necting with people. Your business should 
be inspiring because you give your time and 
talents to help the community and build the 
other businesses in your community.

Knowledge like this is key to aligning 
yourself for better personal and profes-
sional growth. Just try to read a bit with that 
cup of morning joe or close out your night 
with some encouraging words, you won’t  
regret it. 

In closing, remember this message from 

Miller: “No matter what your training, no 
matter what your skills, no matter what 
area you’re in: you are the most important 
commodity. The most valuable gift you 
have to offer is you. Reaching any goal you 
set takes 10 percent specific knowledge or 
technical skills and the other 90 percent is  
people skills.” 
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JUST TRY TO READ A BIT WITH THAT CUP OF MORNING JOE  
OR CLOSE OUT YOUR NIGHT WITH SOME ENCOURAGING WORDS,  

YOU WON’T REGRET IT. 

TRY IT FREE

Everything you need to
manage a growing sign
shop in one place.

sign-tracker.com

DigiMaxx: Super-wide magnet for 

large-scale, high-quality image printing.

Extra-wide magnetic sheets ideal for 

indoor and outdoor applications.

Magnum offers quality, delivery speed, 

and excellent customer service.

Your big ideas will 

stick with Magnum!

MagnumMagnetics.com  |  800.258.0991

T H I N K  B I G !
F O R 

S O L V E N T , 

E C O - S O L V E N T , 

L A T E X ,  & 

U V  I N K J E T 

P R I N T I N G
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Every industry is spurred forward by new 
technology. New thoughts lead to new 
designs and advancements in tech lead 
to increased efficiency in the workplace 

and more effective installations. In the signage 
industry, the meaning of “new technology” en-
compasses a lot of things. There are channel let-
ters, wall graphics, digital signage, LED installa-
tions, vehicle wraps, carved signage, ADA signs 
and more that involve their own marketplaces 
and ecosystems. It can be hard to stay on top of 
all the product releases and tech advancements. 

This new tech roundup shows you the direc-
tion the industry is pointing. All signs point 
to a healthy market for digital signage in the 

upcoming decade and the average sign shop 
customer is becoming increasingly insistent 
on fully custom signage. There are products 
in R&D across the country being developed to 
address these market needs. Continue reading 
this new tech roundup to keep your finger on 
the pulse of the industry. Let’s start with some of 
the latest news from Computerized Cutters, the 
company that produces machines for channel 
letter production and fabrication. 

Channel Letter Production
The signage industry has changed since the 
pandemic, as Computerized Cutters owner 
Carl Ondracek explains. 

TECHNOLOGY
BY ALEX MARCHESCHI

From channel letter 
benders to digital 

signage touchscreens,  
learn about some of 
the new tech hitting 

the market. 
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“The COVID-19 recession in 2020 was par-
ticularly challenging for machine manufactur-
ers. During such downturns, companies are 
reluctant to invest in capital expenditures,” says 
Ondracek. “However, as we’ve seen in past re-
cessions, recovery eventually comes and busi-
nesses recognize the need to invest in new ma-
chines to stay competitive.”

The Accu-Cut XLR8 CNC Router Table 
is Computerized Cutters latest product to hit 
the market. These router tables are built upon 
a heavy-duty steel welded base that will not vi-
brate loose and are hand-assembled by Ameri-
can craftsmen to ensure accuracy and repeat-
able cutting up to .003 (three-thousandths) 

of an inch. These router tables will accurately 
cut aluminum, acrylic/plastics and wood. The 
Accu-Cut XLR8 is also capable of cutting 3D 
parts, when used with the proper software to 
create 3D files.

“We set out to manufacture the best router 
right here in the USA, to stand out against the 
influx of lower-priced machines from Asia. 
While these imported routers might be cheap, 
they often fall short in quality and post-pur-
chase support,” says Ondracek. “We joke with 
companies looking at the cheap Asian ma-
chines, we tell them to buy three of them so 
that when the first two break down in the first 
year they will have spare parts available. We 
want companies to know that when they buy 
one of our router tables, it’s going to last for over  
20 years.” 

In terms of what makes the company move 
these days, their classic offering is still a popular 
option for the market.  

“Our top-selling machines are the Accu-
Bend series. The Accu-Bend Freedom, in par-
ticular, is our best seller because it empowers 
smaller sign companies to compete with larger 
ones,” says Ondracek. “Priced around $20,000, 
it offers a cost-effective alternative compared to 
machines costing $50,000 and more.”

Ondracek has been running the company 
since the mid-90s and, as a result, he has quite 
the understanding of the signage market. 

“With the number of new sign companies 
coming on the scene, and the growth of existing 
ones, finding good skilled workers has become 
increasingly challenging,” he says. “As a result, 
the demand for automation is higher than ever.”

Here at SBI, we’ve of course been notic-
ing the demand for custom signage skyrocket 
across the nation as capabilities and branding 

expectations continue to expand. There seems 
to have been a death of uniformity across  
the market. 

“From car wraps to interior and exterior 
signs, nothing is cookie-cutter anymore. Com-
panies especially want their signs to stand out,” 
says Ondracek. “With handmade signs becom-
ing rare, machines have become essential for 
sign-making today.”

LED Technology
After a trip to Digital Sign Experience 2024 
(DSE) in Las Vegas this past December, SBI 
walked away with a newfound understand-
ing of the digital signage market. The market 
includes a vast array of products from LED 
boards to content management systems to ex-
periential design equipment and more. One 
company, ClearLED, stopped many attendees 
in their tracks with their Wall Series of LED 
display modules that can be combined and ar-
ranged to turn a storefront window into an eye-
catching digital signage display, or even formed 
into a cube to create and one-of-a-kind experi-
ential signage installation at a trade show, retail 
store, concert, etc. 

The ClearLED Wall Series was designed 
for high-profile installations and is comprised 
of a lightweight modular system with built-in 
power supplies and receiving cards for easy in-
stallation and impressive brightness, ensuring a 
streamlined display experience. 

ClearLED ensures a high pixel density and 
more captivating imagery on their transpar-
ent display. Customers can select from a range 
spanning 1.9mm to 25mm for tailored solu-
tions and with a vast 120-degree viewing angle, 
in both vertical and horizontal dimensions, it 
unlocks limitless creative possibilities. In terms 

ClearLED’s Wall Series allows 
vibrant, highly customizable 
digital signage content to shine.

The Accu-Cut XLR8 CNC 
Router Table is a heavy-duty, 
steel-welded workhorse. 

http://www.signshop.com/
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of brightness, the ClearLED wall shines brightly 
in daylight and illuminates the night, ensuring 
content is vividly presented, no matter the time 
or place.

According to ClearLED, LED displays are 
capable of revolutionizing retail spaces in eight 
particular ways:

1. Visual Impact: LED displays provide 
unmatched visual impact. Their vibrant colors, 
sharp images, and flexible sizing make them 
ideal for creating eye-catching visuals that 
draw customers in. Whether it’s a massive 
video wall or a sleek digital sign, LED displays  
grab attention.

2. Storytelling: In the digital age, storytell-
ing is paramount. LED displays enable retail-
ers to tell their brand story in immersive ways. 
They can convey the brand’s history, values, 
and mission through dynamic video content, 
fostering a deeper connection with customers.

3. Interactivity: Many LED displays are 
touch-sensitive or equipped with motion sen-
sors. This interactivity engages customers on a 
whole new level. Shoppers can explore product 
catalogs, try out virtual try-on experiences, or 
access additional product information right at 
the display.

4. Personalization: LED displays offer 
opportunities for personalization. Retailers 
can tailor content based on customer profiles, 
purchase history, or even the weather outside. 
Personalized experiences make customers feel 
valued and understood.

5. Wayfinding: Navigating large retail 
spaces can be daunting. LED displays can serve 
as interactive wayfinding tools, guiding cus-

tomers to the products or sections they’re look-
ing for. This enhances the shopping experience 
and reduces frustration.

6. Real-time Updates: LED displays excel 
at displaying real-time information. Whether 
it’s daily specials, flash sales, or inventory up-
dates, retailers can keep customers informed 
and engaged. This agility in content manage-
ment keeps the shopping experience fresh.

7. Aesthetic Enhancements: LED dis-
plays contribute to the aesthetics of retail spac-
es. They can be seamlessly integrated into store 
designs, adding a futuristic, modern touch that 
elevates the overall ambiance.

8. Sustainability: Sustainability is a grow-
ing concern for retailers. LED displays are ener-
gy-efficient, consuming significantly less power 
than traditional lighting systems. This not only 
reduces operational costs but also aligns with 
green initiatives.

Digital Signage Touchscreens
SBI was also introduced to TSI Touch at DSE 
2024, the Uniontown, Penn.-based company is 
a leading manufacturer of touchscreen and pro-
tective solutions for commercial-grade displays. 
Beyond being able to offer touch capabilities for 
any display, they provide multiple interactive 
solutions for even the most unique projects. 

TSI Touch is an employee-owned business 
that was established in 1989 as a division within 
a defense contracts company and re-established 
as an independent company in 2011. 

West Virginia University has been in the 
midst of campus expansion in recent years, 
and the constant expansion led to a need for a Ph
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simple, easy solution for information to be dis-
played on the many Donor Walls and Hall of 
Fame installations across their campus. WVU 
began to explore the use of digital signage to 
meet these needs and provide informational 
capabilities throughout the installations across 
their campus. 

Working with the InfoStation team at WVU, 
TSI Touch designed a custom solution to meet 
the demands of WVU. The products manu-
factured were ShadowSense and Projective 
Capacitive (PCAP) touch overlays built specifi-
cally to fit the Samsung DM, PM and QM series 
displays being utilized on the WVU campus. 
The TSI Touch overlays included customized 
extended cold rolled steel bezels with highly 
protective tempered glass. The solution pro-
vided an innovative, user-friendly touch expe-
rience and protection for the commercial grade 
Samsung displays. 

ShadowSense touch technology was first 
chosen because it is not susceptible to ambi-
ent light sources compared to Infrared touch 
technology. As PCAP was introduced to WVU, 
they began to make more purchases with this 
touch technology because the solution has an 
aesthetically pleasing zero-bezel appearance 
and is also immune to ambient light sources. 

With the customized extended bezel of the 
TSI Touch overlays (with ShadowSense), WVU 
was able to cover all other hardware behind the 
displays to create a clean, finished look. The 
operating system, mounting hardware, etc. 
were enclosed within the final product and hid-
den from users with side bezels that extended 
from the front of the solution to ¼” from the 

ClearLED can transform any  
set of windows into a digital 
signage masterpiece.

The CFX Series of professional flatbed cutting plotters increases productivity through higher 
speeds and multi-tool heads that reduce tool changes. It includes features for more accurate 
cutting over a variety of materials, and is expandable to suit your business needs.

A professional cutting system 
that grows with your business
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Printing
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wall. The digital content management solution 
WVU utilizes is Four Winds Interactive (FWI), 
one of TSI Touch’s industry partners. Through 
leveraging FWI’s content manager and player 
software, WVU is now able to create custom 
content that supports the visual communica-
tions plan of the university.

TSI’s products are now installed in 13 build-
ings on the Morgantown, W. Va.- campus, with 
17 installs utilizing fully interactive content. 

Digital Signage Touchscreen Tables
The New Mexico Wine & Grape Growers As-
sociation and Ideum teamed up to celebrate the 
rich history and pioneering spirit of New Mexi-
co’s winegrowers using Ideum’s Tasting Table at 
the 2025 Unified Wine and Grape Symposium 
at the end of January.

Ideum’s Tasting Table can host up to four 
guests at once. The bar-height touch table fea-
tures an optically bonded 55” touch display 
and a stylish combination of wood and steel, 
making it an ideal addition to wine bars and  
tasting rooms.

The Wine Experience software package al-
lows owners to upload wine information to 
a cloud-based content management system 
(CMS) and design personalized tasting experi-
ences. Ideum’s sophisticated object-recognition 
software aids in identifying specific wines using 
custom tabletop coasters. Guests can also share 
their tasting experiences through an interactive 
digital tasting wheel. 

New Mexico is the oldest wine-growing re-

gion in the United States, with the introduction 
of the Mission grape in 1629 by Spanish friars. 
To celebrate the state’s long wine history, the 
New Mexico Wine & Grape Growers Associa-
tion and Ideum collaborated to showcase how 
the industry continues to evolve, blending tra-
dition with cutting-edge technology.

Ideum worked with the New Mexico Wine 
Association and VARA Winery to develop and 
extensively test the Wine Experience software. 
The Software allows wineries, wine bars and 
others to create their own branded tasting ex-
perience through a cloud-based CMS. 

“We’re thrilled to partner with Ideum to 
bring a new level of interactive engagement to 
the Unified Wine and Grape Symposium,” said 
Christoper Goblet, Executive Director of the 
New Mexico Wine and Grape Growers Asso-
ciation. “Our state’s winemaking tradition has 
deep roots, and it’s exciting to showcase both 
our historic legacy and the innovative strides 
we’re making in the industry today.”

Owners can create custom wine tastings, and 
as guests participate, their choices on the tast-
ing wheel are recorded and sent to the cloud. 
This helps winemakers and others gather infor-
mation about the aromas and flavors in their 
wines. It makes the tasting experience more 
straightforward to understand, more interac-
tive and less intimidating for guests. A win-
emaker or sommelier can guide the experience, 
or guests can explore at their own pace.

“This is a passion project that brings to-
gether all of our experience,” says Jim Spadac-

cini, founder of Ideum and amateur vigneron. 
“We’ve been developing touch tables since 
2006, and we’ve been developing object recog-
nition software, which identifies the wines, for 
nearly a decade. In addition, we’ve created tast-
ing software for Starbucks, the JCB Collection 
and MSC Cruises. This new product brings all 
of this together.”

Printers
Roland DGA Corporation recently introduced 
its fastest TrueVIS printer to date: the next-
generation XP-640 – a Pro-level 64-inch eco-
solvent inkjet that combines high image quality 
and outstanding productivity. The XP-640 in-
corporates several exciting innovations, includ-
ing new printheads, upgraded high-speed data 
control technology and new inks, to provide us-
ers with the best of both worlds – outstanding 
speed and stunning output.

The XP-640’s newly designed dual staggered 
printheads eject finer ink droplets at higher 
densities to produce incredibly vibrant, detailed 
graphics with fewer passes. These advanced 
printheads, along with the new data control 
functionality, enable the XP-640 to print at 
speeds of up to 818 square feet per hour while 
achieving high-definition image quality.

New TH eco-solvent inks deliver an expand-
ed gamut that opens up a new world of creative 
opportunities for print professionals. In addi-
tion to CMYK, Orange and Green, the TH ink 
set includes a new Red ink option, allowing us-
ers to achieve the highest accuracy with red and 

Ideum’s Touch Tables offer 
dynamic and engaging ways for 

clients to utilize digital signage.

TSI Touch turned WVU’s  
campus into an interactive 

learning center. 
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orange expression. 
The XP-640 is packed with features for effi-

cient high-quality output, including an easy-to-
use seven-inch color LCD touch panel, a media 
setup function that automatically performs 
accurate media gap and compensation adjust-
ments, a media take-up that reduces media 
skewing for stable production and a perforated 
sheet cutter for quick and efficient post-pro-
cessing work. 

Like all Roland DG devices, the XP-640 is 
built to provide high levels of performance over 
the long haul, with minimal maintenance re-
quired. XP-640 users also have access to Roland 
DG Connect.

Digital Signage Content Management 
Kitcast, a leader in digital signage software for 
Apple TV, announced the release of its new 
platform. It enables businesses to turn their 
digital displays into dynamic, engaging and in-
teractive communication tools. 

As digital signage becomes a critical compo-
nent of modern corporate communication, the 
demand for more efficient and goal-oriented 
tools has never been higher. With Apple TV’s 
widespread adoption and Kitcast’s smart man-
agement features, businesses now have a scal-
able solution that meets the needs of both small 
companies and large enterprises.

Kitcast simplifies content management 
across multiple screens, allowing users to dis-
play images, videos, data dashboards, webpages 
and live streams effortlessly. Kitcast’s platform 
is used by global giants like Disney Studios, 
American Eagle Outfitters, The New York 
Times and Delta Dental.

Kitcast delivers enterprise-grade reliabil-
ity with features such as zero-touch deploy-
ment, Single Sign-On (SSO) and advanced 
user management. 

Key Features of Kitcast:
•	 Enterprise-Ready Features: Kitcast 

offers enterprise-level functionality, in-
cluding zero-touch mass deployment, 
Single Sign-On (SSO) and advanced 
user management, ensuring reliability 
at any scale.

•	 API: Kitcast API allows customers to cre-
ate custom integrations with third party 
applications, offering enhanced flexibility 
and control.

•	 Drag and Drop Built-in Widgets: Ef-
fortlessly integrate various content sourc-
es into playlists, including social media 
feeds, calendars, weather, TikTok, TED 

Talks or HTML5 websites.
•	 AI-Powered Content Creation: Cre-

ate stunning designs in seconds. Select a 
video or static background, add your mes-
sage and let the AI craft the perfect layout.

•	 Unlimited Media Library: Enjoy 
flexible media management with un-
limited cloud storage. Easily connect to 
Dropbox or Google Drive for seamless 
media access.

•	 Easy Playlist Management: Switch 
between and create new playlists effort-
lessly with side navigation that makes 
content control simple.

•	 Flexible Scheduling: Schedule and 
modify content from anywhere using 
smart playlists. Loop content weekly or 
choose specific dates for tailored delivery 
with automated expiration.

“We’ve built a powerful platform packed 
with practical features that make managing-
screens—whether it’s a few or thousands—
easier and more efficient,” says Egor Belenkov, 
CEO of Kitcast. “In a fast-changing industry, 
staying ahead is critical. This release highlights 
our commitment to delivering innovative, scal-
able solutions that drive growth and improve 
communication.” 

Roland DGA’s TrueVIS XP-640 High-Speed Eco-
Solvent Printer’s dual staggered printheads eject 
finer ink droplets at higher densities.
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Kitcast’s digital signage software 
allows crisp, beautifully designed 

content to be displayed in an 
Apple TV-based network. 
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ACRYLITE® digital print pop touch acrylic hits every note, blending stunning visuals 
with tactile elements—like a masterful composition—all while meeting ADA 
compliance for digitally printed signage.

Notable Benefits:

Product FAQs

 A Double-sided, for wide-format, first and second surface printing

 A Heavy matte ADA-compliant texture on the first surface for tactile 3D designs,  
 Braille and raised lettering

 A Direct-to-print, eliminates the need for adhesion promotors and primers

 A Due to its enhanced ink adhesion, ink does not chip or delaminate during  
 fabrication

A printer equipped for Braille and 3D graphic printing is essential.

ACRYLITE® digital print pop touch acrylic:
The perfect composition for 3D signage.

acrylite.co/3Dprinting

A printer equipped for Braille and 3D graphic printing is essential.

https://www.acrylite.co/3Dprinting
https://qrcodes.pro/bbi7pM
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Digital signage and digital score-
boards play a vital role in keeping 
attendees of sporting events, con-
certs and speaking sessions en-

gaged and active. These days, the possibilities 
seem endless as LED screens wow attendees of 
events in arenas and stadiums across the world. 
Major players in the space like Daktronics, SNA 
Displays, ThinkSIGN, Watchfire and more are 
constantly developing and installing LED-
based technology that is changing the game. 
   The installations of these boards often involve 
numerous partners and technology consultants 
as it’s never as simple as it may seem to bring 
crystal clear technology to massive venues.

Detroit Tigers Unleash  
Second-Largest Video Display  
in Baseball from Daktronics
Revamping and replacing a previous installa-
tion in Detroit, Michigan, Daktronics of Brook-
ings, South Dakota, partnered with the Detroit 
Tigers to deliver the second-largest main video 
display in baseball’s major leagues at Comerica 
Park. Five additional displays were installed 
along the fascia, dugout and line score locations 
ahead of the 2024 baseball season.

Outfield Video Display
The second-largest display in baseball in the 
United States replaced the outfield display 

at Comerica Park and features more than 
15,000 square feet of digital canvas featuring 
14.1 million pixels. The display itself meas-
ures approximately 67 feet high by 185 feet 
wide with a lower component measuring 
nearly 35 feet high by 96 feet high to create a 
single outfield display. It features 10-millim-
eter pixel spacing to provide Tiger fans with 
clear imagery

“Our company takes great pride in pro-
viding professional sports customers with 
the latest technology and overall digital real 
estate to execute their complex and engag-
ing game-day experiences,” said Daktronics 
CEO Reece Kurtenbach.                                 	

LED
BY ALEX MARCHESCHI

A roundup of digital signage scoreboard installations.
Ph

o
to

 C
re

d
it:

 D
a

kt
ro

ni
cs

Ph
o

to
 C

re
d

it:
 S

N
A

 D
is

p
la

ys

SCOREBOARD
CHECK THE

http://www.signshop.com/


signshop.com		  March 2025    Sign Builder Illustrated	 23

Ph
o

to
 C

re
d

it:
 D

a
kt

ro
ni

cs

Ph
o

to
 C

re
d

it:
 S

N
A

 D
is

p
la

ys

SCOREBOARD
Additional Displays
Two ribbon displays were replaced at the ball-
park, one along the first baseline and the other 
along the third baseline. Each of these meas-
ure roughly 3.5 feet high by 75 feet wide. They 
provide the opportunity to share supplemental 
graphics to the main display as well as high-
lighting sponsors throughout events.

Similarly, long narrow displays were installed 
along the front edge of each dugout roof. These 
two displays each measure more than 0.5 feet 
high by 92.5 feet wide. In the outfield below the 
main display, a new display measures almost 
5 feet high by 96 feet wide that keeps fans in-
formed with instantly delivered pitching data as 

well as branding and fan entertainment graph-
ics throughout each game.

These displays can show any combination 
of live video, instant replays, up-to-the-min-
ute statistics and game information, graphics 
and animations and sponsorship messages. 
 
UCO Stadium Upgrades Digital Signage
The University of Central Oklahoma (UCO), 
a public university just north of Oklahoma 
City, upgraded the large format digital signage 
at Chad Richison Stadium using LED video 
technology from SNA Displays in February 
2024. The stadium is home to the UCO Bron-
chos’ NCAA Division II football team and seats 
12,000 spectators.

Owner’s representative and technology con-
sultant Anthony James Partners (AJP) provided 
comprehensive design, procurement, and con-
struction administration services, supporting 
UCO in selecting SNA Displays to manufac-
ture and install the new EMPIRE Exterior LED 
video display technology.

“UCO went above and beyond with their 
knowledge of the facility to overcome some 
infrastructure challenges that contributed to a 
successful outcome. Overall their staff was an 
incredible resource for us to get this upgrade 
project completed,” said Royce Wall, AJP’s Vice 
President, Construction Services.

 “The newly installed end-zone LED rib-
bon boards are a great addition to the sta-
dium for scoring and stats, allowing for full 
video on the primary display, all of which will 

boost fan experience.”
SNA Displays retrofitted the stadium’s main 

video scoreboard with a much larger display, 
representing an increase of almost 300 percent 
in overall resolution.

The new 10 mm LED display is 35-foot-
high-by-42-foot-wide (1,056-by-1,280 pixels) 
and processes 1.3 million pixels. The score-
board also features an illuminated UCO logo 
on the front of the display and Bronchos chan-
nel lettering on the rear side. Set at the south 
end of the stadium above a rocky waterfall, the 
aesthetics give Richison Stadium one of the 
most interesting looks in college football.

SNA Displays also provided two end-zone 
LED ribbons that line the entryway to the 
university’s Sports Performance Center on the 
north end of the field. Both ribbon boards are 
approximately ninety feet long.

Canada’s Eastlink Centre’s Digital 
Centerhung from Watchfire
In the spring of 2023, the four-sided centerhung 
display replaced an aging fixed-digit score-
board. It provides fans in the 3,645-seat arena a 
360-degree view of scores, live game and replay 
videos, crowd engagement videos, animations 
and advertisements.

Watchfire was selected by the Eastlink 
Centre, a combined hockey/basketball are-
na, trade and convention facility located in 
Charlottetown, Prince Edward Island, Can-
ada, to provide the island’s first centerhung 
digital scoreboard.

SNA Displays installed LED 
boards at University of Central 
Oklahoma, one of the premier  
D2 NCAA football schools.

http://www.signshop.com/
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Built in 1991 for the Canada Winter Games, 
Eastlink Centre is home to the Charlottetown 
Islanders of the QMJHL and the Charlottetown 
Power of the ECBL and hosts concerts and oth-
er events throughout the year.

The Gemini Group of Companies of Char-
lottetown submitted the winning bid to design 
and install the scoreboard and specified Watch-
fire to manufacture the display. The centerhung 
measures 8.5’ x 13.5’ on each side and has a 
pitch of 3.9mm.

“The resolution on the scoreboard is so 
good, it’s like watching a huge television,” said 
John Abbott, interim general manager of East-
link Centre. “It’s a blank canvas and we’re ex-
cited about the possibilities.”

Fans in the arena are thrilled with the new 
addition and love to see themselves on the 
centerhung, according to Abbott. 

“We’re still learning all the things we can do 
with the display, and Watchfire reps have been 
on-site several times to teach us all the capa-
bilities. This display really helps us punch above 
our weight at Eastlink Centre.”

Maintenance and repair of the centerhung 
is also now easier. Watchfire mounted the new 
scoreboard using a hoist system, so venue op-
erators can easily lower and raise the display for 
routine maintenance or repair.

“The new scoreboard is the crown jewel,” 
said Abbott.

“Eastlink Centre is an important part of the 
P.E.I. community, and Watchfire is glad to be a 
part of the upgrades made at the facility,” said 
Bob Ferrulo, Watchfire Sports Market Direc-
tor. “The centerhung adds great excitement to 

the venue and we look forward to partnering 
with Eastlink Centre for many years.” 
 
Michigan State Upgrades Video  
Technology at Breslin Center
In January of 2024, Michigan State Univer-
sity upgraded the in-bowl LED displays at 
the Jack Breslin Student Events Center with 
video technology from SNA Displays. The 
Breslin Center is home to the MSU men’s 
and women’s basketball teams as well as 
the Spartans’ volleyball program. The mul-
tipurpose arena has more than 16,000 seats 
and hosts a variety of events including com-
mencement ceremonies, concerts, comedi-
ans, professional wrestling and other live 
entertainment.

Owner’s representative and technology con-
sultant, Anthony James Partners (AJP), pro-
vided comprehensive design, procurement 
and construction administration services, 
supporting MSU in the selection of SNA 
Displays to manufacture and install the new 
digital display network.

The Breslin Center’s focal point, a giant 
centerhung video display system, was com-
pletely replaced with a new structure, hoist 
system and video technology by SNA Displays.

The centerhung features four slightly curved 
4 mm BOLD Interior LED screens joined to-
gether with tight seams to create a seamless 
digital canvas with 360-degree viewing. Un-
wrapped, the centerhung’s display dimensions 
would be 14 feet tall and 104 feet long (1,080-
by-7,920 pixels). The display system processes 
more than 8.5 million pixels.

Additional features of the centerhung in-
clude cladding and LED strip lighting by Phoe-
nix Signs as well as a massive backlit Spartans 
logo facing down toward the court.

SNA Displays also provided a 360-degree 
LED ribbon board in the arena. At approxi-
mately four feet tall, the new 10 mm ribbon 
display extends all the way around the Breslin 
Center’s bowl, more than 725 linear feet (112-
by-22,208 pixels).

“It’s a really good-looking centerhung that 
complements the building and its history, 
and SNA made the custom scoreboard de-
sign come to life,” said Michael Rowe, AJP’s 
chief executive officer. “We have enjoyed a 
great relationship with Michigan State Ath-
letics spanning well over a decade. SNA Dis-
plays did a great job looking after one of our 
most valued customers.”

“We’re honored to work with such a class-
act Big Ten program like Michigan State 
athletics as well as the Anthony James Part-
ner’s team to provide our technology in one 
of the highest-profile venues in collegiate 
sports,” said Jason Helton, executive vice 
president for SNA Displays. 

The new display system employs a multi-
faceted video management tool, Ross Video’s 
XPression Tessera, along with a hardware 
platform including a Carbonite Ultra power 
switcher and an Ultrix router.

Phoenix Signs provided structural and 
cladding fabrication services, including light-
ing elements and the centerhung’s large Spar-
tans logo feature. Bumgarner Construction 
provided extensive installation services. Ph
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Watchfire handled the 
installation of the centerhung 
display at Canada’s  
Eastlink Centre.

Michigan State’s legendary 
basketball program entrusted 
SNA Displays with their  
LED installations. 

http://www.signshop.com/
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ISA works with city planners to make things right.

Looking Out For You
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local arts communities. 
For many years now, ISA has shared 

sign industry information on the NPC 
exhibit hall. Unlike others, we aren’t sell-
ing anything but are giving. That may be 
information about sign codes or hand-
outs from the Sign Research Foundation. 
Once back at home, ISA’s advocacy team 
follows up as a trusted contact. This leads 
to planners reaching out when they are 
developing sign codes, or they have a 
question about our industry. It builds a 
beneficial relationship that helps our in-
dustry grow.

Of course, ISA’s advocacy team is here 
to help you as well. During ISA Inter-
national Sign Expo 2025, our team will 
be at The Hub answering your sign code 
questions. Feel free to stop by and we’ll 
also tell you about the presentations  
at NPC. 

ISA International Sign Expo 2025 is 
April 23-25, with a pre-conference day on 
April 22. Register at www.signexpo.org.

I magine this: your company has just 
designed a creative sign, one that is 
perfect to drive business to your cus-
tomer’s facility. But city codes won’t 

allow the sign to be installed. 
It’s an all-too-common occurrence, 

particularly in cities where sign codes 
are overly restrictive. And it impacts 
sign companies of all sizes, specialties a 
nd regions.

Because of the high cost to our in-
dustry, ISA launched programs to reach 
city planners, so that they could better 
understand signs, sign regulations and 
the economic benefit to their commu-
nity. That was in 2011 and since, ISA 
has had personal connections with 
more than 10,300 planners and local 
officials.

Some of these connections have come 
through ISA’s Planning for Sign Code 
Success™ events, where we bring sign and 
sign code experts to train planners. ISA 
also has had success connecting at the 

annual American Planning Association’s 
National Planning Conference (NPC), 
where thousands of city planners meet to 
learn the latest trends and network with 
their peers. 

ISA and the sign industry have had a 
solid run of having our education offer-
ings selected. In 2014 and from 2016-
2019, ISA talked to more than 1,100 
attendees about wayfinding, content-
neutral sign codes, creative sign design, 
historic signs and other issues of impor-
tance to both planners and our industry.

The pandemic nixed two approved ses-
sions in 2020, setting off a string of con-
ferences lacking sign content.

We’re back on track for 2025 APA in 
late March with two presentations. The 
first, Signs of Diversity, shows how signs 
can be a powerful tool in ensuring that 
all voices are seen and heard. The second 
explores success stories of how down-
towns and Business Improvement Dis-
tricts have used digital signs to support 

ISA MATTERS
BY DAVID HICKEY
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Heavy is the head that wears the crown, but it doesn’t have to  
lead to headaches and neck cramps!
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of the most valuable lessons any leader 
can master.

No One Gets It!
Owning your own shop comes with 
added pressures for you that your em-
ployees—and sometimes even your fam-
ily—can’t fully appreciate. The responsi-
bility can feel overwhelming, like you’re 
carrying everything on your shoulders. 
I remember a time when one of our de-
signers, who did art projects as a hobby, 
gave me a small handcrafted frame with 
a mini-Atlas inside—the Titan god who 
carried the heavens. I looked at it and 
thought, yeah, that’s exactly what this 
feels like sometimes.

S tepping into a leadership role 
at your sign shop—whether as 
a team lead, manager or busi-
ness owner—comes with its 

own set of challenges. The transition 
from employee to leader can be stress-
ful, requiring a shift in mindset and re-
sponsibility. However, embracing this 
challenge puts you in a position to make 
a real impact—not only on the success 
of your business but also on the lives of 
your employees and your community.  
   Leadership is more than just giving 
orders; it’s about guiding a team, setting 
clear expectations and fostering a posi-
tive work environment while maintain-
ing accountability.

 It can feel lonely at the top!
One of the biggest challenges I faced 
early on as a business owner was wanting 
employees to like me. I struggled with 
balancing leadership and friendship, and 
it took time—along with some hard les-
sons and hurt feelings—to realize an im-
portant truth. While you can be friendly 
with your team and even enjoy social 
events outside of work, strong bounda-
ries are essential. Leadership isn’t about 
being liked; it’s about earning respect by 
making the tough decisions that keep 
the shop running effectively. Learning to 
separate personal relationships from pro-
fessional responsibilities can sometimes 
make leadership feel lonely, but it is one 

Becoming A Leader

LEADERSHIP
BY JOE ARENELLA

http://www.signshop.com/
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But here’s the thing—you don’t have to 
carry it all alone. As you step into your 
role as a leader, finding the right sup-
port systems can make all the difference. 
Reach out to your local sign association, 
look for a mentor, or join a mastermind 
group. The challenges you’re facing aren’t 
new; they only feel that way if you try to 
manage them on your own. Surround 
yourself with like-minded business own-
ers or leaders who understand what 
you’re going through, and you’ll realize 
that you’re not in this alone.

I’m Just a Sign Guy/Gal!
Let’s talk about Imposter Syndrome—that 
nagging feeling that you’re not as compe-
tent or qualified as others believe, despite 
clear evidence of your skills, experience 
and success. People struggling with im-
poster syndrome often doubt themselves, 
fear being exposed as a “fraud” and at-
tribute their accomplishments to luck 

rather than their own hard work.
This feeling is especially common 

among new business owners and leaders 
stepping into bigger roles. Even after put-
ting in the effort and earning their po-
sition or creating a successful sign shop, 
they may still feel like they don’t truly 
deserve it or that they’re just “winging 
it.” This self-doubt can often lead to hesi-
tation, stress, and missed opportunities 
due to fear of failure.

I still struggle with this sometimes in 
my own career. Back in college, I built a 
janitorial contracting business that grew 
to over 100 employees, yet when someone 
asked what I did for a living, my response 
was always, “I’m just a janitor.” Years later, 
after growing my sign business to over 60 
employees and generating more than $10 
million in annual sales, I still found my-
self saying, “I’m just a sign guy.” No matter 
how much success I had, I couldn’t shake 
the feeling that I wasn’t really a business 

leader—just someone doing a job.
In a recent podcast interview with Lori 

Anderson, (CEO of International Sign 
Association) my daughter Liz (who co-
hosts the Behind the Signs podcast with 
me) and I had a great conversation about 
this problem in the sign industry. From 
business owners to lead installers, and 
everyone in between, people in leader-
ship roles often downplay their own ex-
pertise, referring to themselves as “just a 
____ guy/gal.” But the reality is, if you’re 
leading a sign shop, you’re managing a 
highly skilled workforce, handling com-
plex workflows and overseeing detailed 
budgets to ensure profitability. You are 
not just anything—you are an industry 
expert and a business warrior.

So, moving forward, stop selling your-
self short. Whether you’re a business 
owner, a department head, or a team 
lead, own your role. You are not a “just a 
____”—you are a leader.

EVEN AFTER PUTTING IN THE EFFORT AND 
EARNING THEIR POSITION, SOME SHOP  
OWNERS MAY FEEL LIKE THEY DON’T TRULY 
DESERVE IT. THIS SELF-DOUBT CAN OFTEN 
LEAD TO MISSED OPPORTUNITIES DUE  
TO FEAR OF FAILURE.

http://www.signshop.com/
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I Feel Like I’m Dying Here!
As you step into leadership, my biggest 
piece of advice is this: pay close atten-
tion to burnout. It’s real, and it can take 
a serious toll on your health, your fam-
ily and your business. I learned this the 
hard way. For years, I never clocked out. I 
answered client calls and emails on every 
vacation, worked six days a week and put 
in 10–12 hour days. I’m not saying there 
won’t be “hustle days” when you need 
to push through a big proposal or get a 
job out the door, but if those days turn 
into weeks, months or even years, you’re 
heading down a dangerous path.

Running your business this way is not 
successful. On paper, you might be seen 
as the person who always gets the job 
done, or you may feel like you’re making 
great money. But in reality, everything 
suffers. For me, the stress led to exces-
sive drinking. Sitting at my desk until 9 
p.m. night after night, downing a bottle 
of wine or six beers, became my way to 
“wind down” from a day that never truly 
ended. That stress affected my health, my 
relationships and my decision-making 
for the business.

Eventually, I had to make serious chang-
es. I got completely sober, ran 20 marathons 
in the past 10 years, started meditating and 
most importantly, learned to unplug. I make 
time for my family without thinking about 
work (and without feeling guilty about it). I 
even discovered a handy little tool called the 
“Vacation Responder” on my email—some-
thing I once thought I’d never use. These 

changes weren’t easy after a lifetime of being 
a workaholic, but they were necessary for 
me to become a better leader.

I don’t share this to discourage you from 
stepping up in leadership. In fact, it’s the 
opposite. Your legacy as a leader depends 
on your ability to take care of yourself. If 
you prioritize your well-being, you’ll be 
in a much better position to support your 
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family, employees and customers. Leader-
ship isn’t about being perfect; it’s about 
being willing to grow. If you take care of 
yourself, you’ll be able to make a real and 
lasting impact on the people around you, 
and ensure your sign shop’s success. 

Joe Arenella: Founder of Sign Tech In-
ternational, a sign shop with 60 employees 
that made signs for national chains, local 
developers, and big projects like the Dallas 
Cowboy Stadium. He turned from sign shop 
owner to software founder! With SignTracker 
(an Inktavo company), he makes job tracking 
and sign quoting easy for sign shop owners.

Elizabeth Arenella Toynes (Liz): Grew up 
in the sign industry as Joe’s daughter. After 
swearing off the industry and earning her de-
gree in accounting, she got wrangled back 
in. She now co-owns and operates Studio 
Dzo, a multidisciplinary design studio that 
specializes in designing and building beauti-

ful, inclusive, and effective signage and way-
finding that elevate brands and experiences, 
with her husband Russell in Austin, Texas. 
 
You can also find Joe and Liz on the Behind 
the Signs Facebook Community for industry 
tips and free resources, and on the Behind 
the Signs Podcast where they discusses the 
ins and outs of owning a sign business. 

The Behind the Signs podcast offers va-
lubale conversations with sign industry pro-
fessionals that share ideas, growth tips, trade 
hacks and more with the goal of elevating our 
industry together.

Watch on YouTube to hear gems of advice 
from industry titans like ISA’s President/CEO Lori 
Anderson, Vital Sign Co. owner Mike Stephens, 
Cooper Sign Co. CEO Jennifer Cooper, Wil-
cox Metal Frabricators owner Peter Wilcox and 
more. Joe and Elizabeth offer a rare perspec-
tive that combines time-tested sign business 
advice and cutting-edge design and business 
ideas from the father-daughter duo. 

HOW TO NAVIGATE 
A CHANGING SIGN 
LANDSCAPE
SBI’s new webinar series—On the Floor—is 
your compass to all the challenges sign 
shops face. Our series provides actionable 
steps to help your sign shop thrive amidst 
the expanding digital signage landscape 
and everyday operational challenges.

www.signshop.com/resources
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OPERATIONS
BY A.J. TITUS

P roductivity is something we’re 
hyper-focused on at Signarama. 
We set aggressive goals each 
year, and while some of them 

might be a stretch, we make every effort 
to achieve them.

The need for efficiency lies in the most 
vital aspects of an organization, and it’s 
critical to identify and eliminate inef-
ficiencies throughout the year to meet 
these goals. It goes back to ensuring that 
you have processes in place to track what 

needs to be accomplished and prioritiz-
ing those tasks that have maximum value 
for your business. 

If you’re seeing success in what 
you’re doing, then, outside of seek-
ing efficiencies and ways to enhance 
that process, there’s no reason to 
change things up. However, when you 
see inefficiencies or areas that need 
improvement, it would be irrespon-
sible not to implement the necessary 
changes.

It’s About the Culture
Outside of having systems in place to track 
efficiency, the number one way to identify 
inefficiency is communication. There needs 
to be departmental and cross-departmental 
communication to ensure everyone is on 
the same page, and everyone needs to be 
honest with each other.

The added layer to this is that you 
need a team and culture in place that 
emphasizes teamwork, personal growth 
and accountability. When that culture 

Follow these tips to tighten up your shop.

How To Create Efficiencies in Business

http://www.signshop.com/
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is in place, team members are comfort-
able with having typically uncomfort-
able conversations around inefficiency, 
identifying the problem and implement-
ing the necessary solutions to maximize  
productivity.

One of the traps we tend to fall into is 
the thought that being busy leads to be-
ing productive, and that’s not always the 
case. Just because you’re working on a lot 
doesn’t mean you’re accomplishing a lot, 
and this is a misconception we’re seeing 
across many industries.

At Signarama headquarters, if we al-
low our own busyness to get in the way 
of supporting our franchisees, we are di-
rectly impacting their bottom line.

BY A.J. TITUS

OPERATIONS
Systems That Work
To minimize this dilemma of busyness vs. 
productivity, you should put systems in 
place to prioritize your days and track cur-
rent and upcoming projects.

There are individuals who are very 
good at prioritizing tasks and taking the 

right steps to accomplish those tasks to 
reach the result efficiently. There are 
others who aren’t as good at prioritizing, 
and that’s where the right processes come 
into play.

One thing I encourage our team to 
do is fill their calendars every day. That 
doesn’t mean filling your day with meet-
ings when they aren’t necessary. Instead, 
when our team is working, I want them 

to block out those hours. This allows 
them to see what they’ve prioritized that 
week, identify what they’ve accomplished 
and hone in on the areas they need to fo-
cus in on the following week.

We also utilize a program that allows 
our teams to collaborate cross-depart-

mentally to track deadlines and respon-
sibilities. When everyone is on the same 
page about what needs to be done and 
when, it provides accountability, pro-
motes teamwork, and for us, it’s improved 
our efficiency while minimizing the trap 
of being busy without being productive.

Setting Expectations
It is important for all team members to 

ONE OF THE TRAPS WE TEND TO FALL  
INTO IS THE THOUGHT THAT BEING BUSY 

LEADS TO BEING PRODUCTIVE, AND THAT’S 
NOT ALWAYS THE CASE. 

http://www.signshop.com/
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take ownership and accountability for 
 their work.

If inefficiencies are identified with 
a team member or a department, 
there should be an understanding 
that it’s their responsibility to imple-
ment an effective solution to correct 
the problem.

Part of my responsibility is ensur-
ing my team knows when there are 
things that need to be corrected. 
When those conversations hap-
pen, we identify the problem and its 
causes and then pinpoint a solution 
to eliminate the issue. From there, 
it’s their responsibility to implement 
that solution.

When changes are implemented, 
you must expect a certain level of re-
sistance. Not everyone is going to be 
on the same page from day one. But, 
as those changes are successful, you’ll 
see buy-in from the team and im-

Weekly meetings keep you on track, but it’s important not 
to “meet just to meet.” There has to be goals in place!
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Tips on time management &
driving repeat business
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What next - the plan!
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new and existing products
Get ideas to enhance &
improve upscale
Includes flat cut materials,
sign trays, channel letters,
illuminated signs & pylons!

Grinnell, IAMay 29th

ISA SIGN EXPO - Las VegasApril 22-25th

http://www.signshop.com/
https://signage-academy.com/


signshop.com		  March 2025    Sign Builder Illustrated	 37

BY A.J. TITUS

OPERATIONS
provement in efficiency across the board.

People, in general, are hesitant to ac-
cept change. But like Henry Ford said: “If 
you always do what you’ve always done, 
you’ll always get what you’ve always got.”

Three Tips for Greater Efficiency
1. PRIORITIZE YOUR TASKS.
It can be easy to look at your to-do list 
and start with the easiest tasks. My ad-
vice is to identify the most important 
things you need to accomplish that day 
and start there. This way, you’re focusing 
on what needs to be done and minimiz-
ing the pitfalls of being busy over being 
productive.

2. HOLD WEEKLY ONE-ON-ONE 
MEETINGS.
Accountability is an important aspect of 
efficiency. I meet with my direct reports 
each week, and our team meets with their 
direct report weekly as well. This one-on-

one time allows for conversations around 
what was accomplished in the previous 
week and the priorities for this week.

If we’re behind in certain areas, these 
meetings provide an opportunity to iden-
tify those areas of inefficiency and course 
correct with the right solution so that we 
can continue to prioritize production.

3. PRACTICE EVERY DAY.
Consistency is one of the biggest keys 
to efficiency. To be consistent, you must 
practice every single day. You can’t ap-
proach your day or your tasks half-heart-
edly. You have to plan and prioritize so 
that you can produce at the highest level.

If it takes 10,000 hours to become a 
master at efficiency, that’s 10,000 hours of 
practice that you must work at every day. 
 
BONUS TIP: Speaking of 10,000 hours, 
and inspired by Wendy Grave’s book rec-
comendations in her feature on page 10, 

consider reading Malcolm Gladwell’s 
“Outliers: The Story of Success.” In the 
book, Gladwell details the strategies and 
logic behind the idea that it takes 10,000 
hours of active engagment and work in a 
certain realm to truly master the subject. 

The book debuted at number one on  
The New York Times bestseller list after 
its release in 2008 and has remained a 
favorite of entrepreneurs and inventors 
since then. 

Focusing on outliers, defined by 
Gladwell as people who do not fit into 
our normal understanding of achieve-
ment, “Outliers” deals with exceptional 
people, especially those who are smart, 
rich and successful, and those who oper-
ate at the extreme outer edge of what is 
statistically plausible.
 
A.J. Titus is president of Signarama, a sign 
and graphics franchise that’s also the 
largest brand at United Franchise Group. 
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Supplier 
Spotlight
Find the right vendors for 
your business in the Sign 
Builder Illustrated Directory. 
Search for products, research 
vendors, connect with 
suppliers and make confident 
purchasing decisions all in 
one place.

SignBuilderDirectory.com

SIGN BUILDER
I L L U S T R A T E D

Get listed in the Directory, visit 
SignBuilderDirectory.com/AddYourCompanySign Builder Illustrated Directory is powered by MediaBrains Inc. ©2023.

http://www.signshop.com/
https://www.signbuilderdirectory.com/AddYourCompany


We’ve got  
you covered.
Subscribe to SBI’s Dynamic Digital  
Newsletter for tips, strategies,  
and how-to guides on getting started  
in this booming market.

Interested in digital signage 

but don't know where to start?

SBI Dynamic Digital is a “how-to” guide 
to digital signage, including:

•  A close look at new products and services  
providing digital signage solutions.

•  Case studies of sign shops successfully selling  
and installing digital signs, including which  
products and services were used.

•  Insights from digital signage experts on  
what you can do to capitalize on this  
fast-growing market segment.

•  Advice on how to fully leverage your existing  
assets and expertise to retain and attract  
clients seeking digital signage solutions.

SIGN BUILDER
I L L U S T R A T E D

Subscribe Now: www.signshop.com/dynamic-digital/

http://www.signshop.com/dynamic-digital/
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Your Direct Source for Products & Services

Get access to vital product and service information from manufacturers 
and distributors by visiting www.signbuilderdirectory.com.

SIGN BUILDER’S
BUYER’S GUIDE

We’ve got  
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Subscribe to SBI’s Dynamic Digital  
Newsletter for tips, strategies,  
and how-to guides on getting started  
in this booming market.

Interested in digital signage 

but don't know where to start?

SBI Dynamic Digital is a “how-to” guide 
to digital signage, including:

•  A close look at new products and services  
providing digital signage solutions.

•  Case studies of sign shops successfully selling  
and installing digital signs, including which  
products and services were used.

•  Insights from digital signage experts on  
what you can do to capitalize on this  
fast-growing market segment.

•  Advice on how to fully leverage your existing  
assets and expertise to retain and attract  
clients seeking digital signage solutions.

SIGN BUILDER
I L L U S T R A T E D

Subscribe Now: www.signshop.com/dynamic-digital/

WE’VE GOT 
YOU COVERED
Sign Builder Illustrated’s newsletters 
keep you up-to-date with timely news, 
industry trends and “how-to” articles 
on every aspect of the sign industry.

Graphics. Dimensional. Lighting. Digital. Installation. Operations.

SUBSCRIBE TO SBI NEWSLETTERS: 
www.signshop.com/newsletters

http://www.signbuilderdirectory.com
http://www.yardsignsresellers.com
http://www.echodgraphics.com
http://www.escomanufacturing.com
http://www.generalformulations.com
http://www.signexpo.org
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http://www.sign-tracker.com
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http://www.wilkiemfg.com
http://www.signshop.com/newsletters
http://www.signshop.com/
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Your sign shop’s social  
media presence is important.

Reinvigorate Your  
Social Media Presence

and that will help as you develop new content 
throughout the month and year.

3. Set goals for your social pages.
Having a page just to have a page isn’t the best 
strategy, so set some measurable goals so you 
know what’s working and not. Perhaps that 
means brainstorming new types of content, 
posting more often or at more regular intervals, 
or doing more community management on 
your social media channels.

4. Refresh your business profile images 
and main images.
Your profile picture and cover/banner im-
age are your most notable visuals on each 
platform and should feature your logo, or 
something representative of your company 
for this upcoming year like a shot of your 
location, team or key products.

5. Do a feed and follower clean-up.
Whether on Facebook, Instagram or TikTok, 
if there are personal or business profiles you 
no longer want updates from, unfollow/unlike 
them. Leave any groups that are no longer rel-
evant. Consider removing or, if necessary, ban-
ning followers (especially inactive or fake ones) 
from your page or profile, as well.

6. Optimize your Instagram bio.
To make sure your Instagram account is up to 
date, edit your profile. Upload a new image, 
tweak your bio, add a website link. Don’t forget 
enabling a call to action button, add your busi-
ness category and contact information.

7. Delete or archive old content.
Comb through your past posts and decide if 
any are outdated or no longer applicable to your 
business. If you’re not yet using Instagram sto-
ries for your business, you should start. 

Be sure to also go through your past posts 
to determine if there are any that might 
spark controversy or seem tone deaf and de-
lete those, as well.

S ocial media is a must-have adver-
tising tool for small businesses 
looking to help spread the word 
about their offerings and their 

projects. Clay McDaniel, the current VP 
of Digital Partnerships at Vista and former 
CEO of Ripl, has a ton of experience find-
ing the best ways of utilizing social media 
and has plenty of words of wisdom to make 
sure your company is using these platforms 
to their fullest and best potential.

“Social media is a must-have advertising tool 
for small businesses looking to help spread the 
word about their offerings and their projects,” 
says McDaniel. 

Each platform offers a viable channel to 
reach more customers in your market. Read as 
McDaniel breaks down seven strategies.

1. Consider focusing on a “hero”  
social platform.
If you feel like you’re spread too thin trying to 
manage all of your social channels, see if one 
is performing much better than the others and 
focus your energies there. Some channels don’t 
make as much sense for certain types of busi-
nesses. Visual platforms like Facebook and Tik-
Tok often benefit sign shops, while text-based 
platforms like X or Threads may not be the 
most effective

2. Know your customers.
Small businesses often can’t afford to do mass 
marketing, so you need to make sure your social 
media activity is pinpointed to your customers’ 
needs. Spend the time to really personify your 
customer and find out what will speak to them 
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BIG SERVICE, 
SMALLER PACKAGE

All Wilkie equipment 
is designed for the 
Sign and Lighting 
industry with almost 
50 years experience 

WILKIE MFG. L.L.C

2640 NW 2nd Street 
Oklahoma City, OK 73107

www.wilkiemfg.com 
405-235-0920

Non CDL truck set up 
2 man power level power rotate basket standard 
Basket mounted jib winch that stores behind  
basket when not in use 
Easy to use controls at base and basket 
Mainline winch rated at 1000 pounds fully extended  
Full 360 degree working radius 
Independently controlled out and down hydraulic outriggers  
(no under body counter balance weight) 
Wide range of bed and storage box options to fit your needs 
3500 pound carrying capacity on a 19,500 GVW truck

http://www.wilkiemfg.com
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