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modern production equipment, software licenses, and a skilled workforce that enables smooth transition
and rapid growth potential for a new owner.

Established signage expert offering fleet branding,
digital displays, and scalable brand experiences

i T it Sector: Services

Asking Price: Asset Value:
R 1,020,000
R 5,454,000
Stock Value:
R 50,000
Monthly Profit:
Yearly Net Profit :
R 1 54’963 R 1,859,560
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— Business Report

Fully describe the business's activities?

The business is a wellfestablished branding, printing, signage, and graphicfjdesign business serving the
greater Breede Valley region. The company operates as a fulljservice visualfjcommunication provider, offering
a comprehensive range of products and services, including:

e Largefiformat printing for indoor and outdoor applications (banners, posters, gazebos, pointjoffsale
displays).

e Custom signage manufacturing and installation, including aluminium and Perspex signs, illuminated
signage, wall art, and sandblast vinyl.

e Vehicle and fleet branding, converting cars, bakkies, and trucks into highflimpact mobile advertising.

e Graphic design services, including logo creation, business cards, brochures, and full corporate identity
packages.

e Promotional items and corporate gifting, supplying branded clothing, stationery, and marketing
merchandise.

e General branding solutions, ensuring consistent, professional brand presentation for businesses across
multiple sectors.

The business services a diverse and loyal client base, including several wellfknown corporate clients in the
region. These established relationships provide recurring work and contribute to stable, predictable revenue
streams.
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How does the business operate on a daily basis?

The business operates as a streamlined, productionfifocused signage and branding business with
wellfdefined daily routines that ensure efficient workflow and consistent output. The business follows a
structured process from client enquiry to final installation.

1. Client Enquiries & Job Intake

e The day typically begins with responding to new enquiries received via phone, email, walkflins, and social
media.

e Staff gather job specifications, measurements, artwork requirements, and deadlines.

e Quotes are prepared and sent to clients for approval.

e Once approved, jobs are scheduled into the production workflow.

2. Graphic Design & Artwork Preparation

e The design team prepares or adjusts artwork according to client requirements.

e Proofs are sent to clients for approval before production begins.

e Approved artwork is formatted for printing, cutting, or fabrication.

3. Printing & Production

e Largefiformat printers, vinyl cutters, laminators, and other equipment are used to produce the required
signage or branding materials.

e Materials are trimmed, laminated, mounted, or assembled as needed.

e Quality checks are performed throughout the process to ensure accuracy and consistency.

4. Installation & Deliveries

e |nstallation teams handle onfisite work such as mounting signage, applying vehicle branding, or delivering
completed products.

e VVehicles are loaded with tools, materials, and completed items for scheduled installations.

e |nstallations are coordinated to minimise downtime and maximise efficiency.

5. Client Collections & Finalisation

e Smaller items (business cards, posters, promotional items) are collected by clients at the shop.

e Completed jobs are invoiced and recorded.

e Repeat clients often place new orders during collection, contributing to ongoing workflow.

6. Administration & Management

e The owner oversees operations, approves quotes, manages staff, and liaises with key clients.

e Stock levels (vinyl, inks, substrates) are monitored and replenished as needed.

e Equipment maintenance is performed to ensure smooth production.

e Financial tasks such as invoicing, supplier payments, and job tracking are handled daily or weekly.

7. Marketing & Client Engagement

e Social media posts showcasing completed work are uploaded regularly.

e The business maintains visibility through its own signage, branded vehicles, and wordfoffmouth referrals.
e Corporate clients often send recurring orders, which are prioritised and scheduled accordingly.

Summary

The business operates with a steady, predictable workflow supported by experienced staff, efficient
production processes, and strong client relationships. Daily operations are wellfstructured, allowing a new
owner to step in with minimal disruption and benefit from the established systems already in place.

What Advertising/Marketing is carried out?

The business relies on a mix of traditional and digital marketing, including:

e Active social media presence, showcasing completed projects and design work.

e Google visibility and online search presence, helping attract new customers searching for signage and
printing services.

e Branded vehicles and onfsite signage, which serve as mobile and static advertising.

e Portfoliofbased marketing, where completed jobs are displayed to demonstrate capability and quality.
e Referrals and networking within the local business community.

The business’s work is highly visible in the region, which naturally reinforces brand awareness.
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What competition exists?

Competition in the area is limited, with only a limited number of local operators offering comparable signage,
printing, and branding services.

The business holds a competitive advantage due to:

e Its long trading history (established in 2002).

e A broad service offering that covers design, printing, signage, and branding under one roof.

e Superior equipment and production capability compared to smaller competitors.

e Strong relationships with corporate and commercial clients.

Most competing businesses in the region operate on a smaller scale or specialize in only one segment (e.g.,
printing or promotional items), giving the business a strong market position.

When does the current lease end?

The seller owns the building. The buyer can negotiate a lease with the seller.
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What are the main assets of the business?

1. Production Equipment

These are usually the most valuable tangible assets in a signage/printing business:

e Largefiformat digital printers (ecofisolvent, UV, or latex)

e Vinyl cutters and plotters

e Laminators and heat presses

e Computers with licensed graphicfjdesign software (e.g., CorelDRAW, Adobe Suite)
e Workbenches, tools, and installation equipment

e Finishing equipment (trimmers, guillotines, mounting tools)

These assets directly enable production and hold significant resale value.

2. Branding & Signage Materials

e Stock of vinyl, substrates, Perspex, aluminium, banner material, inks, and consumables
e Corporate gifting samples and promotional stock

e Packaging and display materials

This inventory supports ongoing production and ensures quick turnaround times.

3. Intellectual Property & Intangibles

e Established brand name with 20+ years of local recognition

e Client database, including several welljknown corporate clients

e Portfolio of completed work, which acts as a powerful marketing tool

e Supplier relationships with material and equipment vendors

e Social media presence and online visibility

e Design files, templates, and artwork archives accumulated over many years

These intangible assets often contribute more to the business’s value than the physical equipment.

4. PremisesflRelated Assets

(If included in the sale)

e Leasehold improvements

e Signage, counters, shelving, and office furniture

e Security systems and IT infrastructure

These assets support efficient operations and a professional clientffacing environment.

5. Human Capital

Even though not a “sellable” asset, buyers value:

e Skilled staff with experience in printing, design, and installation
e Established workflows and production processes

e Knowledge transfer from the owner during handover

This reduces training time and ensures continuity.

6. Vehicle
e Branded company vehicles used for installations and deliveries

e Established since 2002, with the same owner since inception, giving the business deep industry knowledge
and longfiterm client relationships.

e Strong local brand recognition in Worcester and the broader Breede Valley region.

e Diverse service offering, including signage, largefiformat printing, vehicle branding, graphic design, and
promotional items.

e Recurring work from several wellfknown corporate clients, providing stable and predictable revenue.

e Oneflstop branding solution, reducing the need for clients to use multiple suppliers.

e High visibility of completed work (signage, vehicle branding), which acts as ongoing public advertising.
e Limited local competition, with few businesses offering comparable breadth and quality of services.

e Skilled team and established operational processes, enabling consistent quality and efficient turnaround
times.
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Weaknesses?

e Ownerfldependent operations, as the founder has been handsfion since 2002; a new owner may need a
transition period.

e Localised market, with most clients based in the area and surrounding areas, limiting natural geographic
expansion unless actively pursued.

e Equipmentflintensive industry, requiring ongoing maintenance and periodic upgrades to remain competitive.
e Marketing is modest, relying heavily on reputation and referrals rather than structured, largefiscale digital
marketing campaigns.

Opportunities?

e Expansion into neighboring towns where demand for signage and branding is strong.

e Growth in digital marketing and online ordering, allowing the business to attract clients beyond the
immediate region.

e Adding new services, such as laser cutting, CNC routing, or custom fabrication, to increase revenue streams.
e Partnerships with schools, agricultural businesses, and event organisers, which are abundant in the Breede
Valley.

e Corporate gifting and branded apparel expansion, a highfimargin segment with strong yearfround demand.
e Leveraging social media and portfolio marketing to showcase completed projects and attract new clients.

Threats?

e New entrants offering lowfcost printing or signage services, although barriers to entry remain moderate.

e Economic downturns that may reduce corporate spending on marketing and branding.

e Technological changes requiring investment in newer printing and signage equipment to stay competitive.
e Pricefldriven competition from online print shops or Cape Townfbased suppliers offering discounted rates.
e Load shedding and power instability, which can disrupt production schedules unless mitigated with backup
systems.

What is the reason for the sale?

The owner has received an attractive opportunity to become involved in a new business venture and wishes
to pursue this next chapter. After more than two decades of successfully building and operating the business,
the owner feels it is the right time to transition and focus on this new opportunity.

~N
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