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Are you overwhelmed by the amount of internal clients beating a path to your door? If not, don't despair. 
Reaching out to internal clients can be a challenge for in-plant printers, but building bridges between 
departments is not only feasible, it’s also necessary for your in-plant operation to thrive. 
 
The Benefits of In-Plant Printers 
 
You already know that your in-plant printer has a lot to offer to clients. If you're running effectively you can 
bring your parent organization some welcome savings over outsourcing, while being on-site makes you a 
convenient choice. Being part of your parent organization means you can get to know the departments, faculty, 
and aims of your educational establishment, making your printers the go-to experts for all their printing needs. 
 
You know these things, but do your clients? How many departments know where you are and what you do? 
The key to your continuing success is making sure campus staff know what you offer. 
 
Start Adding Value Now 
 
To effectively market your services, start by giving your internal clients reasons to turn to you. Look at what 
you do and get clear on the value you can add to your clients. No matter what services you offer, you can 

already add value in three ways: 
 

 Offering excellent customer service 

 Understanding the needs and aims of faculty and staff 

 Getting involved with creative decisions and offering advice 
 
Marry your printing services with commitment and dedication, 
establishing your department not just as a service provider, but 
an expert in all things print related. 
 

Get Your Message Heard 
 
Now that you know what you can offer and what makes your department worth choosing, you need to 
communicate that to your internal clients. Any marketing materials you produce will serve as a resume for your 
services, so make them shine with great design and clear copy. People need to know you're there and 
understand your value, so get out there and tell them. Remember to 
include a clear list of everything you offer – don't assume they will know. 
As well as marketing materials such as leaflets or posters, try: 
 

 Meeting with customers to talk about what you do 

 Sponsoring events to get your name seen 

 Supporting on-campus programs 

 Offering training sessions or other knowledge 

 Developing working partnerships with other departments, and 
other on campus business such as bookstores 
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Taking it to the Next Level 
 
Marketing printing services can be challenging as digital becomes the norm. Printing is still a 
vital part of marketing, but to really compete it's vital to embrace digital and the way works 
alongside print for fully integrated campaigns. Digital services that can add 
value for your clients include: 
 

 The use of web-to-print portals to make ordering easier 

 Targeting different departments with personalized 
messages that matter to them 

 Incorporating digital media with print campaigns such as 
 the use of QR codes and social media links 

 
To maximize your appeal to your internal clients, show them that you can take their printed materials to the 
next level, offering an integrated and interactive service that understands their needs and helps them get their 
message across in turn. 
 
As an in-plant printer, you're a vital part of the daily life of your educational establishment, but don't rest on 
your laurels. Offer the best, most responsive service you can – and make sure your colleagues across campus 
know they can rely on you.  


