
Printshop Tips & Advice is a new monthly information sheet produced by cottonridge to help printshop owners build 
their business by learning new skills and giving practical common sense information which will help you increase 

Whatever stage your printwear business is at everyone can benefit from tips and advice that could increase sales, cut overheads 
or make your business run more efficiently.

The motivation to write the articles you will read in the coming months is through a genuine desire by us here at Cottonridge to 
help our customers grow their businesses.  This is not a totally selfless act because we know if you can grow your business then 
we can grow our business alongside yours.
An ideal customer / supplier relationship is a partnership where both customer and supplier benefit from the success of the 
other. Here at Cottonridge we are always developing new ways to help our customers increase their business, such as the 'Free 
Sample Service' and the 'My Online Shop' website that we offer for free to customers and non-customers alike.

Over the next few months we will be emailing a link to the Newsletter on a monthly basis direct to your inbox and we will be 
posting them all on the Cottonridge website so if you miss one it will be available for you to download.  It will also be available on 
our Facebook page.
We believe we are in a unique position to offer Tips & Advice because we have met many printshop owners over the years and 
have picked up a wealth of information, not to mention that before we became Cottonridge we were a print and embroidery 
shop ourselves for 20 years.

We realise that your days are very busy and you don't always have the time to sit down and read articles, so we have deliberately 
broken the articles down into bite size chunks which should take no more than 5 minutes to read.  We recommend that you put 
the kettle on, make yourself a coffee and read the article, or maybe you can print it off and take it to lunch (if you are lucky 
enough to get out for lunch), or when you are watching TV and the adverts come on.

Every business needs a USP, it is what 
makes you different from your 
competition and is the reason a 
customer decides to buy from you and 
not your competitor.  There are many 
USP'S, you need to identify yours and 
make it your own and shout it from the 
rooftops.  Price, quality and delivery 
lead times are just 3 of the 

more obvious ones but if you sit and think 
hard you can come up with many more.  
You may have features and offerings that 
are USP's but you are not exploiting them 
by getting the message out to the world.  
While you are thinking, you may think of a 
USP you really like but you don't yet offer, 
so why not adopt it if it you think it can 
work for you.
The more USP's you can add to your 
armoury the better, however when 
advertising your USP's it is sometime best 
to only promote one USP at a time 
otherwise the USP can be lost in the noise 
of the advert or be diluted because you 
are claiming too many at one time

confusing the customer.
Your business may be national or it may 
be local.  It is easier to develop a USP if 
you are local as you may only have one 
or two competitors.  It is important to 
consider your competition when 
defining your USP because there is no 
great advantage if your USP is the same 
as your nearest competitor.  So check 
out your competition, find out what 
they do well and what they don't do 
well.  Your goal is to be at least as good 
as them at what they do well and be 
better at what they don't do so well at.  
You can now make this your defining 
USP.
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Whats Your USP?

Shhhh!  

Be somebody who 
makes

 everybody feel like a 
somebody
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When Richard Joyce introduced 
Cottonridge hoodies to the printwear 
market back in 2007 he was a screen 
printer Supplying hoodies and sweats 
to souvenir shops.  The problem was 
that the hoodies he was offering were 
identical to the ones being supplied by 
other printers so there was no USP 
other than to be cheaper because back 
then there were only a few brands like 
Gildan and Fruit of the Loom and the 
quality was pretty mediocre.

So Richard decided to introduce a 
better quality hoodie where the 
souvenir shops could see the added 
value offered by the superior quality, so 
he went off on a number of buying trips 
to Bangladesh and Pakistan.

By November 2007 the first shipment 
was in the warehouse and the new 
business was up and running.  The first 
day's sales were £17.50, but the 
garment was very well received 
because apparently it seemed there 
were other screen printers out there 
that were fed up with the limited 
offering and lack of a quality garment, 
so things were going well.

Then in 2008, a bombshell.  A new 
brand launched called Just Hoods and it 
was clear that they were going to be a 
major competitor.

Although they were not of the quality as 
the Cottonridge range they had 
something Cottonridge didn't have, the 
financial backing and distribution 
channels of one of the major 
distributors, and they had a bigger 
colour range. So there it was, little old 
one-man band Cottonridge fighting to 
compete against a multi-million-pound 
distributor with established customer 
base.  The challenge seemed immense. 

Just Hoods hit the ground running and 
sure enough became the dominant 
brand and Cottonridge were the 
minnows on the side-lines.

Cottonridge developed a strategy that 
they would offer the better quality 
garments for the same or better price 
than other brands and hoped that 
printshops would see the value of 
getting better quality for the same 
price, and that strategy still applies 
today, Cottonridge only introduce new 
styles where they can meet the price / 
quality criteria.

Even though Cottonridge could offer 
better quality at a lower price it was still 
hard work to convince printshops to 
purchase Cottonridge.  People don't 
like change and it was a struggle to get 

printshops to purchase Cottonridge 
garments.  It was hard to get new 
customers  on board but  with  
perseverance and the company grew 
slowly but steadily. 

As Cottonridge introduced new styles 
they gained more and more customers 
and printshops became more and more 
confident as Cottonridge had now been 
around for a few years.

Cottonridge now has a multi-million-
pound turnover and holds over a 
million pounds' worth of stock and is 
proud to offer printshops styles that are 
different either in style of value.

The Cottonridge Story
From humble beginnings back in 2007 discover how Cottonridge  overcame major obstacles to became a multi-million £ business in 8 years
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Interesting Fact

The average millionaire goes 
bankrupt at least 3.5 times.
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