
Industry Jargon

COPY CENTER
Copy business providing fast service copies using high speed, high tech photocopiers

FACSIMILE
More commonly known as Fax. It is an exact copy of documents that is sent by radio or telephone to 
reproduce exact copies at receiver.

NONEMPLOYER
A business with no paid employees. Typically self-employed individuals with annual business revenue of at 
least $1,000 and subject to federal income taxes.

PRIVATE MAILBOX
In this industry, an address and location that receives mail on behalf of a business.

QUICK PRINT
Copying using high speed, high tech photocopiers

Products and Services

The Business Services Centers industry conducts a variety of miscellaneous tasks for businesses. As 
technology has evolved over the past five years, the industry's mix of products has shifted in step. The major 
products and services that the industry offers have not changed, though their importance to the industry has in 
some instances. The chief products and services the industry offers are copying and reproduction services, 
postal services and mailbox rentals, printing services and packaging and labeling.

Copying and reproduction services

The copying and reproduction services segment includes services related to reproducing text, drawings, plans, 
maps and other material by blueprinting, photocopying, mimeographing and other methods of duplication, 
excluding printing and microfilming. In 2016, this segment is expected to account for 53.4% of total industry 
revenue. This segment has been decreasing over the past five years which is directly related to the 
technological shift from hard-copy paper to digital products. Over the next five years, this product segment is 
expected to further decline as more businesses go paperless.



Postal services and mailbox rentals

The postal services and mailbox rentals segment comprises private postal, shipping and mailing services, 
including private mailboxes. Companies operating in this segment offer mailbox rental and other postal and 
mailing services, but do not provide direct mail advertising. Private mailboxes provide the advantage to 
businesses of having someone collect packages or oversized mail on their behalf during normal trading hours. 
For home-based businesses, private mailboxes allow home addresses to remain private. Furthermore, mail 
can be redirected from the private mailbox to another location if owners are away, and the mail box number 
remains the same if the business changes location. It also provides 24-hour access and can provide a 
package notification service. Significantly, the US Postal Service will not receive packages from other carriers, 
including UPS and FedEx, while private mailboxes do. Private mailbox operators can also offer value-added 
services. Unlike the copying and reproduction services segment, private mail services have experienced an 
increase in demand as more businesses and consumers prefer the added convenience of mailbox rentals. In 
2016, this product segment is expected to account for 21.7% of industry revenue.

Printing services

Printing services, including digital and quick printing, are expected to account for 11.6% of industry demand in 
2016. The bulk of revenue from this product segment comes from digital printing, which includes consumers 
and businesses that need a digital document printed out. With the rise in popularity of digital photography and 
the general shift toward digital media, demand has risen for this service. Over the next five years, the printing 
services segment is expected to continue to increase in importance to the industry.

Other

Some business service centers also provide a range of office support services, including packaging and 
labeling, facsimile services, word processing services, on-site computer rental services and office product 
sales. Packaging and labeling services are the largest segment, accounting for about 2.3% of services. All 
other miscellaneous services are estimated to account for 11.0% of industry revenue in 2016.

Key Success Factors – What keeps them up at night

Ability to quickly adopt new technology: Service providers need to continually find new and better ways to 
apply the increased functionality and flexibility of technology to improve services. This technology then needs 
to be made available to clients.

Accessibility to consumers/users: Successful service providers offer products with an accessible client user 
interface, mostly provided through the use of web-based technology.

Economies of scale: The high degree of assimilation in services implies that service providers should be able 
to achieve significant economies of scale. These can be transformed into improved earnings and used for 
competitive pricing when the industry matures.

Ability to manage external (outsourcing) contracts: Third-party providers need solid contract management 
skills to secure a professional, ongoing relationship.


