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So, if EFFECTIVE SIGNAGE is important, then 

what makes signage EFFECTIVE? 

The good news is that there are only 3 jobs 

a sign has to do in order to be EFFECTIVE. 

1. Catch the eye

2. Tell what you have to offer

3. Make the Best Possible Impression

Let's think for a second ... wouldn't you 

agree that if you don't catch their eye, you 

really have no chance of getting their business? On the other hand, 

doesn't it make sense that the more eyes you 'grab', the more business 

you are going to attract. Of course! How about telling what you have to 

offer. The more people you can make aware of what you have for them, the 

more we are going to get, right? Finally, what good is getting everybody to 

look if you are going to make a bad impression? 

So, to summarize, what you want to do is ... attract as many people's 

attention as possible, so you can make them aware of what you offer- and 

look really good doing it! Signage gives you the power to do all of this - at a 

lower cost per exposure than any other media, and it lets us 'broadcast' 

this message to people when they are less than 200 feet from the cash 

register!!!! 

The following pages will go into depth about how to maximize the 

effectiveness of your on-premise sign age! 

IT'S SIMPLE. IT'S PROVEN. IT WORKS. 
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#1: CATCH YOUR CUSTOMER'S EYE 

If you do not catch their eye, you really have no chance of getting their business. 

Below are a two guidelines to ensure your signs are catching the eye: 

READABILITY 

A rule of thumb for text size that will have 

a good impact is 1" letter height for every 

50' of viewing distance. The following 

chart has been developed from data 

found in a study by the California Institute 

of Technology. 

10 feet 

For every 10 feet, increase your letter size by an inch 
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LETTER VISIBILITY CHART 

MAX. READABLE 

DISTANCE LETTER HEIGHT 

100' 3" 

150' 4" 

200' 6" 

350' 8" 

400' 9" 

450' 10" 

525' 12" 

630' 15" 

750' 18" 

1000' 24" 

1250' 30" 

1500' 36" 

1750' 42" 

2000' 48" 

2250' 54" 

2500' 60" 

Source: Findings based on N.E.S.A. tests compiled by 
California Institute of Technology, Pasadena 



COLOR & CONTRAST 

Use of color and contrast can make your 

sign more attractive and easier to read. 

The graphic below shows contrast levels 

for seven different colors. Background 

color and ambient light have a significant 

impact on color appearance. 

Human science experts tell us that when 

there are more than 6 colors we have a 

hard time picking out the individual 

elements. Therefore, choose the number 

and use of colors carefully to maximize 

impact. 

BEST COLOR CONTRASTS 

Black & White/ Blue & White/ Black & Yellow/ Red & White 

WORST COLOR CONTRASTS 

Red & Blue/ Green & Yellow/ Green & White/ Green & Grey 
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See how readable this sign is using a dark 

background with white lettering 

HELP THE EYE 

► Use strong color brightness

contrast

► Don't use more than 6 colors

► Background color and ambient

light will change the look of your

sign

► Grey and silver disappear in the sky



#2: IT MUST RELAY A 

MESSAGE 

Effective on-premise signage uses both 

Top-of-Mind Awareness an Impulse 

Buying. A study by the Institute of 

Transportation Engineers found 15-45% 

of visits to businesses are impulse stops. 

The driver saw something they needed 

or wanted and pulled in, unplanned. 

Most people drive down the same 

streets and past the same businesses 

every day. This gives your signage the 

opportunity to burn itself into the 

memories of these people. That way 

when the time is right, not only will they 

think of you but they will think of your 

location and because it is on their 'usual 

route' they are more 

likely to come to you! 

In a nutshell, effective on-premise 

signage that RELAYS A MESSAGE puts 

your message in front of people AT THE 

MOMENT they need what you are 

offering! Then, once they have bought 

something from you, they are more likely 

to come back the next time they need 

what you have to offer! 

The chart below details some of impulse-stop percentages for common businesses 

15% 

Source: Institute of Transportation Engineers, 2005 

(800) 423-7565    www.UnitedSignsAwnings.com



#3: IT MUST ENHANCE 

YOUR IMAGE 

Now that the sign catches the eye and relays the 

message of your products and/or services, we must 

leave an impression that enhances your image in your 

customers eyes. 

See the example below. One is a typical sign that does 

relay a message. The other relays the message but also 

enhances the businesss image. 

Typical 

Enhanced 

The key to to enhance your image when it comes to signs 

is all in the design. Make sure you work with a company 

that understands this all important success tip! 
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BEFORE 

AFTER 

. . . • ••

Center's image 1s to upgrade your 

monument & pylon signs. 

Monte Center (above), they were able to 

retro-fit the existing pylon signs 

using the existing J)Oles, which saved 

-' • - - - .. . - . .. , . .

more tena ts, which brought in more 

• ., i I .. I I 

imjJortantly, the signage created a 

bette� visual image of the center in Hie 

customer's eyes. 



ADVERTISING COMPARISON 

Cost of 1,000 Exposures 

Newspaper Radio Television Signage 

$25 / 1000 $20 / 1000 $12/ 1000 $1.42 / 1000 
Exp. Exp. Exp. Exp. 

Yesterday's 30 seconds Works better On duty 24 / 7 
paper is and it's gone for national representing 
today's forever .... companies your business to 

birdcage that can THOUSANDS 

liner .. afford to of people each 
saturate the and every day 
airways 

It's not just about EXPOSURE! It's about quality of 

exposure and cost per exposure! 
Source: National 3M Company 
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CASE STUDY 
The following case study is providing by the 

Small Business Administration. 

Case Study: Belmont Spa 

lS.S.UL 
The monument sign (see image at right), while visible, was ineffective 

because -- as the owner suspected -- the sign was not communicaiting 

effectively. The sign, although attractive, lacked "conspicuity." In other 

words, it did not stand out from its background and was not easily 

readable to a motorist from a distance. As such, the unfamiliar or 

infrequent passer-by could neither detect it nor read its message in 

time to safely enter the business. 

The sign's failure to attract non-local trade meant missed 

opportunities for a sale; revenues remained stagnant. 

STEPS TAKEN· 

1. The owner purchased a new conspicuous pole sign for $15,000.

Although its total square footage is the same as the original sign, in all

other aspects, it is transformed . To enhance conspicuity, the colors are

contrasting and vibrant. Large print and a strong first-ead pictorial

graphic enhance readability.

2. The addition of a pole cover contributes to the sign's "aesthetic" feel

and provides space for address numbers. The variable message board

completes the makeover, and calls attention to specials.

RESUlTS· 

The car wash experienced a 125% increase in detailing business and a 

15% increase in overall business, which translated into an additional 

$135,000.00 in gross revenues in the first year - nearly 9 times the cost 

of the sign. 

Case study cited on Small Business Administration 

Free Site Analysis 

Need to evaluate whether or not you are 

maximizing your signage exposure? 

Our trained account managers can provide 

a free analysis of your existing site and offer 

possible solutions to ensure you are taking 

advantage of all your signage possibilities! 

Products/Services we Provide: 

• Illuminated exterior signs

• Awnings

• Digital Graphics

• Interior Signs

• Electronic Message Centers

• Design

• Service & Maintenance
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Positive I ma e 
TOTAL GRAP HIC SOL UTION S 

Call us today 800-423-7565 

www.UnitedSignsAwnings.com 




