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A&R SCREENING: A BRIEF

HISTORY

Since we're going to be working together we thought
we'd share a bit of our story with you. We're proud
of where we came from and excited for our future.

Founded in 1970, A&R Custom Screening and
Monogramming was a very small family owned business.
For the first several years, the company operated out of a
garage and basement. They made tees for the local
recreation departments, police, and fire departments.

Business began to steadily increase as the disco era
ushered in a fashion revolution. The t-shirt was no longer
a plain and dull part of the wardrobe. It was a blank
canvas for self expression and a medium to convey an
alliance to a favorite band, beverage, team, and brand.

By 1977, the company had moved from the cramped and
dusty basement to its current location in Bridgeview, IL. A
warehouse was built for the screen printing production,
offices for sales and artwork, and facilities for the sewing
and embroidery department.

In 2006, the owners decided it was time to move on. The
ownership of the company changed hands and the name
was shortened to A&R Screening. The new, and current,
owners had much bigger visions for A&R Screening.
Technology and fabrics were changing, the cotton T-shirt
era of the 70's and 80's was no longer in high demand.
The 2000's saw the monumental rise of companies like
Under Armour and the explosive growth of Nike who
both ushered in the the dri-fit fabrics that dominate the
apparel market today.

A&R Screening found it's niche in the athletic and
corporate apparel arenas. We invested heavily in new
technology and developed new processes that focused on
quality and efficiency. We committed to long-time
customer relationships and developed many strong
customer relationships, and expanded our services
regionally and nationally.

We have experienced unprecedented growth over the
past 10 plus years. However, despite our many successes
and accomplishments, A&R Screening will never forget it's
humble beginnings. We identify our self as a customer
service company in the apparel decoration industry. We
are forever committed to continually strive for excellence
in all facets of our business.
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PORTAL 1.0 RELEASED

Online ordering system for contract customers. Allows
salesmen to place their orders online, reducing
turnaround time and increasing precision.

John LaRoy gains full ownership. Jo Ellen Doranzo

retires.

FAST

2018

Early

A&R Screening finds a new home

in Crestwood, IL. Increasing in size

from 4,000sqgf. to 15,500sqf.

Bridgeview
4,000 sqf.

Mid
$500k of funding received via an
SBA Loan.

PAST, PRESENT, AND FUTURE

GROWTH

It's been quite an expedition since we opened in
1970 but here is still a long journey ahead of us and
we have some big plans.

EASY RELIABLE

Late

ThreadTV goes online. Video and

blog content aimed at bringing

tips, tricks, and trends in the

decorating business to the masses.
AR SCREENING'S

2019

Early

Two distinct divisions created.
UnderDog: Focused on B2C.
AR focused on B2B.

Dog

Mid
PORTAL 2.0 RELEASED

— =

Late

FieldSales Launched
Paid Sales Training for college
students. “Uber of Apparel Sales”

INONI

2021

it MORE IELDSALES™
Printing FASTER RELLABLE F s
Early Late
Acquire athletics dealer. This will _',,w’: Create apparel futures market. "Stop P
allow AR to expand range of {,w— predicting, start knowing your future."
products and services. Utilizing technology to bring buyers and

producers together.

2025

AR LoneStar HQ
Frisco, TX

2030

AR GoldenState HQ
Las Vegas, NV

2034
AR Empire HQ
Buffalo, NY

AR Sunshine HQ
Orlando, FL



SETTING SAILIN A

BLUE OCEAN

The apparel printing market is highly competetive. Our crew is
primed and ready to embark on a journey into uncharted

waters.
‘ Portal helps salespeople save time by making it incredibly simple
‘ to place orders and track their production progress. Time they
( ' can spend concentrating on chasing leads and making sales.
( Portal’s artwork database saves all of the art from past orders
which will allow salespeople to easily place reorders. In the past

that was often times difficult to do without an organized way to

P A“’ R — A I keep track of all of the files.
i I

g 7 v == With the addition of an integrated CRM, Portal will be the only
SALES MANAGEMENT SYSTEM tool needed for a salesperson to keep in touch with their clients,
place and track orders, and keep an eye on their sales analytics.

FieldSales is our paid sales training program.

College students will have the opportunity to hone their sales
skills by selling custom apparel on and off campus. They will
have the freedom to make sales on their own schedule, kind of

like Uber.

FIEI-DSAI-ESTM With the help of Portal they will be able to place, track, and view

their commision reports.

The cream of the crop will be moved up to the majors to join our
sales staff. Our reach and network will grow exponentially.

A&R SCREENING'S Like The Corcoran Group and Valuetainment has done in
their respective niches, ThreadTV will be THE source for trends,
tips, and tricks in the apparel industry.

Interviews with industry experts will help seasoned and fresh
salespeople stay on top of their game.




POTENTIAL THREATS LURKING IN THE

RED OCEAN

The seas are filled with novices offering their services for dirt
cheap. Monsterous creatures dominate the territory with their
tentacles tightly wrapped around the market.

Custom Ink (the monsterous octopus) has dominated the retail
cec printing market. They created a simple way for anyone to design
- ‘ their own apparel and get it printed quickly. They are a national

.‘ | company with a strong grip on the market.

CUSTOM
INK

& The cost of entry into the apparel printing market is fairly low and
since for major product and service categories, brands are
generally becoming more similar, and as they are becoming
more similar people increasingly select based on price (Blue
Ocean Strategy, 25).

@
? This shift in consumer behavior causes many shops to join the
race to the bottom when it comes to pricing. Often times the race
S invovles sacrificing quality and service but the consumer tends to

look at the impact on their wallet as the most important deciding
factor.



