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YESCO
A legacy of light

Travelers and tourists who have ever visited Las Ve-
gas, Nevada, no doubt have been dazzled by the city’s 
bright lights and flashy architecture. The Vegas Strip, 
with its many casinos and resort hotels, features an 
intense and original presentation of electrified color, 
with many one-of-a-kind signs and displays to attract 
and entice the crowds of sightseers and vacationers 
who flood “Glitter Gulch.”  Most of Las Vegas’ most 

iconic displays were designed, manufactured, and in-
stalled by YESCO, a 96 year-old, family-owned compa-
ny. The list of hotels and casinos that feature YESCO 
signage in Las Vegas includes: the Boulder Club, Gold-
en Nugget, Eldorado, Mint, Silver Slipper, Stardust, 
Venetian, the Wynn Las Vegas, Harrah’s, the Sahara, 
Caesar’s Palace, and the Rio– not to mention Vegas 
Vic, a 75-foot, six-ton, neon cowboy that was erected 
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on the exterior of the Pioneer Club in 1951, and has 
since become the city’s welcoming trademark. 

Josh Young is YESCO’s Vice President for Franchis-
ing. His great grandfather, Thomas Young, started the 
company in 1920. “The ownership transferred from 
my great grandfather to my grandfather. Current man-
agement and leadership of the company is in its third 
generation with my father and two uncles,” Young re-
lates. “I’m one of several fourth- generation that are 
currently working.  They’ll be several others who will 
likely join us down the road.”

Young tells the story of how his great grandfather, 
Thomas, began a small advertising and commercial 

sign painting business in Ogden, Utah, which, today, 
has grown to become one of the nation’s recognized 
leaders in the fields of sign design, sign fabrication, 
sign installation, and ongoing sign service and main-
tenance. “My great grandfather was an artist,” Young 
says. “He was an immigrant from England who came 
over to the United States with very little money. He 
borrowed $300 from his father, who worked in the 
coalmines in England, to get the business off the 
ground. In those early years, it was mainly hand-paint-
ed signs, graphic lettering, golf-leaf window lettering, 
and coffin plates.

“One of the opportunities that presented itself early 
on in the history of the company was for my great 
grandfather to acquire the license to produce neon. 
That license really propelled him into the electric sign 
business and, more importantly, into the Las Vegas 
market that was in its infancy. So, he took that license 
and technology and began producing the large, iconic 
signs in Las Vegas. And as history progressed, it was 
additional opportunities like that that presented them-
selves – much of which was driven by the rapid growth 
and aggressive nature of the Las Vegas market and 
the desire of the casino owners to do more to attract 
customers into their businesses. That drove our tech-
nological advances and need to improve, and to come 
up with different strategies and creative ways to con-

AT A GLANCE
WHO:  YESCO

WHAT: Designer, manufacturer, installer, and 
maintainer of custom signs and display systems

WHERE: Headquarters in Salt Lake City, Utah

WEBSITE: www.yesco.com
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vey our customers’ messages.”

Over the course of the last half century, YESCO has 
continued to dominate the market in large, custom-
made electric signs. The company has expanded its 
portfolio to include some of the country’s biggest cor-
porations for which it fabricates both one-of-a-kind 

displays, such as Starbuck Coffee’s corporate head-
quarters sign in Seattle, Washington and the NBC Ex-
perience “message globe” in New York City, as well as 
what Young calls “program work” - the replication of 
many signs for multi-location clients such as the Ford 
Motor Company, Bank of America, and McDonald’s. 
YESCO has also designed signs, displays, and cutting 

edge LCD video systems for theaters, restaurants, sta-
diums, and sports arenas. 

“In the gaming industry, and increasingly in the are-
na space, we’re at the top of the list,” says Young. 
Meanwhile, the company solicits business owners of 
all sizes about providing them with sign manufactur-

ing solutions - especially when the 
need is for a large or particularly 
spectacular display. “We deal in 
custom signs, large signs, very cre-
ative signs, integrated LED displays 
into those signs, and that’s fairly 
unique for us,” he says. “We’re 
able to differentiate ourselves as a 
sign manufacturer. The sign indus-
try has been traditionally fragment-
ed; you’ve got a lot of smaller sign 
companies throughout the United 
States. And a big reason for that is 
the cost to ship or transport a large 
sign is very prohibitive. You’re better 
off working with a local or regional 
company to build the product rath-
er than to ship it across the coun-
try. The exception comes when it’s 
something so large that you can’t 
find that capability at a local level. 
And that’s when you go to a YESCO 
to have that large sign built.”

YESCO has also grown over the 
years through the acquisition of 

smaller, regional sign companies, and by opening 
company offices with state-of-the-art manufacturing 
facilities throughout the western United States. Today, 
the company has over 1,000 employees working in 47 
company locations west of Colorado. 

In the early 2000s, YESCO began exploring the con

Discover. Learn. Connect. Join.
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Call 866.223.8822 or visit peopletrail.com to chat live or 
schedule your own complimentary consultation today.
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cept of franchising its sign and lighting services.  In 
early 2011, it had launched its first franchise location. 
Currently, the company has 45 franchisees, covering 
80 territories in the United States and Canada.  Young 
says the goal is to have 300 North American franchise 
territories open by 2019, with further plans to go in-
ternational. “We’re going to focus on English speaking 
countries to start,” he says. “We’re working on some 
potential deals in Australia and the United Kingdom 
and we’ll get more aggressive with that development 
as time goes on.”

Sam Fisher is YESCO’s Vice President for Business 
Development. He is focused on building the sector’s 
largest, self-performing network of sign and lighting 
services, so any one of the company-owned locations 
or its franchises can respond to a client’s needs. “It’s 
a YESCO employee, it’s a YESCO uniform, it’s a YESCO 

truck, doing it the YESCO way,” Fisher says. “We are 
completely unique. No one else is doing what YESCO 
is doing. On the sign lighting service side, we break our 
efforts into two components. We’ve got the local busi-
ness opportunity – repairing the local sign owners, like 
McDonalds, which is a franchisee, or a mom and pop 
shop - and then we’ve got a national component and 
we enter into contracts in that venue, where we’ll take 
care of a thousand Bank of Americas, or six hundred 
Star Bucks locations, and we’ll utilize our company lo-
cations and our franchise locations to handle that sign 
and lighting repair.”

Fisher says that YESCO considers itself more of a “pe-
ripheral player” in the franchise space – it’s not fast 
food, or retail, or quick serve – and it mostly finds its 
franchisees within the existing sign and lighting indus-
try. “We gravitate toward folks or organizations com-

http://www.lightfair.com
https://www.youtube.
com/watch?v=hbT
0NEpkrLM&feature=
youtu.be
www.plusriteusa.com
www.mynaturaled.com
http://www.gei-products.com
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Protect your franchise with help from YESCO’s preferred insurance broker, Moreton & Company.

franchise
www.yesco.com/franchising

Build A Brighter Future With A

http://www.yesco.com/franchising
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ing out of the sign industry because they gain synergy 
by having the service component along with their fab-
rication division. We look for people who have good 
business sense, who appreciate our model, and are 
looking to develop a business-to-business service or-
ganization. We don’t have people calling us all day 
long; we do more outreach, looking for people who 
have the financial wherewithal, as well as the business 
acumen, to be successful in running this business.”

Young elaborates upon YESCO’s franchise-awarding 
methods, “Because a lot of our focus has been on 
small sign companies, we have the ability to naturally 
select. There are about 20,000 shops in the world, 
whether they’re doing electrical or the vinyl print and 
that kind of thing. We’ve focused more on the electri-
cal and folks that we either have relationships with, 
through the utilization of resources with one of our oth-

er companies, like manufacturing, or that are tied to 
the two key industry associations that naturally attract 
those who are truly interested. So, it’s kind of a natural 
selection process of whittling that 20,000 down.  We 
have a qualification process, which is typical of a fran-
chisor. We’ve got our net worth requirements; we have 
a discovery day requirement where we met them face-
to-face; and a couple of additional components: credit, 
background check, and a lot of gut feel. There’s not a 
lot that go through that process that we turn away – 
there are some, but probably 85 or 90 percent of them 
make it through or they weed themselves out before 
they even get to that process.”

Fisher believes that YESCO brings a great deal of value 
to its franchisees. “First of all, a fool-proof business 
model,” he states. “We have 47 company locations 
and have deployed this service model and demon-

http://www.ikegps.com
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strated that it works. We have the most service loca-
tions in the country and we’ve got the best way to do 
it, using our technology and our proactive approach.” 
Company trucks even go out on patrols at night, driv-
ing routes and looking for outages. “That’s a huge deal 
that we bring to the market.” 
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“In addition, we bring our purchasing power,” Fisher 
says. “So, as you interact with our suppliers and ven-
dors, you’re going to find that we have exceptional pric-
ing because of the leverage and volume that we have. 
The other advantage that we have is the training and 
support we can give because of our industry knowl-
edge and because of our history, our 96 plus years 

in the sign industry. We can train even someone who 
doesn’t come with any sign industry experience, and 
get them to the point where they’re running  a suc-
cessful sign lighting and service business.”

YESCO’s network also provides benefits to the compa-
nies it services. “If you are a large company, if you’re 
Starbucks, you’re trying to service all of your signage 
in your network and one way you can do that is by 
contracting it out to several organizations,” Fisher ex-
plains. “Well, what we’re building is a network where 

you’re just dealing with YESCO. We’re going to get the 
job done and it’s going to be uniform, across the board, 
instead of having twenty different ways of doing it.”

In the end, the fourth generation Young is bullish on 
the future of the almost 100 year-old company. “As we 
begin to increase our critical mass across the country, 
in our ability to self-perform sign and lighting service, 
we are already seeing an increased growth in that 
business that we’ve never seen before,” he exults. 
“Because of our history and the brand recognition, 
there are a lot of regional and national-type customers 
that want to have a single point of contact for their sign 
and lighting service needs. And so, it’s getting people 
in place so that we can truly see the revenue growth 
potential of each of our individual offices expand, ac-
cordingly.”
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From its humble beginnings in Ogden, Utah to Las Ve-
gas’ Glitter Gulch and beyond, the YESCO brand contin-
ues its century-long tradition of advancing the science 
and design of lighting and sign making by tackling ever 
larger and more complex projects. At the same time, 
this iconic American company provides the ongoing 

maintenance services that keep its customers’ signs 
and displays on and in excellent working condition. 

PREFERRED VENDORS
Peopletrail - Peopletrail provides employment screen-
ing, criminal background checks, tenant screening, 
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drug screening, ATS Integrations, and corporate inves-
tigations for its clients. The company has been pro-
viding its expedited and accurate reporting services 
to business and government since 1994. Peopletrail 
believes that “people must be part of the process,” 
and prides itself on bringing the human touch to every 
report, management decision, and client relationship. 
It is this personalized touch that has brought People-
trail to the forefront position today as one of the lead-
ing and fastest growing providers of background and 
screening services in the industry. - www.peopletrail.
com
Plusrite - Plusrite is a manufacturer and distributor 
of lamps, bulbs, and specialty lighting fixtures, includ-
ing fluorescent, halogen, CFL, Xenon, and metal ha-
lide products. The company was founded in 1986, in 
Changzhou, China and has factories, distribution ware-
houses, and sales offices located throughout Asia and 

North America. - www.plusriteusa.com

ike GPS - Spike is a smart laser measurement solu-
tion for various industries and professional use. Users 
can measure an object simply by taking a photo with 
Spike and a smart phone or tablet. From that photo, 
users can capture real-time measurements by using 
the Spike mobile app or cloud-based tools. - www.ikeg-
ps.com

Moreton Insurance - Moreton & Company, founded 
by J.B. Moreton in 1910, has grown to become the In-
termountain West’s largest, most diversified, indepen-
dent insurance brokerage firm, with more than 200 
professionals with offices in Utah, Idaho, Colorado, 
and Wisconsin. Its clients include governmental enti-
ties, educational institutes, and both small and large 
corporate businesses. - www.moreton.com
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