
BUILDING A MARKET POSITION

HOW CAN WE UNIFY OUR MARKETING EFFORTS?

Without carefu l  p lanning,  a ser ies of  new 
product int roduct ions can create confus ion 
in the marketplace.  But a wel l  thought out 
program can reposi t ion a manufactur ing 
company as a technology leader.

To make certa in prospect ive customers 
understood the company’s d i rect ion,  Great Lakes 
Instruments asked us to develop a mult i -year 
p lan to int roduce new sensors and contro l lers 
that  would broaden the i r  l ine and take them 
into new markets.

BUILDING BLOCKS OF A GROWING REPUTATION

The company was known for  a s ingle product 
category.  They needed to quick ly expand sales 
through new sensors for  other types of  
measurements,  as wel l  as through sa les 
of  contro l lers.

Through a deta i led overa l l  p lan,  each new 
product int roduct ion became a bui ld ing b lock 
for  the company’s growing reputat ion.  The 
integrated market ing communicat ions program 
uni f ied the introduct ions,  so that  the company 
became known as a technology leader wi th 
a c lear d i rect ion in measurement and contro l .

RESULTS 

Successfu l  product launches, and a reputat ion 
for  technology.

MARKETING COMMUNICATIONS MAKES A DIFFERENCE

The company successfu l ly  launched each 
new product to achieve a quick return on 
investment.  Over the severa l  years of  the 
market ing communicat ions program, the 
company bui l t  awareness of  a much expanded 
product offer ing,  bui ld ing on the i r  reputat ion 
for  advanced technology.

CALL ARCTURUS GROUP FOR CUSTOMER COMMUNICATIONS 
THAT GET RESULTS!

Whether you need a comprehensive market ing 
communicat ions program or a solut ion to 
a speci f ic  problem, ca l l  847.282.3540 today 
to f ind out how Marcus Partners can ta i lor  
market ing communicat ions to your speci f ic  
needs.

SERVICES  strategic p lanning . brand bui ld ing . research . corporate ident i ty  . advert is ing . media p lanning:  pr int/e lectronic . mul t imedia 
presentat ions . publ ic re lat ions . sa les promot ion/support  programs . t rade shows . sa les a ids/brochures/cata logs . d ist r ibutor/dealer  
support  programs . internet market ing strategy . websi te design and development . search engine opt imizat ion . new product 
int roduct ions . f i lm/hd v ideo product ion and post

PRESS TOURS to int roduce each new product 
to edi tors of  key t rade publ icat ions.

PRESS KITS that  prov ided deta i ls  on each new 
product and on the new technology behind 
the product.

NEWS RELEASES that  kept a succession of  new 
products and new technologies in f ront of  key 
buyers.

PRODUCT ADS that  presented the company as 
a developer of  new technology,  as wel l  as 
int roducing new products.

FRACTIONAL PAGE ADS that  cont inued to generate 
inqui r ies f rom many markets af ter  the in i t ia l  
product int roduct ion.

FULFILLMENT PACKAGES that  prov ided deta i led 
explanat ions of  the new technology in response 
to inqui r ies.

SALES BROCHURES that  expla ined new technology 
and presented the benef i ts  of  that  technology.

TECHNICAL ARTICLES that  h ighl ighted the company’s 
technology leadership through features in the 
t rade press.

A COORDINATED PROGRAM that  made each new 
product a bui ld ing b lock in a tota l  market ing 
communicat ions concept.

WE ACHIEVED THOSE RESULTS 
WITH A WELL-PLANNED MULTI-YEAR 
PROGRAM THAT INCLUDED...
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