






Surviving and thriving through 
economic adversity

Harness the power of harmony

Seeing green

Industry Insights

MRM — Put customer-focused 
campaigns on autopilot

Strategic marketers gain the  
advantage in down times when  
others are cutting back.

Combining e-mail and direct  
mail in a well-designed campaign 
improves ROI from both.

For many industries, environment-
friendly marketing is now key to 
bottom-line success.

A CMO Council survey, 
behaviorally triggered e-mails 
and a low-cost idea for brand 
research are top stories.

Campaign management tools  
offer precise targeting and  
increased efficiency.
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Marketing requires more than product knowledge. It requires insight. It’s  
essential that you understand exactly where in the market your opportunities 
are and utilize the most effective communications to keep your company  
“top of mind” for customers and prospects alike.

Let’s talk issentials …

Let us show you how our targeted customer marketing programs achieve 
maximum results through:

■ Education and cross-sell/upsell opportunities
■ Loyalty rewards programs
■ Channel marketing solutions

Double Challenge for Marketers 
During Financial Crisis

About the Publisher
Since 1992, Progressive Impressions International (Pii) has worked with 
corporate marketers to develop programs with personalization to support 
sales representatives working from local offices and stores. Pii has the 
resources to design, implement and update complete marketing solutions 
to keep pace with your changing needs. Pii specializes in maximizing 
customer relationships through education, cross-sell/upsell and channel 
marketing solutions to capture the full lifetime value of your customers.
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Promote your green team
As your green plans begin to bloom, you 
will want to spread the word. But with so 
many companies — perhaps even some 
of your competitors — trumpeting their 
newfound marketing “greenness,” how 
can you make your voice heard above  
the loud crowd?

Clearly, the most important message to 
convey is the benefits your customers will 
enjoy from your efforts. Emphasize the 
ways your customers can drive the  
success of your green marketing 
efforts. They may want to sign up for 
e-communications or opt in to receive 
environment-related regulatory notices 
by e-mail. If your messages can become 
more targeted, use input from your 
customers to make the information  
they receive more relevant to their  
unique situation.

There’s more to green marketing 
than meets the eye, and you may 
already be greener than you think.

You may also want to promote your green 
marketing plan as part of a corporatewide 
effort to be earth friendly and keep costs 
as low as possible. Certifications from 
organizations such as Green Seal and  
the U.S. Green Building Council can help 
boost green credibility.

Tip: Avoid a green black eye
Any “green” changes to your marketing 
program should be substantive and 
sustainable. Simply making minimal 
changes in order to promote your company 
as environmentally friendly could lead to 
accusations of “greenwashing.”

No doubt about it: Green marketing is 
here to stay, and it is only going to become 
more prominent and more important for 
your business, your customers and your 
community at large. So whether you are 
ready to plunge headfirst into a green 
marketing solution, or would prefer to start 
with a few small steps that allow you to 
test the waters, a wise implementation 
plan and strategic partnerships will be 
essential to your success.  ■

Capture the value when Taylor Corporation 
companies partner for you 
• Vendor consolidation 
• Productivity

• Brand recognition and consistency 
• In-house print partnership

Though we are best known for digital print and e-marketing services, 
Pii maintains a range of capabilities to complete your marketing solution 
— including creative, call center, fulfillment and more. As part of Taylor 
Corporation, Pii is able to draw on the talents and specialties of more 
than 90 sister companies. Web hosting and data warehousing are a  
good example.

Pii has its own secure facilities in-house to support all the Web and data 
solutions we build for clients. But we can also provide robust additional 
capacity by partnering with our sister company James Tower (Mankato, 
Minn.) when clients can benefit from these strengths:

• 44 terabytes of storage
• �Connectivity via two 400 Mbps circuits, scalable to 1 GB; Tier One ISPs
• �“Building within a building” — 12-inch thick concrete-encased vault

Look to Pii as a resource, able to deliver a full complement  
of services — including the benefits of vendor consolidation.

A Web and data resource

 Brian,

Ron Drenning 
Vice President,  
Sales and Marketing 
800.883.1156 
rdrenning@whateverittakes.com

800.883.1156

Times are tough for corporate marketers throughout the economy. 

With the turmoil in banking and a deepening recession, consumers 

are buying less, and marketers have less to spend on vital relationships 

with customers and prospects. These are challenges in the short 

term, but we should also be thinking ahead to economic recovery. 

Will you be in position to grow when that brighter day comes?

The mission of                     is to be a source of information and 

expertise, especially in the realm of personalization marketing,  

to help you achieve strategic goals.

Our cover story looks head-on at hard times with practical ideas 

and insight on how to do well when others are in retrenchment.  

In the same vein, check out “Harness the Power of Harmony” 

for tips on how e-mail and direct mail can work together to 

yield better results from both. Looking further forward, green 

initiatives offer an opportunity to be earth friendly — and reap 

the bottom-line benefits of targeted communications with  

improved return on investment.

Ask me for a PDF if you see an article in                    you would  

like to share with colleagues. Your comments and suggestions  

are always welcome.

Sincerely,



Information, expertise and technology for corporate marketers

S p r i n g  2 0 0 9  E d i t i o n

Top marketers say personalization 
increases impact
According to the 2008 CMO Council  
Survey, the majority of senior level  
marketing executives have seen decidedly  
greater success using strategic personalized  
marketing techniques over traditional mass  
marketing approaches.

Respondents rated the following techniques as the most effective: 

1. Individualized e-mails and letters  
2. Targeted database marketing that leverages personal profiles 
3. Opt-in permission-based marketing programs  
4. Variable data printing 
5. Print-on-demand collateral using personalized content

The CMO Council is a network of corporate marketing leaders  
and brand decision-makers dedicated to high-level knowledge 
exchange, thought leadership and relationship building.

Trigger higher open and conversion rates 
from your e-mail campaign
Behaviorally triggered e-mails are messages  
sent automatically based on a customer’s 
activity, such as registering at your Web  
site. According to a Jupiter Research study, 
targeted user-triggered e-mail campaigns  
have open rates 7 percent higher and  
conversion rates more than double those  
of untargeted broadcast e-mails. 

E-mails can be triggered by customer requests for information, 
purchases, renewals, enrollments, service reminders, birthdays 
and anniversaries. A simple “welcome” message triggered by 
registration at your Web site may be all it takes to differentiate 
your messages from unsolicited e-mails.

Brand research for the cost  
of coffee and doughnuts
Get critical insight into customer perceptions 
about your brand that costs virtually nothing 
to collect. Instead of hiring a market research 
company, invite employees to share their 
insights. Customer-facing employees can 
provide a wealth of ideas, experience and 
knowledge about customer wants, needs  
and turnoffs. Having someone outside your organization  
to facilitate discussions helps promote honest responses from 
employees. An anonymous response mechanism is also helpful.

Responding to last year’s update of the ISO 9001 
standard, Progressive Impressions International (Pii) 
modified its Quality Management System and underwent 
an audit to confirm the revised system meets all new 
requirements. Results from the audit certified full 
compliance with the ISO 9001-2008 standard with  
no exceptions or findings.

The audit was conducted by Quality Systems Registrars 
(QSR) of Sterling, Virginia, a widely known and respected 
ISO consulting firm. QSR has performed over 10,000 
audits since 1991.

Why the new standard
The 2008 update changed ISO 9001 in two areas.  
It provides new clarifying language for several 
requirements in the previous standard. In addition,  
the update facilitates consistency between ISO 9001 
and a separate standard for pollution control and 
environmental protection (ISO 14001:2004).

The purpose of the Pii Quality Management System 
is to define processes for predictable and traceable 
performance in the delivery of products and services.  
This ensures customer specifications and expectations 
are reliably met. The Pii Quality Management System 
covers management responsibilities, resource 
requirements, steps for product development and 
monitoring/measurement. Continual improvement  
is the foundation of the Pii Quality Policy.

Pii became a registered ISO 9001 organization in 2000.

Pii upgrades to new 
ISO standard
Independent audit certifies changes  
in Quality Management System
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