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DESIGN FOR MARKETING

Savvy sales literature positions company
as the industry leader

“Michael and his team
[at Mindwalk Design Group]

were the obvious choice”

Jim Brakel, PRESIDENT
Robert Brakel & Associates Ltd.

Whether it’s a series of brochures, a simple sell sheet or a thick corporate folder,

““sales literature” can be tough to produce. That's because they often must

succeed on a multitude of fronts. For example, a product brochure may be used

in a mailing, handed out at a trade show, inserted into a press kit, and used as a

visual aid during a sales call. And versatility isn’t the only challenge. Brochures

are everywhere. So how do you create one that doesn't get lost in the clutter?

These are just some of the problems faced by
Robert Brakel & Associates, a sales tax
consulting firm headquartered in Brampton,
Ontario. "As the leader in our industry, we
face a lot of competition," says company
president Jim Brakel. "V\& needed sales
literature that would immediately gain
attention and position us as the best"

Robert Brakel & Associates (RBA) is the
pioneer in the contingency-fee sales tax
consulting industry. Over the years, the
company has helped thousands of
organizations stay on top of sales tax issues,
minimize payments and avoid administrative
headaches. In 2003, they celebrated their

30™ anniversary.

Communicating value

Consisting of two brochures and several
inserts contained within a high-quality folder,
RBA's current sales literature package was
already successful. So successful in
fact, that the program was often
imitated by others. “Increased
competition was also driving
down contingency-fee
rates” says Brakel. “So it

was more important than ever to
communicate the full value of our review
and support services.”

In addition to the typical challenges faced in
developing sales literature, the new RBA
package would need to:

+ Build on brand equity established in
previous marketing materials

+ Beahighly effective visual aid during
sales presentations.

+ Be eye-catching, informative and value-
packed — so prospects and customers
would retain the materials long-term.

+  Communicate the key messages
powerfully.

+ Convey the themes of quality, competence,
expertise and professionalism in the
"look and feel".

It was a tall order. Fortunately, RBA knew
just who to bring in to make it happen.

“Wk have worked with Michael Huggins

[of Mindwalk Design Group] for many years.
He knows our business — and he know his
business — inside-out,” says Brakel. “Michael
and his team were the obvious choice.

MINDwalk design group — www.mindwalkdesign.com






