
TECHNOLOGY CASE STUDY

Input Device Manufacturer Realizes
Full Potential Of Integrated Marketing
Communications Program

Context
Marcom integration builds tripwires from one
media environment to the next, leveraging
continuity. When Esterline Advanced Input
Systems made the decision to integrate all of
their marketing communications, they maximized
each component’s impact and reach. As with
any company, marketing mix and budget
appropriation were situational—dependent upon
size of market, scope of business, ramp time,
etc. Advanced Input Systems looked at program
cost-effectiveness long term and chose to
implement key components sequentially beginning
with a new web site and sell-in materials.

The Pain
After 25 years of designing and manufacturing
application-specific input devices from three
facilities in the U.S. and U.K. for customers
(including Siemens, GE, Philips, Honeywell,
Kodak, British Telecom), Esterline Advanced
Input Systems (formerly Advanced Input Devices)
was somewhat of a marcom centipede.
Previously reliant upon several marcom vendors,
their storied brand was divided into many
embryonic messages and images—resulting in
a diluted branding effort. Lacking a visible point-
of-difference is a difficult position for any
company wanting to out-market their
competition and drive down cost.

Advanced Input Systems competes in an
international marketplace with team selling
and desired a more world-wise position after
acquiring several companies. It was time to
redefine their outward face in the marketplace—
tell their story and build trust—to manage the
awareness, consideration and preference stages
of their sales cycle more efficiently and effectively.

Organization: Esterline (NYSE: ESL),
Advanced Input Systems (formerly
Advanced Input Devices)

Locations:  U.S.A. and U.K.

Employees: 500 at three sites

Market Segment: Input device design
and manufacture for OEMs

Applications: Touch screen, custom
keyboards, rugged keyboards, keypads,
membrane switches and switch panels

Web Site: www.advanced-input.com
www.memtron.com

The Plan
As a sole point of contact, Pacific Marketing
Group worked closely with Advanced Input
Systems to identify a thematic position and key
messaging that personified decades of the
company’s technological expertise and benefits.
Rather than focus only on products and
achievements, the strategy was to align the
value proposition with the needs and dynamics
of the marketplace and portray the client’s global
business reach.

The resulting catchphrase “We make the input
devices that control the OEM products that
operate the world”—and relational graphics—
were central elements to all marcom activity.
That foundation was used to convey the
company’s high-level benefit promise: their
ability to develop input devices utilizing “any
user-input technology and any display
technology”. It was backed up by an online case
study portfolio consisting of 75 problem /
solution scenarios spread across multiple
applications and industries.

Pacific Marketing Group then began to
standardize marketing communications by
integrating messaging and imagery across all
points of customer contact—implemented to
support various points within the sales cycle:
• Strategic positioning
• Corporate and divisional websites
• E-mail campaign
• Technology education program
• PowerPoint sales presentation
• Licensed technology materials
• Sales literature and forms
• Product briefs and white papers
• Trade show materials
• Advertising

An e-marketing database campaign, reinforcing
Advanced Input Systems’ industry expertise,
provided outreach visibility and was designed
to educate recipients about input device
technologies and applications. Not just another
faceless e-mail effort, the campaign was “hosted”
by “personalities” within the company to help
connect with design engineers.

Additionally, momentum to establish interest
in first-to-market technologies, such as a laser-
projected keyboard, was met by developing
concept applications for target markets. This
imagery was used online and in news releases
to help capture the hearts of minds of innovators.

Pacific Marketing Group
provides the responsiveness,
creativity and resourcefulness
that has enabled our company to
successfully create a strong and
professional brand in our
market. They often exceed our
expectations.

— Chris Newman
VP Sales and Marketing
Advanced Input Systems
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The Payoff
Success in any marketing situation
is about finding a sustainable
competitive advantage. With
messaging and creative vision
in place, Advanced Input Systems’
marcom initiatives are continually
being harvested to develop an
active database, build conversion
rates and profitability, as well as
improve competitiveness.

For example, online database
marketing generated interest
beyond expectations by producing
a 4.0% response rate. The average
response rate for lead generation
e-mail is 2.82% according to the
Direct Marketing Association.

The company’s new-customer
lifetime value—based on frequency
of purchase, volume (unit and dollar
value) of purchase, and net margin—
is just being realized, given the
relatively long sales cycle associated
with their technology offering.

Why Pacific Marketing Group?
Advanced Input Systems preferred
an experienced high-tech marketing
communications firm that trans-
cended their piece-meal vendor
chain. That meant doing business
and building strategies with one
company that could seamlessly
support all their needs—without
excessive layers of personnel.

Properly executed, the sequencing
and interplay of integrated marcom
components can affect end results
more profitably than traditional
brand building. Moving customers
through awareness, consideration,
and purchase stages for Advanced
Input Systems could be achieved
more rapidly and effectively by
providing the right materials and
consistent messaging at each stage
in the buying cycle.

Stand For Something
Create a vision of what your company
stands for in the marketplace. Then
differentiate that position with a
value proposition built from images,
words and actions. The result is
your customer experience. Every
customer interaction, every trip
to your web site, every customer
point of contact—is your brand.
We architect your brand.

There's a place for those companies
that elevate their craft to a level so
far above their contemporaries that
their very name defines marketplace
position. If you want to lay claim to
that position year after year, you
must continually be the aggressor.
And stand for something.

For More Information
For over 20 years, Pacific
Marketing Group has been
providing clients with Integrated
Marketing Communications
materials and counsel for
improved brand management.

To learn how we conceive and
execute creative solutions to build
our clients' brands and businesses,
contact Scott MacKelvie, President.

E-mail: sales@pacificmrktg.com
Tel: 509.924.7308
Fax: 509.922.7096

www.pacificmrktg.com
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