
TECHNOLOGY CASE STUDY

Building A Creative Platform To Unify
22 Manufacturing Facilities

Context
It’s important to have memorable and extendable
design in any marketing communications
program. But first it’s vital to understand which
marketplace frustrations capture the most
attention at customer level—and consequently
have the best potential for use in your brand
messaging. From this understanding is born the
positioning platform and baseline creative;
ground zero for controlling the information that
customers use to form their attitudes.

The Pain
A leader in providing microelectronics materials
and services, Johnson Matthey Electronics (JME)
was at a crossover point. Acquisition and organic
growth over a short period had increased the
size of the company from 12 to 22 manufacturing
facilities in 15 countries supported by 5000
employees. First-mover advantages and
globalization of four product lines positioned
the company to help shape future growth of the
electronics industry in a number of key areas.

But an absence of high-level positioning and
lack of marketing communication materials
across all product lines left the company unable
to effectively convey its corporate brand
message. Incapable of running on the sheer
weight of an overly thin marcom budget, Johnson
Matthey Electronics began to meet the challenge
of selling to customers, not markets. All of JME’s
marcom energies needed to be cohesively
channeled to maximize their individual impact
and reach.

Organization: Johnson Matthey Electronics

Locations:  22 manufacturing facilities in
15 countries

Employees: 5000

Market Segment: microelectronics
materials and services

Applications: integrated circuit
manufacturing, electronic packaging,
printed circuit boards

The Plan
The tactic of positioning Johnson Matthey
Electronics as a vertically integrated company
that controlled every element of their
manufacturing process, provided customers
with a benefit bigger than the technology: one
stop shopping. Moreover, the creative platform
developed to support Johnson Matthey
Electronics’ vertical integration offered a strong
visual snapshot to customers and industry, as
they are inextricably linked.

Vertical integration was depicted literally when
Pacific Marketing Group rendered layered images
into a composite graphic to support the company’s
multiple products. Visually presenting products
in the context of solutions relevant to the
customer reinforced individual application and
also emphasized the overarching message. A
tagline “Integrated Material Solutions” supported
the company’s position and integration ingenuity.

JME understood that reaching the highest-value
customers in their decision making process
required touching people at various stages within
that process—penetrating the target audience’s
information network. Accordingly, sequencing
of content in trade journal advertising, trade
show materials, direct mail, sales materials,
website and corporate brochure helped build
a network of consistent messaging.

Pacific Marketing Group operated as a single
interface with our client to ensure their limited
marcom budget achieved the best and quickest
return possible. To create awareness of and help
generate preference for JME’s value proposition,
we standardized marketing communications
materials, including:
• 20-page corporate brochure
• Trade journal advertising
• Location literature for 47 manufacturing,

sales and support sites
• Product brochures and data sheets
• Product posters
• Trade show materials
• Website direct mail
• Product direct mail
• Trade show direct mail
• Facility / environment imagery

Adapting marketing skills
to the diverse needs of high-
tech customers requires a
multiplicity of business acumen,
interpretation, creativity and
patience—often within
condensed time lines. My
experience working with Pacific
Marketing Group for the past
three years is that they deliver.
Working from project to project
and within four product groups,
Pacific is able to quickly put their
arms around marketing issues,
while maintaining corporate
continuity.

—Laurie Brunner
    Marketing Communications Manager
    Johnson Matthey Electronics
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The Payoff
Generating awareness, reinforcing
perceptions and increasing
conversion rates are all directly
associated with a strong marcom
program. Johnson Matthey
Electronics’ market accomplish-
ments underscore the value of their
integration strategy:
• World’s leading supplier of

sputtering targets, thermo-
couples and high-purity
titanium for semiconductor
chip manufacturing

• Leader in die attach adhesives
for integrated circuit assembly

• Third largest manufacturer
in US of advanced printed
circuit boards

• Expert in substrate technologies
such as laser and photo-
defined vias

• Valued supplier of mini lids,
heat sinks and spreaders,
laminate semiconductor
packages, high-purity metals
and photonic materials

Pacific worked with JME as a
strategic partner for four years
until parent Johnson Matthey PLC,
London, divested and sold their
microelectronics division.
Honeywell now owns the division.

Why Pacific Marketing Group?

Prior to Pacific Marketing Group,
Johnson Matthey Electronics
employed three advertising /
marketing firms over a three year
period in an attempt to unify their
business goals and brand with
customers. Ultimately, our
philosophy, creative, operation
efficiencies and dedicated
support met JME’s criteria for
helping their business units
reach profit objectives.

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.
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Baseline graphic elements utilized in campaign.

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


