
Ideas and InspIratIon 
for people who buy prIntIng

April 2008
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to help you get great results wIth prIntIng.

              

At our printing company we take the 

stress out of urgent projects by meeting 

deadlines with reliability, and with no 

compromise in quality. It all depends on 

having an efficient workflow, clear com-

munication, reliable equipment and the 

expertise to take advantage of its speed. 

Here’s how to keep a cool head when 

your project is a priority – bring it to us.

fun with fills
Make a picture tell a 

new story by replacing 
one element with 
another, creating 

a meaning 
that was not 

present before.

find out how 
inside…
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A simple strategy to generate 
new sales, repeat business, and 
solid referrals
Could you copy this idea in your busi-
ness? This system can fuel exponential 
growth for many different businesses 
that offer the kind of service that almost 
everyone can make use of on a some-
what regular basis – everything from dry 
cleaners to service stations.

Let us help you create a discount card 
for your business. Call it something like 
a Preferred Customer Card, VIP Card, 
or Gold Member Card. Include wording 
to the effect that the card guarantees the 
bearer a 20% discount on the service you 
wish to promote. We can help you make 
it highly durable and appear valuable by 
printing it on heavy synthetic stock or, 
even better, source it for you on plastic, 
like a credit card.

Now, tour around all the businesses in 
your catchment area. Ask to speak to the 
business owner – just introduce yourself 
and your business, and present each 
owner with the VIP card as a free gift. Let 
the person absorb the significance of the 
offer, then ask how many employees the 
business has. Ask if the owner would like 
to present a card to each of the employ-
ees, as a no-cost benefit, perhaps with 
that week’s paychecks. Most will happily 
accept as many cards as you can give. 

You can imagine how this strategy can 
generate spectacular results, especially if 
you do a good job of pleasing customers. 
One company reported 89 new custom-
ers in the first moth, 180 in the second 
month and 273 new customers in the 
third. After four months the first group 
started returning, compounding the in-
crease. The 20% discount is easily offset 
by the very low marketing/sales costs 
that this technique allows.

Think of your competitive 
position as the foundation of 
your entire business. 
Understanding the advantages you 
offer to the marketplace that no other 
company does is the key to the success 
of all marketing and sales activities, 
so defining your competitive position 
is among the most crucial steps in 
launching any new enterprise.

If you have never analyzed your com-
petitive position before, you may find 
new clarity that makes your marketing 
far more effective. Positioning is hard 
to change once established, but it is 
such a vital part of your business’ suc-
cess that it is never too late to revisit.

1 Begin with a snapshot of 
your marketplace

Do you know how many potential 
prospects there are for your product, 
and what the annual spend is in your 
category? Assess the stage of growth 
of the market. In the early stages of a 
new sector you may need to educate the 
market about the solution, rather than 
differentiate yourself from competitors. 
In a rapid growth stage demand will 
likely exceed supply for your product. 
In a mature market growth will be 
slow, making it more price sensitive.

2 Identify commonalities 
among your prospects

Understand the problems your poten-
tial customers need to solve. Conduct 
surveys to find out what people value 
in the solutions they choose, and what 
is important to them. Identify groups 
with similar desires and needs, and cal-
culate what the potential value of these 
groups would be to your business.

3 Assess your competitors’ 
strengths and weaknesses 

Identify all the alternatives to your of-
fering, direct or indirect, and list how 
they are positioned and perceived 

in the market, any strengths they have 
(threats to your business) and any areas 
where they are vulnerable (opportuni-
ties for you).

4 Your value proposition 
 What is the strongest value you 

offer? It might extend from your 
operational efficiency, allowing you to 
be profitable at a lower price point, or 
deliver faster. You may be able to work 
with each customer to provide tailored 
solutions, or lead the market with 
superior technology or product excel-
lence. Resist the temptation to offer all 
of these. The more focused your value 
message, the more clearly differenti-
ated you can be.

5 Plan your unique  
positioning strategy

With the information gathered so far 
you can identify a position that will 
distinguish your company from all the 
others in your market. Write a 25–30 
word statement that summarizes the 
benefits you offer to customers that 
they cannot get elsewhere. Include 
what is new about your offering, and 
how it is different from competitors’ 
offerings. Your position must meet the 
needs of large market segments and 
be suited to the economic climate of 
your sector. It should capitalize on your 
greatest strengths and exploit the vul-
nerabilities of your major competitors.  

You may find that you need to make 
changes to your product, pricing, distri-
bution and marketing in order to create 
a well differentiated position in your 
market. However, doing this will make 
it easier to reach and persuade pros-
pects, to establish value at higher price 
points and to defend your customer 
base against poaching by competitors.

When you are satisfied with your 
position it will become the basis of 
your brand strategy – everything you 
do to express and personify the unique 
benefits you offer to your market.

Set your business apart with a 
strong competitive position
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It’s surprisingly easy to  
create expressive and eye 
catching masking effects.

this technique can help you create a strik-
ing image to dramatize the benefits of your 
product, or communicate a concept in a 
memorable way. 

Start with an object which is clearly separated 
from its background by color or tone, and is not 
too intricate. 

Switch among channels to find the greatest 
contrast in the image, which makes selection 
easier. Press command/alt and the 1, 2, 3 or 4 
key to select each of the CMYK channels, and 
command/alt-` to return to full color.

Click on the color/tone you want to select 
with Photoshop’s magic wand tool, and trace 
the magnetic lasso along the boundary of the 
object, clicking to fix the line in place. Repeat to 
build the selection.

Press the shift key as you work to add to the 
selection, and the option/alt key to subtract 
from it. When you are happy with it, go to 
Select>Save Selection and give it a name.

Go to Select>Load Selection to make your selec-
tion active, then copy your new image and use 
Edit>Paste Into to paste it inside your selection. 
You can resize, reposition and transform it inde-
pendently of the mask.

If the transition from object to background is too 
abrupt you can soften it by painting in the edge. 
Create a new layer and go to Select>Load Selec-
tion with the Invert checkbox checked. Now go 
to Select>Feather. Try a value of 16 pixels. Use 
Edit>Fill and select black. Now reload the saved 
selection with the Invert checkbox checked, and  
hit delete. This leaves the feathered black fill 
inside the edge of your mask. Reduce the opac-
ity to a level that looks right.

 

Knowing that we have the 
expertise to find the right 
solution, the technology to 
deliver the results you need, 
and the systems to ensure 
timely completion of your job 
makes it a safe choice: bring 
your next print project to us.
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