
CM: Thanks
for inviting
me to lunch,
Mike.
MW: Actually,
you invited
me to lunch,
Chip.
CM: No, I

said “I’d like to have lunch with
you.”  
MW: I took that as an invitation.
CM: It was just a statement.
Besides, you picked the date.
MW: You picked the restaurant.
CM: You picked me up.
MW: You don’t drive.   
CM: I don’t carry a wallet,
either.
MW: I guess I invited you, then.
CM: You know Mike, this
October will mark the 20th
anniversary of our two compa-
nies working together. That’s
pretty remarkable. You’ve

helped us do a
good job for
many of our
clients…at
least that’s
what I’m told.    
MW: Printing
is our product,
Chip. But
service is our real job.
CM: Wow! That would make a
great slogan.  I want to write
that down. Can I borrow a pen? 
MW: Sure.
CM: Nice pen. Can I
have it?
MW: It was a gift
from my wife.
CM: I’ll take that as
a “No.” So service
sets Graphics
Factory apart?  
MW: And the
fact that we’ve
always understood that to

produce quality printing at a
competitive price we had to
have a commitment to constant-
ly change our business to keep
up with new printing technolo-
gy.
CM: Well, I will say Graphics
Factory is known for using tech-
nology to improve quality and
service. The folks back at B&M
are raving about your new
WebWay, whatever that is.  
MW: WebWay simplifies the
prepress process, Chip. It
enables customers to upload

PDF files to us 24-7. Then it
automatically

performs a 
preflight check

of the file and
sends the cus-

tomer a confirma-
tion e-mail proof

within seconds. If
there is a problem

with the file, the program takes
you directly to the spot of the
error and tells you the underly-
ing problem. It saves time and
eliminates costly file errors. Our
customers love it.
CM: This is on your web site?
MW: www.graphics-
factory.com. And customers can
obtain online quotes via our
web site as well.
CM: Nice plug. Let’s make a
toast to the B&M and Graphics
Factory partnership.
MW: Fine. May we continue
our partnership for another 20
years and always exceed your
clients’ expectations.
CM: Very nice. Let’s eat.
MW: Ah, can I have my pen
back now?
CM: You don’t miss a trick, do
you?
MW: : I’ve known you for 20
years.   
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The design phases of mar-
keting projects often seem to
take forever. Why? Because
those responsible for the proj-
ect are under the delusion that
choosing between colors of
papywhip, peachpuff and peru
(real colors) will make a differ-
ence in marketing results.

So the process drags on and
people lose energy and inter-
est.   

Here’s a hint. Focus on the
“let’s get new customers” part
of marketing with the same
vigor as choosing colors for
your web site.

But people don’t do that. Do
you know why? Because it’s
easy to sit there and pontifi-
cate about colors and design
elements. But it takes effort

and time to figure
out what will
help attract
and retain
profitable
customers.    

So
here’s
some
advice.
Keep your
eyes on the
prize…lead and revenue gen-
eration.

Don’t ask questions like,
“Don’t you think hunter green
would be better?” 

Instead ask, “Will this help
attract attention for our com-
pany, provide information
people will want to seek out
and generate leads?”  

A flaming logo looks
cool, but does it sell?

Design Advice to Save Your Life Pick the Subject of 
Chip’s Next Column

Your Name:
Fax to: (262) 789-1569

Here’s an opportunity to impact the content of this
newsletter and win a prize. Just put a check mark by the
topic(s) you’d like Chip to write about. Then fill in your name
and fax your selection to Chip at 262-789-1569. Or simply
email your selection(s) to chip.martin@bmpr.com. We’ll send
you a B&M highlighter for your effort. Whatever subject(s)
receives the most votes, will be addressed in future issues.

___ A B&M marketing project case history
___ An interview with you
___ Erectile-dysfunction
___ Improving web site effectiveness
___ Words that sell
___ Skip Chip’s column; let Leslie write a column.
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