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Targeted tactics for technology.



Over the last decade, the software industry has epitomized the term “market

growth” — and it’s expected to continue. Market research groups and major 

financial investment companies agree that application software sales will 

continue to grow until at least 2006, with an annual revenue expected to reach 

$131 billion. 

This means competition for market share within the industry will also 

continue to grow. Beating the odds will require intelligent marketing strategies. 

At Martino & Binzer, we’ve come up against numerous challenges, using every 

marketing technique under the sun — and inventing a few new ones — to meet

them. While the audience for each product may be highly varied, they all demand

thorough convincing. Buying software is never taken lightly. New software means 

a change in the way a business is run. It can mean extensive training, and often

requires a substantial financial commitment. 

Martino & Binzer understands the mindset of software customers, we know what

they want to hear, and we know the best way to tell them. No matter who they are.  

Creating a market identity for your software that promotes 

its unique features and benefits is just the first step in the 

integrated approach. Martino & Binzer builds brands that

speak directly to the target audience, then we implement a

marketing strategy that delivers that message in the most

effective and direct way possible. 

From inventory management systems to insurance 

policy processing software, Martino & Binzer has 

successfully utilized both unique and tried-and-true

marketing campaigns to increase awareness and 

sales for its software clients. 
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A screen capture of your software’s
user interface may appeal to a 

programmer’s vanity, but in reality, 
it does very little to differentiate 

your product from that of your 
competition (who are more than likely

strutting their own user interface).



An effective sales force requires effective sales collateral. And that means more

than having a glossy corporate brochure at hand. It means arming your company

with well-conceived, customer-targeted information that not only educates the

reader with relevant information but does so in a compelling manner that leads them

into positive action. 

We’ve created an extensive range of collateral systems to meet 

the different sales challenges faced by today’s software companies. 

And while we can help you best communicate your message, our

creative team’s extensive design and production experience allows 

us to deliver unique and professional presentation — no matter what

your budget. 

HUON

Serving as both a corporate and a product capabilities brochure,

HUON’s sales collateral needed to cover a lot of ground. Combining 

an informative pocket folder with a separate four-page

brochure, we provided a marketing tool that had the 

flexibility to grow and change with the needs of HUON’s

sales force. 

ALLENBROOK

To build a strong brand identity for Allenbrook, a leader in

P&C insurance automation, we developed an oversized, 

6-page corporate gatefold brochure with pocket, and an

accompanying series of product-specific brochures

utilizing innovative printing techniques and metallic inks 

for an outstanding corporate presentation. 

SALES COLLATERAL

ARMED AND DANGEROUS.



DIRECT MAIL

COULD WE HAVE YOUR ATTENTION PLEASE?

Grabbing the attention of potential — and existing — customers through the mail

is no easy task. After all, what do you do with “junk” mail? That said, we fully

recommend the use of direct mail. When you deliver the right message, at the

right time, in the right place, to the right people, it’s hard to go wrong. 

From impactful postcards to memorable dimensional

mailers that help open the door for sales presentations,

Martino & Binzer creates effective direct mail campaigns

that inspire positive results.

INSURITY

With the message “Safe and Sound,”

this campaign touted Insurity’s 

primary benefits — a financially viable partner with sound,

proven technology. An “A” list of high-level prospects

received a dimensional direct mail package that consisted of a small brochure, a

personalized letter, and a safe built from original US Post Office boxes bearing

the Insurity logo. The mailer demonstrated Insurity’s seriousness and increased 

the likelihood that sales calls would be received and appointments scheduled.

AMS

A series of unique mailers was developed to not only communicate the benefits of

AfW Online, but also to highlight the various sales promotions and offers used by

AMS to drive subscription sales of their online product. By incorporating intricate

folds and unique die cuts, these mailers conveyed higher levels of perceived 

value — and facilitated greater responses — than standard postcard mailers.



When expressed with enough intensity, a simple idea can have a very powerful

effect. An ad that creates genuine interest and follows it up with a concise message

that supports the overall brand image demonstrates the

true potential of print advertising. Draw the reader 

in — deliver the message. When you invest in media

advertising, you’re not just competing against your

direct competitors, but every other company scrambling

for the reader’s attention. 

SILVERPLUME

No longer just a provider of CDs chocked full of 

other institution’s published information, SilverPlume 

created a suite of software products and a robust 

database that allowed insurance professionals to

search for not only answers, but relevant explanations

and factual back-up to their inquiries.

VEEDER-ROOT

A clever image combining a computer monitor and gas pump nozzle provide instant

visual recognition of the ad’s message, while the headline reinforces the fact that

this is not a traditional fuel management system (better known as a “dip stick”). 

CASTEK

Created to introduce Castek’s insurance processing system, this campaign was

designed to leverage the equity in the product identity and create a visual

metaphor for its ability to provide a boundless infrastructure that allowed a 

company to go beyond any perceived limitations. 

ADVERTISING

PUTTING A STOP TO PAGE TURNING.



A software company cannot afford to have a website that presents anything 

less than a state-of-the-art image. At Martino & Binzer, we have the design, 

technical, and strategic skills to provide you with exactly that. We build websites

that go way beyond simply being an online brochure. We provide powerful, online

business tools that create results for both you and your customers.  

Our in-house staff of designers, writers and programmers has the capabilities 

to offer a wide range of interactive and online solutions.

• Customized web-based applications using ASP (Active Server Pages),

PHP, Cold Fusion, Web DNA, and Lasso.

• Integrated databases in SQL, mySQL, Sybase, DB2, Access, Oracle 

and Filemaker.

• Turn-key applications hosted on UNIX, NT, Windows 2000, and Cold

Fusion Environments.

• Cutting-edge development tools, including Ultradev, Interdev,

and Cold Fusion. 

• Flash animation. 

WWW.INSURITY.COM

As an integral part of the new Insurity brand, their website served as 

an immediately recognizable point of contact between the company 

and its market. It provided detailed product and service information, 

a continually updated media center, audio recordings of industry- 

related interviews with key employees, and an online product demo.

Insurity’s website allowed potential customers to learn about the 

company while current customers could stay in touch with industry and

company advances. 

WWW.AMS-SERVICES.COM

Information center. Customer support. Online shopping. AMS’ website

provided everything both new and existing customers needed. Designed

to simplify the user experience with logical navigation and subtle 

graphics, the site facilitated repeat visits. In addition to purchasing 

software and services online, customers could download technical data

and product documentation, attend online training sessions, submit

ideas for system enhancements, and vote on existing product requests.

WEBSITES

MAKE YOUR PRESENCE FELT – THEN MAKE IT WORK.



When it comes to marketing through interactive mediums, you are only limited by

your imagination. Or, in this case, ours! We’ve developed marketing and 

educational multimedia presentations for software clients that have utilized both

audio and video technology — allowing potential customers to have

hands-on experience of the product being promoted. Combined with a

strong sales team, there’s no better way to convince the customer. 

Oh, and forget everything you know about PowerPoint — you ain’t

seen nothin’ yet.

VEEDER-ROOT

For Veeder-Root, enlightening their audience of gas station owners

about the features and benefits of their digital fuel measurement 

system had to be done directly, and effectively. In addition to a 

targeted print advertising campaign, we designed, scripted, produced,

and packaged a direct mail CD-ROM presentation to show them how

the system would save both time and money.

CASTEK

With an interactive presentation that both promoted and demonstrated

Castek’s software, we took potential customers through a step-by-

step demonstration that focused on the software’s ease of use 

and functionality. In addition to designing, building, scripting, and 

directing the voice-over and music loop, Martino & Binzer consulted

Castek’s technical staff to ensure every aspect of the presentation

was technically correct. 

INSURITY

Insurity needed a navigable presentation tool that could enhance their

sales force’s capabilities as well as the company’s overall branding 

effort. With our technical and creative departments working hand-in-hand,

we put together a PowerPoint presentation that utilized a graphical

user interface and animation, and provided the flexibility needed to

keep up with the changing direction of any sales presentation.

INTERACTIVE PRESENTATIONS

A DYNAMIC APPROACH.
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Mailer
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