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CUSTOMER INTIMACY: STRATEGIES FOR BUILDING LONG-TERM RELATIONSHIPS
Many businesses rely on the latest technologies or the
newest products to create a competitive advantage
in the market, but even things that are the latest
buzz can quickly become commodities. Organizations
must seek new battlegrounds for differentiation by
adding customer value. Savvy marketers add value
through customer intimacy, focusing on techniques and
strategies that build long-term relationships. Through
focused communications, they are showing customers
that they understand — and can even anticipate — what
they want, how they want it, and when they want it.
In the Canon Solutions America-sponsored webinar
entitled Customer Intimacy: Strategies for Building LongTerm Relationships presented by Printing Impressions
and Target Marketing magazines, InfoTrends’ Barb
Pellow outlines the meaning of customer intimacy.

Savvy marketers add value through
customer intimacy, focusing on techniques and
strategies that build long-term relationships.

Today’s companies can leverage data to attract new
customers and nurture relationships that build better,
more effective communications. In kicking off the
session, Pellow states, “There are several facets involved
with customer intimacy. First and foremost, you must
know and understand the people that you sell to. You
need to understand what moves them, what triggers
them to take action, what matters to them, and what
they value in your offerings.”

LEARN MORE. VISIT POWERFULPRODUCTIONPRINT.COM
Discover how to nurture relationships with
customers by demonstrating that you understand
them better your competitors. This webinar
discusses how combining technology, customer
segmentation, and data-driven analysis can help
deliver personalized touch points that attract
new customers and build long-term relationships.
WATCH THE WEBINAR:
CUSTOMER INTIMACY: STRATEGIES FOR
BUILDING LONG-TERM RELATIONSHIPS

Target marketing is an effective way to optimize
business and marketing resources. By targeting
specific industries, you can drive sales and learn to
use resources more efficiently. Focusing on one or
several industries can be highly beneficial to the
marketing and operations sides of a business.
READ THE WHITE PAPER:
TAKING AIM: THE BENEFITS
OF VERTICAL MARKETING

QUESTIONS? CALL US: 1-877-623-4969 EMAIL US: US.OCEINFO@CSA.CANON.COM
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Pellow goes on to describe the benefits of planning
communications that are specifically tailored to these
customers. She continues, “You’ve got to select the
right channels to reach those leads, prospects, and loyal
customers, and then you have to make them an offer
that they can’t refuse.” The next step is considering and
controlling your sales cycle and conversion process. How
long is the average sales cycle, and what improvements
can be made?

“People are bombarded by choices that are
not easily differentiated. Today’s buyers trust
their own ideas and advice from friends more
than they trust advertisements.”

With a tagline like “Making every touchpoint matter,”
you can bet that OneTouchPoint is committed to building
customer relationships. Chris Illman shares, “Our tagline
is truly built around client intimacy. We try to live this
philosophy every day, getting to know our customers
better.” With over 950 employees, more than 1,000
clients, and facilities throughout the United States,
the company boasts $140 million in annual sales. Illman
describes “true value” as finding ways to help clients
become more intimate with their own customers, and he
considers this to be a real differentiator in the industry.
He elaborates, “People are bombarded by choices that
are not easily differentiated. Today’s buyers trust their
own ideas and advice from friends more than they
trust advertisements. We want to work with our client

“The key to moving these conversion rates is truly
developing an intimate understanding of your customer
base,” Pellow stresses. “I need to be able to nurture
a relationship by demonstrating to customers that I
understand them better than anyone else. This gives me
the ability to upsell my offerings, and also to cross-sell
my portfolio of products and services to that client.”
Joining Pellow in this webinar is Chris Illman, President
of OneTouchPoint, and Larry Neustel, Manager of
Advertising Production at Kohler. Following her
introduction to customer intimacy, Illman and Neustel
talk about strategies for building and nurturing
relationships to create incredibly loyal customers.
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base to create strategies for long-term relationships.
This means that every single touchpoint must matter.”
OneTouchPoint works with its customers to help
transform the masses of data that today’s organizations
have into insight. Throughout the webinar, Illman shares
tactics and strategies for using this data to deliver
intelligent, insightful communication.

Leveraging data, technology, and the right partners
can develop a level of customer intimacy that leads to
deeper, longer-lasting customer relationships. This can
result in better revenues, a higher lifetime customer
value, lower customer acquisition costs due to lower
churn, and greater share of wallet. Now is the time to
get intimate with your customers!

To help exemplify this during the webinar, Illman is joined
by his customer, Larry Neustel at Kohler. Kohler has long
been recognized as an industry leader for providing a
variety of kitchen and bath plumbing fixtures. During
the webinar, these two customer intimacy gurus
joined forces to share how a transformed sales lead
process helped build better customer relationships
and converted leads to sales with personalized
communications.

VISIT POWERFULPRODUCTIONPRINT.COM
Discover how to nurture
relationships with customers by
demonstrating that you understand
them better than any other
competitor. This webinar discusses
how combining technology with
customer segmentation and datadriven analysis can help deliver
relevant, personalized touch points that attract new
customers and build long-term relationships.
WATCH THE WEBINAR:
CUSTOMER INTIMACY: STRATEGIES FOR BUILDING
LONG-TERM RELATIONSHIPS

A NEW VIDEO SERIES FROM CANON SOLUTIONS AMERICA

Get Connected.
Canon Solutions America is committed to connecting with its customers to build a
results-driven future in digital production printing technology. That connection extends
to the end user through each unique application print service providers develop and print
on behalf of their customers using Canon Solutions America technology.
In The Connection video series, you’ll see this commitment in action as customers share
personal experiences of their relationship with Canon Solutions America. Discover how
HardingPoorman made the decision to add the Canon imagePRESS® C10000VP color digital
printer to their operation, and learn why they felt it was the best choice for their customers’
book printing needs.
Click here to view the first four videos in the series.
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UNLEASH INNOVATION
VOTED “COMPANY
TO WATCH” AT
INKJET SUMMIT
2016 FOR THE
THIRD TIME

FREE
DOWNLOAD!

At Canon Solutions America, our history of award-winning products is inspired
by our commitment to customers. With the Océ VarioPrint® i300 high-speed,
sheetfed inkjet press, featuring ColorGrip technology and an enhanced ink set,
you can print on a wider range of stocks, while delivering an outstanding color gamut.
Or, for smaller spaces, the Océ ColorStream® 3000 Z series is a slim, continuous
feed inkjet press with the quality, speed, and reliability you need. Discover why
Canon Solutions America has been recognized year after year.
HEAR FROM OUR CUSTOMERS. DOWNLOAD THE INKJET SUMMIT CASE STUDIES.
VISIT PPS.CSA.CANON.COM/INNOVATION

877-623-4969 CSA.CANON.COM

ABOUT CANON SOLUTIONS AMERICA, INC.

PRODUCTION PRINT RESOURCE CENTER

Canon Solutions America provides industry leading enterprise, production, and large format
printing solutions, supported by exceptional professional service offerings. With the technology
offerings of the Canon and Océ brands, Canon Solutions America helps companies of all sizes
improve sustainability, increase efficiency, and control costs through high volume, continuous
feed, digital and traditional printing, and document management solutions. A wholly owned
subsidiary of Canon U.S.A., Inc., Canon Solutions America is headquartered in Melville, N.Y. and
has sales and service locations across the U.S. For more information on Canon Solutions America,
please visit csa.canon.com.

Canon Solutions America helps you stay
on the leading edge of our quickly changing
industry with free access to our robust
Production Print Resource Center including:
• Customer videos
• Case studies
• White papers

• Webinars
• Press demos
• Articles

VISIT PPS.CSA.CANON.COM

QUESTIONS?
1-877-623-4969
us.oceinfo@csa.canon.com
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