
direct marketing case study 1

Client: Eaton

Objective: To launch Memshield 3, a new range of upgraded consumer units and enclosed switchboards, to the 
UK electrical sector via Eaton’s 1,200 distributors.

Solution:

1 We created a branded, personalised launch pack, 
which was mailed to all the distributors. The pack 
contained:

 Brochure – a 10 page brochure outlining the various 
features and benefi ts of the product range.

 Product guide – a 100 page catalogue listing every 
version of the product range and its accessories 
together with order numbers and relevant 
technical information.

 Technical data sheets – two sheets detailing the 
major features of two of the most popular products.

 Price list – a 12 page black and white list of 
every available product and accessory within 
the range and its price.

 Point of sale – an A4 size card to stand on the 
distributor’s counter detailing the major new features to their 
customers.

 Poster – an A3 poster detailing the major new features to be 
displayed in the distributor’s reception.

 USB card – 1GB branded USB card pre-loaded with product 
training videos and all the above material as PDFs.

 Details of further material to be ordered – descriptions of 
an A2 counter mat with old to new product cross references 
and personalised fl yers for a product launch event that could be 
ordered.

 As well as designing and producing the launch 
material in-house, we also managed the database 
and controlled the personalised print on our 
digital press; we also handled the fulfi lment and 
distribution in-house.

 The Eaton sales engineers were asked to provide 
the details of their top individual contacts within the 
distributor network, to whom we sent personalised 
VIP product catalogues.

2 We produced a range of support and training 
material on video, which was accessible on Eaton’s 
broadband TV site, Powering Business Worldwide.

3 To reach the end user, the electrical contractor, we 
ran banner ads in Electrical Review and Electrical 
Times.
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Dual rated MCBs 10/15kA to 
IEC 60898 and IEC 60947-2 
from 1A - 63A

Reversed Earth & Neutral bar 
assembly, to ease installation and 
improve access for testing

125A incomer kits available as 
standard with 250A incomer 
options for 18 & 24 way boards

Increased width of board to 
440mm to maximise wiring space

Combination screw 
heads on all devices

Unique “full form” 
blanking modules for 
unused MCB ways
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Edmundson Electrical

Unit F1 Marabout Industrial Estate
Poundbury Road
Dorchester
DT1 1YA

Tel: 01305 251696
Fax: 01305 251068

Join us for breakfast
to discover why

and learn some exciting 

news about Eaton’s all new 

Memshield 3 Distribution 

Solutions.

Collect your new Memshield 3 Distribution 

Solutions Product Guide from us on 

Tuesday 1st December at Edmundson 

Electrical at Unit F1 Marabout 

Industrial Estate, Dorchester.

…it has to be easier to fi t and install, 
have more wiring space, be rigid, safe, 
robust, reliable… oh, and good looking too!

you spoke. we listened.
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A2 + A3 poster Distributor brand fl yer template

Training video on microsite

info@chillifi sh.com

communications brief:



4 An e-mail campaign was created, sending opt-in 
broadcasts to readers of Electrical Review and 
Electrical Times, as well as to the Eaton electrical 
contractor database.

 Links were built-into product information via Eaton’s 
web and TV sites. A product specifi c landing page 
was created to collect data and provide analytics.

5 Product mailers pointing to the dedicated web 
landing page were inserted into the Electrical 
Contractors’ trade publication, “Connections”, and 
distributed to its 30,000 members.

Result:
Eaton achieved an increase of over £1 million orders in 
the fi rst month of the campaign, as well as obtaining 
mass market-sector awareness and up-to-date 
customer data for its CRM process via the direct 
marketing and online activities.

We put your hat on and came up with some smart answers.
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