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M A R K E T I N G  S E R V I C E S

Situation/Opportunity

Our Solution

Results
Hill PHOENIX continued to maintain its number 
two industry position, and in fact, gained 
significant market share points the first two 
years of the campaign. The company saw 
sales increases through added business from 
existing customers and through the addition 
of new customers, including several leading 
supermarket chains.

We recommended a marketing program 
centered on the company’s technological and 
merchandising innovations designed to help 
customers make more money — a critical issue 
in an industry where profit margins are paper 
thin. Key components included:

Ads focused on specific innovations, each 
a deliberate attempt to break away from 
the standard industry “product as hero” 
approach.
Benefit-driven product brochures on the 
company’s two main technology innovations, 
each supported by its own “push and play” 
CD.
An educational brochure on food safety to 
help position Hill PHOENIX as an industry 
spokesman.
Publicity and public relations including 
presentations for trade editors, press 
releases, and feature articles.
Trade show booth graphics, theme, and 
materials including press kits for editors.
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As the result of a three-company merger,  
Hill PHOENIX Refrigeration immediately 
became the number two player in supermarket 
refrigeration. Yet, with no brand identity of its 
own, the new entity was in danger of losing that 
position. Our job was to right the ship in a very 
tough supermarket industry by strengthening 
relationships with existing customers and 
developing new business leads to extend the 
customer base and increase sales.


