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Gravitas.
Who, why and what...



Large agency experience.
Small agency bills.

The bespoke team you want, when you want it, and no fancy 

receptions or offices to maintain out of your budget.



Grey is good.
The only way to get experience is to acquire it through experience.

You won’t get juniors working on your account as we don’t employ 

any juniors.



Yes, older can mean faster.
We don’t mess about. 

We react quickly and deliver on time.

(And on budget).



The devil really is in  
the detail.
It’s too easy to give the wrong impression with poorly presented 

work, and we are fanatical about checking stuff before it goes out.

And being a bit old school, we can all spell! 



Skills.
ONLINE / OFFLINE

Marketing strategy     

Website design and integration

Presentations and animation

Email build and broadcast  

Games and viral campaigns

Branding / Brand guidelines

Design

Project management

PRINT

Collateral

Print management

Illustration

ADVERTISING

Print campaigns

B2B & B2C

Strategic thinking



RECENT CLIENTS

P A R T N E R S

P3P



Branding.



NIHR: 10 years of 

delivering health and care 

research for the nation 

18 May 2016 | QEII Centre | London

NHS
Project: Conference branding

Concept, panels, timelines, videos and all collateral 
for a high level exhibition celebrating ten years of 
the NIHR at the QEII Centre, London



Save the date 12-13 OCTOBER 2017

Learn from top industry 
experts and consultants

Headline here for sales person to write

Ucideriorum volesec tatusam, aut ut offictiunt, volut quis ut fugia 
volores magnient volupta aut mos is aut volor mos ut officae.

Vendavo’s European Profit Summit 2017 is specifically designed 
to demonstrate how large organisations can drive more profit, 
irrespective of challenging market conditions or business complexity.

Dear John

Dolorem venimai onsercia natquis natias cus aut enet, nemporios sus, tem et ut eniti 
ullabo. Namus eum qui rem ditiis dit derit, optis perchilit audanti officate natus re laborei 
cillabo remquia et ullenditibus etur aut aut eosanim olorum nim exernat volut abori tem 
quas il moluptatias doluptiisti quo torempos aut mo beatur sitio dolupta tquae. Nam, 
versperundus que debitio cus aut re, cume laciaturit paruntis estio. Nam, tem arum 
landis volumquas nem sumqui bearum eatur, tem illiaep eriatque et peliquatur am quiate 
doloribus.

Rum dolupta dolupta tionsequi si nimet archill animi, quiatestrum aciaepr ovitas none 
prati denimusape naturit ad maiorere, qui debitio ssitae. Abore in et hillacim si nobit que 
imusapis reni con corro cum et di nonsequi nulpa sequibercim re voluptas aute dolore 
pratur reiumetus eosa quistotatus, consectat.

Mod expe ped ut et volesciandi cus, sum facearum il ellant vellaccus debit militaspe 
sedi cus alis eicaborum apidis ut inis esequodit, comnimi nusam, alibus, con rersped 
quam re, simusa nume dolla dolupta tempos quos min non et ped quassequo corio. 
Nem volupturia di doluptaquid mi, od modisqu atempos ut dolorepera velitate dolorro 
moluptatur? Tellignis modicienis ex eiurestias eossequ idendus, ut ra necerate 
doluptatem dolenih ilique ad minverspit, consed quaessi nctur? 

Kind regards

David

DAVID SMITH 
Title 
07908 511511

European Profit Summit from concepts to final delivery. 
Announcements, microsite, email campaign templates, 
speakers slides, programme design, sponsor pack etc.

Thanks to our sponsors:

YOUR ROUTE TO SUSTAINABLE PROFITABLE GROWTH

PROGRAMME

Vendavo
Project: Branding and launch

European Profit Summit from concepts to final delivery. 
Announcements, microsite, email campaign templates, 
speakers slides, programme design, sponsor pack etc.



VENDAVO AND THE AFTERMARKET
Vendavo works with some of the world’s leading automotive, aviation and industrial manufacturing players to 
optimise their Aftermarket business. We help companies to maximise profit on every sale.

Vendavo gives these organisations unprecedented visibility and insight into the large inventories they hold, 
ensuring that every deal is closed at the right price. We achieve this by:

• Identifying and eliminating margin leakage across the entire range of Aftermarket parts, analysing 
every data point to build up a picture of current pricing.

• Optimising segmentation across all products, clients and geographies, to ensure best price and best 
margin opportunity.

• Creating dynamic pricing models that are constantly updated to reflect current supply and demand, 
product lifecycle and market dynamics.

•	 Analysing	sales	and	deal	effectiveness,	as our advanced algorithms identify in real time improvements 
that can be made, and easy wins that can be achieved.

A CUSTOM-BUILT APPROACH THAT DELIVERS RESULTS
At Vendavo, one size doesn’t fit all. We design a tailored pricing strategy around your Aftermarket business 
that’s aligned with your goals and business objectives.

We’ve enabled organisations to manage the incredible complexity of their parts business and unlock a 
previously untapped revenue stream.

This not only provides a hugely attractive alternative to traditional cost-cutting. It also gives them the financial 
manoeuvring room to stay agile, continue to invest in R&D, and meet the challenges of competitive threats 
and increased price pressure in their production business.

We’ve helped them to create order from disorder, and turn a secondary revenue stream into a powerful 
weapon to give them a competitive edge in a globalised world. 

We’re	Vendavo,	and	we	could	do	the	same	for	you.	Talk	to	us	today.

www.vendavo.com

VENDAVO GLOBAL HQ
401 East Middlefield Road
Mountain View, CA 94043
Tel: +1 (650) 960-4300
Fax: + 1 (650) 962-0645

info@vendavo.com

VENDAVO EUROPE SALES HQ
One Kingdom Street
Paddington
London W2 6BD
Tel: +44 (0)203-755-3510
sales@vendavo.com

VENDAVO IN
AFTERMARKET
INDUSTRIES

WINNING THE RACE TO VALUE

VENDAVO 
INDUSTRY COMMENT
#5: Aftermarket
SUMMER 2017

VENDAVO  
INDUSTRY SUMMARY
#5: Aftermarket 
Spare Parts
SUMMER 2017

AFTERMARKET OR AFTERTHOUGHT?

With Industry 4.0 – the so-called ‘fourth industrial revolution’ 
– in full swing, robotics, augmented reality, 3D printing, 
artificial intelligence and machine learning are changing the 
face of manufacturing.

And the winds of change are sweeping through every industry – including the 
automotive, aviation and industrial manufacturing sectors, which are being 
transformed by modernisation and digitisation.

But some players are so focused on digital transformation of their primary 
activity, that they’ve overlooked the profound implications these new 
technologies also have for their Aftermarket business.

And so, while they ride the wave of modernisation and embrace the digital 
revolution when it comes to production, their approach to spare parts is less 
proactive.

VENDAVO IN 
AFTERMARKET 
SPARE PARTS

WINNING THE RACE TO VALUE

VENDAVO IN WHOLESALE 
DISTRIBUTION

WINNING THE RACE TO VALUE

VENDAVO IN 
AFTERMARKET SPARE 
PARTS

WINNING THE RACE TO VALUE

VENDAVO IN 
AFTERMARKET SPARE 
PARTS

WINNING THE RACE TO VALUE

VENDAVO IN 
HI-TECH INDUSTRIES

WINNING THE RACE TO VALUE

VENDAVO  
INDUSTRY SUMMARY
#2: Hi-Tech
SUMMER 2017

A TIME OF RAPID CHANGE

In the 21st century, the pace of technological change has 
picked up and every organisation is now on the path to 
‘digital transformation.’

High-tech companies are playing a key role in helping organisations in all 
sectors make that move. But it’s important to remember that they too must 
reinvent themselves if they’re to survive in a world where business models have 
an increasingly short shelf life. 

Hardware margins are falling, competition is increasing, and new, disruptive 
technologies are changing the rules of the game.

The era of ‘a PC on every desk’ is already a thing of the past, as the mobile 
revolution, BYOD (bring your own device) and cloud technologies change 
forever how people work, play and live. The Internet of Things (IoT) is a game 
changer for everybody in the hardware value chain, and it’s only just begun to 
make its effects felt.

Vendavo
Project: Collateral

Fact sheets, summary reports and 
whitepaper designs.



Coniq
Project: Branding

Brand guidelines and some examples of the styling 
applied to stationery, business cards and slide decks.



Nota Bene

Logos
Projects: Various	



Websites 
and microsites.



British Iris Society
Project: Redesign and launch

New website built on WordPress with 
news and events, information and PayPal 
membership system.



NIIT Cosys microsite
Project: Design and development

Video stills

A microsite and embedded video launching 
a JV cargo handling operation between NIIT 
Technologies and Singapore Airways.



Old Sarum Airfield
Project: Flying club and airfield branding

WordPress website with history, galleries, 
information for visiting pilots and regulars, 
news and events.



UK Evaluation
Project: Rebranding

Rebranding and new designs for the United 
Kingdom Evaluation Society’s website. Features 
interactive content and a mobile friendly design.



Foremarke
Project: Website and new branding

WordPress website featuring company 
overview, news and events, customer 
testimonials and information.



Mentor IMC website
Project: Design and development

A fully responsive site (yes, with images in circles rather than squares!) 
featuring a raft of information on the company and an automated job 
bulletin board, also posting automatically to LinkedIn.



Virals and videos.



CPA Global
Project: LinkedIn campaign

One of many videos promoting CPA Global’s IP and 
copyright protection services - all hooked up to 
LinkedIn promotions.



SAP / Vendavo
Project: Video

Multi language video demonstrating Vendavo’s Price 
and Margin Management tools in a relaxed but 
informative manner.



Advertising and DM.



“ Look beyond” 
Cost-Out and 
make AGC  
a better place
SAP Profit and Margin Management 
Delivered by Vendavo

A PLAN TO DELIVER  
£17M PER YEAR IN POSITIVE MARGIN 
IMPACT FOR ROLLS-ROYCEPersonalised mailings

Project: Direct mail

Milestones in the 
Core & Clear journey
Danfoss developed the Group strategy Core & Clear to push boundaries on 
results and reputation, thereby expanding its world-leading position.

CORE & CLEAR STATUS

HERE IS A COLLECTION OF SOME OF THE MILESTONES IN THE FIRST FIVE YEARS OF CORE & CLEAR

2011
  
20122010

LAUNCH OF CORE & CLEAR
The strategy was launched to 
strengthen the Group’s results 
and reputation. For the first 
period of the strategy, focus 
was solely on ‘Get the Basics 
Right’.

Danfoss Business System, a 
center of best practice, is a 
key lever in driving global 
coverage of aligned work 
processes, tools and core 
business capabilities.

CORE BUSINESS 
PORTFOLIO IN PLACE
With the divestitures of 
Danfoss Water Controls 
and Danfoss Geared 
Motors in 2011, Danfoss 
achieved a key target of the 
strategy by having carried 
out the most significant 
adjustments in the 
business portfolio.

FULL OWNERSHIP OF DANFOSS TURBOCOR 
Danfoss gets full ownership of Danfoss Turbocor 
Compressors, and the innovative, variable speed, oil-
free compressor technology with outstanding energy 
efficiency performance.

SIGNIFICANT COMPLEXITY REDUCTION
The reduced complexity of the business carried out 
since the launch of Core & Clear becomes visible and 
thereby increases transparency. The number of part 
numbers is reduced. Complexity on the supplier side 
is also reduced while purchasing is concentrated with 
fewer, but larger, suppliers.

SYSTEMATIC CUSTOMER INVOLVEMENT
The Group introduced new processes for the systematic 
involvement of customers from the early stages of product 
development. The aim is to ensure that Danfoss keeps a sharp focus 
on customers and their needs.

In order to make Danfoss more agile and strengthen the core 
businesses, the development of a world-class production and 
supply chain was initiated. This includes productivity improvement, 
focus on procurement with strong global category management 
and building even stronger quality management capabilities.

IDENTIFYING AND REFOCUSING 
ON THE CORE BUSINESSES
To focus entirely on the core, 
Danfoss has divested non-core 
businesses. The first business to 
be sold was Danfoss Household 
Compressors, with an annual 
turnover of DKK 3bn. 

STRENGTHENED FINANCIAL POSITION
The focus on improving profitability and generating 
a high free cash flow pays off. In 2012, the debt level 
reaches the desired level of 0 to 2 x EBITDA, and 
Danfoss’ financial position is significantly strengthened.

GLOBAL SERVICES GLOBALLY
Solid efficiency gains and improved process quality 
through Global Services rolled-out in all sales entities 
and factories globally, covering all general administration 
processes, finance, real estate and logistics.

GET GOING PHASE LAUNCHED
After four years of Get the Basics 
Right, the Get Going phase 
of the Core & Clear strategy is 
launched, adding a strong focus 
on accelerating profitable growth 
to the continuous improvement of 
the basics.

2014

ALLIANCE WITH SMA 
Danfoss enters a strategic partnership 
with SMA Solar Technology AG by 
acquiring 20% of the shares of the 
German world leader in solar inverters.

FULL OWNERSHIP 

Danfoss acquires the remaining share of 
Sauer-Danfoss Inc. and gets full ownership. 
Sauer-Danfoss is renamed Danfoss Power 
Solutions.

HIGH INVESTMENTS IN INNOVATION
In 2013, Danfoss introduced a record number of 
products to the market. Relative to its size, with 
around 4% of annual sales, Danfoss allocates above 
industry average resources to innovation. 

INCREASING CUSTOMER LOYALTY
2013 was the third straight year of rising customer 
loyalty, bearing witness to the effect of greater 
customer focus under Core & Clear. 

EMPLOYEE ENGAGEMENT
In the 2013 Employee Perception Study, 
employee engagement reached an 
all-time high of 78 out of 100. In 2009, 
the score was 73. Also, the measuring of 
performance management has gone up 
with an increased share of leaders rated 
‘excellent’ by employees.

ACQUISITION OF VACON 
By acquiring the Finnish company 
Vacon, Danfoss transforms its drives 
business into a world leader in its field. 

NEW BRAND CONCEPT:  
ENGINEERING TOMORROW 
As part of the growth initiatives, 
the concept ‘Engineering 
Tomorrow’ is launched, uniting 
the Danfoss business under a 
new strong brand platform.

FOUR STRONG SEGMENTS TO 
SUPPORT ACCELERATED GROWTH 
To support the growth agenda, the 
Danfoss organization is restructured 
into four segments: Danfoss Power 
Solutions, Danfoss Cooling, Danfoss 
Drives and Danfoss Heating (effective as 
of January 2015).

2013

2016

2017

2018

Engaged Vendavo 
to help accelerate 
Get Going 
Programme.

REVENUE GAIN 0.5-1%
Identified margin and 
profit opportunities.

REVENUE GAIN 2.5-5%
Optimized pricing and 
target margins.

REVENUE GAIN 1-2%
Full operational margin 
and profit management.

Protected and grew 
critical R&D spend. Improved cash flow.

Delivered on 
promise to uplift 
shareholder value.

On journey to 
sustainable 
incremental 
profitable growth.

Identified margin 
leakage on strategic 
growth products.

Gained intelligent 
margin insights on 
individual sales deal 
performance.

Achieved best ever 
value price against 
customer segments.

Achieved price and 
margin governance 
across organisation.

Enabled all sales field to 
close deals at right 
price, anytime, 
anywhere.

Eradicated gut-feel 
selling.

Vendavo help major companies improve their profit margins, so 
what better way to show a CFO how they could do that than to 
show them the figures in a style they recognise. Their own! 



Charles Stanley & Co. Limited is authorised and regulated by the Financial Services Authority. Registered office 25 Luke St, London EC2A 4AR. Registered in England No 1903304

For a brochure or to discuss our services in more detail 
please contact our Leeds office:

14 King Street | Leeds LS1 2HL | 0113 200 5230
www.charles-stanley.co.uk

Here at Charles Stanley we have a different 

approach to investment services. 

We don’t just slot you into someone else’s 

financial model.  We custom build a service that’s  

tailor-made for you.

l	 	Discretionary and advisory 
portfolio management

l	 	Advisory and execution-
only share dealing

l	 Charity services

l	 Financial planning

l	 	Corporate and employee 
wealth management

l	 Funds management

l	 Wealth management

l	 	Court of Protection and 
damages awards

l	 Inheritance Tax portfolios

l	 Probate services

l	 	Traded options, CFDs, ETFs

l	 Corporate finance

l	 Institutional dealing

Charles Stanley
Project: Awareness ads

Charles Stanley & Co. Limited is authorised and regulated by the Financial Services Authority. Registered office 25 Luke St, London EC2A 4AR. Registered in England No 1903304

For a brochure or to discuss our services in more detail 
please contact our Leeds office:

14 King Street | Leeds LS1 2HL | 0113 200 5230
www.charles-stanley.co.uk

Here at Charles Stanley we have a different 

approach to investment services. 

We don’t just slot you into someone else’s 

financial model.  We custom build a service that’s  

tailor-made for you.

l	 	Discretionary and advisory 
portfolio management

l	 	Advisory and execution-
only share dealing

l	 Charity services

l	 Financial planning

l	 	Corporate and employee 
wealth management

l	 Funds management

l	 Wealth management

l	 	Court of Protection and 
damages awards

l	 Inheritance Tax portfolios

l	 Probate services

l	 	Traded options, CFDs, ETFs

l	 Corporate finance

l	 Institutional dealing

Charles Stanley & Co. Limited is authorised and regulated by the Financial Services Authority. Registered office 25 Luke St, London EC2A 4AR. Registered in England No 1903304

For a brochure or to discuss our services in more detail 
please contact our Leeds office:

14 King Street | Leeds LS1 2HL | 0113 200 5230
www.charles-stanley.co.uk

Here at Charles Stanley we have a different 

approach to investment services. 

We don’t just slot you into someone else’s 

financial model.  We custom build a service that’s  

tailor-made for you.

l	 	Discretionary and advisory 
portfolio management

l	 	Advisory and execution-
only share dealing

l	 Charity services

l	 Financial planning

l	 	Corporate and employee 
wealth management

l	 Funds management

l	 Wealth management

l	 	Court of Protection and 
damages awards

l	 Inheritance Tax portfolios

l	 Probate services

l	 	Traded options, CFDs, ETFs

l	 Corporate finance

l	 Institutional dealing

Press ads in financial and 
sponsored magazines.



Flyer Magazine
Project: Subscription ads

Press ads, banner ads and 
direct mail campaign to 
promote subscriptions.



Infographics and 
collateral.



FLSmidth in numbers

NORTH
AMERICA

21%

SOUTH
AMERICA

16%

AFRICA

18%

EUROPE

12%

AUSTRALIA

8%

ASIA

25%

Perth Australia

Delmas South Africa

Tucson United States

Arequipa Peru

Antofagasta Chile

Santiago Chile

Zacatecas Mexico

Ulaanbaatar Mongolia

Karaganda Kazakhstan 

Kolomna Russia

Istanbul Turkey

Hanoi Vietnam

Ore lab Salt Lake

Cement lab Valby

15,000
employees

80%
manufacturing 

outsourced

21,000,000
DKK revenue

Offices in more than

50 countries

Top 100
service within miners 

and cement producers

Customer 

Services

Minerals
Cement

Product 
Companies

FLSmidth
FLSmidth divisions

Your global partner

Safety record

1.7 
accidents per

1,000.000 
working hours

0

1

2

3

4

5

%
2011

4.2

2012
2013

2014 YTD 2015

4.74.7

3.9

2.7

1.6Lost time 

injuries per 

million 

working hours

Diversity of executive management

4 
nationalities

33% 
women

38-64 
age spread

Share of women in management

16.4% 
women

Total workforce 2014

19.4% 
women

80.6% 
men

Non-Europeans workforce

19% 
non-Europeans 

in business area 

management teams

Service centres

Automation 
Control and optimise 
all aspects of plant 
operation.

Plant design and process 
optimisation 
Finalise initial concentrator 
plant design and size 
equipment to increase 
production.

FLSmidth role in mineral processing 
Key benefits

Metallurgical testing and 
ore characterisation
Identify and economically 
liberate minerals to maximise 
recovery via flotation to 
produce concentrate suitable 
for smelter.

Operation and 
maintenance  
Optimize OPEX and 
revenue.

Operation and 
maintenance  
Optimize OPEX and 
revenue.

Mine

Processing 

420,000 
ton/day 

Output is less than 

1% 
of refined 
copper 

Shovels capable of  
loading more than  

100 tons 
in a single 
scoop

Crusher operates at  

6,500  
ton/hour

Finely ground ore is 
pumped to flotation  
cells at   

5,000 
ton/hour

Key facts

Equipment is designed for 
optimal performance:
•  Boost productivity
•  Minimise downtime
•  Lower maintenance cost

Services help:
•  Optimise customer operations
•  Lower life time cost through proactive,    
 predictive maintenance

OPEX

CAPEX

Value proposition:
Through our life cycle approach we 
continuously strive to offer customers:
• Increased output
• Highest productivity per $ spent
• Reduced cost of ownership

INCREASED OUTPUT

REDUCED COST OF OWNERSHIP

HIGHEST PRODUCTIVITY PER $ SPENT

LIFECYCLE APPROACH

One of the most iconic venues in the World.  Within its vast casino space, 1,370 gaming machines, 
220 table games and 40 ATM machines are all 
connected and available to visitors 24 hours a day,  
365 days a year.

Caesars Palace

CU
ST
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M

ER
 

ST
O

RI
ES02:

200910% of incidents cannot be immediately resolved and require escalation

Fault handling before / after NIIT Technologies involvement

NO GAMBLING WITH IT DECISIONSWith so many revenue-generating devices to support, 
detecting faults and restoring devices to action 
quickly and efficiently requires an outstanding 
IT service management solution. One of the 
most comprehensive and scalable fault tracking 
systems available, Remedy is the chosen IT service 
management solution of Caesars Palace.As the preferred Infrastructure Management and 

Applications Development partner for Caesars Palace 
since 2011, NIIT Technologies has a responsibility to 
keep all the gaming devices in operation around the 
clock. 
This includes supporting over 3,800 core network 
devices and over 1,500 back nodes.

2014
Less than 1%  of incidents cannot be immediately resolved

45:00

16:00

2009Average 45 minutes to restore a faulty revenue generating device 

2014Now just 16 minutes to restore a faulty revenue generating device 

Revenue-generating opportunities increased by  12%
Customer complaints dropped by  

8%

Since the implementation of Remedy, faster fault 
reporting and service delivery has improved 
revenue-generating opportunities by 12% and 
seen an 8% drop in customer complaintsOn behalf of Caesars Palace, NIIT Technologies 

also acted as Cloud broker and managed the 
migration of Remedy to the cloud, enabling seven 
servers to be decommissioned and related in-house 
support and maintenance costs to be nulled, saving 
Caesars Palace US$2m per year.NIIT Technologies manages the Levels 1-3 Service 

Desk for Caesars Palace, 24 hours a day, 365 days 

a year, providing end-to-end operation support for 
the following services:    • Network including Devices, VLANs•  Physical and virtual Wintel servers, Exchange 

servers, VMware host servers• TSM, Data Domain
•  Remedy Application, Database and Monitoring 

Integration
• Remedy on Cloud
• Vendor Management for the above towers Today, NIIT Technologies maintains 100% customer satisfaction from Caesars Palace.

Established 1994, Eurostar is one of the most iconic rail 
transportation brands in the World.

Annual revenues of $1.5B (£899m) continues to drive growth 
through expansion of existing services. 

Constant focus on innovation has driven further 
investment in a new fleet with increased capacity due 2015. 

Eurostar C
U

ST
O

M
ER

 
ST

O
RI

ES01:

TECHNOLOGY MAKING JOURNEYS EASIER
In 2011, Eurostar launched a free mobile app 
allowing passengers to book journeys on-the-go and 
receive tickets direct to their phones.
Through the app customers can also easily access 
service updates, FAQ’s and their loyalty points 
earned – delivering more benefits to customers.

400,000 
2011

Mobile app downloads

750,000 
2012

3,000,000 
2013

2011 9.7m

2012 9.9m

2013 10.1m
Passenger figures (actual)

Significant 

cost 
reduction 
in OPEX.

THE OUTCOME WE ASSOCIATE TO 
EUROSTAR’S SUCCESS

300% 
improvement in  
overall service levels

 
Year on year improvements in 

customer 
satisfaction 
scores

Various
Project: Infographics

Selection of charts and 
infographics to illustrate 
reports and collateral.



WHAT IF YOU COULD:

Optimise your segmentation model and strengthen your customer-centric 
engagement model.
Improve sales effectiveness by guiding the field to negotiate better prices 
on every deal.
Win more deals and sell new products through automated predictive field 
alerts.
Govern price and margin across the enterprise and protect margins.
Enhance price and margin field guidance to reduce overall cost-to-serve.
Measure opportunity performance, through Quote-to-Order analytics.
Track price increase effectiveness.

WHAT IF YOU COULD:

Govern price and margin across the enterprise and protect 
margins.
Enhance price and margin field guidance to reduce overall 
cost-to-serve.
Measure opportunity performance, through Quote-to-Order 
analytics.
Track price increase effectiveness.
 

Some print examples featuring special processes, binding and 
finishing, die cutting and printing on acetate, amongst others!Print



NIIT Technologies
Project: Gift box

A personalised, hand delivered present to a CEO with a difference. 
Presentation boxes that contain chocolates, but also information on 
the key sectors NIIT operate in and an appointment reply card. 



Gravitas. 
Seeing the wood 
from the trees.
www.gravitaswales.com
info@gravitaswales.com 
0330 056 3337


	next 15: 
	Page 1: 
	Page 2: 
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 
	Page 9: 
	Page 10: 
	Page 11: 
	Page 12: 
	Page 13: 
	Page 14: 
	Page 15: 
	Page 16: 
	Page 17: 
	Page 18: 
	Page 19: 
	Page 20: 
	Page 21: 
	Page 22: 
	Page 23: 
	Page 24: 
	Page 25: 
	Page 26: 
	Page 27: 
	Page 28: 
	Page 29: 
	Page 30: 
	Page 31: 
	Page 32: 
	Page 33: 

	back83: 
	Page 1: 
	Page 2: 
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 
	Page 9: 
	Page 10: 
	Page 11: 
	Page 12: 
	Page 13: 
	Page 14: 
	Page 15: 
	Page 16: 
	Page 17: 
	Page 18: 
	Page 19: 
	Page 20: 
	Page 21: 
	Page 22: 
	Page 23: 
	Page 24: 
	Page 25: 
	Page 26: 
	Page 27: 
	Page 28: 
	Page 29: 
	Page 30: 
	Page 31: 
	Page 32: 
	Page 33: 

	back 15: 
	Page 1: 
	Page 2: 
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 
	Page 9: 
	Page 10: 
	Page 11: 
	Page 12: 
	Page 13: 
	Page 14: 
	Page 15: 
	Page 16: 
	Page 17: 
	Page 18: 
	Page 19: 
	Page 20: 
	Page 21: 
	Page 22: 
	Page 23: 
	Page 24: 
	Page 25: 
	Page 26: 
	Page 27: 
	Page 28: 
	Page 29: 
	Page 30: 
	Page 31: 
	Page 32: 
	Page 33: 



