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Promoting Compliance For Ergonomic S tandards

Client Need:  An Ergonomics Director for a
major healthcare company was tasked with
the job of creating a portable kit of ergonomic
tools to distribute to managers worldwide.
The purpose of these kits was to promote
compliance with corporate ergonomic
standards and to supply the company’s
ergonomic professionals with the proper and
approved tools needed for their work.

Solution:  Prism Marketing assisted the client
in selecting the tools and designing the case
to protect the delicate, precision measuring
instruments.  The result was a kit which our
client decided to trademark and we were able
to save the client more than $50,000 in this
competitive bid process.  We also handled the
drop ship to more than 100 locatons
worldwide.

Client Need:   An Ergonomics Program Manager
for a major aircraft manufacturer needed
assistance in the creation of a formal corporate
ergonomic kit for use by supervisors in facilities
throughout the world. Specific tools and brands
were designated by the customer with all
instruments to be housed in a custom protective
case displaying the company logo.

Solution:   We developed the final, approved kit by
sourcing competitive prices, designing a custom
foam lined case to fit the group of instruments
along with inside document pockets to hold
warranty, ergo educational materials, printed
checklists and client instructions to field
supervisors.  We then worked with the client to
develop an online administration routine to drop
ship these kits to client locations as requested.



Equipping For Fleet Safety

Challenge:   The fleet safety manager of a major healthcare company with several
thousand vehicles contacted us and asked if we could create a customimized emergency
roadside kit and propose some fresh ideas for promoting safety awareness.  This kit was
to be part of a comprehensive safety initiative to address a corporate fleet safety record
that was performing below the expectations of top management. They wanted to start with
the kit because they felt it would provide an immediate improvement in safety during
vehicle breakdowns and, at the same time, send a strong safety reminder to employees.
Their safety committee had developed a set of specifications for 18 items to be placed in
the kit.   Before calling us, this client had shopped other safety kit suppliers and program
developers but was not satisfied with the standard equipment and generic ideas offered.

Solution:   We located the 18 specific components required for the kit, built a prototype,
and packaged it with several promotional ideas.  When they compared the cost of our kit,
which included everything they wanted, with the cost for the generic kits they had
previously seen which did not include several key components, the savings was nearly
$300,000 for the first order of 5,000 kits.  We produced and
delivered the kits to meet their specifications.  Since that first
order we have worked with the client for more than ten years,
upgraded the kit, provided more safety awareness promotions
and distributed more than 17,000 kits. Employees were so
pleased with the kits that another 1,000 kits were sold directly
to employees for use in their family vehicles.  In addition to kits
and promotions we also created the national awards presented
to safety leaders.  Most notably the company’s rate of accidents
per million miles was reduced to be one of the best rates in
their industry.



Challenge:  Corporate leadership wanted safety to be a priority focus of the entire workforce.
They asked: How do we make an impact when we tell the employees and managers what is
expected of them and each other?

Solution:  A “Safety is Caring” mission statement was developed and distributed to all
employees.  It was done in a colorful certificate format to convey the official nature of the
initiative.  Plaques were created to be displayed in all offices to reinforce the safety message.
The client felt the safety awareness was a major key to their successful safety program

Promoting A Safety Mission S tatement



Improving Attendance

Program Goal:  To encourage employee attendance and avoid shift shutdowns due to
insufficient workforce.

Results:  The company experienced no line shutdowns for the entire length of the campaign,
the first such occurence in three years.  Attendance improved 268 percent with every facility
reporting record attendance.

2007 PPAI Gold Pyramid Award Winner

The Nike Attendance Program won this prestigious professional award for
effective use of promotional products in business and institutional marketing.
This award-winning campaign featured the creative use of promotional
products, packaging and copy to create an integrated program that deliv-
ered quantifiable results.  Judging was by the PPAI Awards Committee and
outsideindustry judges.

“Creativity and effectiveness are key to winning this much coveted award”
said Steve Slagle, CAE, PPAI President.  Prism Marketing’s work was recog-
nized in the following category:  Employee Incentive Programs Less Than
$10 Per Recipient.



Recognizing Professional Excellence

Challenge:  Our client, with worldwide locations, wanted to recognize the achievment
of the Finance Professionals whose performance set the highest standards of
excellence.  Recognition was to be limited to the top 1% of eligible candidates from
the employee workforce.  Criteria was based on teamwork, quality/service, integrity,
innovation, leadership, productivity and vision.  The client desired to use a program
logo with a seven-tiered pyramid with each level depicting one of the criteria.

Solution:  To convey the uniqueness of this achievment, it was decided that
individually handcrafted awards were to be presented.  An optically perfect crystal
pyramid with seven tiers, etched with gold-filled titles for each of the criteria, was
placed on a custom jade marble base and inserted into a hand-blown crystal globe.
On the outer surface of the globe each of the continents of the world were etched.  As
the ultimate personalization, the artist etched a star on the globe’s surface at the
location city of the honored recipient.  Each year ten award recipients were invited to
one location for an elegant award dinner and dramatic presentation by corporate
leaders.



Challenge:  Top management of a market-leading 17-store auto dealership network was
seeking a sales and service motivation program which could cross-over all vehicle
linesand locations.  Because employees may change locations within the network,
achievement recognition needed to be portable from dealership to dealership without
losing its meaning or value to the employee.  Management also wanted customers to
see the achievements of their experience workers, but we needed to be aware that not
all performers worked in offices where such honors could be typically displayed.

Solution:   We presented the client with several program ideas which addressed the
issues and program goals.  They chose to call their program the Chairman’s Honor Club.
Since the honorees were constantly on the move in and out of offices, on the sales lot or
service area, a custom-designed award ring was selected as the “vehicle of success”
which employees could wear at all times and in all locations.  The visibility of a beautiful
ring sent the message of “championship achievement” to prospects and customers
which management wanted to proudly convey about their workers.  An added bonus was
that employees would receive similar recognition when wearing the ring after work and in
social settings with family and friends.

The ring itself was 14K gold with Chairman’s Honor Club and the network logo
prominently displayed. Continuous, year after year achievements are marked by the
addition of diamonds to add increasing value to the award. In the seventh year a custom
Chairman’s Honor Club medallion watch has been added for those honorees who have
filled their rings with diamonds.  Diamonds can also be added to the watch. This sales
motivation program continues to be popular among workers and clearly designates the
dealer’s people as leaders in a competitive marketplace.

Motivating Sales People



Building A Tradition Of Sales Excellence

Client Concern:  Our new client had established a tradition of presenting Blazer
Jackets to their Master Salespeople worldwide.  Their original vendor delivered an
average quality stock jacket and basically guessed at the sizes.  The result was not
the “Master Tradition” they sought but rather “an ill-fitting piece of clothing with a logo
patch which made our people look like theater ushers” instead of the top achievers
they were.

Solution:  We approached our clients dilemma with four solutions in one:  (1) we
recommended the client use a custom tailored Blazer (which cost about the same as
what they had been paying for the stock jackets) and it would give them the flexibility
of selecting from more colors each year; (2) we developed an information packet
which was sent to each achiever to gather every detail the tailor would need as the
program needed much better adminstration of information than previous years.  This
packet offered the recipient their choice of jacket style selection, showed the fabric
color swatch chosen by the company for them that year, provided a measuring tape
plus questionnaire forms to record the achievers measurements; (3) we upgraded the
amenities on the Blazer to include personalized labels inside the jacket and custom
gold buttons with the program logo; and (4) we enhanced the final presentation to the
achiever when they arrived at the hotel for a weekend of activities and dinner
presentation.  Each honoree was scheduled for a custom fitting with the tailor on-site,
alterations were quickly made to assure a perfect fit,
the Blazer was hung on a cedar hanger embossed
with the program logo and placed in a distinctive
suit bag emblazened with the program logo.
To finish the ensemble, the client added logoed
neckwear (ties or scarves).



Client need: A major national sponsor of National Hockey League
broadcasts asked us to develop a distinctive award which would be
presented on national television.  The award was to honor the National
Hockey League player who distinguishes himself above his peers both
on and off the ice.  Characteristics of the award were to capture the
action of the sport of hockey and carry the corporate sponsorship logo,
“Man of the Year” title and the NHL insignia.

Solution:  Our design team presented several concepts to the sponsor.
The award design they chose utilized a custom cut piece of clear
Lucite which was faceted to give an appearance of ice. The over-all
shape of the Lucite looked like the curve of a hockey stick sweeping
across the ice.  A hockey player illustration and the logos were frost-
etched to appear just as a skate blade would leave a mark on the ice.
The award was mounted on a polished black base with the champion’s
name engraved on a silver plate.

Honoring A Champion



Recognizing Loyal Employees For Years Of Service

Client Need:   A public utility asked us to
prepare an Employee Service Award
program for their employees with 5-50
years of service.  The awards were to offer
appeal to both white collar/blue collar
workers.  Corporate leaders wanted to
offer both commemorative and lifestyle
award choices at each anniversary level.
They also had concern about the
administrative time their staff would have
to spend to oversee the program.

Solution:   We developed an internet-
based administrative program which
allowed employees to select from more
than two dozen full color illustrated award
choices at each anniversary level.
Contemporary and commemorative
choices were evenly split at each level
which allowed each employee to select
his/her award which offered the most
personal value.  The client did not have to
commit to an award inventory and the
flexibility of the administration program/
website fulfillment/print-on- demand
materials reduced supervisory time by the
client’s managers.  We handled all drop-
shipping to client locations.


