COMPUTER ECONOMICS--IT Sourcebook Brochure

The marketing plan for IT Sourcebook included mailing a brochure to former
customers as well as prospects. The Sourcebook is aprimary research tool for IT
executives and the brochure needs to explain a complicated set of benefits. For
this reason, the brochure was eight panelsincluding aform that could be re-
turned by mail ordering the book. The brochure was done in two versions--one
offered an early bird price and one for the full price.
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One panel of the eight panel brochure. Benefits and examples of how the Sourcebook helps
I'T executives save money.

IT Executives Depend

_- he St.mr'tﬁbﬂﬂi provides IT executives with the means for
saving money. |
For example, yvou could have received a better deal had you
known that: IR T N ETT I |

¥ IBM gave discounts of up to 65% on RAMAC disk
grrays; even-without a VPA

¥ One TBM customer received a $220, 000 crédit toward
future purchases with a 902195210 9021962 upgrade.
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