CASE STUDY

Manufacturer of process industry and valve communication solutions.

Crafting a new, more worldly
identity for a home-grown brand.

CHALLENGE:

The Stonel brand was the home-grown creation of
founders Stommes and Nelson. After being acquired by
Metso Automation, the company wanted to project a
more polished, global image. In addition, sub-branded
product lines were confusing to prospects and customers
requiring a new product-based brand strategy.
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CATALYST

A B2B BRAND CONSULTANCY




CATALYST —
Industrial Instrumentation and Equipment Expertise

CATALYST SOLUTION
o Craft a new corporate identity and competitive market positioning.

e Develop a more harmonious brand hierarchy between the corporate
and product brands.

e FEstablish graphic templates that could easily be utilized by the
marketing team.

® Produce core collateral pieces to help the company build its
integrator channel and attract new customers.

New corporate identity projected
a more progressive image.
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important categories. process networking solutions valve communication and control

Collateral highlighted both
company and product distinctions.

Advertising elevated
brand awareness.

Special recruitment

and training materials

helped build the
Integrator Channel. (Stenel




