


Communications integration and how marketers 
are embracing it is already playing a large 
part in defining a positive future for those 
businesses that do. But there are still many 
who want to optimise and integrate, but who 
also seek assistance in helping to qualify and 
then quantify the areas where they could most 
profitably start making pro-active changes.

To help, Lateral Group has launched a 
new solution to take businesses on these 
first integration steps - an Integrated 
Communications Management (ICM) diagnostic 
tool called ICM Assess. 

In around 30 minutes it can give clients a 
good initial fix on their marketing integration 
performance and what the next steps to 
improving could be.

”ICM Assess is specifically designed to help 
clients recognise where they stand in terms of 
integrated, cross-channel communications,” 
says Data Lateral managing director Ruaraidh 
Thomas. “It enables clients to see how they 
can build deeper insight and understanding of 
their customers, so that they can then use this 
valuable information to communicate with those 
customers in more timely and effective ways.”

Many businesses grapple with the challenge 
of accessing a single view of their customers, 
as this in itself can be challenging. “However,” 
says Thomas, “the more readily available a 
single customer view is to a marketer, then 
the more successful building fully integrated 
and optimised cross-channel communications 
programmes can be.

“Many of our clients start the journey towards 
building more integrated communications with 
an audit based on our 12 step ICM framework 
– the same framework that helped us win 
PrintWeek’s inaugural Cross-media Company of 
the Year award in 2010.

“The challenge for some can be that a full 
audit will take 20 to 30 days, so for those who 
want a quick guide on where benefits can be 
realised, we have built on our experience with 
the full ICM audits to create a simpler first step; 
an easily accessible ‘audit lite’ we’ve named ICM 
Assess”, continues Thomas.

 “ICM Assess looks simple, but it’s supported 
with significant intellectual property. There’s 
a great deal going on in the background 
with algorithms and formulae that take client 
answers to a planned set of  questions in the 
tool, converting them into perceptive insights.

“It gives our clients a real feel for the areas 

they could prioritise investment in – and 
also where they are perhaps being more 
successful than they thought – to help them 
build an ‘individual’ communication strategy, 
appropriate for each of their customers.”

ICM Assess was on show at mediaPro 2010, 
and is already proving popular with clients. 
“Many people aren’t used to diagnostic tools 
like this in this environment, but after a session 
they’re saying ‘fantastic, this is giving me 
really usable insight, thank-you’. It’s prompted 
lots of interesting conversations and based 
on the response, we’re investing in further 
development of the tool, so look out for ICM 
Assess 2.1 later this year.

ICM Assess overview on page 2
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Adrian Robertson, Marketing Consultant, 
Department of Health

awards

Inaugural Cross-media 
triumph highlight of awards 
success
Lateral Group asserted its place at the forefront 
of the integration revolution by taking away 
PrintWeek’s inaugural Cross-media Company of the 
Year award late last year.

Continued page 2
New project

Directors vote for substantial 
MarketPower® saving
A saving based on an audit has persuaded the 
Institute of Directors (IoD) to switch to Dialogue 
Solutions and MarketPower for all its print.

Continued page 2
New project

Tesco Bank project wins 
extra work
A successfully-completed project for Tesco Bank has 
put Lateral Group in the frame for extra work from 
this valuable client.

Continued page 2
new resources

Mind-changing looks at 
data and MRM
Many businesses just don’t understand the huge 
value they could gain – and the embarrassing 
privacy issues they could avoid – by getting more 
professional about gathering and storing data. 
Many more don’t appreciate the customer insights 
and profit opportunities there are in even simple 
analysis of that data.

Continued page 3

MarketPower, our web-enabled marketing 
resource management tool, has helped Dialogue 
Solutions (part of Lateral Group) win a multi-
million pound contract from Stagecoach. 

“We’re now handling the print management 
for their South West Trains and East Midlands 
rail networks,” says Dialogue Solutions’ 
managing director Jeremy Walters. “South 
West Trains alone is the UK’s biggest 
commuter rail franchise, so it’s a big deal.”

The pitch, run under OJEC (Official Journal 
of the European Community) rules was 
won largely on the basis of our state of the 
art MarketPower software which stood out 
from the traditional print management tools 
competitors were offering.

“Stagecoach seemed impressed by several 
MarketPower features – for instance, its 
strength in managing editable information. 
They could see how easy it would make 
creating station- or offer-specific literature 
like timetables or leaflets for special fares. 

“Given they have hundreds of train stations, 
some huge like Waterloo, some tiny, there 
is considerable variation in needs across 
the network. So they were also interested in 
MarketPower’s ‘store profiler’ functionality 
which would make it easy for them to 
minimise waste by producing material 
appropriate for each specific station.”

Dialogue Solutions’ efficient pick-and-pack 
service was another plus. “We could offer 

high speed, in-house print production to 
ensure fast turn arounds of multiple-item 
orders for time critical things like timetables.”

Vendor relationships were also important, 
Jeremy believes. “Our close working 
relationships with suppliers were evident 
throughout the pitch. We were able to 
demonstrate that right through the chain, we 
could deliver the highest quality, achieved to 
the highest environmental standards.”

A dedicated team has been appointed to 
the account, which will be supported with a 
part-time presence onsite at both South West 
Trains and East Midlands Trains head offices.

“Dialogue Solutions’ integrated approach 
put its offering streets ahead of its 
competitors. Their MarketPower tool 
combined with Dialogue Solutions’ print 
production offers flexibility and hugely 
reduces operational costs. Not only is 
this approach cost effective, but it is also 
more efficient. 

“It is now more crucial than ever for us to 
invest in profiling, targeting, understanding 
and servicing our customers. We’re 
confident that working with Lateral Group, 
we will achieve a new level of customer 
satisfaction and responsiveness.”
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Destination MarketPower® for Stagecoach rail network
New contract

New-media sales: 
David Taylor

New Skills Academy 
ensures excellence

New ‘first step’ to
mastering integration
ICM Assess offers vital healthcheck

“The more readily available 
a single customer view 
is to a marketer, then 
the more successful 
building fully integrated 
and optimised cross-
channel communications 
programmes can be.”
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Inaugural Cross-media triumph highlight of awards successes
AWARDS

Tesco Bank project wins 
extra work
The initial task was to build a competition microsite aimed at acquiring 
crucial customer data. A significant aspect of our winning tender was 
our recent achievement of the PCI Data Security Standard (PCI DSS). 
It means clients can be assured we meet robust and comprehensive 
standards for proactive customer account data protection.

Visitors to the competition microsite, live from spring 2011, are 
offered the opportunity to win £2,000 worth of shopping simply by 
providing a few details. 

Our web design and build capabilities so impressed this particular 
department they also asked us to produce the marketing creative 
that would lead shoppers to the site. From there, our newly gained 
status as a preferred supplier helped us win another microsite 
project for a different Tesco Bank department, and we’ve also been 
invited to pitch for more work involving the Bank. 

“We had the original competition microsite build completed in less 
than a month, despite having some very strict technical, creative 
and financial communications guidelines to meet,” says Account 
Manager Nicola Horner. “It was a good example of Lateral Group’s 
efficiency and flexibility, which I think are the main qualities that 
have brought us to the attention of other Tesco Bank departments.”

Directors vote for substantial 
MarketPower® saving
“Lateral Group was already helping IoD improve its marketing 
effectiveness through Data Lateral’s data services,” comments 
Dialogue Solutions’ managing director Jeremy Walters. “The 
strength of that relationship opened the door for a conversation 
on ways we could also contribute to the efficiency side of the 
equation.”

IoD now has its own MarketPower marketing resource management 
web portal. The Institute is using it to create and procure 
magazines, compliance documentation, promotional materials 
for seminars and forums around the country and operational 
documents such as business cards and letterheads.

“Using MarketPower, we’ve been able to help IoD centralise and 
simplify its print purchasing and enjoy auditable savings.”

IoD comments:

“MarketPower has already made our working lives considerably 
easier and delivered sustainable savings for the business,” says 
IoD’s marketing Leonora Clement. “Lateral Group has consistently 
impressed us with its ability to deliver relevant integrated solutions, 
offering us tools that are genuinely needed for our business and 
which directly benefit our members.”

Continued... Continued...

Continued...

The win topped off a successful PrintWeek Awards night 
for the Group. Both Dialogue Solutions and Howitt took 
commendations for Company of the Year and Direct Mail 
Printer of the Year. Howitt picked up a third commendation as 
Environmental Company of the Year.

Data Lateral too has had its day in the sun, being named winner 
for Best Use of Data in a B2B Campaign at the DataStrategy 
Awards, as well as being shortlisted three further times, once for 
Best Use of Data in Health Care, and twice for Best Use of Data 
in the Public Sector.

“These latest results continue a record of consistent high 
performance and industry leadership,” commented Lateral 
Group CEO Jason Cromack. “In fact, over the last six years 
Lateral Group companies have been winners or finalists in no 
less than 47 industry awards.”

Cross-media award “a fitting 
triumph for Lateral Group”
PrintWeek established this new award to reflect the changing 
nature of the industry and “recognise the UK’s position as 
the leading exponent of cross-media communications”. The 
award was judged on one project or campaign which had to 
incorporate a print element. 

Lateral Group’s winning entry was its work on the 
Change4Life programme on behalf of the Central Office of 
Information (COI) and the Department of Health (DoH). 

The judging panel commented the award was a “fitting 
triumph” for a company that had positioned itself at the 
vanguard of the new wave of communications combining 
print and digital. They were “really impressed” by the 
intelligent use of data and multichannel communications.

“Real-time trigger communications, combined with an intensely 
complex set of scoring and modelling algorithms, allowed us to 
deliver a highly personalised output back to consumers across 
a range of online and offline channels,” according to the DoH’s 
Adrian Robertson.

The result was the COI’s most successful direct response 
campaign ever, exceeding expectations by 75%.

Best use of Data in B2B
Classified directory publisher Yell wanted to increase renewals 
with highly customised, highly relevant communications 
using detailed statistics on responses to listings. Yell gathers 
this information for customers who sign up to its Call Counter 
Geo response tracking system.

Data Lateral devised a rolling campaign using a monthly 
data feed and targeting customers by various criteria eg. 
length of time as a customer and stage in the renewal cycle. 
Our solution generated advertiser-specific communications 
featuring a topline breakdown of their listing’s performance – 
calls received, plus calls answered, unanswered or engaged. 

A test campaign achieved a 36.7% open rate. The full 
campaign combining email and direct mail delivered 
outstanding return on investment and a response rate that 
was more than double the industry average.

cover story

ICM Assess overview:

A tool for focusing minds

An ICM Assess session takes around 30 minutes and is free – making 
it potentially a most profitable half hour indeed.

You can complete the audit yourself, working with one of our 
consultants, or get as many of your marketing team as possible 
involved in the session. It’s a great way of getting everyone thinking 
about integration and how it is practised in your business.

Whether you’re already applying the principles of integrated 
communications or feel your business ‘could do better’ ICM Assess 
will provide a valuable snapshot of where you are now and where 
you should be heading. 

Book an ICM Assess now by phoning 0845 859 000 or emailing 
info@lateralgroup.co.uk. Or simply ask a member of our sales or 
consulting teams. “They all have ICM Assess on their laptops now,” 
says Ruaraidh Thomas, “so they’re equipped to offer any current or 
potential client a session whenever it’s convenient.”

Provides a clear fix on your integration 
performance

ICM Assess distils our extensive experience with integration into a 
unique online, interactive diagnostic tool. From a series of carefully 
selected questions it:
•	 Gives you a clear fix on where you sit for communications integration 

performance – a hard rating you could use as a guide for setting goals 

•	 Prioritises which of your marketing operations could most profitably 
respond to review

•	 Calculates the increase in RoI on typical campaigns you could achieve from 
switching mindsets from ‘cost minimisation’ to ‘effectiveness maximisation’.

Built on a holistic view

ICM Assess analyses your marketing in terms of Lateral Group’s unique  
12-step Integrated Communications Management model (ICM).

ICM divides the communications process into inputs and outputs. The 
inputs side is about determining the communications strategy and the 
method of communicating (ie. channel optimisation), and defines the 
potential effectiveness of your campaign.

Marketing Resource Management and the rest of the outputs side is 
about the management and the procurement of online and offline 
channels in addition to driving cost out of your own internal processes 
ie. efficiency. 

It’s a holistic approach that gives you relevancy of communication, increased 
return on investment and sustainable cost savings ... in essence,  
helping you sell more of your products and services for less.

new Project

new Project

Continued...
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Mind-changing looks at data and MRM

Stealing the scene at mediaPro 2010

people

events

Lateral Group made a strong showing at mediaPro 2010, held early 
in November at Olympia in Kensington. First held in 2009, mediaPro 
combines scores of exhibitions, keynotes and seminars in an expo 
aimed at marketers, brand managers, agencies, the media and 
marketing service providers.

A combination of prominent placement and large, well-presented 
stands attracted hundreds of visitors. If you were among them – 
thanks for your time.

“Many people were keen to see demos of our MarketPower software 
and learn how it could make their marketing more efficient,” say 
group sales director Nick Barbeary. “There was also good interest in 
ICM Assess, our new diagnostic tool that reviews the effectiveness of 
a company’s communications integration.”

A number of visitors were drawn to the stand by the opportunity to 
add to the Little Book on Integrated Communications Management 
they received in their registration ‘goodie bags’. 

“Integration was this year’s mediaPro theme. We simply couldn’t miss 
pointing out that, as long-time leaders in integration, Lateral Group 
has quite literally ‘written the book’ on the subject – along with 
various others on key communication issues. The boxed sets proved 
very popular.”

We’ve created a new form of client partnership with the joint 
appointment of Data Lateral staffer Daniel Batey as Head of Data 
Planning at Union Direct in Edinburgh. Daniel will be working on 
site, dedicating 50% of his time to Union clients.

Union Direct is the direct response division of The Union 
Group, one of Scotland’s top agencies. Its roster of blue-chip 
clients includes Visit Scotland, Scottish Widows group, Scottish 
Friendly and Staples - for whom they recently won a Scottish 
Advertising Award.

The relationship with Union is a good example of Lateral Group 
company teamwork. Howitt has been using Data Lateral services to 
support various print projects for Union. 

“We knew they appreciated the value of data services to their 
offering and were considering setting up their own department, 
so we ended up discussing options,” says Data Lateral managing 
director Ruaraidh Thomas. “We were able to show them a better 
way to go. This arrangement gives them onsite expertise and direct 

access to all the staff, infrastructure, software certification and 
compliance regimes we have in place already, for a fraction of the 
costs involved in setting up from scratch.”

Opportunities will be shared in both directions, making it a mutually 
beneficial arrangement, and one that may well be repeated.

“We’re actually in the process of launching a similar partnership 
with a London-based agency. This model is not going to be major 
part of our business, but in strategic situations where we can see 
benefits, yes we may well offer  
it to other agencies.”

MOVING ONSITE

NEW Resources

Continued...

40 year 
milestone: 
Roy Dutton
“When I joined, you had to take your wife 
to interviews with the Board so they could 
be sure you were the right person to be 
working for the family,” recalls Roy Dutton 
who recently notched up his 40th year with 
Howitt. It’s just one of many huge changes 
Roy has seen in his time with the business.

Roy began his working life with the Littlewoods 
mail order business, having been ‘poached’ 
from studying to attend agricultural college. 
After experience in office management, 
PR, sales promotion, marketing and print 
management he moved to Tillotson's, a sheet 
fed printing house. When that business was 
sold and closed his former boss at Littlewoods 
suggested contacting Howitt.

“As it happened, their northern sales rep 
had just retired, so Patrick Howitt invited me 
down to Nottingham for an interview.”

Roy started as a sales rep mainly on 
commission, and in his second year 
became the first rep to make £1m in sales. 
He was made northern sales manager in 
1981, and northern sales director in 1983. 
That same year he was appointed to the 
main Howitt board.

Roy is still working for Howitt in the 
north, now as business development 
manager with responsibility for “a couple” 
of major accounts. He has no immediate 
plans to change. 

“As our Group Sales Director Nick Barbeary 
said to me, ‘when you feel you’ve had enough, 
let us know’ so I’m still happy carrying on, still 
bringing business in.” 

Aside from all the obvious technological 
developments, the biggest change Roy 
has noticed in his time with Howitt is 
competitiveness. 

“In the 1970’s there wasn’t the quoting there 
is today. Mail order particularly was booming 
and it was a matter of ‘just give us a price, so 
long as you get the job done on time’. It’s a 
much tighter business now, but fortunately, 
the diversification that Nick Dixon led gives 
us a point of difference. Being into data and 
online with Data Lateral, Dialogue Solutions 
and Shift Click means we’re not just another 
printer putting ink on paper. We have an 
edge over our competitors.”

Away from work, Roy enjoys golf, rugby, 
football and his monthly wine tasting group. 
And 40 years on, he’s confident he made 
the right career choice. “Howitt’s always 
been a fantastic company, and it still is.”

More and more, modern marketing is about data, so we’ve just 
released two new Little Books on the subject – the Little Book of 
Data Management, and the Little Book of Data Analytics. As ever, 
they provoke, challenge and shine new light on important issues 
that might just change the way you do things.

They’re joined by a third newcomer, the Little Book of Marketing 
Resource Management. It takes a very timely look at the demand 
for delivering messages for more products and variants using 
more channels and more personalisation than ever that is literally 
swamping many marketing departments today.

For copies of these three latest Little Books and the others in the 
series – on Integrated Communications Management, Integrated 
Email Marketing, Green DM and Print Management –  
visit www.lateralgroup.co.uk/LittleBooksOrder.aspx.

Appointment creates new form of 
client partnership


