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KONICA MINOLTA’S
DIGITAL SOLUTIONS
PROVIDE POWERFUL
GROWTH OPPORTUNITIES
FOR MTI CONNECT

WITH DATA DRIVING OUTPUT FOR CUSTOMERS, A SUCCESSFUL COMBINATION OF

SOLUTIONS WAS KEY TO A PROFITABLE FUTURE

THE SITUATION

Based in Milwaukee, Wisconsin, MTI Connectisa
marketing services company focused on delivering
customer data and sensitive marketing communica-
tions through omnichannel vehicles. It exists in a
space between an advertising agency and a printing
company, with a business model based on giving
customers access to data, analytics and connections,
online and offline — including TV, direct mail, social
media and email — all to create stronger connections
with existing customers and find high-potential new
customers.

From its Milwaukee headquarters, the company also
operates data, analytics, sales, printing and lettershop
facilities in Phoenix, Chicago and Philadelphia, with

a high-velocity, high-touch and precisely focused
approach to direct response marketing, document

management and automated communications —
all made possible by leveraging customer insights
through analytics.

With a blend of direct mail and document manage-
ment accounts requiring instant turnaround, the
company deals with some very tight timeframes every
day. Their current equipment was increasingly down,
and they knew they needed more reliable hardware to
serve their current customers and create opportunities
for their business to grow. The company was also
becoming increasingly challenged by outdated work-
flow processes that were hindering the data-driven
marketing portion of its business.

From a sales perspective, being able to demonstrate
to clients how they could sell more with better use of
data provides valuable engagement is key. This allows
MTI Connect to sell a lot more direct mail, and they
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WHO
MTI Connect

WHAT
Marketing Services Company

WHERE
Milwaukee, Wisconsin

SIZE
33 employees

SOLUTIONS
2 AccurioPress C12000 presses

3 AccurioPress 6136P digital presses

AccurioPro Flux software, mailing
software, web-to-print program,
MIS system

RESULTS

* 50% increase in press uptime overall

* 4,000 new patients delivered in 12
months

* $4M in new revenue

e 753% ROI




were experiencing an influx of business they needed to
get out the door. However, due to outdated systems,
mail was not being handled properly, and they had
concerns with some of their strategic alliance partners.
In addition, MTI Connect’s aging, homegrown MIS
system had little to no connectivity with their online
ordering website, which meant manually entering
orders to be able to track them.

MTI Connect also wanted to perform more complex
and automated mail sorting, but was using outdated,
home-grown mailing software. The company’s
web-to-print portal was also reaching end of life. It
was becoming increasingly difficult to maintain their
systems and even modernize, and there were
security concerns, too. With the lack of manpower
these days, efficiency was another big issue for MTI
Connect. A CRM tool was also needed for job
scheduling, accounting, quoting, and getting
estimates back to customers.

Bob Hackett, CEO and President, knew there was so
much more potential for his business if they were able
to convert to more up-to-date and capable systems.

THE SOLUTION

Konica Minolta Commercial Print Specialist Brent
Joosten had been calling on MTI Connect regularly for
a few years. Early conversations were around inkjet,
but Konica Minolta’s product didn’t meet the printer’s
needs at the time. Joosten stayed in touch and helped
the company look at other aspects of their business.
When he saw they were having issues with both their
monochrome and color equipment, he came up with
creative solutions to replace it.

Joosten developed and presented a very intuitive
solution for MTI Connect to replace its three
monochrome presses with three AccurioPress
6136P digital presses, and its color units with two
AccurioPress C12000 presses. MTI Connect had
looked extensively at other manufacturers before
deciding on Konica Minolta, which provided high
quality at a fair price, and showed superior uptime
and a better service record than its competitors. The
strong sales team and Konica Minolta’s reputation for
excellent service closed the deal.

MTI Connect’s entire press room was replaced over

a three-week period, with a staggered implementation
to avoid interrupting their clients’ businesses.

As promised, Konica Minolta provided universal
training of all parties to support the system changes
and taught tech support how to fix issues to minimize
any downtime and service calls if a press went down.

Brent and his team had also recognized the
challenges MTI Connect was having with their
systems and worked to develop a solution to get
data online to go to press. This required moving
a lot of data from the company’s internal systems
to the presses. Technicians had to be able to work
not only from the press side, but also inside, as a
team. Even better, the solution allowed MTI’s
clients to acquire customers, rather than waiting
to find them, by providing access to audience
building, creative, strategy and acquisition
techniques.
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“Our business is about creating

opportunities and bringing solutions
to help our clients grow. We have

a level of confidence that | can
honestly say we didn’t have before,
and some significant growth
opportunities we would not have
had without these solutions.

Konica Minolta is a first-class
company that separates itself

from its competition through
superior products that drive

quality throughout. The technology
outweighs what all the others have
to offer, and the service levels are
so much better than those at other
companies. We are simply elated
with our decision to partner with
Konica Minolta.”

- Bob Hackett, President and CEO, MTI Connect




The new MTI Connect workflow solution is comprised of
the four following elements:

 Konica Minolta’s front-end software, AccurioPro
Flux, helps MTI Connect position jobs accurately and
internally manage their business much faster and more
efficiently. The software solution is installed on all five
presses, facilitating powerful make-ready, professional

“Our evolution was from a heavy

manufacturing company to more

print workflow automation, convenient collaboration F* ‘ N of a service-oriented data-driven
and effective output management. Because each press company that also has printing
previously worked on a different system, the ability ‘ operations. We no longer require

to have the same application on all five machines has

resulted in significant time savings. LIS T

because we can rely on having the

Anticipating larger mailings as they move forward,

MTI Connect replaced their current mailing system,
through which they were manually loading lists and consistently schedule jobs and know
messaging because staff didn’t trust the software. job costing at the end and provide analysis on the equipment will keep running. The

right equipment on the floor to

The new software QOes this automatically, aIIowi'ng how much proﬂ.t was achieved. This enable.s the digital transformation has helped us
MTI Connect to bring back work they were farming team to work with actual numbers and see if they realize our vision and build services
out to a partner and mail right from the back of charged enough or experienced issues with the '
the company’s own presses. Since they are no flow of production. to solve a relevant need in the
longer spending money on outsou rced services, Together with their new Konica Minolta digital marketplace - for small and midsize
MTI Connect has realized new revenue. presses, these solutions have changed the entire companies to acquire customers

* A new web-to-print program offered exclusively platform of MTI Connect’s business and how they in a cost-effective way. Partnering
through Komc.a M|no|t.a supports MTI Connect’s . WOI’.k with their clients. Hac.kett notes the Ievgl of T e i e e
branded website offering, and has become essential excitement has been amazing. Internal staff, its : . d lonto b
to their web-to-print strategy. The company builds various software company vendors and clients are TS -forwal: our plan ? e'a
websites for high-profile clients including Blue Cross all working with one another, and there isa new relevant marketing communications
Blue Shield, United Healthcare and a very large energy driving the solutions. continued and advertising company. ”

pharmaceutical company in Phoenix, completely
branded with each client’s information. Users log on
to their company’s portal to order printed products on
demand, including business cards and brochures, and
promotional items such as hats, pens and more. These
orders go right to press, and MTI Connect can deliver
the next day across the country.

- Jamie Miller, Chief Revenue Officer, MTI Connect

Connecting with its new web-to-print program, a new
MIS system creates an order flow for MTI Connect
that is seamless — versus a manual process — enabling
the company to automatically create and track online
orders in their print management system without
time-consuming keying. The system can also deliver



RADICAL RESULTS

* New, streamlined abilities to use data and build all the
possible ways to engage customers for clients

* An end-to-end, digital account-service and production
process that also provides actual job results

* Convenient collaboration both within MTI Connect and
outside with clients, saving time and money

* Print-on-demand capabilities internally and through
branded client portals for just-in-time production and
mailing to meet urgent delivery dates

* Immediate efficiencies with a seamless replacement of
the company’s color equipment with the new presses,
enabling MTI Connect to become more affordable for
clients

* Superior production and image quality, with vivid colors
and rich, solid blacks

* Increases in the effectiveness of direct mail pieces for
clients

* Previously outsourced work back in-house and creating
additional revenue

* A50% increase in press uptime overall, and consistent
print quality from job to job

 Aservice record significantly better than any other
manufacturer in MTI Connect’s history
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TRIGGERS-BASED CAMPAIGN -

LARGE INSURANCE COMPANY -
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