
Direct Mail Case Study
Tsugami/IMG LaserSwiss launch



The Morris Group wanted to quickly 
generate sales for a new machine



The landscape offered challenges and 
opportunities 

• Could identify a tight list of people 
who might be interested in the 
machine’s unique ability to combine 
laser cutting with Swiss machining

• Sales would depend on getting 
prospects to see a live demo

• Just two months till the industry’s 
leading trade show (IMTS)

• Crowded media environment



Sinkora Swim created a dimensional mailing that 
demanded attention and drove people to signup for demos

Mailing box with 1st 
Class postage & 

personalized label

Gift box inside

Opening box revealed invitation



A die cut hole revealed a multi-feature 
sample part made on the machine



Opening further revealed exciting reasons to see the 
machine, the sample part in full, and a branded laser 

pointer/presentation remote



The invitation offered the option of calling directly to 
schedule a demo or visiting a web page where a video 

introduced the machine and encouraged signups 



The results? 

• Within three weeks the number of 
video views was double the number of 
packages mailed

• Demo slots filled through autumn

• Sales exceeded expectations


