
Top 3 Ways to
Increase Sales
Using Print
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more sales
Every industry is experiencing changes in sales 

patterns. Businesses are looking for effective 

ways to consistently increase sales. Print can help 

do that. These are the top 3 ways to make that 

happen using print.

Simple & Effective

Intro
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Creative
We’re not talking about your 

average direct mail here. That 

would be boring!
Direct Mail

1.
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As the digital marketing space becomes more crowded and 

results become more expensive, Direct Mail has re-emerged 

as one of the most popular channels among consumers and 

one of the most effective across all options for marketers to 

reach them. We can help you to be more creative and 

strategic you’ll generate better the results working with us 

with our almost 30 years of experience.

Direct
Mail
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Speak Directly to Your Audience.

2.
Person-
alization



People love to be acknowledged. Whether you’re speaking 

directly to a single person on each printed piece, or you are 

speaking to a specific audience, the more personalized the 

message, the more relevant it will be and the greater the 

results achieved.  Make your message stand out to the 

individual within the whole audience.

.

Person-
ilazation
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Consistency
7

3. Frequent, 

Standardized,

And Relentless



People need to be aware, see you, know you and never stop 

hearing about you. The best way to do this is to stay in front 

of your audience often, consistently and to continue so that 

you are never forgotten.  We understand how to make print 

work with digital, so your message is never lost going to your 

target audience.  Use us to help spread the word with 

consistent branding across print, digital, promo and apparel.

This is guaranteed to increase sales!

Be
Consistent
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Innvoke
Phone: 609-771-4000
Email: sales@innvoke.com

Contact us
Time to Sell www.innvoke.com
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