
North West Automotive 
Companies – Marketing 
Case Studies 



About Us: Automotive Comms 

Strategic marketing and 
communication consultancy 
for the automotive industry 

 



About Us: Automotive Comms 



About Us: Green-Car-Guide.com 

The Original UK Green Car 
News Site, established 2006: 
news, reviews, features and 
a guide to the latest green 
cars 



About Us: Promote 

Marketing and 
communication consultancy 
for environmental & 
sustainability issues 



Aim of this presentation 

To present case studies about marketing projects 
for two NAA member companies 
 
1. Auto Marine Cables 
Project is still in its early stages 
 
2. Performance Springs 
The initial marketing work is complete 
 



Inside an engineer’s head 



Inside a marketeer’s head 



How do we create a professional image? 

Follow the system… 



The system 

1. Marketing and communication strategy 
2. Branding 
3. Key messages and content generation 
4. Image creation 
5. Online communication 
6. Marketing materials 
7. Marketing implementation 
8. PR 
9. Events 

 
 

 
 



Marketing Review & Strategy 

Review: 
• What do you want your business to achieve? 
• Where is the business now? 
• What do we need to do, to get to where we want to be? 
• Understanding of business and business plan 
• What do you stand for? 
• Who are the dream customers you want? 
• Where will the most lucrative markets be? Europe? Asia? 
• Competitors – what are they doing? 
 
Marketing Strategy: 
• Clear plan to implement over next 1-3 years 
 

 
 



Branding 

Basics! 
• People make an instant 

decision about you based 
on your brand 

• Your brand includes your 
company logo – but is 
much more than that 

• Regular winner of 
CoolBrands: Aston Martin 

• Your brand needs to 
reflect what you are/what 
you stand for 



Design 

• Many suppliers in the 
automotive industry don’t 
value or use design 
 

• OEMs have very 
sophisticated marketing 
and communications 
 

• OEMS not impressed by 
unprofessional image 
 

• Design needs intelligent 
concept/big idea behind it 

 



What you say and how you say it 

• If a large potential 
customer visits your 
website and sees lots of 
spelling and grammatical 
errors this does not give 
an image of competence! 
 

• All text about your 
company should be 
professionally written 

 
• Need to create powerful 

engaging stories and 
headlines 



Imagery 

• A picture paints a thousand words 
 

• Trend is for powerful images and fewer words 
 

• But images must be professional and creative 
 

• Photography 
 

• Video 
 

• Multimedia 
 
People think visually 
 
Engineers’ view of the world v customers’ view of the world 
 





Online communication - website 

• Main marketing tool today 
 
• Most automotive suppliers 

don’t need a massive, 
complicated website 

 
• But what is online must be 

professionally designed!!! 
 

• See previous slides – 
needs professional brand, 
design, text content, 
images… 

 



Online communication - other 

• Other online communication is 
designed to drive people to your 
website 
 

• E-newsletters 
 
• Social media 

– Twitter 
– YouTube 
– LinkedIn 
– Facebook 

 
 



Car Launch PR – Range Rover Evoque 

Traditional approach: 
> Insiders (people close to 
the project) 
 > Automotive (media) 
  > Consumers 

 
Communicate brand 
outwards via: 
• CRM (contacts database) 
• PR 
• ATL (ads) 
• Digital 
 



Car Launch PR 

New approach: 
Insiders, automotive media and consumers all feel ownership as part of 
the brand before launch 

 
Achieve this by building online relationships/‘fan base’ prior to launch – 
via social media such as Facebook, Twitter etc – get people to love the 
brand, ie. put customers on the inside – they’re not the last people to 
hear 
 
Result: 
50,000 pre-orders for the Evoque – many of these from before the car 
even existed 
 
 



YouTube 

Example: Our video – can 
a 50mpg Range Rover 
Evoque still get up a 
mountain? 
 
• Very, very home-made! 

 
• Initial video low resolution 

(40,000+ views) 
 

• Replaced with higher res 
(105,000+ views) 

 



Marketing materials 

Other marketing materials that you’re likely to need in your design 
style… 

 
• Leaflets/brochures – PDF if not printed 

 
• PowerPoint presentations 
 



PR 

• Press releases 
 

• Dissemination to the right audiences – via media contacts 
 
• The whole point – to avoid spending money on advertising 
 
 
 



Events 

• Industry shows 
 

• Need a professional exhibition design 
 

• Most important handout? – the most basic: business cards… 
 

 
 



Auto Marine Cables 

Brief 
 
To develop more professional marketing 
in order to help grow the company 
 
 
 



Auto Marine Cables 

Brand – ‘evolution’ 
 
Before 

	



Auto Marine Cables 

Brand – ‘evolution’ 
 
After 
 



Auto Marine Cables 

Example of possible implementation 



Auto Marine Cables 

Example of possible implementation 



Performance Springs 

“Here’s one we did earlier” 
 
Marketing strategy 
 
Aim: To move the positioning of the company away from a ‘jobbing 
shop’ to a high quality spring manufacturing company offering added 
value services such as design and consultancy, to help facilitate 
ambitious growth targets. 



Performance Springs 

Brand 
 
Before 
 



Performance Springs 

Brand 
 
After 
 



Performance Springs 

Website 
 
Before 
 







Performance Springs 

Website 
 
After 
 













Performance Springs 

E-newsletter 
 



Performance Springs 

Powerpoint presentation 
 



Performance Springs 

Leaflets 
 



Performance Springs 

Exhibition stand 
 



Performance Springs 

Packaging 
 



Performance Springs 

Business benefits? 
 
A few words from the client… 



Performance Springs 

“The new website and literature are definitely bringing in good enquiries.  
 
We have just been contacted by a well known company who found our 
website on the internet. The engineer wants to arrange a visit to PSL and 
has already threatened to place an order before we have even quoted!  
 
Also, we are working with a well known engine manufacturer and the 
recent mail shot prompted an additional very interesting valve spring 
enquiry. It has created an excellent opportunity for us.  
 
These couple of recent examples show that good marketing really does 
work and will also make my job easier - don't tell Steve!” 
 
Stuart Buck, Sales Manager, Performance Springs 



Conclusion 

• The vast majority of North West automotive companies could benefit 
from a more professional image 
 

• Marketing is an investment that should provide a financial return that 
is much greater than than the budget allocated to marketing 
 

• Happy to meet any NAA company to provide advice 
 
 


