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United Stationers’ 2011 Marketing Power Program Helps 

Resellers Compete More Effectively 
DEERFIELD, Ill. – June 22, 2010 – United Stationers has announced its “2011 Marketing Power” program, designed to help independent resellers compete more effectively. 
The program delivers a comprehensive marketing roadmap that focuses on retention, growth and acquisition strategies. The program presents these strategies in seven how-to guidebooks that lead resellers step-by-step from marketing plan conception to final application. 

“United Stationers’ 2011 Marketing Power program includes more tools and best practices to help resellers succeed in this challenging economy,” said Laura Gale, United Stationers Supply  vice president of marketing. “Not only does the program expand on traditional marketing concepts, but it also offers advice on new technologies, such as how resellers can integrate social media components into their marketing plan to achieve even greater success.”

The first guidebook, the 2011 United Stationers’ Marketing Guide, helps resellers understand how to promote their brand with a sophisticated presence. It explains how to segment the customer base by business size and buyer; approach retention, growth and acquisition with a relevant, mapped-out and ongoing campaign.  Additionally, the guide offers ways to execute a consistent campaign using different marketing vehicles, including websites and social media tools like Facebook, Twitter, YouTube, Wikipedia and LinkedIn. 

The 2011 Marketing Planner serves as a how-to workbook for implementing strategies found in the Marketing Guide. The Marketing Planner helps resellers plan yearlong marketing campaigns and plot sub-strategies that link back to customer base segmentation. The Marketing Planner offers campaign suggestions that can be used as presented or tweaked for individual goals. It also features a Smart Map, a one-page snapshot that includes marketing tools and resources for each suggested campaign.

Working in tandem with the Marketing Planner, the 2011 Marketing Tools guidebook offers detailed information about United Stationers’ complete library of publications and resources, organized by retention, growth and acquisition strategies.

more

The 2011 Cover Book enables resellers to develop highly personalized covers and a visual uniformity across all marketing tools. United Stationers updated the book to include more than 60 tracks, giving resellers more than 1,000 cover options. 

In addition to the four strategic guidebooks, various other guidebooks are available on such topics as marketing expansion, market enrichment and furniture marketing. 
The 2011 Marketing Power program guidebooks are currently available to United Stationers resellers. For additional information on these powerful tools and resources, or to schedule an in-person introduction to the programs, resellers can contact a local United Stationers account manager.  

About United Stationers
United Stationers Inc. is a leading wholesale distributor of business products, with 2009 net sales of approximately $4.7 billion. The company stocks approximately 100,000 items, including technology products, traditional office products, janitorial and breakroom supplies, office furniture, and industrial products.  A network of 64 distribution centers allows it to deliver these products to over 25,000 reseller customers.  This network, combined with United’s depth and breadth of inventory, enables the company 

to ship most products overnight to more than 90% of the population of the U.S. and major cities in Mexico.  For more information, visit www.unitedstationers.com.
United Stationers’ common stock trades on the NASDAQ Global Select Market under the symbol USTR. 
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