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The expression 
“peeling back the 
onion” means 
to learn more 
about something 
or someone 

by peeling 
back the layers. 

Interestingly enough, 
in the workplace you will hear 
people reference the “discovery 
process” which means finding 
or uncovering of something. It’s 
intriguing that these are very 
different phrases, with very 
similar meanings. 

Recently, McClung went through 
a discovery process with its sales 
force, asking what their needs 
were, what their customers’ 
needs were and what we could 
do as a company to support. The 
process led McClung to enhance 
its digital capabilities. In the first 
quarter of 2021; the company 
added another digital color press, 
a Ricoh C9110 with an inline 
booklet maker. We also added 
additional finishing capabilities; 
a Horizon Hydraulic Paper Cutter 
and a Horizon Creaser/Folder 
allowing for more proficiency in 
operation. 

With predictions of society 
“normalizing” late summer or 
early fall, McClung continues 
to take measures to support 
all facets of our customers’ 
business needs. On behalf of 
the entire McClung family, we 
truly appreciate your business 
and look forward to serving you 
again!

Sheila Southall
Vice President of Operations
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Creating a great first impression with 
your brand is more important than ever

The Unboxing 
Experience

In a world defined by virtual and 
digital interactions, positive, tactile 
experiences are a delight to the 

senses. This is why improving the 
“unboxing experience” for packaged 
products is growing in importance 
among product marketers. 

The “unboxing experience” 
is how buyers feel when they first 
open the package and engage with 
its contents. This experience might 
be dull as dirt (like taking a pair of 
shoes out of a cardboard box in a 
shoe store) or, like opening the box 
for a new Apple iPhone, it can be a 
multisensory extravaganza. 

Whether you are selling online or 
in a brick-and-mortar environment, a 
great unboxing experience increases 
brand satisfaction, boosts brand 
engagement, and is something that 
your customers remember and look 
forward to in their next order. But 
how, exactly, do you create one? 

Try one of these proven ways—or 
all three!

1. BRAND IT.  
Companies with the best unboxing 
experiences create custom branded 
packaging. This is packaging that 
is unique to you and includes your 
company name, logo, and any other 
graphics or text you want to include. 
It’s not just “any” box. It’s your box, 
and everything about it reflects your 
brand. According to a study by 
Dotcom Distribution, 40% of online 
shoppers would share an image of 
their purchase on social media if it 
came in branded packaging.

2. GO 
PREMIUM. 
Use premium 
materials 
to create a 
sense of luxury. 
One company that does 
this extremely well is Apple. All Apple 
products are delivered in minimalist 
white boxes with shimmering 
metallic letters. Boxes are made of 
premium materials with a soft-touch 
coating and fit the products like 
a tailored suit. Unboxing is truly a 
delightful sensory experience that 
makes people feel they’ve just done 
something special.

3. GET CREATIVE WITH INSERTS.  
Don’t just send the product. Include 
inserts that delight, as well. Examples 
include personalized thank-you cards 
or fun product-related information. 
One organic goat-milk soap 
company, for example, includes a 
card with each bar of soap with a 
picture and the names of the goats 
from which the milk was taken. “Your 
soap was hand-crafted from the milk 
of Daisy, Lina, and Ana. They say, 
‘Thank you!’” 

Think of unboxing as being like 
the product’s grand entrance at a 
royal event. 

The more excitement generated 
around it, the more special the 
product—and  by extension, your 
company—is perceived to be. If 
you’re going to make an entrance, 
make it memorable in the best 
possible way. 



LOOKING FOR NEW IDEAS?
Try these direct mail 
offers that have a 
proven track record

J
ust like fonts, colors, and 
design style, the techniques 
used in direct mail marketing 
change with the times. Just 

look at a magazine or a catalog 
from a decade ago. But there are 
some approaches that stand the 
test of time. Tapping into timeless 
principles can help you create offers 
that resonate with your customers 
yesterday, today, and tomorrow. But 
how do you come up with those 
offers? 

One way is to search the 
database of “Who’s Mailing What!,” 
an online archive of more than 
100,000 direct mail pieces. WMW! 
offers many filters, one of which is 
“grand controls”—campaigns that 
run over and over. What better way 
to get ideas than to see what has 
worked for others? 

Let’s look at some of the offers 
used by mailers in WMW!’s  “grand 
controls” group: 

You’re pre-qualified.  
When it comes to buying power, 
credit approval is everything. 
Whether recipients are worried about 
their creditworthiness or not, the 
appeal of guaranteed approval will 
always resonate with a portion of 
your audience.   

No annual fee.  
While not as many credit cards have 
annual fees as they used to, this offer 
appeals both to the lure of “free” 
and FOMO—the fear of missing out. 
“This is a good deal. What if I pass 
on this offer and the next card offer 
isn’t as good?”

$0 fraud liability.  
No one wants to be on the hook for a 
scammer. Not being held financially 
responsible for fraudulent activity 
is an appeal that never goes out of 
date. 

Earn more cash back or let 
rewards pile up. Who gets tired of 
hearing that they can earn free stuff? 
Nobody!

Get credit moving in the right 
direction.  
Ah, the power of the 
credit score! Even if 
a recipient’s score is 
good, it could always 
be better, right?  

Flexible payment 
dates.  
This offer automatically 
gets people thinking 
about the possibility 

of the unexpected. What if they lose 
their jobs? Or have an unexpected 
expense that prevents them from 
making their payments one month? 
Desire for security is a powerful 
motivator.

Membership/opinion survey.  
Consumers love to be heard. 
Whether it’s 1981 or 2021, this 
message never gets old.

Notice that these “grand controls” 
tap into emotions that are baked in to 
the human psyche. These motivators 
don’t change, so it’s no wonder that 
these direct mail offers continue to 
produce results. 

How can you apply these concepts 
to your own marketing?



Building Website Communication
Communication Overview

“Communication” is a funny thing. 
We live in a time where we have the 
capability to communicate anytime 
anywhere in the world. Yet, overall 
it would seem that “confusion” and 
“misunderstanding” still happens, 
oftentimes at a greater rate 
personally and yes, professionally.

Our many devices and technologies 
have made the ability to 
communicate easier, but only to put 
a magnifying glass over our quality 
of communication in any given area.

I tell my son at home to take out 
the trash. He empties the trash in 
our kitchen but doesn’t gather it 
from anywhere else in our home. I 
knew what I meant, but sometimes 
personality, thought process, and 
possibly motivation get in the way 
of understanding what is being 
communicated. There are those 
teaching moments that sometimes 
have to come before understanding 
can be had. If we as people are 
not communicating from the same 
place of understanding, chances 
are we will frustrate one another 
in communication. This type of 
frustration is bound to happen 
on a daily basis, especially in the 
workplace.

Website Communication Gaps

You may be asking yourself, 
“Why is a Business Development 
Representative from Immerge; a 
Web Design, Web Development, 
and Digital Marketing Company 
talking about communication?” I 
am so glad you asked. (For those 
of you who weren’t asking yourself 
that question you now get to read 
what may be bonus information.)

There are still businesses out 
there who have websites because 
“everybody else has one,” but 
they can’t tell you what they are 

them a website, but underestimate 
the information and input we need 
from them to serve them properly. 
What feeds that, as a society with 
devices literally at our fingertips, 
a lot of people see web design 
and web development as easy 
to accomplish as tapping an app 
icon on a screen. It gives a false 
sense of how quickly web design 
and web development are done 
and the amount of time needed 
to communicate about their web 
development.

Website platforms like Wix and 
others accommodate a fast-food 
mindset with websites that devalue 
Immerge’s ability to provide 5-star 
service.

Bad information produces faulty 
understanding. Our goal at 
Immerge is to give 5-star service 
helping every business we serve 
grow their business. It all starts 
with a conversation. Those 
conversations are enjoyable but 
sometimes consist of us uprooting 
misinformation that actually keeps 
our clients from receiving the best 
we can give them rather than web 
design, web development, and 
Digital Marketing.

John Frost
Immerge Business Development 
Representative

doing with it. Outside of the fact 
websites started being trendy a 
long time ago, the use of a website 
as a marketing tool escapes many. 
Remember when you were in 
school and everybody had to have 
the newest trendy pair of shoes? All 
the cool kids had those shoes and 
many of the “cool” businesses have 
websites too. We’ve done things 
because they are trendy without real 
purpose.

If a business doesn’t know why they 
really have a website they probably 
are not communicating clearly with 
their potential customers about who 
they are. Many business owners 
settle for a website that simply 
gives an understanding of their 
business that satisfies everyone’s 
understanding internally about the 
business, meanwhile they are not 
communicating directly to those 
outside of their business.

Bad Understanding, Faulty 
Understanding

At Immerge we partner with 
clients providing tools to help 
communicate who they are. 
That takes good communication 
between us, Immerge, and our 
clients. Sometimes there is 
misinformation in the way.

Believe it or not we have had 
businesses who want us to build 

IMMERGE — THE WEB AND DIGITAL MARKETING DIVISION OF McCLUNG COMPANIES
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Employee of the year awards
Lisa Satterwhite, Customer Service 
Representative, won the highly coveted 
Edmond McCutcheon Award. The 
honor is presented annually to the 
McClung Employee of the Year to 
memorialize the loyalty and dedication 
of its namesake to the company. 
Established in 1995, the award is 
based on recommendations from fellow 
workers.

“Lisa has continuously displayed 
outstanding customer service 
throughout the year,” noted Chip Bell, Vice President of Sales. 
“Her superior dedication and loyalty to her job and to her 
customers was recognized by her fellow workers. Lisa is a vital 
part of our customer service team.”

Satterwhite has worked 11 years at McClung and lives in 
Stuarts Draft.

Courtney Rogers, Project Coordinator, 
received the Employee of the Year 
award for Immerge, the web and 
digital marketing division of McClung 
Companies. 

Courtney demonstrates a unique 
variety of skills focusing on sales 
and coordination of projects,” noted 
Sheila Southall, Vice President of 
Operations. “Her ability to interpret 
and communicate effectively has been 
essential in her success.

Rogers has worked six years at Immerge and lives in 
Quicksburg.

Fourth quarter award
Isaac VanMeter, Press Operator, 
was recently chosen Employee of 
the Quarter at McClung Companies. 
Established in 1992, the award is 
based on recommendations from fellow 
workers and recognizes McClung 
employees who display extraordinary 
dedication to their jobs.

“Isaac is a skilled and dedicated 
employee,” noted Mike Blevins, 
Pressroom Coordinator. “His ability 
to move from press to press and 
willingness to help others is greatly appreciated.”

VanMeter has worked two years at McClung and lives in 
Mt. Sidney.

Visit our NEW Website!

www.mcclungco.com

Lisa Satterwhite

Courtney Rogers

Isaac VanMeter

Dear friend,
What happens to day and 
night on a vernal equinox?
Email answers to mcmarket@mcclungco.com  
by May 31. Be sure to include your name and 
phone number. One name will be chosen from 
all entries and will receive a cool gift card!

Congratulations to Christine Breeden at ASWB 
for winning last issue’s McQuiz contest. She got 
a $25 gift card. The singer that had a top ten hit 
with “Cupid” was Sam Cooke.

• Improved design and 
navigation tools

• Easier access to 
services 

• Addition of social 
media links


