
 

www.triviumperformance.com 

©Copyright 2018, trivium performance sc llc • all international rights reserved • neither the text or graphics in this document may be reproduced or 
transmitted in any form, or by any means, without the prior written permission of trivium performance sc llc. 

843.681.6283 Think. Create. Communicate. 

MARKETING & DESIGN 
PORTFOLIO OVERVIEW 

Innovative and exciting products always ignite the need for innovative and exciting product presentations. As 
is often the case, the challenge is that we are so close to our offering we have a difficult time thinking about it 
objectively. We need someone, from the outside, to guide the thinking.  

We used our proprietary preparation 
process to help us efficiently craft and  
storyboard our message. Using muted 
color photography with some selective 
animation of charts and graphs we were 
able to effectively showcase this novel 
approach to portfolio selection. Lastly,  
we created marketing materials to  
compliment and support the presentation.  

The strategy the client took was to rethink their philosophy with regard to helping clients. The client tapped a 
well known industry consultant with a unique perspective. This innovative way of working with their clients 
needed to be portrayed in a presentation. 

In the face of increasing competition, traditional thinking, and slow growth this client boldly went where no 
large institution had gone before. The target audience was smart, sophisticated, and influential. So influential, 
that much of the prospective growth could fall heavily on the existing client base and their qualified referrals. 

The Solution 

The Execution 

The Solution 

Take the time to do the 'due diligence.' 
Understand the real challenges people 
are dealing with, what's causing it, how it 
affects them, what are the repercussions 
if these challenges are not dealt with  
effectively. Then provide solutions that 
meet those needs, without getting in to 
the minutia as to how its done.  

The Execution 

We selected the right people, dedicated    
the time necessary, established clear  
objectives, and executed 'the plan.' In 1.5  
hour segments, followed a proven process and chopped away at the 'chapters' that comprised 'The  
Playbook.'   

The Challenge 

The Challenge 
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843.681.6283 Think. Create. Communicate. 

MARKETING & DESIGN 
PORTFOLIO OVERVIEW 

Disruption is prevalent in today world. Change is everywhere. Change is uncomfortable, threatening. Dealing 
with it rationally can be difficult. How do we deal effectively with change?  One client saw opportunity. 

Take the time to assess the situation. 
Completely. Get a good handle on it. 
Talk to the players. Let them tell you 
what their thinking, what they like and 
what they struggle with. Invite them to be 
part of the solution. Then think  
unconventionally. Seek to solve through 
open, honest, clear communication. 

Build a presentation that incorporates 
your findings, your conversations, their 
ideas, and lays out an action plan and 
invites them to actively participate.  
Deliver this message in a town hall  
meeting setting. Invite 15-20 people only. 
Engage them. Make it more of a 'guided 
conversation.' Do 20 of these. 

The Execution 

The Solution 

The Solution 

Invite a diverse group of people to play 
an active role in this all important project. 
Hold pre-project phone calls to inform the 
invitees as to the purpose, solicit their 
thoughts as to what’s needed and what’s 
not, and ask for their full engagement.   

Like many client companies, their products were stellar, their processes were solid. The client wanted to  
improve the quality and clarity of messaging around each unique offering. As a part of that, they needed to 
redefine what they should expect to gain from the messages they project. R E Q U E S T  I N F O R M A -

The Execution 

Introduce the project, the goals, the 
minefields, and gain their commitment. 
Facilitate the process. Five times for five 
products. Begin building the ‘Playbook.’ 

The Challenge 

The Challenge 


