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“Technology
isn’t about bits

and bytes. 
It’s about getting

home in time
to have pizza 

with your kids.”

Dave Liddle
Xerox Palo Alto Research Center

1976
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“Technology
advertising
is as cold

as ice.
What it needs
is a sense of

human.”

Allen Kay
Needham, Harper & Steers

1972
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Branding an
internet consultant.
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“I was up all night reading about the heart,
and I think I have a handle on it.”
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Branding
a broadbander.

These mailmen had a lot more nipping at their heels 
than the occasional Doberman
pinscher. Rattlesnakes were
the least of it. Still, the mail
got through. And a new, faster
delivery of information
became not only expected,
but essential.     

That was then. We have
something essential to deliver
now. Broadband Internet 
technology. 

We’re Everest Broadband.
We provide businesses with

essential broadband applications like: high-speed Internet, long-
distance telephone, custom networks, web host-
ing and digital television. No other company has
the experience we do. Which is why we’ve broad-
banded some of the biggest and best buildings in
the country.

We can do it for you. Just call 800-918-1900, visit us at ever-
estbroadband.com, or if you like, reach us by mail. It will get
through.

“You’ve got mail.”
Circa1861.

The new essential.
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Branding
a stock symbol.



Branding a book...
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and a conference.

On November 28th and 29th, more than two hundred Chief Executives will assemble  
at The World Trade Center in New York to decide something more important than the fate of
the free world: The future of their companies. 

Register now to be among them.
To marshall the power of corporate alliances in the B2B world, you’ll

want a seat at Chief Executive magazine’s second annual CEO eConference. 
Call (212)687-4282 or log on to www.chiefexecutive.net.

All they had to worry about was 
winning World War II.
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Branding
a marketplace.



Branding a new
company.

FINANCIAL TRADE
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If this isyour idea 
ofinnovation, 

turnthepage,quick.

There are those bankers who truly believe
that running a few promotions or giving away clock-
radios is cutting edge. And there are those bankers
who truly believe that doing that is anything but. If
you’re the second type, you’re our type.

To us, innovation goes far beyond what
has traditionally passed for it in the banking industry.
For example, as e-xperts in remote banking, we can
help you take your remote delivery channels to

your customers.
Our e-xpert products make it possible for

you to offer customers just about anything they need,
from any location you choose. Right now, with our tech-
nologies, you can offer your customers automated checking
accounts, mortgages, lines of credit, or secured, unsecured,
or pre-approved loans. You can also issue credit cards, home
equity products, auto vouchers, and property and casualty
insurance.

And, as e-experts in automating, decision-
ing, authenticating, validating, and integrating with
your legacy systems, we’ll help you maximize profits
wherever your customers enter the bank.

So, if you’re someone who agrees that
offering free checking isn’t exactly state-of-the-art
banking, give us a call at 1-88-88-AFFINITY. (It’s free.)



Branding their new
business product.
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There used to be a few logistical problems
associated with trying to move a mortgage branch to a
new location. Not anymore. Because you can put an
Affinity Mortgage Machine wherever you want,
whenever 
you want.

At an Affinity Mortgage Machine, your
customers can apply for a mortgage anytime, 24
hours a day, 7 days a week. And they can close faster
than the old fashioned way.

In fact, while the customer is standing at
the machine, loan processing functions are taking place 
electronically, including ordering appraisals, flood zone
certifications, title, and a credit report.

What does this mean to you? For one, vol-
ume increases, which helps increase your market
share. It also helps you reduce your costs by letting
your employees focus on other tasks. 

Right now, with our technologies, you can offer
your customers high LTV seconds, refi's, and money mort-

gage loans. Other Affinity products for financial institu-
tions include property and casualty insurance, home equity
loans, consumer secured, unsecured, and pre-approved
loans, lines of credit, auto purchase vouchers, automated
checking accounts, and credit cards.

So, call us at 1-88-88-AFFINITY. And try
not to think about all the truck drivers you’ll be put-
ting out of work.

Great concept. 
Poor execution.



Branding their new    
consumer product.
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Some perfectly acceptable loan candidates can seem a little suspect in person. But at an Affinity LoanMachine, only your credit needs

to make a good impression. It works like an ATM, and if you’re approved, it gives you a check on the spot. And you’re free to go
LoanMachine
PUSH A BUTTON. GET A LOAN.

F T H E Y W A L K E D U P T O A L O A N M A C H I N E T H E Y ’D G E T T H E I R M O N E Y.

I F T H E Y W A L K E D U P T O A L O A N O F F I C E R T H E Y ’D G E T A R R E S T E D .

.



A
brand repositioning

an industry.

STRATEGIC
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“Best read ad of
the year.”

FORTUNE MAGAZINE
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Not a bad read
either.
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Tactical
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Differentiating
a brand.

HIGH CONCEPT: YELLOW ANTENNA
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Creating an
ingredient brand.

HIGH CONCEPT: FROM HANDSET TO ADDED OEM VALUE.
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Branding an industry.
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Horizontal
(Best read advertising

5 years in a row.)

FORTUNE MAGAZINE
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Vertical



Corporate
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Personification
of a brand.

“It’s a miracle.”



25

“People who have influenced
technology marketing most.”

Coincidentally.


