
Graphic Design / Branding / Creative Leadership  
Diverse industry experience and tireless work ethic. Innovative 
and intuitive leader with a track record of consistently achieving 
client objectives.

I currently own and operate Bert Taylor Design LLC. (BTD)

BTD is a small business/vendor that in 2018 was contracted to 
provide project management and production of core collateral for 
Hitachi Vantara using Workfront to deliver completed assets to the 
internal web ops team for placement on Hitachivantara.com. 

Over time BTD has expanded it’s initial service to include writing 
and editorial services, as well as video and video editing. 

The following pages are a collection of samples of my own 
graphic design from my former years as a in-house corporate 
graphic designer, and some contract projects.   

ROBERT (Bert) TAYLOR Design
CREATIVE SERVICES PROFESSIONAL

Contact: bert.taylor.design@gmail.com



JDS UNIPHASE/ACTERNA/TTC
Currently Viavi Solutions

1999-2009
For 10 years I worked in-house for a company that experienced; 
merger with another company, re-brand and IPO, chapter 11, prof-
itable reemergence, and finally acquisition. I learned a great deal 

about branding, global organizations, and corporate graphic design.

Recording voiceover audio in a test and measurement chamber.

My favorite part of working behind the firewall was the opportunity to learn new things. 
I started as a graphic designer. Soon I managed designers and vendors. I created work-
flow processes and print efficiencies. I helped build brand guidelines and develop collater-
al templates. I became the internal consultant that helped business groups apply our brand 
to products and GUIs. I art directed photography and developed the photographic style for 
products and advertising for a company with hundreds of physical devices, testers, and 
services. A corporate creative wears a lot of hats. All these responsibilities aid to present 
a consistent outward face for a company that continually acquired smaller companies with 
unique products and services, and piles of supporting collateral to be brought into the fold.    

In addition to product, software and service support, I also help support sales by creat-
ing sales tools, presentations and trade show graphics. I lead a team that created a web 
based interactive sales resource. I pooled skills for design, project planning, and vendor 
management and formed a virtual work group which collaborated to produce a deliver-
able that yielded an innovative, brand compliant tool to rapidly produce animated product 
demonstrations. First useful as a sales tool that in addition to being effective, saved sales 
travel dollars. Later it was used to develop an on-line training platform that saved a multi 
million dollar deal. 

Vector drawings used to create a pattern made 
from Acterna test and measurement devices. 
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The Corporate Signature
General Description

The JDSU corporate signature is made up
of the graphic symbol – the four colored
shapes – and the company name set in
our specially modified typeface. The full
color, horizontal lockup shown below is
the preferred way to show our corporate
signature. Do not change the lockup in
any way.

Consistency is important in establishing
and maintaining a strong visual image for
our company, so you must never make
different variations of the logo that the
company has not provided or approved.

The logotype (font) of the signature is
based on ITC Franklin Gothic. As such it
cannot be reproduced by standard type-
setting. Always reproduce the signature
from approved, first-generation digital
artwork or hard copy output from the
official digital artwork files.

Never change the size or placement of the
elements as they relate to each other.
Modifications of any kind will diminish
the consistency of our corporate image
and reflect poorly on all of us.

Graphic
Symbol

Logotype

Graphic Standards
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The Corporate Signature
Horizontal Lockup, Clearspace, and Minimum Size

The full color, horizontal lockup shown
below is the preferred way to show our
corporate signature. Do not change the
lockup in any way.

The corporate signature is the most
important element of our visual identity.
In order to ensure that it is easily recog-
nizable, it must never be crowded by
other design elements such as other
logos, type, illustration, or photography.

We encourage you to allow as much
space around the signature as you can,
and provide the guideline illustrated
below to show you the minimum clear
space that is acceptable.

Always leave the recommended amount
of clear space around the logo. The mini-
mum clear space is equal to one half X,
which represents the height of the logo-
type.

X

1/2 X

1/2 X

1/2 X1/2 X

0.75“ (19 mm) min size

A C T E R N A  L O G O  G U I D E L I N E S

The new Acterna corporate signature is the 

graphic symbol of our brand and is an important

corporate asset.

This asset must be protected from misuse by

assuring consistent, high-quality reproduction 

of the signature wherever it appears.

These guidelines will help you reproduce 

the Acterna signature with care, precision, 

and consistency.

The signature is a unique piece of artwork and

must never be typeset or recreated. Use only

the approved digital files that accompany

these guidelines.

The Acterna signature and the new tagline can 

be used on almost all promotional materials.

Neither the tagline nor the TM (trademark symbol)

should be used on Acterna corporate identity

material such as business cards, stationery, 

and building signage.  

S I G N A T U R E E L E M E N T S
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To maintain the signature’s integrity, always

maintain a minimum clearspace surrounding 

the Acterna signature. This space isolates the

signature from distracting graphic elements

such as copy, photography, or background 

patterns, giving the signature the prominence and

impact it deserves. Maintain a clearspace–shown

here in blue–equal to the cap height of the

logotype/wordmark, indicated here as ‘A.’

C L E A R S P A C E

Acterna Logo Guidelines          Version 1 — December 2000 3
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Color Palette
Corporate, Primary, and Secondary

JDSU Colors
The extended color scheme for JDSU
should balance the vivid primary colors
of the logo. The muted and neutral tones
of the primary and secondary palettes
will provide sophisticated color back-
drops and accent hues that enhance and
complement the primary logo colors.

Corporate (Logo) Color Palette

Primary Color Palette

PMS 7462C/301U

100C/50M/0Y/10K

9R/72G/145B

PMS 123C/115U

0C/24M/94Y/0K

255R/194G/17B

PMS 1807C/1805U

0C/100M/96Y/28K

183R/0G/5B

PMS 62C/361U

70C/0M/100Y/9K

70R/156G/35B

PMS Black

0C/0M/0Y/100K

0R/0G/0B

PMS 160 C/U

0C/62M/100Y/32K

173R/66G/0B

PMS 1807C/1805U

0C/100M/96Y/28K

183R/0G/5B

PMS 7462C/301U

100C/50M/0Y/10K

9R/72G/145B

PMS 625 C/U

56C/0M/44Y/33K

75R/131G/93B

PMS 5265 C/U

77C/70M/0Y/40K

40R/34G/91B

PMS 7463 C/U

100C/43M/0Y/65K

2R/32G/58B

PMS 405 C/U

0C/10M/33Y/72K

70R/64G/45B

Secondary Color Palette / Accent

PMS 5305 C/U

14C/10M/0Y/6K

205R/205G/221B

PMS 7510 C/U

0C/30M/72Y/11K

226R/160G/54B

PMS 623 C/U

32C/0M/24Y/10K

156R/201G/166B

PMS 5285 C/U

31C/0M/0Y/20K

140R/132G/166B

PMS 402 C/U

0C/6M/14Y/31K

176R/166G/147B
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Color Palette
Color Combinations that Work

All colors in the JDSU primary and sec-
ondary palettes were chosen to work espe-
cially well with one another. A few of
these combinations are shown below.
Naturally the task at hand will often dic-
tate the most effective use of color.

To further enhance the versatility of the
color palette, screen tints of the JDSU pri-
mary colors may be employed. It is not
recommended to go below a 10% screen
for any given color.

100% 

80% 

60% 

40% 

20% 

PMS 7510  PMS 623 PMS 5285 

PMS 160 

PMS 160 PMS 623 PMS 5265 PMS 7463 PMS 405 PMS 1807 PMS 7462 

PMS 625 PMS 5265 

PMS 402 PMS 5305 PMS 5265

PMS 405 PMS 7462 PMS 7510

PMS 402 PMS 7510 PMS 623 

PMS 1807 PMS 7462 PMS 7463 

Corporate and product collateral, templates, 
guidelines and style guides.

Graphic Standards
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Arc Element

North America 1 866 228-3762
Latin America: +55 11 5503 3800
Asia Pacific: +852 2892 0990
EMEA: +49 7121 86 2222
www.jdsu.com

©2006 JDS Uniphase Corporation. 
All trademarks, tradenames and 
service marks mentioned and/or used 
herein belong to their respective owners.

JDSU DA-3400 & 3600A
Data Network Analyzer
High Speed WAN Analysis Software Version 3.2

Advertising

Software Packaging

Sales Collateral

Tradeshows

r

A strong visual cue derived from the JDSU
logo symbol, the arc element acts as a visual
link for all JDSU communications. Its use is
strongly encouraged for all JDSU commu-
nication tools from web site design to
tradeshow graphics.

As shown in the examples below, the subtle
arc may be used in a variety of ways. It is
preferred that the arc shape be used as part

of a filled form and not as simple linework.
Images may contain the curve as shown in
the advertisement, or a color-filled form
may be used in front of photo images as
shown in the sales collateral example.

Designers are encouraged to explore new
and innovative ways to deploy the arc ele-
ment in their designs.

Graphic Standards
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Arc Element

North America 1 866 228-3762
Latin America: +55 11 5503 3800
Asia Pacific: +852 2892 0990
EMEA: +49 7121 86 2222
www.jdsu.com

©2006 JDS Uniphase Corporation. 
All trademarks, tradenames and 
service marks mentioned and/or used 
herein belong to their respective owners.

JDSU DA-3400 & 3600A
Data Network Analyzer
High Speed WAN Analysis Software Version 3.2

Advertising

Software Packaging

Sales Collateral

Tradeshows

r

A strong visual cue derived from the JDSU
logo symbol, the arc element acts as a visual
link for all JDSU communications. Its use is
strongly encouraged for all JDSU commu-
nication tools from web site design to
tradeshow graphics.

As shown in the examples below, the subtle
arc may be used in a variety of ways. It is
preferred that the arc shape be used as part

of a filled form and not as simple linework.
Images may contain the curve as shown in
the advertisement, or a color-filled form
may be used in front of photo images as
shown in the sales collateral example.

Designers are encouraged to explore new
and innovative ways to deploy the arc ele-
ment in their designs.



Project lead: web presentation framework built in Flash to 
interactively showcase the network tools of the company.
 



Product Highlights
– Continuous real-time monitoring

and analysis of all transport stream

data: PIDs, PCR/PTS timing, 

programs/channels, network

information, conditional access, full

PSI/SI/PSIP table and descriptor

analysis, and complete private table

decode at the industry’s highest

maximum input data rates of up to

214 Mbps. This eliminates the 

hassle and delay of capturing files

for later detailed analysis

– Continuous real-time creation 

and emulation of a test stream,

eliminating the storage-intensive

and time-consuming “build-then-

play” procedure required by all

other stream- creation or manipula-

tion devices. Offers industry-high

output data rates of 214 Mbps

– Complete recording of transport

streams with the original timing

information for accurate playback

and post-analysis. Performs PID 

filtering and records from memory

at up to 214 Mbps

– Complete play out of transport

streams using the original timing

parameters Performs continuous

loop operation and play-out from

memory at up to 214 Mbps.

Highlights

– Provides a one-box solution that
meets the widest variety of
applications, eliminating the need
to purchase additional test tools

– Performs analysis, evaluation, and
troubleshooting in real time, 
minimizing the hassle and delay of
capturing files for later detailed
analysis

– Uses the familiar Windows® XP
interface to provide beginners and
experts with quick, easy access to
needed information

– Allows engineers to quickly isolate
and diagnose problems, providing
faster response times for field 
service organizations

– Monitors, analyzes, records, 
creates, and plays transport
streams at speeds from 1 kbps to
214 Mbps

Acterna Digital Broadcast Test Platform
Model DTS-330Take testing to the next level

Acterna FIREBERD 8000 

Since the introduction of the FIREBERD

1500 in 1983, the FIREBERD legacy

continues with more than 30,000 

FIREBERD mainframes in the field today

with over 20 years of industry

experience in physical layer testing.

The newest evolution of the FIREBERD

family, the FIREBERD 8000 (FB-8000),

is designed to meet the needs of users

installing and maintaining data 

communications circuits and network

elements. The FB-8000 provides test

functionality for a wide variety of

technologies, including RS-232/V.24,

EIA-530, V.35/306, RS-449/V.36, X.21,

MIL-188C, MIL-188-114, and 

conditioned diphase. Supported appli-

cations of the FB-8000 include

verifying end-to-end circuit continuity

and throughput, emulating datacomm

network elements (DTE/DCE), and 

verifying Quality of Service (QoS).

Building on the success of the Acterna

TestPad platform, the addition of the

FB-8000 allows users to easily migrate

from datacomm to OC-192/48 and 

Ethernet technologies, support battery

operation, and enjoy the size of a 

handheld tester all in one instrument.  

Highlights

– Datacomm interfaces in one 

test module for ANSI and ETSI 

standards.

– Native datacomm interfaces for 

EIA-530, RS-449 (422 and 423), 

RS-232, X.21, V.35, and V.36 serial

interfaces.

– Government standards support for 

MIL-188C and MIL-188-114.

– Interface module slot for condi-

tioned diphase and expandability

to new technologies. 

– Synchronous/Asynchronous and

DTE/DCE modes of operation.

– A full suite of BER patterns with

data-rate support up to 18 Mbps.

– ‘Virtual breakout box’ functionality

allowing complete flow-control

troubleshooting, with user-control-

lable signaling leads (CTS, RTS, DTR,

RLSD, and DSR).

– Native test connectors for 15-, 25-,

and 37-pin datacomm interfaces

mean no need for custom adapter

cables.

 

Trainging Catalog from TTC days,
Non-templated design

Trainging Catalog from TTC days,
Non-templated design

Commtest Sales Meeting 2008 

Data sheets, brochures, white papers, sales tool 
kits and presentations. Trade-show graphics, 
marketing materials, info graphics, network di-
agrams, icons and posters. 
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4.3    The Product Name and Acterna Magnilens 

Maintaining the appropriate proportions

between the Acterna logo (magnilens) and the

product name is vital.  The Acterna logo should

always take visual precedence over the product

model name.  If the proportions are not correct,

the product name may either overpower the 

Acterna emblem or appear illegible.  The correct

proportion is a visual balance between the two

elements.

There are two important rules to follow when

applying the product name and Acterna logo to

products:

1.   Always maintain the proportions provided 

for the product name in relation to the 

Acterna logo.

2. The product name should be located 

directly underneath the logo emblem and 

aligned to the left. 

4.  P R O D U C T  N A M E

Centest Broadband Test System 

Centest Broadband Test System 

Centest Broadband Test System 10pt
3.5mm

5mm

9mm

30mm

6mm

7mm

12pt
4mm

14pt
5mm

14mm

46mm

12mm

40mm

A-Size Magnilens Product Name Specification: 

10 pt. size Meta font

20 pt kerning/tracking, single space between words

5mm = space between the emblem and base line of the product name

B-Size Magnilens Product Name Specification:

12 pt. size Meta font

20 pt kerning/tracking, single space between words

6mm = space between the emblem and base line of the product name

C-Size Magnilens Product Name Specification: 

14 pt. size Meta font

20 pt kerning/tracking, single space between words

7mm = space between the emblem and base line of the product name

5. L O G O  A N D  P R O D U C T  N A M E  P L A C E M E N T

5.1    Logo and Product Name Placement

We communicate our brand unity through the

consistent placement of the Acterna identity on

all our products.  To maintain our brand

integrity, it is essential that the following

guidelines be adhered to.

1.  Upper left corner: 

The Acterna logo and identifier should 

always be located in the upper left corner 

of the product.  The product name is flush 

left and underneath the emblem.  See the 

product name standards ( page 13 ) for 

correct proportions.

2.   Clear Space:  

It is important to maintain the appropriate 

amount of clear space required with each 

magnilens size A-C.  This clear space 

creates a visual border for the Acterna 

brand identity and sets it apart from other 

product graphics.

SIZE A :  

Minimum clearance on top = 9.5mm

Minimum clearance on left side = 9.5mm

Minimum clearance on bottom = 20mm

Minimum clearance from farthest right

point (either emblem or product name, 

whichever extends farthest) = 20mm

SIZE B:

Minimum clearance on top = 12mm

Minimum clearance on left side = 12mm

Minimum clearance on bottom = 20mm

Minimum clearance from farthest right

point (either emblem or product name, 

whichever extends farthest) = 20mm

SIZE C

Minimum clearance on top = 14mm

Minimum clearance on left side = 14mm

Minimum clearance on bottom = 25mm

Minimum clearance from farthest right

point (either emblem or product name, 

whichever extends farthest) = 25mm

Acterna Product Guidelines 16

minimum 
top clearance

minimum 
side clearance

This Is Where My Product Name Lives
minimum 
bottom
clearance

minimum 
side clearance

edge of product

edge of product

Acterna Product Guidelines 21

7. P R O D U C T  A N D  G R A P H I C  C O L O R  P A L E T T E

Advanced Series Meter 1500Advanced Series Meter 1500

Bumpers and side panels

are RAL 260/40/05

Main case color

is RAL 290/20/20

Main keypad color

is RAL 290/20/15

Directional key color

is RAL 7035

Main graphics color

is RAL 7035

Secondary function 

graphics color

is RAL 250/60/20

Power button color

is 110/70/77

7.2     Product and Graphic Palette Implementation

Consulted with product groups to make hundreds of 
new and legacy products brand compliant. Routinely 
found unique solutions that saved production time and 
money while bringing products, GUIs, and software into 
the family. 



Network & Enterprise Test Tools

WWW.JDSU.COM/KNOW

TELEPHONE 1 805 383-1500

FAX 1 805 383-1595

– Te l e p h o n e  Te s t  S e t s : Li l ’ B utt ie™ Pro  and DSL-safe  R anger™ butt  sets

– To n e s  a n d  Pro b e s : Turbo-Tone™ and Tonax™ tone generators, Res i-Tracer™ probe

– Ca b l i n g  a n d  N e t wo r k  Te s te r s : Testifier™ and LanRoamerPRO™ cable testers, LanScaper™ network tester

– Ethernet Network Management Tools: Validator-NT™ Ethernet speed performance certifier with Plan-Um™ software

– Fi b e r  Te s te r s : S mar tClass™ and pocket-s ize  power  meters  and sources, T-BERD® 6000 OTDR

– Co p p e r / x D S L  Te s te r s : HST-3000 copper  and xDSL  tester, S mar tClass™ ADSL tester

– M e t ro / B u s i n e s s  S e r v i ce s  Et h e r n e t  Te s te r s : S mar tClass™ Ethernet  tester

Task-ready Tools from JDSU Help Keep Your Game On
Managing enterprise networks is all about strategy and performance–knowing what could go wrong 
before it does and making sure it doesn’t. All while performing moves/adds/changes (MACs); identifying 
network speed performance, and avoiding downtime. Complicated tools with features you don’t need 
won’t play. Streamlined solutions from JDSU score the points you need to get every job done 
right–fast–the first time.

The JDSU line of tools for network and enterprise testing is built on expertise gained through decades of 
close partnerships with the world’s leading service providers. Because we know networks from the core to 
the desktop, we engineer test complexity out and job confidence in.

WWW.JDSU.COM/KNOW

TELEPHONE 1 805 383-1500

FAX 1 805 383-1595

– Te l e p h o n e  Te s t  S e t s : Li l ’ B utt ie™ Pro  and DSL-safe  R anger™ butt  sets

– To n e s  a n d  Pro b e s : Turbo-Tone™ and Tonax™ tone generators, Res i-Tracer™ probe

– C a b l i n g  a n d  N e t wo r k  Te s te r s : Testifier™ and LanRoamerPRO™ cable testers, LanScaper™ network tester

– Ethernet Network Management Tools: Validator-NT™ Ethernet speed performance certifier with Plan-Um™ software

– Fi b e r  Te s te r s : S mar tClass™ and pocket-s ize  power  meters  and sources, T-BERD® 6000 OTDR

– Co p p e r / x D S L  Te s te r s : HST-3000 copper  and xDSL  tester, S mar tClass™ ADSL tester

– M e t ro / B u s i n e s s  S e r v i ce s  Et h e r n e t  Te s te r s : S mar tClass™ Ethernet  tester

Task-Ready Tools from JDSU Help You Bring it Home

When you’re installing in-home networks, complicated tools with features you don’t need just slow you 
down. JDSU delivers streamlined solutions that let you get in and get the job done fast the first time. More 
satisfied customers. Fewer repeat problems. More jobs done right.

The JDSU line of tools for home network testing is built on expertise gained through decades of close 

partnerships with the world’s leading service providers. Because we know networks from the headend 
through the home, we engineer test complexity out and job confidence in.

WWW.JDSU.COM/KNOW

TELEPHONE 1 805 383-1500

FAX 1 805 383-1595

– Te l e p h o n e  Te s t  S e t s : Li l ’ B utt ie™ Pro  and DSL-safe  R anger™ butt  sets

– To n e s  a n d  Pro b e s : Turbo-Tone™ and Tonax™ tone generators, Res i-Tracer™ probe

– C a b l i n g  a n d  N e t wo r k  Te s te r s : Testifier™ and LanRoamerPRO™ cable testers, LanScaper™ network tester

– Ethernet Network Management Tools: Validator-NT™ Ethernet speed performance certifier with Plan-Um™ software

– Fi b e r  Te s te r s : S mar tClass™ and pocket-s ize  power  meters  and sources, T-BERD® 6000 OTDR

– Co p p e r / x D S L  Te s te r s : HST-3000 copper  and xDSL  tester, S mar tClass™ ADSL tester

– M e t ro / B u s i n e s s  S e r v i ce s  Et h e r n e t  Te s te r s : S mar tClass™ Ethernet  tester

Task-Ready Tools from JDSU Help You Build it Right
A lot rides on delivering reliable networking infrastructures.Bring them on line on time on budget–or else.
Complicated tools with extra features just get in the way. With streamlined solutions from JDSU,your crew
gets the job done right–fast–the first time.

The JDSU line of tools for network cabling installation is built on expertise gained through decades of close

partnerships with the world’s leading service providers. Because we know networks from the core through

the premises, we engineer test complexity out and job confidence in.

Developed and implemented new product photo styles. Art directed 
all new product and location photography. Coordinated and directed 
photography of products from new company acquisitions globally. 
Consulted with product groups for chassis brand and color speci-
fications. Managed company wide product photography inventory 
consisting of hundreds of products and thousands of images.  



WWW.JDSU.COM

NORTH AMERICA 1 866 228-3762

LATIN AMERICA +55 11 5503 3800

ASIA PACIFIC +852 2892 0990

EMEA +49 7121 86 2222

Breakthrough digital test and monitoring solutions 
from JDSU allow you to see more!

The digital transformation is sweeping cable networks. New optical technologies—WDM,

10GbE, and OTN—are coming online to meet the needs of bandwidth intensive services

while SONET/SDH and ATM continue to provide network connectivity. The JDSU portfolio

of test equipment, software and systems is at the core of the transformation, enabling

manufacturers and operators to deploy metro networks with the confidence that services

will perform as promised.

The JDSU T-BERD® 8000 Scalable Optical Test Platform enables easy migration to new 

network technologies and provides cost control on existing infrastructure management.

The T-BERD 8000 is the ideal tool for service provider installation, maintenance, and 

support teams as well as system vendor field services groups for network turn-up, AON

developments and trials.

See more.Visit www.jdsu.com/seedigital to explore the full spectrum of advanced digital

test capabilities from JDSU.

OTDRs   |   Field Meters   |   Systems & Software

> See digital in a whole new light.> See digital in a whole new light.

 

WWW.JDSU.COM

NORTH AMERICA 1 866 228-3762

LATIN AMERICA +55 11 5503 3800

ASIA PACIFIC +852 2892 0990

EMEA +49 7121 86 2222

> See digital in a whole new light.

Breakthrough digital test and monitoring solutions 
from JDSU allow you to see more!

Take the DSAM-6000 all-in-one triple-play field meter—it provides the most accurate measurements

available and offers exclusive features you’ll find only from JDSU. These include:

Digital Quality Index™ (DQI) – Qualifies hard-to-capture, intermittent digital impairments with a 

simple measurement display.

QAM Ingress™ – Enables in-service viewing of live anomalies—beneath the QAM digital haystack—that

may not visible to a spectrum analyzer.

VoIPCheck™ – Integrates with the largest suite of DOCSIS® tests available to display segmented packet

statistics—including packet loss, jitter, and delay—as well as call-quality results such as R-value and MOS.

Stealth Sweep™ – Provides proven, non-interfering forward and reverse sweep. Because the 

DSAM-6000 is compatible with all existing SDA sweep equipment, there’s no need to buy new 

headend gear.

And, using JDSU’s workforce efficiency solutions is like having X-ray vision! TechComplete™ TPP and

Home Certification can boost efficiency up to 30% via remote data access from the field to help isolate

issues and ensure installations, while PathTrak™ Field View compares local spectrum measurements to

those from PathTrak for quick resolution of return path ingress problems.

See more.Visit www.jdsu.com/seedigital to explore the full spectrum of advanced digital test 

capabilities from JDSU.

OTDRs   |   Field Meters   |   Systems & Software

> See digital in a whole new light.
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WE BROUGHT YOU THE WORLD’S MOST
COMPLETE RANGE OF COMMUNICATIONS 
TEST AND MEASUREMENT SOLUTIONS.

YOU GOT A DISTINCT COMPETITIVE
ADVANTAGE IN BROADBAND SERVICE
DEPLOYMENT.

>

>

WWW.JDSU.COM/ACTERNA

NORTH AMERICA 1 866 228-3762

LATIN AMERICA +55 11 5503 3800

ASIA PACIFIC +852 2892 0990

EMEA +49 7121 86 2222

NOW THAT ACTERNA IS PART OF JDSU, YOU GET MORE.
How much more? You get the only partner able to provide end-to-end total test 
solutions across technologies, networks, protocols, and more.

We have brought together an unmatched combination of broadband and optical
communication products, instrumentation, and test solutions. You get, as a result,
a broadband and optical technology partner who can enable you to deliver the 
triple play of voice, video and data services.

Contact us and learn more about how we are enabling today’s technologies – FTTx,
IPTV, ADSL2+, VoIP, 10 GigE, DWDM – and tomorrow’s innovations. All to help you 
gain a competitive advantage.

WE BROUGHT YOU POWERFUL STEALTH
SWEEP™ TECHNOLOGY WITH THE SDA.

NOW, YOU GET THE COMBINED POWER 
OF TRIPLE-PLAY SERVICES TESTING AND
STEALTH SWEEP IN THE DSAM-6000.

>

>

WWW.JDSU.COM/ACTERNA

NORTH AMERICA 1 866 228-3762

LATIN AMERICA +55 11 5503 3800

ASIA PACIFIC +852 2892 0990

EMEA +49 7121 86 2222

WITH ACTERNA TEST AND MEASUREMENT SOLUTIONS, NOW PART OF JDSU, YOU GET MORE.

As the only handheld field meter that can measure QAM MER/BER to 1 GHz, the DSAM-6000 sweeps the field with

Stealth Sweep™ technology, VoIPCheck™, forward and reverse path digital services testing, and

DOCSIS®/EuroDOCSIS® verification.The meter’s embedded PacketCable™ MTA lets technicians make and listen to

live VoIP calls while TechComplete™ software automates home and plant certification reports for reliable 

proactive maintenance.

Covering all the HFC network’s critical points from the headend to the subscriber and measuring both analog and

digital services, a single DSAM-6000 eliminates the need to carry multiple instruments.The result is an efficient use

of technicians’ time for the most labor-intensive maintenance and troubleshooting assignments. And, because the

DSAM-6000 is compatible with all existing SDA installed equipment, there is no need to buy new headend gear.

For more information, visit www.jdsu.com/DSAMsweep.
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Acquisition transition (Acterna to JDSU)
Corporate and Product Ads 



Solutions web and print campaign.
Images from a brain storm session: Whatever the game! 

stick it to the competition, drive your business, got your number, 
all about the bragging rights, heads above the competition, 
squash the competition, won’t let you down, keep your head 
above water
 



T-BERD® 8000 Scalable Optical Test Platform 
The T-BERD 8000 is the ultimate tool for fiber network installation, 
acceptance testing, and maintenance with DS-1 to 10G SONET/Ethernet 
BER testing. It offers connection–checker functionality with on-board 
VFL, power meter, LTS, and video inspection scope options as well as a 
built-in optical talk set option for communicating along the fiber.

HST-3000 Handheld Services Tester
The HST-3000 you rely on for advanced copper and fiber testing is 
the ideal IP Video test tool, too.  It performs STB emulation and 
comprehensive video analysis including QoS and Video MOS 
measurement, Video Stream Data Rate, IP Packet, and PID analysis. 
The HST-3000 also provides summary statistics and error event logging.

DTS-330 Digital Test Platform
The DST-330 offers six combinations of MPEG-2 (DVB and ATSC) transport 
stream generation, capture, creation, and analysis with simultaneous 
play and analyze for simulation and examination in real time.  And the 
easy-to-use Windows® interface means beginners and experts alike can 
isolate and diagnose service problems quickly.

*First Name*
Explore Headend through Home 
IP-Video Test and Service Assurance 
Solutions from JDSU and get a 
FREE 1 Gig Flash Drive!

Triple-Play Service Deployment
Get this free, comprehensive guide to test, measurement, and service 
assurance—an authoritative resource that gives in-depth guidance on 
testing FTTx networks and ensuring reliable triple-play service 
delivery.  It features a thorough presentation of IP video test and 
analysis considerations and technique.
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27
IP VIDEO Increase ARPU

28
IP VIDEO Shorten MTTR

29
IP VIDEO Speed Turn-up

30
IP VIDEO Reduce OpEx

27
IP-VIDEO

27
IP VIDEO

33
IP VIDEO Best in Show

GO
JDSU

Reduce OpEx

NOW

*www.firstname.lastname@nrefiosURL.com*
Get It Here

*Firstname*, please log on to:

JDSU Free Triple-Play Guide and 1 Gig Flash Drive!

Tune in to picture perfect 
Video Service Delivery

with JDSU.

*Firstname*

Direct mail campaign.

Mailed to a list of Verizon Engineers, this postcard mailer was 
designed to mimic the recently released FIOS Channel Menu. 
Variable copy created a personalized URL where recipients could 
provide more detailed contact info in exchange for a free flash 
drive that was preloaded with a sought-after technology guide typ-
ically given away to clients as an expensive printed deliverable by 
the sales team.  
 



CONTRACT
OSSE - Office of the State Superintendent of Education 
The Office of the State Superintendent of Education (OSSE) plays many 
roles in the lives of children, teens, and adults seeking an education in 
the District of Columbia.  The agency sets statewide policies, provides 
resources and support, and exercises accountability for all public edu-
cation in DC. OSSE also ensures that children and families receive year 
round access to well balanced meals by providing federal reimburse-
ments, training and nutrition education to program participants. It also 
provides transportation to school for District children with special needs. 



Contracted by the OSSE Communications Director 
to help give the agency a consistent look and feel. 
New solution replaced 3 legacy brands in use. New 
solution gives a nod to all three in addition to main-
taining a strong tie to the District of Columbia flag. 

Developed  brand guidelines and department sub-
brad treatments, built templates for literature and 
presentations as well as tools to help departments 
generate content in a manner that greatly stream-
lines production.

As the only in-house creative resource, also man-
aged special projects, web design, event themes, 
newsletters, interior design and vendor relationships.  

OSSE 2012 STYLE GUIDELINES & SPECIFICATIONS
Legacy OSSE brands

Brand guidelines and department sub-brad treatments

New OSSE brand



Colateral templates and guideline documentation. 



Special project. Researched hundreds of inspirational quotes about ed-
ucation. Created guidelines and oversaw vendor installation in learning 
center, class spaces, offices, conference rooms building wide. 

Created brushed steel signage. Created brushed steel  graphic ap-
plications that paired quotes with images of DC school children and 
professionals.  



Special projects often included creating logos and themes for 
special events. Deliverables including web and print banners, 
presentation templates, programs and invitations, posters, give-
aways and meeting signage.  



Cost of Mediation
There is no cost to parents and schools for 
mediation as the O
ce of the State Superin-
tendent (OSSE) covers cost of the mediation 
system. 

Requesting a Mediation 
The O
ce of Dispute Resolution (ODR) within 
the O
ce of the State Superintendent of 
Education (OSSE) o�ers mediation. To request 
a mediation, please fill out the  mediation 
request form located on our website at osse.
dc.gov,  you may also pick up a paper copy at 
our o
ce, and return it by mail, hand-deliver, 
email or fax to: 

O
ce of the State Superintendent of Education  
O
ce of Dispute Resolution 
810 First Street, NE, 2nd Floor, Washington, DC 20002

Fax: (202) 578-2956

Email: ossemediation@dc.gov

Outcome of Mediation  
If agreement is reached, a written, legally-bind-
ing mediation agreement is prepared which is 
enforceable in any state court of competent 
jurisdiction or in a district court of the United 
States. If no agreement is  reached in media-
tion, and the participants agree that additional 
sessions will not be helpful, the mediation 
case is closed. By law, the option of an impar-
tial hearing still remains. Even if no mediation 
agreement is reached, the mediation may still 
clarify and narrow the issues that need to be 
resolved at a hearing.

Mediation

– An Alternative Dispute
   Resolution

The Office of Dispute Resolution (ODR)
The Office of Dispute Resolution (ODR) coordi-
nates and manages District of Columbia’s spe-
cial education dispute resolution options. ODR is 
committed to seek out and offer varying alterna-
tive dispute resolution activities and options for 
parents and schools. ODR understands the im-
portance of due process; however there are steps 
that can be taken prior to filing for a due process 
hearing in an attempt to reach resolution, ODR 
offers Facilitated Resolution Meetings, Mediation, 
and Due Process Hearings for all children need-
ing Special Education in the District of Columbia. 

O�ce of the State Superintendent of Education 
O�ce of Dispute Resolution 

810 First Street, NE, 2nd Floor, Washington, DC 20002 
(202) 698-3819 • www.osse.dc.gov

Facilitated
Resolution
Meeting

The Office of Dispute Resolution (ODR)
The Office of Dispute Resolution (ODR)  coor-
dinates and manages the District of Columbia’s 
special education dispute resolution options. 
ODR is committed to seek out and offer varying 
alternative dispute resolution activities and op-
tions for parents and LEAs. ODR understands 
the importance of due process; however there 
are several steps that can be taken prior to fil-
ing for a due process hearing in an attempt to 
reach resolution, ODR offers Facilitated Resolu-
tion Meetings, Mediation and Due Process Hear-
ings for all children receiving Special Education 
in the District of Columbia. 

Office of the State Superintendent of Education 
Office of Dispute Resolution 

810 First Street, NE, 2nd Floor, Washington, DC 20002 
(202) 698-3819 • www.osse.dc.gov

– An Alternative Dispute Resolution

O�ce of the State Superintendent of Education • O�ce of Dispute Resolution
810 First Street, NE, 2nd Floor, Washington, D.C. 20002 • (202) 698-3819 • www.osse.dc.gov

Introduction
Under the Individuals with Disabilities Education Act (IDEA), specifically §§300.506 
and 303.431, each public agency must ensure that procedures are established and 
implemented to allow parents of children with disabilities (Part B of the IDEA) or in-
fants and toddlers with disabilities (Part C of the IDEA) to resolve disputes through a 
Mediation process. In the District of Columbia, the O�ce of the State Superintendent 
of Education (OSSE) through the O�ce of Dispute Resolution (ODR) administers the 
IDEA Mediation system for individuals who are interested in resolving their disputes 
in this manner.

Mediation
An Alternative Dispute Resolution

What is Mediation?
Mediation is a confidential voluntary process 
where the focus is on collaboration and commu-
nication to resolve conflicts or disagreements 
between parents and schools, with emphasis on 
the student’s needs. During Mediation, parties 
meet with a neutral third party, the Mediator, 
to discuss their dispute in an attempt to reach 
a mutually acceptable resolution. This meeting 
provides an opportunity for each side to express 
their concerns, discuss the issues, and together 
come up with an agreement that resolves the 
disagreements regarding the student’s educa-
tional program.  At any time during the com-
plaint process a request for Mediation can be 
filed. 

Who will be a Mediator? 
The Mediator is a neutral third party who helps 
the parties work with each other to resolve the 
dispute. The Mediator is trained in e�ective Me-
diation techniques and in laws and regulations 
relating to the provision of special education 
and related services and, for IDEA Part C, the 
provision of early intervention services. By law, 
the Mediator is not employed by the school dis-
trict or the O�ce of the State Superintendent of 
Education (OSSE). This neutrality preserves the 
fairness and integrity of the Mediation system.

Benefits of Mediation 
Mediation has proven to be a highly successful 
method for resolving disputes. Parties are more 
likely to maintain a cooperative relationship in  

the future if the settlement of the dispute is by 
mutual agreement. Mutual agreements gener-
ally result in greater satisfaction for all parties 
because the parties decide the outcome. Other 
benefits of Mediation are that it is less formal, 
less costly, and less time consuming than other 
dispute resolution processes. Mediation allows 
parties to come together in a neutral way to 
discuss areas of disagreement. An independent 
third person (the Mediator) uses his/her training 
to apply techniques to:

• Assist parties in explaining themselves and 
their concerns in an open way;

• Enable people to hear and understand each 
other’s concerns;

• Help parties talk about finding solutions to 
their problems;

• Explore options for addressing the areas in 
conflict; and

• Improve communication and establish trust 
as the relationship between the parent/ stu-
dent and school district continues.

Can Meditation be declined?
Yes. Mediation is voluntary on the part of both 
parties. While the parties do not have to partic-
ipate in Mediation, it can be a very successful 
method of resolving disputes and is o�ered 
without cost to the parties – so it is highly rec-
ommended.OFFICE OF DISPUTE RESOLUTION

OFFICE OF DISPUTE RESOLUTION

Services
Mediation
An Alternative Dispute Resolution

Mediation is a voluntary, confidential, conflict-resolution process. It is 
available to parents, school districts, and agencies involved in educa-
tional programs and services for children with special needs from 
birth to age 22. Typically the parties involved in a special education 
conflict are the parents and the school district. When they agree to 
discuss their concerns, the O�ce for Dispute Resolution (ODR) as-
signs a mediator trained in special education law and conflict-resolu-
tion techniques to facilitate the mediation session. Mediation is free of 
charge for both parents and local education agencies in the District of 
Columbia.

Due Process Hearing
Individuals with Disabilities Education Act (IDEA) 

A Due Process  Hearing is a dispute resolution option under the Indi-
viduals with Disabilities Education Act (IDEA). Parents or Schools 
may chose this option when they have been unsuccessful in attempts 
to resolve special education disputes. The Due Process Hearing com-
monly takes place at the O�ce of Dispute Resolution and consists of 
the parties, usually the parent, the parent’s representative, and a rep-
resentative from the school. ODR provides a neutral, trained hearing 
o�cer to hear the evidence and issue a hearing decision. During a due 
process hearing, each party has the opportunity to present their 
views in a formal legal setting, using witnesses, testimony, docu-
ments, and legal arguments that each believes is important for the 
hearing o�cer to consider in order to decide the issues in the hearing. 
Since the due process hearing is a legal proceeding, parties will often 
choose to be represented by an attorney. However the law does not 
require  that the parties be represented by attorneys. 

Facilitated Resolution Meeting
An Alternative Dispute Resolution

Resolution meetings are mandated by the Individuals with Disabilities 
Education Act (IDEA),  for due process complaints initiated by par-
ents, unless the parties agree to waive the meeting.  The purpose of 
the resolution meeting is for the parent to discuss the basis of the due 
process complaint and supporting facts to provide the school with an 
opportunity to resolve the dispute prior to hearing.  When a due pro-
cess complaint is filed, a dispute already exists and the parties may 
experience di�culty reaching an agreement at a resolution meeting. 
A Facilitated Resolution Meeting (FRM) is a voluntary process where  
the parties agree to  use an impartial third party to facilitate the reso-
lution meeting.  Having a facilitator present may maximize the poten-
tial for settlement at the meeting.  

Mission
The mission of the O�ce of Dispute Resolution (ODR) within the O�ce 
of the State Superintendent of Education (OSSE) is to ensure District 
of Columbia children and families who have special education needs 
have the ability to engage and execute their rights under the law.

Contact ODR
O�ce of the State Superintendent of Education

O�ce of Dispute Resolution
810 First Street, NE, 2nd Floor, Washington, DC 20002

(202) 698-3819 • www.osse.dc.gov

Cost of Mediation
There is no cost to parents and schools for 
mediation as the Office of the State Superin-
tendent of Education (OSSE) covers cost of 
the mediation system. 

Requesting a Mediation 
The Office of Dispute Resolution (ODR) within 
the Office of the State Superintendent of 
Education (OSSE) offers mediation. To request 
a mediation, please fill out the  mediation 
request form located on our website at osse.
dc.gov.  You may also pick up a paper copy at 
our office, and return it by mail, hand-deliver, 
email, or fax to: 

Office of the State Superintendent of Education  
Office of Dispute Resolution 
810 First Street, NE, 2nd Floor, Washington, DC 20002

Main: (202) 698-3819

Fax: (202) 478-2956

Email: osse.mediation@dc.gov

Outcome of Mediation  
If agreement is reached, a written, legally-bind-
ing mediation agreement is prepared which is 
enforceable in any state court of competent 
jurisdiction or in a district court of the United 
States. If no agreement is  reached in media-
tion, and the participants agree that additional 
sessions will not be helpful, the mediation 
case is closed. By law, the option of an impar-
tial hearing still remains. Even if no mediation 
agreement is reached, the mediation may help 
to clarify and narrow the issues that need to 
be resolved at a hearing.

Mediation

– An Alternative Dispute
   Resolution

The Office of Dispute Resolution (ODR)
The Office of Dispute Resolution (ODR)  
coordinates and manages District of Columbia’s 
special education dispute resolution options. 
ODR is committed to seek out and offer varying 
alternative dispute resolution activities and  
options for parents and schools. ODR under-
stands the importance of due process; however 
there are steps that can be taken prior to filing 
a due process complaint in an attempt to reach 
resolution, ODR offers Facilitated Resolution 
Meetings, Mediation, and Due Process Hearings 
for all children with Special Education needs in 
the District of Columbia. 

Office of the State Superintendent of Education 
Office of Dispute Resolution 

810 First Street, NE, 2nd Floor, Washington, DC 20002 
(202) 698-3819 • www.osse.dc.gov
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Facilitated
Resolution
Meeting

The Office of Dispute Resolution (ODR)
The Office of Dispute Resolution (ODR)  
coordinates and manages the District of  
Columbia’s special education dispute resolu-
tion options. ODR is committed to seeking and 
offering various alternative dispute resolution 
options for parents and LEAs. ODR understands 
the importance of due process, however there 
are several steps that can be taken prior to a 
due process hearing in an attempt to reach 
resolution. ODR offers Facilitated Resolution 
Meetings, Mediation, and Due Process Hearings 
for all children with Special Education needs in 
the District of Columbia. 

Office of the State Superintendent of Education 
Office of Dispute Resolution 

810 First Street, NE, 2nd Floor, Washington, DC 20002 
(202) 698-3819 • www.osse.dc.gov

– An Alternative Dispute Resolution
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ing by either rescheduling the hearing for the next 
available date or assigning another hearing officer 
who can hear the case sooner than the next avail-
able date.

Attorney and Attorneys Fees
All parties have the right to be represented at all 
stages of the hearing process by an attorney of 
their choosing. Parents may be entitled to have 
costs of attorney’s fees reimbursed if they prevail as 
a consequence of initiating a due process hearing. 
ODR will provide all parties, if requested, with a list 
of local persons and organizations that can provide 
free or low cost representation.

Outcome of Due Process Hearing 
Any written findings and decisions are issued to the 
parties by the hearing officer following the hearing. 
This decision is final unless it is appealed  by filing a 
civil action in any State court of competent jurisdic-
tion or in a district court of the United States.

Due Process
Hearing

The Office of Dispute Resolution (ODR)
The Individuals with Disabilities Education 
Act (IDEA), 20 U.S.C. § 1400 et seq., requires 
that each state and the District of Columbia 
establish and maintain procedures to ensure 
that parents of children with disabilities  
and public educational agencies have an  
opportunity to seek an impartial due process 
hearing to resolve disagreements over the 
identification, evaluation, educational place-
ment of a child with disabilities, or the provi-
sion of a free appropriate public education 
to the child. The Office of Dispute Resolution 
(ODR) of the Office of the State Superinten-
dent of Education (OSSE) is responsible for 
the conduct of special education due process 
hearings.

FACT:

• More than 11,000 children receive special  
education and related services in the District  
of Columbia.

• Parents and schools do not always agree about 
a child’s special education identification, evalu-
ation, eligibility, program, or placement.

• Children are best served when parents and 
educators work together.

• Federal special education law affords children, 
their parents, and educational systems certain 
legal rights when disputes arise, including the 
right to a due process hearing.

Office of the State Superintendent of Education 
Office of Dispute Resolution 

810 First Street, NE, 2nd Floor, Washington, DC 20002 
(202) 698-3819 • www.osse.dc.gov

– Individuals with Disabilities 
  Education Act (IDEA) 
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Applying Brand, Sub-brand, design elements and literature templates to a 
department. Provided with design templates were content templates cre-
ated in MS Word for content providers. Content elements and word counts 
greatly improve turnaround time for production.  



Web banners for department initiatives, and events cretated for OSSE on 
a daily basis.

1. Home page banner

2. Interior page banner - The date is repeated in red block, we should �x

1. Home page banner

2. Interior page banner - The date is repeated in red block, we should �x



Wireframes built in Balsamiq for OSSE SLED project developers.



Additional samples of wireframes built in Balsamiq for OSSE developers. 



FREELANCE
Pitney Bowes Insight

Created Global Sales Meeting 
theme, templates and deliverables 

Title Text Line One
Presenter Name Line Two

Global Sales Kickoff

PBBI Global Sales Meeting 2010
Monday, January 11

International Travel Day & Golf 
Winner Travel Day
3:00 - 7:00 PM
ELT Meeting – Governors BR

Tuesday, January 12

Morning / Afternoon
AMER Travel Day 
Shuttles leaving every hour 35 min.
from Jacksonville International Airport
9:00 AM - 1:00 PM
Global Leadership Council (GLC)
Meeting – 7th Floor Salon
10:00 AM - 12:00 PM
UK Public Sector Sales and
Marketing Meeting – Masters C
10:00 AM - 6:00 PM
Registration 
– Masters Registration Desk
GOLF INCENTIVE 8 AM - 3 PM
12:30 - 2:30 PM
Elizabeth Walter - Global Partner
Management Kickoff – Heritage DE
12:00 - 5:00 PM
VAR Mtg, 2:30 - 5 PM – Commissioners
Ballroom
SaaS Mtg, 12 -5 PM – Governors
Ballroom
Alliance Mtg, 12 - 5 PM – Players A
OEM Mtg, 12 - 5 PM – Gallery A
EMEA/APAC Sr Exec Round Table 
3-5 PM – Masters D
5:00 - 6:30 PM
General Session Rehearsal
(Hickey, Lantz, O'Hara, Walter, Gordon)
– Champions ABCD
LA Team Meeting – Masters C 
6:00 - 8:30 PM
Sales Team Dinners
6:00 - 6:30 PM Cocktails
6:30 - 8:30 PM Dinner 
FS & INS, K. Donovan – Players B
Product Sales Team, John McCarthy 
– Heritage E
Emerging Markets, T. Temple – Players C
BusDev, Elizabeth Walter – Heritage C
PS & Telco, Bob Mills – Heritage A
Canada, David Ower – Heritage D
Latin America, Oscar Vazquez – Heritage B
EMEA/APAC, John O'Hara – Masters E

Wednesday, January 13

7:45 - 8:30 AM
Breakfast – Tournament Hall
8:30 - 10:00 AM
Opening Session
Engage, Evolve, Empower – Mike Hickey 
The Power of "E" – Brian Lantz, 
Elizabeth Walter, John O'Hara
– Champions ABCDE
10:05 - 10:30
Morning Break – Champions Foyer
10:30 - 11:15 AM
Solution Portfolio Panel
Hosted by Rob Pipe (Jon Winslow, Berk
Charlton, Laurence O'Hagan, 
Matt McPartlin, Mark Hargreaves, 
Scott Robinson) – Champions Foyer
11:15 - 12:15 AM
PBBI's Future in SaaS, William McNee,
Sauggatuck Technology
– Champions ABCDE
12:15 - 1:15 PM
Lunch – Tournament Hall
Women in Business Networking 
Luncheon – Magnolia Terrace
1:30 - 3:00 PM
Global Sales Insights
Hosted by Jonathan Wright 
(Steve Deaville, David Ower, Oscar
Vazquez, Kevin Donovan, 
Simon Bird) – Champions ABCDE
3:00 - 3:30 PM
Afternoon Break – Champions Foyer
3:30 - 5:00 PM
Teambuilding Activity (All Kickoff 
Attendees) – Champions ABCDE
5:00 - 6:00 PM
Pre-Dinner Break
6:00 PM
Opening Reception & Dinner
6:00 - 6:45 PM Cocktails – Masters E
6:46 PM Dinner – Champions ABCDE

Thursday, January 14

7:00 - 8:15 AM
Breakfast
7:00 - 7:40 – Tournament Hall
Murray Martin, President & CEO
7:45 - 8:15 – Champions ABCDE
8:30 - 10:00 AM
Breakout Sessions
10:00 - 10:30 AM
Morning Break – Champions Foyer
10:30 AM -12 PM
Breakout Sessions
12 PM - 1:30 PM
Americas Team Meeting and Lunch
– Champions ABCDE
Lunch – Tournament Hall
1:30 - 3:00 PM
Breakout Sessions
3:00 - 3:30 PM
Afternoon Break
3:30 - 5:00 PM
Breakout Sessions
5:00 - 6:00 PM
Pre-Dinner Break
5:00 - 6:00 PM
Awards Rehearsal 
(Hickey,Lantz, O’Hara,Walter, Martin)
– Champions Ballroom
6:00 - 9:00 PM
Awards Banquet 
Cocktails – 6:00 - 7:00                                   
Dinner – 7:00 - 7:45                                    
Awards Ceremony
7:45 - 9:00  – Champions Ballroom

Friday, January 15

7:45 - 8:30 AM
Breakfast – Tournament Hall
8:30 - 10:00 AM
Keynote Speaker: Steve W. Martin
– Champions ABCD
10:00 - 10:30 AM
Morning Break – Champions Foyer
10:30 - 11:30 AM
Breakout Sessions
11:30 - 12:15
Teambuilding Wrap Up & Final 
Remarks - Brian, Elizabeth, John
12 -1:00 PM
Lunch
12 - 3:00 PM
US Vertical Meetings  Insurance
– Heritage DE
2:00 - 5:00 PM
International  Meeting
Thurs Afternoon (break & dinner)
– Masters E
6:30 - 10:00 PM
EMEA/APAC Team Dinner 
(meet in hotel lobby at 6:30) 
– Offsite at Cabana Club (Weather 
Permitting - Backup Cafe' on the Green)

Americas with International Sessions for Insurance, Public Sector and Comms
Thursday Breakouts

Financial Services
8:30 - 9:15 – Heritage A 
BKB, Sagent/DOC1/EOI  (Alex Tombreul
and Jochen Razum)
9:20 - 10:05 – Heritage A 
Oracle RMB (Jennifer Montano, Bob
Smith and Barry Saadatmand)
10:05 - 10:30 Morning Break
10:30- 11:15 – Heritage A 
State of the Union (Mossey and Dono-
van) Fin Svcs Trends for 2010 (Hemp-
field and Sadamaandt)
11:20  - 12:05 – Heritage A 
A Regions Bank Success Story: Mailing
Efficiency for Financial Services – Mail
360 and Aura (Paul Wheatley and Kevin
Conti)
Noon - 1:30 – Champions ABCDE 
Americas Team Meeting and Lunch 
1:30 - 2:15 – Heritage A 
Enhancing Profitability through 
PERFORM.360: A Capital One Review
(Jeff Nelson and Steve Rymers)
2:20 - 3:00 – Heritage A 
Onboarding and Spectrum: Includes
Use Case Scenario (Navin Sharma and
Sherrie Hayes)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Heritage A 
Customer Communications in the Cus-
tomer On Boarding Process featuring
the Royal Bank of Scotland win (Lisa
Sutrick)
4:20 - 5:05 – Heritage A 
Customer Onboarding: A Solution Re-
view (Gary Porter)

Emerging Markets
8:30 - 9:15 – Players C
Lowes - Improving Delivery and 
Customer Experience (Mike Hockford)
9:20- 10:05 – Players C
Fedex - Central Address Validation and
Geocoding - A Winning Story! (Charles
Piel)
10:05 - 10:30 Morning Break
10:30- 11:15 – Players C
State of the Union (Troy Temple)  EM,
Service Bureau and RRR - Trends & Ops
(Speakers: Troy Temple, Jerry Bucher,
Dave Richter, Dennis White)
11:20  - 12:05 – Players C
Enhancing CRM/BI/MDM Initiatives
through Data Quality (Navin Sharma)

Noon - 1:30 – Champions ABCDE 
Americas Team Meeting and Lunch
1:30 - 2:15 – Players C
IMB Update:  USPS compliance and 
opportunities for PBBI
(Mike Pompa/Dave Robinson)
2:20 - 3:00 – Players C
Overview of CCM Opportunites for PBBI
(David Monday)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Players C
Analytics for Education, Healthcare, Re-
tail and More (Devon Wolfe)
4:20 - 5:05 – Players C
New Approaches for Customer Profiling
(Scott Arnett)

Insurance
8:30 - 10:05 – Champions H
Policy Holder Communications 
Lisa Sutrick, Rob Chase [Nationwide]
Manfred Iske [Generali]
10:05 - 10:30 Morning Break
10:30- 11:15 – Heritage DE 
Driving Operational Efficiency: Address
Management and Mail - Aura, Mail360,
IMB (Matt McPartlin, Max Angel)
11:20  - 12:05 – Heritage DE
Driving Operational Efficiency (cont.)
Noon - 1:30 – Champions ABCDE 
Americas Team Meeting and Lunch
1:30 - 2:15 – Heritage DE
State of the Union (includes 2009 sales
review, 2010 marketing update and
partnership review) Dave Towers and
Bill Sinn
2:20 - 3:00 – Heritage DE
SaaS-based Insurance Underwriting
Solution (Jay Bourland and Dean
Wiltshire)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Heritage DE
Data Quality Solutions in Insurance
(Alvie Onate, Jay Gentry)
4:20 - 5:05 – Heritage DE
Sales Team Simulation (Workshop led
by Jean Sullivan and Mike Beebe)

Public Sector
8:30 - 9:15 – Champions F 
A Tale of Two Cities: How two munici-
palities solved the same problem with
two different solution sets (Greg Hickey
and Simon Alderson)

9:20 - 10:05 – Champions F
Valuation Office Agency in the 
UK- Avoiding competitive replacement
by selling Envinsa - Mike Ashmore
10:05 - 10:30 Morning Break
10:30- 11:15 – Heritage B
Spectrum for Public Sector - Featuring
MDM, Enablement and Fraud (Navin
Sharma)
11:20  - 12:05 – Heritage B
Stratus Opportunities for US Public Sec-
tor (Chris McCartney)
Noon - 1:30 – Champions ABCDE 
Americas Team Meeting and Lunch
1:30 - 2:15 – Heritage B
Engage One Interactive/CCM -
(Lisa Sutrick, Gary Porter) 
2:20 - 3:00 – Heritage B
CI Solutions - Featuring Regulatory
Enironment, ROI Calculator, Mail360
Updates (Dave Robinson)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Heritage B
State of the Union  with Bob Mills
4:20 - 5:05 – Heritage B
State of the Union (cont.)   
(Dan Van Veelan/Nick Smith)

Comms
8:30 - 9:15 – Champions G 
- Verizon FLIPS Call-Before-You-Dig Ap-
plication (MapXtreme, Street  EAL, EIP,
RCI) (Gene Cook)
- AWAS (MapXtreme StreetPro EAL)
(Gene Cook)
- T-Mobile (Envinsa) (Bob McLeod)
- Southern Company (Mail360) (Jon
Moskal)
- Oracle Utilities Win (David Kudlata)       
9:20 - 10:05 – Champions G
- Opal Telecom (CCM) (Paul Laycock)  
- MTN (LI, Nigeria) (Chris Clarke)
- ConnectMaster (Australia) (Annie
Sauvee)
10:05 - 10:30 Morning Break
10:30- 11:15 – Heritage C
State of the Union  - Featuring a review
of 2009, key success and lessons
learned, Sales Marketing & PR Plan for
2010 (Bob Mills)

11:20  - 12:05 – Heritage C
How to maximize LI opprtunities
(Gene Cook and Joe Mosher)
How Stratus can help you make your
2010 number (Jon Winslow)
Noon - 1:30 – Champions ABCDE 
Americas Team Meeting and Lunch
1:30 - 2:15 – Heritage C
Understanding the Value of Spectrum
for your Telecomm Customers (Navin
Sharma)
2:20 - 3:00 – Heritage C
Telco Industry Trends – Featuring Ana-
lyst Review, SaaS and More 
(Alex Winogradoff)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Heritage C
Driving Revenue with Alliances  
(John Dombrosk)
4:20 - 5:05 – Heritage C
How  Move Verification and Mail Track-
ing - Aura, VeriMove and MAIL360 will
make your 2010 (Matt McPartlin)

Public Sector
9:20 - 10:05 – Heritage B
US Crime Profiler Presentation/Demo
(Ian Broadbent and Chris Royles)

8:30 - 10:05 – Players A 
Solution Selling Exercise: 
DISCOVER STAGE
Mariela Sepulveda
10:05 - 10:30 Morning Break
10:30- 12:05 – Players A
Solution Selling Exercise: 
VALIDATE STAGE
Ronaldo Oliveira
Noon - 1:30 Lunch – Tournament Hall
1:30 - 3:00 – Players A
Solution Selling Exercise: 
RESOLVE STAGE
Walter Andriani
3:30 - 5:05 – Players A
Solution Selling Exercise: Role Playing
Solution Selling
Sebastian de los Santos
Omar Colin
Raul Garcia

Business Track
8:30 - 10:05  
Participating in global vertical sessions
10:05 - 10:30 Morning Break
10:30- 11:15 – Champions GH
Enterprise GIS, Inspire - The PBBI Land-
scape   (Jon Winslow, Moshe Binyamin)
11:20  - 12:05 – Champions H
Business Trends in Insurance and oppts
for PBBI (Tim Spencer, Bill Sinn, Leonie
Mahlau, Marie-Beatrice Fouqueray )
Noon - 1:30 Lunch – Tournament Hall
1:30 - 2:15 – Champions H
DaaS for EMEA and APAC Roadmap -
Plans and Ideals  (Scott Robinson)
2:20 - 3:00 – Champions GH
Specifics on SaaS Solutions Positioning
(Kurt Jackson and Angie Wynn)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Champions H
Solution Selling in Public Sector - Aus-
tralian Experience (Simon Armitage)
4:20 - 5:05 – Champions FGH
Analyst Relation & Business Forecast -
What are the trends in EMEA/AP, what
Analyst Reports are available to you
and how can they help (Clarence
Hempfield)

Solution Track 1
8:30 - 10:05  
Participating in global vertical sessions
10:05 - 10:30 Morning Break
10:30- 11:15 – Champions GH
Enterprise GIS, Inspire - The PBBI Land-
scape   (Jon Winslow, Moshe Binyamin)
11:20  - 12:05 – Champions G
Sagent Data Integration Solutions  -
what works (Scott Arnett, Marcus
Enger)
Noon - 1:30 Lunch – Tournament Hall     
1:30 - 2:15 – Champions G
PBBI Underwriting and Solvency II so-
lutions (Burchard Hillmann-Koester,
Dean Wiltshire)
2:20 - 3:00 – Champions GH
Specifics on SaaS Solutions Positioning
(Kurt Jackson and Angie Wynn)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Champions G
Selling Location Intelligence and Data
Quality Web Services Solutions (Navin
Sharma, Burchard Hillmann-Koester)

4:20 - 5:05 – Champions FGH
Analyst Relation & Business Forecast -
What are the trends in EMEA/AP, what
Analyst Reports are available to you
and how can they help (Clarence
Hempfield)

Solution Track 2
8:30 - 10:05  
Participating in global vertical sessions
10:05 - 10:30 Morning Break
10:30- 11:15 – Champions F
Selling Interactive Document Creation
Solutions (Lisa Sutrick, Alex Tombreul)
11:20  - 12:05 – Champions F
Web Mapping Solutions for EMEA
(Mark Bishop)
Noon - 1:30 Lunch – Tournament Hall
1:30 - 2:15 – Champions F
Business Trends in Public Sector and
How Asset Management Solutions 
Respond (Mick Robson)
2:20 - 3:00 – Champions F
Business Trends in Telecommunications
and oppts for PBBI (Steven Salmon)
3:05 - 3:30 Afternoon Break
3:30 - 4:15 – Champions F
CCM Billing solutions - overview
(John Southcombe, Simon Boundy)
4:20 - 5:05 – Champions FGH
Analyst Relation & Business Forecast -
What are the trends in EMEA/AP, what
Analyst Reports are available to you
and how can they help (Clarence
Hempfield)

Product Intensives
8:30 - 10:05  – Players B
PA Intensives - Featuring Anysite Desk-
top, Groundview/Axiom Segmentation,
Data Flow (Steve Bourgault, Scott Ar-
nett)
10:05 - 10:30 Morning Break
10:30- 12:05 – Players B
CI Intensive - Featuring Verimove, Veri-
move SaaS Version, Mail360 (Kevin
Conti, Mike Pompa)
Noon - 1:30 Lunch
Panel Discussion:  Hot Topics - The Ex-
perts View (Deals, VOC, SaaS, Sales-
force.com and More!)
1:30 - 3:00 – Players B
EBS Product Intensive - Featuring Geo-
tax and Geocoding (Berk Charlton and
Alvie Onate)
3:05 - 3:30 Afternoon Break
3:30 - 5:05 – Players B
LI Intensives - Featuring MI Pro, MapX-
treme, Stratus and Confirm (Jon
Winslow, Moshe Binyamin)

Latin America EMEA/APAC Product Sales/All US/Canada/Business Development
Friday Breakouts

Financial Services
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Heritage A 
Territory Planning for 2010. An Interac-
tive Workshop   (Mossey/Donovan)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 

Emerging Markets
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Players C 
Selling SaaS Overview and CCM BPO
Initiative (Dan Bogart, Troy Temple and
Bob Smith)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 

Insurance
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Heritage DE 
Predictive Analytics in P&C (Jay Gentry)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 
12:00 - 3:00
Industry Trends & PBBI Sales Opportu-
nities – Deb Smallwood, Strategy
Meets Action (SMA) 

Public Sector
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Heritage B 
Partner Session - Featuring Oracle Cus-
tomer Care and Billing (John
Schwingle, John Dombrosk, Pat Smith)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 

Comms
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Heritage C 
How to sell services to expand deal size
(Jeremy Peters & Sales team)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 

8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Players A 
Oscar V - Latin Amer Strategy Meeting
Thurs aft & Fri morning
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 

8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Players B 
Product Sales Team Meeting
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 

Business Track
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Champions GH 
How to get paid for a SaaS Solution and
other SaaS topics (Angie Winn and Kurt
Jackson)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 
2:00 - 5:00 – Masters E
EMEA/APAC Team Meetings
7:00 - 10:00
EMEA/APAC Team Dinner
Cabana Club  
(Meet in Hotel Lobby at 6:30)

Solution Track 1
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Champions GH 
How to get paid for a SaaS Solution and
other SaaS topics (Angie Winn and Kurt
Jackson)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 
2:00 - 5:00 – Masters E
EMEA/APAC Team Meetings
7:00 - 10:00
EMEA/APAC Team Dinner
Cabana Club  
(Meet in Hotel Lobby at 6:30)

Solution Track 2
8:30 - 10:00 – Champions ABCD
Steve W. Martin - Motivational Speaker
10:15 - 11:30 – Champions F 
Cross-selling in Customer Communica-
tion Management (Simon Boundy,
Sales Team)
11:30 - 12:15 – Champions ABCD
Team Building Wrap-up 
12:15 - 1:00
Final Remarks, Adjourn, Box Lunches 
2:00 - 5:00 – Masters E
EMEA/APAC Team Meetings
7:00 - 10:00
EMEA/APAC Team Dinner
Cabana Club  
(Meet in Hotel Lobby at 6:30)

Latin America

Product Sales

EMEA and APAC



Created Power Point and report templates. 

P
Type of Deal
New Prospect

Sales Representative 
Kim Kilty/Nick Smith

Customer – National Labor Relations

Board (NLRB)

Industry – Federal Government

Country – USA

Amount – $448,000

Product/Solution(s) Sold
LOSS

Brief Company Description
An independent federal agency vested with
the power to safeguard employees' rights
to organize and to determine whether to
have unions as their bargaining representa-
tive.  The agency also acts to prevent and
remedy unfair labor practices committed by
private sector employers and unions.

Business Challenges or Need 
For case management purposes, the NRLB had five major inde-
pendent/non-integrated systems with no single view.  They wanted
to bring everything into a single platform for they could manage any
filed labor relations case.  

PBBI Solution(s)
Data Quality Siebel Connector 

Winning Strategy & Tactics or Reason(s) for the Loss
In addition to selling our integration, normalization and de-duping
capabilities, PBBI also highlighted CCM products for outbound com-
munications, CI products to reduce mailing costs and our ability to
append additional data. 

Price difference of over $150,000

Overall Sales Cycle – 15 months   

Competition – Oracle, Mythics Inc (Awardee)

Key Takeaways
Wish we had better insight into what the prospects actual
budget was for the project.

LOSS
Public Sector 
- Federal 

C
Type of Deal
Renewal for Canadian Code 1 Plus &
Monthly database

Sales Representative 
Mark Miller – Renewal
Sam Coiro -  Account Executive

Customer – Grand & Toy Canada

Industry – Retail

Country – Canada

Amount – $13,629

Product/Solution(s) Sold
Canadian Code 1 Plus/Monthly database
was replaced by StreetSweeper

Brief Company Description
Grand & Toy is an office supplies/furniture
retailer with store locations in Canada 

PBBI Solution(s)
PB Canada’s StreetSweeper replaced Canadian Code 1 Plus 

Winning Strategy & Tactics or Reason(s) for the Loss
PB Canada’s StreetSweeper is a much less expensive address vali-
dation solution.  

Overall Sales Cycle – Annual maintenance renewal 

Competition – PB Canada StreetSweeper

Key Takeaways
Grand & Toy has been using Canadian Code 1 Plus with the
Monthly database since 1997. It was being used on an IBM 
Mainframe AS/400 LOSS

PBBI Canada 
- Renewals

P F C U LA SBU C

Americas - 2010 Quarterly Win/Loss Report – Q3
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P
Type of Deal
Upsell of new licensing for a modernization 

Sales Representative 
Brian Perrotta

Customer – US Navy Websteam Transition

Industry – Federal

Country – USA

Amount – $246,000

Product/Solution(s) Sold
MapXtreme, MapMarker, StreetPro

Brief Company Description
US Navy Recruiting - WebSTEAM - The Web Stan-
dardized Territory Evaluation and Analysis for
Management (WebSTEAM) system is the Navy’s
primary market research tool utilized for making
decisions concerning the placement of personnel,
the setting of recruiting goals, and the alignment
of Zone, Station, and Zone Improvement Program
(ZIP) Codes at the Navy Recruiting Districts
(NRD).  

Business Challenges or Need 
The original WebSTEAM system was initially designed as a Beta ver-
sion which was not built to be deployed as a Web production system
and has not been updated since 2004. WebSTEAM was a fragile sys-
tem requiring immediate modernization to make the system robust,
reliable, interoperable, supportable, and compliant with Information
Assurance requirements. 

PBBI Solution(s)
Updated the original MapXtreme Windows to MapXtreme .NET with
the integration of new versions of MapMarker and StreetPro to en-
hance the complete rewrite of WebSTEAM to meet the needs of
more robust, reliable and modern system. 

Winning Strategy & Tactics or Reason(s) for the Win
We had to partner with a 8(a) certified small business to meet the
Government's contracting requirements.  The process involved un-
derstanding the steps in the contracting/buying process and identi-
fying a partner that could meet their requirements to get a deal
done. 

Overall Sales Cycle – 9 months

Competition – None

Key Takeaways
Explore all options to make a deal with the customer.  Understand
what is important to them and not just you.

WIN
Public Sector 
- Federal

C
Type of Deal
New license to an existing customer

Sales Representative 
Bob McLeod

Customer – Verizon Wireless

Industry – Communications

Country – USA

Amount – $1,000,100

Product/Solution(s) Sold
Enterprise Address Management solution
including Aura and MAIL360 Data Manager

Brief Company Description
Verizon Wireless is the #1 wireless phone
operator in the US, serving about 90 million
consumer, business, and government 
customers nationwide. Verizon Wireless is
a joint venture controlled by Verizon 
Communications and UK-based global
communications giant Vodafone Group. 

Business Challenges or Need 
Verizon Wireless needed to update customer address changes in their billing
system and wanted a consistent and flexible process to update and manage ad-
dress changes. Verizon Wireless also identified business needs for mail tracking
to determine if the check is in the mail to reduce collection calls and improves
customer service satisfaction. Verizon Wireless had a significant return mail
issue and needed help reducing the volume and improving the process. 

PBBI Solution(s)
PBBI’s Enterprise Address Management solution consists of Aura and MAIL360
Data Manager. Aura is an enterprise change management workflow with the
ability to process NCOA and ACS address changes and failure codes into Verizon
Wireless’ systems. Aura also automates correction of addresses to prevent future
mail failures and provide significant reduction in physical returned mail.  MAIL360
Data Manager provides mail tracking with CONFIRM and ACS services. 

Winning Strategy & Tactics or Reason(s) for the Win
Teamwork and a solid ROI were key for the win. This was truly a team effort with
a large amount of credit going to Kevin Conti, Donna Powers, Jerome Ferbish,
Kevin Ricks, John Halbrook and Bob Mills. The customer bought into the ROI
and incorporated it into their own business case. This was extremely valuable in
justifying the premium paid over competitive solutions.  

Overall Sales Cycle – 9 months

Competition – Gray Hair Software

Key Takeaways
Build consensus at all levels of the organization to keep the proj-
ect moving forward. Conduct a proof of concept to win the techni-
cal approval. Build a strong ROI together with the customer
using their numbers. Utilize every resource available to sell the
concept, prove the solution and win the deal!

WIN Comms



Production design for brochures, datasheets, white papers 
and case studies.



ID client with web presence. Color palette, graphics, flow. 

FREELANCE
Teknowlogical Solutions



Maryland Meaningful Use Resource Center

HOME       OVERVIEW       MEDICAID EHR INCENTIVE PROGRAM       EHR VENDORS AND MEANINGFUL USE       IMPORTANT CONTACTS

If you have additional Meaningful Use questions, please call or email CRISP at: 1-877-952-7477   •   support@crisphealth.org

Overview
Lorem ipsum dolor sit amet, consectetur adipiscing elit. Etiam quis molestie velit. Vestibulum a tincidunt lacus. Fusce 
quis nisi non leo scelerisque sodales. Quisque et tortor ligula. Pellentesque a justo magna. Vivamus adipiscing elemen-
tum augue, ac tincidunt sapien dictum vehicula. Nullam vehicula elit a odio vulputate quis malesuada odio viverra. Nunc 
vel tellus at diam euismod vestibulum. Morbi lacus nulla, congue eu venenatis non, varius ut elit. Maecenas consectetur 
magna vel ipsum tincidunt ullamcorper. Maecenas non viverra urna. Proin porta eros id turpis pulvinar pellentesque. 
Duis lacinia nisi non quam mollis eu auctor sem feugiat. In vehicula sagittis nulla, vitae imperdiet nisl porttitor non.

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Etiam quis molestie velit. Vestibulum a tincidunt lacus. Fusce 
quis nisi non leo scelerisque sodales. Quisque et tortor ligula. Pellentesque a justo magna. Vivamus adipiscing elemen-
tum augue, ac tincidunt sapien dictum vehicula. Nullam vehicula elit a odio vulputate quis malesuada odio viverra. Nunc 
vel tellus at diam euismod vestibulum. Morbi lacus nulla, congue eu venenatis non, varius ut elit. Maecenas consectetur 
magna vel ipsum tincidunt ullamcorper. Maecenas non viverra urna. Proin porta eros id turpis pulvinar pellentesque. 
Duis lacinia nisi non quam mollis eu auctor sem feugiat. In vehicula sagittis nulla, vitae imperdiet nisl porttitor non.
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Welcome
The Medicare and Medicaid EHR Incentive Programs were created under the Ameri-
can Recovery and Reinvestment Act (ARRA) to provide financial incentives to provid-
ers and hospitals who adopt and demonstrate meaningful use of electronic health 
records (EHRs).  Achieving Meaningful Use can be a confusing and challenging en-
deavor for providers and their staff.  The Meaningful Use Resource Center was cre-
ated to provide a single, comprehensive informational tool for providers and their 
staff as they work towards meeting the Meaningful Use requirements.
 
If you have additional Meaningful Use questions, please call or email CRISP at:
1-877-952-7477
support@crisphealth.org  

Maryland Meaningful Use Resource Center

Medicaid EHR 
Incentive Program
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Designed CRISP portal while contracting with Seamons. Created site design 
& wireframes. Working with in-house programmer created elements for 
responsive website.

FREELANCE
Seamons
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MillenniumCard

Give us 20 minutes to change the way you feel about your practice. 

And get back to the personal satisfaction of practicing your way. Call 800-419-4625 or visit 
SignatureMD.com/xxxxXX to verify eligibility and schedule your FREE 20-minute webinar. And, 
because we understand how valuable your time is, we’ll give you a $100 gift card as our thanks.

Physicians are spending too many hours, seeing too many patients, 
jumping through too many hoops.  SignatureMD tailors customized 
concierge medical programs to suit your unique needs.

Are you taking better 
care of your practice 
than of yourself?

Too many patients, 
not enough time?

Remember when patients 
were your focus, not 
billing codes?

WE DO.

Take charge of your life. 
Love practicing medicine again.

SignatureMD enables you to boost your income, restore work-life 

balance, and preserve your independence—so you can better 

serve your patients, your practice, and your life.

As a SignatureMD-affiliated physician, you’ll deliver thoughtful, 

unrushed care to 8-15 members per day. Affiliates typically 

increase annual practice revenue by $250,000 without having to 

terminate patients from their practice. You’ll have the time to care 

for members and to consult on complex medical issues for 

non-member patients. 

I did not enter concierge medicine for the money. 
I did it to save my soul as a physician. I wanted 
to bring some joy to practicing, and have quality 
of life again.

~ John Verheul, MD, Midlothian, VA

Direct mail. Over sized poster mailer traveled in a generic brown craft 
9”-12” OSE.  

Contract
SignatureMD



Michael R. Smith MD
4747 Rainbow Lane
Big City NY 21180

4640 Admiralty Way, Suite 410
Marina Del Rey, CA 90292

Brown Kraft 10# OSE with window gives the feel of importance. Real Nickel visible 
through window. Human nature dictates you can’t throw away money guaranteeing 
the piece gets opened. 

Info graphic concludes with mock gift card call to action.

Michael R. Smith MD
4747 Rainbow Lane
Big City NY 21180

If you had a
            nickel...

...Every time you felt 
 you were lossing control of:

– How you practice medicine.
     – How you schedule patients.
          – Where life is taking you.

The SignatureMD concierge care program
enables you to be INDEPENDENT both
personally and financially. 

WORLD

MillenniumCard

Flexibility

Be the doctor
you always

wanted to be

Financial 
Security &

Independence

We Handle
The Details

No Patient 
Abandonment 

Bring Balance
Back To Your

Life & Practice

The SignatureMD concierge care program 
creates time for you to be thoughtful and 
thorough in your professional and personal lives. 

Our concierge care program 
does not require physicians to 
terminate patients, but rather 
provides patients options that 
best fit their personal goals and 
objectives. Patients who do not 
join your concierge care 
program stay with your practice 
under the care of a physician 
extender that you oversee.  

We understand that most doctors became 
doctors to help people. SignatureMD helps 
you spend quality time with fewer patients, 
while boosting your income.

Each practice is unique: SignatureMD 
customizes concierge care programs to fit 
the individual needs of patients and 
physicians. We take the time to listen to 
your objectives and develop a concierge 
care program that provides the best 
possible service to your members. 

By affiliating with SignatureMD, physicians 
typically increase net income by $250,000 
annually. This financial security ensures 
that your practice remains independent.

During program integration, our team is 
on site for up to 12 weeks, educating 
patients and training staff. Once 
implemented, we handle membership 
billing, marketing, and regulatory 
support–you remain independent, 
profitable and happy. 

Give us 20 minutes to change the 
way you feel about your practice.

And get back to the personal satisfaction of 
practicing your way. Call 800-419-4625 
to verify eligibility and schedule your 
FREE 20-minute webinar. And, because we 
understand how valuable your time is, we’ll 
give you a $100 gift card as our thanks.

Multi-fold info graphic mailer with $100 gift card call to action give 
away. Number 10 brown craft OSE with window reveals affixed nickel.   
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But that’s becom

e increasingly 
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 patient to 
patient, one eye alw

ays on the clock.

You—
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deserve m
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Primary Care 
the way you imagined

The traditional primary care model is clearly 
broken. Concierge medicine frees you to 
practice medicine the way it was meant to be 
practiced. The SignatureMD approach improves 
service to patients, boosts your income, preserves 
your independence, increases your intellectual 
satisfaction, and restores your work-life balance.

“I wanted to bring back some joy in practice, 
and have quality of life again. That’s exactly 
what concierge medicine has given me.” 
— John Verheul, MD, Midlothian, Va.

Congratulations, You Have Been Identified 
As One Of The Top Independent Physicians 
In Your Community.

 “I’m finishing my fourth year with SignatureMD. 
Everybody’s happy: My staff is happy. 
My patients are happy. I’m happy.” 
— Cathy Grellet, MD, Los Gatos, Calif.

Increase annual revenue by $250,000 (avg.)

Reduce patient encounters by 50% without 
terminating any patients
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Primary Care 
the way you imagined

The traditional primary care model is clearly 
broken. Concierge medicine frees you to 
practice medicine the way it was meant to be 
practiced. The SignatureMD approach improves 
service to patients, boosts your income, preserves 
your independence, increases your intellectual 
satisfaction, and restores your work-life balance.

“I wanted to bring back some joy in practice, 
and have quality of life again. That’s exactly 
what concierge medicine has given me.” 
— John Verheul, MD, Midlothian, Va.

Congratulations, You Have Been Identified  
As One Of The Top Independent Physicians 
In Your Community.

 “I’m finishing my fourth year with SignatureMD. 
Everybody’s happy: My staff is happy. 
My patients are happy. I’m happy.” 
— Cathy Grellet, MD, Los Gatos, Calif.

Increase annual revenue by $250,000 (avg.)

Reduce patient encounters by 50% without 
terminating any patients

4640 Admiralty Way, Suite 410
Marina Del Rey, CA 90292

We get it.
You became a doctor to 
help people.
But that’s become increasingly  
difficult as you race from patient to 
patient, one eye always on the clock.

You—and your patients—deserve more.
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Primary Care 
the way you imagined

The traditional primary care model is clearly 
broken. Concierge medicine frees you to 
practice medicine the way it was meant to be 
practiced. The SignatureMD approach improves 
service to patients, boosts your income, preserves 
your independence, increases your intellectual 
satisfaction, and restores your work-life balance.

“I wanted to bring back some joy in practice, 
and have quality of life again. That’s exactly 
what concierge medicine has given me.” 
— John Verheul, MD, Midlothian, Va.

Congratulations, You Have Been Identified 
As One Of The Top Independent Physicians 
In Your Community.

 “I’m finishing my fourth year with SignatureMD. 
Everybody’s happy: My staff is happy. 
My patients are happy. I’m happy.” 
— Cathy Grellet, MD, Los Gatos, Calif.

Increase annual revenue by $250,000 (avg.)

Reduce patient encounters by 50% without 
terminating any patients

Learn More
SignatureMD invites you to a private consultation 
to discuss the benefits of concierge medicine. 
We value your time and will provide a $100
gift-card in exchange for 20 minutes of your day.

Please call 800-601-7642
To verify eligibility and RSVP for a phone conference 
appointment. Our team of business consultants looks 
forward to sharing with you how SignatureMD enables 

physicians to thrive independently and deliver the 
highest quality service to their patients.

We keep it simple
Customized solutions
SignatureMD conversion specialists spend up to 14 
weeks in your office to guide patients and staff through 
the transition to concierge practice.

Expertise and technology
We offer unmatched business resources: an in-depth 
practice analysis, membership billing and collections, 
integrated marketing, public relations, to name a few. 

Regulatory support
We monitor developments with the Affordable Care 
Act and other regulatory changes so you can focus on 
patient care. 

“My patients say, ‘If I had known it would be this good, 
I would have helped you set up this practice a year ago!’ 
They see that all of the hassles disappear. The relationship 
with their doctor is no longer a stressful one.” 
— Jim Williams, MD, Washington, DC

2015 0706 0001 0013
07/2015

$100

Thrive as an Independent Physician, 
while delivering the highest quality 
service to patients

Enjoy practicing medicine again

“Everything that’s frustrating about traditional 
medicine ceases to exist.” 
Christina Skale, MD, Chesterfield, Mo.

4640 Adm
iralty W

ay, Suite 410
M

arina D
el Rey, C

A 90292

W
e get it.

You becam
e a doctor to

help people.
But that’s becom

e increasingly 
difficult as you race from

 patient to 
patient, one eye alw

ays on the clock.

You—
and your patients—

deserve m
ore.

U
S PO

STAG
E 

PAID

Primary Care  
the way you imagined

The traditional primary care model is clearly  
broken. Concierge medicine frees you to  
practice medicine the way it was meant to be  
practiced. The SignatureMD approach improves 
service to patients, boosts your income, preserves 
your independence, increases your intellectual  
satisfaction, and restores your work-life balance.

“I wanted to bring back some joy in practice,  
and have quality of life again. That’s exactly  
what concierge medicine has given me.” 
— John Verheul, MD, Midlothian, Va.

Congratulations, You Have Been Identified 
As One Of The Top Independent Physicians 
In Your Community.
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Everybody’s happy: My staff is happy. 
My patients are happy. I’m happy.” 
— Cathy Grellet, MD, Los Gatos, Calif.

Increase annual revenue by $250,000 (avg.)
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— John Verheul, MD, Midlothian, Va.

Congratulations, You Have Been Identified 
As One Of The Top Independent Physicians 
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 “I’m finishing my fourth year with SignatureMD. 
Everybody’s happy: My staff is happy.  
My patients are happy. I’m happy.” 
— Cathy Grellet, MD, Los Gatos, Calif.

Increase annual revenue by $250,000 (avg.)

Reduce patient encounters by 50%  without 
terminating any patients

Learn More
SignatureMD invites you to a private consultation 
to discuss the benefits of concierge medicine. 
We value your time and will provide a $100
gift-card in exchange for 20 minutes of your day.

Please call 800-601-7642
To verify eligibility and RSVP for a phone conference 
appointment. Our team of business consultants looks 
forward to sharing with you how SignatureMD enables 

physicians to thrive independently and deliver the 
highest quality service to their patients.

We keep it simple
Customized solutions
SignatureMD conversion specialists spend up to 14 
weeks in your office to guide patients and staff through 
the transition to concierge practice.

Expertise and technology
We offer unmatched business resources: an in-depth 
practice analysis, membership billing and collections, 
integrated marketing, public relations, to name a few. 

Regulatory support
We monitor developments with the Affordable Care 
Act and other regulatory changes so you can focus on 
patient care. 

“My patients say, ‘If I had known it would be this good, 
I would have helped you set up this practice a year ago!’ 
They see that all of the hassles disappear. The relationship 
with their doctor is no longer a stressful one.” 
— Jim Williams, MD, Washington, DC
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From my days of raising money for non-profits. Soft uncoated stock OSE printed with unidentifiable stains and wrinkles and converted to give the 
appearance of an old air-mail letter that had traveled around the world to find you. While I forget the stats, this design preformed well and stayed 
in the rotation for quite a while.     

Just a favorite


