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3 mm 2 in). The trend toward miniaturization requires printing on smaller and i .
smaller The PX340 will print accurately on small Labels, edge to edge with little error
toleran
Download the datasheet and get in touch with us to learn more about how a Honeywe
PX900 famity printer could benefit your operation

Landing Pages

Data Sheet

Accessories Guide

PX940 SERIES
INDUSTRIAL PRINTER

Banner Ads




Sales Tools
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Industrial Printer with Integrated Label Verifi

Honeywel s pleased 10 NNCUNce e newest asSiton 1 B Printer Product
Famity - the PXS40 Mgh Periormance industrial Printer wih Integrated Label
Verificaion. With the integrated verifer, customers roquired 1o comgly with
reguiaiory standards wil no longer be subjected 1o fines and other costs.
associled wih unscarnatie barcodes.

privtirg, Bluatoct" capatebty, and a plarform Tl supports muticle print
angusges, 0 PXOAO s a0 sy roplecaman or competive shareves The
PXIMO is ol for & Logistis, & Hoathcare,
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‘manufacturers. The PXS40 takes industrial printing 10 @ new level of accuracy
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"
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NEW PART NUMBERS
MODEL NUMBER  PART NUMBER DESCRIPTION

PXOMOA PXM0ADO100000200 ROW INK-INOUT 3N CORE, 2030]
PXO4OA PXMH0AD0100000202 ROW INK-INOUT_ 3N CORE, 2030]
PXO4OA PX940AD0100000203 ROW INK-IN'OUT_ 3N CORE, 2030]
PXO4OA PX940AD0100000300 ROW INK-IN'OUT 31N CORE, 3000]
PXO4OA PX940AD0100000302 ROW INK-IN'OUT_3IN.CORE, 3000|
PXO4OA PX940AD0100000303 ROW INK-IN'OUT_3IN.CORE, 3000]
PXIOV PXS40V20100000200 ROW, 1Yr-VER INK-INOUT,3IN.CQJ
PXI4OV PXS40V20100000202 ROW,1 Ye-VER INK.INOUT, 3N.C
PXS4OV PXS40V20100000203 ROW, 1Yr-VER INKIN/OUT 3IN.CQ)
PXS4OV PXS40V20100000300 ROW, 1Yr-VER INKIN/OUT 3IN.CQJ
PXS4OV PXS40V20100000302 ROW,1YrVER INKIN/OUT 3IN.CQ)
PXS4OV PXS40V20100000303 ROW,1YrVER INKINOUT 3IN.CQJ
For Mers intomation -
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PX940 FREQUENTLY ASKED QUESTIONS

Datasheet | Product Page

A ANS! Geading

150 15415/15416 s @ standard that describes how barcodes can be given a level of qualty
e scanned by a ‘scanver. This is also known as ANSI gradng.

scanners,

How does

For 1D barcodes he prietr wl caphure an nege of e barcode end anayze 10 everdy

Paramat barcode
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Frequently Asked Questic
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Primary Markets Focus: Transportation and
Logistics, Pharmaceuticals and Healthcare,
Shipping and Distribution Centers, Industrial
N f ing, and i

Customer Segments:
REGULATION AND LIFE SAFETY
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Battlecard

WHY HONEYWELL

INTEGRATED LABEL VERIFICATION TECHNOLOGY

PRECISION PRINTING

INTELLIGENT ASSET MANAGEMENT
AND MONITORING

SIMPLE AND INTUITIVE

Play Book

Battle Card
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https://sps.partnerconcierge.com/campaign-request

Multi-Touch Campaigns

Multi-Touch Email Marketing

* Three email blasts to your target list
Each email executed twice to maximize penetration
« Campaign landing page
Detailed reporting for sales follow-up
Co-branded collateral
* Program development and management

Integrated Lead Generation

+ 80 Hours telemarketing and lead qualification
* Three email blasts to your target list

« Campaign landing page

* Detailed reporting and daily leads distribution
» Co-branded collateral

* Program development and management

Additional Marketing Tools

Lead Nurturing $1,995 per month
6 Month program
* Up to 2,500 prospects / leads

Monthly variable data email blast
featuring sales rep name and contact

Landing page content and graphics
Monthly telemarketing follow-up

Detailed reporting and status updates
Program development and management

Prospect Profiling $2,500
Up to150 prospects

Cone




Email Marketing Campaigns

DIY Marketing Additional Marketing Tools

. E_eri/cljg to e>.<|ecute co-branded collateral Blog Post Copy $350 to $475
. emails
« HTML Landing page ready to post on your server Up to 400 words
» Support collateral
Digital Marketing $375 to $595

Up to 7 posts
Product Announcement - P P

* One email blast to your target list Database Append $0.40 to $1.00
Email executed twice to maximize penetration Per contact
« Campaign landing page
« Detailed reporting for sales follow-up New Database $0.25 to $0.75
» Co-branded collateral Per contact
* Program development and management
SEO and PPC Starts at $500

@MC Contact us today to develop a campaign that meets your needs — 480-349-9263



10 Steps to Successful Lead Generation

. Define goals & objectives (complete PDW)
Define call to action / offer to prospects
Review and prioritize prospect database
Partner sales review and approval

Sales training and readiness
Demo units or supporting collateral (infographics, white papers)
Campaign tactics and timeline

1

2

3

4

5. Honeywell CMM/VPM review and approval

6

7

8

9. Lead tracking, reporting and feedback to HPC
1

0. Plan lead nurturing and management activities




Lead Definitions

Phone Appointment
Prospect has agreed to a phone appointment with a sales rep.
Prospects should be contacted by sales professional and nurtured until they are ready to purchase.
A Lead
Leads with a project, budget and a timeline OR a prospect requests a sales rep to contact them with specific information and may
not have shared budget or timeline.
Prospects should be contacted by sales professional and nurtured until they are ready to purchase.
B Lead
Leads with a project, may or may not have a budget or defined timeline.
Prospects should be contacted by sales professional and nurtured until they are ready to purchase.
C Lead
Leads with revenue potential in the future. They are interested in receiving information and communication in the next 30 to 90
days. Prospects should be contacted by telesales and nurtured until they transition to an A or B lead.
D Lead

Email click-through, individuals who downloaded a whitepaper or prospects who requested specific information sent to them.
Prospects should be contacted by telesales and nurtured until they transition to an A or B lead.

Cone



Contact us today to develop
your custom marketing campaign

480.349.9263
Honeywell@PartnerConcierge.com

Request Your )))
Marketing Campaign
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