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Telling the Right Story with the Right Approach to the Right People – that is the central theme of our 
Referral Builder Program*.  The first, crucial ingredient is the RIGHT STORY.  Since 1999, Eve B. 
Rose of Rose Communications has been a strategic partner of ours, helping investment professionals 
articulate the RIGHT STORY.  She is a communications strategist and a CIMA with extensive 
experience working with hundreds of investment professionals to describe who they are, what they 
do, and what distinguishes them from their competition.  Eve is also a certified coach for the 
implementation of our Referral Builder program.   

8 Reasons Why Marketing Brochures Fail 

“Can a marketing brochure bring in business?” That’s one of the first questions I’m asked when I 
talk to corporations and business owners about their promotional efforts. The answer, of course, is: 
“Yes and no.” No, because a brochure cannot represent your firm the way you or your sales force 
can. And yes, because an effective brochure can help you build the relationships that lead to new 
business.  

Unfortunately, most marketing brochures fail.  Here are 8 reasons why. 

1. They don’t describe the benefits. An effective brochure shows prospective clients why they 
should work with you or your organization instead of simply describing what the business does. 
Ask yourself: Does my brochure tell prospects what they will get out of a relationship with me or my 
organization? 

2. They fail to paint a picture of what it’s like to work with you or your organization. If a 
brochure’s message is limited to a canned description of your business process or a laundry list of 
services, it will make you look like everyone else. Ask yourself: Does my brochure tell a story that 
would be recognizable to satisfied clients? 

3. They take the easy route. Many brochures recycle existing corporate material and don’t say 
anything to make the business stand out. Ask yourself: Does my brochure tell potential clients 
something they don’t know about me, my business, or my industry?  

4. They speak in jargon. Some brochures try to impress their readers. But if you want to convince 
prospective clients that you’re smart, tell them what they want to know in terms they can understand. 
Ask yourself: Is my brochure written in plain English? 

5. They try to “wow” prospective clients. Adjectives are no substitute for substance. Maybe your 
brochure has a jazzy style, but superlatives do not tell prospective clients why they should do 
business with you or your organization. Ask yourself: Does my brochure get to the point?  

6. They have no unifying theme. A good brochure defines your business and tells potential clients 
what makes you unique. Ask yourself: Does my brochure have a clear message to deliver and does 
it do the job? 

7. They go on and on – and on. Some marketing brochures try to tell readers everything. But 
brochures do not close sales; they position you to make the sale. Ask yourself: Does my brochure 
make the case for hiring me or buying from my organization? 
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8. They look home-made. Some smaller businesses don’t invest in professional design or printing. 
Instead, they create something on a PC, then put it in an off-the-shelf folder or between fancy covers 
using a comb-tooth binding. Ask yourself: Does my brochure present the image I want?  
 

To learn more about Rose Communications, please go to: www.ParagonResources.com/about/rose.php3.  
Rose Communications offers a 10% discount on their services if you mention PARAGON sent you. 

*The Referral Builder™ is a turnkey system for turning more of your Key Clients into Advocates.  Advocate-
based marketing system that helps investment professionals get more referrals from key clients and centers of 
influence.  Comprehensive system includes everything (scripts, worksheets, samples, forms, etc.) you need to 
implement a powerful referral program in your business by turning your clients into advocates. System 
includes two workbooks - Story Builder and Advocate Builder, Master Forms and Audio CD. 

To learn more about our practice management tools, please visit our website at www.ParagonResources.com 
or phone us at 770.319.0310 to learn more. 
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