
SOLUTION: WHY NOT A MARKETING/SALES FIRM?

LESSONS LEARNED

Multiple defense companies enlisted 
Skylance, a strategic advisory firm with vast 
experience in communicating with decision-
makers from defense ministries and other 
defense corporations. 

Skylance’s ability to understand the language 
and concepts surrounding ISR technology 
in defense environments was critical to their 
communication effectiveness, especially in 
sensitive high-stakes engagements. This 
expertise made Skylance an unconventional, 
but invaluable partner compared to generic 
marketing firms.

Skylance conducted a thorough review of the 
company’s existing catalogs and identified several 
areas that needed improvement, including product 
descriptions, value propositions, and pain points of the 
customers to address.

Skylance’s design team worked closely with the 
defense company’s team to develop a new product 
catalog that was easy to use and understand. They 
updated the product categories and descriptions 
to accentuate advantages and added high-quality 
images of each product to help potential customers 
understand the product.

This succees contributed to efficient meetings and 
increased sales. 

Defense companies that specialize in manufacturing and selling military-grade equipment and C4ISR (Command, 

Control, Communications, Computers, Intelligence, Surveillance, and Reconnaissance) had outdated product 

catalogs that were difficult to navigate and did not adequately showcase their products. The product catalog was 

typically sent to international customers across the government and private sector.

These customers often struggled to understand the products they needed and ultaimtely turned to the client’s 

competitors for their needs. Unclear design and over-emphasis on technical specs and features in the materials 

resulted in too many meetings that involved repeated discussions or decisions not being made.

Multiple defense companies needed to revamp their 
catalogs and pitchdecks 

Skylance’s specialized exposure in communicating with 
decision-makers from defense ministries and other defense 
corporations allowed them to effectively streamline complex 
information about C4ISR technology and other defense 
concepts. This expertise was key to understanding the 
client’s needs and their customers needs.

Skylance conducted a thorough review of the defense 
company’s existing catalogs and identified areas for 
improvement based on the pain points and needs of the 
customers. By addressing these issues, they were able to 
create new catalogs and decks that were easy to use and 
understand, ultimately leading to quicker closings and 
increased sales.

Skylance’s design team and client defense company’s team 
collaborated on a new product catalog that met their needs. 
They were able to create modern catalogs and pitchdecks 
that helped the company achieve its goals.
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