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every time. We offer crisp writing,
eye-catching design and
punctual delivery.

510/724-9507
jeff@put-it-in-writing.com

Put it in Writing

Newsletter Specialists

eInterviewing  *Graphics

e Writing e Typesetting
eEditing ePhotography
*Design *Printing
1517 Buckeye Court

Pinole, CA 94564
510/724-9507; 741-8698 (fax)
jeff@put-it-in-writing.com
www.put-it-in-writing.com

Jeff Rubin

@ PRINTED ON RECYCLED PAPER

JEFF RUBIN SPEAKS!

\]eff Rubin speaks on writing, marketing
and business development.
His programs include:

STRATEGIC INTEGRITY
Learn how integrity, reliability and
humanity are great marketing strategies.

PUT IT IN WRITING
Learn the writing and design tech-
niques that get readers to respond to
your printed marketing materials.

IF YOU MARKET IT, THEY WILL COME
Convince people they cannot afford
NOT to do business with you.

www.JeffRubinSpeaks.com
877/588-1212
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> The Whize Sla“

A quarterly compendium of writing tips
and other useful information

BLESSED WITH TALENTED FRIENDS

ne of the benefits of being
O in business for 22 years is

knowing a lot of intelligent,
talented people.

Two of them have articles in this
newsletter. Paul Wintroath, whom
I've known since he was a student
intern at The Mechanics Bank in
the early 1980s, writes about cus-

CUSTOMER SERVICE
A KEY TO SUCCESS

Editor’s note: Paul Wintroath is a
Vice President in the Investment
Department at The Mechanics Bank,
which will celebrate its 100th
anniversary in 2005. Paul wrote this
for the bank’s newsletter, which Put
It In Writing has published since
1982.

By Paul Wintroath

tomer ser-
vice, one of
my favorite
topics.

And a
new col- v
league of
mine, Sandy

= g
Shepard, |
writes about
protecting
intellectual ﬂ !

property, a JEFF RUBIN
concern of

every small business person.

Having friends like these means
less work for me, and more good
information for you. | hope you
find these articles beneficial to you
and your business.

deal with and help our customers. We've learned over our almost 100

S o much of the success of The Mechanics Bank has to do with the way we
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