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Solution 
ThomasNet created a comprehensive online catalog 
for AccuTherm that allows their buyers to search by 
dimensions, power consumption, application and 
other vital criteria, making it as easy as possible for 
prospective buyers to find what they need. Now, 
instead of hunting through a library of spec sheets 
to find product details, taking precious time to 
download, visitors to AccuTherm's site can evaluate 
and compare products, select the part that meets 
their exact need, request a quotation and even 
place an order right from the catalog. And, to maxi- 
mize traffic to the site - and, ultimately, to the 
catalog - ThomasNet worked with Stilley to fine- 
tune AccuTherm's positioning in a number of key 
product categories on ThomasNet.com. 

AccuTherm receives more than 
200 information requests each 
month from potential buyers who 
have already reviewed the 
company's products online and 
are ready to discuss specific appli- 
cations, product availablity or 
volume pricing arrangements. 

Results 
A key measure of success for AccuTherm is the 
number of qualified leads coming directly from its 
website. Before the online catalog went live the 
company received roughly 20 inquiries a month via 
the Web but few constituted viable sales leads. Now, 
AccuTherm receives more than 200 information 
requests each month from potential buyers who 
have already reviewed the company's products 
online and are ready to  discuss specific applica- 
tions, product availability or volume pricing 
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question that ThomasNet gets the credit." 

arranaements. "Havina an online cataloa went from being a 'nice to have' to an 'absol 
have'for ~ccu~herm,%ti l ley says. "~ur-catalog sales areup 60% in the first year, and the 
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