
 
 
 

 

 
 
 
 
Customer: Rutland Tool & Supply 
Website: www.shoprutlandtool.com 
Industry: Metalworking tools, safety supplies and welding products 
Solutions: Online Reference Catalog and Sales Flyers 
 
 
About Rutland Tool & Supply 
 

Rutland Tool & Supply is a Whittier, California-based tool seller. Each year they publish around 
30 different reference catalogs and sales flyers, the full reference catalog containing 1,300 
pages with 85,000 items! 
 
 
The Challenges 
 

Rutland does a mere 2% of its business on the web, says Advertising Director Jim Henry. In an 
effort to switch their customers to Internet ordering, the company decided to give their catalog 
and sales fliers a second life online and on CD-ROM.  
 
Henry had initially tried Google Catalogs, but quickly rejected it because of the inability to click 
into the e-catalog pages for more product details or to make a purchase. This is where Dirxion 
stepped in. In January 2006, Dirxion converted Rutland’s first reference catalog into an 
interactive, fully searchable digital catalog. 
 
 
Best Practices 
 
Both the catalog and sales flyers have features designed to make them more user-friendly. One 
is the English-Spanish toggle, which covers instructions, table of contents and interface buttons, 
which “are enough if the guy knows what he’s looking for,” says Henry. 
 
Rutland recently incorporated a video link into one of its sales flyers. “Sometimes we have a 
product that requires a little more explanation,” Henry says. One pair of safety gloves looks a lot 
like another, but the video explained the qualities that set this particular glove apart and made it 
worth the marginal extra cost. 



 
 
 
 
 
And the Results … 
 
“We believe we have to have the catalog online to assist our customers,” says Henry. He thinks 
it will definitely be a way their customers will choose to purchase as they become more aware of 
the online catalog.  
  
“Our salespeople like having it because they can direct their customer to the web and view the 
catalog with that customer online. This is great.” 
 
When asked whether or not the company was going to continue doing it, Gavin Contreras, 
marketing research manager for Rutland, responded, “Absolutely.” 
 

 
 

Browse the latest Rutland Tool & Supply Reference Catalog:  
 

http://rutland.dirxion.com 



 
 
 
 
 
 
 
 
 
 
Rutland has done an excellent job in terms of promoting their online catalogs and sales flyers. 
Dirxion’s Catalog Production Team works to get Rutland’s new catalogs posted on their website 
about a week before they arrive in customers’ mailboxes. Additionally, the company has e-mail 
addresses for about a third of its customers. Each receives a heads-up e-mail that their catalogs 
are on the way. A weekly e-mail blast includes links to a half-dozen items from the current sales 
flyer. See below for examples. 
 
 

WEBSITE MARKETING: 
 

 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

Dirxion says: 
      

      The value that your digital catalog brings to your business is only as good as the promotion 
      it receives. “  ” 



 
 
 
 
 

E-MAIL MARKETING: 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


