Client: Raisio Benecol

Lead agency: ID BBN

Benecol Partners by Heart —
promoting synergies to increase
sales

Target Group

The target group for Benecol is divided into three categories:

1. Business to business — existing and potential food
industry partners

2. Health care professionals

3. Consumers

BBN tasks have focussed on b-to-b communication.

BBN involvement

ID BBN Finland is the lead agency, but the following

BBN agencies have participated in various tasks and work-
shops: BBN UK, BBN Germany, BBN France, BBN Spain and
BBN Australia.

Situation

Raisio Benecol Ltd is the producer, seller and marketer of
the Benecol ingredient. Its customers/partners operate in
food industry and they produce and sell the end products in
their own markets. Benecol products are sold in nearly

30 countries and the company actively works with 20 major
food industry partners. The co-operation with the partners
is the key to building and developing the worldwide brand.

The co-operation with Raisio Benecol and ID BBN Finland
started in September 2004. The marketing team was faced
with the challenge of bringing together Benecol food in-
dustry partners to build a consistent Benecol brand. The
team was fresh with ideas and enthusiasm to start a new
era of communication with all their heart.

The tasks
The primary task was to build a consistent program to unite
the partners.
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