Winning the Marketing War!
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Wrat does marretng rnearn to you?

Customer service?
Image?
Pricing?
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Meareetng 1s e process of raicning

VWrien you rnarget Jou are rmaicning
/oL
JOUr gusiness
ancl your r)r ocllct or service



Fernernoer ...
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Wil e custorner not product focused

Worn't 'try o pe alltnings o all peopls

CLSIOIrEers
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Wil 22 cornpetition and tougrn tre
cnallenge nol Tro,
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Develop a proflle of the differeni t/pes
custorners you see in your oLsiness
Evallaiie gutentlal rmarkeis

INost urofitapnle

2323t o reacr

I/Nost cesiranls

Dor'tiry 1o vz allinings to all people
Develop client proﬂJes for target rarget

J-\/~JJH rnzrketing initiatives to sult targst



True value of exisiing cusiorners
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Pe ole most likelyto oLy frorm you at
iy tirne are exising clients

~. F/HJWIJ Lsiriess nears frorr only 4%

of Itz dissatisiizd cliznts

e otner 95% just quletly go awey,
f I r

18Vl COMMe Dacy



Wiy do we lose cusiorners?
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5% cezyelog giner friendsnips
9% lzzive Tor cornpellllve reasorn
14% are unnappy with the “procuct” or z
particular ¢ Wrwr

&8 quit because of an atlifucle of
inclifferenice frorririe owner, Meanager of
some employze

U )
@



Tr

R

= $3%% potential of
cusiorner servic
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A crniallenge not a caiasiropne!

Sirenginen your gositoning and irmage
Sirenginen your visigility
Dey

elog puslicity strategies
Irriprove yolur service levels

Feview /J‘Jf -_ry NarKets

Beware of adiscolunt rmentality

Y

Loor for opoortunities 1o work 1ogeine



Be 2 Winning ousiness arnd get
rnarretng!
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