Winning the Marrkeiing Weair
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Punlicity?

Selling?

Custorner Service”?
Irrzaige”

Fricing?

net cloas meark

=

tng rnear to you?



Meareetng 1s e process of raicning

VWrien you rnarget Jou are rmaicning

Jou
JOUr gusiness
anc your produc

rieecls arnc warnis,

[ orservice
to your clients Worres
ancl concerns

The closer the merreting rmeatcr the rmore
reverille your opuslness will generaizs



Fernernoer ...
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Won't "Lry o pe allinings

Wil Unicler

cliernits

WL owrr ae postilon i

Wil see ¢
Calastro

5

rstaricl tnieirlue value of existng

corr pet]‘t]om AS EC

re






Not all clients are equal
Develop a proulflle of r're cdifferent types of
cligriis yoU 322 11 JolUr QuUsIriess

YWhnere are iney?

Frofile Jour geogragnic area, idenify pogulation
trends In your areza

Wno are they?
Icleritiiy lifestyle trends i your area
Wrat ere tnelr nesds anc werits

'
Wnet are tnelr worrles ancd concerns?






Get more of the ornes you warl

Spend tirne on proacilye margetng
Don'tiry to ve all tnings to all people

Develog profiles for yolr target rargeis

J~\/~JJH rrizireting Initiatives to sult 2ach
farg el mareer
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True value of client servic

(D

Iness hears frorm only 4% of Its

0200le tnelr probJerr. Ore, Ir flve vvJJJ LeJJ
tyerity
[T taies twelve gosiiive service ncldernts o

i
rneke Lo for one negative incidern
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Wy do we lose clienis?

SY0 I110V2 EleLy

5% cezvyelog giner friendsnips
9% lzaive Tor cornpellllve reason
14% are unnappy with the “procuct” or z
partcular ¢ Wrwr

o o . .

o8 Uil pecalse of an attiuce of
inclifferenice frorririe owner, Manager of
some employze

@



Trnae 5555 OO[dHHrLI Of
client service

1000 £ §120 22 = $240,000 Existing
1100 23120 22 =3284,000 |lew cliznts
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350,000 1o, of vislts
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Understand tne power of positioning

Conduct an irnzage audit on your oLUsiness

Vet clotney nsar?

VWrat clo clienis recelye?
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rlow do vo

Ll frigesure uo?
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Cornicluct arr irnzage alcit on your rrers
rnaterlel. Asi jourself:
Do | have an onling and local presence?

Aol giving rr] <l messages?

VWrat values riave |

attacned to rmy orancd?

Dozs 11y Jme ge reflect wriere | nave peen or

wriere | arr nezading?
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rlow co you rmeasure

rzierial, Crnecy for
Logos used in nor stariclard ways

Iniconsistent paper cololrs/cuzality
Differzrit narries on different rmaterizl
raclically ch~r~nr Wepsiie

LIQY



Keey In mmrJ rneec Js WELNTS, Worries ard

Selecting values you want attacned 1o yolrs
Irnege
Develop your own “grand spzad”

Crnoose your mearget gositiorning

Develog e gositioning staternent



Price to sull your positiorn

Pricing ls the fastest weay to posltion your
oroclluctin the rmarger
Are you pricing frorr tne 1op or pottorn?
Fs yourself

Does rny self esizern affect rny pricing?

Do | avold talking orice”

Do | rized o pe cormpelitive?



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



Are you winning?

=)

lernt not product focused
e client not product focus



Trneani You
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