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Stated Business Goals
(in no particular order of importance)
1) Outsource your marketing so you can be free to work on other areas of your business – to make more money.
2) You want more people coming to your website
3) To track your marketing to see evidence of success and if it’s working
4) More body and fender customers
5) Increase the number of referrals (e.g. nationwide and State Farm Insurance)
6) More people coming to your store on a regular basis to build relationships. 

7) Make a big splash in your Shop 3 Location grand opening

8) The customer’s experience is “top of the line” every time they come to your shop
9) Increase the estimate to deal percentages from every Estimate writer
10) Increase awareness of the detail for life program & free pickup/delivery
11) Increase market share
12) Want to increase preferred customer which is newer model car owners
13) Increase your relationship and referrals with dealerships

Stated Business Philosophy

1) Honesty
2) Excellence
3) Profitability
4) Plus One Performance 
Stated Business Facts
(in no particular order of importance)

1) Breakdown of business receipts in your shops:

a. Body and Fender receipts 
90% 
b. Detailing Services 


7%
c. Glass Repair



2%

d. XL Wheels (rims)


1%

2) Breakdown of referrals business and sources:

a. Customer referrals


20%
b. Repeat clients


30%
c. Dealers



10%
d. State Farm Insurance

25%

e. Nationwide Insurance

15%

3) Average receipt for a body and repair job = $2700
4) Marketing  @ Shop #1
Monthly


Yearly

a. Radio 


$980



$11,760
b. Cable TV 
 

$0



$0
5) Marketing @ Shop #2
Monthly


Yearly

a. Radio 


$0



$0
b. Cable TV 


$600



$7,200
6) Marketing in Shop #3
Monthly


Yearly

a. Radio 


$500



$6,000
b. Cable TV 
 

$1100



$13,200
Total Yearly = $38,160 *

* figure does not include other marketing that may not be known
Current Business Model
(For all 3 shops)
 
Known Business Results



Marketing that Hopefully is Working


100% of business






0 % of business (?)




The Biggest Problem I See

The biggest problem I see YOUR COMPANY HERE is having is that you are not tracking your marketing. Tracking your marketing is THEE BIGGEST foundational thing I could recommend for the short and long term success of your company. And the fastest way to correct this problem is by having a master database that tracks all of your current, past and future clients, marketing, and employee performance for all 3 shops. 

A database will be your #1 tool that will help you base all of your current and future marketing and employee decisions. Specifically, the following are the main benefits of implementing this master database that will track all 3 stores:

1) It increases your ability to make intelligence business decisions with your marketing  AND your employees 
2)  Based on the statistics you will receive, you will be able to see the following:

a. The dollar expectation for a typical client per zipcode, gender, referral source, education level, age, and income level

b. What marketing is giving you the greatest return on investment

c.  Be able to see customer trends between all 3 shops. 
d. Which employees performance is increasing or decreasing?

e. Who are the top 5 referral agents between all 3 shops
f. Which area of services are increasing and decreasing between all 3 shops

g. Track the estimate to deal percentages from every Estimate writer

3) Great feedback of what your marketing is doing with real time data
4) It identifies where you should concentrate your marketing. Which marketing “channel” is working and which one does not.
5) It will enable you to stop wasting ineffective marketing more quickly

6) It allows you to predict future profits based on history and factual data
What I Can Do For You
1) Find Commonalities in Marketing 
With marketing you can do many things and target many different channels (yellow pages, tv, radio ect…) to market your business. With the many channels of marketing available finding commonalities in the marketing channels (you use) will systemize your marketing to the point where it can become VERY powerful for you.
This way you can be better able to manage your marketing with a little bit more of control and a systemized process. Your business is getting to the point where you need to operationalize your marketing . 
2) Give You the Best Return on Your Marketing
You can spend all sorts of money in marketing but the marketing that you do may not be wise from a return on investment standpoint. Business owners want predictability in terms of getting the highest return on investment as possible. 

[Some of the areas] that would give you this high return (which I highly recommend and I can implement for you) is as follows:
• Auto-Responder Marketing – marketing on autopilot which starts with customers going to your website
• Database Marketing where you can run marketing and sales reports from one platform. You can also see if there are demographic trends that results 

3) Do a Full Scale Marketing Campaign for the Grand Opening of Shop #3
• Create a buzz around the grand opening where we will get tons of people and reporters and TV media at the grand opening. You only get one chance to make a first impression and my sense we really go all out on your grand opening.
• Orchestrate a formal ribbon cutting ceremony in which we can video tape
• Create a Press Release (built on certain keywords) that we can distribute online so create a search engine marketing campaign

• Create displays at your grand opening that will emphasize your detail for life  campaign 

• Create a grand opening buzz where it reach effects not only Bettendorf but then entire Quad City Area
4) Build on The Foundation that You Have Already Laid
Part of my job as a marketing professional is filter out the good and bad of a company’s existing marketing campaigns. I sense it would be wise to redirect some funds from certain shop locations and put them in other locations due to the markets being tapped in that area (e.g. Shop #2). I would also redirect these funds to different channels that would be more effective for you in terms of awareness, the building of long term relationships and value.
However, you already have some marketing tools in motion that we can use. Specifically, in the following areas:

• Your website
• The catchy videos where your guys are singing along 
• Your Detail for Life Campaign
• Free Pick- up and Delivery
What I would do is put some of your existing marketing, put them in the right marketing channels to gain maximum exposure, and focus their effectiveness and impact.
5) Implement Community Based Sponsorship Programs

High School Students
• Sponsor yearbooks and proms –high school aged students have very high percentage of accidents. Getting your name imbedded in their minds (at a young age) is wise for the short and long term.
•Co-High School Presentation with Accident Statistics Specialist and yourself telling the students of the current statistics and the dangers of their age brackets  
• Give out Insurance and Registration Packets which also include the first things you should do when you get into an accident. 
Seniors
•Target community centers with a Bingo Night Sponsorships
6) Drive Traffic to your website
7) Maintain the relationships and increase the # of referrals from your referring sources. Specifically, in the following areas:
a. insurance agents
b. dealerships
c. customers
d. towing professionals
8) Write a specialized customer questionnaire card designed to get the all important demographic information for your customer database
This will be key as this will be the foundation that we base all of our marketing decisions on. This is the difference between marketing and “marketing intelligence”. 
9) Implement a customer satisfaction survey
10) Make you a customized video that is designed to attract and wow your customers to optin in to your email autoresponder list
Short Term Strategies
(8/15/08-12/31/08) 

It’s been my experience that ANYTHING is possible in marketing. You can do it all but having a clear-focused plan is huge and makes all the difference in the world.  
That’s why staging and timing your roll out plan is going to be huge to build a solid foundation for the future. Outside of doing what you’re already doing, I would focus on getting the following marketing in place between 6/15-12/31. 
1) Set up and implement a marketing blitz for your grand opening for your new store in Shop #3. Includes coordinating all medias, marketing materials and people 

2) Manage all relationships with your existing marketing campaigns and negotiate future rates with those relationships.

3) Set up the commonalities in marketing

4) Work with a professional to help you set up a database that tracks all your demographic information so you can see trends in purchase behaviors – not to mention the functionality of having very powerful data at your fingertips at your will.

5) Write a specialized customer questionnaire card designed to get the all important demographic information for your customer database
6) Set up a satisfaction survey and implement the tracking devise
7) Set up the automated email marketing system where your marketing to current, past and future clients is on autopilot. 

Long Term Strategies
(1/1/09-7/15/09) 
1) Implement Community Based Sponsorship Programs
2) Drive Traffic to your website
3) Improve the relationships and increase the # of referrals from your referring sources such as insurance agents, dealerships, customers and towing professionals
4) Blow up your DTFL Program to get maximum recognition in all 3 shops

5) Extend your business to be a specialist in dings and doink repairs through used car dealerships. This could literally triple your business down the road.
6) Send video testimonials of their clients to every insurance agent that refers us business. 
Questions I Have
1) When is your planned grand opening of your Shop #3?

2) What are you specific business goals for the rest of 2009 and 2010? Specifically, in profits for each store, referrals from each referral sources

3) What current marketing (outside of TV and Radio) are you doing?

4) When are you thinking of getting started with this campaign?
Proposal
Your client here
After reviewing all of your marketing needs, there is a management side of your marketing needs and marketing services side to your needs. Being that we are a full scale marketing management firm and services company we can definitely help you on both ends of your needs.
However, we can only help you if you are willing to be somewhat heavily involved (initially) until we get some of the systems, statistics and marketing approvals for the foundational areas of your marketing. It’s unfair to fully fill your shoes until we go through a period of adjustment. If this is agreeable, we should be able to work together and make this a smooth transition.  
To accomplish your needs and have our firm manage everything for you, your investment would be $4,166 (paid out in the form of a monthly retainer).  
This would include the following services for the next 12 months:

1) Our firm’s commitment to manage everything in the short and long-term section

2) All hosting and unlimited changes to your current website ($4000 value)
3) A Hollywood Movie Trailer Type Video marketing your business ($1500 value)
4) Set up your automated email marketing campaign ($3500 value) * 
Your investment to retain are firm does not include the marketing budget for professional services, props and materials that we will need to promote all 3 shops. We estimate the marketing budget to be between $2,500-$2,916 per month. After reviewing what your currently spending, we can trim down your current marketing expenses (e.g. $3,333 -$3,750) that it seems your already spending. Specifically, we would reallocate these dollars in places that will give you a “better return” on your marketing.   
A big emphasis will be your Grand Opening for shop #3 location and setting up the foundation and integration of all 3 shops. So you’re looking at a total of between $6,667-$7,500 to carry everything out for you and take everything off of your hands. 
Thank You
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Client Name Here
Just wanted to say thank you for your trust and business. Giving business owners “marketing vision” and systemizing it is one of my greatest privileges to do. Seeing the “wow” moment once they see the power of intelligent marketing is really a joy and privledge. I really believe the above recommendations will help your business grow and succeed this year and the years to come. 

Let me know what you think of the proposal as I have room for one more client with similar marketing needs as yours. It’s been my experience that we provide great relief for business owners who want to be free to concentrate on the core areas of their business rather than marketing their business. Again, thank you again for your business and marketing trust.








Success to you in 2009,
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Referral Program
Your Client’s Na me
Outside of making more money with the recommendations I made above, I wanted to share another “money making opportunity “with you. 

Referral Program Outline

Consulting Clients

Marketing Workshop Client
Paying Client #1 


$25




$15 
Paying Client #2 


$30




$20
Paying Client #3


$35 




$25

Once you refer 3 clients (for example) you will stay at the $35 and $25 threshold (continuously) from paying client #3 on. So there is an affinity of money that can be made by this referral program if you work it right. 
Be








Success to you in 2009,
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Good Relationships 





Repeat Customers





Referrals�Dealers�State Farm�Nationwide�Customers���





Creates Awareness 





T.V. Advertising





Radio Advertising





Desired Behavior�Spend money at 3 of your shops should they get into an accident�
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