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Marketing Strategy and Planning Background

Every company is unique in their vision, goals, style, and approach. A single method for achieving marketing success will not work for everyone; we tailor solutions to each individual client. Finding the correct solution starts by understanding the history of the client, by working to facilitate their visions, and by putting pieces together to form a marketing plan. We monitor the individual components of this plan so that they have the best chance for maximum results. 
By answering the questions below, you will help us craft a solution that meets your needs, and wants. This questionnaire also takes into account your organization, brand, style, vision, and environment. It will provide valuable background information as a foundation to build from. This exercise is meant to be thought provoking and help everyone get on the same page. The more complete you are with your answers, the more valuable the information will be for everyone. (Note: We are comfortable with signing a Non-Disclosure Agreement if you so desire.)
------

Project/Marketing Team:

Please list all people and their titles that will need to be involved with scoping this project:

Name


Email address


Title


Involvement

Do you prefer to meet at your site, our site, or multiple offices? If multiple, please list. 

Project Schedule:

What is your timeframe to: 
(Please list exact deadlines if you have them, or a number of anticipated days, weeks, or months to completion.)

- Scope the Project/Receive Proposals:  

- Make a decision on your marketing partner:

- Finalize your marketing plan / budget:  

- Begin actively implementing your plan:  

Tell us about yourself:

Briefly describe your organization. (Who are you, what do you do, why does it matter?)

If you have an existing web site(s), what is the URL(s)/web address(es)?
Describe the concepts, products, or services your company provides and intends to promote. 

List two or three primary competitive companies and products. Please include their web addresses. Please also comment on the strengths and weaknesses of these competitors’ products. 

What types of marketing initiatives and advertising do you currently do?

Tell us about your audience:

To the best of your ability, describe the primary and secondary targets for your products and services as you understand them to be.

If you serve businesses, what vertical market segments do you currently market to?

If consumer-based, please list your target demographics for these consumers.

What has been your most successful means of marketing in the past 12 months? How about the past three years?

What are the least successful things you have done?

What is the percentage of repeat customers?

Do you track your average cost per lead, per sale, etc?  Why or why not?

About the Brand:

PLEASE SEND existing or planned marketing materials.

Describe briefly the feelings you wish your brand to evoke, and the brand attributes you want it to convey. (Sample feelings might include: warmth, friendliness, reassurance, comfort, or excitement. Sample brand attributes might include caring, honesty, humor, professionalism, intelligence, technological savvy, sophistication, reliability, and trustworthiness.)

Using adjectives and short phrases, describe the brand’s desired look and feel. (Easy to look at, edgy, classic, up-to-date, crisp, modern, traditional, understated, etc.)

What do you think your prospects think of your company?  

What would be the answer given by your clients for the above question?

What do you consider your differentiators? What sets you apart from your competition?  

What do you consider your weaknesses versus your competition?  

What do you want to be known for or known as by the marketplace?  

Tell us about your current collateral:

When is the last time you updated your brochures or sales literature?
How about your web site?  Can you update the web site at will?

What is the primary purpose of your web site?  Do you use it beyond marketing to help manage or serve clients?

Are you currently doing any keyword or search engine optimization?

Do you currently utilize any case studies?  If so, how current are they?

Please provide your best piece and why you feel it is that.
Please provide your ‘worst’ piece and why you feel it is that.
Current Advertising:

What is your current advertising schedule?  (Magazine, Newspaper, Direct Mail, Email, Radio, Television, Online, outdoor, Multimedia.)  

How much of each do you do?  

Do you utilize PR (Public Relations) at all? Internal staff or an outside firm?    

General Questions:

What is the biggest objection or complaint you get to your key products and services?  

Do you currently host any events, seminars, or customer appreciation activities?  

Do you have referral/loyalty programs in place or events to farm referrals?  

Do you exhibit at any trade shows?  If so, please list your booth inventory and the shows you attend.  

Where do you see your biggest opportunity for growth in your business (vertical/product/service)?  

Have you ever done a focus group with clients and/or prospects?  If so, when was the last time?  

Time and Money:

What is your average Sales Value? Please address each vertical market and/or products/service.

What is the average sales cycle for the majority of your sales? (This starts once an opportunity is identified. Feel free to be specific to vertical markets and product lines because we understand it could be quite different.)
What is the average time spent developing a relationship to get to an opportunity?  This could also be the ‘frequency’ with which you have to be in contact with them before they respond.
What type of growth are you projecting for in this fiscal year?  How about over the next 3 years?

What percentage of revenues/sales is dedicated to marketing?  

Have you ever operated with a strategic plan for marketing?  And stuck to it?

What percentage of Costs of Goods Sold (COGS) do you invest in marketing?

Do you currently have a formal process for follow-up with clients to track satisfaction with your products/services? Why or why not?

Where do you get most of your leads?  (Advertising, Marketing, Direct Sales, Referrals, Buy Lists, etc.)  

Current Marketing Budget for what we are discussing here. 

NOTE: Some organizations prefer not to disclose their budget, but if you are willing to tell us your budget, it will help us craft a solution that is most realistic and appropriate to your budget. A range +/- 10% would really be appreciated if you are able to provide that much guidance. 

-----

Thank you!

Thanks again for your time. Please save this document as your_org.doc (such as bevelwise.doc) and e-mail it to jbarry@bevelwise.com .
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