Contents at a Glance

JOEFOAUCEION «eeeeeaeaaeaeeeeeeeennnaaaaeeeeeeeennnnnaaseeeeeeennnnnaes |

Part I: Tools for Designing Great Marketing Programs .... 7

Chapter 1: Boosting Your Business with Great Marketing...........cccccecevviinviiniienienennns 9
Chapter 2: Crafting a Breakthrough Marketing Plan............ccccoovevviniinniniinennennnen. 29
Chapter 3: Cutting Costs and Boosting Impact............ccccoiivininininiinineneneeceeee 59

Part II: Advertising Management and Design............... 77

Chapter 4: Planning and Budgeting Ad Campaigns .........c.cccoveeveeveeevienieneeneeneenneennenn 79
Chapter 5: Shortcuts to Great AdS .......c.ccceeeeeiierierieeiieeeeeeetee et sae e ese e aens 93
Part l1I: Power Alternatives to Advertising ................ 119
Chapter 6: Branding with Business Cards, Letterhead, and More..............cccc....... 121
Chapter 7: Creating Eye-Catching Brochures, Catalogs, and Spec Sheets ............. 141
Chapter 8: Planning Coupons and Other Sales Promotions...........cccccceeevevveneennnnne 167
Chapter 9: Spreading the Word with Newsletters ........ccccovvvviiiiinciniiniiniinieenne 181
Chapter 10: Taking Advantage of PUDLICItY ........ccccovvienieninciiniieieccceceeeeeeee 205
Part IV: Honing Your Marketing Skills....................... 225
Chapter 11: The Customer Research Workshop .........ccceceveiininininniinenceee. 227
Chapter 12: The Creativity WOTKShOD .....cccveeieiiiiiiieeeeceeeeeeeee e 241
Chapter 13: Writing Well for Marketing and Sales.........cccccocevviirvienciencieniieniieneenennne 257
Part U: Sales and Service Success..........cceeeeeeeeeeeeenns 291
Chapter 14: Mastering the Sales Process.........ccccovvevienieniniiinciinsieniecieseseeseesieenne 293
Chapter 15: CloSing the Sale........ccccieiiiiiriecieseeeeeee ettt eesaeesae e 305
Chapter 16: The Sales Success WOrkShop........cccceeererecnincnnncnincceeceeene 317
Part Ul: The Part of Tens........cccceceeeeceeeiaeecseeesaeeecse 331
Chapter 17: Ten Great Marketing Strategies ..........ccoceveeverviiniiniienienieneneeneeeene 333
Chapter 18: Ten Ways to Make Marketing Pay ..........ccccceverviiriiiniiencieniienienieneeieene 339
Chapter 19: Ten Ways to Market on the Web ........ccccccoviriiiiiinininieceeeee 343

Appendix: About the CD ............uuueeeeccccacaannneeaaaaaees 349
JAAEK ...ceeeacaaeeeecaaceacaeanacneecnaanecneannannesnsnsesaeaasees 3D






Table of Contents

JHEFOAUCHION.....eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeseseseeesseeeeeees |

ADbout This BOOK .....couiiiiiiiieiiieeeeeetetetetete e 1
Conventions Used in This BOOK.........cccccccuiiiinienieiieiieiecieceeceeeeeeee 2
What You're Not t0 Read........cccooevieiiiiniiiiiinieiciceeceeceee e 2
Foolish ASSUMPIONS.......ccccviiiiieiieeeceee e 2
How This Book Is Organized...........occeceevienieriininiieeieeeeeceeeee s 3
Part I: Tools for Designing Great Marketing Programs...................... 3
Part II: Advertising Management and Design ..........ccccceceevivenueenennnnn. 3
Part IlIl: Power Alternatives to Advertising..........ccoccevveeveininvennenncen. 4
Part IV: Honing Your Marketing SKillS ..........ccoccevenirennieninnieceeene, 4
Part V: Sales and Service SUCCESS........c.cccveeviirveeieneenieeieeieesieeaeeannn 4
Part VI: The Part of TenS........cccocvevierviiniiinieniieieceeneceeeeieeeeie e 4
Icons Used in This BOOK ........cccccovirieiiieieeseceeceeeese s 5
Where to GO from HeTe..........ccoooiiiiririeieeceeceeee e 5

Part I: Tools for Designing Great Marketing Prograus............ 7

Chapter 1: Boosting Your Business with Great Marketing . ......... 9
Finding Your Marketing ZOone...........cccccueeiirieeienienienieesieeie e eve e ene e 9
Pinpointing Your Top Three Sales and Marketing Tools ......................... 11
Adjusting for the Economic Cycle.......c.cccooevvieniiniiniiniiieienieeieceeeee 13

Tightening up for tough times...........cocoeciiiiiiniiniieeee, 13
Taking advantage of a growth economy..........cccceeeeviieciiecieniennnnne. 15
Marketing Smart to Avoid Costs and Risks ........c.cccceeevervierciinciinceenieneennen. 16
Strengthening Your Marketing SKill-Set .........ccccocvevviirnieniiniiniiniiniecee, 17
Design, copywriting, creativity, and more...........cccccocevvervienveenennne. 18
Artful persuasion: Sales skills to the fore..........coccocevenininnincnnn. 18
Quick skill-building tricks and tips .......cccceevveveeveecenciecieeieeieeeee 19
Designing Your Marketing Program..........cccccoeceevivviinniennenienienienceeeenn 19
ProducCt...c..coooiiiiiiicce e 21
PrICE ..ttt 21
Placement .........ccoouiiiiiiiieeee et 21
Promotion .......cooeiiiiiniiiieceee e 22
| oT0) ) (U PR 23
Profiting from the Five Ps .......cccoooiviiiiiiiieeeeeeee 24
Exercising Your Marketing Imagination ...........ccccceccvevieevenciencienceeneeneennen. 25
Reframing Your Presentation..........ccccocovieniiniininniinniecieciecieeeeeeeeen 26
The Five-Minute Marketing Zone Plan ..........ccccoovevvinniniiniiniiniicnceeeen, 27
ON e CD ettt ettt ettt sb et eens 28

Chapter 2: Crafting a Breakthrough Marketing Plan................ 29

Auditing Your Marketing ACtivities.........cccceevvevviivienieiieececeeeeeee 29
Evaluating your marketing foCuUs .........c.cccevviiriinieieniiieciciecieeee 31
Evaluating your marketing SCOPE .......cccecvevierienieneesienieeieeieeeee 32

Auditing your marketing activities .........cccevevvieniiiniiiniininnineniens 32



X

Marketing Kit For Dummies, 3rd Edition

Analyzing your management and control.............cccoecveevvieiiennnnnns 33
Checking your Creativity.......cccoceeceeeeeseenienieeeeceeie e 34
Using Audit Results to Focus Your Plan.........cccccevivviieviniinciniencceene, 35
Formatting Your Marketing Plan ........c.cccocovviiviniinninniniinenieienceeeen 37
Writing Your Marketing Plan the Easy Way .......cccccoevviveiiieeccieecieee, 39
Using the marketing plan template.........cc.cccoeeiiriieniiincieinieeieeee, 41
Gathering information before you start........cccccecevcerviirvincenceennnnne. 41
The outline used in the planning template..........ccccoccevvirnieninnnnne. 43
Developing Your Marketing Strategy .........ccceeeevieeniiesieecieeieeieeeeeeeeeennn 44
Basing your strategies on your core brilliance.............c.ccceeuvennen.e. 45
Deciding whether to adopt a new strategy
Oor improve an old ONE ..........cccuiieiiieiiecie e 45
ChooSINg yOUT Strategy.......cccevieeieeieiiieieeieeiteeie et 47
Setting specific objectives for your strategies..........cccccceevueerennnne. 51
Running Goal-Oriented Marketing Experiments..........cccceccevviervienvenennen. 54
Planning Benchmarks for Marketing Communications ..........c..c.ccecceuee.e. 54
ON the CD ettt sttt st e enea 57
Chapter 3: Cutting Costs and Boosting Impact.................... 59
Taking a Look at Low-Cost and No-Cost Marketing Ideas ........................ 59
Transit advertiSing .........cccccveeeeeiecieecieeiecece e 59
PUDLCIEY veeveeieeieceeteeetetee ettt 60
Viral marketing on MySpace or Facebook............ccccceeveninninnnnnnnnns 60
Low-cost display ads in online communities ...........ccccccceevveeenrennnen. 61
Text messages — a new viral marketing frontier?............c.............. 62
The classic flier — tried, true, and free ........cccceevevvveivceeiieiveeeennns 63
The informational booklet or brochure...........cccoccevviirvinnieniennnnne. 63
The informational Web page or blog.........ccccooveeviiienniiniinnienieneenne. 64
Pay-per-click advertising (keyword ads) .........cceceeveerienenencncnniennns 65
Widgets, gadgets, and the like..........cccceceeviieiiiniiiniieniinieeeeeeees 66
Word of mouth or referral marketing...........cccocuevveeneeniiniinennennnnnns 67
Events, parties, and charity fundraisers..........ccocceeceevervirveneenncnnne. 68
Better looking basics: Stationery, business cards,
and DIrOCRUIES ......cocooiiiiiiiiieee e 68
Asking for the business.........ccccocevviivviieieniiiniineececeeeeees 69
Harnessing the Power of Information ..........cecceeevviniiniiniinninncnicnceen, 69
Exercising Creativity: Ideas Are Free! .........cccooiviiinininneneneneceeeeee, 71
Narrowing Your Focus to Cut Costs and Maximize Impact ..................... 73
Focusing your marketing message ..........cccoceveereenersienniennienseeneenne 73
Focusing your marketing program ...........ccccceeveeverversiensiensienseeneenne 74
O e CD ettt ettt sttt sbe b et etens 75

Part 1I: Advertising Management and Design...................... 77

Chapter 4: Planning and Budgeting Ad Campaigns................ 19
A Practical Approach to Ad Budgets ........ccccceeviviinieneecieiecececeee 79
Setting your ad budget.........ccceeeueveiiriiniieniinieeeee e 80

Planning your ad campaign ........c.cccecuevvierienieneeneeneeienieeeesee e 82

Adjusting the ad budget for a B2B plan ...........cccccevvevieiieneiecneennen, 85



Table of Contents

Tailoring Your Advertising Plan to a Specific Goal..........ccccceccererereenennen. 86
Budgeting based on goals.........cccceeiieieeieniinieeeeeeee e 88
Using an Advertising Objectives Worksheet ...........cccocvvvvenvennnnnne. 89
Preparing a month-by-month ad plan ..........ccocoeiiiiiiiniinnnnnnnnne 91
Staying flexible throughout the year...........cccoceeveeiecieciccieciene 91

O e CD ettt sttt sa e sttt 92

Chapter 5: Shortcuts to GreatAds......................ccoovnnns. 93

Following Do-It-Yourself Shortcuts.........cccoeceeireiinienininenieenenereeceeeneen 93
The tried-and-true visual appeal ad ..........ccccoevveveeveeviincincieeieneee, 94
Some basic ad templates ..........ccceeeeeiiiiiiecciieeeee e, 97

Creating Ad Concepts for Fun and Profit............cccccoeevveeieniiiniinieneeeene 102
The MoOod ad.......ccovirieieiie e 103
The WiSAOm ad ......coceviiiiiiiiieieeee et 108

Making an Impact by Using Visual Shortcuts..........cceceevvercieniinienennennns 111
Using a beautiful landscape photo ........ccccoeceeviiniineniiniiniienieneen. 112
Portraying an attractive person.........ccccccevceeveieiiciennieeecieeeee e 113
Inserting a humorous CartOON..........cccoevveeviierniinnieiieeeeeeee e 113

Giving Postcard Marketing @ Try.......coceeveeviervieniieniienienieneeseeseeseesieenne 114

Using Web Pages as AdS .......ccevvrereeieieieeseeeeceteete e 116

O e CD ettt sttt 118

Part l1I: Power Alternatives to Advertising................ccc.... 119

Chapter 6: Branding with Business Cards,

Letterhead,andMore ..................o i 121
Who Are You? Establishing Brand Identity..........ccccccoevveciieiinciievieniennn. 121
Managing the Presentation of Your Brand Name..........ccccccoecverveneenenns 123
“Selling” Your Business Cards ...........eeeevuervieriiennieniieniienieneeneeseeneenieenne 127

Making a good overall impression............ccceeeveeeciieecieecceeecieesieenns 127
Deciding on design details..........ccceevueeieeienienieneeceeieeeee e 128
Who needs a printer when you have Word? ...........cccocvevveueenennen. 130
Designing Your Letterhead and Envelopes..........ccccooeevieniiniiiniincenenns 134
Conveying your image through paper and print ...........cccceeunnee.. 135
Keeping visual control in faxes and e-mails ..........cccccceecveecveenennn. 136
Maintaining Your Identity on the Web..........cccccocirviniiniiniiiiieeees 137
ON the CD ..ttt ettt 139

Chapter 7: Creating Eye-Catching Brochures, Catalogs,

andSpec Sheets. ...ttt e 111
Considering YOur Needs.........coocueveeiieniiinieenieiieniesieeieetesee st e sieesaeenes 142

The simple one-page spec sheet or flier..........ccocevevvinviinviennnncnn. 142
The multipage brochure...........cccccvevieevieeiinieceeceeeeeeeeeee e 142
Catalogs and DOOKIELS .........cccveriiriirieriieeeeeeeeeie e 144
Becoming a Brochure Wizard ..........ccocoviiniiniiiiinininieciecieeeeeeee 144
Brochure design considerations...........ccocceevieviinennensennennienneenen. 145
Paper characteristiCs .......couevieciieciiiiecieeecceee e 149
LaYOUL tIPS .ecuvieiiiiieiesieritee ettt ettt sae e sae et veebeenesaee s 149

(070) 0372003 gl o) ¢ | oL USRS 153

xi



XIl  Marketing Kit For Dummies, 3rd Edition

COLOT .ttt 154
ATEWOTK .ottt et sa e st rene 155
Photography .....cccooieieieieeceeeeeeee et s 157

Clip art and stock photography ........cccccoeveeviivinieniiniinienienieeene 157

Crop and fold Marks .........cccecveiiiiienieeeeeeeie e 158
Making Digital BroChUres ...........c.ocoevieieiiiniieicececeee e 158
Captivating Catalogs .......cccvevverrerieieieieeieee et 159
Design considerations.........cccccecevviiriieniieniienienieneeseeieee e 160
Benchmark catalogs for your reference ...........cccceevvvieciiencinnnene 161

The list faCtOr ...ccvieieieieeeeee e 162
Spectacular SPEC SHEEtS.......ccoovviviieeieriiieeeee e 163
Formatting your spec sheet........cccooevvieniiniininnicnneneeieeeene 164
Ensuring that your spec sheet is up to snuff............c.cccveeeennnen. 165
Marketing with Booklets and BOOKS..........ccccceeeeiieiiecienieciecieceeeeeieene 165
ON the CD..eieeee ettt sttt sae e s e e saeenaeenee 166
Chapter 8: Planning Coupons and Other Sales Promotions. ....... 167
The Importance of Profit .........ccccoeceeeieriiniinienicicececveceeeeeeeseeeee 167
How Promotions Affect Sales..........coccevvieriiniinenninniiieeiecieseeseeseeneenne 169
Planning Coupon Programs...........cccecevvierieniineiniennennienieeeeeeeeeeseenieenne 170
The basics of coupon profitability analysis .........c.ccocceeevenenenenne 171
Coupon profitability analysis step by step......ccccceeceecierciercienceennnnn. 173
Testing multiple SCENATIOS .....ccccevvvirieriieniirieieteeeee e 177
Learning from eXperience..........ccocevverviereeneeneeneenienienieeeeeeeneens 177

Ah, but did it WOTK? ....oveieiiieieieieeeeeee e 178
Some Alternative Approaches to Sales Promotions ..........cc.ccceevevvennens 179
Offer free fOOd ..ottt 179

GIVE GIES .ot 179

Offer rewards for repeat business...........cocecvevererenencceneneneee. 180

ON the CD .ottt ettt te s e s e s be e s e e saeeaeenes 180
Chapter 9: Spreading the Word with Newsletters................ 181
Why You Need a NeWSIetter.......cccccieiieiiieieeiecieceeceeeeieeie e eve e 181
Examining the Elements of a Newsletter ..........cccovvvveenienvinciiniienieenennns 183
Masthead and nameplate...........c.coccvieeiieiiieeciicceeeeeeee e 183
MOAUIES......ceiiiie ettt 185
ATHICLES .ttt ettt e 186
Headers (like this 0ne)........ccccceeeveiiiieniieniinienieececeeeeeeeeenn 188
Y D ettt sttt ettt st aee s 189
L070] 111 400 -0 190
Leading and Kerning .........cccceeeeeueeviieiieriienienieseeseeseeieesve e eneeenens 190

Flow and readability........cccccooveeviriiiiiiiniiienieeeecceeeee e 191

SHZE ettt st ettt st aee s 193
Photos and artwork..........cccooeeiiniiiiniiniiceeeeeeeeeeeeeee 193
Templates for Desktop Publishing .........ccccoeceeieiieiieiieieciecieceeeeeeene 194
Measuring YOUY SUCCESS......cccevierieenieeniienieeieeiestesitessessessesseeseesseensesnee 198
Saving a Tree: Electronic Newsletters ..........ccoccevirvinnenvenienienieneeneene 198
E-mailing a Portable Document Format (PDF) attachment .......... 199
E-mailing an HTML PaE.......ccceeieriiiiieeieeiecieseeseesieeie e eveeae e 199

Sending hybrid e-mails.........cccceccerviiriiiriieniieniinieeceeeeeceeee e 199



Table of Contents

Blogs instead of newsletters?.........cccocoeviveiieeciiiccieeceeeeeeee e 200
MailiNg @ CD ...ttt ste ettt eaeesae e 201

A Few Thoughts 0n LOZOS .....cccevieiiriiiiinieciececececceieeie e 202
ON the CD ..ttt et st 203
Chapter 10: Taking Advantage of Publicity...................... 205
Understanding and Using PUblicity........ccccoeveviiviininnennieniinienienceeene 205
Publicity versus advertising..........cccccceeeevecieeniiecieeceeeeeeee e 207
Publicity versus public relations ..........ccccoeceevieneenensennennenneenen. 207
When to hire @ Pro.....oecccecieceeiicieeeeeece et 207

Be NEWSWOITNY .....ooviiiiiiiitceec et 208
Developing a Media Kit ........ccccevviriieniieniiniinieeceeeeeeeeee st 210
Assembling your Kit.........cccocuevieiiieniieiieiecieceeeeeee e 211
What about using your Web page as a media kit?...........cccceu...... 211
What’s the hoOK? ......ccccooriiiiiiiiiieccccecesenee 211

The Press Release That’s Going to Get You Publicity .......cccccceceeveenens 212
Getting a reporter to take notice ..........coceveeieveninineiieeee, 212
Making sure your release is “news ready”........cccceeeeerercrencrercvennnens 214
Pitching Your Release to the Media.......c.cccoceevirviiiviinneniieniienienieneeeene 215
Including a cover letter ...t 216
Don’t forget to fOllOW UP! .....cceeciieiiiiieieeeeceeeeeee e 216
Dealing with rejection .........ccccecivviiviincieciiececeeeeeeeee e 217
Creating Your Mailing LiStS........cccceeriiriiinieniiiiiiiiienieeieceeseeseeseeseeieene 218
Finding the names for your list .........ccecceeveeniininniinniininiereeee 219
Opting to buy a list instead .........ccccooerirerrieiiinieeeeeeee 219
Going Online: Web Publicity TOOIS........cccceeviriiirriiiieeieeiecieceeeeeseeieene 220
Sending releases to your e-mail list.........ccoceevvieneineniiniinnienienn. 220
Using Web press release SErviCes ........ccoeveeneeneenensiensiensienseeneens 221
Multimedia e-releases..........cocoeerievienerinenieeereeeee e 222

Keep e-releases short and SwWeet ..........cccceeveeveevieecieeciencieecieceeenns 223

ON the CD ..ttt ettt 223
Part 1U: Honing Your Marketing Skills.............ccccoueiceeeec. 225
Chapter 11: The Customer Research Workshop.................. 227
Talking to YOUr CUSLOIMETS .....cccuevierieniiniienieiteieeieeiee et 227
Auditing Your Customer SErviCe.........c.ccevveeieeeenieneeneecieecieecie e ene e 230
Performing a customer Service review .........cccceceeeeecieecieecveecvennnns 233
Using the audit template.........ccccoeeirieriieniiinieieeceeeeeeeeeeenn 234
Surveying successfully........coceveriiiiiniiiniiiniiiecce e 237
Analyzing the results...........cccoeoiieiiieiiiiee e, 237
Using Experimentation as a Research Technique.........ccccccoecveeveeiennenns 239
ON the CD ...ttt sttt 240
Chapter 12: The Creativity Workshop........................... 24
Creativity’s Impact on the Five Ps........cccovviiiiiiiiiiiceceeeeceee 241
Product iInNOVations ..........ccccoeeirernieneninineeicceeccceeeeenenene 242
Pricing iINNOVations..........coviiriiiiiiiiiieeetcecteeceee e 243

Placement iNNOVAtIONS.......c...ooivviiiiiiiiieceeeeeceeeeceeree e 244

XI



Xi(/ Marketing Kit For Dummies, 3rd Edition

Promotion innovations ........c..c.cececevenininnenienenencneeeeecenenene 245
People iINNOVAtIONS .......ccveiiieiieiecie et 246
Being Creative but Also Practical.........cccocevvieniiiinninnecieeiecieceeseeeee 247
Harnessing your creativity for profit.........ccceceeveevienvinniniennennn. 247

Not getting carried aWay .........cccoecveeeciieeceeecieeie e 248
Generating Creative CONCEPLS .....cccecvveviieviieciieiecieeteeeeeee et eae e 248
Revel in the irreverent ..o 249
Force yourself to develop alternatives .........c.ccceceeververvienvienciennnnn. 250

| Do) o 1y A0 ) £=) ¢ o) F: 1 o KOOSR U UU 250
Identify your personal barriers and enablers...............ccccveeuuenen. 251
INCUDALE ... 252
Break it dOWI c..ccoiiiiiiieiecc e 253
COMPELE ...ttt e e e e e beebeeaeeaeeabesaseessensaenseens 253
Record more of your own ideas..........ccceeverveneeneeneecieeiieeieeieeeens 253
Look hard at your assumptions.........ccccceceevvenieneeniencensieeieniennns 254

Talk to ten successful people........cccoeeveeecieeciicciieeeeeeeee e, 254
Managing Creative Projects and Teams .........c.cccceeeveevieeieneeneeceeneenneenne 255
O e CD ettt st et 256
Chapter 13: Writing Well for Marketing and Sales ............... 257
Avoiding Power Words and Phrases.........c.ccccoecvevieiienieceecieeciecieeieene 258
WIiting Persuasively .......ccocieiiiiieniieiicieciecteeectcsee ettt 260
If you don’t want to write yourself ...........ccccovvvvnienenvinninienienen, 260
Engaging and persuading your audience..........c..cccceevervierrueneenncnn. 261
Straight facts or a little drama .........cccooceeeeieenieienineeeeee 262
Hybrid ads: Have your cake and eat it, t00 .......ccccceecvveciirieeeennnn. 265
Getting Serious about Testing Your COpPY......cccocevvievviencieneeneeneeneenennne 270
Checking your writing against screening criteria............ccocueu...... 270
Getting other people’s OpiNIioNS ........ccceceevieierienenenieceeeeee 272
Creating options and picking a Winner ...........ccocceeveeviercveecvenceennnn. 273
Evaluating for High Involvement ...........ccocovvieniiiiininniniiicieeeeee 274
Interpreting Your Ad Research to Select or Refine a Design ................. 276
Designing for Stopping POWeT ..........cccoociiiiiiininiieeeeceeeeeeee 278
Measuring StOPPING POWET .........ccveveereerieenieenieerieeieeieeveereenesenens 280

After you've gotten their attention.........ccccocevvieviiniiniininnennenee. 281
Applying Great Writing to Your Web Site.......ccccoceeviineininninninienienee 281
A Final Check: Auditing Your Marketing Communications.................... 283
Create an Ad on Steroids........occoeeeriienienenininnteeeeeeeee e 284
Obtaining and Using Customer Testimonials ..........ccccoeceevienieniiencenenns 286
Asking for testimonials..........ccccocevviniiniiniinien 286
Asking for specific testimonials ...........cccceecueeeiinvieeieniienieceeceeeene, 288
Processing the testimonial ...........c.cocooeviieiiiniiniiinieniccecee 288
Using customer videos and photos..........ccecevvevievenciniiennieniennen. 289
Explaining who the testimonial is from ..........ccccccocnviiiiinninnn. 290

(0318 4 s TSI O B TR 290



Table of Contents

Part U: Sales and Service Success ............cuuueeeeeeeeeeeeeeeeens 291
Chapter 14: Mastering the SalesProcess ....................... 293
Walking through the Sales Process.........coccoecevieiiininninniniiniciieneenee 293
Getting the Most Out of Your Contacts .........cececeevievenenenceccenieeeee 296
GaINING CONTACES ...c.vieiieieeiecieeeeeeeeeee et 297

Utilizing your call Center.........coccovvuirvieriieniienieneereceeeeieeeeeveeeenn 298

Exploring need-discovery techniques..........ccoccoeceevervinnienvienneencen. 298

Making the Presentation..........c.ccccveiieiiieiicciicciecieceeeeee et 302
Asking for the BUSINESS ........cccveviieiieiiiiiciecieectceeeee e 303

ON the CD ..ttt st 304
Chapter 15: Closingthe Sale .................. ...t 305
Relying on Practice, Not Talent, to Close the Sale..........ccccceevvrieniennnns 305
Realizing That Closes Aren’t Only for Salespeople.........cccoevveriinienennns 306
Mastering Closing Techniques...........coceeeririririenieeecee e 307

The direCt CIOSE ....ccueeveiiiieiieeeece et 307

The trial ClOSE.......coviiiiiiieeeeccce e 308

The WIap-UP CIOSE ......ccvvieiiieieeeeeeecee e 310

The ProCess ClOSE.........cvieeuiiieiiiiieeieeeee e 311

The analytical ClOSE........c.cocvevuieiieciieiecieeeeceee e 312

The sales promotion CloSe .........ccccoecverviirienienieneeeeeeeeeeeeenn 314

The relationship-building close ..........cccccvvveevieveniniencireeeecee 315
Something Stinks! Passing the Prospect’s Smell Test...........cccceveevenennne 316
Chapter 16: The Sales Success Workshop ...................... 317
Improving the Flow of High-Quality Leads .........c.ccccoeveevieeciineenieeieeens 317
Beefing up your marketing program ...........cccoceeeeeveecieecieeniennennnns 318

Getting creative when you still need more leads ...........c.ccu...... 319

Using Sales Collateral to Help Win 'Em OVer ...........coccevvvevviiriinieneenennns 320
Sticking with good collateral............cccceevveiienieneeceeeeeeeeeee, 321

Avoiding bad collateral...........cccccveiiieiieecieeiecieeieeeereee e 321
Overcoming Sales Setbacks.........cccvvierieriieiieiiieiecieeeeeeeeese e 323

The bounce-back factor ..........coccevvirviiriiiniieniinieccereeeeeeenn 323

Retrained fOr SUCCESS......ccooririeiriniciniecccrce e 325

Taking a Flexible APProach.........ccccoeeueeiiiienieniecieesieeeeie et 327
Adjusting Your Interpersonal Style...........cceceeviinieniinieeninnenieeieeieene 328
Accommodating the introverted customer...........ccccoocvevevnuennennee. 328
Accommodating the logical customer .............cccoeevveciennieeeneenneen. 329
Accommodating the creative, free-wheeling customer ................ 330

ON the CD ..ttt 330
Part UL: The Part of Tens ........ccceeceeeeesceeeaseeecsseeessseeesaceces 331
Chapter 17: Ten Great Marketing Strategies..................... 333

Go for Market Share Now — and Worry About Raising
Profits Next YEaT ......cocovieiiiriiririiiceeeceeeeceecctere et 333

xv



xvi

Marketing Kit For Dummies, 3rd Edition

Sponsor a Community EVent.........ccccccocvieiiiiieniecieieceeeeee e 334
Find the Right Trade SHOW .......ccoociieiiiiiiieceeeeeeeeee e 334
Update the Benefits You Emphasize in Your Marketing
COMMUNICALIONS ....c.veeeeeereiieiieeeeeeteeetese ettt e se s ssessessessessens 335
Reward Large PUrchasers..........c.ccceeveeieiienieneeieeteeeeee e 335
Tell Your Customers How You're Saving Energy and Materials ........... 336
Allow Customers to Access You Easily .......ccocevveniininniniincinienien, 336
Introduce Products or Services at a High Price
and Then Cut Price with Volume............cccccrviniinincnnininincnccnenee 336
Let Prospects Test YOU OUt ......c.ccovieiiiiiiienieeceeeeeeve e 337
Get Everyone Talking about YOU ........cccceevueeviieciiniiiniienieeieceeseeeeeeeeene 337
Introduce a New Attraction Every Three Months ..........cccccoevvvviininnennns 337
Chapter 18: Ten Ways to Make MarketingPay .................. 339
Print It YOUTSEIf......coooiiiieiieieeeeetetee ettt 339
DO MOTE PRttt st 340
Use More DistribDUOrS......cccoiviiriiiiiinieieeteeeeeee et 340
Give More Product AWAY ........cccccveceeriieiienieeniieieeieetessreseeseeseeseesaeesaeenes 340
Bt oottt 340
Eat QUL MOTE ..ottt ettt 341
Slash Unproductive Programs ............ccccooeverineriienienenenenceteneenee e 341
Invest More in YOUTY STars.......cccoeveeieiienieneninineteeieeeeieete e 341
StAZE EVENLS ..ottt st st 342
Control Product COSES .....cecvivierierieieieieiesieeeeeeteee e 342
Chapter 19: Ten Ways to Marketonthe Web .................... 343
Experiment with Virtual Brochures and Catalogs...........ccccceeueriiniinenns 343
Have a Well-Defined ODJeCtiVe.........cccceceevierieriinirieieiereeeeceeeieee e 344
Use a POWer NamME........cocoiiiiiiiiiieeeeeeeee ettt 344
BE OULTAZEOUS ....ceveveiieeieieteeeeteeet ettt s aens 345
BE CLEAT ..ottt 345
Be pOlymOrphiC.....cc.cooiiiiiiiiieieteeeeeee e 345
Give Away Great CONtent.........ccceeveeriieiiierieeieeie ettt seesaeenee 346
Minimize Your Load Time .........ccooceerieniienieeiienienienieeieeeeseeseeseeseeseeenee 346
Create a Sense of COMMUNILY .....cceervirniiirieriieniienieeieeeeeeee et 347
HOIA CONTESTS.....ooiiieiiiieieeieieeeeee ettt ettt s eaeene 347
Add a News Feature.........cccoiiiiiiniiiriieeee e 347
Take Advantage of LINKS........cccocevvierieniiiniinieecececeeesee et 348
Bid 0n Key TermS .....coouiiiiiiiiiiiiieieeterteteteee ettt 348

Appendix: About the CD.................oouiieeeeeeeacaaannnnneeeeeans 349

System ReqUITEMENTS ........c.cccieiiieiieeiieeienieeieee et esre e ereeee e e ee e esaeenes 349
USING the CD ...ttt ettt a b saeeae e 350
What You'll Find on the CD ......cocooiiiiiniiiniiictctctceeeeeeeseeee e 350

SOFEWATE ....ceiiiciieec ettt e 351

Chapter fileS......coiiuieeieieiecieteeecceee et 351
TroubleShOOtING ....c..ccveevieeieieieieeeceeeeeee ettt eaene 354
(G0 T3 0] 00 G OF: | TP 354

JHAEK.c..ceaaaaaaaaaacaneaccanaenccneneeccnenenesncceecencaneaces 39D



