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Branding * Advertising ¢ Web Marketing

Marketing Audit, Strategic Planning, Creative Development, Marketing Execution & Results Reporting Process.

Q&A Core Customer Research

Who? What? When? Where? Why? How? Where’s the Competitive Advantage?

Q&A Competitive Analysis

Y

v Voice of the Customer

= Trends & Implications
» Messaging & Implications

Q&A Marketing Audit Data Synthesis

= Customer Needs & Behavior

v" Competitive Brand Profiles

l

v Trackina & Metrics Plan: Analvsis & Reports

Q&A Strategic Planning -
v Brand Plan: Brand Value Proposition (BVP) Client
= How We'll Create Competitive Advantage.
v' Customer Plan: Acquire, Satisfy & Retain &
=  How We'll Grow the Customer Base. Strategic Intent

Core Competency

A

Y

Q&A Qualitative Review
v' Deeper Insight

Q&A Creative Development

v v BVP-Driven Creative
= TV, Radio, Print, Outdoor, DM Q&A Quantitative
" Websites, SEO, PPC, eMail v' Test Customer Segments

Y

v' Refine Strategy
v Refine Options

A\ 4

v' Test Various Offers
v Test Creative Approaches

A

Q&A Marketing Execution
Advertising: TV, Radio, Print, Outdoor, Direct Mail
Web Marketing: Websites, SEO, PPC, eMail €
Test, Measure, Learn, Tweak, Repeat

Y

Q&A Branding, Advertising & Web Marketing Impacts

Drive Desired Consumer Behavior Change
Awareness > Understanding > Relevance > Desire > Brand Trial > Repeat > Advocacy

Y

Q&A Client Benefits

More New Customer Acquisitions
Higher Customer Repeat Rates
More Effective Marketing Spending
Increased Market Share/Shareowner Value
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