FOCUS On Marketing

Strategic Visuals for Business and Promotion

Matt Ferguson
President Matt Ferguson Photography and Productions Ltd.

»

Marketing is everything you do to place your product in the hands of
potential customers.

Marketing is not about selling the product. The job of marketing is to
make people feel good about the product.
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When you're ready to put out your fire, use the drown-stir-feel method:

= Pour lots of water on the fire; drown all embers.
= Stir campfire ashes and embers with a shovel
= Pour more water on ashes and stir again

= Make sure everything is cold to the touch
Remember - if it's too hot to touch,
it's too hot to leave.

ONLY YOU CAN
PREVENT WILDFIRES.
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As You Think,
So You
Become.
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THE COMPONENTS OF PROFIT
Your Present Position Your Possible Position

TO | ncrease Proflt Number of Customers You Start With [ ] => | ]
Less Attrtion Rate [ %] ] [ %] |

+
Add New Customers Attracted [ %] | [ %l J
Equals Your Net Customer Base [ ] [ J

Change Factor x
Multiplied by Their Purchase Frequency | | x l_g__l = | |
Equals The Number of Sales [ | [ ]

X
Multiplied by the Average Value of a Sale [s ] x I:I =[s _ |
Equals Total Sales Revenue [s | [s |

x
Multiplied by Gross Margin % | % ‘ * l:l = ‘ % ‘
Equals Total Gross Margin |3i ‘ ‘ $ ‘
Less Overheads [s |« [-[s _ |
Equals Net Profit [ | [ |
i S—
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Strategies for Growing
Revenues

Growth Strategies

Market Share Strategies
Customer Share Strategies
Product Share Strategies
Customer Touch Strategies
Leverage Strategies
Frequency Strategies
Pocketbook Strategies
Diversification Strategies
Expansion Strategies
Reengineering Strategies

Market Share

Market Share

Customer Share

Customer Share

all




THE COMPONENTS OF PROFIT Jour Present Posiion vour Possible Posiion
Number of Customers You Start With [ 0] => | ]
Less Attition Rate [ %] ] [ %1 ]
Add New Customers Attracted [ %] | [ % ! ]
Equals Your Net Customer Base | 10 ] [ 7 10]

Change Factor X

Multplied by Their Purchase Frequency | 26 | l_g__l = _ 26 |
Equals The Number of Sales [ 260] [ 260]
Multiplied by the Average Value of a Sale [s 10 | x =[s i 15 |
Equals Total Sales Revenue [s 2,600] [s _ 3,900]
Multiplied by Gross Margin % | 35% ‘ * l:l = ‘ ] 35% ‘
Equals Total Gross Margin |$ 910‘ ‘ $ - 1-365‘
Less Overheads s 210]« [ ]-[s 210]

Equals Net Profit [ 700] [ - 1,155] Customer TOUCh

— 0
Your Profit Inprovement Potential 455 67

Customer Touch

Strategies Customer Profitability
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Customer “Satisfaction” It's the Little Things
Dissatisfied Satisfied Delighted
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Invite Complaints
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THE COMPONENTS OF PROFIT

Your Present Position

Your Possible Position

Number of Customers You Start With

=

20 |

[ [

Less Attrition Rate [ %] 10 | [ l
Add New Customers Attracted [ %] | [ %l ]
Equals Your Net Customer Base [ 10| [ 7 8 |

Change Factor X
Multplied by Their Purchase Frequency | 26 | l_g__l = 26 |
Equals The Number of Sales [ 260] [ 208]

X
Multiplied by the Average Value of a Sale [s 10 | x I:’ =[s _ 10 |
Equals Total Sales Revenue [s 2,600 ] [s 2,080]
Multiplied by Gross Margin % | 35% ‘ * l:l = ‘ - 35% ‘
Equals Total Gross Margin [s 910 [s 728 |
Less Overheads s 210« [ ]-[s — 210]
Equals Net Profit [ 700] [ 518 ]

- 700

Your Profit Improvement Potential

™

Frequency Strategies

Frequency Strategies

Pizza lllustration

v
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THE COMPONENTS OF PROFIT Your Present Position Your Possible Position
Number of Customers You Start With [ 0] => | 10 |
Less Attrition Rate [ %] ] [ %1 ]
Add New Customers Attracted [ %] | [ %l ]
Equals Your Net Customer Base [ 10 ] [ 7 10]
Change Factor X
Multiplied by Their Purchase Frequency [ 26 | = 52 |
Equals The Number of Sales [ 260] [ 520]
x
Multiplied by the Average Value of a Sale [s 10 | x I:’ =[s _ 10 |
Equals Total Sales Revenue [s 2,600] [s 5,200]
Multiplied by Gross Margin % [ 5] x [ =] ) 35% |
Equals Total Gross Margin |Si 910‘ ‘ $ 1,82d
Less Overheads [s 210] x ‘:l =[s _ 210]
Equals Net Profit [ 700 [ 1,610]
- 700
Your Profit Improvement Potential :910 78




Pocketbook Strategies

Increase the
Transaction Value

Pocketbook Strategies

POCKETBOOK
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Yeah, but our
industry is price
sensitive ... how
can | compete?

Remember ... Live by
Price/Die by Price

If your present margin is ...

The Discount
Myth

And you reduce 20% 25% 30% 35% 40% 45% 50% 55% 60%
your price by ... To produce the same profit, you must increase your sales volume by ...
2% 11% % 7% 6% 5% 5% 4% 4% 4%
4% 25% 19% 15% 13% 11% 10% 9% 8% 7%
6% 43% 43% 25% 21% 18% 15% 14% 12% 11%
8% 67% 47% 36% 30% 25% 22% 19% 17% 15%
10% 100% 67% 50% 40% 33% 29% 25% 22% 20%
12% 150% 92% 67% 52% 43% 36% 32% 28% 25%
14% 233% 127% 88% 67% 54% 45% 39% 34% 30%
16% 400% 178% 114% 84% 67% 55% 47% 41% 36%
18% 900% 257% 150% 106% 82% 67% 56% 49% 43%
20% 400%: 200% 133% 100% 80% 67% 57% 50%
25% 500% 250% 167% 125% 100% 83% 1%
30% 600% 300% 200% 150% 120% 100%
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And you raise
your price by ...

If your present margin is ...

20% 25% 30% 35% 40% 5% 50% 55% 60%
To produce the same prolfit, you could reduce your sales volume by ...

9% 7% 6% 5% 5% % % % 3%
17% 14% 12% 10% 9% 8% 7% 7% 7%
23% 19% 17% 15%  13% 12% 11% 10% 9%
29% 24% 21% 19%  17% 15% 14% 13% 12%
33% 29% 25% 2%  20% 18% 17% 15% 14%
38% 32% 29% 26% 23% 21% 19% 18% 17%
41% 36%. 32% 29% 26% 24% 22% 20% 19%
4% 39%. 35% 31% 29% 26% 24% 23% 21%
a7% 42% 38% 34% 31% 29% 26%. 25% 23%
50% 44% 40% 36% 33% 31% 29%. 21% 25%
56% 50%. 45% 42% 38% 36% 33%. 31% 29%
60% 55% 50% 6% 43%. 40% 38%. 35% 33%

84

The Discount
Myth




THE COMPONENTS OF PROFIT
Number of Customers You Start With
Less Attrition Rate
Add New Customers Attracted
Equals Your Net Customer Base
Multiplied by Their Purchase Frequency

Equals The Number of Sales

Your Present Position

Your Possible Position

0] =>

Multiplied by the Average Value of a Sale

Equals Total Sales Revenue

Multiplied by Gross Margin %

Equals Total Gross Margin

Less Overheads

Equals Net Profit

Your Profit Improvement Potential

[ [
[ %] ] [ %]
-
[ %] | [ %] ]
[ 10 | [ 10
Change Factor X
| %]l | %]
[ 260] [ ) 260]
x
[s 10 ] x[11]=[s 1]
[ 2,600 s ~ 2.860]
"
[ 35%] x [ ]-| 35 |
[s 910 [s 1001
[s 210]« [ =[5 210]
[ 700] [ 791]
700

Product Share

Product Share
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Profit Potential

PRODUCT SHARE

Leverage Strategies

Leverage Strategies




Profit Potential
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Diversification &
Expansion

Other Strategies

new
products

new
customers.

achieve a
new level of
competitive
advantage.
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Some |ldea Starters

Some |ldea Starters
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Some |ldea Starters




Some |ldea Starters
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Some |ldea Starters

Some |dea Starters

47. Telemarketing
48. Free Giveaways

49. Parking Lot Events such as
car washes, charity races

50. Radio and Television
Advertising and Onsite
Promotions

51. Search Engine Advertising
52.0nline Website Advertising
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Thank You




