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The Marathon Marketing Company Ltd
Initial Consultation Questionnaire

Before Consultancy just in brief…………5 questions:-

1. What are three ultimate selling points that put you ahead of your competition?
…………………………………………………………………………………………
2. What is the main benefit a client will gain from your business?
………………………………………………………………………………………..
3. How would you describe your business personality- 3 words
………………………………………………………………………………………..
4. What would make a customer come back to you?
……………………………………………………………………………………….
5. How would you describe your main customers? Your target market – (Age, sex, income, location)…………………………………………………………….
SWOT analysis for your business
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To make a Marketing Plan need to look at the Current Four Main P’s-
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Twenty Questions to assess your true potential, prepare the pathway to reach your goals and REALISE OBJECTIVES.
The Starting Line

QUESTIONS:- 

20.  Do you have a business logo and what does it represent.
19.   Do you have a mission statement? Company slogan?  
18.   Do you have any particular Company ethics or morals, e.g. Fair Trade drinks? Green issues?
17.   How long has the business been running?
16 .Briefly describe the business growth for you personally over the years and suggest why this has occurred. If there has not been any or little growth – what do you accredit this to?
15 Marketing works on investment reaps rewards.  What can you invest?

What are resources related to staff? Be realistic!  

What are your resources related to a marketing budget?
14. Increased sales – Where do you see this mainly coming from in your view point? For example – increased investment in the web site? More advertising? Staff Sales Training? Increase in market awareness?
13.  How do you think you fair in line with competitors related to:- Prices? Quality?  Customer service and support?  
12.  Who would you say are your three main competitors?
      11.  How do they promote their business – top 3 marketing tools ?  

Half Way There-13 Miles to Go!
10. YOU need to find a marketing plan that will be effective – please give some examples of advertising, sales campaigns, promotions, new product launches, email campaigns, social networking, direct mail, tele-sales  – that have worked and that haven’t. Dip deep and consider the reasons why or why not?
9.   What do you really want to achieve with this marketing plan? ‘SMART’ Your main objectives:-
· Specific –Increase in sales?  Business Growth? Raised Profile?
· Measurable- % of above or in figures
· Achievable – Be realistic and ensure everyone in your business agrees.

· Realistic- As in your resources, budget, time available
· Targeted– Ensure you are planning to hit the right market as per previous questions.
7. Internet Marketing – A strength of Marketing for 2010 – Consider the visits to your website? Contacts from it and how? What % of business do you gain from your site? Do you use trafficking? What search engines are you currently using? Have you considered ‘Search Engine Optimisation’
6.  Have you tried or considered ‘Pay per click’? Did it work? How much did it cost?
5. Networking is an increasing area for new business contacts – do you currently network and to which groups?
4.    Social Networking – Do you use the benefits of ‘Linked in’, Plaxo, Face Book, Twitter? Do you view it as relevant for your ‘Target Market’?
3. Customer Relationship Management – Do you have any data storage systems in place? Do you regularly keep in touch with current clients? Old and New?
2. Staff Training related to customer service and support. Staff are often at the fore of the business and need to be an essential part of the marketing ‘package’. They need to understand how important they are for your business to reach its goals too. 
1. Recommendation Schemes, Loyalty Schemes, Membership deals.  Are these part of your marketing at present?  What % of your business comes from these areas?
GO
YOU are the only one to make this plan work.  The Marathon Marketing Company Ltd will offer support and guidance but it takes time and determination to win the race.
CAN YOU RUN THE MARATHON?
I hope this helps with your marketing planning for the year 2010. Once you have gone through the questionnaire your mind should be more prepared to put together the marketing plan of which I have enclosed a suggested template.

I recommend that you prepare it alongside your business plan and cash flow forecast.

My additional suggestion is that you go through it with the other ‘decision makers’ in your business, so everyone agrees the way forward and is aware of the goals and objectives for 2010.

You can then all work together and celebrate when the goals are achieved.

However, if you do want any help with the questionnaire, please give me a call on: 01623 404299 or email: diane@marathon-marketing.co.uk and I can offer a FREE 45 minute consultation to assist you.  I am happy to visit your premises or you can come along to my office in the New Year at the address below:

Kind regards

Diane Carter

Managing Director
 Marathon Marketing
   Keeping You Miles Ahead
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