Talko
Theo

sload

CONVENTION 2013




New Ways to
Improve Your Lead
Generation Efforts
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Objective

* To help you generate more sales
opportunities by integrating marketing and
sales tactics

* To help you find all of the marketing and
sales opportunities available to your
business

* To help you keep the sales funnel full of
‘quality” leads
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SELLING IS MARKETING
BUT MARKETING

IS NOT SELLING




Marketing

* The Marketing Process:

» Builds brand awareness
» Encourages trial through offers, etc.
» “Warms up a lead” for the selling process

* The Selling Process:

» Nurtures leads
» Closes business

* Both are responsible for finding “leads”
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Touches

* Touches — Each marketing or sales
activity is a “touch”
» 8 to 15 touches make a sale
» Most salespeople quit at 3
» Persistence wins

 Each touch makes a lead warmer
* Multiple touches make the sale
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: Printing and
Marketing Services
' E-NEWSLETTER SIGN UP

PRODUCTS & SERVICES BUSINESS OBJECTIVES ABOUT US OUR PORTFOLIO BLOG CAREERS

PIP CONTACT INFO

5066 North Hiatus Road
Sunrise, FL 33351-4501

Say it big with

. I ntington

Signs, Posters and Banners. - hotios
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Printing and
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FEATURED

PRODUCTS & SERVICES

PRINTING AND
COPYING We have the technology and

experience to help you get just what
you need, when you need it.

Having a strong corporate Identl(y Prodic . ;
sets your company apart from the | UCts & Services
competition. That’s why it's worth About Us

building awareness of your brand|

while maintaining and protecting | Videos
integrity. Both are easy to do with

our wide variety of branding ; Request a Quote
solutions. ’ View : Mobile | £y <

= 2011 PIP,
CUSTOMER i e, I s,
REACTIVATION

DIRECT MARKETING

Book Printing

CUSTOMER
RETENTION

Copying
Printing

Site

MAILING SERVICES
LEAD GENERATION

MOBILE MARKETING

MARKETING
PERFORMAI

SIGNS, POSTERS
AND BEANNERS

» ALL BUSINESS OBJEC

» ALL PRODUCTS & SERVICES




About Us

Why We're Different

OUR STORY

* 2012 Sir Speedy Franchisee of the Year

* A 2010 Top 25 Sales Volume Center

* A Century Club Award Winning Center.

* An Application for Innovation Award First Place Winning Center.

At Sir Speedy Miami Lakes we pride ourselves as a leader in the
business services market by offering advanced technologies that
help our customers reach their customers more effectively. From
graphic design and printing to mailing services, promotional
products and direct marketing, we provide quality in everything we
do so our customers get noticed.

A professional and experienced staff combined with exceptional
customer service has helped us meet the needs of our loyal and
growing customer base for many years. We look forward to
continuing to offer you the best in printing and marketing services to
help your business grow.

WHY WE'RE DIFFERENT
Our Story

At PIP we pride ourselves as a
leader in the business services
market by offering advanced
technologies that help our customers
reach their customers more
effectively. From graphic design and
printing to mailing services,
promotional products and direct
marketing, we provide quality in everything we do so our customers
get noticed.

Our professional and experienced
staff combined with exceptional
customer service has helped us meet
the needs of our loyal and growing
customer base for many years. We
look forward to continuing to offer
you the best in printing and
marketing services to help your
business grow.




Our Team

Our Team

Heather Boesch-Wages
President & Business Mechanics
Marketing- Principal

Work: 203-346-0716

Mobile: 860-483-3245
hbw@sirspeedywtby.biz

Eileen Weaver
Store Manager

Work: 317-328-2565
eweaver@pipprintsdu.com In the industry since the age of fourteen, and with the scars to

prove it, Heather has seen the transition from “old school” to the
Since 1986 “digital age”, first hand.
She understands the new opportunities this change in technology
offers to clients and has a great time brainstorming how to use
them to make them look great and grow sales.

Ask her to help you “step outside the box" by adding a pURL , a

Diane Robinson personalized message or an eye-catching, targeted direct mail
Marketing Representative campaign to your printing and marketing materials.
Work: 317-328-2555
drobinson@dggink.com With a sharp eye and quick wit (sometimes) she will not only
) pinpoint the most effective steps to take but will have fun with you,
Since 1988 while doing it.

David Ebreo

\;Jv :: rsk t i ;} 783 ;23 : éisrsss |} Client Services

: -328- Work: 203-346-0716
Office: 317-361-4240 \ Office: 203-573-9981
jspears@pipprints4u.com davide@sirspeedywtby.biz

Since 2011 Client support and assistance are Dave’s super powers, but his

secondary skills will WOW! you, as well. Faster than a speeding
bullet and able to leap tall buildings- Dave can also multi-task by
performing data management, sales assistance, estimating,
recommending, questioning and laughing- all at the same time.

Mary Kay Hessong Give him a call- you'll enjoy it!

Marketing Representative
Work: 317-328-2565

Office: 317-361-4214
mkhessong@pipprint4u.com

Raquel Denigris
Print and Marketing Consultant
Work: 203-346-0716

raquel@sirspeedywtby.biz

Raquel has experience in corporate marketing, public relations,
strategic planning, and account management from both the client
and agency perspective.

Ann Mullikin

Customer Service Representative

Work: 317-328-2565 Her focus is three-fold: to learn about your company's specific
1151@pipprints4u.com needs, to understand your desired result, and to work with our
Since 2004 marketing, design and production teams to translate your needs
into high-quality and effective marketing solutions. Raquel will make
sure that your marketing messaqe is heard loud and clear.




Use as a Sales Tool

eNewsletter Sign Up — Is there a process
for these names? “Names” are not leads.

Portfolio - Work with your clients to get
their materials posted

eCommerce Capabilities- Sell the ease of
doing business with you

About Us/Our Team - Customize

ShareThis - Testimonials / Case Studies /
Content Pages / Videos

oo lovaadd




SiF Speedy

Products & Services

Website

Business Objectives Corporate Information

Home » Products and Services » Web to Print

Products & Services

PRINTING AND COPYING

DIRECT MARKETING

DATA SERVICES

SIGNS, POSTERS AND
BANNERS

CREATIVE SERVICES

Web to Print

Sir Speedy’s Web to Print services allow you to manage and order
your business communications more effectively with the
convenience of online ordering. Personalized documents,
cost-center management and real-time reporting help you to
maximize your budget expenditures, putting you back in control.

Web to Print services simplify the ordering, customizing, proofing
and printing process for companies large and small. Our Web to
Print system, called Sir Speedy MyDocs®, is the perfect solution for
connecting distributed offices and field staff, managing brand
integrity and controlling the cost of print production and distribution.
You get centralized accessibility to marketing materials at both your
corporate and field levels for viewina. orderina and customizina.

— Videos

Custome

Blog

| J .
Printing and
Marketing Services
8

PRODUCTS & SERVICES BUSINESS OBJECTIVES

Home » Products and Services » Direct Marketing » Integrated Marketing

INTEGRATED MARKETING

Integrated marketing is a means of communicating with your
prospects and customers using several different marketing
mediums that carry a consistent look, feel, and message strategy.
Since no two people respond to marketing in the same manner,
integrated marketing helps boost the likelihood that your audience
will respond. Each medium used enhances the additive effect of
integrated marketing, making a more impactful and effective
marketing campaign.

PRODUCTS & SERVICES

DIRECT MARKETING

Direct Mail

Email Marketing

One to one marketing
Integrated Marketing

Every Door Direct
Mail

Integrated marketing can satisfy many business objectives. For
instance, promotional mailers and flyers can help with lead
generation; posters and banners can increase brand awareness;
and personalized direct mail can help you cross-sell and upsell to
your customers.

CORPORATE INFORMATION

BLOG

ShareThis




Search Marketing







Paid Search (PPC)

* Get signed up with Ethology for your paid
search campaign

* Paid search provides best ROl in terms of
lead generation

» Based on recent 2013 Marketing Survey, those
investing > $500/mo. are getting > 6 leads per
mo.

tane L lovad




Organic Search (SEO)

* Local business listings

» Keep them up to date and change/touch at
least once per quarter

e Reviews

» Online reviews are a factor in page rankings

» Send followup email with link to your profile
page
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GOL )Sle + pip Burlington, NC, United Stat “

PIP Printing and Marketing Serv...

825 S Main St Burlington, NC 27215

About Photos

825 S Main St Burlington, NC 27215

- ni Sacrament
(336) 222-0717 - pip.com Setioo) J
o May Memoriz
$$ - Mailing Service, Marketing Consultant - Today 8:30 am — 5:00 pm o“"& LN
23 ) o P

PIP offers a complete suite of Printing & Marketing Services to meet your specific needs. % o 4. ﬁ$ “‘,} ‘%,w <
From complete project consultation to graphic design, online ordering, .’ °’4&, ’g. ”%c, %
printing,scanning, banners & signs. D b5, &

2 @ %

Burlington Amtrak (0.5 mi NE)
No score yet 2 reviews Scoring guide

v Directions
Local 2R - b
eviews from everyone Most helpful =
A Google User reviewed a year 2ago Report a problem
Q Overall Excellent
| needed a banner for an upcoming event and was not getting the answers | SEE INSIDE

wanted from all the local sign shops. Then | called PIP and without hesitation they
provided me exactly what | needed and for a price nobody else could match for a
high quality product. Thank you PIP for all your help!

NEW

Helpful? | Yes No

A Google User reviewed 3 years ago
57\ Overall Excellent

This company is by far the best printer in Alamance County. The level of customer
service combined with the quality of product they provided me was the best | have
ever received. Sometimes my projects are very time limited and PIP Burlington
never has a problem meeting my needs.

IS THIS YOUR BUSINESS?

Helpful? = Yes No
9 Manage this page




Search for (e.g. taco, cheap dinner, Max's)

Chicago, IL

Weicome About Me Write a Review Find Frends Messagng Tak Events
Sir Speedy
CIEEEIL & reviews = Rating Details

Categories: Printing Services, Marketing [Edit]

6725 Northwest Hwy

{oetween Oliphant Ave & Oshkosh Ave)
Chicago, IL 60831

Neighborhood: Edison Park

(773) 763-7450

hitp://sirspeedy.com

Hours:
Mon-Fri 8 am - 4:30 pm

Add Photos

Accepts Credit Cards: Yes

=, Edit Business Info £} First to Review . Robert L.

52 Send to Friend A Bookmark 0 Send to Phone © Write a Review

Ih‘

Fastsigns

™ 19.0 Miles from Sir Speedy
Count on FASTSIGNS® to solve your visual communication challenges—from the simple...to the
simply impossible. We're more than just a vendor. We're a... read more »

Reviews (8) About This Business

8 reviews for Sir Speedy Search Reviews

Sort by: Yelp Sort ~ | Date | Rating | Elites' | Facebook Friends'

8 reviews in English

B0 212009

:
Danielile K Did you ever think going to a printing shop could be fun? It is, here.
Cnicago, IL
I've had a few occasions to come here for personal business, and I'm always impressed.
There's a friendly little dog who rushes over to greet everyone, and he's just the cutest,
sweetest little thing. | adore dogs so this is an extra-special treat for me. The people are
50, S0 personable and friendly and helpful. Every time I'm there, | rave about what a nice
place they have-and | aimost never do that.
Love it! Gosh, that must sound so odd, but unless you're a crab who hates dogs and
friendly people, you'll see what | mean if you go there.
Was this review ... Useful Funny Cool
[ Bookmark ¢ Send to a Friend Link to This Review Add owner commen
" o2 oooon vz

Near (Address, Neighborhood, City, State or Zip)

Member Search
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View Larger Map/Directions

Browse Nearby:
Restaurants | Nightiife | Shopping | Movies | Al

People Who Viewed This Also Viewed...
Mnuteman Press

. nnnnn 21 reviews
)M""'m “...my budget, Minuteman is exactly
Press.. yinat'| need in a prnt shop.”

e Pt & Lawt 90

People Viewed This After Searching For...
Business Cards Chicago

money-back
guarantee

Come back
today

$200 Visa Reward Card
Blazing-Fast Intemet
No Long Term Contract
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l‘ " J 4'-?3; z a g 3
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Centralized Direct

Marketing Program




Centralized Mall

GIVE YOUR MARKETING A LIFT.

RO Is NO BULL.

PRINTING WITH
ks




entralized Emaill
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HETCH & SHORT RUN WETH
DIALTAL COLOR PRINTING

WRANALE GREKTER RESPONSE
FROM DIRECT MATL

CHAMPION OVERSIZE SIANAGE

MAKE IT A GREAT RIDE WITH PIP.

Are you ready to dig in your heels and get noticed? Then partner up
with PIP. We offer more than 40 years of printing expertise that will
rope in your toughest project, tie-down loose ends and buck delays.
Our roundup includes: Digital Color Printing, Direct Mail,
Personalization, Signage, and much more.

So, take the bull by the horns and saddle up with PIP.
Where business goes to grow.™

L o
Printing and
Marketing Services

999.999.9999 OR VISIT: WWW.PIP.COM/CENTER

Data | Creative | Printing | Websites | Mobile | Social Media | Direct Marketing | Signs | Promotional Products
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Marketing Services

9999 OR VISIT: WWW.SIRSPE

Printing | Websites | Mobile | Social Mi

Unread Categorize _Follow Up

-CT MARKETING &

new on the menu?

THANK YOU FOR
ENTERING OUR 60" FLAT
SCREEN TV GIVEAWAY -
GOOD LUCK!

A Sir Speedy representative
will be in touch soon to learn
more about your business
goals and objectives. We look
forward to helping you achieve
them with our comprehensive
array of services.

Enjoy a great day!
Sir Speedy

416 W. 8th Avenue
Amarillo, TX 79101
P 000.000.0000
F 000.000.0000

Your Sir Speedy Printing
and Marketing Team

___Sif Speedy

Printing and Marketing Services
E sirspeedy@sirspeedyamarillo.com

If you prefer not to receive email

from Sir Speedy, click here. W sirspeedy.com/amarillo

Data | Creative | Printing | Websites | Mobile | Social Media | Direct Marketing | Signs | Promotional Products




CDMP Schedule

BUSINESS
DARK PRINTING SIGNAGE DARK PRINTING GROWTH
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CDMP Best Practices

* 1 direct mail piece and 1 matching email
to 450 contacts per month

e Your list should be 70% prospects and
30% customers

* Seed your name and your salesperson(s)
onto the list so you receive mailers the
same time as your prospects
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CDMP Best Practices

Outbound follow up after each mail drop

Regularly add and remove names from
the list. Not all “names” are leads

Have a process for collecting and adding
email addresses

Use localized versions of mailers and the
email template to continue marketing the
same message into your marketplace
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Email Marketing




DIRECT MARKETING &

What's new on the menu?

FAST FORWARD YOUR CAMPAIGN
WITH SIR SPEEDY.

If your company has been living on a diet of
bland direct marketing, maybe it's time to
spice things up. We have the multi-media
marketing ingredients that can help you
attract new customers and prospects:

* Personalized One-to-One Mailings
« Email to Complement Your Direct Mail
« Campaign Landing Pages and Websites

...and much more

Create something memorable. Dish out your
next campaign with Sir Speedy.

More ways to grow your business.™

Sif Speedy

Printing and Marketing Services

999-999-9999 OR VISIT: WWW.SIRSPEEDY.COM/CENTER

Data | Creative | Printing | Websites | Mobile | Social Media | Direct Marketing | Signs | Promotional Products

L Printing and
Marketing Services

December 2012

IN THIS ISSUE

Click to jump to a section:

*Trends in the Marketplace
« Personally Speaking

* Marketing in Real Life

« Content Marketing

*Biz Tips

*How To...

Business 2 Business Update is a
monthly newsletter published by
PIP Printing and Marketing
Services

Visit
26722 Plaza
Mission Viejo, CA 92691
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Trends in the Marketplace
Are the 4 Ps of Marketing Dead?

PRODUCT

PROMOTION

PRICEPLACE
PRIVACYPROCES

PROFESSIONAL

DPL

As marketing constantly evolves, many experts believe that the "4Ps" of
Marketing continue to evolve as well.

If you've ever taken a marketing class, you undoubtedly learned about the "4
Ps” of marketing: Product, Place, Price and Promotion. Marcus Starke, national
vice president of North America marketing at SAP, believes that, as marketing
channels continue to evolve and social media increases in importance, a fresh
perspective is needed for each of the 4 Ps.

The Product (or service) is still paramount, but its value is now measured by
what people think and say about it. If your product is poor, the blogosphere will
explode with negative feedback before you know it.

Price always matters; however, it is more often being measured in the context
of who is behind the product and what people think and say about them. For
instance, when evaluating price, consumers might consider whether or not that
brand/company deserves their trust, or whether the company is
environmentally, socially or ethically responsible.

When it comes to Place, there has been an explosion of channels for
customers to find their product of choice. While some marketers believe they
can precisely define which products are sold through which route to market,
these days the place where products are sold is decided by people.




Email Best Practices

Personalized email to a prospect from a
sales contact is 4 times more likely to be

opened

Segmented emails get 50% more clicks
than mass emails (MarketingSherpa)

Make the “From:” come from you (a nhame,
not a business)

Always include links to your website and
MarketingTango
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Nurturing Leads With Email

 Best Practice Approach

1. Start with the CDMP promotional emails

2. Add an education email (content marketing)

driving them to content pages on website, videos
or MarketingTango

3. Mix in a product/service-focused email
4. End with a personal email from you

tane L lovad




Email Followup

 Research the analytics

» “Opens” and “click-throughs”
should get a call from you.
They are interested at some
level. Timing is key!
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Signage Marketing




CONTACT US

Printing and

X F: 309-691-6624 8325 N Allen Rd
Marketing Services

E: Info@go2plp.com Peorla, IL 61615-1821

TRADE SHOW
GRAPHICS

With only a few seconds to get
their attention, the right trade

U
show graphics can have an & ‘ f‘

impact on your next event.

‘ GET INVOLVED!

We're Your One-Stop Shop for All Things Signs

At PIP, you'll find signs for every need. Whether you're providing directions, promoting an event,
announcing a grand opening or promoting your top-selling products, we've got the right sign for you.

Running for office? Need a yard sign? Let us be part of your campaign team.

Heading out to get new customers at a trade show? Let us produce the signs, banners and
exhibit you need to make the right impression and generate new leads.

Need a point of purchase display to boost sales in your retail location? We're experts in
attracting attention to your products.

Would the right message on your storefront bring in more customers? Let us tum your Request A Quote
windows into an impactful marketing tool.

Contact us today, and let us show you the solution you're looking for. Send A File




CONTACT US

I VISIT OUR
Printing and 5 MAIN SITE! F: 309-691-6624 8325 N Allen Rd
A Marketing Services pmn E: Info@go2pip.com Peoria, IL 616151821

7///«“,,, R
o " BANNER STANDS A

‘GOLF | GOLF Putn

Easy, colorful, professional and cost-effective, pop-up

00606

Flickr: PIP Printing and Marketing Services Peoria's Photostream

oo http://www.flickr.com/photos/go2pip 'RSS| Q- Google

- ® You aren'tsigned in  SignIn Help
lc r from YAHOO!

Home The Tour Sign Up Explore Upload Search

Pr# PIP Printing and Marketing Services Peoria's photostream '@ = [ Share -

Piwning a8 DrO
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Sets Galleries Tags People Archives Favorites Profile (4

40 photos
7 views
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Exterior Signs ‘
!
!
!
I
!
I
!
Vehicle Graphics :
!

: ¥ 6 photos
3 - R s i 4 views
Estelle Hagerty Window Graphics
Custom stencil cut at PIP to put a pretty face @ © Al rights reserved
on this very cool bike shop. Uploaded on Jul 26, 2012
@ © Alrights reserved 0 comments
Uploaded on Aug 2, 2012 Floor Graphics
0 comments T
3 views

Interior Graphics and
Displays

22 photos
9 views

RC3 RC2 (2)

Sidewalk Graphics Running Central Sidewalk Graphics Running Central Specialty Applications
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Signage Marketing

Direct mall (postcard and poster-sized)
Email

Point of Purchase display

Floor graphics

Exterior flags

And more
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Capabillities Brochure




Capabillities Brochure
Direct Maller




Capabilities Brochure

* Purpose is to position your center as a
printing and marketing services company
focused on helping customers grow their
business

* Use two ways:

» As a Leave-Behind

» As a Pre-Sales Appointment Direct Mailer with
personal letter from your salesperson the
“Integrated marketing consultant”
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Content Marketing




SMART
CUSTOMERS (o
WANT SMART,
SALESPEOPLE




Top 10 B2B Content
Marketing Tactics

Articles 79%
Social Media 74%
Blogs 65%
eNewsletters 63%
Case Studies 58%
In-Person Events
Videos
White Papers

Webinars/Webcasts

Microsites 31%

Source: 2012 Content Marketing Institute B2B Survey
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=== PIP Printing&Marketing Service

Feed Videcs

About PIP Printing&Marketing Service

Yuu Tuhe Q Browse =~ Movies ~ Upload Create Account ~ Sign In

Sir Speedy Printing

Feed Videos

Uploaded Videos (6) Date added (newest - oldest) v

The Power of Integrated Mar QR Codes - Mobile Marketin - = «‘- s

S views 1 year ag 5540 views 1 pear age

Get personal with your customers ... Create A Business Website Inside ... Manage your Brand with Web to
138 views 448 views Print
1,592 views

The Power of Integrated Marketing QR Codes - Mobile Marketing for y... Industry Leader Jeffery Hayzlett ...

4,909 views 23,285 views 249 views




Newsletters

Signal Graphics.

Printing and Marketing Services

December 2012
Click to jump to a section.

* Become a Better Listener

« Six Tips to Trim Marketing
Costs

* Maximize Your First
Impressions at Trade Shows

* How to Take the Fear Out of
Public Speaking

The GreenLight is a monthly
newsletter published by Signal
Graphics.

With you
at every

stage’

Phone:
800.894.7498

Email:
info@signalgraphics.com

December 2012

A good listener not only hears what is bein IN TH IS ISSU E

and acts accordingly. Good listeners are s

friends. Likewise, companies that are gooc  C/ICk to jump to a section:
higher level of customer loyalty.

According to Forrester Research, fewer th S T
closely monitor the quality of their interactic

y incorporate need: *F
p . In other words, ies are
customers are saying, but they are notrez  ® Marketing in Real Life
insights collected.

« Content Marketing

Listening to the voices of the customers st
customer service or marketing; it needs to
everyone at all levels of the organization. A
Wozniak, market research and product de
Texans Credit Union, "Employee attitudes, *HOW To...
services all combine to provide a single sa

customer.”

*Biz Tips

Business 2 Business Update is a
Additionally, customers don't want their fee monthly newsletter published by
now; they want to see changes made swifl PIP Printing and Marketing
conversation mining and social media mon  Services
customer insight, but not real-time respons
qualitative information, distilling out real iss
take time. However, the companies that
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Marketing continue to evolve as well.
grow your
bUSineSSI If you've ever taken a marketing class, you undoubtedly learned about the "4
* Ps” of marketing: Product, Place, Price and Promotion. Marcus Starke, national
vice president of North America marketing at SAP, believes that, as marketing
Cal channels continue to evolve and social media increases in importance, a fresh
perspective is needed for each of the 4 Ps.

The Product (or service) is still paramount, but its value is now measured by
what people think and say about it. If your product is poor, the blogosphere will
Visit explode with negative feedback before you know it.

26722 Plaza Price always matters; however, it is more often being measured in the context
Mission Viejo, CA 92691 of who is behind the product and what people think and say about them. For
instance, when evaluating price, consumers might consider whether or not that
brand/company deserves their trust, or whether the company is
environmentally, socially or ethically responsible.
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How To...

o
Be Clear

Have you ever fried to read—
let alone understand —a legal
contract? Most are written

in endless sentences using
complex words, which make
comprehension difficult.
When marketers use complex
language to describe their
products or service, they often
lose their audience.

To get your message across,
use simple language. The two
main drivers of readability
are word length and sentence length. For each complex English word, there’s
usually a simpler word that can be substituted. For instance, “show” is simpler than
“demonstrate”; “enough” is simpler than “sufficient.”

When it comes to sentence length, shorter is better in terms of readability. According
to a study by the American Press Institute, when sentences are upwards of 40 words,
comprehension drops to 10%. On the other hand, 100% of Americans understand a
sentence of eight words. And most billboards are seven words or less.

At Sir Speedy, we can help you make your marketing communications more readable.

Give us a call for your next important campaign.

CALL TODAY!

My job at Sir Speedy is to help

you meet your business goals.
Call me today so we can get
started on your next project.

Susie Salesperson
800-123-4567
susie@sirspeedy.com
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— Data Helps Retail Jeweler
Increase Sales 77%

Direct Mail vs. Email

Depending on how you crunch the numbers, direct mail has a response rate of 10 to 30
times that of email. So says Yory Wurmser, director of marketing and media insights at the
Direct Marketing Association (DMA). Looking at the playing field from a purely ROI point of
view, however, email generally results in a higher return on investment.

The DMA collected data through an April 2012 email survey (481 respondents) and an
analysis of transactional data provided by Bizo and Epsilon. Altogether, DMA researchers
analyzed more than 29 billion emails. According to the report, “For every 1,000 existing
customers receiving a directmail piece, 34 will respond on average. For email, the
average response rate—measured by taking the click-through rate and multiplying the
conversion per click—is 0.12%.” In other words, only one customer out of 1,000 would
follow the email solicitation through to sale.
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As some media channels have evolved digitally, direct mail mail has maintained
its effectiveness in helping to reach and gain potenial consumers. Email methods,
however, have proven to be viable in helping brands to retain relationships with
existing consumers.

Comparing the return-on-cost of direct mail with email, the report indicated that the cost is
equivalent when used for acquiring a new customer. When it comes to getting a response
from an existing customer, however, email is more efficient, with ROI that is four times
higher than direct mail.

According to Wurmser, “The continued effectiveness of direct mail has a lot to do with the
qudlity of data and the ability to target mail more effectively.” As to why direct mail remains
such a strong channel, Wurmser believes it is due to the “proliferation of emails and the
onslaught of display ads everywhere...in a way, direct mail has become less cluttered.”

Business 2 Business Update is a monthly newsletter published by PIP

— Hot Off the Press Page

— Designing Emails for Mobile

Dear John,

Email or direct mail2 That can be a tough
question. Depending on your business
objectives, one or both may make sense. At
PIP Printing, we begin by helping you define
a goal for your marketing program, such as to
improve brand awareness or generate sales
for a new product or service.

We can then devise an email campaign by
designing an email template that reflects
your brand image, sending your emails at a
scheduled time and monitoring the responses.
Alternatively, if direct mail makes more sense,
we can help you decide on the best format:

a letter, postcard or brochure, or something
more complex, like a multi-piece kit or
package. Our direct mail services include:

® Project consultation

o Copywriting and graphic design

o List acquisition and list management

e Variable printing for easy mass
personalization

® Mailing services for fast and economical
distribution

 Response tracking and reporting

e Kitting and fulfillment services

® Web-to-print online ordering

At PIP Printing, we'll help you achieve your
important business goals by combining the
right medium with the right message, mailed—
and/or emailed—at the right time.

Susie
Salesperson
800-123-4567
susie@pip.com
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The Future of Digital Signage: MARKETING

Subscribe now to have the latest posts, news

S i g n pOStS Of a M 0 re and advice delivered right to your inbox.

Connected Customer ematagaress |

Consumers today are hard-pressed to visit any retail store, hotel, restaurant or

FEBRUARY 21, 2013 = =

corporate building without encountering digital signage. From television programming to FOLLOWUS

menus to advertising, businesses are using digital signage m m @
v N
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Direct Malil Postcard
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THE RHYTHM OF EGRATED MARKETING

Are you achieving your

marketing goals?

Today’s marketing environment is complex, requiring dynamic methods
to reach and influence your target audience. At Sir Speedy, we continually
strive to communicate and provide the most advanced approach for our
clients to achieve their goals. Therefore, we are thrilled to announce our
new blog, MarketingTango.com.

MarketingTango will provide best in practice examples and information
about integrated marketing encompassing strategy, creative, mobile, web,
social, data, content and much more to improve your business and
increase your competitive edge.

_________ Sif Speedy

B markefigtango.

THE RHYTHM OF | GRATED MARKETING

®
Printing and Marketing Services

More ways to grow your business.™

Be inspired, grow your business and get fresh ideas.
Visit MarketingTango today.

999-999-9999 OR VISIT:
WWW.MARKETINGTANGO.COM/YOURPERSONALIZEDURLHERE

Data | Creative | Printing | Websites | Mobile | Social Media | Direct Marketing | Signs | Promotional Products




HOME

& marketingtango.

STRATEGY | DATA | DIRECT | WEBSITES SEARCH |  SOCIAL

ABOUT

SEARCH

MOBILE |

MORE o

MARKETING STRATEGY 12343

' 28 FEBRUARY 14, 2013 l ,X‘ _‘ 1
~ 1 S—i .

o/ ‘a 6 Marketing Mega Themes for

T, Master Marketers

“The Future Ain't What it Used to Be" That famous quote by Yogi Berra is
one way for B2B marketers to consider what may be coming down the pike
in
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The Best Super Bowl 2013
Commercials! (in our opinion)
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Like all marketers, we loved watching yesterday's commercials so we can
talk about the good, the bad and the ugly. There were a few surprises this
year as well as
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JANUARY 29, 2013

NEED HELP WITH YOUR MARKETING?

FIND A LOCATION
NEAR YOU.

Let us help you achieve your
business objectives

Signal Graphics.

-
H Printing and Marketing Services

ADD SOME
RHYTHM TO YOUR
MARKETING

Subscribe now to have the latest posts, news
and advice delivered right to your inbox.

email address -

& marketingtango

sigh up form

Contact * Email: *
\ |58

Brand * Center Number *
() Sir Speedy |

O PIP

(O Signal Graphics

Would you like the Q Yes
Marketing Tango Rotating () No Thanks
Banner added to your

website? *

Would you like corporate () Yes

to push Marketing Tango O No Thanks
updates to your social

sites? *

If yes, which sites? (J Facebook
(J Twitter
(0 LinkedIn

Facebook Account: |
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Social Media

* Every center should have a:
» Facebook Page

» Linkedln Business Profile ﬁ
» Twitter account Yo‘ﬁ

Tlube

» Be sure MarketingTango content
IS being pushed to these sites

tareload




Social Media

 Linkedln is best site for Lead Generation

» Has evolved from job search site to business
networking online

» Be sure your profile has a professional photo

» Consider hiding your identity in your settings so
you can research people and companies

» InMail feature - high open rates, but use
cautiously. Do not sell; comment, acknowledge,
congratulate, etc.

» Win or lose - Stay connected.

oo lovaadd




Linkedln Lead Gen Plan

* Pick day of week to do
research and connect
With 3-5 people HOW YOU'RE CONNECTED

» Search Company iﬁ LT
» Look for Shared 23'

652 Employees on Linkedin

Connections ool
» Ask for Introduction

tane L lovad




Linkedln Plan (cont.)

Use Company Directory to browse by
iIndustry

Join several groups
» Entrepreneur, Small Business, Chambers

Start discussions with link back to your
center website or MarketingTango

Answer questions in Answers section.
LinkedIn Mobile App. Bump for a lead!

tane L lovad
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Challenge: Hoover and Strong is & precious metal refining company
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Their pravious marksting stors invoived sporadically sending out a

dirsct mail piscs without any follow up, and their sols data list consisted

of jewslars they had done business with bafore, Hoover and Stror

cama to Sir Spaady of Richmond for help with their goal of broadsning

their customer base.

Solution: We started by purchasing a national mailing lst for each type

of
and dental labs. Meanwhile, the client’s
cleansed. From a total of five lsts, we made two clean lists: one for the

jewele
current customer list was

dental industry and one for the jewelry industry.
We crested a direct mail program that would send 5,000 mailers per list
A - onth for six months.To make the same mailer look different esch
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ant contact and marketing information,

first mailing dropped in January 2013 and results have not been

However, we are working closely with the customer on the call
mail

that

achieve much better results than their previous spprosch

Jimmy & Judy Brumley
PIR Burlington, NC
Judy Brumley

Alamance County Arts Council
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ACAC Board of Directors.
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AlAs & Case Studies

Review the vertical industries, business
objectives, decision-makers

Find similar companies in your market

Share the AlA case study with your
prospect to demonstrate you know their
business, their pain points and that you
have a solution

Log onto PODI.org for more case studies

oo lovaadd




Key Prospect




Key Prospect

What are you doing to attract
the big ones?

The objective of this program Fee
is to Get an Appointment.
The key to this program is the !

Look inside

delivery, tracking and
Immediate follow up

Commit to doing 5 this year ‘

and track your results

tane L lovad




Key lakeaways




4 Key Action ltems to
Implement Today

1.Sign up with Ethology for paid search

2.Have a process for managing all leads
coming into the center

3. Follow CDMP best practices

4. Ilmplement the signage marketing
campaign

tane L lovad




Thank you.

Denise Denton 949-348-5141
ddenton@franserv.com
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