Tactics to Triumph in Trying Times :
A Real-World Example

Business plan:
General objectives:

· Be proactive in addressing the recession through re-writing and then initiating a strong business plan 

· Attack prospects and clients at multi levels

· Strengthen and build long-term client relationships

· Increase information and referrals from ‘friends’ of the company

· Divide, assign and follow-up more effectively

· Cross-sell our services

· Establish a business development culture

· Keep firm top of mind

Specific Approach:

· Hold weekly team meetings to develop new target prospects and coordinate calls

· Prepare hot lists, new business, relationship building and developmental lists

· Minimum calls per week will be enforced

· Hire top PR and marketing firm

Initial Plan:

· Draw up hot list of five industry group prospects for target the following week

· Identify and assign three relationship building targets per week

· From these four categories, make 10 visits, lunches or contacts per week

· 20 telephone calls to be made to the lists per week

· 20 pitch letters to go out per week

· Assign 10 follow up calls per week from the previous week
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Marketing plan:
Objectives

· Be proactive in addressing the recession through organized marketing thrust

· Recast the image of the firm in target markets where we can gain immediate business 
· Promote and bring in new and diverse business by keeping firm top of mind 
· Project a perception of size, leadership, competence and specialized lines of business

Program

Civic Marketing

· Join a trade organization and participate actively in events and on programs

· Become trustee member of a chamber of commerce and attend luncheons and events

· Initiate active committee member participation on select committees

· Each staff member will be assigned committees to become involved in

Media

· Hire PR and marketing firm

· Seek to be industry spokesperson

· News releases to be issued monthly for new hires and accomplishments

· Op-ed articles written for placement by PR firm
Image

· Web site updated

· Referral of hits to Web site by search engines (SEO)
· New logo, email address and business cards issued

Direct Marketing

· Explore joint ventures with possible business partners to cross-refer business
· Speak at national and local trade, civic and non-profit events

· Create and add weekly to a target client list prioritized by industries and prospects 

· Direct email pitch letters weekly to 50 on target list

· Holiday cards and similar snail mail reminders


Internet Usage

· All staff to make active use of Linked In, Facebook, Twitter, etc.

· Software being upgraded to allow remote access for staff

· Seek to be most technologically advanced firm in market
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