Quintessence BG Marketing Services 2010

	#
	Option
	Description 
	Measerment 
	Price/euro
	Quantity 
	Total price/euro

	1
	Competitive positioning
	Research and organizing information about the competitors first on global and second on local level. Fitting the company strategy in the most suitable business arena and target audience recognition. 

Competitive positioning is about defining how you’ll “differentiate” your offering and create value for your market. It’s about carving out a spot in the competitive landscape and focusing your company to deliver on that strategy.
	Report
	1500
	
	

	
	
	1. Research of the competitors

2. Advantages evaluation

3. Price evaluation

4. Strategy proposal 
	
	
	
	

	2
	Brand strategy
	Organizing the most successful strategy for your company and product. Combining the right idea, message to your clients and the best way to deliver it to them, branded with logo and slogan that will make your company recognized brand.  

Your brand is the entire experience your prospects and customers have with your company. It’s what you stand for, a promise you make, and the personality you convey. And while it includes your logo, color palette and slogan, those are only creative elements that convey your brand.
	Report
	2000
	
	

	
	
	1. Establishing future company strategy and segment

2. Evaluation of the existing marketing tools 

3. Creating an action plan
	
	
	
	

	3
	Distribution channels
	Indicating the most convenient and budget ways to distribute your brand to the right target audience and make them remember it among your competitors. 

Distribution channels are the pathways that companies use to sell their products to end-users.
	Report
	Could be combined with other companies/products
	
	

	
	
	1. Distribution items proposal 

2. Package options proposal

3. Distribution budgeting

4. Distribution channels establishing
	
	
	
	

	4
	Marketing plan and budget 
	The planning of marketing and the budget to it is the most important task in the market success of your company. This is best done divided on campaigns and for every season, target group and arena. On the daily changing market, planning and on time reaction is most important. 

A marketing plan is a detailed roadmap that outlines all your marketing strategies, tactics, activities, costs and projected results over a period of time. The plan keeps your entire team focused on specific goals – it’s a critical resource for your entire company.
	Report
	2000
	
	

	
	
	1. Evaluation of the company's marketing

2. Overall proposal

3. Budgeting
	
	
	
	

	5
	Marketing campaigns
	The actions taken to advertise your company or product after developing the marketing plan and the budget. They are directed and suited the best way possible for maximum impact on the clients and if possible instant sell of the product. 

A marketing campaign is a series of touches with your market to communicate a key message. The key word is “series” since it usually takes multiple touches for your audience to recognize your message and Respond.
	Report
	1500
	
	

	
	
	1. Contact with secondary schools, collages and university's principals

2. Organizing seminar with them 

3. Direct marketing to the students

4. Contact and direct marketing with winter sports clubs, fan clubs, forums, web sites

5. Field marketing (BTL) 
	
	
	
	

	6
	Pricing
	Delivering your product on best possible conditions and low price yet not to look cheap and become a ‘good deal’ in the eyes of the clients is very delicate action. It is the point where you overcome your opponents in the market and become a leading company. 

Price is one of the classic “4 Ps” of marketing (product, price, place, promotion). Pricing is a complex subject – there are many factors to consider, both short- and long-term.
	Report
	1500
	
	

	7
	Sales process design
	The actual sale of your product is the closing action of the chain. It must be delivered adequately and must be wanted by the customer, leaving the feeling of satisfaction. Our job is to make the audience come for more of your product and spread it to other potential buyers, leaving more of a feeling of a ‘family’ rather than seller-customer relationship. 

A sales process is a defined series of steps you follow as you guide prospects from initial contact to purchase.
	Report
	1000
	
	

	8
	Messaging
	Messaging today is a tricky business because the customers are overloaded with fliers, brochures, radio and TV advertising, etc. printed, verbal and video messages. Here we have to be extra creative to grab the attention of the crowd. Standard tools won’t work and our writers, editors, PR experts, designers, programmers, operators, photographers, etc. team will deliver unique solutions.

Messages are written and verbal statements that quickly describe what you do and how you’re different.
	Report
	25-250
	
	

	9
	Websites
	Nowadays it is absolutely necessary to have web site. Just like messaging everybody have them, but very little of them make impact in people’s attention. So it also have to be done for the exact market, consulted with the local way of expression, slang, etc. so it doesn’t sound ‘foreign’ to the target group. It also has to include multimedia applications like flash games, banners, quizzes. Social networks also play very important role in the marketing of your brand. 

Website is potentially the most powerful sales & marketing tool you have. A good site plays an enormous role in Your sales process.
	Analysis 
	1000
	
	

	
	
	1. Website for every different campaign

2. Target them by interest, action, subject

3. Organizing them into a main website/portal
	
	
	
	

	10
	Email marketing
	Spam is one of the most unwelcome ways to advertise these days. It has become enemy number one of the internet community. Certain know-how and technical knowledge is required to make emails be welcome as a kind marketing solution and your company not to be inserted in the black list of spam worldwide.

Email marketing enables you to cost-effectively communicate with your market in a way that’s immediate and relevant.
	Table and schedule 
	1000
	
	

	
	
	1. Research and segmentation of the target groups

2. Organizing the content and approach

3. Technical sending and collecting the feedback
	
	3. 0.50/per email
	
	

	11
	Online advertising
	Banners - plain, flash or video are the most used tool in internet for advertising. With years of practice and team of creative artists and professionals our company will assist you to shine among the crowd of online advertising. 

Online advertising offers B2B marketers an opportunity to reach very broad or very targeted prospects to generate leads, communicate a message and raise visibility.
	Report
	5000
	
	

	
	
	1. Banners 

2. Social networks profile

3. Online branded flash games
	
	
	
	

	12
	Search marketing
	Search engines are most important especially for the companies in the field of services. They deliver fast and easy the information that your customer is looking for. Optimized search marketing can increase your sales significantly and gain more popularity of your company or brand trough your web site, social networks, etc. 

Search marketing is about gaining visibility on search engines when users search for terms that relate to your business. For most companies, ranking highly in search results isn’t luck – it’s a result of solid effort in one or both categories of search marketing.
	Optimizing in search engines 
	1000
	
	

	13
	Sales literature and tools
	In the age of internet, where everything can be found and everything is explained it is very important to deliver as much specific information for your company and product as possible to get the customers’ attention as a professional and highly sophisticated company.

Sales literature and tools help you communicate and strengthen your messages. They’re also known as “marketing communications” or “collateral”.
	Report 
	2000
	
	

	
	
	1. Selecting the different segments

2. Collecting data

3. Budgeting

4. Printed literature design 

5. Multimedia tools design

6. Printing and multiplying 
	
	
	
	

	14
	Corporate identity
	We can help you develop further your corporate identity and use non traditional ways to present it to the world and integrate it in new campaigns for gaining more popularity.

Corporate identity is an extension of your brand and includes everything with your logo or contact information.
	Report
	1500
	
	

	15
	Naming
	Naming every campaign clever and catchy is the key to successful realization. Combined with different designer and multimedia tools it can bring the marketing of your brand one step ahead from the competition. 

Your name is an extension of your brand, and it can reinforce the value you provide or distance you from it.
	Analysis 
	
	
	

	16
	Customer relationship management
	Creating network of customers is very important for the business of your company. Making “family” with them and expanding it, using the tool mentioned in this table is your way to long years of prosper business. This network must be built and managed very carefully and systematically. 

Customer relationship management (“CRM”) is a term
that refers to two things:
> A company’s strategy for managing leads and customer data
> Software that manages that data
	Table and schedule 
	Additional budgeting 
	
	

	
	
	
	
	
	
	

	17
	Trade shows and events
	Participation in trade show and events is very important for the personal contact between the company members and their clients. Also it is very useful to make impression on new customers, dealers of your products and potential partners. 

Trade shows and events are gatherings for businesspeople with common interests to achieve a goal. Many companies use these events to generate leads, nurture prospects, build awareness, conduct training, or enhance relationships with existing customers.
	Report and schedule
	2000
	
	

	
	
	1. Reporting the top shows and events in the segment

2. Analyzing the best approach for them

3. Budgeting

4. Organizing printed, multimedia materials and personal

5. Participating  

6. Reporting the end results 
	
	
	
	

	18
	Sales management
	Sales management is a well balanced management of the marketing tools mentioned here. The right approach to customers and making him want the product and recognize the brand with positive impression. 

Sales management is about leading the people and process your company uses to sell prospects and service customers.
	Report 
	1000
	
	

	
	
	1. Online sales 

2. Establishing office 

3. Managing the office, personal, sales

4. Reporting 
	
	
	
	

	19
	Publicity 
	Publicity is a very effective indirect marketing tool. With articles in magazines, newspapers, websites, blogs etc. that your clients like and trust makes indirect impact in their mind. A lot of times it much more cost effective than direct advertising.  

Publicity in the media can be extremely valuable in building credibility and awareness for your company. For example, a legitimate news story is an endorsement that can reach a wide audience for very little cost beyond your own creativity and time.
	Report
	1000
	
	

	
	
	1. Research of the best suited newspapers, magazines, website

2. Estimating their prices

3. Writing the materials 
	
	3. See Messaging  
	
	

	20
	Customer retention
	Creating and managing well a customer retention system is not an easy task. Schedule for systematic connection with the customers is important element of the marketing. How you communicate with them is the key to the well done job.

Customer retention is about keeping the customers you’ve spent that money to acquire. And if you’re in an industry where they make multiple purchases over the years, your entire team should be very focused on retaining those customers.
	Table and schedule 
	1. Using telemarketing

2. Using email campaign
	
	

	21
	Traditional media
	Traditional media is still the most powerful in the advertisement industry – from radio and TV, magazines and newspapers to billboards, this segment is the leader. With systematic actions in the right medias your company can get recognized in no time. 

Traditional media can also play a role in the marketing mix for many companies. These media often reach a broad audience and thus can be relatively expensive. Yet in your industry or region, they may be very effective in helping you reach your market.1. 
	Report
	1500
	
	

	
	
	1. Researching the local medias best suited for the wanted target

2. Establishing their prices 

3. Planning and budgeting

4. Making the marketing tools (visual and/or audio)

5. Scheduling 
	
	4. Additional budgeting 
	
	

	22
	Telemarketing
	Telemarketing is one of the most successful tools for advertising. But people are so overloaded with calls regarding selling them things, or someone trying to sell them something on their doorstep, that we should be very careful how we approach the customers so we don’t leave a bad impression. 

Telemarketing campaigns help companies reach a group of targeted prospects or customers to communicate a message, gather feedback, and determine a next step for the relationship.
	Table and schedule 
	2000
	
	

	
	
	1. Research and segmentation of the target groups

2. Organizing the content and approach

3. Technical calling and collecting the feedback
	
	3. 2/per call
	
	

	23
	Direct mail
	Direct mail is very important tool for keeping constant attention on your business in the mind of your customers. It is very effective combined with telemarketing, emailing messaging, etc. tools. Together they make massive impact on the market. As much the customers knows you and every detail of your business the more he feels safe and prefer your product among the others. 

Direct mail campaigns can generate leads, promote special offers, support other campaigns, communicate with customers and raise your visibility in your market.
	Table and schedule 
	
	
	

	
	
	1. Research and segmentation of the target groups

2. Design of the printed materials

3. Printing 

4. Transporting 

5. Delivering 
	
	
	
	

	24
	Business development
	Further growth and strategy is very important. We are focusing on research of different market arenas and together we can develop strategies and business politic that will gain more and more clients, new and bigger fields for your brand. 

“Business development” in the Strategic Marketing Process refers to high-level partnerships that generate revenue, create better products and/or increase efficiency.
	Report
	2500
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