Packaging

What are my choices?

All products and services need packaging of some
sort. Especially services which are otherwise so
intangible.
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Useful at which business stages?
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Cheap or Costly?
If you don't have large quantities of cash then be
inventive and make it interesting as well as

appropriate. *SUaApe 3|diyinw
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Where do I learn more?
From your competitors, from your favourite pieces

of packaging.
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What determines whether it works?
Does it help the customer understand the product

at first glance... it should.
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The goal of marketing promotions is to represent
your products and services via these various
promotional methods in a way that excites
customers, gives them an idea of what the whole
product is, and helps them decide to buy it.

This eBook answers five questions about each

promotional method: *A103s e ul bulj|as g 1s1| s|el03lipa ay3 buinyeb
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- What are my choices?
- Useful at which business stages?

- Cheap or Costly? ‘Aousbe
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- Where do I learn more?
- What determines whether it works?
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Sales Promotion

What are my choices?
There are lots of variations on these - BOGOF

(Buy One Get One Free), 2forl etc. Make up your

own.

Useful at which business stages?
You have to be able to afford to take the hit on
profitability during the promotion.

Cheap or Costly?

You may be able to split the cost with the retailer.

Where do I learn more?

You'll see sales promotions in retailers, in adverts,

on the web. Go looking.

What determines whether it works?

Are two packets of biscuits really better than one?
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Trade Fair

What are my choices?

1) National or International

2) Choose sectors that relate to customer
segments

3) how many you attend

Useful at which business stages?
Can do as market research, usually used when
have a product/service to sell.

Cheap or Costly?

Always ask to see if you can get a discount as a
first time participant. Expect to pay >UKP 2k for
stand, remember travel, hotel and transport
costs.

Where do I learn more?

Search the websites of Olympia, NEC etc, ask
business advisor for list of those appropriate to
your sector.

What determines whether it works?

A fair with the same audience as your customers.

Staff who are comfortable chatting to strangers.
Clarity of message.
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Licensing

What are my choices?

How much freedom do you want them to have?
Will it be an exclusive licence? There are lots of
questions here. Get help.

Useful at which business stages?

When there is a large market for your products/
services. When your products/ services are fully
packaged.

Cheap or Costly?

Intensive work to find licensees and legal bills are
not small. But set it up well and will be fairly
simple to run thereafter.

Where do I learn more?

Seek specialist advice but also think about who
would want to license from you and what they
have to gain.

What determines whether it works?

The licensee must have an established client base
who would want your products and they have to
be able to handle the risk.
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Sampling

What are my choices?
Do you give away the whole thing or just a small
part of the product/service?

Useful at which business stages?

When considering new markets and you want
some feedback from potential customers. In
general it is a way of testing ideas.

Cheap or Costly?

The cost is that of the product plus the
distribution to get it to people plus any
feedback/evaluation method.

Where do I learn more?

Have a look at things you are handed in the street
or that come through your letterbox. Work it out
from there.

What determines whether it works?

Your ability to get it to the right customers e.qg. if
you want to reach ABC1 consumers stand outside
M&S not the bus station.
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Distributor

What are my choices?
What geography? Will they manufacture as well?
How long a term?

Useful at which business stages?
When the market exists. Distributors don't make
markets.

Cheap or Costly?

They'll take a percentage of the sale. You need to
build this in to your pricing model. This may mean
changing your manufacturing method.

Where do I learn more?
Go to some trade fairs and talk to people.

What determines whether it works?

The quality of the relationship with the distributor.
The value of the sales within the distributor's
portfolio of products.
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Personal Selling

What are my choices?
DIY or hire a specialist.

Useful at which business stages?
When you have something definite to sell. Can
use partly as market research.

Cheap or Costly?
It's the cost of time... yours or someone else's. If
someone else's who will train them?

Where do I learn more?
Watch others, go on a training course in selling
skills or learn from your agent.

What determines whether it works?

An ability to listen to your customer and answer
any questions they may have. The ability to
‘close’ a deal.
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Branding L

What are my choices?

Whether you just do something so that you at
least have a brand (and can improve it later)
versus whether you do the whole thing now.

Useful at which business stages?

Always. Expect to continue to refine it based on ‘S| J1 Jo asodund ay3 3Jeym Buimouy
whether your customers understand you and ESAOM 31 18YIayMm SaUuIWIBIBap 18y /M
what you stand for.
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that you can do this bit yourself to start with.
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Where do I learn more? éAaso0n 1o deayd
There are many books on this subject, specialist
agencies and you are surrounded by brands. NoA Jo pajoadxs yonw Ayneid sl
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What determines whether it works?
Whether the brand accurately reflects your ¢S1aWo03snd Yiim uoioedajul
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Direct Marketing
What are my choices?
There's a lot under this heading. Look up the
Institute of Direct Marketing for more info. *J0U 10 NOA s1] 326pNQg Yyiim sauoawos Jayiaym
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You need to know your customer segments very ESJIOM 31 1BYIaym SaUuILIIBP 1Y/
well and have a means of contacting customers
directly. 'JO 1SISUOD S|eap 3SaY3 JeyMm INo puly usyy adeld
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You may be able to buy data via your business
support provider (in smaller chunks than from the ¢}l paau Ajjead noA oq ‘|ieAe ou
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éAj13s0n 1o deayd
Where do I learn more?

The Institute of Direct Marketing or a Direct ¢wiayy JoJ s1 jjauaq
Marketing Agency. ay3 1eym Josuods e 03 a3e|ndie Al4ea|d noA pino)
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What determines whether it works?
Your ability to reach your customer segments ¢adip saluedwod Jo
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