KPC's Marketing Workshop KPC

Creative Communication

Aim: To develop a marketing plan based on attracting new customers, growing existing and
establishing a plan for a consistent presence in the market

Along half day away from the office to work on the business instead of in it. A chance to be challenged about
existing marketing habits (what isfis not working) and to be supported to identify and test new ideas.

Agenda:

1. Identify current customers’ needs: Stated and unstated

2. ldentify where new business will come from

3. Examine the competition (based on pre-research by KPC)

4, Match thinking to existing data (customer information/feedback, website analytics etc)
5. Ensure today’s offer meets and exceeds customer needs

6. Measurement and success factors

~

. Action and priority plan for on-off line activity

The process of determining our customers’ individual

It was extremely useful to think about requirements and needs was thought provoking and enlightening
things from outside of my own business for us all. KPC helpfully steered the conversation in the right
and | appreciated being pushed/ direction and we now have a clearer direction of what we need to
challenged. Going through the journey achieve. Now to get it done!
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I found the session extremely helpful in terms of trying to

switch off our normal view of things, which allowed us to

get right into the psyche of the person / customer — their
requirements, aspirations and goals.

/\Mmj& Quiclc on the duraw

KPC Creative Communication
01252 711025 | www.kp-comms.com



https://www.kp-comms.com/?utm_source=workshop-one-pager&utm_medium=pdf&utm_campaign=planning%20and%20discovery%20workshop&utm_term=workshop

