
STRATEGY AND ACTION IN FOCUS:

Recession Proofi ng & Marketi ng Audits

+ Get your existi ng assets working harder

+ Find hidden assets you didnt know you had

+ Take advantage of opportuniti es that couldn’t be 
 capitalised on before 

Recession Proofi ng
We can help recession-proof your 
business by identi fying and leveraging 
hidden assets and opportuniti es. In 
other words, getti  ng more from what 
you already have.

We off er this as a regular coaching and 
consulti ng project. You can budget it 
to know exactly what you’re investi ng, 
with no surprises.

STEP 1: 
Identi fy Your Assets
The fi rst step to Recession-proof your 
business is a Marketi ng Audit of your 
company. This helps us identi fy as 
many resources as possible that can 
be leveraged for litt le or no ongoing 
additi on to marketi ng spend.

In the Audit, we explore 7 aspects of 
your marketi ng...

1. How you get more customers
2. How you get more dollars per 
 customer
3. How you get more transacti ons 
 per customer
4. Your performance against 12 
 commmon marketi ng mistakes
5. Your online and website’s marketi ng 
 performance
6. The strength of your visual branding
7. Your sales people, sales systems and 
 how well they work for you

Each of these are expanded and check-
listed through interview and audit.

There are 217 att ributes rated in the 
audit. These rati ngs are then used 
to determine what opportuniti es 
there are for immediate gains and to 
provide a guide on how that might be 
achieved.

This step, from start to fi nish, will take 
about 4 hours of your ti me on and 
off , and between 2 and 3 days for the 
report to be writt en up.

The bett er the access we have to you 
and to informati on you probably have, 
the bett er and faster the report.

STEP 2:
Improve Your Assets
We prioriti se all the opportuniti es we 
found in your Audit and begin the real 
work... making things work bett er.

Every week, we review the previous 
work, set new work, help you improve 
the assets and progress your company.

We start with the most lucrati ve, least 
costly and/or quickest ideas to acti on. 
We fi nd ways to immediately leverage 
that asset.

Once leveraged, it may not require an 
ongoing increase in marketi ng spend to 
conti nue to enjoy bett er returns.

Some of the assets we can help you 
leverage include:

Adverti sements  Brochures 
Car / Travel Time  Case studies 
Catalogues  Contacts 
Creditors   Customers 
Direct Mail  Downti me 
Events   Free Publicati ons 
Industry News  IP 
Locati on   Newslett ers 
Retail space  Sales people 
Staff  knowledge  Websites 

These acti viti es are immediate fi xes 
and take advantage of commitments 
you’ve already made, staff  you’re 
already paying and products or services 
you can already deliver.

We introduce you to new assets that 
are low-cost or low-risk, like Google 
Adwords, press releases and small 
events.

They won’t create a powerful, 
strategically-minded competi ti ve 
positi oning for you like a Complete 
Marketi ng Programme would. 

But they can help leverage your assets 
by reducing wastage and by capitalise 
on opportuniti es that cost litt le or 
nothing to realise.



Strategy and Acti on 
Recession Proofi ng just 

$1200 + GST per day.
We recommend regular sessions to keep 
the pace on the improvement of assets. 

The sooner they’re turned around, the sooner 
they’re working harder for you. We can meet 

weekly, fortnightly or monthly.

Learn more about how we can help 
recession-proof your business and leverage 

your marketi ng assets. Contact us today.

Strategy and Acti on 
Marketi ng Audits cost 

just $1400 + GST.

To begin these valuable services you can 
call us on 07 3808 5366.

Here are some examples of 
the kinds of acti viti es we’ve 
recommended to others like you...
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Bett er Sales Management
Where accountability of sales staff  has 
been slim, we’ve helped introduce 
processes of support, accountability, 
mentoring and meeti ngs to help sales 
staff  increase volume and increase 
conversion rates.

We recently helped one company 
turn $150,000 of annual expenditure 
in sales retainers into a focussed, 
accountable and measurable item 
within their budget.

Uti lising Downti me
For a company servicing industrials, we 
helped leverage the downti me of the 
crews who fulfi l services.  

We created a programme of lead-
generati on that uti lised the technical 
knowledge and nonsales manner of the 
crew. They conducted drive-by spotti  ng 
of opportuniti es and dropped in with 
loosely controlled scripts.

Google Adwords
Adwords is a great way to drive traffi  c 
to your website, a good way to test 
diff erent off ers, and one of  the lowest 
cost-per-lead adverti sing mediums in 
the world today.

For instance, we’ve recently introduced 
it to an IT company and entertainment 
company, and improved it for a 
fi nancial services company.  All of them 
are gaining greater results from modest 
increases in spends.

Cross-Selling to Existi ng Customers
Campaigns to new prospects are good, 
but campaigns to qualifi ed prospects 
are bett er, and campaigns to qualifi ed 
prospects who’ve dealt with a company 
like yours are bett er sti ll.

Campaigns to your existi ng customers 
therefore are the most powerful of all.  

It costs you a certain amount to get 
a new customer. What you get out of 
them aft er that is not nearly as fi xed as 
the price of acquiring them in the fi rst 
place.

We’ve just helped a company in the 
health products sector to uti lise 
their database and spare stocks of 
promoti onal material to conduct direct-
mail tests.

Adverti sing Makeovers
If you spend $2,000 on an ad, that 
spend is fi xed whether your ad gets you 
10 leads or 20 leads.

Most ads are under-performing.  It’s a 
fact based on many diff erent reports by 
many diff erent companies. 

Our own report on industrial 
adverti sing, released in 2005, analysed 
1,300 adverti sements and showed 93% 
of ads fail criti cally important principles 
of adverti sing.

We can leverage an ad to gain 
more from the same investment by 
reworking how it has been designed 
and what it says.

Give our offi  ce a call today, to see 
how we can help recession-proof your 
business, and give you some strategic 
methods to stretch your spend further.

Simply call 07 3808 5366 or 
info@strategyandacti on.com.au.


