localenterprise.ie

Difig Fiontair Aitiuil
Local Enterprise Office

Let’s talk business!

L
E‘l‘lropean Union .°.'c.: Udarais Aitiula Eireann ENTERPRISE # I 0 C a I e n te r p rl S e
D':;’:;:::?:::; -'o.'..:.f Local Authorities Ireland @ IRELAND

‘where innovation means business.




REBOOT AND ENERGISE
OUR
BUSINESS STRATEGY
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TODAY

« |dentify strategies for growth
« Create arobust 1 page strategic plan
« Seft clear performance indicators

« Build accountability info achieving your goals



Maximise Clarity on target

opportunities audience &
channels

Increasing

\ conversion &
sharpening

\ sales message

objectives &
plan to achieve /

goals J

\

|

Who is on the
team & how
to optimise

performance

Transform how
& what you fo

Challenge
Strategic mindset &

build of increase financial
confidence
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HOW HAVE YOU BEEN?



LEAN MODEL CANVAS

CUSTOMER SEGMENTS PROBLEMS CHANNELS UNFAIR ADVANTAGE
VALUE PROPOSITION KEY PARTNERS METRICS
COST STRUCTURE REVENUE STREAMS
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APPLY
CREATIVITY IN
DIFFERENT
SPACE



INGREDIENTS

TO A
SUCCESSFUL BUSINESS




Successful Businesses
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BUSINESS ESSENTIALS

CUSTOMERS



METRICS
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ENTREPRENEUR EQUATION ©

CUSTOMERS x SELLING PRICE = TURNOVER - COSTS = PROFIT
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ENTREPRENEUR EQUATIONO®

CUSTOMERS x SELLING PRICE = — COSTS =

MARKETING STRATEGY MANAGEMENT
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BUSINESS METRICS ol nterrie O

How much money do you want fo make?¢

How many products do you have to sell to make thate

How much will it cost you to make that many?



CUSTOMERS SELLING PRICE TURNOVER COSTS PROFIT
30k

ENTREPRENEUR EQUATION ©

CUSTOMERS x SELLING PRICE = TURNOVER — COSTS = PROFIT
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CUSTOMERS SELLING PRICE TURNOVER COSTS PROFIT
100 300 30k 20k
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ENTREPRENEUR EQUATION ©

CUSTOMERS SELLING PRICE TURNOVER COSTS PROFIT
100 300 30k 20k 10k




PRODUCTS
HATS
JUMPERS
TOTAL

O
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PRODUCT

CUSTOMERS SELLING PRICE TURNOVER COSTS PROFIT

€5000 €2000 €3000
20 €500 €10000 €2000 €8000
120 €15,000 €4,000 €11,000

ENTREPRENEUR EQUATION ©

CUSTOMERS x SELLING PRICE = TURNOVER — COSTS = PROFIT
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YOUR BUSINESS

CUSTOMERS SELLING PRICE TURNOVER COSTS PROFIT

ENTREPRENEUR EQUATION ©

CUSTOMERS x SELLING PRICE = TURNOVER — COSTS = PROFIT



CUSTOMER SEGMENTS



"TIP 1

Do not go for the “everybody” campaign
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Competitive Advantage

Clear message
Increased relevance
Cut through the noise

Better media decisions




SOMEWHERE






VICTORY ROAD
HOME ~ COUNTRIES ~ FOOTBALL  RUGBY SCARF CO. ABOUT  CONTACT -\:.

e

- SUPPORT IN STYLE -







Leinster / Munster/Connaught/ Ulster
Ireland / Scotland / Wales

Ireland / Russia / Wales / UK
Females Aged 30-45 years

Liverpool / Man United / Man City / Celtic



Mary Duffy Portraits

Portraits drawn from photos




Mary Dufty Portraits

Portraits drawn from photos ‘




Women aged 60 plus years old
Women aged 25-35 years

Women aged 30-45 years old

Mary Dufty Portraits

Portraits drawn from photos



INNOVATION

Is there new customers or new products you
could create?







- TIP 2

Put your money/time on the
BEST POTENTIAL
winners







Demand
Margin
Ease
Passion

marketingcoachie
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Demand
Margin
Ease
Passion







TIP3

Feel the fear and do it anyway!




CHANNELS



CHANNEL AUDIT

How are we reaching them now?e

How are our channels integratede Which ones work best?

Which channels are most cost effective?



HOW WILL YOU REACH YOUR CUSTOMER?

What channels does my customer use?¢

- What do they read? online/offline

- What do they listen to? radio / podcasts

- Where do they gather? events / networks / organisations

- Who influences them?



WOMAN 40-55 YEARS

What do she read?
Sunday Independent

Journal.ie / Her.ie

Image Magazine
Where do they gather?

Influencer events ' L = B e
What does she listen to? | TN e WL

GAA f \ B ] ; f
Newstalk e — e ]

Network Ireland = PRaR ey, | e
RTE Weekend Programme _ ‘ — <

Shopping Centers : - 7 \ & T
Irish Podcasts e.g. Doireann Garrihy —

Who influences them? - =, \

Lisa Lust ) ‘ -



INNOVATION

Is there an opportunity to take a fresh look at
what channels you are using?




RESEARCH AND BUILD YOUR CUSTOMER PROFILE



PROBLEMS



PAIN V PLEASURE

What problem does your customer havee
What are the opportunities for them?
What drives/excites/interests them-e

What do they hate/barriers/reject?



PAIN V PLEASURE

nly takes 5 minutes to prepare and has no cleanup.’

« Time savings. “This meal 0

ts a fraction of what it cost toeatoutata nice

« Cost savings. “This meal cOS

health food restaurant."

afraid that your kids will never like food that's

. Overcome fears. “you may be

healthy, but this is delicious.”

« Pleasure. ‘It tastes oh so good!”

have to feel guilty because each serving

« Avoidance of Pain.
| fit in your jeans afterwards.’

only has 340 calories. You can stil

“And you won'
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NOT PROBLEMS
BUT REASONS TO BUY



OCCASSIONS
GIVE THEM A REASON TO BUY FROM YOU!




OCCASSIONS
DO | REALLY MAXIMISE THE OPPORTUNITY?2




MOVE FROM PRODUCER

TO
STORY TELLER

—

e




PEOPLE WILL FORGET
WHAT YOU SAID.
PEOPLE WILL FORGET
WHAT YOU DID.

BUT PEOPLE WIL
NEVER FORGET HOW
YOU MADE THEM FEEL.
Teya Argelon




JEWELLERY ¥ ENGAGEMENT ~» WEDDING v ABOUT v CARE

your story.

Your diamond.

Mark your moment with a timeless, precious and sustainable
Chupi diamond.




Heirloom Rings

Collection

Mark your moment with a timeless, precious and sustainable Chupi heirloom ring. Our collection of
heirloom rings and sparkling right hand rings are the perfect way to celebrate you. Designed by
Chupi to help mark your own precious moments and all of life's celebrations, each one is completely
unique, made here in Ireland and designed to last a lifetime.

more VvV




Crown of Faith

14k Polished Gold Diamond
Ring

€1189.00

L 2a s

Crown of Sky

14k Gold Twig Band Diamond
Ring

€1.089.00

OF

Half Etcrnity Diamond Ring
14k Polished Gold Band

£€1,089.00

Crown of Luck

14k Polished Gold Marquise
Diamond Ring

€1,289.00

O

Sort |T Filter &5

You, Mc & Magic
14k Polished Gold 1ct Grey
Diamond Ring

€3,979.00

Ol

Darling in the Wild
14k Gold Twig Band Grey
Diamond Ring

€1,689.00

OF



MOVE FROM PRODUCT

TO
EXPERIENCE




REASONS TO BUY

What is the occasion | can use to prompt purchasee
What is the story | am telling that will resonate with them®e

How can | create an “experience” for my customer?



INNOVATION
What is my hot take?




Consumer Insights

=
e
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PARTNERS



WHO ELSE CAN HELP YOU GET YOUR PRODUCT
OUT THERE?

Retailers
Wholesaler
Affiliate

Am | maximising the opportunity?



DECISION TIME



CUSTOMER SEGMENTS

PROBLEMS

VALUE PROPOSITION

CHANNELS

KEY PARTNERS

UNFAIR ADVANTAGE

METRICS

COST STRUCTURE

REVENUE STREAMS




marketingcoachie
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5 Learning Points / Opportunities today?!

T Business Metrics: | have a clear financial goals and can play with numbers

2 Target Customers: | know who are | am going after for 2020

3 Key Channels: | know how | can you reach them

4 Problems/ RTB: | know what is the RTB for my customer

5 partners: | know who | can link with to distribute my work more widely

Where is you gap?



FOR NEXT TIME

Action
Melrics of Success



SESSION 2: REFLECTION CARD

What do you want to action do you want to take in the next 2 weeks?

How will you suppert yourselt?
How will you celebrate your success?

How much fime do you spend on different fasks?

WAILIE HROPOITCR KEY BaaTamnL










#CLARITY
#CREATIVITY

#CONFIDENCE



nmarketingcoach.e

marketing consultancy and business coaching

—— ———
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