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Marketing Strategies – Methods to Grow Sales & Profits
· Organically - _______________________________________________________________________________ 
· Reactivate Inactive Clients - ______________________________________________________________
· Prospecting - ______________________________________________________________________________
· Acquisition - ________________________________________________________________________________ 
Budget Strategy
Consider 4% - 6% of Gross Sales Allocated to You Marketing Budget
2019 Annual Sales $ ___________________________ x 4% =  $ ___________________________________________________
Allocation:
80% toward A/B Clients $ ____________________ 20% of this allocated to prospecting $ ____________________
20 % allocated C/D/E clients $ _____________ &  _______% of this toward Inactive Accounts $ ______________
[image: ]
H – Hold Pattern ________________________________________________
I – Inactive and Resuscitation _____________________________________
P – Prospecting _________________________________________________
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F – Mitigate Your Risk – How would you propose handling existing “F” type clients
_________________________________________________________________________________________________________________
E – Methods to market to this segment – 
_________________________________________________________________________________________________________________
D – Methods to market to this segment –
_________________________________________________________________________________________________________________ 
C – Methods to market to this segment – 
_________________________________________________________________________________________________________________
B – Methods to market to this segment –
_________________________________________________________________________________________________________________
A – Methods to market to this segment – 
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High-End Marketing Pieces
[bookmark: _GoBack]
Is Your Sales Portfolio Performing?
Cliff Quicksell – www.QuicksellSpeaks.com / 301.717.0615
Page 6

Ways a Coach Can Help
________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

If you are interested in a full-blown, fully-detailed PowerPoint presentation, please email me at the following: Cliff@QuicksellSpeaks.com – Mark subject line as follows: My Sales Portfolio

Cliff Quickell, MAS+
301.717.0615
www.QuicksellSpeaks.com
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CAPABILITIES

"Joe's years of experience allows him to quickly
understand the needs of his customers and provide
top-notch customer service. He values his customers,
and works closely with them to ensure they receive

custom fit options. I would recommend the
The Marketing Equipment Company
~ hands down”

Nada Tiberio
Security Field Manager

Hewlett Packard Enterprise, CANADA
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The Marketing Equipment Company

We are a creative company that is
focused on engaging your target
audience.

We refuse to just slap logos on
products.

We carefully listen to your
unique circumstances.

We then design, build, and
deliver tactile sensory marketing
and recognition solutions that
you place in the hands of

your target audience.

We connect your audience

with your brand identity and
corporate message in unique
ways that create memorable
experience.

We are determined to engage
your enterprises, from employees,
to channel partners, to clients.

We help you achieve your goals!

20+

Equipped with 20+ years of
experience’ we strategically design,

build and deliver inspired measurable

solutions that help you engage your
target audience and achieve
your business goals.

£
THE MARKETING
EQUIPMENTZo.

Joe Guagliani, BSC, BASI
Founder & President

SERVICES

* Strategic Marketing &
Promotional Campaigns

* Enterprise Engagement
Recognition & Incentive
Programs

* Consumer & Trade
Promotions

* Overseas Custom Importing

* Online Company Stores

* Tradeshows & Special Events

* Corporate Apparel & Uniforms

* Creative Dimensional Campaigns

* Brand names

* Print & Packaging

* Augmented Reality

* Point of Sale (POS)

* Point of Purchase (POP)

* Fulfillment, Kitting & Direct Mail

* In-House Graphic Design
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Event & Promotions Calendar
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Tradeshows - Produet Launches - Holiday Gifts - Employee Appreciation - Awards Pinner - Speaker Gifts - Sales
Golf Tournaments - Conferences - Anniversaries - Training - Birthdays - Open House - Incentive Trip - Awareness Program
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