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MARKETING AUDIT & ACTION PLAN

Build a marketing operation that drives sustainable sales results

Find out what is needed to establish a marketing operation that delivers
long-term sales results for your business g :

This audit will be of interest i you want to:

Embed a ‘proper’ marketing function into your business.

--------

Produce a 12-month plan that powers reliable revenue generation.

Undertake a marketing capability audit and recommendations to plug gaps in
content and marketing materials; systems, processes and tools; internal skills and
expertise; external suppliers; and budgeting and measurement.

Map your customer’s ‘buying journey’ with marketing that supports every step.
Ground your marketing in reality with customer interviews and market research.
Generate strategies for your sales process beyond tactical fixes or activity.
Create a programme of quick wins in priority order to get things moving quickly.

This structured process will give you:

A clear understanding of what your marketing operation
needs to deliver day in and day out.

A clear view of what's needed to make your marketing
operation tick and keep ticking.

A list of enhancements in priority order.

A list of identified quick wins that can be put into
powerful effect immediately.

An outline 12-month plan for a thorough marketing
transformation.

©

"Watertight provided the most comprehensive benchmark of
where we were at with our marketing, what to foeus on next, and
how to do that. The results econtinue to be felt I8 months later.”

SIMON KING, FOUNDER, INSIDE ASIA TOURS
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What's involved?

« A detailed survey conducted online, or in person, to gather key information.

INPUT

« Anin-depth review of existing background information, previous research and
documentation.

« An end-to-end review of your marketing operation including an assessment for
one market segment against the Thirteen Touchpoint Leaks™ used throughout
the Watertight Marketing methodology. Further market segments can be
addressed in addition as necessary.

 Interviews, in person or by phone, with key staff and suppliers to clarify findings,
and gain insights, as appropriate.

« A2-2.5 hour presentation of findings and discussion of next steps.

« Afinal report detailing findings, areas for further assessment, recommendations
and a 12-month action plan with outline costs.
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What to say? How? To-whom?

" What we didn't want was a lofly strateqy document that
meant nothing in proctice, and Watertight Marketing definitely
delivered on that. As a result business has grown three-fold.”

PATRICK NASH, CEO, CONNECT ASSIST
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Your Audit & Action Plan deliverables

1) Strategy: What are you selling to whom?

2) Set-up: What marketing infrastructure

do you need?

3) Skills, and 4) Suppliers: What skills and
suppliers do you need to run this infrastructure?
5) Activity & Tools: What content and
programme do you need to drive results?

MARKETING AUDIT & ACTION PLAN

1) Strateqy: What are you selling to whom?
Key Deliverable: Audience Mapping:

A plan that details your ideal clients and what
you offer to them. This can then be used to clarify
what problems you're solving for them and what
messages you need to communicate to different
customer groups. The audit will highlight where
you might need clearer or more compelling
messages about the benefits your products
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2) Set-up: What marketing infrastructure do you need?

Key Deliverable: Infrastructure snapshot:

A highlighted marketing system and process diagram with strengths and

weaknesses identified and suggested investments where necessary. This covers

key marketing assets, for example data, digital, brand, etc.

3) Skills and 4) Suppliers: What do you
need to run this infrastructure?

Key Deliverable: Skill assessment:
Commentary and prioritisation of key skills
(in house and out-sourced) for partnering,

recruitment, training and/or development.
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2 | 5] Activity € Tools: What content and programme do you need

u | fo drive results?
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Key Deliverable: Actions: ;v,

A list of things for each priority area ADOPTION

that you can implement simply, and MO“_MM@ l@wi @MWM

a note about any that may require
additional investment. . 7

Key Deliverable: Activity overview:
An overview of activities mapped against audiences and their particular buyer

journey to identify any gaps with suggested additions (plus a bonus list of quick
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'In over 15 years of running and growing this business, no
other process has made as much positive impact across all
areas of our business as Walertight Marketing. It informs
almost everything we do.”

JOSEF ELIOTT, MD, OYSTER IMS
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Your Licensed Consultant

You will be matched with an appropriate consultant
from the Watertight Marketing Certified Practitioner
network. These are all marketers of at least 10 years
experience, with a proven track record with all sizes of
business clients. They are all fully trained and licensed
to use the Watertight Marketing methodology.

EXPERT GUIDED

About Watertight Marketing
Watertight Marketing is a powerful and practical
methodology for putting a marketing operation

ABOUT
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into a growing business that supports long-term
sales results.

Developed over twelve years, originally tested in over
200 companies, and now being used in over 2,000
businesses, this unique approach was created by
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BRYONY THOMAS

Bryony Thomas and captured in her award-winning
book of the same name.
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Anyone can download a free sample chapter from
www.watertightmarketing.com
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The Marketing Audit € Action Plan at a glance:
Duration: Written report delivered within one month.
Approach: In person and desk research as required.
Output: A clear and costed action plan for building

a marketing operation within the next 12 months plus
bonus list of quick wins. All peer reviewed by one of the
other licensed practitioners.

SUMMARY

Guaranteed: All licensed practitioner engagements come with
the Watertight Marketing Satisfaction guarantee. See website for more details.
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