 

 

 

 

2008 Sales & Marketing Plan Outline for Lumina Decision Systems
 

 

Vision:
 

What is our vision, who are we and who do we want to be?
 

 

Objective:
 

Our revenue goal for 2008 is at least a 54% increase ( $1,481, 672) over 2007, while aiming for a 100% increase over 2007 for a total 2008 revenue of $1,920.00. Specifics to follow on how we will try to reach this goal.
 

Long term objective: To be the leading provider of a software solution in the Risk Analysis /DA space? 
 

Is our long term goal to  OWN THIS SPACE, with the best solutions and services available?
 

 

Strategy:
 

What is the overall plan/strategy to reach our objective?
 

How do we do this? What do have to sell:,software & support / services

 

What new products are in the development pipeline and release timeline?

 

 

Market Segmentation & Definition:
 

What markets do we currently serve?
 

What markets/segments do we want to serve that we currently are not?
 

Vertical Analytica based solutions coupled with best of breed consultants and affiliates in that space.
 

 

Needs and Requirements:
 

Who are our customers, how would you describe them? 
 

What can we provide that no other company/solution can? 
 

What is the motivation for a customer to buy our product and service vs. a competitors?
 

What do our customers need?  What do we need to do to better serve them? 
 

From the moment a prospect visits our website to the close of a sale what is that experience like? Once a purchase is made, how do we better retain, leverage and keep that client happy?
 

 

Distribution Channels:
 

Currently we have affiliates and partners. We need to find more and possibly look at VARS & Resellers. Australia and Asia appear to be underserved.
 

What have we learned from our current affiliates and the contracts/agreements we have in place with them?
 

 

Competition Forces: Product Comparisons and Positioning:
 

Who are our closest competitors?
 

What distinguishes our product from theirs?
 

Why should our target audience choose us over any of them?
 

How do they compare with us on:
 

Features/Benefits
Value
Price
Service
Training
Support
Consulting ability
Verticals they support and have made inroads into
Distribution> Partners, Resellers, global reach
Quality of their website (initial impression), ease of navigating their site. Quality and depth of the material on the site.
 

How do we better overcome our target audience continuing to use Excel, because of their comfort with it? Doing nothing is one of our competitors.
 

Keys to Success-Communications:
 

How do we best get the word out of Lumina and Analytica? We need to evangelize the message and the solution.
 

What is the message?
 

What has worked so far? 
 

Word of mouth
Web searches on key words, What are those key words and what more do we need? How else can we drive more traffic to the site?
Limited advertising
Our competitors can actually help us. 
Reviews, write-ups
Tradeshows
Seminars
 

Resources and the Sales & Marketing plan implementation:
 

Who will be doing what?
 

Prospecting
Qualifying
Proposal/Decision
Purchase
Repeat Business and referrals (nurturing and leveraging the client)
 

Leads- Incoming cold leads incl. downloads (treat each one like "gold",)
 

-- Academic Program: incl. Analytica in the classroom, textbooks, Analytica workbook, etc.
 

-- Lead generation programs
 

-- Website updating and/or ground-up redesign.
 

-- Marketing materials
 

-- Marketing campaigns
 

-- Following up with existing clients
 

--Webinar's, presentations, who will be doing them? 
 

--Customer service & Operations: Tech support, order processing, shipping, accounting A/R & A/P
 

-- Training /Quick starts/ Consulting 
 

Is our sales process and options optimal for the client? 
 

 

Budget:
 

What is our 2008 sales & marketing budget? This can looked at as a percentage of 2007 revenues or projected 2008 revenues. 5-8% of revenue goal?
 

 

Technology:
 

What technologies do we need to leverage to make us productive and successful?
 

Salesforce.com: What changes should we make to the way we are using our CRM system? Are we currently getting the best we can out of it?
Customer portal-via SF

Register for download, it goes right to SF (qualifed leads)

Can SF recognize a prospect /client already in SF, next time they enter a password linked to their e-mail address to take care of their needs.
-Tracking orders, open support cases, 

Research what SF can and cannot do, then evaluate the pros and cons for the customer and us.

 

Success Metrics:
 

How will we know if our Sales & Marketing Plan is successful? e.g. is our goal for 2008 just a revenue number or are we ideally seeking a larger, diverse user base? 
 

What if we happen to reach our 2008 revenue goal with 5 clients, is that success?
 

Marketing Strategy continuous analysis and process improvement.
 

How often should we revisit the plan and tweak it as needed?
 

SWOT analysis..
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

