Have you ever felt that you
were losing the battle? Maybe
your competitors are undercutting
you and they may be trying to
take your best customers. Have
your competitors introduced
new products and services that
continue to bring down your
profit margins? NOW 1S THE
TIME TO BUILD YOUR WIN-
NING BATTLE PLAN!

How can [ build a winning bat-
tle plan for my business when the
competitors seem so powerful?
Every entrepreneur has three
major “weapons” in his/her arse-
nal that can be used to defeat the
enemy. The key to building a suc-
cesstul battle plan is using these
weapons in the most effective
manner to systematically destroy
the competition. The following
are the three weapons and strate-
gies to effectively use those
weapons to win the war,

Overview Of Three
Weapons:

In-Person (Marine Unit)
In-person sales calls are the
most powerful sales method on a
“per-contact” basis, but they also
are the most expensive method of
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warfare. This inclucles direct sales,

lunches, special events, or any
other activity where you are in
direct contact with your client.

Phone Sales (Air-Force Unit)
Phone sales calls include tele-
marketing as well as any other
contact made to a prospect or
client utilizing the phone. It is
your second most powerful sales
method on a per-contact basis
and the second most expensive.

Direct Mail (Navy Unit)

Direct mail includes any mail-
ings, mass fax campaigns and also
can include large seminars, adver-
tising, public relations or any
other weapons that reach a large
group of people with one presen-
tation. This weapon is the “least
elfective” on a per-contact basis
and also is a very inexpensive
method of contact.

Best Use Of Three
Weapons:

The key to elfective, harmo-
nious use of all three is to use
each weapons strengths. In nearly
every business, 80% of an indi-
viduals business will come from
20% of the client base. This is

This article was written by
Mark Boarsma, President of -
Synergy Solutions. Synergy is
a company that has many pro-
grams for helping businesses and
individuals plan and meet their
goals. Four of our centers are test-
ing one of these programs called
Action Vision. As a part of the
Action Vision program, Synergy
interviews the individual and cre-
ates plans and goals based on the
information provided.
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Synergy follows up with -
monthly contact to monitor
and assist the progress towards
acheiving your gﬂﬂ]&_‘r pm—
gram boass a 35% increase in

through rate. x
Another semca offered by
Synergy is a Business X-Ray that

will help you identify ways to
make your l:-usm:ass more pmf— -
itable. 2
The Fra:nchssa Sem 5 Gmup
would like to pass on information
about Synergy to youasan
option for helping your business.
However, we would also like to
remind you that Franchise
Services is available to help you
with a business plan or analyze
your financials at any time, free

of charge.
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