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IMPROVING PROFITABILITY AND MARKETING IMPACT – 

A program developed by Rich Delaney, President of 20/20 Marketing 

for NTMA members

Price, quality and delivery are expected.  We need to do more to build and diversify our business for long-term success.

· How do you stand out in the competitive crowd?  

· How do you diversify your customer base?
Complaining about China/imports is not a growth strategy.  China is a symptom of a problem – USA policy on competitiveness.  China’s dominance of cheap manufacturing processes and product will give way to other low income countries which don’t have a regulated employer environment.  The solution for U.S. manufacturers is to find lucrative niches, provide great high quality product, and provide service that is simply outstanding.  

Foreign producers will always find it impossible to compete against outstanding customer service. 

“We are great at manufacturing, but we don’t know #*@^ when it comes to marketing!”  Jack S., President, major Midwest manufacturing co.

· Manufacturing business is the heart of any productive society

· Manufacturing has been undermined in the USA

· Manufacturing must become stronger and more successful

We cannot wait for others to develop our markets.  We must develop a strategic focus on new markets and improved processes.

Little things mean a lot – small differences can make all the difference 

At this year's U.S. Open Golf Championship, an Angel beat a Tiger by 1 stroke and earned $648,664 more.

 At this year's Daytona 500, the winner took the checkered flag by 0.02 seconds and banked nearly $400,000 more than the second place finisher.


Sometimes it is important to sweat the small stuff.
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IMPROVING PROFITABILITY AND MARKETING IMPACT

SMALL THINGS DONE CONSISTENTLY CREATE A MAJOR IMPACT !

“We are just metal peddlers not marketers.”  Ron Borst, president, Clay & Bailey Mfg. Co., and proud NTMA member.

“Digit-heads are sometimes unable to understand the value of making the marketing investment to achieve the long-run benefit.”  Craig Schroer, president, Unitech, and proud NTMA member.

Lessons learned through strategic marketing research – 

The major concerns that NTMA customers have are:

· They don’t know whom to call

· They don’t know what you do

· They don’t know how you are better than your competition

· They don’t know that you care about their business.

You may say that is not true for your organization, however research has shown specific responses that manufacturers are lacking in the above areas.  (Specific research findings will be presented.)

Based on 10 years of doing market survey work for a variety of manufacturing companies I have found:

· Databases are poor and incomplete:  Over 50% of the customer files do not have sufficient information to allow for an effective marketing call or marketing mailing

· Customers have not heard from the manufacturer other than asking for an order or when the order was delivered late and getting a lame response.

Solutions – 

If you want to win – sometimes it does not take a lower price and a loss to beat the competition.  You can win by putting forth a little extra effort.

4 specific recommendations are made.

A key strategic points is presented and discussed.
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IMPROVING PROFITABILITY AND MARKETING IMPACT

There is not a level playing field – so we need to strengthen our marketing and selling efforts.

The 3 keys to diversifying your customer base will be reviewed and discussed in depth.

How to hit a home run with your sales calls.

Five specific points on how to improve your business success.

Summary

· Review of the key recommendations for expanding the business and improving profitability.

· 3 key points that every successful manufacturer must put into practice.

· Have Pride in your product, your service and your entire operation:

Performing at a high level

Responsibility to the customer by every employee

Interest in new ways to improve production and quality

Dedication to highly productive employees – they are increasingly rare

Effort in every dept. to find new and better ways to achieve the profit goals 

while increasing customer loyalty.

This program is presented by Rich Delaney who has worked for major manufacturers and has years of experience of helping manufacturers improve their business success.
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