
Case Example 

Process Development and Planning 

The Client 

S A Partners is a South Wales based management consultancy with 

a turnover of £5 million and 45 employees. 
 

The Project 

To formalise marketing process with particular attention paid to Lead 

Generation design, implementation and measurement. Key issues were: 

Activity was focussed, but ad hoc and irregular. 

No formal measurement was carried out and therefore activity that  

delivered a return on investment was not apparent. 

Reporting was not standardised. 

Lack of formal processes meant that periodically, activity would need to 

be rushed through to meet deadlines. 

The  Output 

A focused, sector specific plan was developed delivering, regular activity 

to ensure continuous market presence. 

Processes were formalised and adhered to; bringing rigour to activity, 

with relevant targets set and measured against. 

Reporting against targets at every management meeting ensured  

visibility and guided future lead generation and marketing  

activity. 

The Result 

Targets were exceeded; market pull began to occur after only 6 months. 

A concentrated effort on key activities improved the quality of outputs. 

Through measurement, successful activities quickly became apparent 

and informed the future plan. 

Staff morale improved as they were guided by processes and had a 

clearly defined reporting structure. 

Management had visibility of marketing activity giving them the  

 confidence to focus on developing the business and its people. 

www.heathmarketing.co.uk 

Class Activity Detail Jan Feb Mar Apr May Jun Jul Aug Sept Oct

Interactive

Web Updates Case Examples, News Articles, Events and Links

Information E-Shot Linked to News, Events, Case Examples

Events E-shot Purely events listings

Traffic Driving Trial programme - 1 week

Networking

Build and maintain  Referral Partners Enact regular regime of contact

Speaker Networking TEC - apply online

ACE - (they have a Facebook Group!)

University Alumnis Join your own.. 

Events

Nspire Events In conjunction with THE (tbc)

Attending Tradeshows As per event plan (to be designed)

Hospitality To be agreed - launch and other? 

PR

Press Release Relevant, newsy, monthly. PR org? 

Collateral

Case Examples Review and write quarterly.

Marketing Costs N/C Jul Aug Sept Oct Nov Dec Jan Feb Mar Apr May Jun Totals

Salaries 2,917£        2,917£        2,917£        2,917£        2,917£        2,917£        2,917£        2,917£        2,917£        2,917£        2,917£        2,917£        £35,000

National Insurance 373£           373£           373£           373£           373£           373£           373£           373£           373£           373£           373£           373£           £4,480

Benefits 117£           117£           117£           117£           117£           117£           117£           117£           117£           117£           117£           117£           £1,400
Total Salary Costs £3,407 £3,407 £3,407 £3,407 £3,407 £3,407 £3,407 £3,407 £3,407 £3,407 £3,407 £3,407 £40,880

Marketing £0

Market Research 0 0 150 15 0 150 150 15 0 4150 4150 15 0 150 150 £9,500

Brand Building 55 00 0 1000 0 1000 2000 35 00 1000 1000 35 00 1000 0 £19,500

Brand Co llateral 0 0 5250 27 50 0 0 0 250 1250 0 0 0 £9,500

Lead gener ation

W orkshops / e vents 0 0 10000 0 9000 0 0 5000 6000 0 5000 1500 £36,500

W eb traff ic dri vin g  2000 2000 20 00 0 0 0 0 0 0 0 0 £6,000

Awards and  sponsorship 45 00 0 0 45 00 0 0 0 15000 0 0 0 0 £24,000

Adverti sin g 0 0 0 0 0 0 0 0 0 0 0 0 £0

Exhibit ions 0 0 650 65 0 0 0 65 0 650 1350 0 650 0 £4,600

Sales

SMS 20 00 0 0 0 0 0 10 00 0 0 0 0 0 £3,000
£0

Mobil e & 3G 50 50 50 50 50 50 50 50 50 50 50 50 £600

Stationery 25 25 25 25 25 25 25 25 25 25 25 25 £300

Hotel  & travel 250 250 250 25 0 250 250 25 0 250 250 25 0 250 250 £3,000

Depreciatio n  28 28 28 28 28 28 28 28 28 28 28 28 £336

£0
Depreci ation (New Capital Equipment) 0 0 8 17 25 33 41 41 41 41 41 41 £330

Total Marketing Co sts £15,760 £5,760 £22,818 £13,826 £13,934 £5,943 £9,101 £29,851 £17,551 £7,451 £10,601 £5,451 £158,046

Capital Costs

Laptops £0

Beamers £0

Banner stands 0 0 300 300 300 300 300 0 0 0 0 0 £1,500

£0

£0

To tal Cap ital Costs £0 £0 £300 £300 £300 £300 £300 £0 £0 £0 £0 £0 £1,500
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Category Sept Oct Nov  Dec Jan Feb Mar Apr May Jun Jul Aug Sept Oct Nov Dec

Business:

Interactive

Events

Network/Referrals

Food: 

Inter active
Events

Ne twork ing/Referral

Hi Reliability:

Inter active
Events

Ne twork ing/Referral

Packaging:
Inter active

Events
Ne twork ing/Referral

Pharma:
Inter active

Events
Ne twork ing/Referral

Ba nking and Ins:

Inter active
Events
Ne twork ing/Referral

2007 2008

Lead Generation

Telesales

E-shots

Events

Direct Mail

Networking/ReferralBranding

Collateral

PR

Website

•Develop relationships
•Confirm correct contacts

•Opt in for Content notification
•Cross marketing

One to One

Standards for Sales 
Teams

One to many
•E newsletters

•Seminars (delivering)
•Workshops (S A Partners)
•Conferences
•Tradeshows
•Hospitality

•Postcards
•Campaign Mail
•Personal Letters
•Telemarketing

From Client
Friends
RTMs

Alliances

Authors
Academia

Advertising

Sponsorship

•Associations

•Newsletters
•Events
•Awards

•Print
•Broadcast

•Online

Public Speaking

•Editorials
•Article Placement
•Press release

Industry
Association
Self Produced ?
Keynotes

•PPC
•Organic

•Cross Links
•Registration
•Weblog
•Content

•Case studies
•Research

Fast
Farm

Slow

Grow


