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IN ACTION
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MARKETING 
THE STATE OF AFFAIRS



UNCERTAINTY



FRUSTRATION



WASTE



PLANNING?



!@$#  
Marketing!



WHY ISN’T MARKETING 
WORKING?



RESOURCES



992,006,000  
Google hits

546,791  
Amazon.com Results

“Marketing Books”







STRUCTURES



OPTION #1



DIY!



OPTION #2



HIRE!



OPTION #3



FREELANCERS!



OPTION #4



INTERNAL TEAM!



OPTION #5



Agencies!



OPTION #6



CONSULTANTS!



THE TROUBLE  
WITH CHOICES...





THE TROUBLE  
WITH MARKETING 

STRUCTURES...





!@$#  
(The beleaguered 

Customer)



LIES



DAMN  
LIES



...AND STATISTICS

3,000



Answers



Let’s redefine 
marketing



MARKETING... 
connects your brand  
with your customers



A BRAND...
is the emotional experience  
and response you provide  

to customers



customers...
are the internal  

and external advocates



What Success 
Looks Like



( we’re not Apple)





winning 
ingredients



marketing plans

faster

30%



written vision

faster

50%



reduce defection

Increase in Profits

20-85%



metrics

more compensation

60%



A Marketing 
Framework…



Brand Position
+

STRATEGY 
EXECUTION 

MEASUREMENT



Define: Your Brand Position

WHO + Pain Points

Mission Vision Values

USP\RSP

Benefits (3)

Strategy

Execution +Tactics

Measurement



how to  
get there...



strategic  
growth plan

+
 the marketing 

blueprint





1. Mission

2. Vision

3. Values

4. WHO

5. Benefits (3)

6. Growth Goals (Revenue/Profit/Employees)

7. RSP/USP 



Getting clear  
on your Promise



A Brand promise should:

1. Matter to your customers

2. Present you as meaningfully different 
than your competitors

3. Be worthy of your maniacal and 
complete devotion…otherwise, it’s  
an empty slogan



The Ultimate Driving Machine



EMPTY PROMISES





SE 47th Ave. & Carlton St.



Just Remember…



50% 60%30%



A Realistic Plan:

The Marketing 
Blueprint



Theme

Initiatives

Goals

Tactics



Turn Your Vision inTo resulTs.
Ambitious business leaders constantly seek results — increased profits, improved culture, enhanced customer service, and of course, heightened revenue.

Increasing client retention by 
5% can Increase profIts 
by as much as 85%.

business owners who tracked 
business metrics monthly 
earneD 60%  more than 
those who did not.

TransformaTion experTs

85% 60%
businesses with a written 
description of their future 
GreW 50% faster than 
those who did not.

50%
KeYs To success

Ranked #65 in Portland’s 100 fast-
est growing private companies, 
Kinesis acts as a virtual marketing 
department for businesses that 
have reached $1 million in annual 
sales. We work with ambitious, 
open-minded business leaders 
looking for an alternative to tired, 
ineffective methods of marketing.

Kinesis MarKeting Blueprint

initiative #1

Center of influenCe referrer lead

initiative #4

initiative #2

initiative #5

initiative # 3

initiative #6

rsp

your Corporate values 

Mission

annual MarKeting theMe

led By alison

Create client outreach Calender.  

implement four client touches per year.

Client feedback mechanism.

survey top five clients using net    
promoter score at client aniversary.

3/31/13     alison

12/31/12    Wendy

3/31/13     alison

6/30/13     shawn 

Client AppreCiAtion progrAm 

Learn more at:
Kinesisinc.com

ShaWn BuSSe, CeO, KineSiS

Define Your branD.
Know who you are (and who you aren’t) 
and what makes you remarkable.

Who is Your 
iDeal auDience?
Get crystal clear on your best fit 
customers, centers of influences, 
and referrers.

crafT a Theme.
Focus on one core concept that will 
bring you the greatest results in the 
next 12 months.

Define iniTiaTiVes 
for The Year.
Develop areas of focus to move your 
Theme forward. Each initiative has vis-
ible SMART goals with actionable tasks.
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MARKETinG iS A pRocESS:

exAmple initiAtive



questions?



Appendix /Results





2 Years = $42MM



$28MM pending



personal 
experience



$

2005 2010

2005 20112010



Thank you!

Shawn@KinesisInc.com  
@shawnbusse




