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Introduction:

(2

Wy do your rnizive s Weo sia?

What is your, SINGLE,
most important reason,
why you have a web site.




Why do you have a web site?

What Is the single most important reason...... ;

[ ] Yes - it's any one of these reasons:

e Boost Sales
e Communicate to Customers
e Create Awareness

 Show our Products/Services

[ ] No —It's
none of these
reasons

It's a completely
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Why do you send emails?

What is your, SINGLE,
most important reason,
why you send emails?




Why do you have a business?

What is your, SINGLE,
most important reason,
why you have a business.
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Situation Analysis - Customer Analysis

3 Big Customer Questions:

1  Who?
2 Why?
3 How?




1. Who Is your customer?

Who are your visitors?

- Google Analytics

- Digital Body Language
e.g. KPMG 14 different types of visitors



1. Who Is your customer?

New Ways to Profile Customers

Social Listening Tools

Facial Recognition




1. Who Is your customer?
New Ways to Target Customers

Cambridge Analytica whistleblower: ‘We spent $1m harvesting millions of Facebook p.. @

How To Target Very Very Specific
Audiences On Facebook

Aug 21, 2014 | Advertising, Analytics,
Change, Owned Earned Paid Media, Social
Media PRSmith.org/blog




1. Who Is your customer?

New Ways to Target Customers

Lookalikes: #conversationalists;

Data Bureau, Agencies, Database Owners

Check GDPR!




1. Who Is your customer?

Who .....are the ideal prospects/customers?

When selling Train Journeys to Frequent Flyers

“mobile users who disappear in Heathrow
& reappear in Edinburgh
in the time a flight would take).”




Situation Analysis: Customers:
2. Why?




2. Why do your customers buy?

What are your customers’ needs?

Are their needs changing — any trends?
What content do your visitors like?

Why do 98% of your visitors not convert?

Why do your visitors return to some sites?



http://prsmith.org/2014/02/02/listening-skills-digital-media-listening-tools-part-22/

2. Why do your customers buy?

What are their aspirations?

What key messages
(words & Images) arouse them?

What are their fears, phobias & barriers?

Why do Manchester United fans buy?



2. Why do your customers buy?

Persuasion & Motivation:
Cialdini's 6 Rules Of Persuasion

Sep 26, 2015 | Advertising, Buyer
Behaviour, Situation Analysis PRSmith.org/blog




Situation Analysis: Customers:

3. How doe, your customers buy?

3.1 Physical / Digital Process

3.2 Mental Process




3. How do your customers buy?
sical/digital precess

Awareness Interest Desire Action Share Repurchase  Loyal
(Purchase)

Customer Value $/£/€

Adapted from Dave Chaffey, Smart Insights




3. How do your customers buy?

3.2 mental process

Shorter Attention Span

Kennedy v Nixon




3. How do your customers buy?

eekly dose of smart

McKinsey Quarterly

Evaluate this

Want better performance from your employees? Drop the annual
review process and its ill-fitting stack-and-rank ratings approach.
You're better off crowdsourcing evaluations as part of a new
approach to motivating workers.

GET YOUR BRIEFING

Disengaged: Only three out of ten US workers feel engaged by
their job, according to Gallup. A big glaring reason? Performance
evaluations.

mental prc

Short Attention

Time Poor

Visual

Tech & Science

The shape of your brain
influences your

political opinions

Russian spy's daughter is
‘conscious and talking'

World

Espionage career: How
countries really recruit
their spies

Millions are already
earning. Get rewarded by
Microsoft

'A spreading frost' is freezing the:London

property market

Bl Business Insider

Sport
Pochettino gives Kane a
chance of surprisingly
early return

o

British man with mother
from Vietnam

Sport
Fight for fourth: Weighing
the final fixtures of the
top 4 rivals

World

After a raft of departures,
West Wing anxiety lingers

Good Friday traditions
from around the world

Lifestyle
'What | learned from my
affair with a married man’




3. How do your customers buy?

3.2 mental processes - Distrust

SuppoThe Subscribe  Findajob Dating Signin/Register Search v h UK edition v
Guardian I e
* . 5 .
News Opinion  Sport Culture  Lifestyle Morev Gual‘dlan

UK P UK politics Education Media Society Law Scotland Wales Northern Ireland

° [ ] ® ®
Media News is bad for you - and giving up most viewed
Z 5 7 7 Live Conservative conference:
reading it will make you happier I i
y 'Dractical, pragmatic’ Brexit -
News is bad for your health. It leads to fear and aggression, and Felitkslive
hinders your creativity and ability to think deeply. The = Rainbow host Geoffrey Hayes
solution? Stop consuming it altogether Q dies aged 76
p— i - P
RolfDobelli
Fri 12 Apr 2013 20.00 BST ;\ Jean-Claude Arnault, man at
< m g centre of Nobel scandal, jailed
f v & 147054 445 forrape

'Pin the blame on a remainer":
=ss Twitter reacts to May's Brexit
festival plan

'Banned in 46 countries' - is

Smith




3. How do your customers buy?

mental processes - DIstrust

Post Truth Society

Fake Promises
Fake News

Fake Facts
Fake Photos
. S

Smith




3. How do your customers buy?

3.2 Mental Process

Short Attention

Time Poor

Visual

Distrust/Post-Truth




Situation Analysis

Customers

Results/Performance (SW)
Trends(PEST) (OT)

- Political
- Economic




Situation Analysis: Competitors

Once upon a time..

Percelved superior product/service

Polished customer service advantage

You could protect your business a little longer




Situation Analysis: Hyper Competition

Hyper Competition =

* Border-less competition

» Category-less competition
 Disruptive Digital Start-up —

* Unexpected Entrants (pharma/rashion)




Alien Implant Removal Services

AlienScalpel.com

PR.7, '
s LTHILEL



Situation Analysis: Hyper-Competition

e

KEEP CALM
NFL FANS
AND

WATCH
SIX NATIONS
. RUGBY

Smith



Situation Analysis: Hyper-Competition

“¢ When was the last time you

really lost yoyrself in a good
Facebook update?

The difference js aud.ib!e




Situation Analysis: Hyper-Competition

How, does this affect you?
You have to improve your performance/help customers

Be More Relevant:

1. AB Testing

2. Website Personalised Landing Pages
3. Website Rules-based Promotion Are you using
4, Targeting Based on Lifecyle

All 6 features?




Situation Analysis

Customers
Competitors (SW)
Results/Performance (SW)
rends (PEST) (O
- Political
- Economic




Situation Analysis: Opportunities & Threats - PEST

Political Trends
Political Shifts: BREXIT
New Laws: GDPR
Drink-Drive Limits

~.\\

orld’s largest ha k 2013, reported by
Yahoo! in 2016

PRSmith.org/blog




Situation Analysis - PEST

Regulating the internet giants
The world’s most valuable resource is no

Economic Trends
- Resource Shift: Oil v Data
- Data & Digital Disruption



https://www.economist.com/news/leaders/21721656-data-economy-demands-new-approach-antitrust-rules-worlds-most-valuable-resource

Situation Analysis - PEST

Social Trends

Device Junkies

Attention Spans

Time Poor

Miracle Teenager Survives On His Own For Almost 6

Visually Driven Hours With No Wi-Fi

IN what has been hailed as 'a miracle’, one Waterford teenager has reportedly
survived in his home with no connection to the internet for almost 6 whole hours.

WATERFORDWHISPERSNEWS.COM

Smith



Situation Analysis - PEST

§
Technology Trends How Trump Won

- HEEEE {=EEES  (Using big data
- Big Data immes  (USINg big data)

- Al (& Bots)

Here Come The
Clever-Bots

- loT

- VR & AR

loT Is Here



Situation Analysis

Customers
Competitors (SW)
Results/Performance (SW)
Trends (PEST) (OT)

- Political

- Economic




Situation Analysis

e rate of change
outside the organisations
IS greater than the rate of change

Inside the organisation

— then it Is doomed.”




Situation Analysis

“Those who triumph,
Compute at their headquarters a great number of factors,
prior to a challenge.

Those who are defeated,
compute at their headquarters a small number of factors
prior to a challenge.




Situation Analysis

* If | had only one
hour to save the
world, [ would spend
fifty-five minutes

defining:the problem,
and only five minutes
finding the solution

- ALBERT LINSTEIN




Situation

analysis
Control Objectives
Actions Strategy

Tactics




Why do you use Marketing Automation?

\What Is the single most. important reason..

[ ] Yes [ ] No

- it's any one of these reasons: - It's none of these reasons

 Boost Sales

« Communicate to Customers The No.1 Reason
you use Marketing

 Create Awareness Automation is:

Show our Products/Services To Help Customers




Situation Analysis

‘What brought us success in the past
will unlikely be enough

to bring us success in the future.’

HBR (2017) Competing In 2020:




marketing plans with an intro 60 minute onfine coyrse
® Become o SOSTAC® Certified Planne; - 20 hour in-depth online course
* Use SOsTACS® templates jn Your organisation

* Invite PR Smith, to speak at Your next event o to run g wmkshcp

“SOSTAC® was the single best Wworkshop or seminar I've ever attended.”
Kevip Browning, Senior Globg/ Brond Manager, Linkedlin

;(AC"’p(v
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Some SOSTAC® Resources

SOSTAC® Video Summary (4 mins) www.SOSTAC.org

SOSTAC® Video Tutorial (60 mins)
— online Udemy course https://www.udemy.com/_sostac_plan/

SOSTAC® Blog www.PRSmith.org/blog



http://www.sostac.org/
https://www.udemy.com/_sostac_plan/
http://www.sostac.org/
http://tinyurl.com/qe79473
http://www.prsmith.org/blog
http://www.facebook.com/sostac
https://www.linkedin.com/groups/12006083/

Continue the conversation.....

ISR prsthich [ SCSN

MARKETING SUCCESS FOR BETTER BUSINESS
Blog: PRSmith.org SOSTAC.org GreatSportsmanship.org
Linkedin: PR Smith Marketing SOSTAC (group) Great Sportsmanship

Programme (group)

Facebook: PR Smith Marketing SOSTAC Great Sportsmanship
Twitter PR Smith - GtSportsmanship
Instagram PRPSmith SOSTAC GreatSportsmanship

A e B R

Smith



http://www.prsmith.org/
http://www.sostac.org/
http://www.greatmomentsofsportsmanship.com/
https://uk.linkedin.com/in/prsmithmarketing
https://www.linkedin.com/groups/12006083
https://www.linkedin.com/groups/4234490
http://www.facebook.com/PRSmithMarketing
http://www.facebook.com/SOSTAC
file:///C:/Users/paul/AppData/Roaming/AppData/Roaming/Microsoft/Word/wwww.facebook.com/GreatSportsmanship
http://www.twitter.com/PR_Smith
http://www.twitter.com/GtSportsmanship
https://www.instagram.com/prpsmith/
http://www.instagram.com/SOSTAC
https://www.instagram.com/greatsportsmanship/
https://uk.pinterest.com/prpgsmith/?etslf=11360&eq=pr smith
https://www.youtube.com/user/PRSmith1000/videos
https://www.youtube.com/user/GreatSportsmanship/videos
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