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	Project Summary
	
	Objectives
	1) Understand customer trends

2) Define sales strategy

3) Develop selling tactics
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	1.3.  Determine the project time frame

1.4.  Authorize the Project Agreement
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Details

1. Design the business development program

This tactical planning phase designs the business development program in specific, practical terms.  We spend a significant amount of time planning and pay attention to the details included in the project worksheet. Our purpose is to describe the most thorough, effective program possible.

The project timeframe ultimately determines the scope of the project.  Based on your input, we scale the project to match the practical needs of your business. 

1.1. Create the project worksheet

The project worksheet (this document) is a customized, working document giving everyone involved in the project a detailed picture of its scope and progress.  As the project proceeds, we update this document to reflect its progress.  The real-time project worksheet may be viewed at any time from the file location shown under Support Material, above.

You will receive periodic status reports in addition to this project worksheet. 

1.2. Establish project objectives

The project objectives guide our work in describing the principles behind the plan.  For this project, our objectives are:

· Identify appropriate options

· Incorporate new options

· Leverage current efforts

In keeping with our objectives, this project worksheet is intentionally vague.  We do not assume ways to sell or communicate with our customers until we have supported our position with market research.

1.3. Determine the project timeframe

The timeframe must balance the strategic interests of Atlas Loose Leaf with any immediate cash-flow concerns.  Long-term business interests benefit from a longer planning phase; however, the urgency of the sales goals of Atlas Loose Leaf may shorten the project timeframe.  

The planning phase may take from one month to one year or longer, depending upon the flexibility of the overall business objectives. 

1.4. Authorize the project agreement

Please authorize and return the project agreement form included with this worksheet.  This allows the project to proceed without interruption. 

2. Conduct market research

Market research is essential for informed strategic decisions.  During this process, we ascertain the image Atlas Loose Leaf has with current customers and the perception they hold of its competitors. 

2.1. Establish research objectives

The statement of the research objectives is the culmination of the problem or opportunity formulation process.  These objectives are stated in terms of the precise information necessary to answer the market research problem or opportunity.

Objectives will be specific and unambiguous.  Some potential research objectives are:

· Determine the awareness of the target market to Atlas Loose Leaf

· Determine the frequency of use of competitive offerings by prospective customers

· Characterize the typical decision-making (buying) pattern 

· Identify complimentary industries with whom we can form beneficial alliances

2.2. Create the research design

The research design is the plan to be followed to answer the research objectives.   

2.2.1. Determine research constraints

Research constraints place limits on the research design.  Some possible constraints are:

· Sampling precision required

· Budget available

· Number of questions needing answers

· Quality of data required

· Timeframe required to determine answers

· Complexity of participation 

2.2.2. Characterize the research

Our exploratory market research program uses a descriptive design to identify how Atlas Loose Leaf relates to the target market.  

2.3. Select method of research

Our research methodology is both secondary and primary.

2.3.1. Secondary research
The information we need may already be available.  If it is, this information can be obtained at a fraction of the cost, time and effort of primary data collection.  In addition, we can also use secondary data sources to help define the problem, identify research alternatives and identify potential research problems.

2.3.2. Primary research

Quantitative primary research uses mathematical analysis to identify a person's relationship with the company. Three basic methods are used to gather quantitative primary research data.  These methods are: survey, observational and experimentation.  For our purposes, the survey method is most appropriate. 

2.3.2.1. Survey

For our purposes, the most appropriate types of survey are executive interview, telephone, Web-based or ad hoc mail survey. 

2.4. Develop the sampling plan

A sampling plan describes our approach to identifying research candidates.  To accomplish this, we need to define the population, choose the collection method, choose the sampling frame, select the sampling method, determine sample size, develop an operational plan and execute the sampling plan.   

2.4.1.  Define the population

We qualify our sample population in terms of geography, industry demographics, use, and awareness. 

2.4.2. Choose collection method

2.4.3. Choose sampling frame

A sampling frame is simply a list of the members of the population from which we select our participants.  We acquire a list of appropriate survey candidates based on the stated research objectives. 

2.4.4. Select sampling method

The sampling method may be either probability or non-probability, based on our objectives and our available resources.   

2.4.4.1. Probability sampling

Probability samples are randomly selected so that every element of the population has a known, nonzero probability of selection.  This method is more accurate, but also more expensive.  

2.4.4.2. Nonprobability sampling

Nonprobability samples are selected deliberately.  This method is easier and less expensive, but it cannot offer the confidence of a probability sample.  In practice, this is the preferred method for sampling specialized product categories such as the one occupied by Atlas Loose Leaf. 

2.4.5. Determine sample size

The method for determining sample size depends upon the sampling method chosen.  For probability samples, our choices include stratified, simple random, cluster or systematic.  For nonprobability samples, we determine our sample size using convenience, judgment, quota or snowball methods.  A detailed discussion of these methods is outside the scope of this project worksheet. 

2.4.6. Develop operational plan

An operational plan specifies the procedures necessary to assure that an accurate sample is chosen.  These procedures are more important in probability samples than in nonprobability samples.  

2.4.7. Execute the sampling plan

This step typically generates lists of candidates.  The structure of each list depends upon its associated research method. 

2.5. Develop research tools

We develop the research tools for our selected research methods.  This primarily involves writing surveys for each type of survey selected.

2.6. Collect data

We may use internal resources or employ an outside field service firm to collect data.     

2.7. Analyze data

Data analysis consists of validating and editing, coding, data entry, cleaning and tabulation.

2.7.1. Validation and editing

Validation determines whether each submitted response was obtained in the appropriate manner.  After all responses are received, we recontact 10 to 20 percent of those contacted by each interviewer.

Editing identifies interviewer and participant mistakes.    

2.7.2. Coding

Coding refers to the process of grouping and assigning numeric codes to the various responses for each question.  This process has four steps; list responses, consolidate responses, assigning codes and entering codes. 

2.7.3. Data entry

The level of sophistication for data entry depends upon the research methods chosen.  Regardless of its sophistication, the coded information must be collected in a database for analysis and tabulation. 

2.7.4. Machine cleaning

Machine cleaning uses a statistical package such as SPSS, SAS or MiniTAB to do a final error check on the data.  When this step is completed, the data is ready for tabulation and statistical analysis. 

2.7.5. Tabulation and analysis

Tabulation arranges the responses in the columns of a table.  The most basic tabulation is the one-way frequency table.  This table simply lists the number of responses to each answer and summarizes them at the end.  Cross-tabulations compare the responses to one question in relation to responses to one or more other questions.

Tabulated data may be further represented graphically in line charts, pie charts or bar charts.

Depending upon the amount of data involved, we may choose to further analyze it using descriptive statistics.  Some possible measures include central tendency, dispersion, means, percentages and statistical tests.

Still more sophisticated methods of analysis are available.  If appropriate, we may analyze our returns using bivariate regression, correlation analysis, multivariate regression, discriminant analysis, cluster analysis, factor analysis, perceptual mapping or conjoint analysis.   

2.8. Summary and presentation of findings

We summarize and present our findings to Atlas Loose Leaf.

3. Create the business development plan

The business development plan details our strategy for selling the bindery products of Atlas Loose Leaf. We use market research from Task 2 to analyze the current marketing situation, identify market opportunities and threats, set objectives and develop action plans to achieve objectives.

3.1. Set business development objectives

The statement of business development objectives describes the outcomes of the strategies developed by this process.  Business development objectives generally fall into five categories:  1) creating awareness 2) creating understanding 3) creating changes in attitudes and perceptions 4) creating changes in behavior and 5) reinforcing previous decisions and attitudes. 

3.2. Select the target audience

To identify a target audience, we incorporate the learning obtained from Task 2: Market Research. 

3.3. Select the sales communication mix

The activities used to achieve the business development objectives make up the sales communication mix.  The sales communication mix is comprised of advertising, sales promotion, public relations, direct marketing, direct sales, event sponsorship, packaging and cause marketing. 

3.4. Select the message strategy

We determine what to say to each targeted audience group.  Message strategies depend upon the nature and the extent of the opportunity as well as strengths, weaknesses and threats identified in the situation analysis.   

3.5. Select the message delivery systems

The manner in which the message is delivered is critical to the success of the program.  Each element of the sales communication mix has its own unique requirements. This task requires a disciplined analysis of the media options along with a rating system that will make it obvious why certain choices were made. 

3.6. Determine the budget

We can either determine the sales communication budget in advance or we can use a strategy-based approach to arrive at an appropriate spending level once the major strategic decisions have been made.  Predetermined budgeting is a common approach because of its simplicity.  However, this simplicity is often bought at the expense of stated goals and objectives.  The more sophisticated strategic budgeting approach involves a significantly higher investment of time and resources, but usually results in an allocation that is more aligned with your overall sales goals.

We have four methods available to determine the business development p0rogram budget:  competitive parity, percent of sales, objective-task and affordability budgeting.  Of these methods, objective-task budgeting is preferred. 

3.7. Create a payout plan

The payout plan assesses the investment value of the sales communication.  It projects future revenues generated and costs incurred, usually for a two or three year period.  Its purpose is to show what levels of expenditures need to be made, what level of return might be expected and what time period is necessary before the return will occur. 

3.8. Establish evaluation criteria

We develop standards for effectiveness to allow those involved to understand exactly what the business development effort should accomplish.  These standards are specific and measurable. 

4. Implement the business development plan

We implement each selected option of the sales communication mix identified in section 3.3.  Each system becomes its own program.  It is unlikely that every element of the mix will be appropriate for our use.  If appropriate, we may potentially implement an Advertising Program, a Sales Promotion Program, a Public Relations Program, a Direct Marketing Program, a Direct Sales Program, an Event Sponsorship Program, and a Cause Marketing Program.  

5. Evaluate the business development program

We evaluate the business development program according to the criteria established in task 3.8. 
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Terms and Conditions

This agreement is valid for a period of seven (7) days beginning July 2, 2003. If this project worksheet correctly states our agreement, please authorize and return this form at your earliest convenience.   Smarter Network requires a valid purchase order number upon acceptance of this agreement.  Smarter Network will submit an invoice for time and materials against this purchase order on a weekly basis.
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