TORO Sitework Systems

Workflow Management System

Direct Marketing Campaign

Postal Mail

Campaign Name

Soil Cultivator
Program:
Direct Support
Code:
3787-01




Client: 
The Toro Company

Deadline

Date:
7/26/2001
Time:

Contact: 





Phone:


Campaign Director

Scott Jenkins
Email:





URL:


Campaign Summary

Audience:
Active owners who are not 'Rental', 'End User', 'City', 'Golf Crs', 'School'



Focus:
Soil Cultivator



Purpose:
Boost sales of the Soil Cultivator



Message:
Accessorize your Dingo



Offer:
None



Impressions:
1814



Cost:
$1928



Period:
No period



Distribution:
Postal Mail



Response:
Phone, mail, email, fax

Workflow

Task
Status
Start
Finish
Participants

1. Build Campaign
(
7/18/2001
7/18/2001
( Scott Jenkins

( Pat Cappucci

2. Create Collateral
(
7/18/2001
7/19/2001


2.1. Conceptual Development
(
7/18/2001
7/18/2001
( Scott Jenkins

2.2. Write Introductory Letter
(
7/18/2001
7/20/2001
( Christine Schneyer

2.2.1. Approval
(
7/25/2001
7/25/2001
( Pat Cappucci

( Marc Bowers

2.3. Create BRC
(
7/18/2001
7//18/2001
( LuAnn Monahan

3. Database
(
7/18/2001
7/24/2001


3.1. Select Recipients
(
7/18/2001
7/24/2001
( Scott Jenkins

( Christine Schneyer

4. Produce Communication

7/18/2001
7/30/2001


4.1. Print Business Reply Card
(
7/24/2001
7/27/2001
( Jim Miklaucic

4.2. Acquire sell sheets
(
7/18/2001
7/25/2001
( Connie Bates

4.3. Punch the sell sheets
(
7/26/2001
7/26/2001
( Jim Miklaucic

4.4. Merge intro letter with database
(
7/25/2001
7/25/2001
( Jim Miklaucic

4.5. Print letter
(
7/24/2001
7/26/2001
( Jim Miklaucic

4.6. Print mailing labels
(
7/26/2001
7/262001
( Jim Miklaucic

4.7. Label and stuff envelopes
(
7/27/2001
8/01/2001
( Christine Schneyer

( Connie Bates

5. Notify Stakeholders
(
8/01/2001
8/01/2001
( Christine Schneyer

6. Deliver Communication
(
8/01/2001
8/03/2001
( Christine Schneyer

7. Follow-up

8/01/2001
9/01/2001


7.1. Calculate campaign costs
(

8/02/2001
( Scott Jenkins

7.2. Distribute list of recipients to sales reps
(
8/02/2001
8/03/2001
Lola Mills

7.3. Collect statistics of response
On going


Scott Jenkins

7.4. Determine ROI


9/01/2001
Scott Jenkins

Participants

Name
Company
Contact Information

Scott Jenkins
Toro – LCB Marketing
Scott.Jenkins@Toro.com

Christine Schneyer
Toro – LCB Intern
Christine.Schneyer@Toro.com

Pat Cappucci
Toro – LCB Marketing
Pat.Cappucci@Toro.com

Nancy Randall
Toro – Cons. Mktng
Nancy.Randall@Toro.com

Connie Bates
Toro – LCB Admin
Connie.Bates@Toro.com

Jim Miklaucic
Toro – Print Shop
Jim.Miklaucic@Toro.com

LuAnn Monahan
Toro – LCB Marketing
Luann.Monahan@Toro.com

Support Collateral

Description
File name

Copy
37807-01 - Contractor Copy.doc

Return on Investment
37807 - ROI Calculations.xls

Timeline


7/18
7/19
7/20
7/23
7/24
7/25
7/26
7/27
7/30
7/31
8/01
8/02

Date:
7/18/2001
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Details

1. Build Campaign

This is the first of two accessories promotions for August.  We chose to separate our communication by a week to be timely yet respectful of our owner’s time.
1.1. Determine Audience

Existing Dingo owners.  These owners may already own the accessory of the focus
1.2. Develop Message

· Increase the value of your Dingo investment

· Extend your productivity.  Use your Dingo all year long.

· Keep these technical specification sheets for future reference

1.3. Create Offer

2. Create Collateral

2.1. Conceptual Development

Mail using 9 ½ x 11 envelope to avoid folding the sell sheets
2.2. Write Introductory Letter

Sample

Landscaping by Northeast

Attn: Mark Batone

63 Round Swamp Rd

Huntington, NY  11743

Dear Mark,

Hi! I’d like to personally thank you for being a part of our crew of Toro Dingo power users.  I want to be sure that you are always getting the most out of your Dingo compact utility loader.  As you know, the beauty of the Dingo system is its ability to get more done in less time by using the right tools for the job.  That’s why we offer a broad array of attachments to meet your specific needs.

I’d like to introduce you to a great attachment that I think can make your life just a little bit better.

Dingo System Spotlight: Soil Cultivator

The Toro Dingo Soil Cultivator is this wonderful do-it-all attachment for sod prep, bed prep and seeding. You might say that it is a new “business opportunity” in one easy bundle. Re-seeding an existing lawn or installing a new lawn from scratch is fast and easy with the Toro Dingo Soil Cultivator.

More Work.  Better Work.  Fewer Workers.
With the Soil Cultivator, your crew can do more work in less time.  Its single-pass system builds healthier plants and lawns, which means happier repeat customers and, obviously, more profitable jobs.  I think that’s a pretty good investment.

Weeds to Seedbed in a Single Pass
Quickly transform sparse, tired yards and properties into lush lawns that just beg to be walked on.  In one pass, the Soil Cultivator deeply tills hard soil, buries stones and debris, creates a perfect planting bed and spreads the seed.  One pass and you’re done!  That’s what we call superior soil preparation.

Competitive models don’t provide the same deep soil cultivation and they leave rocks at the surface – rocks that you’ll have to pick up by hand.

· Deep cultivation preps the earth for optimum root penetration

· High filtering grate buries rocks, grass and debris deep below the surface

· Dimpled planting bed provides maximum surface area for better seed germination

· Optional seed hopper spreads seed smooth and even

When you add it all up, you have to agree that the Toro Dingo Soil Cultivator is a great do-everything turf builder that will quickly pay for itself with more work, better work and fewer workers.  

So give us a call when you want to talk.  You can reach us at 1-800-DIG-TORO.

Sincerely,

Marc  Bowers, Marketing Manager

Toro Dingo Products

Marc.Bowers@Toro.com

PS. Here’s a little tip: Save all the Dingo accessory spec sheets for future reference.  You’ll thank me later.

2.3. Creative

Use existing sell sheets.

Punch holes in sell sheets to suggest that the customer keep them for future reference.

3. Database

Owner’s Database
3.1. Select Recipients

Criteria
Impressions

SELECT DISTINCT Company, Title, [First Name], [Last Name], [Street Number], [Street Direction], [Street Name], [Street Designation], City, State, Postal

FROM [Owners]

WHERE (ContactType IS Null OR ContactType NOT  IN ('RENTAL','END USER','CITY','GOLF CRS','SCHOOL')) AND NOT Inactive

ORDER BY Postal;
1814

4. Produce Communication

5. Notify Stakeholders

Stakeholder
Contact
Message

Steve LaNassa
Steve.LaNasa@toro.com


Pat Cappuci
Pat.Cappucci@Toro.com


Marc Bowers
Marc.Bowers@Toro.com


Tanya Weiers
Tanya.Weiers@Toro.com


Lola Mills
Lola.Mills@toro.com


Mark Middendorf
3823 Foxtail Lane

Cincinnati, OH  45248

Mark.Middendorf@Toro.com


Tim Reid
201 Wind Haven Dr.

Nicholasvlle, KY  40356

Tim.Reid@Toro.com


Mike Pisko
622 Louise Rd.

Glenside, PA  19038

Mike.Pisko@Toro.com


Mike Beaufait
17266 Ida West Rd.

Petersburg, MI  49270

Mike.Beaufait@Toro.com


Bill Craddock
Hunterspoint Condos

Unit #13 Box 564

Millsboro, DE  19966

Bill.Craddock@Toro.com


Pat McNamara
1682 165th Ave

New Richmond, WI  54017

Pat.McNamara@Toro.com


Tom Lewis
5230 SW Greewood Cr.

Tualatin, OR  97062

Tom.Lewis@Toro.com


Mark Peckenschneider
1049 Holmes St.

Bettendorf, IA  52722

Mark.Peckenschneider@Toro.com


Kevin Sabourin
3425 Michigan, #2

Cincinnati, OH 45208

Kevin.Sabourin@Toro.com


Doug Lasater
7399 Judge McCall Rd.

Milton, FL  32583

Doug.Lasater@Toro.com


Jeff Brooks
6717 Providence Rd. S.

Waxhaw, NC  28173

Jeff.Brooks@Toro.com


David Lawrence
39179 David Drive

Prairieville, LA 70769

David.Lawrence@Toro.com


Kelly Wilder
1011 Oak View Dr.

Pensacola, FL  32506

Kelly.Wilder@Toro.com


6. Deliver Communication

7. Follow-up

7.1. Calculate campaign costs

See support collateral: Return on Investment

7.2. Distribute list of recipients to sales reps

7.3. Collect statistics of response

7.4. Determine ROI


[image: image1.wmf]Campaign Details

01 - Projected

01 - Actual

Size of mailing (pieces of mail to send)

2100

1814

Undeliverable (pieces of mail returned)

153

Percentage response

10%

0%

Percentage close

25%

Leads generated

210

Number of sales

52.5

Average sale

$4,900

$4,900

Gross sales

257,250

$       

 

-

$              

 

Cost of Goods

Direct Materials per unit

27%

$1,323

$1,323

Direct Labor per unit

30%

$1,470

$1,470

Packaging per unit

0

0

Total Cost of Goods

146,633

$       

 

-

$              

 

Cost of goods per unit

2,793

$          

 

-

$              

 

Gross Profit

110,618

$       

 

-

$              

 

Gross profit per unit

2,107

$          

 

-

$              

 

Cost of Sales

Dealer Margin

22%

56,595

$        

 

-

$              

 

Other costs

Total Other Costs

-

$                 

 

-

$              

 

Total Cost of Sales

56,595

$        

 

-

$              

 

Unit cost per sale

1,078

$          

 

-

$              

 

Profit after Cost of Sales

109,540

$       

 

-

$              

 

Unit profit after cost of sales

2,086

$          

 

-

$              

 

Direct Marketing Costs

Fixed Costs

Mechanical (film, proofs, etc.), total

Email server rental per campaign

Other fixed costs, total

Total Fixed Costs

-

$                 

 

-

$              

 

Production Costs

Labor

Creative/Art design, total (not per unit)

Copy writing hours

26.00

$

 

4

6

Program Management

26.00

$

 

8

12

Other production costs, total

Total Production Costs

312

$             

 

468

$          

 

Printing Costs

Letter per piece

0

0

Brochure or catalog per piece

0.02

0.02

Business Reply Card per piece

0

0

Outside envelope per piece

0.0267

0.0267

Mailing label per piece

0.0058

0.0058

Rush shipping

8.5

8.5

Other printing costs, total

Total Printing Costs

119

$             

 

104

$          

 

Distribution Costs

Average postage per piece

0.57

0.57

Mailing service per piece

0

0.19

346

Mailing list rental per piece

0

0

Other distribution costs, total

Total Distribution Costs

1,197

$          

 

1,380

$       

 

Total Direct Marketing Costs

1,628

$          

 

1,952

$       

 

Unit cost for direct marketing (per mailed unit)

0.78

$            

 

1.18

$         

 

Marketing cost per sale

31.01

$          

 

#DIV/0!

Total COGs, Sales and Marketing

204,855

$       

 

1,952

$       

 

Net Profit after Direct Marketing Costs

107,912

$       

 

(1,952)

$      

 


7.5. Survey Recipients

Campaign
  3787-01 - Soil Cultivator

Audience
  Contacts who received the Soil Cultivator mail promotion

Region
  Selected a proportional sample from each Dealer's area.  See: Contactidnode://352

Impressions
  50

INSTRUCTIONS

Reference
Questionnaire

(\\Lynnt409\GMDingo\Library\3787 - Soil Cultivator Folllow-up Questionnaire.doc)

Questionnaire Spreadsheet

(\\Lynnt409\GMDingo\Library\3787 - Soil Cultivator Mailing.xls)

Use GoldMine

 - Find Contact in GoldMine

 - Complete an Outgoing Call (alt, c, u, o)


Reference: "3787 - Soil Cultivator Follow-up"


Code: SUR

Use Excel

 - Open Questionnaire spreadsheet

 - Open the data form (alt, d, o)

 - Ask questions appropriate to this call

 - Record answers in Questionnaire spreadsheet

 - Record changed contact information in GoldMine

 - Link reference documents to contact:

 - Move to the next contact

7.5.1. Questionnaire

0. Contact is available


(  ) Yes


(  ) No - TERMINATE CALL

May I speak to {contact}?

Good (morning, afternoon).  My name is {caller's name} calling from The Toro Company.  Could you please help me answer a few questions about the Toro Dingo compact utility loader?

PREQUALIFICATION

1. Are you familiar with the Toro Dingo compact utility loader?


(  ) Yes


(  ) No - GO TO FOLLOW-UP

2. Does your company currently own a Dingo?


(  ) Yes - GO TO COMMUNICATION


(  ) No

RENTAL

3. Has your company recently rented a Dingo?


(  ) Yes


(  ) No - GO TO FOLLOW-UP

4. Which attachments did you use?


______________________________________________


______________________________________________


______________________________________________

COMMUNICATION

We recently sent you a letter on the Dingo Soil Cultivator attachment.

5. Do you remember receiving this letter?


(  ) Yes


(  ) No - GO TO # 9.

6. Did you read it?


(  ) Yes


(  ) No - GO TO # 9.

7. Did it keep your interest? 


(  ) Yes


(  ) No

8. What would have made the piece more helpful or interesting?


______________________________________________


______________________________________________


______________________________________________

9. Are you interested in buying or renting the Soil Cultivator?


(  ) Yes


(  ) No 

10. Are there any other Dingo attachments that you'd like to learn more about?


(  ) Yes


(  ) No - GO TO FOLLOW-UP

11. Which attachments?


______________________________________________


______________________________________________


______________________________________________

FOLLOW-UP

I would like to make sure that your information is correct

12. I have your company name as {company}

13. I have your mailing address as {address, city, state, zip}

14. What is your email address: __________________________________

Thank you very much for your help.  Your opinions are very important to us and will be used to help us communicate better with you in the future.

15. Is there any thing else that you would like Toro to know?


______________________________________________


______________________________________________


______________________________________________

Thank you.  Have a wonderful Dingo day.
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