
MARKETING ANALYSIS & APPROVAL CHECKLIST

10 Keys to Successful Marketing Expenditures & Investments

1.
Who is client, prospect or target market? Please describe.

2.
What is the specific business development purpose of the proposed expenditure/activity?

· Marketing (I.e. building awareness and/or name recognition – please describe): 

· Client development (I.e. getting more and/or other types of work from a client/prospect –please describe):

· Client maintenance (I.e. building goodwill & increasing quality of relationship – please describe):

· Other (Please describe):

3.
Follow-up to insure results.  How will we know this expenditure/activity was successful?

4.
What will be done to insure that success?

5.
What is the nature of the expenditure and marketing activity? (I.e. event, seminar, etc.)

6.
When & where will the proposed activity occur?

7.
When will the follow-up be done? 

8.
Follow-up will be done by whom? And when?

9.
What additional assistance/resources do you need to insure follow-up is completed?

10.
Can you please estimate/approximate when results will be realized?  

Approved by: _______________________For attorney: _______________________________

For amount: _______________________ For client/prospect/target market: ______________

Copyright © 2006 Business Development Inc. All Rights Reserved. 

These materials are protected under the copyright laws of the United States and other countries and may not be reproduced, distributed, altered, displayed or performed in any manner or by any means without the prior express written consent of Business Development Inc.  All of the trademarks, service marks, logos and the trade dress that appears in this document and on this website are owned by Business Development Inc. and may not be used without the prior express written consent of Business Development Inc. www.BusDevInc.com.
            [image: image1.jpg]BUSINESS

DEVELOPMENT

NC.






[image: image1.jpg]