 

Confidential Prospect/Client Information
General Information

Business Name 











Decision Maker(s) 











Address 






  Phone   



How long in business?  









Advertising Agency information 








Locations of branches

Hours:






Peak Hours: 



  

Best Days: 











What % of your business is done in each month of the year?

Jan               Feb                Mar               Apr               May               Jun            . 

Jul               Aug                Sep               Oct                Nov               Dec            .
Credit cards accepted?  (Which ones?) 
V       MC        Disc           Amex       Other







Why ADVERTISE Checklist


Check off all that apply, then indicate the top THREE reasons to advertise 

(  Sell products today

(  Build store traffic

(  Build company image

(  Educate consumers

(  Generate new customers

(  Expand demographics

(  Use available co-op dollars

(  Promote location


(  Build brand/company awareness

(  Support sales objectives

(  Start people talking

(  Target market better

(  Sell service today

(  Meet the competition

(  Create a new position

(  Promote new merchandise
(  Reinforce market position

(  Move old inventory

(  Increase name awareness

(  Promote new store openings

(  Promote regular price merchandise

(  Build company morale

(  Resolve doubts about company

(  Promote off-price merchandise

What's the single greatest problem you face today?

Customer Profile

(  Teens
( 18-24
( 25-34
( 35-44
( 45-54

( 55+

(  Men
( Women
( Couples

Geographic Information   (Business draws from what geographic area?)



























Lifestyle information 
(Income, profession, etc..)

Inventory Analysis

Inventory you need to move now 









Reasons for needing to move inventory:


(  Cash flow      (  Fad merchandise     (  Seasonal     (  Other

CO-OP OPORTUNITIES

Co-op/Vendor:
  The major sources of advertising co-op used:

Other possible sources of co-op funds?

Are you taking advantage of discretionary vendor support?

Media Frequency Analysis
How many times are you asking for the order on the following media?


Radio
TV
Cable
Print
Direct Mail
Outdoor
Other

Frequency








Rank by importance

1 = low, 5 = high








Budget








Single most important medium?  

What do you like best about it? 

What do you like least about it?

POSITIONING ANALYSIS (PROSPECT Vs. COMPETITION)
Strengths 












Weaknesses 












Why do customers come to you? 









What do you offer that competitors can't or won't? 






What makes your business unique? 









Who are your competitors? 









Why do customers go there? 









What is their largest competitive advantage? 






CURRENT ADVERTISING
Strengths











Opportunities to Improve









PROMOTION CALENDAR
Anniversary

Christmas
Memorial Day 
Other Pre-season Events


Fourth of July

Labor Day
Thanksgiving

Other Holidays


Event/Sale/Promotion
Merchandise/Service

JAN



FEB



MAR



APR



MAY



JUN



JUL



AUG



SEP



OCT



NOV



DEC



Identify the two strongest events and why they are the most successful.

Others (and titles) involved in planning and implementing an underwriting program:

Could we benefit from my asking these questions of others in your company?
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