


objective: Increase visibility - increase traffic - increase number of potential
customers - increase sales

marketing
strategy:

Create numerous websites each appealing to a slightly
different internet search entry point. Maximize capturing
a wider and greater number of leads.

Three Part Plan

2   Telemarketing/Survey

3   Affiliate Programs

Since we have established that the order leads are overwhelmingly arriving through
the internet for Owner/Buyer customers... I recommend  focusing complete attention
to the Internet until profits allow company branding and advertising to begin through
any other media.

MULTIPLE WEBSITES  • MULTIPLE IDENTITIES  •  MULTIPLE APPEAL  •  MULTIPLE SALES

Confirm contractors are not a viable source for home sales.
Conduct phone survey to obtain information and improve
positive reasons for contractors to consider ASBSystems.
This potential market is too important to disregard without
more information on why it is not currently producing.

Generate more qualified leads. Simulate adding an entire
network sales staff to your internal Sales people.

1   Internet

objective:

marketing
strategy:

Employ a professional telemarketing and conduct a BETA
level campaign.

objective:

marketing
strategy:

Defined affiliate program and launch

It requires very little maintenance and little cost, but has
tremendous potential for results without impacting internal
effort. Realistic commissions can boost appeal.

85% effort

10% effort

05% effort



websites: Information from ebasedEVOLUTION will guide you to the
Internet entry points of where your traffic is coming from,
those are the areas to focus on building topic friendly websites.

Recommended themes for the various other website portals
to attract more visibility might be:

Separate Owner/Builder and
ASBS website into two separate sites.
Themed site geared toward “Green Built”
Components emphasizing Trusses and Panels
Mortgage information related
Site based on new information

Website Plan

Marketing is a continual learning process, it’s the same for
Internet Marketing, and it's essential that your website statistics
keep you fully informed on what visitors are doing. Ensure
that your hosting company provides these traffic statistics
on a daily and monthly basis:

•  number of visitors, pages downloaded, time
    spent on the site (average and maximum)
•  page popularity
•  most used trails through the site
•  pages used to enter and leave the site
•  referring sites and search engines
•  visitors' countries of origin

The quality of your marketing service will only provide you
with the best information available - You have to do the
marketing part.
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PRE-QUALIFY LEADS

WORLDWIDE WEB UNIVERSE

distribute to sales staff

WEBSITE STRATEGY

OWNER
BUILDER

KEYWORD
SET #3

AMERICAN
GREEN BUILT

KEYWORD
SET #2

ASBSystems

KEYWORD
SET #1

TRUSS &
FLOORPANELS

KEYWORD
SET #4

Multiple Websites - Multiple Domains

if ONE is GOOD

then TWO are BETTER

Establish a series of free standing websites with different
identities and contrasting looks. Prepare keywords
specific to each consumer interest. Actual content will
be repeated in each new domain name secured.

search search search search search search search search



Business to Business   –   Contractors

Telemarketing

Local Telemarketing: TriStar (Greensboro)

Ballpark Rates for initial campaign:
• BETA test - 25-30 hours to identify criteria of contractors that would be
   suitable to work with, profiling & appointments for sales staff.
• Minimum - $3500 plus list cost ($500)

Survey Development:
Develop a survey that will provide information on the demographics of
those who have already purchased your product. If you have internal
information - analyze it. Use survey to obtain as much information as
possible in an effort to pinpoint areas or directions to contact additional
potential customers. If necessary give them an incentive to fill out and
return the survey (make it available online). They are the best source for
finding out how they found and why they utilized your service.

Your past customer contacts are absolutely your most valuable tool to
develop a marketing/advertising plan around. This applies to both consumers
and contractors. If you can find out the reasons and location these contacts
were initially made, you’re on your way to reproducing that same situation
through advertising with the message they want to hear at the place they
will most likely be.

  Goal:
• Confirm that contractors are not a viable source for
   multiple home sales.
• Conduct phone survey to obtain information and improve
   positive reasons for contractors to consider ASBSystems

(If the campaign breaks even, extend the campaign. If not, discontinue)

Prospecting for New Customers:
The information gathered from the survey will lead to specific
areas to place your advertising. Now that specific areas
are identified, they can be targeted with the appropriate
advertising materials or approached more accurately by
telemarketers.



Sales Staff - insure enough sales representatives to follow up every qualified
lead in a 48 hour period at the most. If majority of leads go to one area or
sales person, split them up. Consider adding more sales staff to work
independently in as many markets as possible.

Freshen Up Identity - Create updated promotional material targeting each
of the website themes combined in one piece presentation.

Consultation - present your company as a consultation resource: independent
& objective entity that gives advice to consumers entering the buying/building
arena. Even if you don’t provide a formal service, create a website with
information leading to ASBsystems.

observations

•  forces the marketing personnel to look internally in order to fully understand
    the results of past marketing decisions.
•  forces the marketing personnel to look externally in order to fully understand
    the market in which they operate.
•  sets future goals and provides direction for future marketing efforts that
    everyone within the organization should understand and support.
•  is a key component in obtaining funding to pursue new initiatives.

Affiliate Programs - are like adding an entire network af sales staff to your
internal sales people. Once a program is defined and launched, it requires
very little maintenance but has tremendous potential for results. Generous
incentives can boost appeal. You are listed in affiliate search websites now,
revisit and re-evaluate the content and commissions.

Suggestions:

Branding and getting community visibility
are generally advertising challenges for
promoting a specific service or product like
heating & plumbing, or a shoe sale. The
widespread audience of your community is
easily reached through TV, Radio, or print
but you must remember the times people
need specific services or a tennis shoe are
far different than building a house. I do not
believe those medias will increase sales for
you although they are extremely effective
for everyday products and services.

Benefits of Having a Marketing Plan

Media Advertising
Local advertising may help long term recognition
but I believe it would be resources allocated
to the wrong direction. In the total population
in and around Martinsville, look at the
percentage of people you are reaching that
couldn’t buy or build a house - probably pretty
high. If you spent $4000 on a TV ad and 70%
of the people (probably more like 90%) couldn’t
buy a house if their lives depended on it, then
70%- 90% of your advertising budget is a
complete waste. Numbers are meaningless
unless they are your specific audience.



Turn Prospects into customers

AMERICAN STANDARD
BUILDING SYSTEMS

marketing strategy

LOWMORTGAGE RATESMORTGAGE RATES

people navigate by many
compasses

MULTIPLE LOOKS - MULTIPLE APPEAL


