6 Ways Businesses Have Increased Profitability

By Using MetaOps" Marketing

Not sure if MetaOps Marketing is right for your business? Don’t worry!

You are looking for answers, and that means you are taking a step in the right direc-
tion toward increasing your profits through marketing. The following six paragraphs
are examples of how some of our clients have used MetaOps to achieve great success:

The easiest way for businesses to earn more profit on their marketing investments is to make sure everything
they say to their audience is complete. What we mean by that is every communication from email to postcard to
radio/TV commercial follows the “AEIO” (Attention, Engage, Inform and Offer) method. Simply by following this
method in communications they were already engaged in, one of our clients turned their marketing around with
this one strategy. Four months later, they have increased the company’s sales by 17 percent.

Profitability goes down when you're not saying what your customers want to hear. How do you combat this?
Pre-testing. For instance, a client or ours was skeptical that going through the effort of pre-testing would
reveal any new information. However, after conducting a scientific on-line survey to verify her newly minted hot
button hypothesis, she had a surprise. Her customers confirmed that for the first time, she was dead on.

It may seem unlikely, but checking up on the other guy can help you reap significant profitability. For instance:
While conducting their first competitive intelligence operation, one company uncovered 79 initial “innovations”
to improve customer service or separate themselves from the competition. This company exploited these newly
discovered innovations to gain significant ground in the marketplace.

There is a direct correlation with decreased profitability and placing your advertisement wrong media — even
if the message is perfect. Who cares what the ad says if your prospects aren't reading it? By using the CLIC
method, our clients verify that the media they choose to invest in is going to gain them profitability. Most of our
clients find that this pass/fail method for determining profitability proves truisms about a media than, say, the
media reps who are selling the advertising.

For one of our clients, using customer retention tactics and pro-active referrals was a huge, untapped resource
in his marketplace. At first, it was easy for him to see how these tactics worked with other businesses that had
a more frequent purchase rate. However, to his delight, he found that even his business could benefit from
these tactics. Surprisingly, the businesses with larger ticket prices and less frequent purchase rates have been
equally successful in encouraging customer loyalty and pro-active referrals for greater profitability.

Probably the biggest pitfall for small to medium sized businesses is their FAILURE to use systematic marketing.
Even a “leaves-something-to-he-desired” marketing plan will sustain more profitability when systematized
than “creative marketing” that isn't trackable or repeatable. It's a sentiment that we hear from many of our
, clients, “I wish we had been doing this years ago.” Knowing the results of your marketing efforts is powerful
/ knowledge and allows you to identify flaws and make changes to increase effectiveness and profitability of your
advertisements.

& W i~ Wy =

Wondering if it’s possible to utilize any or all of these tactics
to increase your profitability? Call today for a free consultation: (734) 425-1455
We identify improvements and innovations that boost you to market domination.
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