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The Process

Traditional Tool Analysis

1. Pick The Cards

Pick the cards for the Traditional Marketing Tools you used
last year and place them around the wheel. Think carefully
not to miss any category. Look at each card.

2. Perform the Cost of Customer Acquisition

Perform the Cost of Customer Acquisition on each Tool.
Create a heading for each campaign, list all of the expenses
associated with that campaign; both hard and soft.

Be sure to include printing, postage, photos, artwork, copy,
layout, employee time, your time, 32% payroll indirect, lease
space, auto, cell phone, IT, etc. When totaled, divide each
total by the number of estimated new customers that
campaign generated. That’s your cost per customer
generated for each.

3. Eliminate And Prioritize 4 ]

7’ Eliminate and prioritize the remaining Tools to be used for this ]

] year's campaigns. Eliminate any and all campaigns that did ¢ 5

0 not generate a good ROI (Return on Investment). ¢ !

' 4. Add New Tools ¥

’ Add any new tools you wish to use this year. Add any 9 '

0 Traditional Marketing Tool you would like to add to this year's ¢ :
. campaign strategy. ¢

0

0

o= Digital Tool Analysis . :

1]

5. The Trinity of Social Media )

Start with The Trinity of Social Media; Blogging, ¢,
Micro-blogging, and Social Networks. ‘

These are the most important categories or Tools. ! ’

]

6. Add Digital Marketing Tools 1

Add other Digital Marketing Tools; e.g.: SEO, SEM,

Facebook, YouTube, Email, etc. Add in any other specific

digital tool you would like to add to this year’s strategies.

O oo o ® ® ® ® ® ® ® ® ® ® ® ® ® ® ® ® ® 0o 0
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Fusion Marketing Analysis

7. Combine The Refined

Combine the refined Traditional Marketing Tools with the
Digital Marketing Tools along the Wheel. These are all of your
Tools you will use in this year's campaign strategy.

8. Develop Marketing Strategies

Develop your Marketing Strategies for the year. Develop your
campaign strategies as usual. These can include; drive more
people to our ecommerce site, or Build brand awareness, or
Increase our email database, or Increase our Facebook Likes.

DON’T MISTAKE TOOLS FOR STRATEGIES!

9. Work the Wheel

Work the Wheel by placing a Strategy in the center of the
Wheel, then selecting each Tool, one at a time and connecting
that Tool, to each other Tool to develop one tactic.

Then, reverse the connection to develop another tactic.
Record each Tactic.

- Start by selecting any of your developed Strategies and
place

one in the center of the Wheel.

- Select any Tool.

- Select a second Tool and ask yourself, “How can | achieve
that Strategy by using this tool in conjunction with this second
tool;

Strategy = How can | increase a new product’s sales?

- Tool #1 = Business Cards, Tool #2 = Coupons,

- Answer: “l can use coupons on the back of my Business
Cards to act as a residual sales tool to increase sales.”

Now reverse that connection: - | need to be sure all of the
appropriate Business Card Information is on all of my
Coupons. Keep Tool #1 and move around the Wheel
continually making new connections and then reversing those
connections to find new tactics. Pick the next Tool on the
Wheel and repeat the process. Repeat with all Tools.

10. Prioritize each Strategy.

You probably won’t have enough financial and human
resources to do everything. Now that you understand the
tactics and potential of each Strategy, prioritize your
strategies.

11. Prioritize each Tactic
Prioritize each Tactic for each Strategy. Once your Strategies
are prioritized, prioritize each tactics under each strategy.

12. Execute!

By utilizing The Fusion - Safko Wheel process you will only
spend resources on your very most effective Tactics on your
very most effective Strategies, using the very most effective
Digital Marketing Tools combined with the very most effective
Traditional Marketing Tools. That’s Fusion Marketing!
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