Advisolocity
Where Strategy Meets Creativity

Building Drive Plans

What Do Drive Plans Achieve?

· Help client consider the big picture

· Answer question: “What are we trying to achieve for you?”

· Illustrate what integrated marketing looks like

· Communicate to executives in terms they know; i.e. they are used to reading spread sheets

· Provide a tool for benchmarking progress

· Offers an internal discipline to us to make sure we are leveraging efforts to the max

· Underscores rationale for paying us ongoing fees instead of hiring us project-to-project

What Goes Into A Drive Plan?

The actions that underpin a number of sharply defined goals over the course of a one to two quarter period – or longer, if possible.

	Communications Themes

Provide key messages and lead to appropriate communications vehicles.

Try to use all three of the following categories -- product, conceptual and service -- to lend enough variety to give an opportunity to “tier” your messages over time.

“Tiering” lets you add to and drop off messages from your marketing program. Lends continuity and freshness to your efforts over time. Avoids jerkiness of “fund of the month” approach.




	Product 

· Benefits of a fund

· How to sell it

· Full payout

· Timeliness

· Three-point sales story

Time Frame: Three months or more


	Actions/Vehicles 

· Broker newsletter article

· Direct mail campaign

· Product launch

· Brochure

· Sales Guide

	Concept

An over-arching idea. Product-related, but not just about a product. A bigger picture focus on professional development, a market trend, a research finding

Examples

· Global investing

· Evolution from broker to wealth manager

· Demographics of spending (i.e. Harry Dent)

Time Frame: Six months or more


	Actions/Vehicles 

· Sector piece

· Training modules

· Newsletter articles

	Service

A bright, smaller theme about an enhancement or idea investment manager is offering to financial intermediary or investor.

Examples

· B-shares make selling to the load averse easier

· IRS rule 72(t) – a door-opener to big IRA rollovers

· Most retirement plan efforts

Time Frame: Generally short and seasonal


	Actions/Vehicles 

· Newsletter article

· Press release

· Snipe on envelopes

· Buckslips

· Paragraph to include in sales letters

	Marketing and Sales Support Activity

The human resource dimension that delivers the message.
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