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HOW POWERFULLY ARE YOU USING 
THE CRISP PRINCIPLE: POWER OF FIVE® IN YOUR MARKETING STRATEGY?

Take this quick quiz and be prepared to learn more about what growth companies are doing.  Circle the number of true statements in your business:

1. We regularly refer customers or actively connect customers with one another or others.
2. We alert customers as a group to news about our company on a regular basis.

3. We formally thank clients for each referral with a written communication and show our appreciation for resulting business with a token or gift item.

4. We focus on building relationships versus transacting business.

5. We receive referrals from contacts other than clients, vendors/suppliers, and employees.

6. We communicate and operate on a daily basis using the Internet as a part of how we conduct business.

7. We have a website.

8. We participate on a charitable board or have adopted a charity to provide donated services or pro bono work.

9. We have formed strategic alliances with direct or indirect competitors.

10. Our company has representation on boards or committees of more than one type of organization by employees as well as owners.
11. We designate or target specific committees or board positions in which to volunteer in an organization as a part of our marketing strategy.
12. We send news releases to the media on a regular basis and are resourced by the media as an expert in business or our industry.

13. We pursue opportunities for awards and recognition.

14. We use print and other forms of advertising as a supplement to our marketing versus a main focus of marketing.

15. We do not consider cold calling and telemarketing a key part of our marketing efforts.
ANSWER KEY:

CRISP PRINCIPLE: POWER OF FIVE®
Questions 1, 2, 3, and 4 relate to:


Customer Relations

Questions 4 and 5 relate to:



Referral Relations

Questions 6 and 7 relate to the:


Internet Presence
Questions 8, 9, 10, and 11 relate to:

Strategic Involvements

Questions 12 and 13 relate to:


Public Relations

COMPANIES WITH 50% GROWTH:

You should have circled questions 1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 14, and 15.

COMPANIES WHO SUSTAINED OR GREW SALES LEVELS IN SPITE OF ECONOMY:

You should have circled 2, 3, 5, 6, 10, and 11.

Are you doing these, and still not experiencing the level of growth you desire?  Then you could be sabotaging your efforts in other key areas operationally. Order 50 Marketing Secrets to learn more about Image and Attitudes, which focuses on the operations aspect.
© 2003 SLD Unlimited Marketing/PR, Inc. Information contained herein cannot be reproduced or distributed without the direct consent of SLD Unlimited Marketing/PR, Inc.


