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MARKETING

The process whereby the dynamics of 
Product, Price, Promotion and Distribution 

are planned directed and controlled to 
achieve symbiotic satisfaction of the wants 
needs and desires of the consumer and the 

organisation.

Professor T. R. Ash
Harvard Business School



The Consumer
Is Not An Idiot

She’s Your Mother



Every day she...

FINDS OUT WHAT THEY NEED

AND 

SATISFIES THIS NEED



FIND OUT WHAT THEY 
NEED AND THEN SATISFY THIS NEED

WHO's NEED
Target Market

WHAT
Their Need

HOW
Your Strategy



Workshop Overview

Parents

Need to feel 
my child is safe 

Provide staff bio’s

On the Web

Identify Target 
Markets

Identify needs

How we can satisfy
How to tell them

Construct  Marketing Plan



WHO are you talking to:

WHAT is the need:

HOW are we going to satisfy that need

The Strategy: Communication:

Action plan (what needs to be done, 
who needs to do it and by when)

Who When

HOW are we going to tell them

Action plan (what needs to be done, 
who needs to do it and by when)

Who When

MARKETING OBJECTIVE:
(What are we trying to do)



Who Invented Marketing? 



Why 4 Gospels ???

• Matthew  - for the Jews

• Mark - For the Gentiles

• Luke - The credible third party

• John - The love relationship



• Age

• Income

• Where they live

• Transportation they use

• Clothes they wear

• Family structure

• Their needs 

• Their interests

• Their passions

• Hobbies

• Spiritual needs

• Struggles



MARKETING PROCESS 

PROFILE THE 
PAST ATTENDEES

• Geographic  - State, City, County, Zip

• Age - Children: 0-6 / 7-12 / 13-18.  Adult: 10 year      
increments

• Gender

• Income - $25,000 / $50,000 / $75, 000 / $100,000 / 
$150,000+



LOOK FOR         
HIGHS & LOWS

PROFILE THE 
PAST ATTENDEES

MARKETING PROCESS 

• Look for places that have high match to the profile

• Look for high statistics in your area

• NACO.org (National Association of Counties)

• Census.gov





FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

PROFILE THE 
PAST ATTENDEES

RESEARCH

Ask an….. Expert

MARKETING PROCESS 



FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

PROFILE THE 
PAST ATTENDEES

RESEARCH

Interact…. Walk

MARKETING PROCESS 



FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

PROFILE THE 
PAST ATTENDEES

RESEARCH

Interact…….Walk

Talk

• Online survey

MARKETING PROCESS 







FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

PROFILE THE 
PAST ATTENDEES

RESEARCH

Interact…….Walk

Talk

• Online survey

• Group Discussion

• One-on-one      
interviews

MARKETING PROCESS 



FIND THE NEEDS

LOOK FOR         
HIGHS & LOWS

PROFILE THE 
PAST ATTENDEES

RESEARCH

Interact… Walk

Talk

Do (Test)

MARKETING PROCESS 



FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

HOW CAN WE 
SATISFY THE NEED

PROFILE THE 
PAST ATTENDEES

THE STRATEGY

What do we already have

What new things can we do 

What can we do differently

MARKETING PROCESS 



COMMUNICATION
How are we going to tell them?



COMMUNICATION PLAN

• Get their attention

• Lead them to the details

MARKETING PROCESS 

FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

HOW CAN WE  
TELL THEM

PROFILE THE 
PAST ATTENDEES

HOW CAN WE 
SATISFY THE NEED



MEDIA

• Where can you reach them

• What is most impactful  

• What is most cost effective

MARKETING PROCESS 

FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

HOW CAN WE   
TELL THEM

PROFILE THE 
PAST ATTENDEES

HOW CAN WE 
SATISFY THE NEED



SOME BASIC 
COMMUNICATION 

PRINCIPLES 



Are You Telling it to Them

REACH
One piece at a time

FREQUENCY
Keep on telling them

IMPACT
Combine the senses



Using the Web



THE WEB

• What are your competitors  doing



THE WEB

• What are your competitors  doing

• Sell the sizzle, serve the steak



THE WEB

• What are your competitors  doing

• Sell the sizzle not the steak

• Collect names (reward for registration)



Sidebar Summary

Use existing Infrastructure

Use the Web

Find a way through the Clutter

Build it one region at a time



Jesus replied, "What I'm about to tell you is true. No one can see 
God's kingdom without being born again." 
"How can I be born when I am old?" Nicodemus asked. "I can't go 
back inside my mother! I can't be born a second time!"

COMMUNICATION PLAN



MARKETING PROCESS 

FIND THE NEEDS

LOOK FOR        
HIGHS & LOWS

HOW CAN WE  
TELL THEM

PROFILE THE 
PAST ATTENDEES

HOW CAN WE 
SATISFY THE NEED



FIND OUT WHAT THEY 
NEED AND THEN SATISFY THIS NEED

WHO's NEED
Target Market

WHAT
Their Need

HOW
Your Strategy



MARKETING TOOLKIT
Steps to building a marketing plan



Workshop Overview

Parents

Need to feel 
my child is safe 

Provide staff bio’s

On the Web

Identify Target 
Markets

Identify needs

How we can satisfy
How to tell them

Construct  Marketing Plan



WHO are you talking to:

WHAT is the need:

HOW are we going to satisfy that need

The Strategy: Communication:

Action plan (what needs to be done, 
who needs to do it and by when)

Who When

HOW are we going to tell them

Action plan (what needs to be done, 
who needs to do it and by when)

Who When

MARKETING OBJECTIVE:
(What are we trying to do)



WHO are you talking to: Kids who have been to camp before (past 3 years)

WHAT is the need: Camps need to keep it new/fresh (offer new things)

HOW are we going to satisfy that need

The Strategy:
One thing (new or modify existing) that will 
get talked about because it is so exciting

Communication:
E-mail to past campers
Make it come alive on the web site

Action plan (what needs to be done, 
who needs to do it and by when)

Appoint project manager

Meet with team to brainstorm idea

Develop “the thing”

Who

NG

All

MF

When

12/07

01/20

3 mts

HOW are we going to tell them

Action plan (what needs to be done, 
who needs to do it and by when)

Make it work on the web

Design e-mail

Collect e-mail list and send it

Who

HW

HW

NG

When

02/07

02/07

02/28

MARKETING OBJECTIVE: Encourage Campers back and get talked about 
(What are we trying to do) to their friends


	MARKETING��The process whereby the dynamics of Product, Price, Promotion and Distribution are planned directed and controlled 
	The Consumer� Is Not An Idiot�She’s Your Mother
	Every day she...
	FIND OUT WHAT THEY �NEED AND THEN SATISFY THIS NEED
	Workshop Overview
	MARKETING OBJECTIVE:�(What are we trying to do)
	Who Invented Marketing? 
	Why 4 Gospels ???
	MARKETING PROCESS 
	COMMUNICATION�How are we going to tell them?
	Using the Web
	FIND OUT WHAT THEY �NEED AND THEN SATISFY THIS NEED
	MARKETING TOOLKIT�Steps to building a marketing plan
	Workshop Overview
	MARKETING OBJECTIVE:�(What are we trying to do)
	MARKETING OBJECTIVE: Encourage Campers back and get talked about (What are we trying to do)      to their friends

