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Smarketing
| revised the Smarketing methodology to fit the firm and
implemented it to foster the importance of cohesive
processes for sales and marketing

Sales / Traditional Marketing Digital Marketing
Networking Print Media Industry Events Articles Social Media Webinars Videos
Attract to _ Attract to
Advertising Sponsorships Ebooks Infographics Guides SEO
Firm Website
Board Seats Awards Events White Papers Polls Giveaways
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Segmentation

With a specific segmentation strategy, | use diverse tactics to target

Internal Notes

Roles
Goals
Challenges

Demographics
Age

Income
Education

Story

Story

Manufacturing Mike

Owner of Brick & Mortar manucf
Continue building a sustainable «
Finding skilled labor, competitior
for succession

40+
90k +
College educated

Mike is not at the plant a lot, but
company. He likes to focus on ti
process of obtaining new busine
regional associations he belongs
association website. He is conc¢
overlap regionally with companie

WORKING WITH SMES TO
BUILD BUYER PERSONAS
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Tips for Sustainable Construction Cash Flow

Everyone nas heard e s3ying. .. C38n 15 KIng. The paint of 145 53ying 0 3N 300UNENg PerspEctive Is 1at 1 Mot endugn fr 3 Dusiness 1o be
profiacie I order 10 D2 SUCRESA. 11 330N 10 prOfADIN, 3 DUSINSSS Mus! De Well C3pIAZad nd Nave PODer C3SN MANagEMent 0 ven i3y I
Dusiness, let 3one provids WOrhATIE FEUMS 10 OANSENID. 1 2 worid of cOnsiucton, Mese oS are Magnified by e unique and complex 3N
managament chasangas tacad by he Industry.

Management of c3en 0w DEgng for e CoNtractor wel Defre 3 Job 3chuay starts. Tnere e IMpOrtant deciSions WHIC need 10 be made I developing 3
i and in entering Into 3 CONFact. Here are 3 COUgse IMPOrtant cash SOW 13C10rS 10 COnNSidr DEfre COMMUNG 10 3 NEW CONSYUCEON Conract

Fealos

BUY MY
CONSTRUCTION
COMPANY

6 Reasons Why No One Will Buy Your Cra Construction Compan:
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INDUSTRY SPECIFIC
NEWSLETTERS

certain groups, especially across industry segments

m Workflow is active

Try using the more powerful segmentation options to start your workf}

1
Welcome! Learn more | Switch back

2 Automatically ¥ enroll contacts when they meet these criteria

|™ The contact property Contact Type (Prospect, Ref, Client) is equal to Deaf]

Contacts will be enrolled the first time they meet the criteria above. (Change)

L Set a contact property Persona to Death Care Debbie

F Workflow end

20 completed workflow

USING WORKFLOWS TO
KEEP SEGMENTATION
AUTOMATED




Blog/Articles | updated the blog with functionality to drive
traffic and conversions like commenting,
forms, CTAs, and social sharing

5 things great leaders do during mergers Subscribe for our Latest

S Articles
& acquisitions

3 Aug 2, 2016 1:21:39 PM / by admin
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I'm not a robot

Subscribe

Article Categories

Advisory

Audit & Accounting

Construction Industry

Death Care Industry

Information Technology

Manufacturing & Distribution Industries
Tax

the stories

According to a 2016 Merger & Acquisitions (M&A) survey by KPMG, 91% of companies
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Expanded Content

ARE YOU UP ON

I've designed and built diverse types of expanded

content including infographics, eBooks, videos, and
flowcharts to drive views and gated content leads

Capitalization Decision Model
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Have you sver found your comgany in a pasition where you have too much of one ireentory
item and not enough of another? Or found your company in a position where you could not fill a
parts or sale reques:? Or had to halt your company's production duws to a lack of inventory? If
you have, a cycle count of inventory might be a process tocansider.,

Cycle counting imeeniory is a management technique whene a small amount of inventary is
counted periodically over a fiscal year. This technigue eliminates the need to count every
iinventory item at year end. Some of the benefits of oyde counting include:

Eliminates the need to count all imentary

Prowides valuable data for management to items at year end, resulting inless

review imventory |ewels to minimize scrap
and efiminate overfunder stocking

dowrr-time for staff and operations

----------------------

Enables a company to maintain a more
accurate imventory balance in the general
ledger year raund

Enables a company to hawe better internal
contrals over imeentary

||||||||||||||||||||||

Supplies data so the company can review
their cost to purchase inventory o achieve
better rates

----------------------

Allows a comparry o catch inventory
related errors sooner
sesssrENNE. RN wew

O

These are just a few sxamples of how a cycle count inventory management process oould
benefit your company. As such, a full imventory count at year end might not be the best process
far your company and cycle counting could be samething to corsider transitioning to.

MKS&H Videos

MERGERS &
ACQUISITIONS

SEVEMN KEY PRE STRATECIES THAT
SPELL THE DIFFERENCE BETWEEN
SUCCESS AND FAILURE IN MERGERS
AND ACQUISITIONS

0CGN5IDER THE FIT

If two businesses don't have compatible
goals and ethics, merging them can be
counter-productive. This includes financial
structures that can be merged, as well as
compatible customer bases and corporate
cultures that aren't radically different.

gL:STEN TO THE SELLER

Money often isn't the deal-breaker. If you
can satisfy the seller's nen-financial
concerns, you'll have more negotiating

power and the deal will go more smoothily.

OUTSOURCING
BUSINESS FUNCTIONS

Questions to ask before picking your

provider

WHAT SECURITY
MEASURES DO
YOU HAVE IN
PLACE?

At ng can nchede
CTETE prany S dats
Oy R, whoo mes be
1opm T EomilSETaton wein
CTVISHTE & whalher,

CAN YOUBE
"LEXIBLE ENOUGH

HOW WILL YOU
MANAGE MY

s roid wEred o i Ml R,

WHAT'S YOUR
MIGRATION
PROCESS?
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CONSTRUCTION

INSIGHTS

CONSTRUCTION
ARTICLES

8§ For more info on what to find out before oulsourcing

HERE'S ALL THE SPEGIFICS

Check out our
Busy Season

Ute oMkt @afﬂ"“"{’

Tube

HOW CAN YOUR COMPANY

USE THE R&D CREDIT?

INVENTORY:
EFFICIENTLY HANDLING
ONE OF YOUR BIGGEST

ASSETS

M&A
STRATEGIES

10 M&A
STRATEGIES
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clIrrES
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M&A STRATEGIES
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MKSaH

Are you up
on these terms

Clarity For Your Business

We put complex financial data into
meaningful context.
www.mksh.com

ifr Like Page

Infographic: Key Questions to Ask Before Outsourcing any Business
Function - http://info mksh com/questions-for-outsource-business-provi___

Social & Search Ads

iicsar{ MHSSEH ile Like Page

Get the free ebook on keeping efficient inventory levels, counting
techniques, and handling obsolete inventory.

Your Inventory Can Make or Break Your Business

ebook: Keeping inventory at the right levels, and having effective processes setup to
handle your inventory has profound impact on your bottom line

Download
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2016

Working with both social and search ads, | employ
targeting opportunities both broad
and specific



ANALYTICS

USING A COMBINATION OF TOOLS, | CAN GET THE FULL PICTURE OF HOW
MARKETING IS PROGRESSING AND WHAT AREAS NEED ADJUSTMENT

*example data

m 12 days leftin trial. Buy Now

D ﬂ Previous month - @ All domains - Q Select report.. Audience OveNiew

Email Export ~ Add toDashboard  Shortcut My Dashboard

Visits - (] Show offline sources || Show visit-to-contacts rate

All Sessions
800 +0.00%

N Overview
600
Y - Sessions ¥ | VS. Select a metric
1,415,026
Jan 1, 2014 - Dec 31, 2014: @ Sessions ’
. Jan1, 2013 - Dec 31, 2013: ® Sessions 988,312
— 1one 743,343
’ 10v27 - 11702 11/03 - 11/09 1110 -11A18 -
500
CY Q4 CY Q3 == Regional Avg.
Source Visits
April 2014 July 2
Organic Search 450 =
Referrals 260 Sessions Users Pageviews
47.66% 47.76% 42.10%
Social Media 132,156 vs 89,499 109,524 vs 74,122 216,109 vs 152,079
567
woretF e, st o, PO, TR
Email Marketing 406
Pages / Session Avg. Session Duration Bounce Rate
Drect Traflc 595 -3.76% -1.00% 2.59%
1.64 vs 1.70 00:00:51 vs 00:00:51 77.80% vs 75.83%
Total 2,206 A L8 Prvossiasrdh saprbidecdinl

Call Volume

GOOGLE
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ANALYTICS




BOULDER, CO
443-986-8898
MARKBH4@GMAIL.COM



