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Strategic Framework for Data-Driven Print
Basic value
1. Product leadership
	-Identify the benefits for the customer of superior quality 
2.operational excellence 
	-Superior internal operations
	-Show the benefits of reliability EG- guaranteed delivery  
	-You can buy latest technology but u needs people to work it
3. Customer intimacy 
	-Superior customer service and knowledge 
	-Firm offers service to customer to provide to needs
	-Customer convenience, that showing you can use the data base to track the products, make the information available useful 

ALL MARKETING MESSAGES SHOULD RENFORCE THE STRATEGIC VALUE DICIPLINE 
	

Value proposition will determine product positioning and subsequent copy that will be used in adverting and other promotions 

Marketing Strategy and Objectives: ASK
A is for acquire
S is for serve – don’t lose sight of existing customers 
K is for keep- keep profitable customers  
	-Prune your unprofitable customers
	-Find which customers profit and loose other ones

-Company must ask to use the information they get from customers
-Customization works best when it is relevant to the receiver 
-You need specific information to keep the customer relevant 
-You must deliver on your promise 

Building Customer Equity 
1- build value equity	
	-Customer objective assessment of the brand
	-Driven by quality price and convince
2-Brand equity
	-Brand is very subjective 
	- It is hard to put a price on
3- Retention equity 
	-Repeat purchases and positive testimonials 
 


Relationship Marketing 
Customer relation ship movemement 
	-Pay close attention to this
	-Items sent through the mail 
	-Promotions sent to you meant to do something else
	-Overall goal is to build profit 
-All marketing directed towards establish maintain developing relationships
-Commitment and trust is very important	
	-Customer loose faith if you do something wrong once 
	-Preserve and maintain that relationship 
	-Match the right strategy to right customer otherwise will fail 

Data driven print options within the ASK framework 
Inquiring a new customer builds awareness 
	-Usually don’t through a trail
	-Motivate customer’s first purchase 
Mass communication to build leads 
-After customers make the purchase
	-Make sure you can serve the customer
	-Make them know they are getting value 
-Keeping customers 
	-Customers can be facilitated through communication 
	-This builds repeat business 
	-Retention is what you want 


Six categories of Data driven print 
1-Versioning – Lowest	
	-Geography – like send this to people in Ajax
	-Language only 
	-Discount only 
2-Mail merge 
	-Variables associated with name address and postal code 
3-Personalized printing 
	-More relevant info
	-Based on demographics 
	-Lifestyle
	-Past buying history 
4-Transaction printing 
	-Aka trans promo printing
	-Business documents 
	-Bills documents
	-Higher level of complexity 
	-Business statements, invoices 

5-Intnernet on demand
	-Templates of documents can be customized	-website pop ups set to you specifically 
	-Customized websites6- Fully customized communication – Most sophisticated
	-Can change every element on the document 



Conclusions 
Creating and delivering data base documents, always set to a select amount of documents 
-Always related to certain marketing objective
-You got to know why you are marketing and what it can do for you
-Built on information you have on a customer 
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