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1. Build the Brand1. Build the Brand
• Be consistent & don’t re-create the wheel
• Educate your franchisees on the value of the system
• Local brand-building helps establish the brand nationally



2. Be a Resource2. Be a Resource
• Establish on-going communication
• Provide a preferred vendor list
• Provide a network of other franchisees



3. Write a Column3. Write a Column
• Trade journals & industry 

magazines
• Association newsletters
• Top 10 lists
• Local newspaper



4. Speak in Public4. Speak in Public
• Chamber of Commerce
• Rotary Club
• Industry Associations
• Franchise Associations



5. Establish a Frequent Buyer Program5. Establish a Frequent Buyer Program



6. Sponsor a Local Event6. Sponsor a Local Event



7. Cross Promote with Area Businesses7. Cross Promote with Area Businesses



8. Out Service the Competition8. Out Service the Competition
• Provide superior customer service
• Have qualified employees in your 

system
• Streamline processes and offer a 

turnkey approach



9. Create Lasting Impressions9. Create Lasting Impressions
• Memorable marketing materials
• Leave-behind gifts



10. Design a Referral System10. Design a Referral System
• With your customers or franchisees
• Offer an incentive



11. Recognize Customer Birthdays11. Recognize Customer Birthdays



12. Host an Event12. Host an Event
• Create a theme
• Who to invite?
• Follow up



13. Expand Advertising Dollars13. Expand Advertising Dollars
• Marketing mix
• Every other week approach



14. Celebrate an Unusual Holiday14. Celebrate an Unusual Holiday
• Chinese New Year
• Create your own holiday
• Chase’s calendar of events



15. Join Local Business Organizations15. Join Local Business Organizations
• Such as the Chamber of Commerce or                    

Business Network International



16. Give Away Your Service or Product16. Give Away Your Service or Product
• Samples
• Donate to non-profits
• Contests/Raffles



17. Establish an Advisory Board17. Establish an Advisory Board
• Sounding board and referral source
• Mentoring group made up of former colleagues, 

respected community members, entrepreneurs, etc.
• Each member should have a different area of expertise 



18. Utilize Email Marketing18. Utilize Email Marketing



19. Generate Endless Referrals 
through Endorsement Marketing 
19. Generate Endless Referrals 
through Endorsement Marketing
• Take the testimonial one giant step forward
• Draft a list of prospects
• Three stages

Company Contact Phone Phone Ext. E-mail

American Surveying Company of Boston, Inc. Donna G. Cox 781-893-6477 donnac@ascsurvey.com

Assilevi Interpreting and Translation Professional Ivelissa I. Escalera 866-783-5800 assilevi.languages@verizon.net

Corporate Accents Unlimited, Inc. Gerri Weiner 978-762-9500 gerri@corporateaccent.com

Dancing Deer Baking Company Rachel Gordon 617.442.7300 223 regordon@dancingdeer.com

Dancing Deer Baking Company Glen Harnish 617-442-7300 gcharnish@dancingdeer.com

Fox Relocation Management Corp Gretchen Fox 617-946-2410 gfox@foxcorp.com

Internoded Net Services & Solutions Eileen Sickler 781-916-1210 esickler@internoded.com
Lasertone Corporation Nancy Connolly 800-660-3855 nconnolly@lasertone.com

Lasertone Corporation Arlene Harty 781-294-0182 aharty@lasertone.com

Long Term Solutions Noreen Guanci 508-907-6290 101 nguanci@longtermsol.com

New Dimensions in Technology, Inc. Beverly Kahn 781-639-0866 113 bk@ndt.com

PeopleSERVE Inc. Linda Moraski (617) 469-9779 linda@peopleserveinc.com

The Action Group, Inc Audrie Bloom 781-321-5793 sales@preferred-living.com

The Action Group, Inc Sherri Turner 781-321-5793 sales@preferred-living.com

The Clemens Group, LTD Nancy Clemens 781-320-8500 nclemens@theclemensgrp.com
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April 12, 2004 
 
Steve Bennett 
President and CEO 
Intuit 
2535 Garcia Avenue 
Mountain View, CA  94043 
 
 
Dear Mr. Bennett, 
 
I am following up on Bruce Nelson’s recent letter to you.  My client, the Chairman and 
CEO of Office Depot, was gracious enough to endorse my work and send along a copy of 
my recent book Off-The-Wall Marketing Ideas.   
 
I am indebted to him for his gesture. 
 
Mr. Nelson offered to tell you about the contributions that I have made to Office Depot’s 
efforts in reaching out to his customer base through in-store consumer seminars.  As he 
stated in his letter, he believes that Intuit can benefit from my expertise as a consultant to 
senior executives of fast growth retailers by identifying meaningful ways to address this 
customer base with relevant information - therefore exceeding customer expectations of  
Intuit. 
 
I certainly hope that I'll be able to convince you of the same.  That's my goal - which 
leads to my second reason for writing you. 
 
I want to share a couple of ideas with you and propose ways in which Impression Impact 
can make a difference to your company's initiatives in connecting with your customers to 
ensure the lifetime value.  I would be happy to meet with you over the phone for a brief 
conversation to learn more about your efforts to better service your customers and/or 
send you an information package about my company for your review. 
 
Briefly, there are several ways that Impression Impact can assist Intuit: 
 

1. Consulting (on-or off-site) on strategic issues related to your customer base  
2. Designing a turn-key seminar programs for direct face-to-face contact with your           

customer   
3. Creating a follow-up program to ensure the lifetime value of your customer 
4. Enhancing an on-line presence that reflects an integrated marketing approach for 

your business. 
 

Mr. Bennett, I appreciate your time and look forward to our companies working together 
to reach the small business market.  
 
I have prepared a set of questions which I pose to top executives in an organization - to 
help them identify their greatest opportunity in the small business market place. I'd be 
glad to send them to you via email.  
 
Best  Regards, 
 
 
 
Nancy Michaels 
President 
 
P.S. Please use the enclosed fax back reply form and I'll respond as you indicate. You can 
also call me directly at (781) 860-8881, or e-mail me at 
nmichaels@impressionimpact.com. 
 
P.P.S.  I've enclosed three testimonials from people we've helped recently.  We're hoping 
to add you to the list in the very near future! Also I have enclosed an article I wrote called 
Creating Customers for Life, I hope you enjoy it and feel free to pass it on to others in 
your organization. 
 
Enclosures  
 
 
"Your knowledge of what it takes for a small business to successfully market their 
products and services, and your exceptional ability to communicate the keys of "hooks" 
for success to your audience make it clear why you are regarded as a top marketing 
expert." 
 Joseph D. Pellegrino, Director CRA & Emerging Markets  
 Fleet 
 
"Your knowledge, creativity and dedication have been an integral part of making our 
Small Business Celebration Events a success…the enthusiasm you have for your work is 
evident and is clearly a motivating factor for those in attendance at the seminars.  You 
and your team of speakers obviously come away from each successful event in a well - 
deserved positive light.” 
 Thomas G. Stemberg, Chairman and CEO  
 Staples 
 
"I can truthfully say in my twenty - two year career you are really one of the great 
professionals that I have been fortunate to meet." 
 Doris Yaffe, Director of Fashion/Public relations and Special Events  
 Sak's Fifth Avenue 
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April 22, 2004 
 
Steve Bennett 
President and CEO 
Intuit 
2535 Garcia Avenue 
Mountain View, CA  94043 
 
 
Dear Mr. Bennett: 
 
Several weeks ago Office Depot’s Chairman and CEO Bruce Nelson wrote to you about 
my work in bringing large business and small businesses together. I've attached a second 
copy of the letter for your convenience.  
 
I've had the pleasure of working with Staples by providing in-store consumer seminars 
that both target and educate small business customers. Consequently, my team of 
speakers and I have interacted with hundreds of small business owners nationwide. We've 
come to appreciate their unique demands and talents. By helping this ever- growing 
consumer group with their marketing initiatives, we have learned firsthand their needs 
and motivations for purchasing products and services. 
 
I'd like to share this information with you as well, and I have enclosed an article that 
speaks to their specific needs that include: 
 
         1.Convenience 
         2. Speed 
         3. 24/7 Access 
         4. The Relationship Factor -- Exceptional Customer Service 
         5. Third Party Endorsement 
         6. Ease of Use 
         7. Cost Factor (this may surprise you) 
 
 
No matter the size of a business, it's always nice to be recognized for hard work. My 
work was recently declared winner of the First Annual Tom Peters Wow Project 
Personified Award.  The WOW! Project recognizes individuals who have attacked a 
project in an exciting and memorable way, making a major impact in the workplace. 
 
"Nancy Michaels is a WOW! person," said Tom Peters. "She's just plain stuffed with 
great ideas and has the smarts to implement them. Her work…is electrifying…big 

business, small business-bring 'em together and it's an automatic seven points on the 
scoreboard. This fan is cheering!" 
 
 
I'm very proud of the WOW! Award and my recent book Off The Wall Marketing Ideas, 
which Mr. Nelson sent you in his original letter. I've enclosed a feature about the book 
from October's issue of Success magazine.   
 
Mr. Bennett, I look forward to discussing ways we might work together to bring 
additional value to Intuit’s small business customer and increased sales of your products 
and services to this exciting group of entrepreneurs. 
 
Best regards, 
 
 
 
Nancy Michaels 
President 
Impression Impact 
 
 
 
 
P.S.  In addition to enclosing a copy of the letter Bruce Nelson originally sent you, the 
article in Success magazine, information on the Wow! Project, and a fax back form, I've 
also enclosed a flyer on a two-day conference, Online Marketing to Small Business, that 
I'll be speaking at in December.  Please contact me if you'd like a discounted ticket for 
two or more attendees from Intuit.   
 



20. Rule of 4 and Rule of 620. Rule of 4 and Rule of 6
• Make contact at least four times a year
• It takes 6 advertising impressions to make a connection



21. Commit to a Simple Marketing Plan21. Commit to a Simple Marketing Plan
• Create a marketing calendar
• Work backwards



Thank You for AttendingThank You for Attending

Delivered By                              
Nancy Michaels

nmichaels@impressionimpact.com

Send an email to balbright@growyourfranchisenetwork.com
to sign up for my Grow Your Franchise E-zine
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