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Other resources from Full Sail Partners:

Events, Webinars and Resources

 July 17 | Do More With Deltek iAccess for Vision
http://bit.ly/1Hal2hd

August 12 | Build a Better A&E Firm: Mastering Resource Planning
http://bit.ly/1RKoGjN

Attend Future Full Sail Partners’ User Groups
http://bit.ly/URI1KO

Whitepapers & Publications

* C(Client Feedback — Don’t Wait ‘Till It’s Too Late!
http://bit.ly/1sElgY(Q

Full Sail Partners Blog
http://bit.ly/1J5vZV

Join The Full Sail Partners’ User Group Space on Kona:
Search for ‘Full Sail Partners User Group’ on Kona
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http://bit.ly/1HaI2hd
http://bit.ly/1HaI2hd
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http://bit.ly/1J5vZV
http://bit.ly/1J5vZV
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CONTEXT:

WHY WE ARE THE
WAY WE ARE....




IN THE
BEGINNING....

MARKETING WAS
FORBIDDEN.




In 1909... ABSOLUTELY

NO

ADVERTISING
JOB SIGNS
PROPOSALS

Adopted first Principles of Practice FREE
- Barred architects from marketing
- AIA Fee Schedule

SKETCHES

or

EXAGERATED
or
SELF-
LAUDATORY
LANGUAGE
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MARKETING =




Status Quo for 63 Years

Marketing

S e B s Bates v. State Bar of Arizona
 Sherman Antitrust Act
* Free Speech

1 99 Additional DOJ investigation & lawsuit led to end of
any possible opportunity to restrict fee competition.
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1970 > 2010

Wi
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RECESSIONS: COMPETITION: TECHNOLOGY:
'70s, ‘80’s, early The number of Personal
90’s, 2000’s & architects more Computers
Great Recession than doubled Graphic Software
2007-2009 between 1970 and The Internet
1980 Emalil
CAD / BIM/ REVIT
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Information = Power

Product-Driven Distribution-Driven Customer-Driven
Marketplace Marketplace Marketplace
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A relatively short history in which we
have embraced marketing

Business acumen is still not part of the
core curriculum of our formal
education

The world Is changing at a fast pace —
and we were already behind.
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Accounting Team’s View of the World

Prof. Development &
Employee Welfare

e Liability & Business 401k Contribution
%

0,
Insurance 2%

3% \/

Depreciation & Amortization
4%

Computer Supplies & Services
5%

Office Supplies, Services &
Support
5%
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Accounting Team’s View of the World

Prof. Development &

C ate g O rl e S W h e re Employee Welfare Liability & Business 401k Contribution

3% o
Insurance 2%

Marketing Lives Y

Depreciation & Amortization
4%

Computer Supplies & Services \’,~

5%

Office Supplies, Services & ;
Support

5%
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Activity-Based Budgeting

Tracks total time and
expenses for key Marketing
Activities (i.e. marketing
project numbers)

Allows for easy evaluation
of activities for ROI

Creates individual
accountability and has the
potential to change bad
behavior

Tracks Mktg Staff time to
specific activities

Pursuit /
Opportunity #

Conference /
Seminar #

Registration Fees /
Sponsorships

/

Public Relations

Brochures / Mailers

N\

Outside Services

Awards / Articles

Travel

Entertainment

Photography

Printing

Supplies

Telephone

Courier

Advertising

Technical Staff Salaries

Overhead Staff Salaries

NANNANANRNAN NN

e

Il Total Cost for
a Proposal

Total Cost for
an Award
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Total Cost for
aConference/ Seminar

Allows for tracking
by activity for
future budgeting




What Should You Track?
Track only what you want to measure.

Marketing (Project) Numbers:

—

Pursuits / Opportunities —
Breakdown By

Meaningful

Groups:

Conferences / Seminars | OFFICE Track down
— to the

« STUDIO individual
[timesheet]

General [Catch-all Bucket] « GROUP

—

Photography

Business Development

Public Relations

Sponsorships / Donations
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M January
M February
B March

W April

4 Duke Photo Shoot B May
UVA Expansion Pursuit ¥ June
International Pursuits July

August
September Project
October Photography L

Planning
f Retreat Pursuits -l
Planning Pursuits
Retreat _l

1000 Branded 2000 2050 3000K-12 4000 Higher 5000 Science & 6000 CCC 7000 8000 UDLA 9000 General
Environments Healthcare  Healthcare Education  Technology  Architecture  Corporate Atlanta Office
P&S Interiors
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Changing Behavior

[~ Consistent high level of spending
[ Varies by Monthly Activity

© Copyright 2015 Full Sail Partners, Ltd. — All Rights Reserved



our Frien
Deltek

Credit Card Reconciliation
i v

uc ettt

Empemele  CampmDsc  CeCadfoDa TamOme P Accot AcowtDes

=m

&ls|8]x |8l =

-

alv 2

»cridito
= débrto
s dvoludes
= compras
bl =
| 3 iop

©
o

perfumes
sapstana
esportes

,‘ © Copyright 2015 Full Sail Partners, Ltd. — All Rights Reserved




+ableau

Category Cause Month g | Category
Category Cause Year / Month @1 ey
2000 | V] Complaint
[¥] Customer
Divergence
Equipment
Injury
[V] Security
[] spil
‘Z‘ Transport

Site
] (A
[¥] Acton
[¥] Botton
[¥] Concord
[¥] Hudson
[¥] Lincoln
[¥] Maynard
[¥] Shirley
[¥] weston
Month
] (an
11 £
Hlm B

= = 5 2 @] Mar
] Apr

[¥] May

o o

s oeszoce s s c35 285 5 9lsa e [n
=53788322888223233238283888

>

inf

Customer

Injury

Transport
Management
External
Equipment
Personnel

Equipment
Divergence
Compla

Site
Weston

Bolton
Shirley
Lincoln
Maynard
Acton
Concord

Hudson

o
N
S
N
E=1
@
3
@
=1

=1
S
<]
S
I~
S

© Copyright 2015 Full Sail Par

Medium

Near Miss

, Ltd. — All Rights Reserved

Severity

ritical

Cause

W Design
M Equipment
M Extemal

B Managem..

B Material
M Personnel
I Procedure
M Training
Severity

B cCritical
B Major

B Medium
B Near Miss

Count

[¥] Jul

[¥] Aug
V] sep
ﬂ Oct
[¥] Nov
[¥] Dec
Year

1 (A
[¥] 2007
[¥] 2008
[¥] 2009

Status
1 (A
[¥] Closed




Opportunity Dashboard

Opportunity_CreatedDate Country IsClosed
1/9/2007 12:00:00 AM to 12/30/2010 12:00:00 AM Multiple Values Multiple Values

Opportunities and Win Rate Opportunity by Location
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Opportunity by Type isClosed [ vo [l ves Opportunities by Industry win Rate 0% [IENISJ0ININ 100%
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ldentify Your Weakness

How are my staff and projects doing?

Staff Utilization over time

40.00%

30.00%

20.00%

10.00%

T
£
P
g
K
[
5
2
T
e
=
=
2
2
0
g
H
g

Q12013 Qz 2013 Q32013 Q42013 Q12014 Q2 2014 Q32014

Revenue and multiplier

300,000.00

(5]

00,000.00

MNet Revenue

100,000.00

Q12013 Q22013 Q32013 Q42013 Q12014 Q2 2014 Q3 2014

I Het Revenue M Effective Multiplier

,‘ © Copyright 2015 Full Sail Partners, Ltd. — All Rights Reserved

Q42014

042014

Effective Multiplier




QUESTIONS?
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Connect with us today!

Connect with Full Sail Partners:

@ LinkedIn: http://www.linkedin.com/company/full-sail-partners

@ Twitter: http:/[twitter.com/#!/reachfullsail

B YouTube: http://www.youtube.com/user/reachfullsail
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Thank you for attending!

For more information contact:

Kevin Hebblethwaite
Senior Consultant
888.552.5535 x111

Info@fullsailpartners.com

Hearing what you have to say, whether criticism or praise,
helps us provide you better information and service.

Please fill out the survey and provide your feedback.

www.fullsailpartners.com
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