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SMPS CEUs HInge

Hinge is an SMPS Approved Provider of continuing
education units (CEUS)!
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Agenda HInge

> Background on the study
> Selecting a new firm

> Working with a firm

> Getting more business

> Build your brand

> Best marketing approaches
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Overall Study Industry Composition
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A/E/C Sample Hinge

16%

Sellers

| 117} 17
1] 11Ty
. AEGDRepart pe Ak
ment Format (PDF)

ry 21, 2013 9:55 AM
ry 21, 2013 9:55 AM
ry 21, 2013 9:55 AM

#Hingeresearch



SELECTING A
NEW FIRM
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Top 10 Ways Buyers Search HInge

Network/Ask a Friend
Colleague

C IO

1 [ Buyets
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HInge

How strong Is your brand?

Reputation x Visibility = Brand Strength



Who is the Competition? HInge
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What do you think is the top criteria when buyers are
looking for an A/E/C firm?



Top 10 Selection Criteria HInge

I Buyers
W Sellers

Good Reputation 51%

Good Fit/Share Our Values

Cost/Terms

Ongoing Involvement of
Senior People

Approved Vendor/
On the List

Fit With Firms of Our Size
and Scope/In Our League

No Conflict of Interest

Referrals/
Recommendations

)

T Existing Pérsonal
Relationship

#Hingeresearc
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What Tips the Scale for the Winner? HInge
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Take-Aways HInge

> Buyers search by asking a friend or
colleague (Visible and reputable firms

are found in the marketplace) 1
> Reputation trumps expertise

> Customer service and cost are

overrated by Sellers

> Vast majority of competitors are

not recognized by firms

#Hingeresearch



WORKING WITH
A FIRM

#Hingeresearch



How Important Are the Services that the 1]
Firm Provides? HInge

#Hingeresearch



What's the biggest benefit that your clients receive from
working with your firm?



Top 10 Values/Benefits of Service

B Buyers
Specialized Skills & 100%
Eyrartica . . anos B Sellers

Their Connections &
Network

- or Illlﬁ"ﬂ‘”l;“ o

rdicated

ion

i 3%
ervice 16%

to My 1%
18%

3etter 0%
1%

30 60 90 120

#Hingeresearch

HInge



Does the Firm Do What They Say They Will? Hinge
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Will Buyers Still Be Using the Firm in 2-3 Years? ynge

% Loyalty

#Hingeresearch



HInge

Il Buyers
52%
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Factors Influencing Buyer Loyalty

What Influences Buyer Loyalty?
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Take-Aways

> Avast segment of buyers can be
persuaded that the seller’s service is

Important (Opportunity)

> Buyers want the firm to add

expertise they don’t have

> Delivering on promise influences

buyer loyalty

#Hingeresearch
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GETTING MORE
BUSINESS

#Hingeresearch



Buyers Want More Services

;
s

M Buyers
W Sellers

Are Buyers Aware of the Services Sellers Offer?

#Hingeresearch
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How to Offer New Services

Best Way to Offer New Services to Buyers

[ Buyers

Email

h
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i
' Personal Call or Visit 26%
:
E Through Account Manager/ 249%
! Regular Meetings
i
]
i Online Marketing 10%
i
i
i Education [ 7%
!
i
: Direct Mail [ 2%
i
i
! Marketing Materials I 1%
]
i
E Develop a Personal I 19%
! Relationship
]
]
i Discuss Our Issues and %
' Offer Solutions F
]
]
(0] 10 20 30
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Why Haven’t Referred?
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Take-Aways HInge

> Your clients think they know all services

that sellers offer - and they want more

> Clients want a working relationship 1
with you
> Most clients are likely to

recommend the firm

> Most clients will refer if

someone asks

#Hingeresearch



BUILDING YOUR
BRAND

#Hingeresearch



Reputation vs. Visibility

Buyers

#Hingeresearch

Sellers

B Reputation
I Visibility

% Very Good

HInge
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Visibility: Average or Better

Average

Better

Snappy Tagline

Issue Specific Article

Ongoing Training of Technical
Professionals — value selling

HInge



Take-Aways

> Many firms underestimate their

reputation among clients
> Most firms are invisible 1

> Visibility and reputation must

work together

#Hingeresearch
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BEST
MARKETING
APPROACHES
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Are Sellers Recognizing Best Marketing
Methods? HInge

. I Buyers
Develop a Reputation for 81%
Producing Results M Sellers
Referrals/
Recommendations

Develop Personal
Relationship

Advertisement/
Sponsorships

Offer Incentive/
Price Reduction

Education

. 13%
Personal Visits 6%
Discuss Our Issues & 12%
Offer Solutions 3%
Follow Our Formal Process -t

0%

Papers/Publications/ 3%
Guides 0%
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Are They Actually Using the Best Methods? Hinge

M Best
Develop a Reputation for 81%
Producing Results M Current
Referrals/
Recommendations

Develop a Personal
Relationship

Advertisements/
Sponsorships

Offer Incentive/
Price Reduction

90
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Poll #3: HInge

What would you rank as your top marketing method?



Top 5 Best Marketing Methods

Best Marketing

Current Marketing

Develop a Reputation for Producing Results

Offer Incentive/Price Reduction

#Hingeresearch

Trade Show Exibiting

Networking at Events

HInge



Take-Aways HInge

> Firms are missing marketing

opportunities

> None of the current marketing 1 I

methods are effective

> Industry reputation is the

highest selling point

#Hingeresearch



Free Resources HInge

“Online Marketing for Professional Services” Book

SP!RAUNG “Spiraling Up” Book
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www.hingemarketing.com/library



Free Marketing Strategy Review HInge

v For webinar registrants only!

> We’ll discuss:

High growth firms and how you compare
Your current marketing approach
Missed marketing opportunities
Your marketing strategy priorities
Building your brand

Respond to email or call: 703.391.8870



Thank you! Questions?

Sylvia Montgomery, CPSM
Senior Partner, Hinge Marketing
smontgomery@hingemarketing.com

Connect on Twitter:
@BrandStrong

Connect with Hinge

£ www.hingemarketing.com/blog
E  www.twitter.com/HingeMarketing
Bl www.facebook.com/HingeMarketing

[ www.linkedin.com/companies/Hinge

www.hingemarketing.com
703.391.8870
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