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Introduction

Marketing consultants come in a wide range of capabilities and areas of specialization.  Some

are very experienced in a particular industry or sector, others focus on building skills in specific

marketing activities (e.g. direct marketing, ebusiness, communications), while still others dedi-

cate themselves to helping businesses overcome a certain type of marketing challenge (e.g.

customer relationship management).

Once you’ve decided that you need outside marketing help, how do you decide which type of

consultant will be most effective for your company?

Below are some strengths that we believe define a good revenue-generating marketing

consultant:

creative & resourceful approach

realistic & objective perspective

knowledgeable about your business

collaborative style of working with your team

able to understand your business goals

This guide will take you through our marketing services and explain how we work.  It includes

work samples and outlines the benefits our clients have received.  After that, you can decide if

we are right for you.

Selecting the right marketing consultant...

http://www.moenconsulting.ca/
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Defining Marketing

There are many and varied definitions for describing the function of marketing.  To

some, marketing is synonymous with selling activities, while others think of it purely as

advertising, communications and creative design.

With such variation in how it is defined, we felt potential clients should have a good

understanding of our areas of focus.

Below are some of the marketing functions that we perform:

Research - using science to balance art

Planning - getting your products to market more effectively

Strategizing - to overcome specific challenges

Creating compelling visuals and crafting messages

Tracking and measuring results for continuous program improvement

Training - skill development for in-house marketing personnel

Marketing: part art, part science...

World Marketing Association (WMA):

 “Marketing is the core business philosophy
which directs the processes of identifying
and fulfilling the needs of individuals and
organizations through exchanges which
create superior value for all parties.”

American Marketing Association (AMA):

 “Marketing is the process of planning and
executing the conception, pricing,
promotion and distribution of ideas, goods
and services to create exchanges that
satisfy individual and organizational goals.”

http://www.moenconsulting.ca/
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BUSINESS PLAN

STRATEGIC

MARKETING PLAN

MARKET REVIEW

Our areas of expertise:

Strategic Market Planning

Promotional Program Development & Management

Marketing Analytics

Marketing Personnel Development

MARKET EXPANSION

PLAN

moenconsulting.ca

PRODUCT

MARKETING PLAN

Our service range...

Market Planning &
Business Development

...our experience

604.637.2424604.637.2424
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Strategic Market Planning

Whether your objective is increasing market share or taking advantage of new market

opportunities, a comprehensive marketing plan details the activities that must be under-

taken to achieve specific outcomes and make your marketing dollars work harder.

In the case of new market opportunities, in-depth research helps to determine the best

methods for reaching potential buyers.

Let us do these specialized tasks for you:

competitive analysis

market segmentation & prioritization

customer buying habits & preferences

market characteristics

company/product positioning & branding

industry trends

sales projections

strategies for pricing, differentiation, distribution, communication, advertising &

promotion...

Whether you own an established business or start-up, a comprehensive marketing plan

provides a concise framework for a strategic approach to market development.

Get the marketing

puzzle pieces onto

the table...

http://www.moenconsulting.ca/
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Step 1  SITUATIONAL ANALYSIS

During the initial phase, we review your previous marketing efforts and conduct our own

research.  Through these activities we gain an understanding of the strengths and weaknesses

of your company and its products, and perspective on how your business fits into the market

and competitive landscapes.  A summary report of our findings is discussed with you and the

direction for the second phase is agreed upon.

Step 2  MARKETING PLAN

The Marketing Plan identifies specific goals and outlines the strategy and tactics for achieving

them.  We include explanations and implementation details for all actionable items.

The plan is designed to concentrate resources on opportunities that represent the greatest

potential return in the short-term, with the underlying goal of funding future activities from

additional revenues generated.

Step 3 IMPLEMENTATION

During implementation we provide hands-on support until the program is fully implemented.

ONGOING ASSISTANCE

After implementation you have the option of engaging us to keep things running smoothly

during the early stages until results have been successfully achieved.

Strategic Market Planning...continued

How We Work
Our approach is collaborative.  Working together with you, we gather the relevant facts about

your business, then apply our expertise.  Our 3-step process leads to the identification of key

objectives so you can focus your resources and get results that will increase your bottom line.

Step one or all three...your option

604.637.2424604.637.2424

Assemble the puzzle...
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#1 CUSTOMERS

How clearly do you meet the needs of the

customers that your product or service is

intended to satisfy?

How precisely have you selected your

target market; is it in the growth stage?

How are you monitoring customer satisfac-

tion; are you clear about your company’s

strengths and weaknesses from your

customer’s perspective?

How well do you understand your custom-

ers’ buying habits; do you know who

influences your buyers?

Marketing Diagnostic
Custom Tune-up for Market Performance Improvement

Our 10-point Marketing Diagnostic was developed to help clients:

Uncover Marketing Weaknesses

Increase Customer Satisfaction

Improve Branding & Positioning

Reduce Marketing Program Waste

Focus Efforts for Better Results

Subject areas to be probed are tailored to meet the unique needs of each client.

Findings and suggestions for improvement are detailed in a list of actionable items.

Typical areas probed:

continued next page...

Probe for answers...

#2 INDUSTRY

How well do you understand your

industry; are there changes on the

horizon that could affect your business;

are you prepared?

#3 COMPETITORS

How much information do you have

about your competitors?

Have you identified your direct and

indirect competition; what are their

weaknesses?

Diagnose the problem...

http://www.moenconsulting.ca/
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Marketing Diagnostic...continued

#4 MARKETS

How well do you understand your mar-

kets – size, cycles, trends?

What is your segmentation strategy?

Is the rationale for your target market

selection valid?

#5 PRODUCT / SERVICE

What are your strengths and weaknesses

when compared to your competitors?

How effectively does your company

introduce new products?

#6 DISTRIBUTION CHANNELS

How does your product get to the end

user; are there other channels you could

be using to broaden your distribution

network?

#7 COMMUNICATIONS

How well do you communicate your

company and product message; are you

consistent?

How do you encourage customer feed-

back; how well do you respond?

#8 BRANDING & POSITIONING

How well are you building credibility for

your brand?

Is your positioning strategy well defined?

Do you know how your customers view

your products and service?

#9 PRICING

Do you have a good understanding of

where your profits come from?

Are you using creative pricing strategies to

attract and retain business?

#10 BUDGET

Is your budget realistic for achieving your

marketing goals?

Are your planned marketing expenditures

aligned with your goals?

604.637.2424604.637.2424
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Promotional Program Development

Collateral Material

Marketing collateral materials carry messages about a business and its products and services to

customers and prospects, and are generally developed for delivery through multiple channels

(e.g. print & electronic).  Collateral material includes: brochures, newsletters, product data/fact

sheets, visual aids used in sales presentations, press releases, white papers, etc.

Collateral material development involves the following activities:

Assembly of relevant information - e.g. previously published materials, results of

research - market, competitive and industry information, target market

Conceptual development - what the finished material will look like

Content Writing - crafting the message

Design & Layout - production of finished materials

Output - printing and/or creating versions for electronic delivery methods

How we work with you on collateral material development

Each project is unique.  Client readiness, in terms of having all of the relevant material assem-

bled, varies from project to project.  First, we listen carefully so we can develop an understand-

ing of your objectives.  Then we evaluate the data and information you have assembled and

assess whether more information is required.  If additional research is necessary, we work with

you to figure out solutions for getting it.

Next, we explore creative concepts and get your input.  Once we have carefully extracted all the

important details and all the questions have been answered, we are ready to begin developing

the collateral materials.

Communicate your message...

continued on next page...

http://www.moenconsulting.ca/
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Promotional Program, Collateral...continued

Allow the whole to become greater than the sum of its parts...

Our work may involve the following activities (in draft or final version): writing and editing;

conceptual development; campaign planning; and implementation plan.  We also find contrac-

tors, obtain quotations from other service providers and use our entrepreneurial abilities to pull

all the pieces together.

It is at this next stage, design and layout, that we offer clients some choices.  We are not a

creative agency per se, however, we will produce the final creative work if it fits within the

scope of our capabilities and your tastes.

Either way, it is your preference.  We are quite happy to work with your creative agency to

produce the final materials.  If needed, we can recommend a freelancer or agency that fits

within your needs and budget.

Here’s where we can add value: As marketers we are adept

at translating your vision into collateral material that meets

specific marketing objectives, reinforces branding and position-

ing goals, and builds credibility for your brand.

The subtleties of the preparatory work we have done with you

leading up to this stage are now infused into the content that

we may hand-off to an agency for completion.  Our role then becomes that of your spokesper-

son, ensuring that essential marketing details are brilliantly translated by the creative profes-

sionals into the final collateral materials you envision.

During this phase you can trust that we know enough about the creative design process, and

have learned enough about you, your business, and the desired outcome, to act on your behalf

should questions arise.

work samples...

604.637.2424604.637.2424
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Creates Harmony and Diplomacy

Greater diplomacy in written communications –
internal and external – creates harmony and a

positive atmosphere.  Good relations help to build
great companies.

Dramatically Improves Collection Rates

Using sensitivity and soft skills dramatically improves
collection rates.  It helps to retain customers, pre-

serve relationships, reduce complaints and ensure
your company is first on the pay list.

Shortens Email Length by 30%

Improved message clarity reduces email
length by a third.  Readers spend less

time deciphering messages, creating

more time for other tasks.

Improves Consistency of Written

Communications

One-voice company-wide increases corporate brand

credibility and reinforces strategically appropriate

messages with important stakeholders.

Green Learning Resource

Reducing our carbon footprint through electronic

training delivery methods saves travel costs, material

costs, conserves training budgets, and has almost
zero environmental impact.

Flexible Learning, Accessible On-Demand

Easy, 24/7/365 access over the Internet. Learners
login to our website using their unique username and

password.  We provide the flexibility for learning at

work, at home, or on the road.

Heighten Employee Satisfaction with

Opportunities for Career Development

Communications training allows employees to de-
velop skills in areas that can have a huge impact on

job satisfaction, employee/customer relations, and a

positive impact on your entire organization.

Readily Accessible, Relevant

Knowledge

Training methods that deliver anytime
access to modern business writing

methodologies enable your employees

to tap into relevant resources to gain
knowledge as needed.

Write Better, Faster with WrittenPower

Excellent writing skills are key to employee success. WrittenPower teaches the principles behind business
and technical writing and demonstrates through illustrations, examples and audio instruction how to write

clear, memorable documents that get immediate results.

How WrittenPower Can Help Your Organization

Start Writing Powerfully Today!
Register online at www.writtenpower.com

WrittenPower Online (WPO) is a personalized, web-based interactive training program

designed to build essential writing skills with maximum speed.  WPO’s corporate users
report the following benefits:

WrittenPower™ teaches how to write clearly and effectively in just 36 hours!

• Reduces time spent editing and rewriting by an average of 40%

• Reduces training costs by 75%

• Green Learning conserves resources and training budget

WrittenPower
Say what you mean. Get what you want!

WrittenPower
Say what you mean. Get what you want!

www.writtenpower.com

Certification Option
To support personal accountability, our program
provides learners with a Certificate of Accom-

plishment once they have successfully reached
specific milestones.

BrBrBrBrBronze Ceronze Ceronze Ceronze Ceronze Certiftiftiftiftificaticaticaticaticateeeee
for completion of any four

units.

SilvSilvSilvSilvSilver Cerer Cerer Cerer Cerer Certiftiftiftiftificaticaticaticaticateeeee

for completion of  eight
units in total.

Gold CerGold CerGold CerGold CerGold Certiftiftiftiftificaticaticaticaticateeeee
for completion of the entire program

consisting of twelve units.

At each level, learners are free to select the

four units of most relevance to them.  This
approach has been shown to accelerate

learner engagement and interest.

Learner Testimonials

I would recommend this program to anyone who is having
trouble communicating in the business world. - N. F., BC

Ministry of Environment

After completing your course, I now find myself carefully

crafting “power sentences” in the reports I write.  Editing time is
much quicker - happily, the techniques have nearly become

second nature! - J.

As a result of your course I have become clearer in my

communication and by focusing on the reader’s interests I can

easily be more concise.  Inadvertently, this has improved the
image of my “soft skills.”  Y.H. , BC Workplace Technology

Services

It never occurred to me that a writing style could drain energy

from a reader’s brain and slow down his/her reading speed. In
a fast paced working environment, it’s very crucial to get the

message across quickly and clearly. Thanks again for the

valuable lessons.

I write responses to letters from members of the public and it is
important replies are concise, informative, and positive.

Understanding how to develop unified paragraphs helps to

achieve this. I am looking forward to putting these new skills
into practice.

Your information on the “You Attitude” was fantastic.  In
practicing this with my job I have found that requests are

completed much quicker than before.  It appears that people

prefer to be empowered to complete a task, rather than being
told what to do!

I was skeptical of your collection techniques because my area

already had the highest collection rate in the province.

However, since implementing your techniques six months ago,
our collections have increased by 25% and our complaints have

been reduced to zero.  H.B., Financial Officer, BC Ministry of

Environment

My Certificate will hang in my office as a reminder that

communicating using good writing skills is a positive experience
for both the reader and the writer.

The process and steps for writing a “no” letter were very

effective.  It is easy to just say “no”, but to say it graciously

minimizes the potential for reader animosity.  Your course is
very effective.

I write a lot of quick response e-mails to the public and I often
worry about sounding curt.  The suggestions about how to add

flair really resonated for me. The examples provided clear
demonstrations of the point of the lesson and helped me to feel

confident about how to implement the techniques.

I learned how to write with empathy and understanding to retain

a reader’s goodwill. This approach to business writing helps to

maintain good relations with clients and co-workers and is
beneficial in maintaining an organization’s positive reputation.

C.M., BC Ministry of Health

Having been in sales for many years I learned that I could

increase sales by using proper letter writing techniques.  - M.C.,
Prevention & Loss Management Services

I really enjoyed the unit on writing collection letters.  I think tone
is very important in getting positive results in receiving money

for debts.  The guidelines and tips for writing the collection

letters were great.

I enjoyed the multiple approaches to learning (audio/visual/

written) and found it easy to recall what was taught.

What I found most helpful was the immediate and consistent
feedback which helped reinforce the concept that I just learned.

Unit Topics

#1 Understanding Business Writing

#2 Writing Clear Sentences

#3 Writing Concise Sentences

#4 Developing Punctuation Power

#5 Unifying Paragraphs

#6 Creating a Positive Tone

#7 Organizing Memos and Emails

#8 Giving Routine Correspondence Flair

#9 Saying ‘No’ Graciously

#10 Using Special Techniques: Sales and Collections

#11 Writing Reports Faster!

#12 Organizing Reports and Proposals Better

Direct Mail

Develop creative content for online writing

course targeted at individuals, corporations,

and ESL schools in North America and over-

seas.

Work Performed:

Strategy and conceptual development for

brochure series. Design and layout for print

and electronic delivery.

Results: currently in production

Select the right communication tools...

Collateral...continued

WORK SAMPLES

Client: Written Power Inc.

Date: Fall 2008

more work samples...

About the Author of WrittenPower

As president of Written
Power Inc., Tom McKeown,

Ph.D. has taught business

communication skills to
thousands of corporate

clients across Canada.

He is also the author of

the best-selling textbook The Business of
Communicating, as well as Powerful

Business Writing, Better Business Writing,

numerous communication programs and
an online writing course for the Open

University.

Message from Dr. Tom:

I invite you to try our program absolutely
free.  I have every confidence that you will

find it a challenging, helpful and interest-

ing way to learn.

© 2008 Clear Communication Consultants Ltd.  All rights reserved.  WrittenPower is a trademark of Clear Communication Consultants Ltd.

WrittenPower
Say what you mean. Get what you want!

WrittenPower does not simply teach you how to write correctly.

It teaches an ethical approach to writing that takes the reader’s
best interests into full account. This approach distinguishes

WrittenPower from writing programs that assume a writer-

centred approach.

WrittenPower is a 36-hour, 12-unit program that provides you

with the necessary business communication skills to write
clearly, effectively and memorably.

You will learn:

• How to understand your reader in order to better communi-

cate your ideas.

• The principles of effective, professional communication.

• Techniques for writing clear sentences to attract and retain

your reader’s attention.

• How to use the active voice to write clearly and concisely.

• The simple art of writing and editing first drafts.

• Techniques for bundling your ideas into powerful paragraphs

that help you maximize effectiveness and clarity.

• How to create a positive, professional tone in your corre-

spondence that will open your reader’s mind and heart to

your ideas.

• How to structure your work for maximum effectiveness.

• How to give routine correspondence flair.

• How to convey negative messages as positively as possible.

• How you can navigate the potentially tricky area of sales and

collection messages.

• You will learn techniques that will help you to write excellent

reports up to 40% faster. You’ll also learn the essential

qualities of good reports, and a few tricks to formatting
reports for maximum effectiveness.

• You’ll receive immediate feedback on what you have learned

and a Certificate of Professional Completion for your profes-

sional development file.

The principles taught in this course are drawn from the best

practices of professional, technical and business writers.

Regardless of your writing background, learning these
techniques will equip you to write at a very high level in any field

or profession, from public service to banking and engineering.

Contact us at:

WWWWWrittrittrittrittritten Pen Pen Pen Pen Pooooowwwwwer Inc.er Inc.er Inc.er Inc.er Inc.
Suite 1203, 1529 West Pender Street

Vancouver, BC  CANADA  V6G 3J3

Tel.: (604) 253-1602

Email: info@writtenpower.com

Website: www.writtenpower.com

*www.writtenpower.com

Why WrittenPower Works

Free Trial
UUUUUnit 4 - Denit 4 - Denit 4 - Denit 4 - Denit 4 - Devvvvvelopingelopingelopingelopingeloping

Punctuation PPunctuation PPunctuation PPunctuation PPunctuation Pooooowwwwwer*er*er*er*er*

Free Trial
UUUUUnit 4 - Denit 4 - Denit 4 - Denit 4 - Denit 4 - Devvvvvelopingelopingelopingelopingeloping

Punctuation PPunctuation PPunctuation PPunctuation PPunctuation Pooooowwwwwer*er*er*er*er*

Start Writing Powerfully Today!
Register online at www.writtenpower.com

• Highly Interactive

• Engaging

• Easy to Use

• Practical

• Video, audio, and interactive
components keep the learning

sessions interesting and

stimulating

WrittenPower Advantages

TESTIMONIAL

moenconsul ting.ca

Thanks so much for doing this
so spectacularly well and fast.
You are truly amazing.  It’s

going to be fun to show them in
the workshop tomorrow.

This brochure looks so good I’m
wondering if you would like to
do the same for our workshops?

Thanks so much, Kathryn!!

Tom McKeown, President

Written Power Inc.

WrittenPower
Say what you mean. Get what you want!

Business Writing Skills

for less than 35¢ a day.

I think the new brochure looks
fantastic — the logo and

typeface are really clean and
modern looking, and the content

is very benefit-led and sales-
driven without being pushy.

Great to see continuity between
the website and the brochure, too.
I can see this really appealing to

corporate prospects.

Sara Williams, Web Writer & Editor

Written Power Inc.

TESTIMONIAL

moenconsul ting.ca

http://www.moenconsulting.ca/
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The Dynamic Series

Workshop presented by:

clear consultants.com

Learn proven techniques for

writing quickly and effectively

Dynamic Writing

W o r k s h o pW o r k s h o p

The Dynamic Series

For more information or
to register, please call:

(604) 253-1602(604) 253-1602

Workshop presented by:

clear consultants.com

Identify your personality type

and learn how to work with

other types that pose

particular challenges

Communication Skills

W o r k s h o p

The Dynamic Series

For more information or
to register, please call:

(604) 253-1602(604) 253-1602

Workshop presented by:

clear consultants.com

Moving from dogmatic,

position-based resolutions to

more genuine, interest-based

resolutions

Listening &  &  &  &  & Responding

W o r k s h o p

For more information or
to register, please call:

(604) 253-1602(604) 253-1602

clear consultants.com

The Dynamic Series

Collateral...continued

WORK SAMPLE

Client: Clear Communication Consultants Ltd.

Date: Winter 2008

more work samples...

Re-branding: Communications Training

Develop communications strategy to promote workplace

communication skills training programs.

Work Performed:

Conduct research (competitive analysis, market & industry).

Collateral material development for print and electronic

delivery - design and layout of corporate brochure,

logo, workshop pamphlets.

Results:

This new modern look improves appeal among target

market (government ministries, large corporations),

and leverages the Client’s reputation and track record

to attract business from a broader range of govern-

ment and private sector clients.

Results: currently in production

2 clear consultants.com

Profile

Tom McKeown, Instructor

“Learning must 
be pleasurable. 
Without pleasure, 
learning cannot 
take place.”

“Public servants are asked to communicate at higher levels now, and with 
a greater degree of expertise than ever in the past,” says Tom McKeown. 
“They need the tools that will allow them to do that successfully.”

Tom began working with government in 1986, teaching courses on 
business writing and communications. His company, Clear Communication 
Consultants, now boasts six instructors who’ve delivered courses to 2000 
public servants in five years.

“With every year, our courses have become more popular as we’ve 
improved them,” says Tom. He keeps his company in “learning mode” by 
taking feedback seriously and adapting his course every six months.

Dynamic Writing, one of his most popular courses, now features an online, 
interactive component, which allows participants to continue and expand 
their learning. Once outside of the classroom, participants can focus on 
specialized topics. Individualized, user-centred learning saves participants 
from covering familiar or unrelated material.

Learning need identified 
by Learning Services

Request for Proposal 
developed and posted 

on BC Bid 

Learning Services Contract Process

Tom holds a PhD in English from UBC and previously taught at Capilano 
College and SFU. He relates his work as a qualified mediator in BC to 
teaching communication skills, because both involve connecting two 
positions by common interests and creating harmony.

“Our courses are engineered, consciously, as positive,” says Tom. “Through 
encouraging examples and assignments, we develop a positive spirit in 
our seminars and our participants.”

To face the challenges of adult learning, Tom centres his courses around 
the participants. “Adult learners must be respected for their knowledge, 
ability, intellect and respected experience,” says Tom.

He and his team favour workshops over lectures, group work over 
individual assignments, and practice over notes.

“When learning a new technique, you need to get an immediate chance 
to use it and get feedback on how well you’ve done,” says Tom. “Take the 
technique and validate it for yourself.”

Tom structures his courses so that participants join different groups and 
work within them on practicing a principle, which they take back to the 
larger group. “Participants exchange ideas with everybody in the room,” 
he says. This creates a rhythm and flow to workshops that keeps people 
engaged and interested.

“The more interested and engaged you are, the more you’ll remember,” 
says Tom.

Tom and his colleagues achieve engagement through several tools – 
humour, interaction and lively instructors.

Tom plans to continue his work with the BC public service, even as his 
company expands into Europe. “There is a new need for leadership 
programs and succession planning programs,” says Tom. “We hope 
and expect to be of service.”

Proponents evaluated 
and selected through 
procurement process

Contract is awarded for 
design, development, pilot 
and/or delivery of courses

Learning Services is proud of the many talented and skilled external 
contractors who deliver our courses throughout the province each year. 

“Adult learners must be respected

for their knowledge, ability, intellect

and life experience”

- Tom McKeown

Source: Government of British Columbia, Learning Services Branch, “Building Capacity through Learning”,
publication, pages 14 - 15, 2008

3clear consultants.com

Since 1979, Clear Communication Consultants Ltd. has been delivering train-

ing workshops and has now delivered courses to over 2000 public servants.

Our goal is to unlock learner potential. We achieve this by delivering individual-

ized, user-centred training on specialized topics that are relevant to the partici-

pant’s life at work and at home.

We consciously engineer our courses to be positive. The effect of this approach

is evident in the results of the training and in the excellent feedback we receive

from our graduates.

We recognize that more than ever managers and employees are expected to

communicate at higher levels and with a greater degree of expertise. We pro-

vide them with the communication tools that help them develop the skills to

meet that challenge.

We respect our learners’ knowledge, ability and intellect. Our course develop-

ment process and feedback loop have contributed to the success of our pro-

gram. Over the years our courses have grown in popularity, due in large part to

the improvements and changes we’ve made based on participant comments.

As a company, we pride ourselves on continually adapting our course materials

to stay current and remain relevant to our participants’ workplace.  Because

many of our courses are about building and maintaining good relationships, our

learners benefit in all areas of their lives.

About Us

The Dynamic Leader Series

Executive Coaching

W o r k s h o p

The Dynamic Series

Conflict Skills

W o r k s h o p

The Dynamic Series

Presentation Skills

W o r k s h o p

The Dynamic Series

Customized Training

W o r k s h o p

The Dynamic Series

Teams That Work

W o r k s h o p

The Dynamic Series

Teams That Work

W o r k s h o p

The Dynamic Series

For more information or

to register, please call:

Workshop presented by:

clearconsultants.com

Learn the keys to
developing productive,

harmonious and
successful teams

(604) 253-1602(604) 253-1602

1clear consultants.com

Unlocking Learner Potential

Clear Communication Consultants

clear consultants.com

http://www.moenconsulting.ca/
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Re-branding: Scientific Glass

Products

Marketing diagnostic leading to

identification of key marketing

objectives.

Work Performed:

Conduct research (customer

survey, competitive analysis,

market & industry).

Marketing strategy development,

identification of branding & posi-

tioning goals.

Tag line development - Glass

Products for Science & Industry,

web content writing.

Collateral material development -

work with client and external

agency through all phases of

creative development for website

and corporate identity items
(logo, stationery).

Results:

This new modern look improves appeal
among target market (scientific, industrial

& institutional labs), differentiates from

competitors, and positions Cansci to
attract higher-margin custom glass work.

WORK SAMPLEIf it’s not working, re-build...

www.cansci.com

Client: Cansci Glass Products

Date: 2005

more work samples...

Before

Home | Services | Products | Company | Ordering | Contact

Canadian Scientific Glassblowing 

services Western Canada with a full 

line of high-quality custom scientific 

glassware.

Our products range from simple, 

standard laboratory glassware (flasks, 

condensers, adapters, columns, etc.) 

to complex technical systems involving 

custom glass apparatus integrated 

with diverse laboratory hardware. Our 

glassblowers also provide general 

repair service for most types of 

cracked or broken glassware. 

In addition to manufacturing and 

repairing specialty glassware we sell: 

● a full line of borosilicate tubing 

and rod

● a wide range of new and used 

laboratory hardware - including 

heating mantles, controllers, 

vacuum systems, thermometers, 

hot plates, stirrers, chillers, 

support stands

● laboratory supplies - filter paper, rubber and polymer 

tubing, vacuum pump oil, and more

In our machine shop, we manufacture custom metal parts and 

products, and we provide repair and overhaul service for most 

types of mechanical vacuum pumps. 

We are a family-run business and have provided quality work at a 

reasonable price for over 35 years. 

 

 

 You are here : Home > Custom Glass 

 

  

 

  

Home 

Custom Glass 

Products 

Services 

About us 

Contact us 

 

 

 

 

Specializing in the design and production of custom laboratory 

glassware, CANSCI can create pieces for laboratory use or 

research applications. We have extensive experience in the 

design and manufacture of custom borosilicate and quartz 

glassware for specialty applications.  

 

CANSCI Glass works with our customers to determine the 

most practical and economical way of designing and 

developing their products. We can begin the process with 

simply your idea. A phone call, email, or a faxed sketch is all 

our technical sales department needs to get started. We 

consult you throughout the prototyping phase. 

 

 

You are here : Home > Products > Cylinders 

  

 

  

Home 

Custom Glass 

Products 

Adapters 

Beakers 

Bottles 

Burets 

Chromatography 

Condensers 

Cylinders 

Distillation 

Extraction Apparatus 

Flasks 

Funnels 

Gas Sampling 

Glass Tubing & Rod 

Labware & Equipment 

Misc. Glassware 

Reaction Vessel 

Vacuum 

Services 

About us 

Contact us 

 

 

 

  

 

You are here : Home 

Home

Custom Glass

Products

Services

About us

Contact us

Glass Tubing Clearance

Download PDF Flyer

CANSCI Glass Products Ltd. has been a provider of quality 

custom glass products, labware and lab equipment to 

chemists, scientists and researchers for over 35 years.

From prototype to production runs of glassware and quartz 

ware, we have the expertise and understanding of the 

technical properties of scientific glass for specialized 

applications. Our problem-solving abilities have won us the 

respect of our customers who rely on our technical 

consulting to resolve technical issues.

We also repair cracked, chipped or broken scientific glass 

products; repair and service vacuum pumps; and provide 

custom machining.

Our customers include public labs, private labs and 

research centres; educational, institutional and health-care 

facilities; and a range of industrial customers including 

pulp and paper, manufacturing, mining, and commercial 

wine-making.  We also strive to meet the needs of the 

glassblowing industry by providing products and services 

to the art glass community and to other scientific 

glassblowers.

For more information please see About Us.

PRODUCTS | SERVICES | ABOUT US | CONTACT US

http://www.moenconsulting.ca/
http://www.cansci.com/
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Collateral...continued

Client: Lordco Parts Ltd.

Date: 1996 - 2001

Work Performed:

Collateral material design (cruise logo,

promotional newsletters, information bro-
chures, apparel and ad speciality items).

Manage logistics for 600 cruise participants.

Track and report on qualifying purchases.

Trade Show Management

Promote commercial customer

attendance at annual 2-day trade

show (approx. 10,000 attendees).

Work Performed:

Manage trade show catalogue

production; pre-show and on-site

registration

Corporate Identity

Work Performed:

Design Lordco logo and 25th anniversary

commemorative logo.

Ensure consistent use of

corporate identity elements

across all touch-points of

customer contact.

Results:

The logo was the centrepoint around which the

entire brand story was developed.  Today, the

Lordco logo is a well recognized symbol in

Western Canada’s automotive aftermarket.

Build awareness of your brand... WORK SAMPLE

Position: Corporate Marketing Manager

Responsible for all aspects of marketing

department operations

Results:

Extremely high program retention

and participation.

87% of respondents to a post-

cruise survey rated pre-trip plan-

ning arrangements as “Excellent”

or “Very Good”.

Loyalty Program

Promote customer participation in ‘97 & ‘99 cruise programs

http://www.moenconsulting.ca/
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Marketing Analytics

We apply customized tools for measuring marketing ROI (return on investment) and gaining

insights into profitability.  By improving marketing effectiveness and efficiency we help our

clients save money and make money.

Data Mining

Getting access to good-quality detailed data provides an

opportunity to diagnose and correct problems.  We have

experience helping clients access and use data for greater

marketing intelligence.

Analyze the situation...

Find the right solutions...

Fix the problem...

Collateral distribution management: annual savings of 136-man days, more accurate

and timely distribution leading to greater customer satisfaction, results-tracking

enabled benchmarking for improving future ROI

40% Reduction in collateral material waste: $70,000 annual savings

De-duplication of multiple mailing lists: $6,000 annual savings

Desktop Database Marketing

Database marketing doesn’t need to be expensive or sophisticated.

Small and medium-sized businesses can harness the power of a

relational database to target their market with surgical precision.

Database marketing program management techniques seamlessly-

integrate legacy data and provide drill-down access to relational data

for more realistic planning, improved monitoring and reporting efficiency,

and enable data collection for marketing ROI calculations.

Desktop database marketing has yielded these benefits for our clients:

604.637.2424604.637.2424

http://www.moenconsulting.ca/
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These examples illustrate results

of a monitoring and reporting

program for an industrial B2B

supplier.

The client had been running a

promotional program for many

years and wasn’t sure how

effectively it stimulated sales.

Our work involved merging

customer and transaction-level

data then performing our analy-

sis to determine what impact the

promotional program had on

sales.

We developed detailed reports

that allowed individual Sales

Reps to measure results for each

customer.

Improve Sales & Marketing Alignment...

Results:

Established “$ per flyer” as performance

indicator (see red)

Provided interim reports to increase selling

opportunities

Provided management reports for

individual, regional and company-wide

comparisons

...monitor results for continuous improvement

WORK SAMPLE

Tracking & Monitoring

Established program benchmarks

Collected data for calculating marketing

ROI (return on investment)

Developed KPI’s (Key Performance

Indicators) for marketing dashboard

additional results shown in Database

Marketing section

ACCT# COMPANY - CITY

# 101 - Sales Rep Name

Western Region, BC Division
PROMO TRACKING - West

Promo Sales, Final, Detail
July 1 - Aug. 31, 2008

TYPE: 

REPORT:

A123AB  COMPANY NAME 

PROMO PROD ID QTY SHIP TOTAL PRICEINV. #INV. DATE

Product Group A
1 $73.49610ABC07/02/08 11130000
1 $40.57610ABC08/06/08 11131111

$114.06

Product Group B
3 $22.77AB262607/07/08 11132222
3 $21.66AB265207/07/08 11132223
2 $139.90AB902207/07/08 11132224
2 $54.10AB486207/11/08 11132225
3 $31.38AB914107/11/08 11132226
1 $29.35AB293707/15/08 11133289
4 $9.76AB726107/22/08 11133291
1 $69.95AB902207/28/08 11134294
1 $13.95AB910608/01/08 11134333
1 $146.97AB014108/06/08 11134335
1 $27.97AB751508/18/08 11135711
1 $29.35AB293708/25/08 11136716

$597.11

Product Group C
1 $170.02EE695208/18/08 11135444

$170.02

$881.19

Total Flyers

Total Promo $
Avg per Flyer

Flyers A: 50
Flyers B & C: 50

100
$8.81

00A123 COMPANY NAME

PROMO PROD ID QTY SHIP TOTAL PRICEINV. #INV. DATE

Product Group A
2 $30.7402021807/17/08 11133499

$30.74

$30.74

Total Flyers

Total Promo $
Avg per Flyer

Flyer A: 100
Flyers B & C: 100

200
$0.15

00A124 COMPANY NAME

PROMO PROD ID QTY SHIP TOTAL PRICEINV. #INV. DATE

Product Group A
1 $300.00610ABC07/25/08 11134641
1 $81.12610ABC07/25/08 11134645
1 $275.52610ABC07/25/08 11134666

-1 ($300.00)610ABC07/31/08 11134670
1 $69.97610ABC07/31/08 11134670
1 $237.64610ABC07/31/08 11134670
1 $258.75610ABC07/31/08 11134670

-1 ($275.52)610ABC07/31/08 11134670
-1 ($81.12)610ABC07/31/08 11134670
2 $81.14610ABC08/25/08 11136681

$647.50

Product Group B
2 $159.90AB827207/25/08 11134641
1 $19.55AB754108/20/08 11136644
1 $3.68AB729708/20/08 11136644
1 $29.35AB293708/22/08 11136333
1 $7.22AB265208/22/08 11136333
1 $146.97AB014108/22/08 11136333
6 $16.02AB701308/22/08 11136333

$382.69

Product Group C
1 $114.10EE696207/25/08 11134222
1 $97.89EE696207/31/08 11134244

00A123 COMPANY NAME

PROMO PROD ID QTY SHIP TOTAL PRICEINV. #INV. DATE

-1 ($114.10)EE696207/31/08 11134888
$97.89

$1,128.08

Total Flyers

Total Promo $
Avg per Flyer

Flyers A: 50
Flyers B & C: 50

100
$11.28

UABCDE COMPANY NAME

PROMO PROD ID QTY SHIP TOTAL PRICEINV. #INV. DATE

Product Group B
2 $61.90EE012708/28/08 11136999

$61.90

Product Group C
2 $15.32AB261108/13/08 11135442
1 $8.37AB270108/13/08 11135442
1 $13.96AB292008/13/08 11135442
2 $58.70AB293708/13/08 11135433
1 $16.08AB060608/13/08 11135433

$112.43

$174.33

Total Flyers

Total Promo $
Avg per Flyer

Flyers A: 0
Flyers B & C: 50

50
$3.49

C123AB COMPANY NAME

PROMO PROD ID QTY SHIP TOTAL PRICEINV. #INV. DATE

Product Group A
1 $20.76EE091207/09/08 11132655
1 $24.59EE091307/09/08 11132655

$45.35

Product Group B
1 $5.57AB726307/07/08 11132366
2 $4.74AB728807/07/08 11132366
1 $17.46AB711607/07/08 11132366
2 $3.72AB728607/07/08 11132366
1 $16.95AB991607/07/08 11132366
2 $4.10AB728707/07/08 11132366
1 $104.88AB482707/09/08 11132655

$157.42

$202.77

Total Flyers

Total Promo $
Avg per Flyer

Flyers A: 75
Flyers B & C: 0

75
$2.70

C123AC COMPANY NAME

PROMO PROD ID QTY SHIP TOTAL PRICEINV. #INV. DATE

Product Group A
1 $73.49AA038207/29/08 11134332

$73.49

Product Group B
1 $4.90AB031307/02/08 11132333
1 $3.93AB031207/02/08 11132333
2 $54.10AB486207/02/08 11132344
1 $4.90AB031307/07/08 11132366
1 $2.44AB726107/29/08 11134372
1 $17.14AB350807/29/08 11134372

$87.41

$160.90

Total Flyers

Total Promo $
Avg per Flyer

Flyers A: 75
Flyers B & C: 0

75
$2.15

2008-09-29
Marketing - rptPromo_Detail JulAug08

COMPANY CONFIDENTIAL Page 1 of 119SORT ORDER Region/Whse/Terr/Cust

Rep Total Total Promo Sales This Report $11,600.32

FLYER PROMO TRACKING - WesternWestern Region, BC Division
Promo Sales, Final, Summary
July 1 - Aug. 31, 2008

TYPE:

REPORT:

Sales Rep Name - # 101

ACCT# COMPANY - CITY

PROD A*                                                                       PROD B & C
July Aug July Aug FlyersFlyers Flyers Promo Salesper FlyerTotal Total

TOTALS
per Flyer

$218$379                      $881$73 $2111 A123AB COMPANY NAME 50 50$284 $597$5.68 $11.94

$0$31 $31$0 $02 A123AB COMPANY NAME 100 100$0 $31$0.00 $0.31

$223$160 $1,128$664 $813 A123AB COMPANY NAME 50 50$745 $383$14.91 $7.65

$112$0 $174$0 $624 A123AB COMPANY NAME 50 0$62 $112$1.24 n/a

$0$157 $203$45 $05 A123AB COMPANY NAME 0 75$45 $157n/a $2.10

$0$87 $161$73 $06 A123AB COMPANY NAME 0 75$73 $87n/a $1.17

$0$0 $70$70 $07 A123AB COMPANY NAME 0 100$70 $0n/a $0.00

$77$38 $831$288 $4278 A123AB COMPANY NAME 0 50$715 $115n/a $2.31

$845$191 $1,036$0 $09 A123AB COMPANY NAME 100 100$0 $1,036$0.00 $10.36

$85$225 $310$0 $010 A123AB COMPANY NAME 50 50$0 $310$0.00 $6.19

$0$11 $11$0 $011 A123AB COMPANY NAME 50 0$0 $11$0.00 n/a

$39$5 $213$170 $012 A123AB COMPANY NAME 50 0$170 $43$3.40 n/a

$73$0 $276$203 $013 A123AB COMPANY NAME 50 0$203 $73$4.06 n/a

$0$37 $37$0 $014 A123AB COMPANY NAME 100 100$0 $37$0.00 $0.37

$0$131 $504$237 $13615 A123AB COMPANY NAME 50 100$373 $131$7.47 $1.31

$0$226 $267$41 $016 A123AB COMPANY NAME 100 100$41 $226$0.41 $2.26

$0$0 $0$0 $017 A123AB COMPANY NAME 50 50$0 $0$0.00 $0.00

$111$27 $202$64 $018 A123AB COMPANY NAME 50 50$64 $138$1.29 $2.75

$164$263 $552$126 $019 A123AB COMPANY NAME 100 100$126 $427$1.26 $4.27

$45$26 $141$0 $7020 A123AB COMPANY NAME 50 50$70 $71$1.40 $1.42

$0($249) ($310)($161) $10021 A123AB COMPANY NAME 25 25($61) ($249)($2.43) ($9.97)

$0$0 $550($405) $95622 A123AB COMPANY NAME 50 100$550 $0$11.01 $0.00

$0$0 $0$0 $023 A123AB COMPANY NAME 25 25$0 $0$0.00 $0.00

$0$38 $38$0 $024 A123AB COMPANY NAME 100 100$0 $38$0.00 $0.38

$33$189 $1,418$850 $34625 A123AB COMPANY NAME 100 100$1,196 $222$11.96 $2.22

$14$28 $42$0 $026 A123AB COMPANY NAME 25 25$0 $42$0.00 $1.67

$0$0 $21$21 $027 A123AB COMPANY NAME 100 100$21 $0$0.21 $0.00

$0$0 $281$111 $17028 A123AB COMPANY NAME 100 100$281 $0$2.81 $0.00

$179$245 $505$0 $8129 A123AB COMPANY NAME 50 50$81 $424$1.61 $8.48

$0$0 $0$0 $030 A123AB COMPANY NAME 0 50$0 $0n/a $0.00

$25$89 $114$0 $031 A123AB COMPANY NAME 50 50$0 $114$0.00 $2.29

$160$527 $1,401$57 $65732 A123AB COMPANY NAME 50 50$714 $687$14.28 $13.74

$153$0 $223$0 $7033 A123AB COMPANY NAME 50 75$70 $153$1.40 $2.04

$0$0 $0$0 $034 A123AB COMPANY NAME 50 100$0 $0$0.00 $0.00

$0$289 $289$0 $035 A123AB COMPANY NAME 50 100$0 $289$0.00 $2.89

2008-09-29

Marketing - rptPromo_Summary JulAug08

COMPANY CONFIDENTIAL Page 2 of 73By Region/Whse/Terr/CustSORT ORDER

FLYER PROMO TRACKING - WesternWestern Region, BC Division
Promo Sales, Final, Summary
July 1 - Aug. 31, 2008

TYPE:

REPORT:

per Flyer

$2,528 $3,366 $5,8941875 $2,556$3,1502250 $5,706 $11,6004125

$2,528 $3,366 $5,8941,875 $3.14

$2,556$3,1502,250 $5,706 $2.54

$11,600 $2.814,125 $5,678 $5,922

July AugFlyers Avg per FlyerTotal

PROD A

PROD B & C

TOTAL

Sales Rep Totals - Sales Rep Name

Sales Rep Name - # 101

ACCT# COMPANY - CITY

PROD A*                                                                       PROD B & C
July Aug July Aug FlyersFlyers Flyers Promo Salesper FlyerTotal Total

TOTALS

http://www.moenconsulting.ca/
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Build on your strengths...

Recruiting

Effective marketing requires ongoing

effort and sometimes it makes sense for

clients to hire permanent marketing

personnel.  While we don’t offer recruit-

ment as a stand-alone service, we have

helped clients find excellent marketing

people to carry out activities for programs

of our own design.

Applying our knowledge of your specific marketing objectives,

we work with you through the selection process.  Once hired,

we get them off to a good start with an orientation to the

specifics of your marketing program.

Marketing Personnel Development

TESTIMONIAL

moenconsul ting.ca

I learned more about marketing
from Kathryn in 6 months than

in my previous 10 years.

Chantell van Rijswijk

Marketing Coordinator

JET Equipment & Tools Ltd.

Mentoring & Training

We work directly with in-house personnel to overcome

specific marketing challenges.  Functioning as a

sounding-board and resource, we mentor and guide

your employees to help them develop strengths that

will improve your company’s marketing edge.

604.637.2424604.637.2424

TESTIMONIAL

moenconsul ting.ca

Kathryn is one of
the few people who I would

recommend unequivocally.

Tove Schultz,

Marketing Manager

ACR Systems Inc.

http://www.moenconsulting.ca/
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At a time when your business

maybe teetering at its most critical

stage of growth you may not have

the time to devote to the task of

preparing a business plan.

We can help by translating your

established business or start-up

idea into a concisely-worded and

professionally prepared

Business Plan.

Business Plans

Create a roadmap for success...

CHECKLIST

If you are considering having us prepare

your Business Plan, please review the

checklist below:

you require less than $2 -3 million in

loans or  investment capital - we do

not write plans for large venture

capital loans

your need for a business plan is time-

sensitive and driven by pressure or

deadlines - you cannot afford to

procrastinate

you are unfamiliar with writing in the

manner with which your intended

audience is familiar

you want a concisely-worded and

professional looking plan that clearly

expresses your vision for the business

you require an objective approach, not

guided by enthusiasm for the business

idea - risks and assumptions will be

identified in the plan

you are prepared to provide your input

and assistance - this is vital to the

successful development of the plan

604.637.2424604.637.2424

For Start-up or Expansion

http://www.moenconsulting.ca/
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Industrial Distribution

Automotive Aftermarket Parts

Gas & HVAC Equipment

Hand Tools & Lift Equipment

Structured Cabling Products

Manufacturing

Air Spargers for Precious Metal Mining

CNC Machining

Fish Processing for Export

Hair Removal Products

Hobby Greenhouse

Hot Tub/Spa

Natural Cosmetics

Pasta

Reclaimed Wood Flooring

Robotic Welding

Scientific Glass Blowing

Textile Screenprinting

Thermoforming

Experience

Our primary experience has been working with businesses that sell to other businesses

(B2B), however, we have also worked for businesses that sell to consumers (B2C).  Below is

an overview of our experience by industry sector/market served.

Publishing

Corporate Wellness Publication

Service

Commercial Catering & Meal Service

Commercial Cleaning

Communication Skills Training

Consumer Credit

Contract Packaging & Logistics

Graphics & Website Design

Hotrod Parts & Restoration

Online Writing Training

Residential Plumbing & Heating

Restaurants

Technology

CRM Software for Real Estate

Data Collection for Agri-business

Data Loggers for Commercial HVAC

Global Positioning System Software

Telecommunication Products

Business exposure adds to our value...

604.637.2424604.637.2424

http://www.moenconsulting.ca/
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Kathryn Moen has more than 20 years of

marketing experience as an entrepreneur and in

corporate environments. Her background

includes work in leadership positions in manu-

facturing and industrial distribution sectors, and

consulting experience across diverse industries.

As an entrepreneur herself, including nearly

seven years as a marketing consultant, Kathryn

knows how to work with business owners.

Through her experience she has learned what it

takes to build and operate an effective market-

ing department.

Kathryn is a good listener who takes a collabo-

rative approach to working with clients. Her

abilities are finely-tuned to extracting important

information then applying her marketing man-

agement skills to achieve a clear record of

success.

Hands-on from initial engagement until project

completion, Kathryn combines her financial

acumen and analytical abilities with proven

techniques to maintain a balance between the

‘art’ and ‘science’ of marketing. Her work saves

her clients money and improves returns on their

marketing investment.

From her experience as a corporate marketing

manager, Kathryn has developed mentoring and

leadership abilities that are especially effective

when working with in-house marketing person-

nel.

Kathryn’s knowledge of printing and publishing,

and exposure to e-business allows her to inter-

face effectively with a variety of project contribu-

tors. She is technologically-savvy, which includes

a good working knowledge of management

information systems acquired from her database

marketing activities.

A combination of formal project management

training and her excellent ability to manage

logistics has led to the successful outcome of a

wide range of projects and events - on time, and

on budget.

The type of clients who hire Kathryn are typically

in need of marketing expertise outside the scope

of their in-house personnel. They value her

entrepreneurial style and her ability to assemble

the right team.

In addition to her no-nonsense, results-oriented

approach, Kathryn brings enthusiasm and

passion to every project she undertakes.

Contact Kathryn by email

or phone:

604.637.2424604.637.2424mail

#1200 - 2227 st. johns street
port moody    bc    canada    v3h 2a6

location
yaletown district    vancouver    bc    canada

Experienced, professional, helpful...

About the Author

http://www.moenconsulting.ca/
mailto:kathryn@moenconsulting.ca
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Marketing is a process. Our suggestions for success:

#1 define realistic objectives that are aligned with
the overarching goals of the company, and

#2 devise a workable written plan and share it with
the entire team, and

#3 apply the necessary resources (people, systems,
money) to carry out marketing activities on a
consistent basis, and

#4 follow through by tracking and monitoring
results, using information gleaned to make
program modifications and improvements

Do-it-yourself resources...

Marketing Resources

Better Management www.bettermanagement.com

eMarketer.com www.emarketer.com

Google Analytics www.google.com/analytics

Internet.com www.internet.com

Marketing Experiments www.marketingexperiments.com

Marketing Profs www.marketingprofs.com

Search Engine Watch www.searchenginewatch.com

The Lenskold Group www.lenskold.com 

604.637.2424604.637.2424

http://www.moenconsulting.ca/
http://www.bettermanagement.com/
http://www.emarketer.com/
http://www.google.com/analytics/
http://www.internet.com/
http://www.marketingexperiments.com/
http://www.marketingprofs.com/
http://www.searchenginewatch.com/
http://www.lenskold.com/
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