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	Dragon Slayers

Nationally, only one professional design firm in six has completed a reputation study in the past five years. 

Recently, at a meeting with an architectural firm prospect, a principal of the firm noted: "You can't slay the reputation dragons if you don't know what they are or where they are." This firm phone-interviewed several clients and prospects. It found some reputation dragons in the market place. Now it is getting ready to search and destroy them through a variety methods and creative counter attacks.

Stories of dragons are fictional. Here are some true stories about reputation studies and their benefits.

Branch Office Study

After ten years of operation, the branch office of a large national consulting engineering organization was seriously under-performing. It had shown little growth in market share even during boom times. 

Phone and face-to-face interviews with clients, past clients, prospects, and especially, a few deep pocket strategic prospects, revealed telling facts. Three different business developers worked the office's geography during its ten-year history. Each seller had a radically different approach to the market. The result was a speckled, in- cohesive set of messages. 

Respondents were confused. The branch did not have a negative reputation; it did not have a positive reputation. It had NO reputation. The only reputation it had was that of the parent organization - a firm that performed massive projects. The office was marketing to small and mid-sized municipalities and industries. Marketing resources available to the branch office were not being used (customized monthly newsletters and direct mail).

Following the study, a comprehensive multi-year marketing plan was developed and micro-managed. The branch developed an aggressive newsletter, mail, public relations, and marketing campaign that capitalized on the suburban and town projects it successfully designed. 

Frequent visits by the firm's president to the strategic clients helped bring attention and clarity. Within eight months, the firm's hit rate saw increased success. 

The benefits of conducting this reputation study 

�  A complete rework of the marketing and public relations practices.
�  Increased use of reputation building marketing resources
�  Seller had more confidence
�  Increased selling success
� Strategic decision to establish the office as a technical center of excellence in transportation services
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Firm Strategic Planning

As part of a comprehensive strategic planning process, an image study for a 40 person consulting/construction firm was conducted. 

After phone interviewing over 35 persons, we found the firm's reputation for client service was unblemished. Their clients and past clients loved the owners and the employees. Prospects reported admiration and future intent.

The principals felt they had a good client service reputation, but underestimated its value.

Armed with this information, we strongly recommended the firm carefully guard its project management service orientation. We also recommended the firm increase its fees. The study indicated that the firm was highly respected and charged lower fees than some competitors.

The firm is in the process of implementing the strategic plan.

The benefits of this reputation study:

□ Higher fees
□ More profit

Chicago Area Market Share

A 50 person civil engineering firm located in the Greater Chicago area was disappointed in its ability to win more suburban projects.

We interviewed about 42 respondents - ---mostly prospects. 

The trends were undeniable. The prospects and clients really trusted and sincerely liked the business development manager. He was "a good guy." 

However, the proposals submitted by the office were far below par. The proposals were boilerplate and boring. And IF short-listed and invited to a project interview, the technical staff of the branch performed miserably. According to most respondents, at the project interview, participants stumbled and appeared to be disorganized. Many were "dressed poorly."

With some crash training, on contemporary proposal development and the use of contact graphic artists' services, the office's proposals were radically transformed. 

Every interview was planned and rehearsed. Training on team presentations was provided. A fussy administrative assistant was charged with "assuring everyone looked highly professional" before they left the office. Shoes were shined!

The office management was completely ignorant of theses shortcomings. Once identified, the corrections were swift and inexpensive. The results: a 22% percent growth rate over each of the past four years. 

The business development manager, who requested the study, was promoted to vice president.

The benefits of this reputation study:

□ Stronger proposals and project interviews
□ Increased self-confidence
□ Better use of existing resources
□ Improved win rate
□ Personal success












	
	 
 
 
 
CONDUCT YOUR OWN REPUTATION STUDY
For a FREE article on conducting reputation studies 

Visit : 

http://www.longview-group.com/downloads.html 

Select "What is Your Firm's Reputation on the Street?" 
 
 
Upcoming Longview Events
Montana CEC 
Longview Group and American Council of Engineering Companies-Montana present a BIG SKY Seminars--March 26, 27, 28 at Big Sky Ski Resort. Contact Jay Skoog at CEC Montana (406) 457-2617 for more information. 

Iowa American Water Works Association Annual Quality Management Meeting 
Dennis Schrag will provide the keynote address to this annual meeting. April 16 Adventureland Inn, Des Moines. 
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	WHAT IS THE LONGVIEW GROUP? 

Seeking more efficiency and effectiveness in your professional service business? Need a facilitator for your marketing or strategic planning? Would additional market research benefit your organization?

The Longview Group provides you INSIGHTS through training, on-the-job coaching, publications, expert counsel, and extra-hands services.
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	3 Longview Knoll
Iowa City, IA 52240
319-351-6510
866-351-6510-free
319-351-6520-fax

If you would prefer to receive SIGHTINGS by "snail mail" send an email to: info@longview-group.com
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