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Grad Sales and Marketing Best Practices Meeting

Tuesday, October 11, 2005

Atlanta, GA
 

10:00 – 10:30

New products

Plaques, Pearlized paper and borders can increase your grad sales.

10:30 – 11:45

Email collection and Direct Marketing through CORE

From the “how” to the “why”, learn how email addresses have improved sales and enable ongoing communications with your customer. 

11:45 – 12:45

Working Lunch
Speed Matters

Information on how fast proofing (and speed, overall) amplifies results. Analysis of the CORE workflow to make this happen.

12:45 – 1:15

Quick Retouching

Marketing and implementing this “no inventory” product

1:15 – 2:15

Grad Order Forms 

From order form design to best selling products and packages, bring your own order form and sales data to compare results with other top grad customers.

2:15 – 3:00

Acquiring New Schools

Overcoming the barriers to shoot smaller schools and ceremonies that do not cross the stage.

3:00 – 3:30

Grad Green Screen Test 

Be a part of a test program to shoot “flag shots” on green screen.  Your customer could view their pose on multiple backgrounds – some campus specific.

3:30 – 4:00

Open Discussion
