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Marketing your local authority services to business
customers

Introduction

APSE training, in partnership with Vision B2B Marketing and Training, is offering a one day skills
development event to all those within the public sector who are looking to create revenue
streams by selling Authority services and facilities to private companies in order to boost
revenue and bridge central government funding gaps.

This event will enable service, business, business development and marketing focused staff to
better plan, implement and evaluate marketing campaigns designed to engage the local
business community.

The course will also consider the issues faced in competing with private facilities companies who
have already successfully entered many of these markets and help position and present service
benefits and value in the right way to the right people at the right time.

Outcomes:

Attendees on this one-day course will cover and leave with an understanding of:
9 Marketing strategy: Identify which products/services stand the best chance of being
commercialised and create plans to systematically promote them

1 Understand customers: Have a clear understanding of who your target customer is, their
point of pain or aspiration and buying motivation
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Understand competitors: Identify and perform competitor analysis to identify ways to
differentiate from competitors

Set marketing objectives for activities and campaigns
Create a value based customer focused proposition for your service

Match the right tactical marketing approaches to the right campaign objectives
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‘Switch’ selling: Looking at techniques that support the switching over to Authority
solutions

i Understanding how marketing analytics can be used to determine return on investment
and improve marketing performance
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The CPD Cerntification Service

Continuous Professional Development (CPD)

This course has been independently certified as conforming to accepted CPD guidelines.
Delegates will earn 5 CPD points from attending the full course and will be issued with a CPD
certificate for their personal records.



Duration
1 day event: Starttime: 9.30 am Finish time: 4.30 pm

Who Will Benefit?

This course will benefit anyone with responsibility for creating, driving or implementing a
commercial business-to-business focused campaign to drive revenue into their Authority. In
particular, people in the following roles:

Service Heads/Service Managers
Business/Business Development Managers/staff
Those tasked with scoping and launching new commercial services
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Those interested in adding marketing knowledge to their skill set

Get the most from this day by coming prepared to discuss specific commercial or marketing
challenges. Bring examples of good and bad public sector marketing/promotion that you've
seen.

This is a fast paced beginner to intermediate course that will challenge you and give the
opportunity for networking with peers from other authorities.

Trainers

The sessions will be delivered by Rene Power from Vision B2B Marketing and Training Ltd,
supported by Jan Kennedy from APSE.

Rene Power

René is a 20 year marketing industry veteran, Chartered Institute of Marketing Chartered
Marketer and published author, speaker and marketing consultant

René helps business marketers and company owners selling products and services to other
companies promote themselves better and to improve sales. He has worked with start-ups
right through to listed multinationals and business people at all levels.

Over a twenty year career, he has amassed a huge b2b marketing experience from working
across sectors including energy, oil and gas, transport, packaging, built environment and
construction, science and lab, healthcare and food / ingredients supply chain.

A qualified Chartered Marketer and double Postgraduate Marketing Diploma holder, he is
ideally placed to consult and train on the challenges facing the modern business marketer —
thriving in the digital communications space.

René has set up a digital department within an agency delivering 6 figure return, delivered
scores of digital projects and has carved out a niche as a popular and engaging event speaker
and trainer. He also published Brilliant B2B Digital Marketing (with Dave Chaffey) for Smart
Insights in 2012, updating it in 2014 and a third update is planned for early 2016.



In 2015, René incorporated a new business entity, Vision B2B Marketing and Training Ltd as a
vehicle to deliver b2b training and marketing full time.

Since becoming an APSE Approved partner, Rene speaks regularly at APSE seminars and
advisory groups to help advance sound marketing principles across the APSE network. Rene
has also designed and developed this CPD accredited training course

Previous public speaking / training engagements have included:

The Prince’s Trust

UK Trade and Investment (UKT]I)
The Chartered Institute of Marketing (CIM)
Manchester Metropolitan University
Leeds University Business School
University of Derby

York St.John University

Business North West

B2B Marketing

North West Insider

On the Edge (digital conferences)
4networking
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In-company training for companies including:

Sanofi Aventis

Halma plc

Cruise.co.uk

Rolls-Royce plc (through Hemsley Fraser)
The Translation People

Chargepoint Technology

Brief Your Market
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Vision B2B - approved partner of APSE

Vision B2B specialises in business marketing consulting, coaching, training and
implementation. We work with small and medium size businesses and organisations to provide
outsourced marketing support as well as strategic guidance and in-company training, with a
focus on companies and organizations looking to ‘digitally transform’ their operations and
make the best possible use of the Internet, technology and social media.

We're more than happy discussing projects and contracts with all APSE members, as we
appreciate that marketing services is an emerging and challenging concept for most members.

Jan Kennedy - APSE training

Jan Kennedy is Head of APSE Training and has responsibility for the learning, skills and
development arm of the Association. Jan has a background in training and development, firstly
as an executive training officer in central government where she gained her CIPD in Training &
Development.



She moved to local government in 1999 where she joined Liverpool City Council as a member
of the corporate training team. Jan has experience of managing and delivering a wide range of
training and development including Liverpool’s One Stop Shop training programme.

Prior to joining APSE Jan managed the Lifelong Learning Employability curriculum in Adult and
Community Education. Jan holds a Certificate in Post 16 Education and a CLAIT Advanced in
ICT. Jan is also qualified in level A and level B psychometric testing.

Since joining APSE Jan regularly delivers training on a range of topics including Project
Management, Leadership, Supervisory skills (across service sectors), Managing Change,
Negotiation Skills, Time Management, Marketing, Lean Thinking, and Service Level
Agreements. Jan works in partnership with Hull University to deliver training modules to
lunchtime supervisors. Jan also co-delivers on the current Master Classes on Health and Safety
Issues, Public Sector Scorecard and Prince2 overview for Senior Managers.

Jan can be contacted at e-mail address at: jKennedy@apse.org.uk or by telephoning her on
either 0161-772-1810(Office) or 07764-252-107 (Mobile)

What'’s included?

Course fees include delegates’ documentation and course material including case studies,
suggested practices and appropriate toolkits and templates, lunch and refreshments.

Please note this event can be delivered in-house for the cost effective rate
of £3199 + vat (and low cost trainer travel)

Up to 25 of your staff may attend and APSE welcomes local authorities
sharing the cost with a neighbouring council.

If you wish to take up this option APSE will manage all associated admin
on your behalf.

Dates and timings of delivery will be negotiated in accordance with
service requirements.
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Course Outline - Marketing Authority services to business customers (‘?D

The CP'D Certification Service

9.15-9.30 Registration
Domestics, objectives and round table introductions and challenges

9.30-10.45 Identifying needs / creating markets
1 What makes for a good commercial opportunity?
1 Good examples
1 Identifying and understanding customers
I Discussion / exercises

10.45-11.00 Morning break

11.00-12.30 The basics of marketing strategy
SWOT & PESTLE analysis tools

BCG - product and growth analysis
Ansoff — marketing strategies
Auditing competitors

Setting objectives
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Discussion / exercises
12.30-13.30 Lunch Break

13.30-14.15 Telling the right story
1 Positioning, claims and messaging
1 Selling benefits not features
1 Building profile and expertise (credentials)
1 Discussion / exercises

14.15-15.00 Affecting a switch from other providers
1 Selling against other providers in the b2b space
I Discussion / exercises

15.00-15.15 Afternoon Break

15.15-16.00 Matching the right tactics to the right objectives

1 Deploying the right aspects of the marketing mix to achieve
brand and commercial objectives

9 Discussion / exercises

16.00 - 16.30 Evaluating the success of marketing activity
1 Aligning outcomes with objectives
1 Using Google Analytics to analyse and improve marketing
performance
9 Discussion / exercises
16.30 Final questions, Evaluations, Certificates and Close






