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LABS.

APPROACH

Goals for Don't Panic Labs: First, increasing brand awareness in conjunction with sep-
arating the DPL brand from the NG brand. Second, finding more creative ways to en-
gage potential clients.

Initial phase: Obtain feedback to have greater awareness of how to effectively
create content.

Reach out to your existing client base for feed back on your current marketing and initial engage-
ment process. We will create a survey with targeted questions. Establish five or so clients that DPL
has a really good relationships with and send out survey to them. The feedback can be used to tell
us more about what your target market responds best to, and therefore help us to know how to best
modify your current marketing techniques and develop new ones. To take a step further, asking a se-
lect few of your existing clients for tesitmonials and interviews in order to create a more personal and
developed “case study” portfolio will be beneficial. These interviews and testimonies will provide
content that will be necessary for creating materials that can be used to accomplish your goals of
creatively engaging potential clients and increasing brand awareness. After getting the hang of how
that process should go, your portfolio will grow as you continue interviewing and receiving client
testimonies.

Once we receive client feedback and have the material to create content using client tesitmonies, we
can more impactfully build upon your slide deck and current markeing platforms including the DPL

website, facebook, blog, twitter, newsletter, etc.

PROJECT SCOPE

Create feedback questionairre for existing client base.

Further analyze target market with questionairre feedback.

Develope best approach for video interviews with existing clients.

Interview existing clients & start portfolios of their stories.

Outline and develop digital portfolio for website & slide deck with finished interviews.
Format portfolio of client stories into newsletter/email format for futher outreach.
Revamp slide deck and website by simplifying and adding personality.



LET'S LAY IT OUT

GOAL

Increase brand awareness.

IDEA
Create questionairre and get feedback from existing
clients on the process of working with DPL & their
take on DPL marketing.

HOW

Three steps: brainstorm, outreach, engagement

Brainstorm: Decide on a select number of clients that you feel you have
a good relationship with, your best clients. Generate a list of questions
to ask them regarding their experience with DPL, who the decsion maker
was in the process, and their suggestions on areas of improvement.

Outreach: Email clients asking if they would answer a few questions to
help you guys improve your marketing and brand awareness. Send ques-
tionnaire via email.

Engagement: Ask clients that give very positive feedback if they would
be willing to do a video interview/ give a testimonial statement. Write
personal thank you cards to all who completed questionnaire.

DELIVERABLES

Informative: This will give us a lot of information on exactly
who is the decision maker and tell us more about what type of
marketing they best respond to. Therefore tell us what areas
of marketing could most benefit increasing brand awareness.
*Those who give positvie feedback and are willing to do video
will be used in video digital portfolio.




LET'S LAY IT OUT

GOAL

Creatively & effectively engage potential clients.

IDEA

Create “story portfolios” of existing clients.

HOW
Two tactics: Video & Copy

Video: Conduct video interviews with a select few clients willing to
give testimonies and speak on their experience collaborating with
DPL. Video should capture relationship between DPL and company,
how DPLs help made their lives easier, and an over view of the prod-
uct/software DPL developed for the company. B-roll footage of client
work place and software being put to use.

(Look into Storyhook to create videos)

Copy: Take more extensive notes on background of the company’s
history working with DPL. Should go extremely into detail about the
software that DPL developed for the company: how it was created
and what it does.

DELIVERABLES
Professional video- use for website & social media

Digital portfolio- Includes video, and visually appealing lay-
out of more detailed copy (each slide of a digital portfolio will
be in a layout the can also be used as a slide deck)




LET'S LAY IT OUT

GOAL

Creatively & effectively engage potential clients.

IDEA

Revamp current website and slide deck.

HOW
Simplify: Condense current copy on slide deck and website.

Revamp: Add helpful more personal aspects such as aesthetically
pleasing fact sheet, include the potential digital portfolio of client “case
studies”, expand on the people behind the DPL team, and layout the
DPL mission statement.

DELIVERABLES

Website and Slide Deck: Easier to read and understand the
basics. More “lead in” areas that a potential client can go into
more detail if they choose to. More personalized (DPL mission
statement and more info on DPL team).

Fact Sheet: total years of experience, skill set, tools, roots
and DNA, etc.

DPL Team: More detailed description of who the people are
that work for DPL. Including things like where they are from,
what they got their degree in, what other projects they've
worked on, and what they specialize in now.




SURVEY RESULTS

Sources used to keep updated on industry news:

Email Newsletters | —— {Osborne Family Ent) OFE -
Nelnet -
Blogs | NN Infovisa [
Traditional News |
Sources not used:
Online Newsgroups _ Twitter, Facebook, LinkedIn
7 2 3 Favorite Sources:

MNelnet: Wall Street Journal
OFE: Husker Max
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Conferences attended:

Nelnet: Angel Conferences
Infovisa: Nebraska Code
OFE: none

Typical introduction to prospective business partners:

Nelnet [

Direct cutreach from potential partner (DPL) Infovisa [

Searching on your part (the clients part)

Conferences
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Typical introductions not common:
Advertising or Marketing from potential partner (DPL)
Professional Publication



