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Today’s m
arketing prow

ess is w
hat separates the w

inners  
from

 the w
annabes.  Just as a m

ajor league sports franchise 
cannot afford to hire the best player at each position,  
com

panies have the sam
e issue w

hen it com
es to executing 

their m
arketing plan. A

 brilliant C
M

O
 needs a great executioner.  

S
P

C
 com

bines technological expertise, years of experience 
in m

anufacturing, w
orld-class sourcing, data collection and 

reporting, softw
are design and data m

anagem
ent to assist 

com
panies in professionally executing their m

arketing and 
com

m
unications strategies.

Your brand is your livelihood.  O
ne m

ust not only be able to 
com

e up w
ith innovative and creative ideas to prom

ote one’s 
brand in today’s sea of noise, but it m

ust be able to execute  
the strategy that w

ill m
aintain and protect that brand.

S
P

C
 is not an agency nor a creative consultancy.  W

e are a 
m

arcom
 executioner.  W

e protect the brand and everything  
that the brand is placed upon.  

N
o m

atter w
hat that brand resides on, in or around, S

P
C

 has 
the tools and the team

 and the expertise to deliver the vehicle 
w

hich hosts and carries the brand.  It consists of the interface 
for choice, the m

anufacturing and data required to produce 
the product that the brand resides on, and the intelligence to 
account and report on w

hen, w
here and how

 that item
 w

as 
delivered to the m

arketplace.
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800-437-9244 x15

bruce.sanderson@
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Shipping/Tracking

W
arehousing

Fulfillm
ent

Accounting

Analytics/M
easurem

ent

RFPs/Vendor Vetting/Lengthy and costly bidding processes

C
om

m
unication efficiencies/cost reductions w

ith

Internal staff (com
m

unicating the strategy/not logistics)

U
pper m

anagem
ent

Internal clients

External clients

W
hat are the Long Term

 E
ffects of P

artnering w
ith S

P
C

?

R
eplace overhead w

ith new
 revenue stream

s

R
educe overhead by not having to m

anage non-m
arketing 

activities

S
ervice the field m

ore effectively, thus creating m
ore appeal to 

your brand

Tim
e savings on logistics and procurem

ent equate to m
ore tim

e 
for brand strategy and creative

U
se the S

P
C

 portal data to test, m
odel, m

easure and service 
local m

arkets – Virtual offerings require no capital – N
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C
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fficer 

P
resident

B
enefits

S
trategic/A

nalytical

Visibility into all netw
ork activity for sales,  

m
arketing and operations

All transactions recorded real tim
e

24/7 Access to all transaction data/reporting via portal

Know
 exactly w

hich franchisees are active

M
onitor entire regions using your data, not their data

Identify inactive/underperform
ing regions sooner than later

A
ll data off S

P
C

 portal is factual, not fuzzy

Portal provides data that is m
easurable by all departm

ents

C
entralized data collection reduces analytical overhead

Portal usage depicts internal/external traction

H
um

an R
esources

H
iring becom

es m
ore strategic w

ith relation to grow
ing the 

business and less pragm
atic in servicing existing business

U
se SPC

 real data to determ
ine w

here your issues truly 
originate preventing m

isconceptions or m
isdirected blam

e

B
usiness D

evelopm
ent/R

eporting A
ccountability

M
ore Franchise S

ales – C
om

petitive A
dvantage

SPC
’s centralized system

 provides com
petitive pow

er in the 
m

arketplace – franchisees w
ant convenience – offer them

 
turnkey solutions and beat out your com

petition

G
uarantee that sales force is actually selling  

(reflects in data)

U
sage proves effectiveness of sales/business developm

ent 
direction and activity

Allow
s for quick strategic adjustm

ent

D
irect R

eports are all w
orking from

 single source of data

All departm
ents can m

easure using SPC
 data in real tim

e – 
reducing costly indecisions or bad decisions w

hich often don’t 
show

 up until year-end analyses
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R
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e to M
arket

M
ajor O

verhead R
eduction

Reduction in overhead often ends up being an additional  
revenue stream

- payroll is reduced, buying pow
er increased  

and inventory is often purchased for less

Spend m
ore tim

e selling franchises and beating out your 
com

petition. Spend less tim
e servicing single established  

locations

Run leaner/m
eaner m

anagem
ent team

s to develop and sell  
m

ore product w
hile SPC

 executes your m
arcom

 plan

Faster Franchise D
eploym

ents/B
rand D

evelopm
ent

Franchise ow
ners/em

ployees spend m
ore tim

e grow
ing  

business/not shopping for m
arcom

 – all products com
e  

from
 centralized portal

M
ore tim

e focused on brand developm
ent and strategy resulting 

in higher royalty revenues

Vendor C
ontrol/R

eporting

Far less resources spent m
anaging m

ultiple vendors,  
chasing rebates and verifying usage

C
entralized system

 now
 reduces num

ber of vendors required  
to service netw

ork reducing overhead and increasing buying  
pow

er w
ith existing vendors

S
ingle source for m

ajority of all m
arcom

 m
eans less cost in 

logistics, soft costs and m
ore tim

e for grow
th vs. m

aintenance
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