Allendale Language School

learning, they may be offered to receive a prorated refund for the classes not completed so that
they can put that money towards an alternate learning method. Having a student leave a class
early is preferabie to seeing the student fail to succeed and not wish to repeat the class.

Although the surveys will collect qualitative information, they will also ask students to rate
their satisfaction with their learning, the materials, and the teacher on a numerical scale so
that the numbers can be totaled and averaged. Teachers who fall below average will be
pinpointed to receive additional training and asked to observe lessons by teachers with above
average satisfaction levels. The results of satisfaction surveys will be entered into a database
by the company customer service representative so that this kind of analysis can be done.

11.0 Marketing Calendar

On a daily basis, Monday to Friday, the CEQ of Aliendale Business School will devote 8 - 9 AM

to review of and implementation of marketing activities. During 2010, the first year of this plan's
implementation, additional time beyond this hour per day will be required to manage the activities
described on the Milestones chart. After this year of redevelopment, the monthly marketing
themes on the Monthly chart will be used to focus each month's marketing. At least 10 hours per
month should be spent on the month's marketing theme.

On a weekly basis, the CEO will review a lead and conversion report created by the sales
representative to identify what marketing activities are leading to success.

After the third year, there may be a need to hire a Marketing Director to continue the company's
marketing growth as the company moves into new markets. At that point this rmanagement will
be taken on by the Marketing Director, and the CEO will further limit the time she spends on
marketing management.

11.1 Monthly
Months |Marketing Theme
1 Website
2 Advertising
3 Customer Referral Program
4 Customer Satisfaction Surveys and Analysis
5 Newsletters
6 Seminars
7 PR efforts
8 Business Referral Program
9 Marketing Training
10 Facebook Page
11 Testimonials
12 Annual Reviews and Planning
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Allendale Language School

Table: Milestones

Milestones
Advertising Start Date End Date Budget Manager Implemented By
New Flyer Campaign 4/1/2010 5/31/2010 $1,000 CEO Marketing fim
Brand Relaunch Prnt Ads 5/1/2010 5/31/2010 $2,000 CEO Marketing firm
Online Ad Campaign Revise 3172010 51112010 30 CEO SalesRep
Total Advertisng Budget $3,000
Refemral Programs Start Date End Date Budget Manager Impiemented By
Design Marketing Kits 5/1/2010 5/15/2010 $2,000 CEO Marketing fim
Print Marketing Kits 5M15/2010 5/31/2010 $1,000 CEO Marketing firm
ldentify Business Targets 51112010 511512010 $250 CEOQ SalesRep
Send Direct Mail to Businesses 6/1/2010 6/15/2010 $500 CEO SalesRep
Set Appointments with Businesses 6/15/2010 71152010 $0 CEOQ SalesRep
Total Refermal Programs Budget $3,750
Branding Start Date End Date Budget Manager Imptemented By
Logo and Brand Development 11112010 3/1/2010 $2.000 CEC Marketing firm
Slogan Development 21112010 3112010 $500 CEC Markating fimn
Marketing Material Redesign 31112010 5112010 $1,000 CEOC Marketing firm
Marketing Material Reprint 5112010 5/31/2010 $2,000 CEOC Mareting firm
Create Teacher Jackets 5/1/2010 5/31/2010 $1,000 CEO Manteting firn
Total Branding Budget $6,500
Web Development Start Date End Date Budget Manager Implemented By
Website Form Redesign and Launch 5/1/2010 5/31/2010 $10,000 CEO Marketing fim
Facebook Page Design 6/1/2010 6/30/2010 $0 CEO SalesRep
Total Web Development Budget $10,000
Customer Satisfaction Start Date End Date Budget Manager Implemented By
Write Satisfaction Surveys 21172010 3/1/2010 $0 CEO Customer
Service Rep
Develop Database 3Mf2010 5/1/2010 $5,000 CEO Programmer
Administer First Survey 7112010 7i712010 $100 Customer Teachers
Serive Rep
Analyze Survey Data FI7I2010 7i15/2010 30 Customer Customer
Service Rep Service Rep
Total Customer Satisfaction Budget $5,100
Totals $28,350

12.0 Critical Numbers

The Allendale Language School must monitor its sales, unit costs, expenses, and key

marketing metrics closely to determine if marketing is having the proper effect and the company
is on target with its goal of 25% growth per year over the next three years. The growth in
sales will be driven by an increase in leads (in part from a large increase in the number of
referrals from students and businesses, as well as from good PR mentions and the persuasive
effect of testimonials) and an increase in lead conversion rate (brought about by a better
website and a more systematic sales approach with the company sales representative).

Marketing metrics will be tracked through Salesforce.com, making use of its Web-to-lead
function and dashboard reporting. Expenses and sales will be tracked in QuickBooks, both
through automatic entry from credit card transactions on the internet and manual entry of
some sales and expenses by the company sales representative and bookkeeper. The CEO will
look at reports from these programs on at least a weekly basis.
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Allendale Language School

12.1 Sales Forecast

Sales are projected to increase by 25% per year based on the systematic marketing activities,
the untapped market in the Allendale area, and the availability of teaching talent. Foreign
language classes are more numerous than ESL and make up twice as many enrollments. Seminars
are primarily promotional events which offer an overview,

Table: Saies Forecast

Sales Forecast

Year 1 Year 2 Year 3
Unit Sales
Foreign Language Enroliments 1,200 1,500 1,875
ESL Enrollments 600 750 938
Foreign Language Seminars Attendees 850 1,063 1,328
ESL Seminars Attendees 638 797 996
Total Unit Sales 3,288 4,109 5,137
Unit Prices Year1 Year2 Year3
Foreign Language Enroliments $900.00 $900.00 $900.00
ESL Enroliments $540.00 $540.00 $540.00
Foreign Language Seminars Attendees $20.00 $20.00 $20.00
ESL Seminars Attendees $10.00 $10.00 $10.00
Sales
Foreign Language Enroliments $1,080,000 $1,350,000 $1,687,500
ESL Ennoiiments $324,000 $405,000 $506,250
Foreign Language Seminars Attendees $17,000 $21,250 $26,563
ESL Seminars Attendees $6,375 $7,969 $9,961
Total Sales $1,427,375 $1,784,218 $2,230,273
Direct Unit Costs Year1 Year2 Year 3
Foreign Language Enroliments $90.00 $90.00 $80.00
ESL Enroliments $81.00 $81.00 $81.00
Foreign Language Seminars Attendees $10.00 $10.00 $10.00
ESL Seminars Attendees $7.50 $7.50 $7.50
Direct Cost of Sales
Foreign Language Enmoliments $108,000 $135,000 $168,750
ESL Enroliments $48,600 $60,750 $75,938
Foreign Language Seminars Attendees $8.500 $10,625 §$13.281
ESL Seminars Attendees $4,761 $5,977 $7.471
Subtotal Direct Cogt of Sales $169,881 $212,352 $265,439
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Sales Monthly
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Allendale Language School

12.2 Marketing Expense Budget

The marketing expense budget includes the cost of achieving all initial plan milestones and the
ongoing operational cost of marketing activities over the next three years. Marketing expenses
are somewhat seasonal, as there is a push to advertise each new season of classes in the

month preceding the start of that season (December, May, and August). Some costs are

spread through the year, such as satisfaction surveys, which will be administered every four
weeks once they start. Expenses for 2010 will inciude some one-time rebranding and website
redevelopment costs which will not have to be repeated in 2011 and 2012.

Table: Marketing Expense Budget

Marketing Expense Budget Year 1 Year 2 Year3
Print Advertiang $6,000 $8,000 $10,000
Fiyers $3,000 $4,000 $5,000
Branding $2,500 30 50
Online Advertising $7,500 $9,000 $11,000
Website and Facebook $11,600 $2,880 $3,500
Print Collateral $6,000 $4,000 $6,000
Uniformns $1,400 $1,000 $1,400
Customer Satisfaction $5,600 $1,500 $2,000
Referal Marketing $1,250 $1,500 $1,750
Total Sales and Marketing Expenses $44,850 $31,880 $40,650
Percent of Sales 3.14% 1.79% 1.82%
Monthly Expense Budget
$21,000 B Fiint Advertising
$13,000 B riyers
$15,000 2] Branding
$12,000 1 online Advertising
[ | woebsite and Facebook
$9,000
[ Print Collateral
$6,000
B uniforms
$3,000
4 & [l customer Satisfaction
$0 — R v— —
— N MM = N W0 ~ 0 O O : ‘(:J
L L L L L L L L L -
£ £ £
E5E 5555558 ¢ ¢
= = E E E E E E E § § g
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Annual Expense Budget
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12.3 Key Marketing Metrics

Leads must be generated in great volume to vield sales as the school receives a high number of
leads (including referrals, website inquiries, seminar attendees, and calls) which do not

convert. The conversion rate is currently 20% but expected to rise to 25% over the next three
years with the improvement in the school's reputation and Web resources.

The average customer yields .15 transactions per month (1.8 per year), as a number of
customers will take two classes in a year and some will take three. This is expected to rise in the
coming years.

The average $/customer is based on the weighted class enrollment average between the
foreign language and ESL classes.

Referrals are currently 20% of leads and this is expected to increase as a percentage of total
leads over the next year and in the following two years. Referrals will include both customer
referrals and professional referrals from businesses.

PR mentions will increase as the company builds a reputation in Allendale and begins to send
more press releases about its work.

We expect to garner strong testimonials from 5% of customers, This rate isn't expected to
increase, but the nature of the testimonials will change as the school begins to seek video
testimonials instead of written testimonials.
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Table: Key Marketing Metrics

Key Marketing Metrics

Year1 Year2 Year3
Revenue $1,427,375 $1,784,219 $2,230,273
Leads 9,000 10,227 11,252
Leads Converted 20.00% 22.00% 25.00%
Avg. Transactions/Customer 0.15 0.20 0.25
Avg. $/Customer $780 §$780 $780
Refemrals 2,734 3,580 3,938
PR Mentions 27 60 75
Testimonials 90 113 141
Other 0 0 [}

13.0 Marketing Training Game

Marketing training is an important component of the initial and continued training of every
Allendale Language School teacher.

Initial training occurs over a one month period (in December, May, and August, just prior to the
beginning of each new class "season") and includes training in the Allendale Language School
method and textbooks, as well as observation of current teachers in the classroom.

Marketing training occurring during this time period includes 10 hours of sessions with the CEO,
covering the following:

The customer guarantee

Customer survey process

Customer referral program

Current advertising and promotional efforts

The teacher’s responsibility to market {(business cards, attire, etc.)
Company brand promise

Website and Web resources

Ongoing training for teachers includes attendance of at least one prospect information seminar
per year and one workshop per quarter lead by the CEQ or a master teacher for his or her
language. These workshops will review teaching techniques as well as spend at least half an
hour reviewing the company's marketing activities, with a focus on new developments.

Page 16



| obey

LE'ELS 1828 1848 881'vES 8EL' LTS 90E°2$ £99°22% BEL'1ZS LEBELE 1849 1843 £99'478 S8IES JO1S00 P |EI0IGNS
(:74 1823 }:4 £95% £U5$ 1828 £95% £95% 3:43 192 1828 £963 $38pUSIly SIeUIES 153
005$ 0058 005$ 000'1$ 000°1$ 005$ 000'L$ 000'1$ 00S$ 005% 0058 00018 seapualy sieuwsg sbenbue ubiaioy
0S0'¥$ 0% 0% SZI0LS G088 TAIAS 001'8$ G20'9% 0S0'%$ 03 03 00L'88 sluaw|ioiul 183
000'6$ 0% 0 005228 00SELS 00S'r$ 000'gL$ Q0S'EL$ 000'6% (I} 03 000'81% stuawosug ebenbue ubiaiog
S8|ES J0 IS0 PANT
0628 054$ 0528 0548 0548 0528 052% 054% 0513 0528 05239 0543 %00'GL sa8puslly sJeuwsg 153
00013 0001 00°0L$ 000L$ 00K 00045 00018 0001 00013 00013 00013 0001$ %0005 $aapually sieuwwag abentue ubiatoy
00'183% 00'18% 00'18% 00188 00'18% 00'18% 00188 00'18% 00't8% 00'18% 00°183 00'18% %0061 Suawjoul 153
00068 00068 00°06% 00068 00°06$ 00068 00068 0006% 00063 00°06% 00'063 00068 _ %0001 siuaw|o)ug abenbue ubiaro4
T1vuoy b uoy 01 Wuon 6 Yuow 8 uow 2oy 9 uiuoy G yluoy ¥ Lauoy £ yuay Z vluew | Buoy 80D UN Py
SIEBLLS GLE'LS GIE'LS 052'5628 052'8218% G/8'6G% 052'9£28 0sZ'8.1% SiE'8L18 5613 GIE1S 05/'9628 SBIES [E}OL
GIE$ GLES 68 0528 058 SLES 0628 053 gie% L7 GIE$ 054$ sapUally SJeunss 153
000'1$ 000'+$ 000°t$ 00028 00028 0001 $ 0002 000'2$ 000°1$ 000'1$ 000'L$ 000'Z$ $33pUBNIY SseULsag abenbue ubiaing
000'22$ 0% 0% 005298 005'0¥$ 00S'E1S 000'¥5$ 005'0¥3 000'223 03 04 000'¥5$ suauous 153
000'06% 0% 0% ooo'szzs 000'6ELE 000'S¥$ 000'0815 000'SE1LS 000'063 08 03 0000818 sjusus|o.uz abenbue ubisioy
saleg
00013 00018 00015 00018 00018 00018 0o0Ls 0001 00'0L$ 00013 0001$ 00013 Saapusy SIeuMas 153
000z$ 00'02% 00028 00028 00°02$ 00028 00'0z3 000z$ 00023 00023 000z$ 00028 saapuany sieuwsg afienfue ubizioy
00'0¥5% 00°0¥5$ 00°0¥5$ 00'0¥SE 00'0¥5% 00'095$ 00'0pS$ 000vS$ 00'0¥S5s 00°0¥53 00 0rss 00°0pSS Suanong 153
00°006% 00°006% 00°006% 00°006% 00'006% 00°008$ 00°006% 00°006$ 000083 000063 00'0063 000068 Siuawoiuz sbenbue ubiaiog
Z1Wuon 11 quoy 01 Yoy 6 oW 8 Yluay LYoy 9 uyiuow S yluoy b Uuay £ yuoy Z Yoy | Yoy S80Hg UN
8€2 88 88 055 00% £91 Sip 00% 114 g8 88 Siy SIS Jun [E10)
g€ 8g 8€ 73 Gl g€ G2 Si 8t 8¢ 8t 73 $a3pualy sJeuwas 153
05 05 08 00t 001 05 001 001 0§ 0s 0s 00} $aapualy sueuwwds abenfue ubialoy
05 0 0 gzl 5. 52 ool 7} 05 0 0 004 sjuaujoiug 153
00L 0 0 0SZ 0s! 05 00Z 051 001 0 0 00z Sjuaw)jouus Benbue ubiaicy
se[eg un)

FARTIL Y 11 Uy 01 Yoy 6 Wuoy 8 Uy Lyuoy 9 yluow G yuay f LUy £ Yy FAIIL Y 1 puoy
15802104 5916

1SB02I04 $9|BS [B|qel

X(puaddy



Z abed

%08'E

%81 85

%81 85

%ISC

%k¥0 %yEL %160 %0ZZL %vge BELTLL %ELTLL %590 $8/eg 0 )usdIad
00573 008% 008% 00€'L$ 005'r$ 0083 00Z'1§ 052'128 055'vS 05513 068'1$ 06513 sesuadxg Bupasey pue sajeg oL
03 0% 0% 005$ 0% 03 005% 0528 0% 0% 03 0% Bunay.ew |eusjey
001 0013 001§ 00L$ 00L$ 001§ 0% 005'2% 00523 0% 03 08 UoHIBISIES JANESND
00z$ 0% 0% 0% 0028 0% 0% 000'1$ 03 13 0% (11 swiojun
0% 0% 0% 0% 03 0% 0% 000'¢$ 0053 0053 03 0% 181100 g
0028 0028 0028 00z$ 0028 00z$ 00Z$ 000'01$ 0s$ 054 05% 0% }00q8de pue slisqap
000°1$ 005$ 0063 0068 000'1$ 0058 00s$ 000'1$ 0053 005$ 005$ 0053 Buisiaapy suug
0% 08 0% 08 03 03 0% 0% 0% 0053 000'LS 000'1$ Buipuesg
000'1§ 03 03 0% 000'1$ 0% 0% 0% 000'1% 04 0% 0% s1afid
0002 03 0% 0% 00078 0% 0% 000'Z$ 03 (113 03 03 Bursaspy Julg
24 Guon Ll uoy 01 YU & Wuon 8 lugn £ uaw 9 puoy S oy F Luow £ pum Z Nua L YIUON 196png ssuadxg Buniey

196png esuadxy Bunexsey :ajqe|

Xipuaddy



¢ abeyq

0 1] 0 ] 0 0 0 0 0 0 0 0 1840
11 1 ot 8 g g g 8 8 S v ¥ S{eowsa)|
¥ v £ £ £ A z z 1 b t } SUDNUSN Hd
62 ¥6¢ L¥E £92 £92 522 52 T4 05} S01 7] 7] s(esjay
083 0848 08.% 08.% 0843 0823 083 0828 0843 0824 08:$ 08.% 1augsn/g by
S0 SH0 S0 510 510 s S 510 ] 1N S0 510 Jawoisnysucipesuel ] Gay
%0002 %0002 %0002 %00'0Z %0002 %0002 %0002 %0007 %0002 %0002 %0002 %0002 papsAu0)) spes
SZL'L GZL'L G186 052 052 052 052 052 052 GZS GIE e $pea
SIE'8LLS GlE'LS SIE'S 052'662% 0SZ'821$ G18'65% 0SL'9628  062'8.1% SIE81LS 618 GIE'18 062'9623 anuaasy
ZLwuow 11 uoy 01 wuow & uow 8 thuoy £ yiuoy 9 Lpuow S Luow t Yuow £ yiuay FANIEST | wuoy

souiaw Bunasep Aoy

soue Buneysep Aay ajge |

Xipuaddy



