Marketing Portal Steps
1. Setup - Website
0. The link to the portal itself: http://portal.rmaster.com/XXXXX/
0. Customizing and Color schemes can be changed, see the word docs attached. Ultimately we can just match general appearance of XXXXX site when ready. The idea is so it looks branded and cohesive with their site.
0. The attached “external login specs” should be used on XXXXX website. You want the user/pass to be easy to get to on XXXXX main website and use the login specs to pass the user/pass over to the portal. This makes it easiest to tell the client “go to XXXXX.com, and on the top right corner login”
0. Most dealers also have a “request login” that is a form to send them an email, this way they get leads of clients interested
1. Setup – BMS
1. We will train them how to setup users/password
1. We will train them how to make their templates “Web Enabled”. There are some company decisions made here.
1. Marketing
2. Consistent messaging throughout the company
2. Entire Order desk should be versed in it so they can explain it to clients. 1 person should be point person.
2. Send marketing flyer and email blast
2. Salesperson – 
3. They all need to be versed and bale to give a 30-60 second “elevator pitch”
3. Icon should be on all of their cell phones for the 30 second pitch. They should have demo account to roll through
3. If any salesperson cannot handle that, make them a flip chart
3. Conduct sales meetings so they are versed on the pitch, objections, etc.
1. Roll-out
3. Pick 2 clients first, get them all setup. Train, follow up, and give tons of attention. This is key to getting it started.
3. Once you have 2 up and going then rollout as salespersons generate interest.
3. Consider customer incentives to get them to order online. Think limited time promos, gift cards, contests, etc. You are trying to generate excitement and get the clients to try it. Overall it can help create a stickier relation so there are lots of reasons you want to get this going.
