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Abstract 

This project paper has two parts:  a proposal for funding the marketing of an information 

professional and an analysis of the social marketing process used during the Marketing for 

Libraries course.  The proposal consists of the following sections: funding request letter, goals 

and objectives, potential markets, marketing strategy, budget and evaluation.  The analysis part 

has four sections:  what part of the process worked well; what didn’t work well; what would 

you do differently; and what needs to be done next. 
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July 21, 2009 

 

To:  Dr. Julie Hersberger 
V.P. Small Business Financing, ABC Bank 
000 South Tryon Street 
Charlotte, NC 28202 
 

From: Elizabeth A. Thomas 

Re:  Marketing Analysis and Strategy for Thomas Research 

 

Dear Dr. Hersberger, 

Thank for your interest in my company.  Attached is the marketing analysis for your review.  
Based on this evaluation, I am requesting a loan of $8000 to support the marketing plan.   

Please let me know any questions. I look forward to your comments.  Thank you in advance for 
your consideration of my proposal. 

Sincerely, 

 

Elizabeth A. Thomas 
Thomas Research 
2226 Cumberland Avenue 
Charlotte, NC  28203 
eathoma4@uncg.edu 
704-372-7415 
 
 

 

 

 

 

mailto:eathoma4@uncg.edu
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Part I:  Project Proposal 

Goals and Objectives 

 The overall purpose of my business is to provide reference services to people needing 
research information in the Charlotte, North Carolina area.  My goals are three parts 1) to have 
enough clients/business to keep me busy and recoup my expenses, 2) to have interesting work 
assignments, and 3) to help people accomplish their goals by providing information.  My 
objectives are as follows: 

 To have 3 or 4 projects during the first 6 months 

 To have a better idea of the types of research needs by the end of 6 months 

 To expand marketing efforts after 6 months 

 At 1 year, to evaluate business and prepare strategic plan for the next few years. 

 At 2 year mark, be profitable and expand outside of Charlotte area. 

Potential Markets   

 Market Segmentation.  From literature reviews, interviews with primary sources and 
focus group sessions, I believe there is a market for my reference services.  The following is a 
breakdown of my target audiences/customers: 

 Small business owners – busy, has money but not time to do research. Probably doesn’t 
realize opportunities missed by not having research.  Independent business individuals, 
small business people with fewer than 50 employees, and small business start-ups.  
They may be more interested with economic downturn. Probably belongs to the 
Chamber of Commerce, professional association(s) and trade organization(s).   

 

 Small business counselors.  Professionals at the Ben Craig Center, SCORE, Chamber of 
Commerce or the Institute of Entrepreneurship (CPCC).  They are advising small 
businesses and would be interested in referring clients to me to help them with 
research skills.  

 

 Reference librarians, both public and academic.  Busy professionals who don’t have time 
to answer extensive search questions and would be interested in referring patrons to an 
independent researcher. With cutbacks in staffing because of the current economic 
situation, they or their managers might be more interested in referring patrons.   

 

 Friends, acquaintances, and their referrals – most of these people have connections 
through their own businesses, volunteer work, church, neighbors, Y, family. 

 

 Professors – those who might need help with research especially with cutbacks in 
staffing and resources. Very busy and under pressure to publish. Involved in the 
community. 
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 Executives of companies, libraries, non-profits, government agencies and others that 
need library services like cataloging training materials, marketing programs and 
organizations that no longer have in-house libraries. 

 

Needs and Benefits.  These people may have a need for research information and may 
already be looking for answers.  The segments could include people who don’t know how to do 
research; people starting up their own small businesses; people who may not be aware of the 
in-depth research available; people who want to save time and money by having someone else 
do the research; and people who may be frustrated with their own Internet searches.  There 
are several benefits of hiring me to do research. I can provide vetted information that goes 
beyond what’s available on the web.  I can also provide value added services in the format 
desired by clients, rather than just a data dump.  The bottom line is that I can save people time, 
money and the aggravation of searching.  Also, since I have a Masters degree, I can provide 
library services to various organizations. 

 
Competition.  Actually, the main source of competition for my services would be the 

misperception that people can get all their information on the Internet for free.  Otherwise, 
there are market research firms and consulting companies that may do some specific types of 
research for specific clients.  There isn’t anyone listed in the Association of Independent 
Information Professionals directory in the Charlotte area.  Information professionals, on the 
whole, are more collaborative than competitive.  I also believe that public and academic 
librarians would be collaborative partners rather than competitors. 
 

Marketing Strategy 
 

 I expect to launch my business, Thomas Research, in the summer of 2011. 
 

First 6 months. During the initial start-up, I plan to rely on word of mouth advertising 
and networking through a contact list of friends and acquaintances.  My secondary target 
audience will be small business consultants through the Ben Craig Center, Institute of 
Entrepreneurship (CPCC), SCORE, Charlotte Chamber of Commerce, and other small business 
assistance organizations. I plan to do information interviews with key players in these 
organizations to assess their needs and make them aware of my services.   Also, I would target 
reference librarians and managers at PLCMC, particularly at the Main and Morrison branches 
and at academic libraries such as UNCC, Queens and CPCC.   Last, I would be appealing to UNCC 
professors who might need research services. By this point I would know of any in-house 
corporate libraries that have been eliminated but still need services.  During this time period, I 
would have a graphic artist design logo(s), marketing brochures /cards, stationary, and business 
cards. Since I am the product, a professional black and white photograph, a website and a 
dedicated phone line would be important.  

 
Six months to 1 year.  In addition to face to face conversations or referrals, I plan to add 

presentations and/or displays at selected professional conferences or trade shows.  Setting up a 
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brand on LinkedIn and other social media sites would be another interim project.  Since the 
product is me, I plan to convey an image of a knowledgeable, authoritative, forthright 
professional with a positive, business tone. Credibility is critical. 

 
At this point, I anticipate increasing my marketing efforts to include public relations by 

providing timely news releases in order to get onto such programs as Charlotte Talks on WFAE 
at the morning drive time, In-Depth on Channel 14 Carolinas at the noon hour, and buying 
advertising by sponsoring WFAE programming at drive times and in the evenings.  An 
alternative approach is to donate to the YMCAs in order to be mentioned on the new monitors 
and along the entrance halls.  Similarly, I anticipate a donation to the new NASCAR Hall of Fame 
to promote name recognition.  Also in the mix of options is the possibility of small 
advertisements in the business sections both online and in print of the The Charlotte Observer 
and the Charlotte Business Journal.  Again I will see what possibilities exist for some timely 
feature article about my company. 

   

Budget 
 
 A critical part of any marketing plan is the budget.  My main approach is to obtain 
business through word of mouth recommendations especially for the first months.   I hope to 
obtain discounts wherever possible by comparison shopping, bartering for services, using 
marketing classes or retired marketers,  asking for initial discounts and doing legwork myself.  
The marketing strategy detailed above includes the following expenses: 
 
  Graphic art design (logo, marketing cards and business cards)  $800 
  Photographer          150  
  Website development         500 
  Research – to analyze audience, pretesting and evaluation  2850 
  Printing/material production        500 
  Media purchases (radio, Y, NASCAR, newspaper ads)   2500 
  Contingency (add 10%)         700 
  Total Requested                    $8000 
 

 If expenses begin to exceed this budget, media purchases would be delayed into the 
next year.  The critical other side of this equation is income.  At the present time, price of my 
services is still to be determined.  However, information professionals normally charge $80 to 
$150 an hour plus expenses. (Mills, 2008)   
 
Evaluation 
 

 An evaluation will be done after specific events like a professional conference, at the 
end of the first month, at six months, and at the end of the first year.  At each of these points, 
objectives will be reviewed and targets set for the next review period.  Quantitative and 
qualitative information will be collected to facilitate periodic evaluation.  A written report at the 
one year mark will highlight findings and recommendations for change and strategic planning.  
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Part II:  Analysis of Proposal Project 
 
What parts of the process worked well?  Why? 
 
 What worked well was the process itself.  Having a systematic way to plan, implement 
and evaluate a social marketing program was invaluable in making a successful program.  With 
the use of the worksheets, the process goes through each step from start to finish in putting 
together a social program.  The questions at each stage help you think through what’s needed 
and gets one to branch out in thinking beyond the norm.  It also makes it possible for us to 
develop successful programs without having to hire an expensive advertising agency and spend 
a lot of money.     
 
What didn’t work so well?  Why? 
 
 Perhaps the first and primary part that didn’t go so well was that the process focuses on 
health and social behavior change. That approach wasn’t always the best for developing a 
library program or a project such as mine, marketing an information professional. Sometimes it 
meant that parts were not relevant and it made translating to apply the questions or parts to 
our use a little more difficult.  For example, while the process did include price as defined as 
“what the target audience has to give up to adopt the behavior”(Weinreich, 1999).  The process 
focuses primarily on intangible costs and barriers and minimizing those areas. A more 
traditional marketing approach would have focused on the price of the program or in my case, 
the product.  Also, in the evaluation stage, most of the process focuses on individual behavior 
or attitude changes and community level indicators.  Measures such as the numbers of people 
attending a program or number of new library cards issued would be more meaningful 
measures. Further, while interesting to read, the “Don’t Kid Yourself” campaign example wasn’t 
as useful for most of our projects because it focused clearly on a social behavior. 
 
 Another part of the process that didn’t work so well was at the beginning of the process. 
The initial planning stage is so critical to the rest of the process and the ultimate success of the 
project, but it isn’t as complete as it needs to be before continuing on with the next steps. At 
times I felt like I was still trying to put together the needs assessment while working much 
further on in the worksheets.  The constraints of this five week course just add to this force it 
through the process situation.  And then, what happens when you finally get the needs analysis 
completed to find that there isn’t a need after all?  (Perhaps this is what happened with one of 
the projects in our class?)  The ultimate objective is to meet the needs of the users. So the 
process needs to help us more thoroughly identify those needs at the beginning of the project. 
 
 Lastly, the budget part of the process could have been better.  Suddenly at the end of 
the third worksheet, we are putting together a budget.  There wasn’t much in the process at 
that point to help prepare that information. Looking at the process, I would suggest adding a 
chapter for Projecting Budget and Time within the planning step or between the planning step 
and the message and materials development step.  While the charts on pages 38 and 39 of the 
textbook are useful, a more developed chapter would be beneficial. (Weinreich, 1999)  The 
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textbook’s approach of coming back to the budget and timeline at different points in the 
process is good but having a project flow chart or just a bigger picture from the outset would 
improve the process and help with the total picture.      
 
  
If you could do it again, what would you do differently? 
  

First, I would spend more time thoroughly thinking through the market segmentation in 
order to get to the specific demographics of my target audiences.  Part of that work would also 
entail getting more research (both primary and secondary) to support or not support my 
hypotheses about who are my target audiences.  If I were doing this again, I’d do this research 
and clarification at the very beginning of the process, not several chapters later.  This piece is 
really vital to the rest of the project. Therefore, the clearer my target audiences from the 
beginning, the better targeted my project would be in the end. 

 Second, I would be more creative in figuring out how to “brand” myself.  The relevant 
section in the process was message creation.  What I would do is get a group of especially 
creative friends together and brainstorm more messages, slogans, or just play with words 
related to my project.  I now realize brainstorming alone is very limiting. More fully developing 
this step in the process carries into the pretesting stage.  It’s better to give focus groups more 
ideas to critique.  Then ideally, the end result is more targeted messages. 

 Third, I would do a better job with budgeting time and money.  As I mentioned in the 
earlier section about adding a chapter to the process, I would go back and set up a method at 
the beginning for continuing work on these two areas throughout the process.  While the 
worksheets have you figure out money and timeline issues at periodic points in the process, I’d 
set up a way to track and adjust those parts all along the process so that by the end I’d have a 
much more practical budget and timeline and a total picture.  Even if you have a small amount 
of funds and are concentrating on looking for inexpensive ways to make your program happen, 
having a budget process would be beneficial.  Conversely, not having a set deadline doesn’t 
mean that putting together a timeline of who is doing what by when wouldn’t help in getting 
the project completed.  

 While there are other smaller things that I might change, these are the three main 
things that I would do differently if I were to go back and start this process again. 

 
What needs to be done now? 
 
 A lot still needs to be done.  Actually, what I need to do is go back through the entire 
process and further develop several steps. Also, I need to prioritize what needs to be done. 
Finally, I need to prepare a better timetable for the things to be done, differentiating between 
what to do in the next weeks and what to do six months before start-up.     
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Beginning with researching my target audiences, I need to complete my primary 
research, especially doing information interviews with key players at organizations that help 
small businesses in Charlotte.  I also want to go through my contact list of leads of current 
information professionals and consulting organizations. It’s time to get on the Association of 
Independent Information Professional ListServ too.  Next semester I’m taking Information 
Sources and Services (LIS 620).  I’m hoping that I can make contacts with reference librarians 
either through students in the class or through the course assignments. The other main 
marketing piece that I need to work on now is learning more about how to use the social 
networking sites and developing a plan for using them. 

 
What needs to be done is the rest of the business plan.  It would be nice to find a good 

systematic process to use for doing the other parts as we’ve had with this course for marketing.       
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