
 

Beat the Competition Using Privilege Promotions’ 3
Simple Rules

Wednesday 24 June, 2015

The industry increases in competition every year, so it's fundamental that businesses have a strategy in
place to stay at the top, explains Privilege Promotions. The firm reveals their three simple rules to
outperforming fellow businesses.

About Privilege Promotions: http://www.privilegepromotions.co.uk/

For any business, irrespective of industry, staying on top of the competition should be a primary concern.
New businesses are being established everyday which is causing consumers to grow increasingly picky
and indecisive when it comes to choosing which company they should part money with. Where once
customers were preoccupied with finding the cheapest deal today's consumers look for far more from a
company and there is a huge range of factors which can influence customer choice that all revolve
around a business' ability to be different and offer them something meaningful that sets them apart from
the rest. For customers, a business which is too similar to their competitors is not attractive, and can
sometimes even seem suspicious. It is therefore vital that businesses are doing everything in their power
to create a point of difference. Leading sales and marketing firm Privilege Promotions are experts in
presenting their clients' brands to consumers in a unique and personal way, helping them to stand out
from the crowd and form lasting connections with their target audience. The firm do this by working
closely with each client in order to gain a real understanding of their core values and brand identity. The
firm also rely on their extensive market knowledge to keep their clients on top and are urging businesses
to follow suit and assess the market and their competitors regularly in order to understand what
consumers want and what competitors aren't offering. 

Through their work Privilege Promotions have devised three golden rules which, if implemented correctly,
can help businesses stay on top within their industry. Here, the firm have shared these rules and outlines
how and why each one must be followed. 

Utilise the CRM System

CRM systems provide businesses with an easy way to not only manage customer data and understand
their customers better, but to share data within the company, so that a customer's experience is
personalised and streamlined no matter what department that are dealing with. However CRM is too
often only utilised as a single tool and is often focused on seller information when in fact, businesses can
gain a lot more insight into their target audience by integrating CRM with two other important tools,
marketing automation and sales acceleration. 

Integrate Marketing Automation

On its own marketing automation can provide a business with information regarding which marketing
channels resonate the most with an audience by tracking which content has received the most buyer
interest. From this businesses are able to build marketing strategies that are focused on their consumers'
interests and which helps them to stand out. 

Implement Sales Acceleration

When paired with a high performing CRM system and marketing automation, sales acceleration can have
some dramatic results thanks to its ability to produce vital engagement data. Sales acceleration can not
only help a business to be more accurate in assessing the popularity of products and content, it can take
on a range of automated tasks such as filtering out dead end leads, saving a business time and money.
Sales Acceleration technologies can also be personalised to the needs of each business, meaning that
employees can benefit from features designed to boost engagement and provide specific customer
support, which is incredibly important for consumers who want to feel connected to a brand. 

Privilege Promotions is a Leicester based sales and event marketing firm that help businesses to boost
their customer acquisition and sales. Through face to face customer engagement the firm are able to
build thorough profiles of their clients' target consumers, which helps them to personalise
products/services and deliver a better customer experience. 
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