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Marketing and Promotion
Marketing is a very effective form of communication for most any type of business. Without marketing, consumers might never think about stopping in to experience what you have to offer if they don’t recognize the Bubbakoo’s Burritos name.

Ask any business owner what would happen if they were to cut all marketing dollars from their budget and then try to run a business without marketing. Marketing communicates to potential guests that you are open for business and that you have something to offer(the power of suggestion is mighty!

This section of the manual contains guidelines for developing and implementing a marketing program that will help you effectively promote Bubbakoo’s Burritos in your area, especially in the initial stages of operation. This, coupled with our years of experience, will help to achieve maximum name recognition and acceptance in your area while at the same time strengthening the entire Bubbakoo’s Burritos network.
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Marketing Plan
The goal of marketing is to drive transactions and enhance the Bubbakoo’s Burritos brand position within the local trading area by:

	
	· Developing the local market

· Creating community ties

· Recognizing and reporting market conditions and competitive challenges

· Acting as a front-line defense against the competition
· Advertising in local trading area


Marketing is a constant, ongoing effort to create new guests, to keep them very satisfied, and to have them recommend Bubbakoo’s Burritos to others.  

Marketing is a system. Every system must have a plan and the plan must then be executed.  

Your marketing plan will include:  

	
	· Your goals in terms of number of guests to create and have relationships with

	
	· How to reach these goals – who will do it, what they need and how much it will cost

	
	· How and what to check to make sure that you are on the way to reach your goals

	
	· What to do if things go wrong


Marketing takes place at several levels including corporate level, regional, and local marketing. Marketing is the sum of the elements that bring together the consumer and the product. A marketing plan includes advertising, sales promotion, budget, public relations, and employee training among other things. You must be committed to executing marketing and advertising at the local level.
Components of the Marketing Plan:

	
	1. Analysis of your target area – Marketing Plan Worksheet (see Figure F.1)  

	
	a. Guest base (by segment and geographical zones)

	
	b. Competition

	
	2. Goals – Marketing Plan Worksheet

	
	a. Number of new guests

	
	b. Average sale

	
	3. Actions/Execution – Marketing Plan Worksheet

	
	a. Activities/schedule

	
	b. Tools needed to perform activities

	
	c. Who is responsible for performing these activities?

	
	4. Create Budget Plan for – Marketing Plan Budget (see Figure F.2)

	
	a. Activities/schedule

	
	b. Tools needed to perform activities

	
	5. Measure and analyze results – Advertising Expense Analysis Worksheet (see Figure F.3)   

	
	a. Benchmarks – or goals

	
	b. Tools used to measure results

	
	c. Comparison of actual results to goals set

	
	6. Adjust activities, actions, people, and tools based on the analysis of the results – Marketing Plan Worksheet


[image: image4.emf]Figure F.1 – Marketing Plan Worksheet
Figure F.2 – Marketing Plan Budget
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Figure F.3 – Advertising Expense Analysis Worksheet
Developing your Marketing Plan ◄

The steps to develop a marketing plan: 

	
	· Determine what your financial goals will be for the next weeks, months, and years.

· Analyze the guest base and competition in your territory.

· Define your objectives (what are you trying to accomplish – how many guests you have to create every month, etc.).

· After the objectives are set, then you must determine what activities will be needed in order to accomplish the objectives. 

· The results of the activities you undertake must be constantly measured so that you can determine how you are performing in relation to your sales goals.

· Adjustments must be made to ensure that your marketing activities are continually working toward meeting and exceeding your sales goals.


Promoting Bubbakoo’s Burritos in Your Area

For your Bubbakoo’s Burritos franchise to be successful, you must have an adequate number of guests. To generate first-time and subsequent guests, your target market will need to become aware of your business and develop confidence in the excellent food and service you offer. 

Although it may take many forms, the only proven method of letting people know about your new franchise is through a combined application of advertising, marketing, and public relations activities. In all cases, each of these methods concerns itself with one overall objective—communicating the availability of Bubbakoo’s Burritos to the business community. 
Use of Social Media ◄

NOTE:  You are prohibited from establishing any social media page referencing the brand without receiving our prior permission.  

Social media has become an integral part of modern society. Your guests have been using social media for a long time, so it makes perfect sense for you to use social media as a means to get potential guests discussing your products/services, posting comments and reviews, and thereby continually promoting the Bubbakoo’s Burritos brand. We will maintain a Facebook Page and Twitter account that will represent all Bubbakoo’s restaurants. Franchisees are not allowed to establish their own social media sites for their Bubbakoo’s business. 
Note: Ownership of the site shall remain with us upon your termination or expiration as a Bubbakoo’s Burritos franchisee.  

Social Media Guidelines
1. Be transparent and state that you own a Bubbakoo’s Burritos restaurant. Your honesty will be noted in the Social Media environment. If you are writing about Bubbakoo’s Burritos or a competitor, use your real name, identify that you own a Bubbakoo’s Burritos franchise, and be clear about your role. If you have a vested interest in what you are discussing, be the first to say so. 

2. Never represent yourself or Bubbakoo’s Burritos in a false or misleading way. All statements must be true and not misleading; all claims must be substantiated. 

3. Post meaningful, respectful comments – in other words, no spam and no remarks that are off-topic or offensive. 

4. Use common sense and common courtesy. For example, you must ask permission to publish or report on conversations that are meant to be private or internal to Bubbakoo’s Burritos. Make sure your efforts to be transparent don’t violate our privacy and confidentiality policies. 

5. When disagreeing with others’ opinions, keep it appropriate and polite. If you find yourself in a situation online that looks as if it’s becoming antagonistic, do not get overly defensive and do not disengage from the conversation abruptly; disengage from the dialogue in a polite manner that reflects well on Bubbakoo’s Burritos.
6. If you want to write about the competition, make sure you behave diplomatically, have the facts straight, and have the appropriate permissions. 

7. Never comment on anything related to personnel matters, legal matters, litigation, or any parties Bubbakoo’s Burritos may be in litigation with. 

8. Never participate in Social Media when the topic being discussed may be considered a crisis situation. Even anonymous comments may be traced back to your or our IP address.

9. Be smart about protecting yourself, your privacy, and Bubbakoo’s Burritos confidential information. What you publish is widely accessible and will be around for a long time, so consider the content carefully. Google has a long memory.
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TWITTER is a micro-blogging platform that lets you update your status and lets the whole world know what you are up to in real time. The problem is that many companies that try to market using Twitter don’t understand how this community works, and consequently, their Twitter marketing efforts don’t pay off. For this reason, it is important to understand that Twitter is a social tool, not a classifieds site. Listed below are some tips that will help you to get followers:

	Twitter Tips
	· Don’t spam others about your specials.

· Follow other users.


	
	· Be active in the community (tweet and post comments about others’ tweets often).

· Only post useful and relevant information.

· Don’t tweet every 5 minutes; it becomes annoying.

· Engage in conversations. Retweet (reply to others’ tweets) often.

· Tweet humorous or poignant information.

· Twitter offers/specials/discounts or the launch of a new item once you have first earned trust by giving of yourself, contributing to the community or conversation or both.


Try to have a balance between people you follow and people that follow you. If a lot of people follow you and you don’t follow them, they will stop following you. If you are following plenty of people but just a few are following you, you’ll be seen as a spammer trying to grow your follower base as quickly as possible.
Note: Once you have established a Twitter account, notify us.
FACEBOOK is a tremendously popular social networking site. It has a substantial following that can provide you with opportunities to connect with guests, both current and future, through fan pages, news feeds, groups, and throughout the site. Here are some tips for using the network to promote your business:

	Facebook Tips
	· Provide guests with engaging content that keeps them coming back.

	
	· Make friends and start conversations. Every Facebook page has a News Feed section where actions of each user are chronicled. Whenever someone interacts with your page, that action is listed in their News Feed and on their friends’ feeds. More actions on your part equal more chances to expand your fan base.

	
	· Start Facebook groups on the topic of your business. Create groups to allow Facebook friends and guests to discuss topics regarding your business, brand, and website. Group moderators can send messages and updates to group members, spreading information quickly across your network.

	
	· Promote your Facebook business page. Let everyone in your network know that your Facebook page exists.


Remember that Facebook is not an email platform. Do not use Facebook messages, invites, or notifications to spam people in your network. You can be de-friended just as easily as you were added. Treat people in your Facebook network the same as you would treat any of your other guests.
Note: Once you have established a Facebook page, notify us.
Getting to Know Your Neighborhood ◄

Get to know your neighborhood and establish personal friendships with your guests. Be alert to upcoming activities and events. Explore different ways to get involved. It is easy and lots of fun! Work on the following ideas to develop this neighborhood mentality.

	
	· Act like a newcomer. Even though you may have been in your town or location for years, it is a great way to meet new guests and friends. Learn all that you can about your neighbors and their neighborhoods. 

· Using a city map, draw a 2 to 3 mile circle around your location. Take the time to drive up one street and down another. Make notes or record any interesting sites or points of interest. This is a great way for you to get to know the neighborhood and better understand your neighbors. 

· Pay special attention to what other restaurants in your area are offering, especially ones that are offering similar items. Look for when they are busy, promotions, if they offer delivery, and anything that might separate them from you. 

· Learn all you can about area businesses. Make notes as you run across ideas and people. Some of the greatest opportunities happen by chance when you least expect them.


Use of Media ◄
Different types of advertising will reach different target markets and affect selected target groups to differing degrees. This is what makes selecting the most effective media for your area challenging.

Media represents the vehicles by which you convey your advertising and promotional messages to consumers. When you go about selecting your media mix, you need to look at the demographics, or the characteristics of different segments of the population, which consist of age groups, income levels, occupation categories, household structure, etc. In the case of media placement, you need to ask two questions: 1) What people are more likely to buy the product being featured in the advertising campaign? and 2) What group of people are going to be exposed to the medium being considered for the campaign? To make the most of your advertising dollars, the same group should be targeted by both media.
The various media you might consider are:
	Media types:
	Direct mail 

	
	Radio

	
	Print (newspaper, magazine)

	
	Internet (corporate website )

	
	Billboards 

	
	Vehicle wrap (approved design only)

	
	Table tents

	
	· Sampling

	
	· Loyalty and VIP cards
· In-store promotions


Occasionally, you may wish to consider a different, nontraditional means to reach out to a new target audience. Get to know local media representatives in your area and work with them to build a promotional plan that suits your market and your budget. We have found the use of different media to be particularly effective when you first start your business. You need to get the word out!

Consider the following information on each medium when looking to develop your advertising program. Keep in mind that there is no way you can do it all, so stick to media that relate to the Bubbakoo’s Burritos concept or the types of people you are looking to turn into guests. Your store support representative is also a valuable source of information.

Direct Mail ◄
Direct mail is an effective way to get a message to a target group of people. For example, you could send menus, postcards, and/or coupons to a target list based on specific demographics, or to certain neighborhoods in close proximity to your restaurant.

If you are thinking about using direct mail, there are some questions you should ask yourself.
	Direct mail considerations:
	Can we design a direct mail piece that people will notice?

	
	What benefits and features should be emphasized?

	
	What action do we want the readers to take?

	
	What does our competition offer?

	
	How much can we afford to spend on printing and mailing costs?


If you come to the conclusion that direct mail is something you want to try, then you will need to develop a direct mail piece. Decide what message you are trying to convey and design the message to fit the target audience. Your store support representative will be a good source for ideas, as we have developed many direct mail pieces over the years. 
Your goal: Keep the message simple, but at the same time make it interesting enough to first get(and then keep(the reader’s attention. 
Sample Direct Mail Piece
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Local Radio ◄
Should you wish to advertise on the radio, you should consider the following when buying radio spots:
	
	· Radio is a unique advertising medium in that it provides no visual clues. Radio allows the listener to paint his or her own picture of a product or service. It also enables advertisers to get their message across in a very cost-efficient manner. Due to the highly segmented audiences of radio stations, it is possible for advertisers to target their message to specific demographic groups.

	
	· Radio is also unique in that it is not a seasonal medium. While other media forms show drops in readers and viewers during summer months, the radio audience remains constant. People listen to radios in the car, at the beach, at parties, at work, and in many other places. 
· Radio is also very flexible. Copy changes are normally much easier to make than many other media forms. An advertiser can also air different messages at different times of the day.

	
	· Radio spots can be placed very quickly—in some cases, the same day.

	
	· Another advantage of radio is that if you are tuned in, you have to listen. You may not be actively listening, but you do hear it. Unlike TV, if you look away, you miss the visual.

	
	· Most radio stations will supply you with extensive media kits that delineate carefully the station’s listeners. If the demographics of the audience (age, gender, geographical location, income and educational background) fit into your target market, it is worthwhile to consider advertising on the station.

	
	· Repetition of an ad is an important factor in radio advertising, so if your budget does not allow for repeated spots, it is better not to pursue this choice of media. Many believe that frequent repetition during a limited time period makes the strongest impression and is most likely to be recalled by listeners. So it is better to buy six spot announcements in one week than it is to buy six spot announcements over a period of a month and a half.


A note of caution…Every good radio representative possesses a document that presents his or her station as “number one” in some segment or category. Don’t be fooled or overwhelmed by this data. Instead, study the information carefully to determine the validity of the statement as well as how it applies to your marketing goals.

Buying Radio Time

Radio stations sell a perishable commodity and generally feel that any income is better than dollars lost forever. A radio station that lets 30 or 60 seconds worth of commercial time pass by without airing a paid commercial can never go back and resell that time. Because of this, many radio stations are willing to barter air time for products and services. For example, radio stations have a constant need for station-generated promotions. In every radio market, you are sure to find several stations giving away something. It could be anything from a new car to an all-expense-paid weekend at Disney Land.

This is an area you can discuss with the advertising representatives of the stations that match your target audience. They will help you put together something the station can use in one of its many self-promos. Rate cards are often set up to encourage advertisers to buy package deals. While a deal like this will substantially reduce the cost of an average spot, you must be cautious when looking at these ROS (run-of-station) packages because they can often lead to airing spots when few people are listening to provide deep discounts for the prime time slots. Radio rate cards may vary in small degrees in format and layout, but they are all read in the same manner. 

Some of the special terms and symbols you will undoubtedly come in contact with follow:

X
=
Repetitions (I0X = 10 times).

Fixed Position
=
You pick the exact time slot.

Bulk
=
The station picks the exact time, you choose the amount.

Total Audience
=
Shotgun times around the clock.

The rate card will always show its number and effective date. Make sure you have the current rate card from your representative. The key is to make sure your message is getting out to the segment of the market you have targeted for that particular campaign.

Your goal in radio advertising is to make sure the message of the radio spot explains the Bubbakoo’s Burritos concept and creates interest. Also give listeners an easy way to contact you, your phone number…something they will easily remember.

Print ◄
While print advertising can provide good exposure, you must consider whether it is the right exposure for your business. A disadvantage of magazine advertising is the potential overexposure to people who may not be interested in or who are unable to take advantage of what you have to offer.

Newspaper advertising may provide useful exposure to the Bubbakoo’s Burritos concept, especially for messages that include specifically dated information (a special promotion or coupon). If considering newspaper advertising, advertising in a free or inexpensive publication whose subscribers will likely be the same people you are targeting for your business is your best bet (especially during your first 6 months of operation to introduce Bubbakoo’s Burritos to your potential guest base). You will find that such targeted media is useful in getting the word out to potential guests. 

Before purchasing newspaper space, there are some questions you should ask yourself:

	Newspaper considerations:
	Who reads the paper?

	
	Is there a particular section of the paper that is more likely to be read by readers who could become new guests?

	
	How much will the ad cost? Can I get discount rates for repeat insertions?


Before signing an advertising contract, look for a 30- or 60-day “out clause.” This will give you the flexibility to cut your losses if a medium proves to be ineffective. When negotiating for newspaper or magazine space, avoid telling the sales representative what your budget is ahead of time; they tend to put packages together that spend all of your available dollars. If the sales representative will not negotiate the rate down for you, see if there are free “bonus ads” available.
Internet ◄

One of the advantages of being part of a franchise network is the opportunity to feed off of our experience and established connections. We will maintain a websitewww.bubbakoos.comas an informational source for prospective guests –  .

Billboards ◄
You can really say it BIG with billboard advertising. If you are located in a high-traffic area and wish to call more attention to your restaurant, or draw upon consumers who are just passing through, you might consider billboard advertising. This form of advertising is most effective for building awareness or providing directions to your restaurant, but it is not very effective as a tie-in to a short-term promotional campaign because of its higher cost when compared to other forms of advertising.

When considering traditional billboard advertising, make sure people can see at a glance the information you are displaying, such as the Bubbakoo’s Burritos logo, directions from the sign to your restaurant, etc. If you are located in an urban area, look into placing advertising on taxis, trolleys, trains, or busses. The message needs to be simple. Travelers don’t get a long look at the message because they are moving. Choose a location and medium to maximize the time of approach and the length of time consumers will have to view the message as they drive by.
If you are located in an urban area with an established public transportation system, look into placing advertising on taxis, trolleys, trains, or busses. Not only will you obtain the benefit of a large ad, but you will also benefit from the fact that these ads move around, bringing your message to consumers. 

Vehicle Wrap ◄

If you decide to wrap your vehicle with Bubbakoo’s Burritos advertising, you are basically creating a moving billboard. Not only will you obtain the benefit of a large ad, but you will also benefit from the fact that these ads move around, bringing your message to consumers. All advertising must be approved by corporate.
Table Tents ◄
Table tents can be a great tool for you to showcase your menu items, and because they sit on the table right in front of the guest, they can’t help but be noticed. By using table tents to your full advantage, you can showcase menu items or specials that guests might bypass if they weren’t right there right in front of them to be seen. 
Sampling ◄

One of the most effective ways to generate interest in your restaurant is through sampling and tastings. This is particularly important with a new restaurant, since the product and brand will be new to many of the surrounding businesses and consumers passing by.  

Since sampling requires a number of guest service skills and operational savvy, it is important that the people you have sampling your product are friendly and excited about the products offered at Bubbakoo’s Burritos. The sampler will also need to be knowledgeable about the different menu items offered so that he/she can describe them if asked. Sampling product also provides you with a great opportunity to hand out your menus and fax ordering sheets that will hopefully get a prospective guest to give your restaurant a try. If done right, sampling can be one of the strongest sales drivers for your business.
Loyalty Program ◄

At Bubbakoo’s Burritos, we have had great success generating repeat business with our Bubbakoo’s Burritos Loyalty Card (see sample). The Loyalty Program should be offered and explained to each guest at checkout.   
Sample Loyalty Card
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In Store Promotions/Specials ◄
You can really build enthusiasm for your restaurant and promote repeat business by conducting a variety of specials at your restaurant. The key is to design promotions that create excitement and actively promote them to your guests. These promotions should be posted within your restaurant and should be actively promoted by you and your staff.
Sample In-Store Promotion Window / POP Signage
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Guidelines for Using Bubbakoo’s Burritos Marks ◄

Bubbakoo’s Burritos trade names and trademarks (“Marks”) distinguish Bubbakoo’s Burritos restaurants and menu offerings from those of other restaurants. The Marks are, therefore, very valuable because they help the public recognize each Bubbakoo’s Burritos restaurant as a place to go for great food, great service, and a fun atmosphere.

To preserve and enhance the value of Bubbakoo’s Burritos Marks, all franchisees must adhere to the following guidelines:
	Guidelines for use:
	Identify yourself as an independent business owner in the manner prescribed by us, and use the Marks as the sole identifying mark of the franchised business.

	
	Operate and advertise only under the name “Bubbakoo’s Burritos,” without prefix or suffix, and do not use the Marks as part of your corporate or other legal business name.

	
	Prominently display the Marks in connection with signs, posters, displays, advertising, and other printed materials in the manner prescribed by us.

	
	Promptly discontinue any use of the Marks that we determine to be improper.

	
	Notify us immediately in writing if you see any other business using the Bubbakoo’s Burritos Marks or similar words or symbols.

	
	Comply with all other legal requirements regarding the Marks as spelled out in the franchise agreement.


The corporate center can provide camera-ready slicks or electronic files of the Bubbakoo’s Burritos logo for use in preparing advertising materials or business forms.

Using Referrals to Build Business ◄

Word-of-mouth advertising will be your best, most cost-efficient method of promoting your Bubbakoo’s Burritos business. We like to say that we live and die by word of mouth advertising. Satisfied guests who have had a great experience in your restaurant and have received great food and friendly, courteous service are the best advertisers for your restaurant. Your initial efforts will go a long way toward building a strong guest base for the future. Be proactive in your efforts to seek referrals when you first open for business. Here’s how:  
	
	Enclose menus in all carryout orders.
Drop off some food samples at the local radio station – make sure there are plenty of menus to go around.


	
	· Drop off menus and chips and salsa at larger business offices, such as doctors’ offices, pharmaceutical reps, etc.
· Drop off menus at local hotels.  


Always be on the lookout for opportunities to obtain referrals, whether they be from guests, business acquaintances, vendors, or other people you come into contact with throughout the course of a day. 
Sample Take Out Menu
[image: image11.emf]
Required Advertising Expenditures

As a Bubbakoo’s Burritos franchisee, you are required to participate in advertising at both the national and local levels. We have developed an advertising program that is designed to achieve the maximum name recognition and consumer acceptance for the entire Bubbakoo’s Burritos network. 
Brand Fund ◄

As a Bubbakoo’s Burritos franchisee, you are required to contribute an amount equal to 
1 percent of your gross sales each week to the brand development fund, which would be paid in the same manner as your royalty payment. All contributions would be pooled for the development of both advertising strategies and professionally produced advertising materials for print or broadcast media. These materials would include those to be used by us on behalf of the franchisees or those that would be appropriate for use by the franchisees in their local markets.
Local Advertising Requirement ◄

Refer to “Obtaining Advertising Approval” later in this section.

Requirements for minimum levels of local advertising effort by each franchisee will ensure that each member of the network promotes the concept in his or her own area. You will be required to spend a minimum of 1 percent of your gross sales monthly. Advertising dollars can be spent on the preparation and production of advertising using any of the media discussed earlier in this section. However, we must first approve all local advertising, promotion, and public relations materials prior to their use (see “Obtaining Advertising Approval”).

At the end of each month, you must submit an Advertising Activity Report (see Figure F.4) to the corporate center, which accurately reflects your local advertising expenditures for the preceding period. 

Figure F.4 – Advertising Activity Report 
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Cooperative Advertising ◄
We may at some point designate a geographic area as a region for purposes of establishing an advertising cooperative. The purpose of a cooperative will be to administer advertising programs and develop promotional materials for advertising within the designated region.

At such time as we establish a regional cooperative in which your franchise is located, you will need to contribute monies and participate in the cooperative. Any financial contributions to the cooperative will be credited against your local marketing requirement.  
Grand Opening Advertising ◄
Remember that our prior approval is required for any advertising.

To generate sufficient consumer awareness and interest in your Bubbakoo’s Burritos franchise, you must carry out a grand opening promotion in accordance with our standards (see “Conducting a Grand Opening” in section B). Within 30 days before your restaurant opens and 60 days after your restaurant’s opening, you must spend $5,000 for advertising on local advertising, marketing, and promotion of the grand opening of your business in accordance with our standards. You are required to submit to us for prior written approval a marketing plan and samples of all advertising and promotional material not prepared or previously approved by us.   

Use the Grand Opening Expenditure Report (see Figure F.5) to keep track of grand opening expenditures. At our request, you must submit the Grand Opening Expenditure Report to us for review.

Figure F.5 – Grand Opening Expenditure Report

Public Relations/Community Involvement 

Publicity(or free advertising(is the most economical way to promote your business. Consequently, you should have an open door policy where the media is concerned – be accessible, and give them access to a story should there be one.  
The opening of a new restaurant is usually considered news in local areas, so be sure to send a press release to notify the media of your opening. Try to create excitement while still clearly stating the facts. Make sure the information you include is accurate and well written because a press release is often included “as is.” 

Note:  All press releases must be approved by the corporate center prior to their use.
Local newspapers usually welcome information about new community developments as “fillers” for local newspaper business/finance sections, so don’t hesitate to promote your business through press releases whenever it seems appropriate. Here are some tips for communicating with the media:
	Public relations tips:
	Press releases should be written in an informative, non-commercial way. They should read like a news story, with the most important information first. (Oftentimes, the first paragraph is all an editor will read.)

	
	Always type press materials, and include a contact person and phone number for further information.

	
	Always try to send your information to a specific person with the press (not just to the “editor”). If you don’t know who to send something to, just call and ask who the most appropriate person would be. Familiarize yourself with specific writers and reporters in your local media.

	
	Send a brief cover letter of introduction with your press materials. Describe your story suggestion, and be sure to thank the editor for his/ her consideration.


	
	Always have photographs on hand, including shots of your restaurant, head shots of you, and candid shots of you at your restaurant. Photos should be black and white or color slides (color photographs are not used for reproduction). Review local newspapers to see what type of photos are run. Be creative in your work; you might also look at photos in magazines to get ideas.

	
	Caption photos with all necessary information. Identify any people in photos (usually left to right), and be sure to include a contact name and phone number. Sometimes photos and press releases get separated, so this will avoid the chance of any mix-ups.

	
	Always follow up with a telephone call to the people you have sent information to. Remind them of your press material, and reiterate why you think yours is a newsworthy story. (Remember that sometimes editors are on deadline, so you might want to ask at the beginning of the conversation whether it is a good time for them to talk.)

	
	If you don’t have success the first time, don’t despair. Find out why there was no interest in your story suggestion and see what you can do to increase your chances. If nothing else, you have at least introduced your concept to a newsmaker.


Also, don’t rule out the possibility of a little PR from local radio stations. Announcements informing listeners of local special events, community happenings, or special promotions are often part of a local radio broadcast. You might even consider taking samples to local radio stations—a personal testimony from a local disc jockey that accompanies an announcement about Bubbakoo’s Burritos will only further encourage listeners to see what Bubbakoo’s Burritos is all about.
Community Involvement ◄
Maintaining a positive image in your area is an effective means of promoting business. We have found that being active in the community is not only interesting, but it is also a great way to grow your business by making people aware of Bubbakoo’s Burritos and the great food and service you have to offer.

To get involved, you can participate in a variety of clubs, such as Rotary, Welcoming Committee, etc. In addition, sponsoring local groups or events is a great way to get the Bubbakoo’s Burritos name out in your community while at the same time giving back to the community. Here are some ideas: 

	Ways to be involved:
	Sponsor a local sports team (e.g., Little League, soccer, basketball, etc.), marathon races, bikeathons, or walkathons. 

	
	Sponsor a golf outing benefit.

	
	Become involved in local festivals. 

	
	Get on your community board.

	
	· Consider donating your first day of sales to a local charity (make it a media event – hand over a large check to the charity.)


	
	Consider designating a Community Day where guests can come in and a percentage of the sale (such as 15% or 20%) will be given back to a specific school or cause.
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	Participate in parades.

	
	Use gift certificates as giveaways for local events.

	
	Be an active participant in fundraisers to help causes in your local area.

	
	Donate food and services to local schools and worthwhile organizations to help support special functions.

	
	Consider donating a percentage of your profits to a local charity or national charity.


Communities offer many opportunities to promote a business through public relations. Actively look for such opportunities and take advantage of as many as possible. Strive to make Bubbakoo’s Burritos a name that is recognized(in a positive way. 
As a businessperson, membership and participation in the local chamber of commerce can also be beneficial. Not only does this promote good relations with neighboring businesses, but service organizations will also provide you with exposure to other business professionals and help you become known throughout the area. Involvement with such a group will not only help you promote your business, but it will also enable you to learn valuable business lessons.

Obtaining Advertising Approval
As you develop your local advertising program, you may choose to prepare your own advertising materials. Prior to using such materials, however, you must submit your plans and materials to us 10 days prior to publication for approval. Use the Request for Advertising Approval (see Figure F.6) to submit materials to the corporate center. 
Figure F.6 – Request for Advertising Approval 

You must submit your submitted plans to us for approval prior to delivering them to a third party for use in any advertisement. We will review your submitted plans and materials within 10 days of receiving them. If you do not receive written approval from us within this timeframe, you may consider the materials disapproved.  

You may not use any materials or plans until they have been approved by us. You must also promptly discontinue use of any advertising or promotional plans or materials, whether or not previously approved, upon notice from us.
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