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Implementation Funding – Final Report

Advanced Marketing Boot Camp 2009

San Francisco, CA 

Please check one: □ Interim Report   □ Final Report
Report Due Date_____________________ Grant Number_______________________

Grantee_______________________________________________________________

Fiscal Sponsor__________________________________________________________

Grant Amount_________________________

Address_______________________________________________________________

City________________________________ State___________ Zip________________

Contact Person__________________________________ 
Title________________________________________

Phone_____________________________   Email_____________________________

This report covers the period from (date)_____________ to (date)_________________

Marketing projects selected from Boot Camp 2009 for implementation funding have the broadest application to the arts community as examples of best practices in broadening, deepening, and diversifying audiences, and the use of new technology with those new audiences. 

Please note that grantee organizations should be willing to provide findings up to two years later for use in case studies to be posted at www.artsmarketing.org, as well as for use by The San Francisco Foundation and San Francisco Grants for the Arts.

The timely submission of the final report is important. If you need assistance, please contact Arts and Culture Program Assistant Kevin Seaman at 415.733.8508 or kls@sff.org. 

Your report must include one copy of the following items:
· Narrative, no more than five pages total
· Budget details, amended to actual expenses vs. projected expenses
· Any promotional materials funded by your grant or other support materials (e.g. press clips, other promotional materials, annual report, etc.)
How to submit your reports

Please mail all report materials to: 
NAMP Advanced Marketing Boot Camp

c/o Kevin Seaman

The San Francisco Foundation

225 Bush Street, Suite 500

San Francisco, CA 94104
What to include in your narrative statement 
Your narrative should not be more than five pages. The first several sections should be recapped briefly, leaving the detailed analysis for sections 5, 6, and 7.
1. Where are we? (Situation Analysis)

List the key opportunities for the organization as uncovered in the situation analysis. List any shifts in the Situation Analysis Elements (environmental, competitive, and SWOT analyses) that may have caused you to make refinements or changes in your plan. Provide your well-defined, unique positioning statement, and briefly describe if it underwent any changes due to the audience development program.

2. Where do we want to go? (Marketing Objectives)

List your quantified, prioritized objectives, your results, and whether you met or didn’t meet objectives (to date). Briefly provide evidence that the marketing plans addressed the critical juncture outlined in the Phase I application, or the opportunities uncovered in the situation analysis. Again, list any refinements or changes made to the objectives and why.

3. & 4. How are we going to get there? What are we going to say, to whom, and how? (Marketing and communications strategies)

Define your target and how it was decided upon. Define your new audience development marketing program (what were you testing?). What were your marketing communications strategies, particularly new uses of technology (benefits, media choices etc.)? Again, list any refinements or changes made to the strategies and tactics and why.

5. & 6. What did it cost in time, staff, and money versus what you planned for? If you have funds remaining, how will you use them to continue building new audiences for your organization? Who will do it and when?

Were there any changes to internal systems, philosophies toward marketing, staff additions, etc. that came out of your work on the plan implementation? How will you continue to support the new audience you built with the grant funds? Again, list any refinements or changes made to the timetable or budget, and why the changes were made.

7. How will you know it is working and/or what do you need to adjust?

Provide evidence as to whether the new audience development programs worked, or not. Chart your results (example below), providing figures for each segment targeted. Please show both the before and after figures as well as the original goal. Examples may include but are not limited to:

· increases in attendance

· increases in ticket sales

· increases in inquiries

· increases in memberships or subscriptions

· changes in audience demographics

· increases in revenue

	Measure (by target group)
	Last Year (give date)
	This year (give date)
	% Change

	Ticket sales
	
	
	

	Revenue
	
	
	

	Etc.
	
	
	


Did you set up new tracking systems for this program? What were they and how well did they work? How will you continue tracking these audiences in the next few years? Provide samples of the tracking system(s).

What else did you learn from executing the programs that might prove to be helpful to others in the industry (e.g., new suppliers, shifts in assumptions regarding timing or costs that occurred while implementing programs, additional contacts made, any cooperative projects that developed, etc.?)

When quantitative results do not exist, please provide anecdotal results. For example, if you are now training box office staff in customer service and have some wonderful stories of customers commenting on how much more enjoyable their experience is now, that would be useful, even if you do not yet have evidence of increased sales or subscriber renewal rates, etc. 

8.  Has the workbook been of ongoing help to you and how? If not, why not? What improvements could we make?

9.  In addition to any impact the Boot Camp grant may be having on your organization, please describe other ways in which the NAMP training has had an impact on your organization? What changes have you made to other marketing initiatives and what have been the results?

10.  What direct or indirect support have you received as a result of the NAMP Boot Camp? 
For example, have you been able to obtain major grants or other funding as a result of the training you received and/or your selection as a grant recipient? 
11. Please check the appropriate box below:

□  All grant funds expended

□  Amount of grant funds not expended: $_____________
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