Sales & Marketing 2012 – Automotive Oxygen Sensors
The following is further to the meeting held on Friday 6th January 2012. 

Attendees: DL, SN , SH , CH.  I have briefly updated RS today.

As discussed I am handing over the day-to-day sales & marketing of the automotive oxygen sensors; so you can treat this as an ongoing pro-active sales & marketing project for 2012 - 2013.

1) Revised leaflet – final version to be proofed and signed off by CH & SH.

2) Revised price lists in L drive. Suggest retain prices for 2012, with a view to scheduled increase in January 2013.

3) Web site has been revised/updated between SN/CH. CH to carry out final amendments. Carry out further updates as required. Please let me know if 

existing data sheets suffice.

4) For L drive need good copies of the current certificates, check with Derek:

a) CE, just the first page.

b) ISO 9001-2008

c) ISO 13485-2003

5) Let me know if any other sensor variants (standard or OEM) are required.

6) Further to email to Kunal on the 3rd can you please follow up and let me have a copy of the certificate for L drive:
The following is regarding the new automotive senor R17A-LV.

1) What is the delivery time for the back order?

2) Do you know what colour the label will be?

3) Can we have an updated CE conformity certificate please to cover:

	R17A-LV

	R-17A

	R-21A

	R-22A

	R-17AV

	R-21AV

	R-22AV

	R-17AH

	R-22AH


4) Can we have a technical data sheet to cover the R17A-LV?

7) L drive cross reference. If still a need for this document, then it needs updating.

8) Intrastats cross reference – please check and verify the data.

9) Need pictures of all the sensors for intratstats i.e. Isometric and end views - same as we did with the rebreather sensors. Put pictures in my T drive and I will load them into intratstats and L drive.

10) In addition to the oxygen sensors - include the AN300 Nitrogen Analyser in the sales and marketing plan.

11) As discussed carry out full marketing review; formulate marketing plan for 2012 & 2013 and implement it.

12) For UK sales & marketing - proof read and sign off materials between yourself and SH.

13) For Export sales & marketing - proof read and sign off materials between yourself and RS.

14) Please clear any large expenditure with myself first, i.e. journal advertising, exhibitions, overseas trips…

15) Project meetings for 2012:

29th March – brief update with SN

15th June – brief update with SN

28th September – brief update with SN

28th December – final end of year report. 

       To cover: 

a) Overall increased sales – values, totals, new customers, key accounts.

       
b) Any lost customers/sales and reasons behind these.

c) Increased gross profit and comparative report between 2011 & 2012s figures in regard to nett profit. Assume 2011 costs as the base line so just need to account for increased COGS (cost of gaining sales), such as increased sales labour and marketing costs. You can include the standard sensors as well as the OEM variants: 0110349, 0110350, 0110360

d) Review of returns.

e) Review of customer complaints.

f) Review of sensor range.

g) Review of UK competitors.

h) Review of Export competitors.

j) Review of known sensor manufacturers.

k) Review of market size and potential.

16) There may be some of Sarah’s work that you can utilze. Please let me now if you require it.

17) Please work with SH, KT & RS in regard to the customer account management. 

Let me know if any other office resources are required.

18) If any problems – report to me directly.

Steve

9th January 2012

