Reardon Smith Whittaker (RSW)

2008/2009 Annual Performance Survey

X N4

27 current clients were surveyed in preparation for the
2009 Account Planning sessions.

Results from the surveys were used to help optimize the
account level plans created by RSW (for each agency client) going into the 2009 calendar year.



Words Best Describing Types of Meetings RSW Typically Sets Up for You

10%

15%

30%

B Mainly Meet & Greet
M High Level Interest
m Potential for Work

B New Agency Search




RSW's New Business Manager Performance
As Rated by Current RSW Clients (n=27)

On-Going Communication with You

Level of Professionalism

m (0)=Needs Improvement/(10)=Exceeds Expectations

Representation of your Agency

Understanding of your Agency's Business




Communication between Key RSW Managers and You

Monthly Update Calls/Reports

Kick-Off Call with New Business Manager

Administrative Set-Up

Prospect List Development and Cleaning

Creation of Prospecting Plan

Creation of Communications Strategy/Brand Story

Kick-Off Meeting

RSW's Program Performance

As Rated by Current RSW Clients (n=27)

m (0)=Needs Improvement/(10)=Exceeds
Expectations




