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Value Proposition and Goal

Value Proposition

To offer one stop business services for small and 

start -up entrepreneurial businesses which impart 

the customer with the tools, information, 

processes and support needed to fast track their  

venture to the next level of growth.

Goal

To provide the process and infrastructure needed 

including any training of staff to be able to retain 

and maintain what is needed to move forward on 

their own.
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Value and Savings

ÁGoal is to help you develop strategy and processes 

for your business in areas needed so that you/staff 

can implement yourselves without hiring expensive 

full time resources.

ĆGet in and get out short term contracts unless further aid is 

required

ÁExpertise in several areas, so no need to hire a 

specialized consultant for many business issues

ĆAid in finding resources for any outside areas and will 

manage the process in order to ensure consistency of 

services provided

ÁPartnerships with other firms 
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Value and Savings

ÁFlexibility on pricing models in meeting your business 

needs and budget

ĆHourly Short Term 

ĆProject Basis 

ĆRecurring Short Term or Long Term Basis
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Understanding the Small 

Business / Start-up Environment

Á Are fast paced environments where change must happen quickly

Á Are limited in structure, so require employees to be self -starters

Á Executives are hands -on key contributors versus just managing

Á Have good products/ideas with key and loyal partnerships / 
customers

Á Most sales have been direct and usually had executive/owner 
involvement

Á Know they need marketing but product development and initial sales 
have been primary focus

Á Have limited funds for marketing and sales programs, but need results
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Opportunity and Areas of 

Focus for Growth

Á Having a tight business plan that can be articulated in order to gain 

further funding or acquisition/merger or growth internally utilizing 

balanced scorecard.

Á Having a product plan and developed processes for rollout out of 

new products and new features to the market 

Á Looking at additional channels to market to help broaden your reach 

and choosing the ones that are right for your business

Á Creating the right channel programs for early as possible for partners 

to keep them engaged 

Á Having a marketing plan that works for your business and market that 

fits your budgetary requirements
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RK Fischer Offerings 
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Offerings

Text

RK Fischer Offerings

Product 
Marketing

Product 
Management

Partner/Channel 
Development

Channel and 
Program 

Marketing

Business Plan
Development

Direct Marketing
and Lead 

Generation
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Business Plan Development

Á Aid in developing external business plan to aid in new or 

additional funding

Á Review / Vetting of existing business plan 

Á Aid in developing internal business plan to aid in growing 

business and development of balanced scorecard


