


6 Non-NORA (Think Twice) 

 

Our experience with 
hundreds  of  leading 

propane and oil  
companies in 34 states 

across the country over 
the last 25 years. 
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What Informs My Advice 

Our work with  
19 fuel  associations, 

which gives us unique 
insights and  huge 

amounts of data daily. 
 



3 Core Elements to Any Smart Plan 

Goals Budget Tactics 



GOALS 

GOALS are 
Qualitative, Quantitative and Time Sensitive 

Plan Approach #1 

Identify goals and work backwards 

Plan Approach #2 

Look where you are and build up 



GOALS 

Having Goals requires tracking 

New customers by 
projected  gallons/ 
type/source*  

Lost customers by  
gallons/type/source* 

MIMO’s 

Quality of customers- 
auto, budget, autopay, 
ebill, company owned 
tank, etc.  

Equipment  and service 
plan sales 

Other? 



Building Your Budget 

Set Your 
Total $ 

Amount  

Identify 
Tactics and  

Time 
Frames  

Estimate 
Their Cost 



Ratios for Advertising Spend 

Less than 
4,000 

4,000-12,000 12,000+ 

Marketing $ per  
active customer 

$30 $25 $28 

Marketing $ as a  
% of gross profit 

4.8% 3.9% 4.8% 

Benchmarking with 60 Fuel companies  



Tactics – Marketing Mix 

Internet and Social 37% 24% 22%

Marketing Personnel 18% 23% 24%

Direct Mail to Prospects 9% 11% 5%

Radio 7% 10% 9%

Customer Communications 6% 9% 6%

Yellow Pages 5% 6% 1%

Print Advertising 4% 6% 4%

Donations/Sponsorships 4% 3% 5%

Guerilla Marketing 3% 3% 5%

Other 3% 2% 4%

Logos, Signage, Vehicle Wraps 3% 2% 5%

Television 1% 2% 10%

Trade Shows 1% 1% 1%

Less than 4,000 

Customers

4,00-12,000     

Customers

12,000+           

Customers

Benchmark of 60 Companies 



GETTING THE TACTICS RIGHT 



Brandilicious 

Make Yourselves Look 
Yummy to Your Target 
Customers, and Find Lots 
of Ways to Reinforce It.  



Brand Strategy 

The purpose of branding is to differentiate your company  in the 
marketplace and to get consumers to identify it as different, better, 
special, so they feel they have  good reasons to buy from you at the 
prices you want to charge  

Start by asking: What do we want people to think about us? Then 
figure out all the ways to get that across.   



What Matters Most 
to Most Propane and Oil Customers? 

Family owned Local** Cheapest 

Dependability Safety Reasonable prices 

Nice Easy/Convenient Efficiency 

What is overated? 



The Continuing Need  
to Focus on Realtors 
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The Continuing Need  
to Focus on Realtors 

















Questions? 



Join us for our next session: 

Marketing Tactics That Work 
June 13th at 11am 


