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Corporate Overview:  :  About Us

www.k12automate.com

K12Automate is the result of more than 13 years experience providing much needed solutions to 
overworked, under-funded school districts.  We’ve listened to over 6,000 schools and heard their 
frustrations.  Our products and services are designed to relieve those frustrations and create 
long-term solutions for educators, administrators and faculty.  More importantly, we strive to 
significantly improve student achievement by applying technological advancement in every American 
classroom, saving money for every district we serve and creating the additional time necessary for 
educators to focus their time and energy on improving student performance.  

K12Automate creates time.  Our automated process management system energizes the efficiency of every 
employee in the district.  We diagnose critical data and  integrate analytic intelligence with our 
automated process management engine.  We provide simplified statistical acumen and record more data 
over a longer period of time. Our service delivers higher levels of productivity by automating redundant 
administrative responsibilities that distract faculty and staff.

We save money for every district we serve.  With the additional resources, our partner schools will start 
to compete at the speed of tomorrow.   Positioning schools ahead of the curve will help educators keep 
pace with the future of expanded technologies.  We continually develop our overall services in an effort 
to improve educational environments across the country.   Ultimately, it’s the goal of K12Automate to 
improve student achievement.

As a result, K12Automate addresses the environmental problems that present to every school.  We create 
more “green” school systems by constructing paperless environments.  Decreasing overall waste lowers 
costs, protects the planet and increases efficiency.

James Spicuzza is the CEO and visionary for K12Automate.  His mission is to develop the technology 
that solves the typical problems for schools everywhere.  He generates more resources for school 
districts by lowering costs for districts all across the United States..
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Corporate Overview: Goals & Objectives

www.k12automate.com

The goals and objectives K12Automate has for the next three years are:

Complete strategic planning including an Investor-Grade Business and Marketing Plan.

Develop a powerful brand and image as the foundation for launching our Sales and Marketing 
efforts.

Implement aggressive advertising and marketing campaigns to grow the initial client base. 

Generate 100 Customers at an average billing of $6,000 per year.

Produce annual revenue of $600,000 by end of year 2011.

Develop a client base of 200 customers by December 2012 with  annual revenue exceeding 
$1.2 Million Dollars.

Acquire 350 customers by December 2013with our gross annual revenue exceeding 
$3 Million Dollars.

Decrease 40% of Data Error typically associated with archaic methods.

Reduce administrative paper usage by 50% over the first 3 years.

Increase productivity of our partner school’s staff by 50%.

Improve School District Intelligence at all levels of education.

Advance the Educational Environment for every district we serve.

Enhance student achievement with the scientific application of school district intelligence

Maintain 100% retention rate for all clients.
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Experience

As a founding member of SchoolCenter.com, Jim Spicuzza has more than 13 years experience selling 
technology based products to school districts across the country. Clearly, he is qualified to “Speak 
Their Language” and has successfully integrated web-based solutions during his tenure at 
SchoolCenter. Further, Mr. Spicuzza has made it a personal mission to better student achievement in 
America.  As a result, Jim will continually develop the technology that provides the programs that 
grow. This uniquely positions him to lead K12Automate to success. 

Affiliations

Through it’s affiliation with SchoolCenter.com, K12Automate has direct access to more than 6,000 
schools representing more than 500,000 users across the United States.   The company will capitalize 
on the contacts and customers by maintaining strong relationships with the current executive team of 
SchoolCenter.  In turn, this should produce rapid initial client acquisition and exponential growth as 
well as Millions of Dollars in gross annual revenue.

Passion, Commitment and Dedication

K12Automate is a company designed to further education for every child that attends a public or 
charter school in hopes of attaining a high school diploma.  Our company is defined by a passionate 
commitment to promote education at the highest levels of organizational management. This 
dedication, combined with the technological expertise to make it work, makes the company, its 
website and related services extremely valuable to everyone that has an interest in promoting 
education. When implemented properly the benefits trickle down to faculty, students and parents. 
Further, we have created a forum that applies technically advanced solutions that automate the daily 
processes that take place in every single school. 

Corporate Overview: What makes us unique



Corporate Overview: Positioning

Positioning for Success

K12Automate was created to do more than make money. K12Automate was created to improve student 
achievement by applying technological advancement to classrooms. We will position ourselves as a 
leader of the educational industry and a pioneer of educational software.  Additionally, we will act as an 
online resource for students, parents and faculty while providing solutions for Superintendents, District 
Administrators and Boards of Directors as a district wide system of management and intelligence.  Of 
course, this is combined with the support, resources and tools to help students learn by creating better 
environments for them and their teachers. alike. 

Unique Positioning Statement

School Districts across the United States are being asked to “Do More With Less”.  They must increase 
student achievement, while student populations rise and funding decreases.  K12Automate is uniquely 
qualified to provide School District Intelligence Solutions that will make it possible to achieve the 
increased demands while adding more money to the ever-falling budgets.  We are the first product on 
the market that automates the daily processes of School Districts and provides valuable information that 
school districts can act upon.  While all other competitors can only provide a Workflow Management 
Process System, K12Automate provides the first system designed specifically for School District 
Management and Intelligence.  Thus, we eliminate redundant paperwork, reduce cost, and allow 
teachers more time to teach. At the same time,  our system provides the data that can be used to help 
create even better teaching environments.  This uniquely positions K12Automate as a pioneer within the 
industry.

9www.k12automate.com
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Marketing Analysis:  Industry Overview

www.k12automate.com

Workflow Management Systems

A Workflow Management System provides procedural automation of a repetitive processes by managing 
the sequence of work activities.   The invocation of appropriate human or IT resources associated with 
the various activities completes the system.  Those companies that manufacture hardware or develop 
software that implements Workflow Management Systems are all part of this industry. 

Within this industry there are more than 300 companies, consulting groups and organizations that 
provide direct products and services. Some advise and others assist in designing specific workflow 
management systems.  As an example, the Workflow Management Coalition suggest that by 2013, the 
Workflow Management Systems Industry will grow by another 200%. As businesses and government 
agencies seek more ways to cut cost and save time, Workflow Management Systems will be highly 
sought as a long term solution. 

Business Intelligence Software

Business Intelligence (BI) is a broad category of applications and technologies for gathering, storing, 
analyzing, and providing access to data to help enterprise users make better business decisions. BI 
applications include the activities of decision support systems, query and reporting, online analytical 
processing (OLAP), statistical analysis, forecasting, and data mining.
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Marketing Analysis: Industry Issues

www.k12automate.com

Common Technology Standards For The Industry

In 1993, the Workflow Management Coalition consisted of 300 software and service firms including 
IBM, Hewlett-Packard, Fuijitsu, ICL and Staffware.  While this Coalition has achieved its purpose in 
establishing standards that enable interoperability between diverse workflow products and improved 
integration of workflow applications, it still seeks acceptance. Nevertheless, there are still a wide 
range of systems being utilized that do not conform to industry standards.  Thus creating islands of 
incompatible solutions and ineffective processes across the board.

Workflow Management Systems Still Seeks Acceptance

Business process management (BPM) has emerged as a dominant technology in current enterprise 
systems and business solutions. However, the technology continues to face challenges in coping with 
dynamic business environments where requirements and goals are constantly changing.

We present a model for educational processes that is conducive to dynamic change and the need for 
flexibility in execution. This framework is based on the notion of process constraints. Process 
constraints may be specified for any aspect of the process, such as task selection, control flow, 
resource allocation, etc.

The industry recognizes the importance of workflow management systems for businesses buried with 
excessive paperwork and inefficient labor hours spent managing it. As of yet there are no major 
players promoting the global benefits of workflow management software for schools and their 
associated districts.  Until then, decision makers may perceive this industry with skepticism.  Hence, 
making the sales process slow and demanding a considerable amount of effort until customers are 
convinced that the benefits outweigh the initial cost.
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Marketing Analysis: Driving Forces

Cost, Time and Environmental Issues

Certainly, cost savings is at the forefront of every business, industry and organization operating in 
today’s economy.  Industries that have high labor cost are aggressively seeking ways to reduce 
expenses.  This is especially true of Government Agencies and organizations that do not operate a 
business for profit.  Diminishing budgets, especially in education, demand that we seek inventive ways 
of saving money.  Therefore, cost savings will be one of the driving forces and should be integrated 
prevalently in all corporate collateral.  City, County and State agencies, including all School Districts, 
must provide a level of service while operating with shrinking budgets that are not sufficient to achieve 
their goals.  The Workflow Management Systems Industry will see its largest growth within these 
organizations.  More than 50% of the industry’s growth will come from the Public Sector.  Thus, 
making cost savings a driving force.

The ability to get more accomplished in less time, has been, and will always be the driving force in any 
competitive economy.  Every significant technological achievement over the past 100 years has been 
either a new invention or new method of doing something that increased productivity while reducing 
the overall time it takes to complete.  K12Automate’s School District Intelligence System is another 
technological achievement that is making it possible to improve productivity while reducing the 
required time to achieve completion.    K12Automate has produced a workflow management system 
specifically for K12 School Districts.  We will be viewed as an industry leader and inventor of School 
District Intelligence Systems throughout the U.S. 

Additionally, we all know that “going green” is a world-wide effort to reduce waste by using less, 
lowering harmful emissions and recycling more. As the media puts more attention on the Earth’s 
thinning natural resources, Schools across the country are adopting policies that keep environmental 
issues in mind.  Since the implementation of our School District Intelligence System  means a 
significant reduction in paper usage, the result translates into preservation of our natural resources.  By 
creating paperless atmospheres on a wide scale, K12Automate joins the global movement to create a 
green environment. www.k12automate.com 14



Marketing Analysis: Marketing Trends

The Workflow Management Systems industry as well as the industry related to Business Intelligence 
Software relies heavily on the following strategies:

Becoming a member of associations and groups that cater to their target audience.  
In the case of K12Automate, it is strongly recommended that investments are made 
in a variety of memberships that cater to educators and administrators.   

Creating websites that allow free trials and demonstrations of their product.  We 
recommend that K12Automate develop a specific promotion to advertise their 
Guided Tour.

Offering downloadable white pages related to their product(s) and demonstrating         
the need for automation.  Our suggestion is that K12Automate invest in case studies 
in an effort to follow this trend.

Strong reliance on professional sales representation.  The industry uses both in-
house sales reps and outside sales agents. 

Exhibiting at various trade shows and industry conferences where decision makers 
are in attendance is strongly suggested.

The industry seems to be migrating towards a more aggressive search engine 
strategy utilizing white hat optimization and marketing techniques. 

Social networking sites such as LinkedIn, Facebook, MySpace and YouTube have 
become standard marketing activities and should be included in the overall 
marketing mix for K12Automate.

www.k12automate.com 15
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Marketing Analysis: Outlook & Forecast

www.k12automate.com

Explosive Growth

As school district administrators feel increasing pressure to find cost savings solutions that will help 
improve student achievement by increasing test scores and lowering drop-out rates; automating their 
workflow is now being seen as an obvious solution.  Just two years ago, school district administrators 
were virtually unaware of Workflow Management Systems.  Now, these same administrators are 
conducting online searches on Google and Yahoo seeking vendors who can show them how to 
automate their workflow at an affordable cost.

K12 School Districts across the U.S. had total expenditures of approximately $562.3 billion in 2008–09.  
$476.8 billion was spent directly on expenditures for public elementary and secondary education. Of 
the remaining expenditures, $62.9 billion was spent on capital outlay, $14.7 billion on interest 
payments on debt, and $7.8 billion on other programs (programs such as community services and adult 
education, which are not a part of public elementary and secondary education).  The amount of 
spending is expected to increase overall by 1 percent over the next two years.

The Workforce Management Industry is actually a sub-sector of the overall Technology sector 
in the United States.  The combined annual revenue of the entire U.S. technology industry is 
about $900 billion.  Workflow Management is estimated to be less than 2% of the entire 
industry.  Therefore, based on the number of companies providing workflow management 
systems and their annual revenue projections, the industry is worth approximately $20 billion.

As the number of government agencies and educational institutions implement the use of 
workflow management systems as a way to reduce cost and increase efficiency, this industry is 
expected to grow by 10% annually for the next 5 years.

Workforce Management Industry
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Market by Segment:  Overview

K12 School Districts and Charter Schools

There are almost 15,000 school districts within the United States.  They provide free education to 
some 100 million students.  California, New York and Texas have the largest number of school 
districts.  While some school districts are shrinking in class size, others are growing at tremendous 
rates.  Compared to other developed countries, our K12 school system ranks as one of the worst. Of 
the G-8 Countries, which include Russia, Japan, Germany, United Kingdom, Canada, France and 
Italy, only Russia ranks lower.  Finally, we have the largest number of students receiving public 
education.  We also spend the most on education per student, however we still rank lower than our 
Eastern Counterparts.

As reported by The Center for Education Reform, there are 5,043 Private Charter Schools in the 
United States as of November 2009.  By far, this is the fastest growing area of our educational 
marketplace.  In 2009 alone, more than 400 new charter schools opened, establishing a 8.6% year 
over year growth rate.  Taken as a whole, charter schools provide educational services to more than 
1.5 million students throughout the country.  While this represents only 1 percent of the total student 
population, it still presents incredible opportunities for K12 Automate.

www.k12automate.com 18
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Market by Segment: Our Niche

1) Vermont

2) Massachusetts

3) Connecticut

4) New Jersey

5) Maine

SchoolCenter Existing Clients

Many of these schools and districts are currently clients of SchoolCenter.  There are more than 500,000 
users utilizing their web-based system throughout the aforementioned geography.  K12Automate will 
maintain a strong relationship with the Executive Team at SchoolCenter.  We will work together in 
order to improve student achievement in all classrooms.  

K12 School Districts

In general, our primary niche market is small, public school districts that have 1 – 6 buildings 
excluding the district office.  After more than a decade of experience deploying educational solutions 
in a web environment, we understand that this particular segment represents the lion’s share of our 
niche market.  

Morgan Quitno Press is a company that publishes statistics on education, healthcare and other 
categories, ranking states as well as cities. Among their major categories are "Smartest State“ and 
“Most Improved State”. For their Smartest State Award, they grade each state on 21 factors including 
student achievement, personal attention from teachers and direct spending per student.  Ranked in 
ascending order are the 2008 – 2009 are the top 20 recipients.  

6) Virginia

7) Montana

8) Wisconsin

9) Iowa

10) Pennsylvania

11) Nebraska

12) New Hampshire 

13) Minnesota

14) Rhode Island

15) Kansas

16) New York

17) South Dakota

18) Maryland

19) Wyoming

20) Idaho

www.k12automate.com
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Additional Target Market: Charter Schools

www.k12automate.com

Private Charter Schools

The Center for Education Reform (CER) is a 501c(3) public, non-profit corporation organized in the 
District of Columbia in 1993.  Support for CER comes from more than 1,000 individuals, foundations 
and civic leaders.  One of the primary functions of CER is to rank each State on how well or how poorly 
they implement laws to promote Charter Schools.  The current 2009 ranking report list the following 
states as the top ten schools that do this best.

1) Washington, DC ~ 106 Schools

2) Minnesota           ~ 164 Schools 

3) California           ~  877 Schools

4) Utah                   ~    83 Schools

5) Arizona             ~  564 Schools 

6) Michigan             ~ 286 Schools

7) Colorado             ~ 175 Schools 

8) Indiana                ~   60 Schools

9) New York           ~  172 Schools

10) Missouri             ~    49 Schools 
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Market by Segment: Geography

The data below shows the number of School Districts and Charter Schools with the United States as  
broken down by region by the National Center for Education Statistics (NCES).  

K-12 School Districts

Total Districts         13,797

West 2,703

Midwest 4,826  

South 3,228

Northeast                    3,040

Charter Schools

US Total 5,.057

West 1,882

Midwest 1,306

South 1,265

Northeast 604

www.k12automate.com
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Direct Competitors

www.k12automate.com

PerfectForms Inc.  ~  http://www.quask.com/survey/products.asp

Quask is a subsidiary of PerfectForms Inc. as of July 2008. The combined organizations are now 
delivering several different solutions that enable business users to design, develop, deploy, integrate 
and report on important business workflow processes. 

K12 Enterprises,  A Microsoft Dynamics Solution  ~ 
http://www.k12enterprise.com/products.cfm

A Microsoft solution providing enterprise-grade financial and HR management used by independent 
schools and school districts to meet their critical financial management needs. The suite provides 
automated financial reporting, budget tracking, student billing, point of sale, state regulatory reports, 
HR functions and payroll.

Perceptive Software, Inc.  ~  http://www.perceptivesoftware.com/products/product-
catalog/business-process/workflow.psi

They deploy enterprise content management software products.  They’re committed to product 
development and engineering. Their flagship product, ImageNow, provides document management, 
imaging and a workflow suite used by about 2,500 customers in 30 countries worldwide. 

Oracle Business Intelligence Suite  ~  http://www.oracle.com/us/solutions/ent-performance-
bi/enterprise-edition-066546.html
This is a suite of business intelligence products that deliver analysis and reporting capabilities.  It features 
a scalable architecture and provides intelligence from analytics.  They also bundle key Oracle Hyperion 
reporting products for integrated reporting with other Oracle applications.
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In-Direct Competitors

www.k12automate.com

Colosa Inc.  ~  http://www.processmaker.com/education-umsa/

Processmaker is an open source software that allows organizations to automate document intensive 
processes across systems including finance, HR and operations. It’s a web-based application that 
allows users to create and share workflows, customize forms, manage processes, and enhance 
reporting.

Blackbaud Inc.  ~  http://www.blackbaud.com/solutions/schools/schools_ov.aspx

Founded in 1981, they provide technology solutions to nonprofits. It is estimated that they currently 
have approximately 22,000 customers worldwide and more than 2,000 employees.  

Automation Anywhere  ~  http://www.automationanywhere.com/index.htm

Currently doing business in more than 90 countries, Automation Anywhere also provides automation 
services to facilitate the management of almost any business.   Their registered trademarks include 
SMART Automation Technology® and SMART Macro Technology®

RenWeb School Management Software  ~  http://www.renweb.com/index.htm

This company claims to be a school management solution that embraces the varied needs of 
administration, staff, teachers, parents and students. Their software is integrated into a single 
database on the web.
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Competitive Edge

www.k12automate.com

Specific Niche Marketing

K12Automate will be first to market for public and charter schools.  Our visionary, Jim Spicuzza has 
developed a technology for School Districts to improve student achievement by automating daily 
work, creating additional time for educators and administrators and providing the information for 
districts to make decisions and implement policies.  His School District Intelligence System is a 
flexible solution designed for one specific target audience and will be customized for each 
participating district.  Although there are workflow management systems for business, as of yet, we 
have not been able to identify a single competitor that can make this claim.  As a pioneer of the 
educational system in America, Jim Spicuzza has carved out a niche bringing proven technologies to 
a new market sector.

Improving Student Achievement can be directly attributed to K12Automate

The level and type of data our School District Intelligence System collects is only a part of our 
competitive edge.  Our products ability to turn that data into valuable reports that will be utilized by 
School Districts to implement measurable changes is another differentiator.  With the information 
generated by our products, School Districts are now able to directly affect the improvement of 
students ability to learn and achieve.  Granted, student achievement is still a direct result of teachers, 
students and parents, however, K12Automate is by far “The Best” product on the market to help 
schools and teachers do a better job.
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SWOT Analysis
Strengths Weaknesses

Designed specifically for our targets

System built around the schools’ interoperability 

framework

Customized solution for each individual school

Superior data collection methods

Automated educational processes for school districts

Simplified reporting functions 

Offers analytic intelligence to School Districts

Built on Amazon EC2 Cloud for high scalability, security 

and redundancy

Undefined implementation and roll-out

Lengthy Integration Time 

Data cleansing required to achieve success

Educational Budget Cuts

Opportunities Threats
Capitalization on SchoolCenter’s customer base

In excess of 15,000 Public School Districts

More than 5,000 Charter Schools

Uncharted territory positions us as an Industry Pioneer

Uncharted territory may produce unforeseen 

challenges

Budget Constraints of School Districts

The “Burger King” or “Copy Cat Effect”

www.k12automate.com
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Marketing Strategy
The essential factors that make up our marketing strategy involve ensuring we position K12Automate 
as the only company in the marketplace offering a combination of “Educational Process Management”
and “School District Intelligence Systems”.  We recognize that leading the market as a visionary and 
helping to increase student achievement is a huge responsibility and one that will take considerable 
efforts to accomplish. 

Our  marketing strategy consists of developing a professional image for the company; a provocative 
identity for each product; a powerful and recognizable brand; as well as a core marketing message that 
speaks directly to our target audience.   Once the essence of our brand come to fruition, we will focus 
on deploying clever advertising campaigns and powerful promotions for the initial product offerings. 

The initial step in developing our image will consist of engaging an outsourced agency in the 
advertising and marketing industry.  Understanding that this is not our area of expertise, K12Automate 
knows it is far more cost effective to use an external agency to develop our corporate image, marketing 
copy and brand presence.  As well, we know from experience, it yields far better results in terms of 
concept, graphic design and overall marketing appeal.  In essence, our marketing firm will develop the 
concepts, strategies, advertising campaigns and promotional programs to highlight our unique edge 
against all competitors.  

After we have accomplished a refined image and defined our brand presence, our success depends on 
our ability to deploy the campaigns with precise timing.   It’s clear that there are only limited windows 
of opportunity when School Districts will consider K12Automate. Typically, January through March 
will yield the highest volume of sales opportunities with implementation and roll-outs taking place 
during the in-active school year, i.e., June – August.  Although sales opportunities exist during the 
summer months and other times of the year, they are far more fruitful during the first quarter.  
Therefore, the timing of our marketing efforts become a critical key to our success.

www.k12automate.com 28



Market Penetration Strategy
To understand our Market Penetration Strategy you must first know that it is based on the 
following principles:

Purchasing decisions are made at the highest level by either Superintendents of 
School Districts or a Board of Directors.

The size of a school district is not necessarily a key factor. Although our primary 
niche is small school districts, we must also consider the amount of funding 
available and the financial commitment a School District is willing to make 
to its processes.

Focusing our marketing budget on our specific niche markets that have already 
demonstrated a desire for our product and services. 

www.k12automate.com

Statistically, a potential customer needs to see the name and logo of a company five to seven times to 
before they start to recognize the brand. Following this model, our Market Penetration Strategy is a 
broad approach that covers a variety of media with a consistent message across all platforms.   Our goal 
is to reach each decision maker through a variety of media in order to expose K12Automate enough times 
to become a recognized brand in the educational arena.  Thereafter, sales will be made through face to 
face contact with a sales representative of the company.

Therefore, K12Automate will implement campaigns spanning every form of media including:  press and 
public relations; social media marketing; direct mail campaigns; telemarketing, trade 
shows/conventions, article marketing, email advertising, keyword marketing in search engines as well as 
other supplemental forms of advertising and marketing.  

29
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Branding Strategy

www.k12automate.com

Branding is what makes a business valuable. Branding is the core component in a potential customer’s 
ability to recognize a company and differentiate products or services. When particular school faculty 
member or district administrator thinks of K12Automate, it is important that this person immediately 
thinks of the services offered, the tagline, or other related information. The reputation of a company 
can be embodied in something as simple as logo or trademark with a well defined tagline. 

K12Automate’s branding strategy will be based primarily on recognition among school 
superintendents.  Although the company already has a corporate logo and website in place, updates to 
the logo, design of the website, and overall image of the company need to be further developed in order 
to create a more memorable image for the company. All materials and documents leaving 
K12Automate’s office should be designed by giving each piece of collateral it’s own unique design 
while maintaining consistency and flow with the company’s overall brand.  

Branding will be developed for the individual products and services by determining an Identity for the 
system as well as an identity for each product. The names should be easy for our targets to say and 
remember.  This allows for an image update without change to the company’s already established 
reputation within the industry. With the start of the marketing and advertising campaigns, the most 
important goal is for K12Automate is to be associated with flexible, scalable solutions for school 
districts, as a whole. 

Our plan with respect to all aspects of advertising, marketing and media starts by recognizing that our 
strengths do not lay in the realm of advertising or marketing.  However, it’s understood that another 
key to success is a strong promotional campaigns to blast our mission of improving student 
achievement throughout every school district in America, especially those that have 1 – 6 Buildings 
outside the district office.  

K12Automate will engage a strategic marketing firm to develop a powerful core message, clever brand 
and deploy the advertising campaigns with the precision timing. Our branding strategy is simple.  We 
will brand ourselves as the only provider of School District Intelligence Systems.  



Branding Strategy
In accordance with the marketing strategies outlined in the previous section, advertising campaigns 
will be developed to project the desired image and continue the cohesive brand strategy of 
K12Automate. Advertising efforts will be carefully and skillfully thought out and center on a specific 
campaign theme.  

Recommended Brand Identities and Taglines:  

Edu-Pro: Educational Management Simplified

ManPro: Managed Processes and Professional Analysis

TrainED: Applied Analytic Intelligence

AmpED: Automated Management Processes for Education 

Potential Core Messages are:

Flexible - Affordable - Expandable

Give Your District an IT Edge

Providing Tomorrow’s Solutions, Today!

Education Ahead of the Curve

Although these are our initial suggestions, we highly recommend additional research and 
brainstorming sessions to further develop the overall Product Identities and Core Message.  However, 
all of the campaigns would be focused on the basic concepts of our solutions being flexible, automated, 
scalable and affordable. All campaigns would also integrate information and product knowledge, 
presenting ROI and advantages of upgrades, personal touches and an easy to navigate environment as 
well as detailing the specific and unique benefits of K12Automate.

31www.k12automate.com
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Pricing Strategy

www.k12automate.com

K12Automate’s pricing strategy is based on the understanding that School Districts should be able to 
realize a measurable benefit that produces a significant Return on Investment.  We expect positive 
returns in the form of greater student achievement through higher test scores.  Therefore, in designing 
our pricing structure, we used the following principles:

The price should be in relation to the number of schools that are within a District

Compared to our direct competitors, our pricing is neither the highest or the lowest.  
However, the amount of benefits and features far outweighs all competition thereby making 
our product the best value on the market.

Within 24 months, School Districts will see student improvement that can be directly 
related to their purchase of our product.  Thus making K12Automate a smart investment 
that is worth maintaining.

While additional primary competitive research is recommended in order to ensure maximum 
competitiveness, pricing strategy for K12Automate is predominantly centered on the basis of cost per 
schools in the district. Our solutions require an investment of $5,000 to $6,000 annually for an average 
client seeking basic implementation. Some solutions are more expensive depending on the number of 
schools in the district and number of modules in the solution, however most small and mid-sized school 
districts will fall at or below the $6,000 mark. 

K12Automate will strive to maintain an initial gross profit margin of 30% on the basic solution, while 
providing the added benefit of the service of our people as well as upgrades in the form of add-on 
modules that can be implemented in the future.  As a result, we expect the gross profit margin to grow to 
50% or more by the end of year three.
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Competitive Advertising Methods
These are some of the marketing and advertising methods currently trending in the industry:

Keyword and Search Engine Marketing
Strategic placement of Keyword Advertising within the major search engines produce the overall best 
results among all advertising and marketing in terms of generating highly qualified leads.  When 
sponsored placement on the first page results are implemented, the results are highly targeted visitors to 
the website. 

Press Releases, Newsletters and Article Distribution
Press and media relations are incredibly helpful in growing almost every business. As a company, 
K12Automate will seek out opportunities for press and media along with an aggressive article marketing, 
allowing for maximum exposure while engaging our prospects on an intellectual level. Product and 
service reviews, customer testimonials and employee satisfaction are all beneficial to overall public 
relations of the company. Future sponsorships of school related events are highly recommended. 

Trade Shows, Conferences and Sponsored Events
A highly visible presence at trade shows and conferences related to Educators, Administrators, Schools 
and School Districts is recommended.  An initial investment should be made to create a highly polished 
image for the company to attend these functions.  Additionally, sponsorships of sporting and other 
scholastic events will increase the company’s visibility within targeted school districts. 

Direct Mail Advertising
Marketing collateral sent via the USPS still yields a high rate of return. However, timing of such material 
is a key factor in it’s success rate.  It is recommended that K12Automate continue to cultivate 
information regarding School District Activity, Current Issues so that Direct Mail campaigns can be 
developed in a way that speaks directly to the issues facing any given school district.
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Social Media and Blogging

Another popular advertising method is utilizing social networking and blogging as a tool to reach 
potential customers. Blogs are a wonderful way to explain the benefits of products and services in a 
non-confrontational way that makes readers feel more like they are being informed about something 
rater than being pushed into buying a product. As a majority of small and midsized school districts rely 
on the internet to help them make IT decisions, blogs help greatly in increasing search engine rankings 
and being applicable to many different keyword searches and target audiences. 

YouTube and Internet Videos

Many of the fast-forward software and technology companies are capitalizing on internet trends by 
creating videos that can be posted on YouTube with topics relating to their industry.  Some presented 
with humor, personality and educational components to captivate their audience on a very personal 
level. These videos help viewers to see the personal side of software, bringing a concept that may seem 
far off and incomprehensible closer to home, allowing customers to relate to the staff and solutions 
provided. These videos are also typically posted on their websites and within search engines. 

Banner Ads, Email Campaigns and Keyword Marketing

Simple and traditional methods still do prevail. Banner ads, email campaigns and keyword marketing 
are all staples to most companies’ marketing mix and allow strategic placement of advertising, as 
opposed to the aforementioned social media. The majority of technology companies opt for banner 
advertising placement on technology blogging sites, business websites and financial websites. 
Keywords are determined by the company itself and pay per click options for the major companies are 
not as popular as on-going optimization to achieve organic rankings.  However, keyword marketing is 
the perfect initial option until high natural ranks are achieved.
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Sales Process for all Schools Districts

The overall company marketing strategy for K12Automate will consist of all of the combined elements of 
pricing, branding, collateral, competition, and penetration goals. In addition to these items, it is integral for 
K12Automate to ensure that employees and account representatives are trained properly regarding the 
image and presence of the company. 

Customers deal primarily with account representatives and technicians regarding the design of their 
customized solutions and the implementation of those solutions. It is important that all technicians and 
account reps are aware of the company’s image goals and how to conduct themselves accordingly. Special
training and implementation should be put into place to encourage K12Automate’s staff to project the image 
of personal connections, dedicated teams, technological experience and quality service at all times. 
Technicians and account reps should strive to make IT easy to understand for the school districts. 

Additionally, strategic planning regarding growth and customer retention must be addressed to ensure that 
once the marketing and advertising has helped K12Automate gain market share; these customers remain 
loyal to the company. These ideals are important to the overall success of the company and customer 
retention.

Regardless of the marketing activity, almost all sales will be completed using this process.

Decision makers will realize the many benefits of K12Automate from a variety of sources including 
White Papers downloaded from our website, from a Conference or Convention, or from on and 
offline advertising.

Decision makers will be contacted by Account Representatives, who will schedule a webinar.  The 
webinar will explain each product and learn what issues are of the greatest concern to prospect.

A more formal sales presentation will take place at the school or school district headquarters.  This 
will include price, implementation process and specific contract details will be decided.
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Strategic Advertising Campaigns

The majority of the advertising for K12Automate will be internet based, as the storefront of the 
business is essentially the company’s website. These campaigns will begin after completion of website 
updates consisting of upgraded content, downloadable PDF case studies and white papers with 
relevant information, updated design and brand development.   

Search Engine Marketing

Internet campaigns will begin with the basics of internet marketing. Monthly keyword marketing, 
search engine optimization and link building are simple ways to drive additional search traffic to any 
given website. The most important part of search engine related campaigns is that a company is 
reaching an audience that is actively seeking information for the services it provides. This could create 
revenue quickly for K12Automate. 

Internet Marketing and Social Media Videos

In an effort to give small and midsized school districts exactly what they need, K12Automate will 
develop a free web series dedicated to educating small and midsized districts on the benefits of 
implementation. The webinar will be shot all at one time to reduce costs, however, the release of each 
portion of the three part series will be staggered to improve traffic and keep visitors returning to the 
website. After the first broadcast of the webinar, the video will be left on the website and clips will be 
added to YouTube. As YouTube receives billions of unique monthly visitors and video views per day, 
posting your free video will help to gain exposure to the vast number of potential customers visiting the 
YouTube website. By posting this video on both the website and public media, K12Automate is 
competing with software companies who already have developed their own videos for YouTube and 
Search Engine Marketing. 

www.k12automate.com
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Banner Ads

Additional internet campaigns will consist of banner ads on websites related to technology, business 
and education such as technology blog sites, which can be selected individually or through an ad 
network such as Google Network. Business related websites such as CNN Money Group of sites, 
Forbes, Inc, Entrepreneur, and CEO are also viable sites as many of our target decision makers are avid 
readers of these magazines and visit the websites regularly. 

Pricing for banner ads is usually determined based on the website’s traffic statistics, the location on 
the site that the ad will appear on as well as the size of the advertisement. Individual pricing is paid on 
a Cost Per Click (CPC) or Cost Per Thousand (CPM). In most situations, the most cost effective 
method available is CPM with rates ranging from $25/CPM to over $1,000/CPM.

Large websites, such as Forbes, whose site receives 8 million unique monthly visitors, charges more 
than $1,000/CPM for some of their advertising options, but this provides exposure to some 8 million 
potential visitors. Individual sites will be researched upon further development of the campaign and 
determination of appropriate budgeting in order to make decisions based on the best value that your 
budget will allow.

www.k12automate.com



Email

Email campaigns effectively introduce a company, new product or service to a large group of targeted 
people. HTML emails are designed to engage a viewer with visual appeal and with a simple and direct 
message that encourages potential customers to visit the company’s website.  Four email campaigns 
should be developed with list size of approximately 20,000 emails sent to the district contact 
representing the 13,000+ Public School Districts and 5,000 Charter Schools.  One of these email 
campaigns should be directly aimed at driving traffic to the webinars, while others should encourage 
District Administrators and Superintendents to “see what “School District Intelligence” can do for 
them” bringing up factors such as efficiency, cost, environment and how to best manage a growing 
student body.  

Blogging

Many business owners, managers and personnel at technology consulting firms around the world 
participate actively in blogs. This helps potential customers identify with these people on a personal 
level as well as helps readers to consider blogging technology professionals experts on their field.

Well written and well researched blogs are capable of convincing many people that the writer of the 
blog is an expert, capable of helping others through the complexity of IT consulting, as well as caring 
enough to post information for the public as well.  Essentially, this practice helps people who may be 
looking for completely different services or simply information on the industry to remember the 
company, its owner(s), and the helpful information provided in the blog, driving considerable traffic to 
the company and increasing search engine ranks in the process.
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Articles and Press Releases

While articles and press releases are often times distributed in the hopes of reaching an editor’s news 
desk or being circulated in published media; many times an article or press release can be equally 
effective when circulated on the internet. Press and article websites are available to aide in the 
distribution of these documents to both print and online sources.  At least 10 articles and 10 press 
releases will be distributed in the 2010-11 school year regarding K12Automate and other aspects of our 
business to promote credibility and favorable media surrounding the company.

Newsletters

Many of our targeted school districts may not be in financial positions to spend as they please. The 
majority of potential districts have to get budgets approved, allocate money for certain items and 
determine when an appropriate time for an investment is, based on their specific situation.  
Newsletters allow School District Administrators and Faculty to keep a company in mind, stay 
updated and learn about updates and specials as the company offers them.  If a particular district is 
not ready to buy a solution, but can sign up for a newsletter, this puts K12Automate in an 
advantageous position when that customer is ready to purchase. 

www.k12automate.com
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Direct Mail

K12Automate will participate in a limited number of regular print campaigns. Our initial direct mail 
campaigns are planned for the second and third quarter of 2010 to start reaching the educational 
market. This method is proven effective in many ways.  Most importantly to the K12Automate 
campaign is the fact that many school districts are needing solutions to their everyday office problems 
and ways to cut internal costs.  However, many of our targeted districts do not know where to look to 
gather information on their options since none really exist, at present.  Direct mail is effective in 
reaching those schools that often think, “There has to be a better way to...” but do not act on it directly. 
In that sense, it is an integral part of the campaign, drawing in an audience that may not even know 
that K12Automate can bring that exact solution to the teacher’s lounge. 

Collateral Development

As important as the advertising that gets circulated, is the material that is provided to a potential 
customer, especially one who has contacted the company. A complete branded design of sales materials 
needs to be completed including, but not limited to: 

www.k12automate.com

Media Kit

Individual Sales Letters

Follow Up Letters

Thank You Letters

Formal Proposal Template

Training Materials for Employees

Invoice Template

PowerPoint Sales Presentation

Flash Animated Sales Presentation

Corporate Brochure Development

Direct Mail Pieces

Product Sheets and Marketing Slicks
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Promotional Campaigns

Promotions can often drive traffic and create sales for many businesses as most potential customers 
will feel as though if they act quickly, they will save money. Due to technical nature and lengthy 
implementation, discounts and freebies will be difficult to provide; however there are some things you 
can do. The majority of promotional campaigns will take place after initial traffic driving campaigns, 
estimated at late 2010. Potential promotional campaigns include:

Free Consultation 

Free Process Management & Automation Consultation

Free IT Analysis and Audit

Mouse pads, Pens, Notepads, and other Promotional Items

Upgrade Discounts for Existing Customers

Referral Discounts

Memberships and Affiliations

Being on the floor of a trade show is incredibly beneficial to any business. The benefits of course 
consist of a wealth of information provided by sponsors and host companies and a large number of 
people who are in attendance to learn more about services like those of your business.  Trade shows 
can be costly, with collateral preparation and printing consisting of nearly $10,000, travel expenses 
and booth/accessory fees based on a chosen floor location at each individual show. The costs, of 
course, are covered quickly based on the attendance and ability to network with decision makers, 
selling your product personally, in a way that no one else could.
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Telemarketing

Trial telemarketing campaigns will be developed, scripted and implemented to provide a one on one 
interaction with customers. Most District Administrators do not realize there is now a solution 
available like K12Automate and if they were aware of the products and its abilities, it would greatly 
improve their student achievement rates while improving our sales. 

Account Representatives

K12Automate will designate a specific person that each potential new customer can speak to, whom 
is capable of explaining products and services as well as doing so in a way that is cohesive with the 
company’s brand, marketing and image goals.  In doing so, the company will have taken the first 
major step in providing the quality service all small and midsized school districts expect on a 
purchase of $6,000.

Personal Touch

Due to nature of doing business within school districts and the average sales price of customized 
solutions, it is important for K12Automate to create a sense of personal interaction with potential 
customers. Some of the ways that you can create this personal feel is to further develop the website 
image and content, focus on strategic marketing, train employees in marketing strategies and create 
customer retention and follow up plans. Other ways that personal touches will be added to the 
K12Automate’s image are videos, telemarketing, and professional account representatives which will 
eventually construct a national sales force. 
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Recommendations
Recommendations for Additional Research & Strategic Planning and Development

Additional Research

Finalize investor-grade business plan.

Locate and document a database of 14,000 public school districts and 5,000 Charter Schools.

Identify decision makers within each school district

Strategic Planning

Focus group to determine what types of colors, images and message that your audience is 
most likely to respond.

Plan the initial 12 month advertising campaigns per the advertising and marketing plan.

Strategic Development

Update website with graphics and content development.

Create all internal and external marketing collateral.

Complete case studies and write white papers for PDF downloads.

Join selected organizations and associations.

Recruit, Hire, Train and Manage Professional Account Representatives.

www.k12automate.com
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Assumptions:
Average Client Billing is $500/month or $6,000 annually
Average Rate of Return on Advertising is 1-2%

ROI Analysis:
K12Automate, has calculated the Return On Investment once all advertising activities are implemented.  
We have projected our ROI using the following formula:

Average monthly fee clients pay for services   $   500
Average time frame for clients to use service   5 years
Total long term value each client represents   $30,000

Average monthly cost for all advertising activities  $10,000
Decision makers advertising reaches every month  1,000

Percentage That Will Commit to Purchase   1%
The Average Number of New Clients Per Month   10   
Therefore, 10 new clients  paying $500 a month   $ 5,000

In 12 months, we will invest $120,000 in Advertising.  
We project to accumulate 100 new clients in our first year.  
Hence, producing $600,000 for our first year’s gross revenue.  
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Set forth are the milestones as we understand them at this present time.  We have carefully reviewed 
the timelines for start-up and firmly believe that the initial investment is necessary to support an 
aggressive marketing campaign for the first 12 months.  Thereafter, sales should support all of the 
marketing and allow for significant revenue and profits.

Decrease 40% of Data Error typically associated with archaic methods.

Reduce administrative paper usage by 50% over the first 3 years.

Increase productivity of your clients’ staff by 50%.

Generate 100 Customers at an average billing of $6,000 per year.

Produce annual revenue of $600,000 by end of year 2011.

Develop a client base of 200 customers by December 2012 with  annual revenue exceeding 
$1.2 Million Dollars.

Acquire 350 customers by December 2013with our gross annual revenue exceeding 
$3 Million Dollars.
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