
 
 

To: Board of Directors 
From: Lesley Nalley, CEO 
Date: January 15, 2020 
Re: Discussion – Third Party Marketing Services 
 
The Board has the following five documents related to this discussion in Drop Box: 

1. October 16, 2019 CEO Report with 2020 Marketing Plan attached 
2. Marketing Services RFP 
3. Sells Agency’s response to the RFP 
4. Summary of inhouse responsibilities of HSV Marketing Department 
5. Sells Agency’s proposed contract 

 
Today, I will connect the dots from our last discussion, which was a deep dive of the 2020 Marketing Plan 
during the Board’s public video conference sessions in October.  Since our discussion in October, we’ve 
accomplished the following: 

✓ Hired Paul Sage as Community Marketing Manager 
✓ Issued a marketing services RFP to seven marketing agencies 
✓ Evaluated the two respondents’ proposals and met with two firms for deeper discussions (Two 

specifically declined to respond and three did not respond) 
✓ Individually scored the proposals and in-person presentations, consolidated our results and 

identified Sells Agency as most comprehensively meeting our needs; and 
✓ Clarified inhouse capabilities versus third party professional services required to arrive at a 

proposed contract. 
 
Focus of Today’s Discussion 

1. Recap 2020 Marketing Plan Goals & Objectives 
2. Bring Clarity to Marketing Duties – Inhouse versus contracted duties 
3. Discuss how this contract fits within the total marketing expense budget of $395k 
4. Define next steps and additional information needed for the Board to reach a decision in February 

 
2020 Marketing Plan Goals & Objectives 

Referring to page 17 & 18 of the 2020 Marketing Plan, you find a set of goals and objectives, which we 
covered in the October meeting.  The overarching goal of this plan is to ensure Hot Springs Village 
remains competitive in the active lifestyle marketplace, in support of our vision statement phrase “the 
nation’s premier active lifestyle community”.  The results of a successful marketing plan will show 
evidence of progressing towards these short and long-term objectives: 
 

• Increasing resident population by 2% annually to achieve 2500 rooftops in 20 years 

• Increasing golf course and lake lot new home construction starts by 5% annually 

• Increasing amenity utilization by an average of 10% when blending members and visitors 

• Reach 100 Discovery packages in 2020 and increasing 10%-15% annually thereafter 

• Improve overall satisfaction among residents 
 



Marketing Functions – Internally vs. Third Party Professional Services 
The Summary of Inhouse Responsibilities of the HSV Marketing Department answers the question 
“What does the Marketing Department do that the Agency does not do”, which includes: 

• Leading strategic and tactical direction such as communicating objectives to Agency 

• Managing marketing budget and media investments 

• Managing marketing communications not requiring agency involvement 

• Measuring results to improve marketing effectiveness 

• Maintaining and evolving explorethevillage.com as it is within our expertise 

• Managing revenue generating sponsorships and advertising 
 
Page 6 of the Sells Agency contract defines the scope of third-party services, in specific time allotments 
and includes: 
 

• Discovery Packages/Primary Brand Marketing 

• Market Research, Strategic Guidance, Target Audience Analysis 

• Website design and ongoing support 

• Target audience marketing (i.e. Military, golfers, etc) 

• Internal marketing (amenities, dining, entertainment)  
 

Budget 

The total 2020 approved marketing budget, as summarized on page 25 of the marketing plan, for both 
professional services, materials and marketing buys is $395,070. The Sells Agency contract calls for 80 
hours per month of the professional services that are listed on page 6 of their contract for a total contract 
price of $84,000, as contemplated within the budget but related to multiple sources. 
 
We have heard the Board and community and agree that pulling our various third-party services across 
the organization into one agreement supports a transparent marketing program.  In prior years we’ve had 
various third-party marketing relationships, whether in golf, recreation, or overall community marketing, 
web design, photo shoots, collateral creation and media buys.   
 

Next Steps 

Staff seeks Board approval of the Sells Agency contract at its February 16, 2020 regular Board meeting. 
We believe the depth and breadth of their expertise will be an excellent complement to our internal 
marketing team and support our goals surrounding Discovery Packages, leads to our Realtor partners 
and new home construction. 
 
Upon approval of the contract, the Sells Agency will give immediate focus to helping us choose the best 
use of specific ad placements and digital advertising.  They have also committed, at their own expense, 
to attend one of our March tradeshows to gain first-hand knowledge of prospect questions and needs. 
 
Since time is of the essence in meeting 2020’s marketing goals, we will be working with third parties 
such as Sells Agency or others as specific needs arise in the interim. For instance, the website updates 
for the Realtor Partner page, 50th Anniversary needs, the Advocate and other time-sensitive matters. 
 
We welcome your questions and stand ready to provide additional information. 
 
 
 


