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Exhibit A - Marketing Plan 

 
 
 

PAVECONNECT MARKETING and COMMUNICATIONS PLAN  
 
How and by whom the marketing function will be carried out: 
 
The marketing functions will be carried out by a team summarized in Table 1; working in conjunction with administrative 
and marketing teams at a local level. This contract will be led overall by the VP of Sales.  Management of day to day 
operations will be performed by the Government Contract / Compliance Manager.  Joint Scope Meetings will be 
attended by the local Project Manager or Technical Representative from the specific office that would be servicing the 
EQUALIS Partners Member.  Work Order Proposal Packages will be performed by a team that includes the Project 
Manager and Technical Representative (PaveConnect standard proposal) and Government Contract / Compliance 
Manager (preparation of EQUALIS Partners Member proposal).  Construction is supervised by the Project Manager and 
Operations Manager of the local office.  Administrative tasks will be handled by local Office Managers and coordinated 
through the PaveConnect Government Contract / Compliance Manager to ensure compliance with EQUALIS Partners 
requirements.  
  
 
The PaveConnect Team is spread out across the country and will implement this marketing strategy, outlined below, in 
each of their respective areas.  The most-effective marketing that we will perform is presenting this cooperative solution 
to prospects in local areas by Regional Account Managers and local Member Contractor’s sales departments. 
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Table 1: Key sales and marketing personnel supporting the EQUALIS Contract. 
 *All personnel can be reached via equalis@paveconnect.com or 877-942-5613. 

Name Title Assignment for RFP Region 

David Workman President and CEO Sales/Marketing PaveConnect HQ 

Wade Crosswhite Vice-President of Sales Sales/Marketing PaveConnect HQ 

Eric Harrison Vice President of Technical Services Sales/Marketing/Technical  PaveConnect HQ 

Jeremy Hill Vice President of Operations Contract/Compliance Manager  PaveConnect HQ 

Rachel Mooney Marketing Coordinator Administrative Support/ 
Sales/Marketing PaveConnect HQ 

Gina Nutt Director of Operations Sales/Marketing PaveConnect HQ 

Wayne Gwaltney Vice President of Sales Sales/Marketing PaveConnect HQ 

Ken Beck Director of Business Development Sales/Marketing Texas Region 

Kris Costas Regional Account Manager Sales/Marketing Mid-Atlantic Region 

Matt Knouse Regional Account Manager Sales/Marketing Mid-Atlantic Region 

 
  

mailto:equalis@paveconnect.com
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EXECUTIVE SUMMARY 
 
PaveConnect will aggressively promote the Equalis partnership through an integrated marketing communications plan 
designed to support the entire sales cycle.  There will be ongoing marketing activities that will be specifically described in 
this Marketing Plan.  Our program begins building awareness of both Equalis and PaveConnect’s unique benefits to buyers 
within all applicable agencies and continues through managing customer relationships. 
 
 
 
PaveConnect’s Integrated Marketing Communications Plan Includes: 
 

• Awareness – Public Relations, Customers Presentations, Electronic Marketing, Website, 
Social Media Messages, Advertising, Direct Marketing, Associations and School Boards, 
Targeted Roll-Outs with Manufacturer Partners, Equalis Roll-Outs. 

 
• Consideration – Tradeshows, Direct Marketing/Telemarketing, Manufacturer Partner Opportunities, 

Sustainable Energy Efficiency Calculations 
 

• Create Preference – Sales Tools, Custom Literature, Value-adds for Equalis Members: Customer Support 
/ Customer Service/Training/ Natural Disaster Response / Warranty Maximization Program / Online Portfolio 
/ Roof Asset Management  

 
• Close Sale – Equalis Member Proposal Draft, PaveConnect Proposal, Local Project Manager, Quote / 

Proposal Process 
 
• Manage Relationship – Customer Satisfaction Surveys, Social Media, Referrals 
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AWARENESS: INTERNAL AND EXTERNAL COMMUNICATION STRATEGY 
 
Creating awareness begins with the PaveConnect brand campaign, which will be launched after award of contract within 
30 days to promote our extensive repairs for roofing and other value-added capabilities. Our focus is to build awareness 
of PaveConnect and Equalis, promoted to all audiences across all marketing initiatives including public relations press 
releases, internal communications / training, electronic marketing, website, social media, targeted advertising, direct 
marketing, co-branded collateral and numerous communication vehicles.   
 
Awareness: Public Relations 
 
State and local media will be reached with press releases.  After the initial contract announcement is made, an on-going 
campaign will be designed around Equalis success stories illustrating how customers have benefited from procuring their 
roofing projects via the Equalis Contract and PaveConnect.  
 
 
Awareness: Internal Communications / Training 
 
The continued training of the PaveConnect sales and marketing team is critical for the continued growth of this contract. 
Consequently, successes will come from educating and motivating all sales and marketing personnel to promote the 
contract.  To this end, we plan on the following steps: 
 Training seminars and webinars for continuing education 
 Creation of PowerPoint presentation for consistent messaging 
 Use of PaveConnect’s National Customer Database for posting articles, selling tips and success stories internally to all 

our shareholders across the country 
 Annual training at Equalis Headquarters 
 PaveConnect weekly sales meetings to discuss opportunities and strategies 
 Two-day quarterly sales meetings 
 Currently under contract with Sandler trainer to help grow Equalis business  
 
  



 

 
 
 P a g e  | 5 

 

Exhibit A - Marketing Plan 

 
 
 

PaveConnect  Staff: Regional Sales, Internal Sales and Marketing,  Customer Service

PaveConnect Contractors & Strategic Manufacturer 
Partners

Equalis Members / 
Prospects

Awareness: Internal Communications / Training 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
Flow chart 1 
 
 
 
 
 
 
 
 
 
 
 
 
 
Continued training of PaveConnect staff.  The next phase of training will include PaveConnect Contractors and 
Strategic Manufacturer Partners.  This training will be accomplished by efforts of the PGM, the Equalis 
Representative and the PaveConnect personnel. Lastly, introduction of the Equalis contract will be executed by all 
members of the team to the Equalis members and prospects so that contract success is achieved.  

 
Awareness: Current Customers Presentations 
 
Many of our PaveConnect Contractors already have relationships with Public Agencies that desire to do business with 
them.  Continued introduction of this contract to these customers will be paramount to a continued growth of this 
contract. 
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Awareness: Electronic Marketing 
 
This would include targeted messages to Equalis Members and potential Members (obtain lists from online resources).  
Personalized mass email messages will be sent out commemorating the commencement of the contract and relationship.  
This can also be done for important or general information on an ongoing basis.   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Awareness: Website 
 
PaveConnect will develop a dedicated Public-Sector Page within the PaveConnect Website.  The page will provide 
information on what entities can utilize cooperative contracts, as well as a link to the Equalis Website and contract 
documents.  
 
 
 
 
 
 
Awareness: Social Media Messages, LinkedIn 
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Partnership / Contract Announcement and others will be made on LinkedIn, Twitter and Facebook. 
 
 
 

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Awareness: Social Media Messages, Facebook 

Screen Shot of

RoofConnect LinkedIn 

Profile Page

www.linkedin.com/com
pany/

paveconnect
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Awareness: Advertising  

 
State, Local and Association Advertising 
 
The Equalis Contract(s) will be promoted within targeted states through advertisements in state, local and 
association publications, as well as the individual Equalis members and their related activities. Below is a list of 
Associations with publications we may utilize as advertising vehicles. 

 
Advertising vehicles: 

 
State Publications 
State Level  
(will vary by state) 

 Association of School Business Officials (ASBO)  
 Municipal League 
 Association of Public Purchasing Agencies 
 School Plant Managers Association 
 School Board Administrators 
 School Facility Administrators 
 Governmental Procurement Association 
 Maintenance & Operations Associations 
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Awareness: Direct Marketing 
 
Educating current Equalis members on PaveConnect benefits will be a priority executed through a direct marketing blast 
to the membership list with the assistance of Equalis. We will also submit general information articles regarding roofing, 
sustainability, energy efficiency, preventative maintenance, etc. for every monthly or quarterly publication that Equalis 
sends out to its members as allowed.  These types of promotions will introduce our combined capabilities and invite 
Equalis members to learn more about contract benefits. A further promotion to all relevant entities within awarded states 
will also be executed to increase general market awareness. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Awareness: Associations and School Boards 
Participation in local associations and school-board events will be a priority as we continue our focus upon building 
relationships and establishing a reputation within awarded states.   
 

 
 
Awareness: Targeted Rollouts with Manufacturer Partners  
PaveConnect has many Manufacturer Partners and will continue to contact targeted manufacturers to announce the new 
contract opportunity.  Rollouts with their respective sales forces will be initiated to promote the contract.  These 
Manufacturers have knowledge of upcoming opportunities across the country and leveraging our Equalis Contract will 
continue to provide many Equalis opportunities. 
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CONSIDERATION – LEAD GENERATION AND DEVELOPMENT 
Generating qualified leads to open new accounts is a program priority within awarded states.  PaveConnect will partner 
with RoofConnect to attend as many trade shows as possible. 
Consideration: Tradeshows 
With numerous shows to consider, a trade-show strategy will be developed to maximize return on investment.  An exhibit 
booth featuring the EQUALIS logo will be deployed, and we will attempt, wherever possible, to participate in tradeshow 
workshops and breakout sessions.  Trade shows attended by Equalis will take the highest priority. 
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RFP #: R10-1117: Request for Proposal  

for Job-Order-Contracting (JOC)                                                                                              

Proposal Form 8 

Consideration: Tradeshows 
PaveConnect’s participation in these and other national trade shows will also benefit Equalis.  Once awarded, we 
will proudly display the Equalis logo as an approved vendor at all appropriate trade shows and industry functions. 
PaveConnect is fully equipped to attend both large and small trade shows and with numerous booths available, 
coverage can be optimal.  PaveConnect Booth is seen below:  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Pre-Show mailers will be sent to attendees raising awareness of PaveConnect’s attendance and encouraging 
attendees to visit the booth. 
 
Consideration: Direct Mail Marketing/Telemarketing 
 
Campaigns offering paving solutions will be part of the marketing mix.  PaveConnect will have personnel that will 
actively and strategically pursue all the markets where entities can use the contract.  In some cases, the 
telemarketing will be performed in conjunction with a direct mail campaign that will be described below under 
Literature.  This campaign may be an extension of an advertising campaign so that we can achieve more success. 
Our goal will be to generate sales appointments for our sales team. 
 
Consideration: Manufacturer Partner Opportunities 
 
PaveConnect will follow-up with Manufacturers on opportunities that they provide to PaveConnect to achieve the 
result of driving increased education and government sector sales.  PaveConnect is currently setting meetings with 
strategic partners to start introduction of this potential contract, to maximize sales and marketing resources and 
opportunities. 
 
In addition, joint sales calls and scope meetings with sales executives from partner Manufacturers will be pursued. 

 
CREATE PREFERENCE 

 
Once awareness is created within a target account, a combination of programs will be executed to move the 
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RFP #: R10-1117: Request for Proposal  

for Job-Order-Contracting (JOC)                                                                                              

Proposal Form 8 

prospect to a first purchase.  Our objective is to reach prospects as many times as possible with a consistent message. 
 
Create Preference: Sales Tools  
Consistent branding and messaging will be reinforced through a combination of literature, presentation materials 
and case studies.  
 
Create Preference: Custom Literature 
Custom literature will be created with the Equalis logo.  
 
 
 
 
 
 
 
  



 

 
 
 P a g e  | 14 

 

 
RFP #: R10-1117: Request for Proposal  

for Job-Order-Contracting (JOC)                                                                                              

Proposal Form 8 

Create Preference: Value-add Marketing for EQUALIS Members 
 

Value-add Marketing: Customer Support  
 
PaveConnect Customer Service 
PaveConnect Customer Service (open 24/7/365) brings accuracy and accountability to roof repairs and is a 
service available to all Equalis Members at no charge.   
 
Advantages include: 
 A secure log-in to PaveConnect Service. 
 Before and after pictures of the completed repair work. 
 Views via aerial images.  
 Ability to review the work authorization form signed at the site by the customer representative. 
 Review of recommendations for preventative maintenance or additional services suggested. 

 
There will be pre-set pricing from the contract and members will receive priority servicing and tracking 
abilities with PaveConnect’s online customer portal. This allows for more informed decision making when 
determining what roofs to replace in a budget year.   
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for Job-Order-Contracting (JOC)                                                                                              

Proposal Form 8 

Value-add Marketing: Training 
 
PaveConnect will offer to any member of the Equalis access to training webinars and special dedicated 
sessions for their staff.  This can also include seminars performed on location with advanced scheduling.   
 
PaveConnect will provide a variety of training opportunities available to Equalis and/ Equalis Members.    
 
They include and are not limited to the following: 
 

• ADA Compliance 
• Parking Lot Safety & Inspection 
• Best Practices 
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RFP #: R10-1117: Request for Proposal  

for Job-Order-Contracting (JOC)                                                                                              

Proposal Form 8 

Value-add Marketing:  PaveConnect Customized Online Portfolio Manager 
 
PaveConnect's online portfolio manager provides organizations access to their roofing inventory.  Where 
there are multiple facilities to manage, cataloging the chronological roof repair and maintenance activity is 
essential.  PaveConnect provides an on-line portfolio management application designed for customers with 
multiple facilities. 
This component of PaveConnect serves as an electronic repository that allows clients: 

 Access to current paving projects 
 Review of historical information regarding each lot 
 Development of future budgeting programs 
 Gantt charts showing time progression to project completion  
 Portfolio organization based upon pavement life expectancy and stores warranty information 
 Maintenance of the electronic job file that includes such historical items as progress pictures of 

paving construction, permits, local codes and other relevant information. 
 
Value-add Marketing: PaveConnect Asset Management Reporting 
 
This fee-based service provides objective analysis to aid in the decision making of maintenance, repair and 
replacement expenditures so that parking lot life can be maximized, and overall life cycle costs can be 
lowered. Please refer to Tab 5, Section Value-Add Products and Services for complete details and pricing. 
Upon enrollment, PaveConnect Asset Management program provides important financial guidance in 
making difficult repair versus replacement decisions.  Our methodology provides customers the ability to 
compare the annual investment of a repair relative to the annual investment of new pavement, simplifying 
the decision and providing the information needed to reduce both ownership and operating costs.  The end 
in mind of this program is to maximize the life of a roof by extending its life and therefore lowering its life 
cycle costs.  By implementing a methodology of never replacing a roof prematurely, PaveConnect's Services 
assure maximizing your roofing investment. 

 Each facility area is evaluated section by section based on the condition of the floor, floor covering 
material, and external surfaces. 
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RFP #: R10-1117: Request for Proposal  

for Job-Order-Contracting (JOC)                                                                                              

Proposal Form 8 

 
CLOSE SALE 
 
 
Our efforts to build awareness, gain consideration, generate leads and create preference for PaveConnect products 
and services purchased under the Equalis Contract(s) continue through the action of closing the sale.   
PaveConnect’s standard proposal system reinforces the brand, quality, and consistency of our promotional efforts, 
tying everything together in this final “package.”  The Local Project Manager and/ or Technical Representative will 
review the project with the Equalis Member and will work through the specific details of the scope in alignment with 
budgets.  Once agreed upon, the Local Project Manager will work directly with PaveConnect Government Contract 
/ Compliance Manager (TBD) to develop a proposal that covers the necessary scope. The final proposal package will 
be delivered by the Local Project Manager and / or PaveConnect Representative.  Coordination by the local Project 
Manager will help to ensure seamless delivery and will allow us to team together to secure more work from within 
the customer’s portfolio as well as to secure future opportunities in the area. 
 
 
 
  



 

 
 
 P a g e  | 18 
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•RFP for Paving Project with Equalis Member is recieved
•Sales Account Manger reviews and submits request to technical services department
•Project Manager outlines initial needs of Equalis Member

Step 1

•Project Manager will then determine RoofConnect contractor or multiple contractor’s needed to provide 
proposal for Equalis Member

Step 2

• Project is created in RoofConnect Parking Lot Asset Management internal system for tracking purposes and 
status  updates throughout entire proposal development cycle through job completion.

Step 3

• Email request sent to contractor(s) with the following:
• Referenced Project #
• Site location/address/on site contacts
• Specifications/details
• PaveConnect cost sheet will be issued to contractor’s for internal submittal 
• Due date established - standard 1 week

Step 4

•Cost sheet/scope of work received from contractor
•Review documents and cost sheets received from contractor - discuss as necessary 
•Final PaveConnect Proposal formulated
•Proposal formulated per Equalis Contract terms

Step 5

•Submit Final Proposal and PaveConnect proposal to Equalis Member for review and acceptance

Step 6

•Equalis Member accepts proposal
•Job Start is scheduled

Step 7

Close Sale 
Flow chart 2: PaveConnect’s Quotation/Proposal Process 
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Manage Relationship 
A sale does not complete or end our relationship with Equalis members, it deepens it.  We are committed to 
managing these relationships at the highest level, to ensure satisfaction and identify areas for continuous 
improvement.  Post-job surveys can be created to include Equalis procurement information and this data will then 
be shared with Equalis annually.  
 
We can also use loyalty as a way of developing other relationships via referrals.  Referrals will be a consistent method 
to drive and deepen loyalty.  Once someone else uses the contract from a referral, there will be a synergy formed 
and a “following” can be developed that will only encourage more use of the contract. 
 
Using our Customer Relationship Management System, we will continue to stay in touch via social media and 
personal contact from our National Account Managers. 
 
 
 
 

 
 

 







2800 Century Parkway NE  Suite 300  Atlanta, Georgia 30345

(404) 633-4321  Fax (404) 633-1312

February 25, 2021

Re: Statement of Bonding Position for RoofConnect Logistics, Inc. dba RoofConnect

To Whom It May Concern:

We currently provide the bonding for RoofConnect through The Gray Insurance Company.
Gray Insurance has an A-(Excellent) 8 rating by AM Best.

This letter serves to confirm that The Gray Insurance Company (Gray) is providing surety credit
to RoofConnect. The current single project amount is $10,000,000 and the aggregate amount is
$25,000,000. The entire program is currently available. These limits are not to be construed as
maximum limits available. The writing of any specific bond is subject to our normal underwriting
review, which among other things includes examination of the contract terms and verification of
project financing. We have enjoyed a very good relationship with RoofConnect and consider
them to be an important client.

It is our assessment that RoofConnect Logistics, Inc. dba RoofConnect is well managed and
properly financed and we can provide our full recommendation to you for their involvement in
any project. We assume no liability to third parties or to you if for some reason we do not
execute said bonds.

If we can be of any further assistance, please feel free to contact us directly at 404-633-4321.

Regards,

YATES INSURANCE AGENCY

Gary Spuller
Bond Underwriting Manager
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