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Agenda

e The role of strategic marketing in the boardroom:

- Who cares?
- And the role of the boardroom is.......

- And the role of strategic marketing (by any name you
fancy) is.....

Fifield Organisation www.fifield.co. uk [

Proprietary & Confidential © Paul Fifield 2005. Not to be used or copied without permission



Hot Topic

Who cares?

e Only those that have to
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Hot Topic

The Product Life
Cycle (PLC)
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Hot Topic

The Product Life Cycle (PLC)
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The Product/Service Life Cycle
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Hot Topic

A Rite of Passage?
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Hot Topic

And the role of the
boardroom is......
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Hot Topic

In the board room we...

Allocate resources for Set direction &
people to implement agree strategy

Set Measurement &

Control systems
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Hot Topic

And how good are we?

Treacy & Wiersema say that:

Weak Strategy Strong Strategy

1. Dabble or aggregate 1. Pick a market to
markets dominate .

2. Tryto Il:e good at 2. Decide a single b2 Strateglc
everything factor for gl

3. Allow hiStory and Competition Market] ng. d
politics to direct 3. Focus resources

resources to that end

Source: Treacy & Wiersema
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Hot Topic

And the role of
strategic marketing (by
any name you fancy)
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Hot Topic

Differentiate to your market’s needs

High DRIVERS
Features that are
important to
customers and highly
differentiated from
the competition

o

Q

!

=

S

o

N

Relevance o
on

NEUTRALS §

Features that are -
irrelevant to S

customers L

-}

Low <
L y

Low High =

. . . o

Differentiation v

Fifield Organisation www.fifield.co.uk

Proprietary & Confidential © Paul Fifield 2005. Not to be used or copied without permission



Hot Topic

Differer)tiate to the ta
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rget segment’s needs

Different
segments
are
motivated
by
different
drivers

Source: Adapted
from: Aufreiter,

Elzinga, and.
Gordon,2003
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Hot Topic

Or, be ‘Differentiated’ out of business
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Hot Topic

And in the long run
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Source: Adapted from: Aufreiter, Elzinga, and. Gordon,2003
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A final word

e The key is to:
- Differentiate
- Focus

o Strategic Marketing can be carried out by:
- Marketing Director (if he/she can leave the Marcoms alone)
- Managing Director
- Business Development Director
- Commercial Director
- Sales Director
- Finance Director (I have met 2)

e But it MUST be done by someone if the organisation is to
survive
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Hot Topic

A final, final word......

“It’s not about how good you
are, it’s about how bad you
want it”
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