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Varketing Restructure
Whatto de!? Howcome:ssanex:Briefing. ™

What we needtcz o tose successiul

TRWIRG:

By Re¢e Salazes;
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Agendaforthals briet

&) Disclaimer

S Working fine.

S In-house capaanlities

S Marketina Appros:eh.

&) Analeay

&) Prasosed biarkersig Appreach
srouston;ers Reactions

&) Conclusic::
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PDIsclaimer

5 NOICHANGES tothe 0 i oWInG:

& Howyeu Interfaczetoyols: current customers.

& Marketing sivaiegy/gies- Hew you treatyour
customess:

&) How @i do BIEsSIng:sS wWith YeUr previous
ClUGEOmMers.

2 Boceptiitisias an approach; not how W
puSIness.

&) This approach appliesto NEW.CUSTOM
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We'seem to e Werking fine.

Qltvisinoetthatwe ¢zt getwoerk becausewe
can. lvisithat 's can k2 easier, more
profitanble. {essicestly acu easierforyou to
track thanitis Hight row.

S Have Bie et inesedients to make more
PrIt for-ourr e%ice,

QiNeedabetterplan!
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Whatwe already have.

§ Good and selidinzividuzis, We have them!
S Einancial Canzaility. Ve have t!

S llechnicaldapansiity, Wahaveii!

) SeWhyaren tweveruing MORE Work?

sA's ousapproach!

S Wehave VERYTHING In-Hoeuse doic
pusiness!!

tisa
Crendential?
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No Marketing/Appreach

& Youare prehablyzireacy deing a portion
eI thIS dUe oy oulSUsSeess In marketing
PUL, there I5:

Ne oneaiectisn: Usiky the shotgun
apnicach!
NiIICooriinateryapproach.
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Car Sales Analogy

&) Sales person(person ti7::assist= v OU) knews that this|is
prebanly the largesteLrchass thatyouwill ever make
ether than youriRsuse, Invourlife!

& This IS Why he s heinay2ny carsiul enwhat he saysiand
NeW he acis,

&) Salesne:son stirvesitcns YOUR ERIEND!

Q) Salzsivianaocis are tiie people that talk hard-nese
[:3SINESS SNUMBES S 1e1YoU, Aot the salesperson.

Dthemnnse; youvon't trust him anymore.

b 8
Whatisa

&) Salespersorias trying/teget YOUthe best dez -
5 Basically, he'syour fiienad!
&) Good guy/Bad guy Approeach at werk here.
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Propesed Marketing/Appreach

§) Eront-end/Back-enc;Lpproaszn

Have marketersgeclarge contiacts.
— Customers 2ayenoneay toWerk S See this person.

Have otiz2@narkersis get customers to tell tus what
contraCesitiogo siter & contracts(& Info,) they alse
ave,

Z)customeisalways sees this person. (Eront-end Person)

dave eiaermasketers dothe hard-nose bu

Yt

IS neededteiprovide technical, costsiand S Whktss

Crendential?

— Custeniers only seesthis persenwhen he/she!l Click me to
the numbers and reqts fior each project.(Back-e
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Interface to the customer

& N
ir(;ustomer |

Front-end —Z

Mid-L.<vel
VERGERS

>Marketers must have a non-competitive
pessonality.
> Must also be friendly to our

CUSIOIMEYS.
>ets the customers to open up .
and tell us about new projects & v -

we should head.
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Interface tolarge Contracts, lask Orders &
Customers

A

> Must 3¢V ERY technically oriented!
> Musi be capahie of working
Back-end  on rumerous projects & SOWSs.
oL evel > Must he capable of working
Marketers with nuimerous imarketers/customers/people.

>Must b2 capable of understanding
SOWSs, contracts(both contracts &
task ¢rders) and color of moneies.
>Nijust also know how to write

e
Whatisa
Up. Crendential?

Click me to
see!

A

e v vk

A

A

&
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Interface te/large contracts

Ma keters

>Musl be capavie of working with
|arqe contrects. Kincw the lingo.
>Must be capabl« of getting large
contrzcts for aur office.

>N ust knew large contract 1Ssues.
>Must ke good at writing large
cont¥sets.

>Does not have to work o sale to customers.

T

" i

L

e
Whatisa
Crendential?

Click me to
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Front-end/Back-endiViarketing Approach

> Can write & get magjor contracts!

> Does not have dealings w/ customers. | Marketers

GSA SETS Other
Cov7ast
\Yehicles

Front-end
M arketing

J

Mid-Level

> Talks ONL. 5 details & nuinbers
w/ customiers.(Hard-nos2 details)

> Can et task order cuntracts.

> Knows both contracts & technical
> GGood at writing

> Can put competent SC%Y's together
> Hard-nose Technical & Costs

Back-end

Low-Level
VETGERS

M ar keti nq

| Marketers

What is a
Crendential?

Click me to

1 Customer

>Canta| k technical enough to
~ get task order contracts.

>Good working w/ people.

4
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What does the customer feel/think?!

5 Eront-end Is enjeyablesxonork/icik 1o,

&) He/she does noet hay <o deal:withisomeone that Is ONLY
PeIng nice toithzsiecauszney Rave money.(No conflict
efinterest przilens)

&) Basically: ey are not heincoetrayed inanyway! They.can
9e stirasa i UpIenavenyikiig!

& They@analssae yourirendiand you, thelrs.(Nefiriend
rienlemsyihatsoever) hey trustyoul(Eront-end)

T

. s

Seyouhave peopyebenind youltlts notjustyou o Whatisa

Crendential?

work and dz:ing It te:(Net a big preblembut, It's cickme o
minadl) '
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InIConclusion

&) GIve me the fiellowia::
Authority & Resrtwsasibilinzior Marketing
Willlwoerk dinsedy Wit you.

Brief MaskatingEryployeesyouis )
Proviz:aorms zad S widelS 1o track progress

R2oyganize markeltig employees(peryour
o0)0) (o] ] okt (o)1)

Trackitnelr performance foryou. [ g |

Whatisa

et me ac;ust as needed peryour approval oy
Let me callMarketing Meetings as needed.

eyt
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