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Viarketing Restructiiye
What'tode!? Howcomes sninexsBrefing.

Whatwe need tnzlo tohe successiul

TRW IRE

By Ree'Salazay
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Agenda fior this e

&) Disclaimer

S Working fine.

S In-house cap:vilities

S MarketisgApproach,

& Analegy

&) Presvased Marke:ig/Approach
Srouston;ers Reactions

&) Conclusies:
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PDIsclaimer

5 NOICHANGES toithe feowing:
& How you interiac: 1o yoLs i CUrreit CUStoOmers.

5 Marketing|stiaiegy/5ies- Hewyoeu treat your
customers.

S How s do blisiness with yourr previous
CLSZHMENS,

oLageept tilsias an approach; not how W
PUSINESS,

&) This approach appliesto NEW.CUSTOM
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We'seem to e Wer:ing :ine.

S ltisinot thatwe canit getwoerk becausewe
can. lvisithar s can & easter more
profitanble; &sscasily and easierforyou to
track thigaltis Sight raw.

S Have Gie et inesedients to make more
prlitfor-our eSice,

. T .

QiNeedabettsr plan! ..

Crendential?

Click me to
see!
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Whatwe: alreaaynzye.

5 Good and selidimzividusls:, We have them!
& Financial Capzsiliy:we heve It!

& llechnical:Capansiity. ke have !

& SewWhyarenitwe gevilng MORE Work?

sAsS ousapproach!

S Wehave EVERYTHING In-Hoeuse doic
pusiness!!

tisa
Crendential?
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NoVarketing Appraach

& Youare prehablvzlready deing a portion
OItAIS dUE 10 3 EUIE SUSECESS 5il marketing
PuL, thereJs

Neene cirection. lIsingfthe shoetgun
apsioach!
NpIcoordinatec;approach.
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Car Sales Analogy

&) Sales person(person thar'assists ¥OU) knews that this|is
prebhanly the largestsirchassihatyouwill ever make
ether tham yourZznsse, Inveurliie!

& ThIS IS WhY RESS Belngyany carsiul enwhat he saysiand
NeW he ac’=.

&) Salespa©on strtvesitcins: YOUR ERIEND!

§) Salezvianagers are tuepeople that talk hard-nose
i SINESS &NUMBELS 1e)youU, At the salesperson.

Dthemnse; youvon't trust Rim anymore.

b 8
Whatisa

&) Salespersosis trying/teget YOUthe best dez -
5 Basically, he'syour fiienad!
&) Good guy/Bad guy Approeach at werk here.
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ProposediViarketing Aptreach

§) Eront-end/Back-encApprozasch

Have marketers Gaeclargecontacys.
— Customers aavenonesi'toWerk-or See this person.

Have other narket=is get ciistomersito tell us what
cContreistioIgo caiters esntracts(& Info.) they alse
ave

~=Customeisalways sees this person.(Eront-end Person)

Have euvier mawketers dothe hard-nose bu

" i

IS neededrciprovide technical, costsiand S Whktss

Crendential?

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

eyt
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Front-end

Interface to the cusiomer

‘ \USIOMES

Mid-L s;vél
VERGERS

>Marketers mist have a non-competitive
personality.
> Must also be friendly to our

cusicimers.
AN isa i
>15ets the customers to open up Crendentir

and tell us about new projects & v -
we should head.
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Interface tolarge Contracts, lask Orders &
Customers

> Must be VERY technically oriented!
> Must be capable of working

Back-end  on numerous projects & SOWSs.

> Must be capable of working
Low-Level :
Marketers with numerous marketers/customers/people.

>Must be capable of understanding
SOWs, contracts(both contracts &
task orders) and color of moneles.
>Must also know how to write them

up.

PR E
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Interface te/large contracts

High-Level
VELGERS

>Does not have to work or sale to customers.
>Must be capable of working with

large contracts. Know the lingo.

>Must be capable of getting large

contracts for our office.

>Must know large contract I1Ssues.

>Must be good at writing large

contracts.
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Front-end/Back-endiViarketing Approach

> Can write & get magjor contracts!

> Does not have dealings w/ customers. | Marketers

GSA SETS Other
Contract
Vehicles

High-Level

Front-end
M arketing

1 Customer

/
Mid-Level

> Talks ONLY details & numbers
w/ customers.(Hard-nose details)

> Can get task order contracts.

> Knows both contracts & technical
> GGood at writing

> Can put competent SOWSs together
> Hard-nose Technical & Costs

Back-end

Low-Level
VETGERS

M ar keti nq

| Marketers

>Canta| k technical enough to

get task order contracts.
>Good working w/ people.
> Friendlier Appt.
> Deals with customers.

> (GGets customers to
want to give us a contracts.

> (Gets customer to open
up & talk about work.



What does the customer feel/think?!

5 Eront-end Is enjeyanbleto work/talk to.

&) He/she doees not have to deal with someone that 1S ONLY
PeIng nice toithem because they have money.(No conflict
of Interest prohblems)

&) Basically, they'are not being betrayed inanyway! They.can
be stralght upienieverything!

&) They canalso be yourfriendiand you, thelrs.(Nofiriend
preblemswhatseever:) Ihey trustyoul(Front-end)

& You have peoplehenind youll Its net just yeu getting/the
work and deing|it te.(Net a big|preklem but, It's on thelr
minadl)

PR E
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InIConclusion

&) GIve me the fiellowing:
Authority & Respensibility for Marketing
Willlwoerk directly withiyou.
Brief Marketing Employees(youi& )
Provide forms and s/W:teels to track progress

Reorganize marketing employees(per your
coordination)

lirack thelr perfermance foryou,
Let me adjust asineeded peryouirapproval.
Let me calliMarketing Meetingsas needed.



