Knowledge Sharing Session

Sales & Marketing - 102 and 103



What We Will Cover

* Sales & Marketing - 101
* Marketing
* Sales & Marketing
* Maslow’s Hierarchy of Needs
* Product Life Cycle
* B2B/B2C/D2C/C2C/C2B
* Channels
* Distribution
* Relating Examples from Personal Experiences
* Sales & Marketing - 102
* 4Ps of Marketing
* BCG Matrix
* Sales & Marketing - 103
 STP
* Market Research - Primary/Secondary
* Types of Marketing
* Sales Hierarchy & Processes
* Sales & Marketing - 104
2 » 2-in-depth Examples



4 Ps of Marketing

MARKETING MIX

Explained by Super Heuristics
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BCG Matrix
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BCG Matrix
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STARS

High market growth rate
High relative market share

QUESTION MARKS

High market growth rate
Low relative market share
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Low market growth rate
High relative market share
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Low market growth rate
Low relative market share
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STP

S

Segmentation

T
Targeting

P

Positioning

Divide market into
distinct groups of
customers
(segments) using
segmentation
practices.

Determine which
customer group
(segment) to focus
your marketing
efforts on.

Create product
positioning and
marketing mix that is
most likely to appeal
to the selected
audience.
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STP

STP and its role in marketing strategy decisions
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selection

Where to

4 \ compete?

How to

Positioning s

What market
are we
competing in?

STPis a interconnected marketing process
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Market Research

Two Types of Market Research

Primary Secondary

Provides results specifically about your company Involves applying results of previously
completed studies to your situation

VFocus groups

l/ Surveys
Interviews Vi Free or low cost
X Cost of research X Results are not specific to your business

M ‘the balance



Types of Marketing
TYPES OF MARKETING STRATEGIES
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Sales Hierarchy
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Sales
Director
Supportive
Functions
Strategy C?:er%el
East West North South Ecommerce Modern Institutional
Trade

Office 1
Office 2
Office 3




Marketing Hierarchy
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Marketing
Director

Supportive
Functions

Market
Research
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Brand Manager
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Brand Manager
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