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S 7 Xander Casey - Zoom In On Marketing

What can marketing do for you and your photography
|\ business? Tuesday 12" January 2010
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So what is Marketing?

A Marketing is about which
way to go i and how to get
there

A 6Mar keting i s
that identifies, anticipates
and satisfies customer
requi rement-s p
CIM

A 6The right pr
right place at the right time
at the right pricedi D.
Adcock

A Your business should .
move from being produc
led to customer driven

A Marketing v Selling



-

L«

e N o R

o Po o To o

o o

I"

¥ 4
How.do ] stand out |n such. abusy market’P N

Answer Brandlng but-what is a brand’?
Nothing new about branding

Customers will value your brand only as
much as you do

You arethe brandi d o n'0 t do
doesnodot fit with i

Your brand should be a guarantee

l

Branding is key to success i why?

A Become Ol ess of
A Key to building up loyal users
A Creates greater pricing freedom

Examples of poor brandlng
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Brand Positioning

A Where do you want to be in the market?

Rolls-Royc
Aston Martin :
Porsche

Mercedes ?f y " R ‘
BMW WM }
Jaguar /, / \

Land Rover /-
Renault

Peugeot
Ford

Skoda
Kia
Smart
Nano

A Branding has allowed suppliers to create specific niches \

A Analysis of actual v perceived image, is your brand up to scratch?




A You canodt r ef
market Is moving too fast H¢

: ; . 1\
A Time between invention and} |
commercial development hasishrunk

Electric motor - 65 years
TV - D2 years
Nuclear Reactor - 10 years
Radar - S years

Digital Camera -4 years

A Think ofthe F e r r aa luxury
item, what is expected changes

A To maintain your position in the
market you must anticipate
change

A Be ready to capitalise on new
developments
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Pricing

The price of a product is fundamental to
your whole marketing mix

It enables immediate comparisons
between competitors

But can lead to commoditisation

How to preclude customers from just
using price

A Uniqueness )

A Ease of purchase/use Add
A Quality = value
A After sales service

A Branding _
Donot just | ook ait

base on your company objectives



