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Insights Inform 
Your Leadership 

Position



Do you know?What is most important to your customers?



A Key Hidden Risk• Many companies consistently
mis-market.

• Too many companies focus on 
what they are good at rather than 
what is vitally important to their 
prospects and customers.

• This makes their marketing much 
less effective, and harder to 
achieve a significant marketing 
ROI.



Guessing Can Be 
Expensive

Quit Guessing

Know What 
is Important

Differentiated  
Customer 
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Know Your Brand 
Type



How to Connect



Build a Marketing 
System



A Proven Way to 
Grow Sales



Focus on Low-Risk 
Opportunities First



Three Ways to 
Strategically 
Engage Prospects 
Online



Good Marketing 
Requires 
Intentional  
Listening

• Check in with customers to 
understand how you can be 
more helpful and bring real 
solutions

• This allows your marketing to be 
much more focused.

• You want to be specific! 



Win While Limiting 
Risk

1. Know what is important to your 
customers and prospects

2. Know how you perform against 
those same importance factors

3. Promise to deliver what is 
important



2 Critical Points
Focus on what is 
important, not what 
you are best at
Confirm your 
performance on 
the most important 
factors is 
exceptional

• Buyers define what’s important -
not sellers

• Objectively uncover the core 
promises that resonate



Put It All Together



Messaging Should 
Inform Your 
Marketing 
Strategy



Focus on Low-Risk 
Opportunities First



JR Machine is an 
Explorer Brand



Three Levels of 
Product

CORE

FORMAL

AUGMENTED

A trusted partner to OEMs for 
manufacturing services

Accurate and reliable complex machined 
parts from 1-10” in diameter and up to 28” long.

On-time delivery
Collaborative and easy to work with
Mission-critical parts capabilities
Sophisticated inventory management
PPAP
Short lead times



Strategy Charts 
Your Course



Entering a New 
Market



Entering a New 
Market with Key 
Messages



Entering a New 
Market with Key 
Messages



Stealing Share



SmithCo is a 
Power Brand



Three Levels of 
Product

CORE

FORMAL

AUGMENTED

Stable, easier unloading every time

A well-engineered, trailer that dumps to the 
side

• Innovative, custom design
• Dealer network
• After-market service
• Responsive customer service
• Wide selection, designed for your application
• Low maintenance



Strategy Charts 
Your Course



Keep it Simple



Providing Fulfillment





Market 
Penetration and 
Product Launch



Print



Product Launch



Four Step 
Summary

Step 1:  Insights Reveal Opportunities

Step 2: Messaging Asserts Leadership

Step 3: Strategy Charts Your Course

Step 4: Tactics Initiate Takeoff



Q&A




