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Summer Series Segments

CREATING MEANINGFUL 
RELATIONSHIPS WITH CUSTOMERS

MAXIMIZING CUSTOMER 
RELATIONSHIP VALUE

THE PURSUIT OF LIFETIME 
RELATIONSHIPS WITH CUSTOMERS



Discussion 
Format

Estab l i sh ing mean ingfu l  re la t ionsh ips  w i th  customers  
◦ Who is this Guy

◦ Challenges & Headwinds 

◦ Brand strategy, purpose and promise – Why you?

◦ Customer relationship journey – from awareness to consideration –
the big leap 

◦ Orchestrating it all – creating a relationship symphony through omni 
channel marketing and media actions



Before we dive in
This presentation is for educational purpose s only
and opinions, comments or information shared, or
dis cus s ed are so lely thos e of the pres enter.



Who is this Guy



Challenges & Headwinds



Decline in Consumer Trust FORC ING  CL I ENTS  TO  HUNT  
FOR  THE  TRUTH 



Unlimited Customer Choice ONE  CL ICK  AWAY  FROM 
ANYTH ING  THEY  WANT  AND 
NEED



Birth of Value Shoppers DEALS ,  DEALS  & DEALS



Decline in Customer Loyalty THE  POWER  OF  CUSTOMER 
CHO ICE



What you say or don’t say matters YOU  CANNOT  H IDE  FROM 
SOC IETY  



Covert vs Overt Marketing DEATH OF  TH IRD-PARTY  
COOK IES



Consumer Apathy WHY SHOULD I  CARE?



Message & 
Media Noise
OVERWHELMING INFORMATION



Distrust in Marketing TO MUCH FOCUS  ON  
ACT IONS  VS  OUTCOMES



Competing Business Models COMPENSAT ION  CHALLENGE  
AGENCY  VS  COMPANY  



The Big B Brand



Brand is what people say about you 
when you are not in the room



Deeper 
Meaning in 
Brand
THE PURPOSE REVOLUTION



Purpose Lead Brands DEEPLY  CONNECTED TO A  
JUST  CAUSE



Most Brands BLAH BLAH BLAH



Purpose vs Preaching 



ESG ENV IRONMENTAL ,  SOC IAL  & 
GOVERNANCE



The Product is the Brand and the 
Brand is the Product



Strategy Matters PLANNING AND PAT IENCE



Customer 
Journey
AWARENESS ,  CONSIDERATION 
& PURCHASE



Who are you?



What's your promise?



People buy from brands they know 
and trust



Winning 
Consideration

WHY YOU?



Educate
Motivate
Stimulate



Online Everything GOOGLE  I T,  F IND I T,  VAL IDATE  
I T,  BUY  I T,  OWN I T,  USE  I T



Product Training Powerhouse TEACH,  LEARN,  F IX ,  BU ILD 
& USE



Harnessing Influencers 



The Power of TV



Activate your customers REV I EWS ,  
RECOMMENDAT IONS AND 
REFERRALS



Getting the Sale



Closing the 
deal

Make it Easy

Make it Safe

Make it Right



Wrapping it all Up
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