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Sales and marketing
trend # 1:

Toimenkuvat muuttuvat
nopeasti



C:\>NEW WORLD ORDER

Communications
owns branding in

all relevant Awareness

W_OM. markets Top-of-mind

Me_dla h|_ts Preference
Satisfaction Job applications

Visitors/impressions

Operations & |iVlarketing )
management exceed New customers x moa es money by
expectations at a Frequency 80% taking care of

newsworthy level the sales funnel

Contacts #/qual
Leads & referrals
Sales & Profit

NPS Sales adds customer value as a
Upsales field operation - it performs
Retention value delivery tasks that
customers are willing to pay for
(planning, solutions, installation,
performance testing, ideating,
training, coordination, change
coaching)




Sales and marketing
trend # 2:

Myynnin ja
markkinoinnin taytyy
hyodyttaa asiakasta



Perinteinen myynti = kirosana
Miten myynti luo arvoa?

(cf. Le Meunier-FitzHugh, K., Baumann, J., Palmer, R., & Wilson, H. (2011). The implications of service-dominant logic and integrated
solutions on the sales function. Journal of Marketing Theory and Practice, 19(4), 423-440.
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. Organisoivat kysyntaa tuotantoon tehostavalla tavalla

Edistavat uusien laadukkaampien/tuottavampien/tehokkaampien tuotteiden,
palvelujen ja menetelmien tuotantoa ja kayttoonottoa

Valittavat tietoa markkinoilta ja tuotannosta asiakkaille ja takaisin
Yhdistelevat ja kokoavat ratkaisuja eri tarjoajien osista

SEER EVEIECIELCEERET CE

Suunnittelevat ja ohjeistavat kayttoa ja hyodyntamista
Kuljettavat tehokkaasti hyodyntamispaikkaan

Jarjestavat tarjontaa niina aikoina kun on kysyntaa

Jarjestavat kayton rahoituksen paaoma sitomattomilla tai
kassavirtatehokkailla tavoilla

]
10.Viihdyttivit ja miellyttivit asiakasta, luovat ilmidit II SOLITA




YRITYSTEN VALINEN ARVOLUPAUS

Customer *Focus on economic profit

EVA *Risk management and cash flow
improvement JE=i=ad:

STLa Gl I o Focus on cash flow effects
cash flow *Reducing tisd-up capital
LTyl *Raising revenues and decreasing costs

Customer *Focus on increasing margins
profitability *Selling higher value products
Iplelged®ilil-ly i@ #Helping the customer reduce costs

Customer
revenue
enhancement

*Focus on top-line growth
*Helping the customer sell more







MINKA SEGMENTIN VALITSISIT
ARVONLUONNIN NAKOKULMASTA?

| www.protectpipe.fi/en/frontpage/

CHOOSE YOUR CUSTOMER CATEGORY

Choose the right type of eco-friendly solution from our range

DETACHED AND
SEMI-DETACHED

HOUSING
CO-OPERATIVES

RESTAURANTS

HOUSES




Sales and marketing
trend # 3:

Alustataloudessa taytyy
markkinoida seka
myyjien/tarjoajien etta
ostajien suuntaan



Alustatalousyritysten pitaa pystya tuottamaan
samoilla toimenpiteilla arvoa ostajille ja myyjille

Cf: Hollebeek et al. 2018 Beyond the Dyadic
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palkkausti 8:)

MYYJAA
PALVELEVAT
MEKANIIKAT

Esim.
/ “Rajoitetulla saatavuudella uhkailu”
/ “Korkeakatteisimpien tuotteiden nostot”

OSTAJAA
PALVELEVAT

Himma MEKANIIKAT

Bonusway"'

ALUSTAYRITYKSEN ARVO KASVAA NOPEITEN MOLEMPIA HYODYTTAVILLA MEKANIIKOILLA

Dynaaminen hinnoittelu kysynndn ja tarjonnan kohtaamiseksi
Verkostovaikutukset toiminnan skaalan kasvattamiseksi

Wolt Ldpindkyvyys ja tilannetieto

Esim.
“Hintavahdit”
"Muyyjien kilpailuttaminen”




All Hail the King: LeBron and Blaze Form a
Powerful Team

Blaze scored a major coup in securing LeBron James as investor and spokesman.

MARKETING & PROMOTIONS | JANUARY 2019 | SAM OCHES o o @

Los Angeles Lakers star LeBron James was one of Blaze Pizza's founding investors, and now
serves as brand spokesman.




Sales and marketing
trend # 4:

Kvantitatiivinen
tulosmarkkinointi on
osaamisen ydin



“Half the money | spend
on advertising is wasted,;
the trouble is | don't know
which half.”

Father of modern advertising and
a “pioneer in marketing”




Return: Katetta vai myyntia? Raja-arvo vai
keskiarvo? Alennukset?

Investment: Taseeseen? Poistot? Goodwill?

Max:(r/l)% vai max: ) (AP*Q/MC) — onko kyseessa yhden
investointikohteen valinta?

RCMI%

g -> S-A-M-Y

RETURN-ON-MARKETING-INVESTMENT SALES-AND-MARKETING-YIELD




On helpompi tuhlata rahaa ja
karsia hukka kuin saitailla

optimaalisesti

markkinoinnin
kustannus (€)

Nettokate 4

B S




Esimerkki kuponkimainonnasta

12000
Week 23 2015 (coupon release)
10000 MAX 34% higher sales than average
week
34%
8000
AVG
Average variation
6000 MIN
4000 Baseline
2000

Coupons
September

2,4

<.001,
15%

Change in total sales

6 000 000

5000 000

4 000 000

3 000 000

2000 000

1000 000

0

}Additional sales through
coupons

_ Baseline sales without
coupons

Total sales during coupon Additional sales

campaign from coupons



Suomukilpiteoria: Mediatulva => anna
2-3 syyta ostaa 2-3 kanavassa wux:

POSITIVE
FEATURES
HYGIENE LEVEL — : ALTOGETHER
FIRST MONEY SPENT ' Thompson,
PER CHANNEL Hamilton &
CREATES NO SALES Rust, 2006
ONLY AWARENESS
AND ATTITUDES
RIVE ' _ PROCESSES AND
11\)5&1}{MKE'11‘)ING LIKE ' CONTENT NEED TO
SOFTWARE - BE CONSISTENT
4 ' EVEN AT THE COST
OF BREADTH AND
TRANSPARENCY
IS)EEPI‘}E%ETI\ITXEACTICS i {(Huang et al. 2019)
AND MULTI-CHANNEL
APPROACHES

Poyry & Parvinen, 2013,

+ : TWO IN THE
Poyry, Parvinen & McFarland
CAN HALVE
TYO KANNATTAA THE EFFECT
EXCELLENT SALES AND JAKAA THMISTEN JA (Kaptein et al.
CUSTOMER SERVICE ARE ROBOTTIEN KESKEN 2010)
EFFICACEOUS, EVEN IF
NOT EFFICIENT,
MARKETING HUMANS TAKE CARE OF
EMOTIONAL CHANNELS,

ROBOTS RATIONAL (Péyry,
Parvinen & McFarland 2018)



Sales and marketing
trend # 5:

Leadership & strategy
with/through customers



Miten voisi tuottaa
asiakkaalle lisaarvoa
myynti/markkinointitoimillaan?

1. Prospecting

Product Price A L
, 3. Approach

4. Presentations
5. Overcoming objections

Place Promotion & Bloss
7. Follow-up

Their revised set of steps (still 7) was:

1. Customer retention and deletion

o 2. Database and knowledge management
MARKETING 3. Nurturing the relationship (relationship selling)

PROCESS MIX E\*,‘,}',SE',E,‘C‘E 4. Marketing the product

5. Problem solving

PRODUCT PL 6. Adding value/satisfying needs

7. Customer relationship maintenances




Osallistava konsepti on tarkeampaa
kuin markkinoiden ymmartaminen

Slater & Narver, 1998, Blocker et. al. 2011, Cui & Wu 2016

Customer orientation Market orientation L oner
management
Strategic orientation Expressed wants | Latent needs Engagement
Adjustment style Reactive Proactive Value-based
Temporal focus Short-term Long-term Lifecycle
Objective Customer satisfaction Customer value Custome_r vglue
appropriation
: : : (Emotionally)
Learning type Adaptive Generative intelligent
Key accounts Lead-users Laddering
Learning process Focus groups Experimentation Grand tour

Concept testing Selective partnering | White-boarding



OSALLISTUVAT JA SOSIAAL

ASIAKKAAT

Perreault & Mosconi, 2018

Customer orientation

Market orientation

Strategic orientation

Expressed wants

Latent needs

Adjustment style

Reactive

Proactive

Temporal focus

Short-term

Long-term

Objective Customer satisfaction Customer value

Learning type Adaptive Generative
Key accounts Lead-users

Learning process Focus groups Experimentation

Concept testing

Selective partnering

HA



motonet
korjaam

Asiakas mukaan
remonttisuunnitteluun
LUKENNE | Turun Sanomat 20520130601 | 1 [T 2

loukokuun afussa Turussa toimintansa alolftanut Motonet-korjaamo pyrii
matalan Kyrnyksan autckonaamors!, Uus, nippumaton Koraamo o myos
Uutta kipatua seUdun Kanaamobisneksasen

Motonel-koraamon yrilléa Ossl Rosten halusa puhallsaa alalle tuorelila
tuidia ja timintatapoia. YKei niista on asiakasiahtosyys

Asiakas ja tydn vastaanottaja ovat samalla puolen péylaa, ja ndin
asiakas padsee mukaan suunnittelemaan auton remoniointia @

vaikuttamaan myds kustannuksiin.

Esimerkiks! varacsavalinnolssa voldaan oftaa huomiocon auton Ka,




Sales and marketing
trend # 6:

Merkitysten opettaminen
Ja lobbaus
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Asiakkaiden opettaminen osana tuotantoa

SAP Litmos @ Products  Solutions  Customers  Pricing  Resources  Company - QXA

The importance of training your customers

A.J. O'Connell
XY Aug3.2018

Home » Blog » The importance of training your customers

You train your employees and sell to ' ! 4 ; ~ A E-I_earning Blog
your customers, right? Well, yes, but " 4

you should be training your 1 v
customers, too. . N/ 7 RECENT POSTS







MISSIO EI TOIMI JOS MITA JA MITEN
ON EPASELVIA (cf. Sinek 2009)
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Sales and marketing
trend # 7:

Viihteellisyys ja
huomiotalous









R, YT
LAY 1

N AL
: o b

RICSAIEN T AT T
B TS 1L
1 h e



RIVERFRONT PANORAMA




Startupin ekat 10k kannattaa laittaa
myyntiin ja markkinointiin







