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Strategic Marketing Management Alexander Chernev
The business classic, fully revised and updated for today's marketers The second
edition of Kellogg on Marketing provides a unique and highly regarded
perspective on both the basics of marketing and on new issues that are
challenging businesses today. Includes more than 60% new material on both
fundamental marketing concepts and hot topics such as Product Innovation,
Social Media, Marketing to Consumers at the Bottom of the Pyramid, and Internal
Branding With a foreword by Philip Kotler The Kellogg School of Management is
recognized around the world as the leading MBA program in Marketing Along
with the new material, the core concepts covered in the first edition have all been
updated-including targeting and positioning, segmentation, consumer insights,
and more. This is a must-have marketing reference.
Strategic Marketing Management: The Framework outlines the essentials of
marketing theory and offers a structured approach to identifying and solving
marketing problems. This book presents a strategic framework to guide business
decisions involving the development of new offerings and the management of
existing products, services, and brands.
Written by one of the top professors at Northwestern University's renowned
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Kellogg School of Management, this book is a concise guide to the theory of
strategic marketing analysis. Succinct and insightful, this book appeals to a
diverse audience. For business students, the strategic marketing theory outlined
in this book is an essential tool for case analysis in the classroom, as well as for
management, strategic consulting, and marketing interviews. For managers and
consultants, this book presents a conceptual framework that will help develop an
overarching strategy for day-to-day decisions involving product and service
design, branding, pricing, promotions, and distribution. For senior executives, the
book offers a big-picture approach for planning new marketing campaigns and
evaluating the success of ongoing marketing programs.
Written by one of the top professors at Northwestern's Kellogg School of
Management, Mastering the Case Analysis offers a systematic approach to
analyzing business cases typically given in MBA job interviews. An overdue and
much-needed aid to support students' preparation for case interviews, this book
introduces an integrative framework for analyzing business problems and offers a
detailed overview of the essential methods and concepts used in case analysis.
This book provides a contemporary theoretical insight into the fashion and luxury
industry, addressing potential gray areas within the literature. The authors
analyze the luxury and fashion industry using multiple perspectives, allowing for a
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critical comprehensive overview of the phenomenon across diverse streams. The
book provides insight into fashion and luxury retailing in the context of both online
and brick and mortar retailers based on a variety of market scenarios. It
deciphers the rationale of customer behavioral and decision making in online and
offline luxury and fashion purchasing contexts. It provides an overview of the
challenges that the industry faces with the advent of the evolving omni-channel
environment. The multiple theoretical and practical nuances of the fashion and
luxury industry are presented. In this sense, the book is a fundamental reference
point for the students and academics. This book will be of interest to practitioners
in the fashion and luxury retailing sectors. Also, many policy makers will find the
conceptual and exploratory insight of this book relevant to their organizational
and retailing policies. The new knowledge that is produced in this book is a
ground breaker in the fashion and luxury literature. It offers insight from both
theoretical and practical perspectives from both retailer and customer
perspectives.
Mastering the Case Interview offers detailed advice on how to ace the case
interview. This book outlines the general principles of managing the case
interview, delineates the most common types of cases, and outlines a framework
for approaching each type of case. The discussion of the basic principles of case
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analysis is complemented by an extensive array of interview examples that
includes 20 sample case discussions and 200 practice questions.
Marketing is about placing a new product or service into the market. Projects are
about delivering new products and services. The merger of these two fields holds
great promise for delivering value to organizations and their clients. Project
managers can serve many markets ranging from investors who fund projects to
that of clients who use new products and services. Marketing Projects is a guide
for helping project managers have projects funded or deliver value to end users.
It is also a guide for marketing managers new to the world of project
management. The book begins by presenting the basics of both marketing and
project management and highlights the aspects that are unique and relevant to
both areas. It then explores marketing project feasibility and presents tools for
assessing feasibility, which include the 6Ps of project management strategy: The
project 4Ps: plan, processes, people, and power PRO: pessimistic, realistic, and
optimistic scenarios POVs: points of vulnerability POE: point of equilibrium POW:
product, organization, and work breakdown structures PWP: work
psychodynamics This book illustrates how to use these tools to market new
projects to potential sponsors and investors. It then explores marketing projects
to end users. Crucial to the success of projects are the relationships between
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project managers and clients and the way marketing experts implement their
strategies. This book explains how project managers can develop meaningful
relationships with clients to foster trust and have positive interactions. Project
managers excel at managing the processes for delivering new products and
services. Marketers are keenly aware of latent, or unconscious needs, as well as
those developing and emerging, and can provide project promoters and
managers with exciting ideas. This book will help improve the mutual
understanding between marketing and project managers, an effort ultimately
benefiting end users, whether they be investors or customers. A better work
atmosphere and a closer fit between marketing and project management
objectives can only serve the interests of investors and end users, for whom
marketers and project managers conceive and realize projects, one way or the
other.
Almost every company creates a marketing plan each year, and many spend
hundreds of employee hours researching, preparing and presenting their tomes
to senior executives. But most marketing plans are a waste of time; they are too
long, too complicated and too dense. They end up sitting on a shelf, unread and
unrealized. Breakthrough Marketing Plans is an essential tool for people who
create marketing plans and people who review them. The book provides simple,
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clear frameworks that are easy to apply, and highlights why marketing plans
matter, where they go wrong and how to create a powerful plan that will help
build a strong, profitable business.
2019 AXIOM BUSINESS BOOK AWARD WINNER Featured in Forbes, NPR's
Marketplace, and a Google Talk, The Customer Centricity Playbook offers "actionable
insights to drive immediate value," according to Neil Hoyne, Head of Customer
Analytics and Chief Analytics Evangelist, Google. How did global gaming company
Electronic Arts go from being named "Worst Company in America" to clearing a billion
dollars in profit? They discovered a simple truth--and acted on it: Not all customers are
the same, regardless of how they appear on the surface. In The Customer Centricity
Playbook, Wharton School professor Peter Fader and Wharton Interactive's executive
director Sarah Toms help you see your customers as individuals rather than a monolith,
so you can stop wasting resources by chasing down product sales to each and every
consumer. Fader and Toms offer a 360-degree analysis of all the elements that support
customer centricity within an organization. In this book, you will learn how to: Develop a
customer-centric strategy for your organization Understand the right way to think about
customer lifetime value (CLV) Finetune investments in customer acquisition, retention,
and development tactics based on customer heterogeneity Foster a culture that
sustains customer centricity, and also understand the link between CLV and market
valuation Understand customer relationship management (CRM) systems, as they are
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a vital underpinning for all these areas through the valuable insights they provide
Fader's first book, Customer Centricity, quickly became a go-to for readers interested in
focusing on the right customers for strategic advantage. In this new book, Fader and
Toms offer a true playbook for companies of all sizes that want to create and implement
a winning strategy to acquire, develop, and retain customers for the greatest value. "A
must-read."--Aimee Johnson, Chief Marketing Officer, Zillow "The Customer Centricity
Playbook offers fundamental insights to point organizations of any size in the right
direction."--Rob Markey, Partner, Bain & Company, Inc., and coauthor, The Ultimate
Question 2.0"Peter Fader and Sarah Toms offer transformative insights that light the
path for business leaders."--Susan Johnson, Chief Marketing Officer, SunTrust Banks
Marketing is both art and science. It is an intuitive skill and a set of principles soundly
grounded in logic and academic scholarship. It reflects the individual experiences of
companies across different industries, as well as a set of common principles that stem
from these individual experiences and span companies and industries. Building on this
view of marketing, this note addresses the essence of marketing as a business
discipline, focusing on its role as a value-creator and the growth engine of an
organization. The discussion of marketing as a business discipline is complemented by
an in-depth overview of three additional topics: The historic role of the marketing
function in business management, the marketing myopia phenomenon, and the role of
frameworks in marketing management. This note is an excerpt (Chapter 1) from
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Strategic Marketing Management: Theory and Practice by Alexander Chernev
(Cerebellum Press, 2019).
This inspirational, illustrated business book presents seven strategies for cross-industry
innovation.
Presents the essential concepts in thirty-four brief stories. Drawing on his experience as
a medical researcher, Vickers blends explanations and humor with minimal math, to
help readers understand and interpret the statistics they read every day. --from
publisher description
Written by a marketing professor from Northwestern University's acclaimed Kellogg
School of Management, The Marketing Plan Handbook outlines a comprehensive, stepby-step approach to crafting succinct, logical, and effective marketing plans that
produce results. This book can benefit managers in all types of companies. For startups
and companies bringing new products to the market, it outlines a process for
developing a winning marketing plan to launch a new offering. For established
companies with existing product portfolios this book presents a structured approach for
developing an action plan to manage offerings and product lines. Whether you manage
a small business seeking to formalize the planning process, a startup seeking venture
capital financing, a fast-growth company considering an IPO, or a large multinational
corporation, you can gain competitive advantage by translating the marketing planning
process outlined in this book into a streamlined strategic document that informs your
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decisions and helps avoid costly missteps.
The essential companion to the book that revolutionized entrepreneurship Disciplined
Entrepreneurship Workbook provides a practical manual for working the 24-step
framework presented in Disciplined Entrepreneurship. Unlocking key lessons and
breaking down the steps, this book helps you delve deeper into the framework to get
your business up and running with a greater chance for success. You'll find the tools
you need to sharpen your instinct, engage your creativity, work through hardship, and
give the people what they want—even if they don't yet know that they want it. Real-world
examples illustrate the framework in action, and case studies highlight critical points
that can make or break you when your goal is on the line. Exercises and assessments
help you nail down your strengths, while pointing out areas that could benefit from
reinforcement—because when it comes to your business, "good enough" isn't good
enough—better is always better. Disciplined Entrepreneurship transformed the way that
professionals think about starting a company, and this book helps you dig into the
proven framework to make your business dreams a reality. Delve deeper into the 24
steps to success Innovate, persevere, and create the product people want Internalize
lessons learned from real-world entrepreneurs Test your understanding with exercises
and case studies The book also includes new material on topics the author has found to
be extremely useful in getting the most value out of the framework including Primary
Market Research, Windows of Opportunity and Triggers. The book also introduces the
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Disciplined Entrepreneurship Canvas to track your progress on this journey. Starting a
company is a serious undertaking, with plenty of risk and sacrifice to go around—so why
not minimize the risk and make the outcome worth the sacrifice? Author Bill Aulet's
24-step framework is proven to build a successful business; the key is in how well you
implement it. Disciplined Entrepreneurship Workbook helps you master the skills, tools,
and mindset you need to get on your path to success.
Strategic Marketing Management (7th edition) offers a comprehensive framework for
strategic planning and outlines a structured approach to identifying, understanding, and
solving marketing problems. For business students, the theory advanced in this book is
an essential tool for understanding the logic and the key aspects of the marketing
process. For managers and consultants, this book presents a conceptual framework
that will help develop an overarching strategy for day-to-day decisions involving product
and service design, branding, pricing, promotions, and distribution. For senior
executives, the book provides a big-picture approach for developing new marketing
campaigns and evaluating the success of ongoing marketing programs.
Evaluating marketing performance and decision making more fairly Marketing has long
been considered an art and not a science, but that perception is beginning to change as
increasingly sophisticated methods of quantifying marketing success are developed. In
Measuring Marketing: 103 Key Metrics Every Marketer Needs, Second Edition, one of
the world's leading experts in the field presents the key marketing ratios and metrics.
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Applying these metrics will enable marketers to make better decisions and increase
their accountability for their strategies and activities. This fully revised and updated new
edition discusses the key marketing metrics needed for successfully measuring the
performance of an organization's marketing investments. CEOs and CFOs regularly
ask for one simple way to assess the efficacy of marketing campaigns, but the fact is
that there isn't one single measure of performance. Measuring Marketing helps
marketers figure out what they can and should be measuring and when. Marketers are
increasingly being held accountable for the corporate bottom line, and this book helps
both marketers, as well as the business leaders who employ them, to measure
performance fairly and accurately Measuring marketing success is difficult, but this
book shows what and when to assess Designed to increase accountability and improve
everyday decisions, the book includes ratios illustrated with actual marketing cases
from leading companies The first book to address growing demands that marketers be
accountable for their strategies and decisions, Measuring Marketing explains how to
assess marketing success in more meaningful ways.
Now readers can master the core concepts in marketing management that
undergraduate marketing majors, first-year MBA or EMBA student or advanced
learners need with the detailed material in Iacobucci’s MARKETING MANAGEMENT,
5E. Readers are able to immediately apply the key concepts they have learned to
cases, group work, or marketing-driven simulations. MARKETING MANAGEMENT, 5E
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reflects all aspects of the dynamic environment facing today’s marketers. Engaging
explanations, timely cases and memorable examples help readers understand how an
increasingly competitive global marketplace and current changes in technology impact
the marketing decisions that today’s managers must make every day. Important
Notice: Media content referenced within the product description or the product text may
not be available in the ebook version.
Leverage your company’s most important asset! In our lightning-fast digital age, a
company can face humiliation and possibly even ruin within seconds of a negative
tweet or blog post. Over the last year companies such as BP, Goldman Sachs, and
Toyota have experienced serious blows to their images that could have had reduced
impact if their leaders had implemented reputation management into their business
strategy and culture. There is no one in either the corporate or academic sphere with
greater expertise in the area of corporate reputation than Dr. Daniel Diermeier. An
award-winning professor at the Kellogg School of Management, Northwestern
University, Dr. Diermeier has blazed a path in understanding the significance of
reputation management and demonstrating how a company can create a program so
powerful that it can help turn a potential public disgrace into a public image success
story. Reputation Rules is a landmark work bringing to light Dr. Diermeier’s
groundbreaking insights in this critical area. He offers the frameworks, strategies, and
processes for changing your company’s focus as quickly as the world is changing
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around you. He touches on all of the reputational issues that need to be managed from
a strategic level, describing how to: Overcome direct challenges from influential activist
and political forces Manage corporate scandals, including executive compensation Use
external, seemingly unrelated events to boost reputation Build a reputation
management process into everyday operations In addition, Dr. Diermeier provides case
studies of Shell’s confrontation with Greenpeace, Mercedes’s recovery from the
Moose crisis, AIG’s executive bonus fallout, Wal-Mart’s reputation-building response
to Hurricane Katrina, and numerous other scenarios illustrating what works and what
doesn’t when it comes to reputation management. Brimming with keen insights and
lucid examples, Reputation Rules is a guidepost for your organization’s future—and a
salve for crisis management.
An abridged version of Strategic Marketing Management (3rd Edition), this book offers
a framework for strategic marketing planning and outlines a structured approach to
identifying, understanding, and solving marketing problems.
A company’s future hinges on its ability to develop successful market offerings that
create superior value for target customers, the company, and its collaborators. Market
success is rarely an accident; it is typically a result of diligent market analysis, planning,
and management. To succeed in the market, a company must have a viable business
model and an action plan to make this model a reality. The key aspects of the process
of marketing planning and management and the G-STIC framework for developing an
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action plan are the focus of this note. The discussion of marketing planning and
management is complemented by an in-depth overview of three additional topics:
developing a marketing plan, conducting a marketing audit, and the key projectmanagement frameworks. This note is an excerpt (Chapter 3) from Strategic Marketing
Management: Theory and Practice by Alexander Chernev (Cerebellum Press, 2019).
Mastering the Case Interview outlines the essential interview principles and identifies
strategies you can use to master the case analysis. It offers an overview of the most
common types of problems given in case interviews, outlines a framework for
approaching each type of case, and provides a variety of case interview examples. In
addition, this book offers detailed advice on how to manage the interview process: it
includes specific interview guidelines, provides sample questions and answers, and
outlines practical strategies on how to ace the case interview.
New product success is often attributed to intuition. Yet, while some products born from
intuition do make it big, many others crash and burn. The reason is that intuition is only
one aspect of new product development. The other key ingredient of success is having
a business model that outlines the ways in which new products will create market value.
This book offers a systematic approach to identifying market opportunities and
developing breakthrough business models. It outlines the key principles of business
model generation, presents a value-based framework for developing viable new
offerings, and provides a set of practical tools for creating a meaningful value
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proposition that drives market success. The business model framework outlined in this
book applies to a wide range of companies—startups and established enterprises,
consumer-packaged-goods companies and business-to-business enterprises, high-tech
and low-tech ventures, online and brick-and-mortar entities, product manufacturers and
value-added service providers, nonprofit organizations and profit-driven companies.
Practical, actionable, and succinct, The Business Model is the essential reference and
how-to guide for everyone seeking to achieve market success: from entrepreneurs to
experienced managers, from senior executives to product designers, from those
creating new market offerings to those improving on existing ones. This book is for
those passionate about building great products that create market value and disrupt
industries.
A concise but thorough review of essential concepts and techniques. The
Cavusgil/Knight/Riesenberger author team's new textbook A Framework of
International Business concentrates on new realities in international business, emerging
markets, and small and medium-sized enterprises.
Relationship marketing and customer relationship management (CRM) can be jointly
utilised to provide a clear roadmap to excellence in customer management: this is the
first textbook to demonstrate how it can be done. Written by two acclaimed experts in
the field, it shows how an holistic approach to managing relationships with customers
and other key stakeholders leads to increased shareholder value. Taking a practical,
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step-by-step approach, the authors explain the principles of relationship marketing,
apply them to the development of a CRM strategy and discuss key implementation
issues. Its up-to-date coverage includes the latest developments in digital marketing
and the use of social media. Topical examples and case studies from around the world
connect theory with global practice, making this an ideal text for both students and
practitioners keen to keep abreast of changes in this fast-moving field.
The Marketing Plan Handbook presents a streamlined approach to writing succinct and
meaningful marketing plans. By offering a comprehensive, step-by-step method for
crafting a strategically viable marketing plan, this book provides the relevant information
in a concise and straight-to-the-point manner. It outlines the basic principles of writing a
marketing plan and presents an overarching framework that encompasses the plan’s
essential components. A distinct characteristic of this book is its emphasis on marketing
as a value-creation process. Because it incorporates the three aspects of value
management—managing customer value, managing collaborator value, and managing
company value—the marketing plan outlined in this book is relevant not only for
business-to-consumer scenarios but for business-to-business scenarios as well. This
integration of business-to-consumer and business-to-business planning into a single
framework is essential for ensuring success in today’s networked marketplace. The
marketing plan outlined in this book builds on the view of marketing as a central
business discipline that defines the key aspects of a company’s business model. This
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view of marketing is reflected in the book’s cross-functional approach to strategic
business planning. The Marketing Plan Handbook offers an integrative approach to
writing a marketing plan that incorporates the relevant technological, financial,
organizational, and operational aspects of the business. This approach leads to a
marketing plan that is pertinent not only for marketers but for the entire organization.
The Marketing Plan Handbook can benefit managers in all types of organizations. For
startups and companies considering bringing new products to the market, this book
outlines a process for developing a marketing plan to launch a new offering. For
established companies with existing portfolios of products, this book presents a
structured approach to developing an action plan to manage their offerings and product
lines. Whether it is applied to a small business seeking to formalize the planning
process, a startup seeking venture-capital financing, a fast-growth company
considering an initial public offering, or a large multinational corporation, the framework
outlined in this book can help streamline the marketing planning process and translate it
into an actionable strategic document that informs business decisions and helps avoid
costly missteps.
Ditch traditional corporate branding to create a powerful, recognizable brand Brand
Against the Machine offers proven and actionable steps for companies and
entrepreneurs to increase their brand visibility and credibility, and to create an
indispensable brand that consumers can relate to, thus becoming life-long customers.
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Discover the aspirational currency that makes your brand one that people want to be or
want to be friends with. Learn how to be real with your audience and make strategic
associations to establish credibility. Brand Against the Machine will help you stand out,
get noticed, and be remembered. Brand Against the Machine is the blueprint for how to
market your brand to attract better clients and stand out from the clutter that is
traditional corporate branding and marketing. Instant Positioning Method: How to
instantly stand out from the crowd and position yourself as a resource, not just another
service provider The 20/60/20 Rule: Why it's important to take a stand and why it's okay
to have haters—because it creates a stronger bond with those who love you Ditch your
traditional corporate branding and marketing, and exchange it for something
memorable. Your customers will thank you for it.
Strategic Marketing Management (8th Edition) outlines the essentials of marketing
theory and offers a structured approach to identifying, understanding, and solving
marketing problems. This book delineates a comprehensive framework for articulating
sound marketing strategies to guide business decisions involving product and service
design, branding, pricing, sales promotion, communication, and distribution. The
concepts, principles, and frameworks advanced in this book apply to a wide range of
organizations, from startups to established market leaders, from packaged-goods
manufacturers to value-added service providers, from nonprofit entities to for-profit
corporations.
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The Marketing Plan Handbook can benefit managers in all types of organizations. For
startups and companies considering bringing new products to the market, this book
outlines a process for developing a marketing plan to launch a new offering. For
established companies with existing portfolios of products, this book presents a
structured approach to developing an action plan to manage their offerings and product
lines. Whether you manage a small business seeking to formalize the planning process,
a startup seeking venture-capital financing, a fast-growth company considering an initial
public offering, or a large multinational corporation, you can gain competitive advantage
by translating the marketing planning process outlined in this book into a streamlined
strategic document that informs your actions and helps avoid costly missteps.
This resource offers a comprehensive framework for strategic planning and outlines a
structured approach to identifying, understanding, and solving marketing problems. For
business students, this book is an essential tool for understanding the logic and the key
aspects of the marketing process. For managers and consultants, it presents a
conceptual framework that will help develop a strategy for day-to-day decisions.
The advent of e-commerce and the rise of hard discounters have put severe pressure
on traditional retail chains. Boundaries are blurring: traditional brick & mortar players
are expanding their online operations and/or setting up their own discount banners,
while the power houses of online retail are going physical, and hard discounters get
caught up in the Wheel of Retailing. Even successful companies cannot sit back and
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rest, but need to prepare for the next wave of change. In the face of this complexity, it is
all the more important to take stock of current knowledge, based on insights and
experience from leading scholars in the field. What do we know from extant studies,
and what are the ensuing best practices? What evolutions are ahead, and will current
recipes still work in the future? This Handbook sheds light on these issues.
Strategic Brand Management (3rd Edition) lays out a systematic approach to
understanding the key principles of building enduring brands and presents an
actionable framework for brand management. Clear, succinct, and practical, it is the
definitive text on building strong brands.
Strategic Marketing Management (9th Edition) outlines the essentials of marketing
theory and offers a structured approach to identifying and solving marketing problems.
This book presents a comprehensive framework to guide business decisions involving
product and service design, branding, pricing, sales promotion, communication, and
distribution.

Marketing Channel Strategy: An Omni-Channel Approach is the first book on the
market to offer a completely unique, updated approach to channel marketing.
Palmatier and Sivadas have adapted this classic text for the modern marketing
reality by building a model that shows students how to engage customers across
multiple marketing channels simultaneously and seamlessly. The omni-channel is
different from the multi-channel. It recognizes not only that customers access
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goods and services in multiple ways, but also that they are likely doing this at the
same time; comparing prices on multiple websites, and seamlessly switching
between mobile and desktop devices. With the strong theoretical foundation that
users have come to expect, the book also offers lots of practical exercises and
applications to help students understand how to design and implement omnichannel strategies in reality. Advanced undergraduate and graduate students in
marketing channels, distribution channels, B2B marketing, and retailing classes
will enjoy acquiring the most cutting-edge marketing skills from this book. A full
set of PowerPoint slides accompany this new edition, to support instructors.
Never HIGHLIGHT a Book Again! Virtually all of the testable terms, concepts,
persons, places, and events from the textbook are included. Cram101 Just the
FACTS101 studyguides give all of the outlines, highlights, notes, and quizzes for
your textbook with optional online comprehensive practice tests. Only Cram101 is
Textbook Specific. Accompanys: 9780471484264 .
Create winning marketing plans like the pros! Whether you're starting a new
business or launching a new product line within a company, you won't be able to
succeed without a clear plan that defines your goals and how you will achieve
them. Now, best-selling author William Cohen equips you with the knowledge,
tools, and techniques you'll need to develop marketing plans like the pros. The
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Marketing Plan, 5th Edition presents step-by-step procedures--from scanning
your environment and establishing goals and objectives, to developing marketing
strategies and tactics, to presenting and implementing your plan, and everything
in between. When you complete the book, you will not only know what to do, but
also how and why. With this practical guide, you get: * Step-by-step instructions:
This easy-to-follow, logical approach keeps you clearly focused on what you
need to do to develop a successful marketing plan. * Time-saving forms: These
worksheets, including 20 new to this edition, help you with different marketing
planning tasks, such as profiling target markets and establishing an advertising
and publicity budget. * Actual marketing plans from readers who have used the
book: This new Fifth Edition features three new sample marketing plans. These
plans show how readers have adapted the basic ideas in this book and translated
them into successful marketing plans.
NEW from the bestselling HBR’s 10 Must Reads series. Stop pushing
products—and start cultivating relationships with the right customers. If you read
nothing else on marketing that delivers competitive advantage, read these 10
articles. We’ve combed through hundreds of articles in the Harvard Business
Review archive and selected the most important ones to help you reinvent your
marketing by putting it—and your customers—at the center of your business.
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Leading experts such as Ted Levitt and Clayton Christensen provide the insights
and advice you need to: • Figure out what business you’re really in • Create
products that perform the jobs people need to get done • Get a bird’s-eye view
of your brand’s strengths and weaknesses • Tap a market that’s larger than
China and India combined • Deliver superior value to your B2B customers • End
the war between sales and marketing Looking for more Must Read articles from
Harvard Business Review? Check out these titles in the popular series: HBR’s
10 Must Reads: The Essentials HBR’s 10 Must Reads on Communication
HBR’s 10 Must Reads on Collaboration HBR’s 10 Must Reads on Innovation
HBR’s 10 Must Reads on Leadership HBR’s 10 Must Reads on Making Smart
Decisions HBR’s 10 Must Reads on Managing Yourself HBR’s 10 Must Reads
on Teams
The success of an offering is defined by the company’s ability to design,
communicate, and deliver market value. The particular way in which an offering
creates value is determined by the company’s business model and its two
building blocks: strategy and tactics. The key aspects of developing an offering’s
strategy, designing its tactics, and crafting a market value map are the focus of
this note. The discussion of marketing strategy and tactics is complemented by
an in-depth overview of two additional topics: the 3-C, 4-P, and 5-Forces
Page 23/26

Where To Download Strategic Marketing Management Alexander Chernev
frameworks and the key aspects of analyzing the market context. This note is an
excerpt (Chapter 2) from Strategic Marketing Management: Theory and Practice
by Alexander Chernev (Cerebellum Press, 2019).
Strategic Marketing Management: Theory and Practice offers a systematic
overview of the fundamentals of marketing theory, defines the key principles of
marketing management, and presents a value-based framework for developing
viable market offerings. The theory presented stems from the view of marketing
as a value-creation process that is central to any business enterprise. The
discussion of marketing theory is complemented by a set of practical tools that
enable managers to apply the knowledge contained in the generalized
frameworks to specific business problems and market opportunities. The
information on marketing theory and practice contained in this book is organized
into eight major parts. The first part defines the essence of marketing as a
business discipline and outlines an overarching framework for marketing
management that serves as the organizing principle for the information presented
in the rest of the book. Specifically, we discuss the role of marketing
management as a value-creation process, the essentials of marketing strategy
and tactics as the key components of a company’s business model, and the
process of developing an actionable marketing plan. Part Two focuses on
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understanding the market in which a company operates. Specifically, we examine
how consumers make choices and outline the main steps in the customer
decision journey that lead to the purchase of a company’s offerings. We further
discuss the ways in which companies conduct market research to gather market
insights in order to make informed decisions and develop viable courses of
action. Part Three covers issues pertaining to the development of a marketing
strategy that will guide the company’s tactical activities. Here we focus on three
fundamental aspects of a company’s marketing strategy: the identification of
target customers, the development of a customer value proposition, and the
development of a value proposition for the company and its collaborators. The
discussion of the strategic aspects of marketing management includes an indepth analysis of the key principles of creating market value in a competitive
context. The next three parts of the book focus on the marketing tactics, viewed
as a process of designing, communicating, and delivering value. Part Four
describes how companies design their offerings and, specifically, how they
develop key aspects of their products, services, brands, prices, and incentives. In
Part Five, we address the ways in which companies manage their marketing
communication and the role of personal selling as a means of persuading
customers to choose, purchase, and use a company’s offerings. Part Six
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explores the role of distribution channels in delivering the company’s offerings to
target customers by examining the value-delivery process both from a
manufacturer’s and a retailer’s point of view. The seventh part of the book
focuses on the ways in which companies manage growth. Specifically, we
discuss strategies used by companies to gain and defend market position and, in
this context, address the issues of pioneering advantage, managing sales
growth, and managing product lines. We further address the process of
developing new market offerings and the ways in which companies manage the
relationship with their customers. The final part of this book presents a set of
tools that illustrate the practical application of marketing theory. Specifically, Part
Eight delineates two workbooks: a workbook for segmenting the market and
identifying target customers and a workbook for developing the strategic and
tactical components of a company’s business model. This part also contains
examples of two marketing plans—one dealing with the launch of a new offering
and the other focused on managing an existing offering.
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