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COURSE INTRODUCTION / OVERVIEW:

This comprehensive training course provides a deep dive into the art and science of strategic marketing planning and
execution. In today's hyper-competitive marketplace, a well-defined marketing strategy is not just an asset but a necessity
for sustainable growth and market leadership. This program is designed to move beyond theoretical concepts and equip
participants with the practical skills needed to develop, implement, and measure impactful marketing strategies. Drawing
upon foundational principles from seminal works like Philip Kotler's "Marketing Management," the course integrates
timeless frameworks with contemporary digital-age challenges. Participants will learn how to conduct thorough market
analysis, identify high-value customer segments, and craft a compelling value proposition. BIG BEN Training Center has
structured this course to be an immersive experience, guiding attendees from initial situational analysis to the final
measurement of marketing ROI, ensuring they can build a coherent and actionable marketing plan that drives tangible

business results and creates a lasting competitive advantage.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

Marketing Managers and Directors.

e Brand and Product Managers.

e Business Development Professionals.

o Marketing Specialists and Coordinators.

e Sales Managers seeking strategic alignment.
e Entrepreneurs and Small Business Owners.
e Corporate Strategy Planners.

e Consultants involved in business growth.
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TARGET SECTORS AND INDUSTRIES:

e Technology and Software Services.

Retail, E-commerce, and Consumer Goods.

Banking, Finance, and Insurance Services.

Healthcare and Pharmaceuticals.

Telecommunications and Media.

Manufacturing and Engineering.

Hospitality and Tourism.

Government and Public Sector Agencies.

TARGET ORGANIZATIONS DEPARTMENTS:

Marketing and Communications.

Sales and Business Development.

Product Management and Development.

Corporate Strategy and Planning.

Executive Management.

Customer Relations and Service.

Public Relations.
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COURSE OFFERINGS:

By the end of this course, the participants will have able to:

e Conduct a comprehensive situational analysis using SWOT, PESTLE, and competitor analysis frameworks.

Apply market segmentation, targeting, and positioning (STP) techniques to identify and reach key audiences.

Develop a clear and compelling value proposition that differentiates the brand in the marketplace.

Formulate integrated marketing mix strategies (7Ps) for products and services.

Create a detailed marketing plan with clear objectives, strategies, and action items.

Allocate marketing budgets effectively across various channels to maximize return on investment.

Establish key performance indicators (KPIs) to measure and track marketing effectiveness.

Analyze marketing campaign performance and make data-driven decisions for optimization.

Master the process of developing a go-to-market strategy for new products or services.

COURSE METHODOLOGY:

The training methodology at BIG BEN Training Center is designed to be highly interactive, practical, and engaging,
ensuring that participants can immediately apply the learned concepts in their professional roles. This course moves
beyond traditional lectures by incorporating a blended learning approach. A significant portion of the program is
dedicated to hands-on workshops, real-world case study analysis, and collaborative group exercises where participants
will work on developing a complete marketing strategy from scratch. Interactive sessions, facilitated discussions, and
brainstorming activities encourage the sharing of ideas and experiences among participants from diverse industries. The
facilitator will provide continuous feedback and guide participants through practical tools and templates. This
experiential learning environment fosters critical thinking and problem-solving skills, ensuring a deep and lasting

understanding of strategic marketing principles and their successful execution in a corporate context.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: FOUNDATIONS OF STRATEGIC MARKETING ANALYSIS

Introduction to strategic marketing and the planning process.

Understanding the difference between strategy and tactics.

Conducting a comprehensive internal analysis using the SWOT framework.

Analyzing the external macro-environment with PESTLE analysis.

Applying Porter's Five Forces to assess industry competitiveness.

Techniques for effective competitor intelligence and benchmarking.

Defining a clear corporate vision, mission, and marketing goals.

UNIT TWO: SEGMENTATION, TARGETING, AND POSITIONING (STP)

The strategic importance of the STP process.

Bases for segmenting consumer and business markets.

Developing detailed customer personas and journey maps.

Evaluating market segments for attractiveness and viability.

Selecting appropriate targeting strategies.

Crafting a powerful brand positioning statement.

Developing a unique and compelling value proposition.

UNIT THREE: FORMULATING THE MARKETING MIX STRATEGY

Developing product and service strategies for competitive advantage.

o Strategic pricing objectives and tactics.

Designing effective distribution and channel strategies (Place).

Creating an integrated marketing communications (IMC) plan (Promotion).

Extending the marketing mix for services: People, Process, and Physical Evidence.

Aligning the 7Ps for a cohesive customer experience.

Managing the product lifecycle strategically.
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UNIT FOUR: MARKETING PLAN DEVELOPMENT AND BUDGETING

e The structure and key components of a formal marketing plan.

Setting SMART (Specific, Measurable, Achievable, Relevant, Time-bound) marketing objectives.

Developing core marketing strategies to achieve objectives.

Methods for marketing budget allocation and forecasting.

Exploring different channel strategies including digital and traditional media.

Planning for effective content and social media marketing strategies.

Risk assessment and contingency planning in marketing.

UNIT FIVE: IMPLEMENTATION, MEASUREMENT, AND CONTROL

e Developing an actionable go-to-market (GTM) strategy.

Assigning roles and responsibilities for marketing execution.

Identifying key performance indicators (KPIs) for marketing success.

Introduction to marketing analytics and data interpretation.

Calculating and proving marketing return on investment (ROI).

The marketing audit process for strategic control.

Principles of agile marketing for continuous adaptation and optimization.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOW LONG IS EACH DAILY SESSION, AND WHAT IS THE TOTAL NUMBER OF TRAINING
HOURS FOR THE COURSE?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.

SOMETHING TO THINK ABOUT:

In an era of rapid technological disruption and shifting consumer behaviors, how can a marketing strategy remain both

robust enough for long-term brand building and agile enough to adapt to short-term market volatility?

www.bigben-training.com




WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO

OTHER COURSES?

This course distinguishes itself by focusing on the critical link between planning and execution, a gap often found in purely
theoretical programs. While many courses cover strategic frameworks, this program, guided by the practical ethos of BIG
BEN Training Center, emphasizes the translation of those frameworks into actionable, measurable marketing plans. It
provides a holistic view, integrating classic marketing principles, such as those championed by Philip Kotler, with the
demands of the modern digital landscape, ensuring participants are equipped for today's challenges. The methodology is
intensely practical, prioritizing hands-on workshops and case studies over passive listening. Participants will not just learn
about SWOT analysis or the STP model; they will actively apply them to real-world scenarios. The course's emphasis on
measurement, KPIs, and marketing ROl provides participants with the tools to not only launch campaigns but also to

prove their value to executive leadership, fostering a culture of accountability and data-driven decision-making.
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