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accelerating transformation

1. Situation 3. Deliverables

* Core organizational capabilities in printing (digital & * GoToMarket launch plan & flowchart
off-set), fulfillment, and direct mail * Analysis & recommendations:
* Establishing Strategic Business Units in Marketing * High-level product portfolio roadmap
Services and e-Commerce * Naming & brand architecture
* Successful launch of Web-to-print B2C brands were * Portfolio pricing strategy
assumed to drive a major component of long-term * Salesforce structure & compensation
revenue mix * On/offline promotional strategy
* Distribution channel prioritization
* Performance metrics
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* Lack of a cohesive GoToMarket plan for eCommerce * Established executive team clarity & consensus
portfolio around key GoToMarket issues needing resolution,
* Inexperience w/ consumer product development, including:
marketing and sales * Executive focus & accountability for launch
* Limited results from initial rollout * Product design & pricing issues affecting
* Lack of staffing capacity positioning and market acceptance
* Uncertainty re: accountability for product, * Portfolio launch roadmap
marketing, sales and revenues * Sales organization and compensation structures
* Product design and functionality gaps * Multichannel promotional leverage points

“Conequity’s work was exactly what we needed. They gave us a roadmap to address the things we needed to shore up, to
sequence our rollout in a way we could manage, and to offer our target markets a value proposition that was compelling.”
President, Printing & Design Company
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