CHAPTER 1

CHAPTER 2

CHAPTER 3

CHAPTER 4

CHAPTER 5

CHAPTER 6

CONTENTS

ForeworD
PrREFACE

ACKNOWLYDGMENTS

ParT1

How 170 BuiLp A PowEeRrFUL
MARKETING STRATEGY

TRUMP ON MARKETING
WuAaT Is MARKETING?
BuiLping A MARKETING STRATEGY
UNDERSTANDING YOUR CUSTOMERS

MEASURING AND MANAGING YOUR
PeErRcCEIVED VALUE

UNDERSTANDING YOUR COMPETITORS

vii

X1

xiii

XV

15

28

39

51



CHAPTER 7

CHAPTER 8

CHAPTER 9

CHAPTER 10

CHAPTER 11

CONTENTS

UNDERSTANDING YOUR
ORGANIZATION’S CAPABILITIES 61

UNDERSTANDING YOUR OVERALL
COMPETITIVE ENVIRONMENT 69

IpENTIFYING YOUR PossiBLE MARKETS 78
SELECTING YOUR KEY TARGET MARKETS8S8
PossiBLy THE MosT IMPORTANT

CHAPTER IN T'HIs Book: PosiTioNING
Your ProbDucT OR SERVICE 98

ParT I1

IMPrROVING YOUR MARKET NG STRATEGY

CHAPTER 12

CHAPTER 13

CHAPTER 14

CHAPTER 15

CHAPTER 16

CREATING YOUR [10ST VALUABLE
AsseET: YOUR I’RAND 113

DeveELoriNg Your GrowTH PrLAN 124

DerezmiNING YOUR Focus rFor
GrowTH 132

INCrREASING YOUR CUSTOMER
SATISFACTION 140

MANAGING YOUR MARKETING
ProGgrAMS 149

Part III

IMPLEMENTING YOUR STRATEGY

CHAPTER 17

Probpuct/SERVICE DESIGN 161

viil



CHAPTER 18

CHAPTER 19

CHAPTER 20

CHAPTER 21

CHAPTER 22

CHAPTER 23

CHAPTER 24

CHAPTER 25

CHAPTER 26

CHAPTER 27

CHAPTER 28

CHAPTER 29

CHAPTER 30

CHAPTER 31

CONTENTS

INTEGRATING CUSTOMER
COMMUNICATIONS

ADVERTISING

IDENTIFIERS

SaLeEs ProMoOTION

PeErsoNAL SELLING

PusLric RErLAaTIONS

INTERNET MARKETING

PriciNng

DisTrRIBUTION

(GUERRILLA MARKETING

ParT IV

MarRKETING REAL EsTATE

MARKETING RESIDENTIAL
Rear EsTATE

SELLING RESIDENTIAL
ReaL EsTATE

MARKETING COMMERCIAL
ReaL EsTATE

SELLiNG COMMERCIAL
ReaL EsTATE

ix

171

183

197

205

215

225

238

250

262

272

285

298

313

325



CONTENTS

PArRTV

MarkeETING DUurRING ToucHu TiMES

CHAPTER 32 MAaRrRkETING DuriNg ToueH TiMES:
Do’s aAnpD DoN’Ts

CHAPTER 33 ToueH TiME MARKETING: MANAGING

CURRENT CUSTOMERS

CHAPTER 34 ToueH TiME MARKETING: GETTING
New CUSTOMERS

ParT VI

UNDERSTANDING THE NUMBERS

CHAPTER 35 FINANCIAL ANALYSIS “OR SMART
MARKETING DECISIONS

CHAPTER 36 CONDUCTING [/IARKETING RESEARCH

CHAPTER 37 FORECASTING

ParT VII

M:ixkiNG SURE YOUR MARKETING
STRATEGY SUCCEEDS

CHAPTER 38 THE MARKETING PrLAN

CHAPTER 39 MoTivAaATING YOUR PEOPLE

NoTES

ABouT THE AUTHOR

INDEX

339

348

361

371

384

396

407

416

427

439

441



