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Re-Integrate Your Marketing 
Strategy…

with a trip to the Starbucks restroom 
CHPRMS
Annual Meeting
Nov. 15, 2006
Anne W. West

Integrated Marketing 
Communications 101

“You will be at the forefront of the 
important IMC movement that    
looks forward to an integrated   
brand experience on the part of    
the consumer.”

You will be able to…

1. Identify customers and prospects
2. Estimate value of #1
3. Plan message delivery and content
4. Estimate return on customer investment
5. Conduct post-program analysis
6. Relate efforts to brand equity and 

shareholder value
7. Estimate brand equity
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“Coming together is a beginning, 
staying together is progress,

and working together 
is success.”

Henry Ford 

What is…

Bringing a product to the attention of a 
potential consumer?
Keeping the product in the mind of the 
consumer and stimulating demand?
Making sure you’re continuing to meet the 
needs of the consumer?
Ensuring the product has a strong public 
image?
Mention in the media?
Cultivating prospects and closing the deal?

Achieving Awareness 

SBC ($793)Intel
Ford ($812)GE

Time Warner ($958)IBM

Proctor & Gamble ($1.2B)Microsoft
GM ($1.5B)Coca-Cola
Top 5 AdvertisersTop 5 Brands
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Essential Elements

Corporate identity
Focused messages
Business strategy
Big picture 
Cross-selling

Integrated Marketing Audit

Identifies message inconsistencies 
and strategic gaps in company’s
communication program.

Massage the Message

National Consumer Goods Company

Message theme in TV ads only used in 
22% of other ads.

Different theme was used in 80% of TV 
ads but only 20% of promotional 
materials.
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Touch the Target 

24% of all printed messages were not 
targeted to any of the high priority 
stakeholder groups

Only 1% of printed messages was 
specifically directed to the target 
audience rated most important by 
management

Benefits Bonanza

Stronger, more consistent image. 
Increased support from publics. 
Higher level of audience satisfaction. 
Greater loyalty among stakeholders. 
Lower recruitment costs and higher 
retention rates.
Increased revenue.

Benefits Bonanza

Increased revenue.  
Enhanced public awareness.  
Attract and retain excellent staff.
Increased coordination and 
stewardship of marketing dollars.
Greater employee satisfaction. 
Prospering  in a down-turn market.
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Beer Battles

“If beer loses its relevance, it's because 
we in the beer industry got out-
marketed.  We can't allow ourselves 
as an industry to bore the consumer.”

Norman Adami
Miller Brewing Chief Executive

Here to Help

T-E-A-M

Please hold

Show me the money!

Here to Help

Go down that hall and…

Market marketing

Fries with that burger?
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I survived week one!!
I survived week one!! WHEW! 

Although my surgery went as 
planned, I was in for a reality 
check on Thursday when we got 
home. 

….I only thought the barium for my 
Upper GI last week was bad! Just 
writing about it is churning my 
poor stomach again… AWFUL!!!!! 
ICKY!!! UGH!!!

… I finally found something that 
worked for me. (You don’t even 
want to know everything Charlie 
and I tried). 

…until I can swallow my meds 
whole, protein enriched sugar 
free cherry Jell-O will be my best 
friend. 

“Starbuckization”

Changing what we eat and drink
Altering where and when we work and 
play
Shaping how we spend time and 
money
Rewriting society’s pop culture menu
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Starbucks Influence

What we’ll pay
Our tastes
What we eat
How we order
How people meet
Cities
Social consciousness

Tried and True

Create an opportunity mindset

Multiply customer contacts

Mine customer data

Increase your technological savvy

Won’t Work When

Incorrect strategic assumptions
Inferior tactical execution
Unanticipated marketplace changes
Delays bringing product to market
Poor communication
Conflicts between integration partners
Rogue partner behavior
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Intelligent Integration

Ad campaign contributes to direct mail 
response.
PR extends reach of advertising.
Events yield awareness and data.
Website is integral element of all 
communication strategies.
Promotions are targeted and measurable.

Spell Success

You reach your prospects in a 
consistent, systematic, and 
strategically sound manner.

Anne W. West

awwest@mindspring.com
770.804.0930

Thank You!


