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You were outstanding!!  

The best two days I have ever 
had in a marketing workshop 
and a skilled Professor.  It 
was even better than the day 
I had with Professor Philip 
Kotler. 

Ken Andersen 

Marketing Vice President 

Carlsberg 

 

 

 

 

 

 

 

 

 

 

 

 

 

All facts and figures in this 
p u b l i c a t i o n  are presented in 
good faith and on the basis of 
information before us at the time of 
writing. 

Strategic Marketing Planning 
By Professor Malcolm McDonald, Chairman of Malcolm McDonald Consulting Ltd 

and Contributor to www.malcolm-mcdonald.com 

 

In the history of business, there has never been a greater need to develop marketing 
strategies that spell out quantitatively how the organization plans to create 
sustainable competitive advantage over the planning period--- typically 3 years.  Any 
such strategy that doesn’t clearly justify why customers should buy the organisation’s 
products/services at margins that will create super profits isn’t worth anything. 

Strategic Marketing Planning is simply a logical process and a series of activities 
leading to the setting of marketing objectives and the formulation of plans for 
achieving them.  Although simple to grasp intellectually, strategic marketing 
planning is notoriously the most difficult of all marketing tasks.  Over the past 40 
years, we have specialized in this topic and helped hundreds of organisations to 
produce winning strategic plans.  Indeed, the book on this topic, Marketing Plans: 
How to Prepare Them, How to Use Them, has sold over half a million copies 
worldwide, and it is acknowledged as the “bible” on this subject.  Its relevance today 
has never been greater, and the 8th edition has just been launched.   

The ten steps for strategic marketing planning has worked brilliantly over many 
years, and we are truly considered to be the world’s experts in this domain.  
Essentially, developing and planning for a marketing strategy is about four things: 

a. How to get the 
market/customer selection 
process right. 

b. How to get growth in sales 
and profits from existing 
customers. 

c. How to reduce expenditure 
on markets/customer that 
earn less than the cost of 
capital. 

d. How to reduce risk by 
creating shareholder value. 

Typically, when running workshops on this topic, we start with at least a half day 
briefing for the Board, to ensure buy-in.  Then, we bring in a much larger group - 
not just marketers - a senior, multi-discipline team from sales, marketing, 
operations and finance; it is the whole organisation that delivers the resulting 
strategy, and it is important that they buy into the resulting plans.  In short, the 
plans we help (and coach) you develop maximize the financial value of 
market/customer relationships - the sum total of the revenues, minus the directly 
attributable costs now and in the future.  Last, not least, we also have created a 
marketing business game, which can be used to reinforce the learning. 

http://www.malcolm-mcodnald.com/
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The fees for the Board induction, following workshops, coaching and consulting support reflect the time and 
effort required for customisation and pre planning work.  Engagement of our team of consultants with client 
organizations and businesses usually results in an increase in net profits of up to 10%. 

Two Action Points: 

Assess the need in your team and business unit, in current business context. 

 Action: Bring together a multidisciplinary team, from marketing, sales, operations and finance to 
discuss how your sales and marketing plans bring profits from market/customer relationships.  

Assess the nature of the support you may need to address the key issues identified internally. 

 Action:  Ask about our FREE marketing planning diagnostic, and meet Professor McDonald to 
agree the best course of action and resources needed to get your marketing plans back on track. 

About Malcolm McDonald Consulting 

Malcolm McDonald Consulting Ltd. is a strategic 
sales and marketing consulting business.  With 
our end-to-end interactions, from Board level to 
internal project team, we help companies create 
value through getting the fundamentals right in 
strategic sales and marketing, all within budget 
and the agreed deadline.  

Professor McDonald and his team of consultants 
work with the boards and internal teams of 
executives from a number of the world's leading 
multi-nationals on all continents.   

Malcolm McDonald is Emeritus Professor of 
Marketing at Cranfield University, and Visiting Professor at Henley, Warwick, Aston and Bradford 
Business Schools.  He authored over 40 books on marketing and key account management.  Coming from 
a background in business which included a number of years as Marketing Director of Canada Dry, 
Malcolm has successfully maintained a close link between academic rigour and commercial application.  
He has consulted to major companies from the UK, Europe, USA, Far East, South-East Asia, and Africa, in 
the areas of strategic marketing and marketing planning, market segmentation, key account management, 
international marketing and marketing accountability.   
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Contact Us 
Malcolm McDonald Consulting Ltd. 
7 The Courtyard, Wootton Business Park, Wootton Waven, Warwickshire, B95 6HJ, UK  
Email: enquiries@malcolm-mcdonald.com 
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