ol ! & oIS il Jlae ¥l 3 g & SLiaY] Guda

Al & IS il Jlae¥l Gyoui & blyiad Gehal

gt

Duration: 5 Days

Language: ar

Course Code: PM1-101

Objective

sl o8 8345 — 28 e ol — L] 3 duiliall e il 2 pgd - 2l Jladll 3oyl Sae Lo —

Audience

8o liiw! bl iKY §agia &, gl

ol Ll 5ol o

Llall 5 saaell @

Jloc¥ & Juolgill dalay oy spisduill @

B2B 31 suill g8 e oy siag B1suill & laiasi (o ggall @
B2B (51 suilly ¢y salge oy seigaiill o

B2B wlays gy1e @

sl 539 G 5AGe plauai o7 Golaif o

Joall o8 Gruwatl (gl e uski & Guelyll e


http://holistiquetraining.com/ar/course/mastering-business-to-business-marketing-ar
http://holistiquetraining.com/ar/course/mastering-business-to-business-marketing-ar

Training Methodology

Teaching takes place in various settings, including face-to-face classroom teaching. It will
ensure that participants can expand their knowledge of the subject and increase their skill
set. The course is delivered via various methods by a specialist tutor. This will include
PowerPoint presentations, reviewing articles and other relevant materials, group or individual
exercises and discussions. There may be some independent work set, and the course will
require submitting articles to demonstrate understanding and an end-of-course test. Note-
taking is encouraged, and you are welcome to use electronic devices.

The course manual will form part of the learning but give you references for the future. You
are encouraged to ask questions and, if needed, spend time one-on-one with your tutor to
review any issues. You can network with peers in similar roles during your time in the
classroom.
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Course Content & Outline

Section 1: Understanding the Principles of Marketing

* The difference between B2B and other consumer marketing
e Understanding sales-focused and market-focused skills

e Focusing on selling products in a B2B scenario

* The basic underpinning principles of B2B marketing

e How to make B2B marketing a success

* Winning preference - the art of relationship building

e Getting your colleagues to buy in

Section 2: The Plan and Process of Successful Marketing

e Why aligning the business strategy and brand with marketing is key

e How to structure the process of marketing

e An insight into the customer and competitors from a marketing point of view
e What is the real need of the customer

e What are the key priorities for success

e B2B marketing - how to build a winning plan

Section 3: Marketing Goals and How to Achieve Them

¢ Defining the objectives of marketing

e The need for a B2B marketing strategy

e How to target the purpose by prioritising people
e Why B2B marketing needs to be integrated

e Constructing the perfect marketing mix

e Delivering the mix to generate value and success

e Getting support and contributions from colleagues

Section 4: The Lifecycle Innovation, Product Management, Solutions and Pricing

e The lifecycle concept and how to apply it

e The B2B product portfolio and management

¢ How to screen and develop new products

» B2B value-propositions: the art of creating superior value

e How to compete with pricing with competitors and provide value
* How to define pricing strategies and use them to your advantage

e Essential terms: break-even, cost plus and contribution



e pricing

Section 5: The Marketing Mix: Communications, Distributors and Service

e Applying marketing guidance: The essential guide

e Communication tools and messages - conveying effectively

e Distributors - how to market effectively

 Offering services and charging accordingly

e How marketing and sales are integrated

e The importance of measuring and controlling marketing outcomes

e The marketing budget - creation and justification
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YouTube Video

https://www.youtube.com/embed/KvhE120ZPQE?si=d41bhHO05xCTJPwYo
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