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The role of ‘marketing’ has changed over 
the years; blurred by the addition of new 
technologies and differing interpretations of 
the job description. Whether people would 
want to admit it or not, some businesses treat 
marketing as little more than a glorified name 
for advertising, as if it’s some form of necessary 
evil that costs money they’d rather be putting 
somewhere else.
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For arren oo e oun er
an g oba o rinit
t is ragmente a roac

to mar eting creates a waste re-
source t at s ou be wor ing wit
ot er e ements o t e organisa-
tion to increase o ortunities an
rofitabi it .

ere is a uge o ortuni-
t to a or mar eting to be t e
business ri er to actua ri e
growt sa s arren. owe er
most organisations a en t struc-
ture t eir mar eting t e rig t
wa to e i er t at er ormance.
ar eting is o ten seen as t e
romotions e artment t at wor s

to t e si e o t e business w en it
nee s to be in o e in t e ri ing
o t e business.

is a roac aces mar et-
ing bac into t e ana tica si e
o business rat er t an a creati e
a on a i oso t at e ten s
rom arren s own bac groun .

arren starte is wor ing i e as
a scientist at t e o a i ren s
os ita euro at o og abo-

rator in e bourne un erta ing

researc in m o at ies neuro -
at ies u en n ant eat n-
rome an e etiti e train n ur .
e t en estab is e a c emica

rec c ing com an ca e eso e
w ic w ette t e a etite or
t e commercia si e o i e be ore
a ing into a ertising in is mi
s t roug t e ame o c oo
rogram. ter some ears in

a ertising w ere e e en ser e
as t e resi ent o t e e bourne

ertising an esign ub e
saw t e o ortunit to set u rin-
it an bring a o is s i s an
e erience toget er.

t s a combination o m ana-
tica science bac groun an an

a reciation an un erstan ing o
t e creati e rocess an t e a ue
t at creati it can a to busi-
ness e e ains. e com a-
n s ocus is ow to ma imize t e
a ue rom creati it in business.

i e t is ma soun i e a
sim e conce t it is a un amenta
s i t in t in ing or man eo e
an it starts wit consi ering t e

broa ro e o mar eting wit in t e
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TO DRIVE A BUSINESS
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organisationa ramewor .
ar eting is sti o ten e ecut-

e as a cost to business e sa s.
at means t at t ere is a bu get

set asi e or mar eting an t e
bu get is s ent an et t ere is
er itt e accountabi it or mea-
surement in t e to ine contri-
bution t at mar eting is ma ing.

en ou re oing t at ou re
not o timising t e er ormance
or mar eting ou re arge ust
e ecuting a mar eting an.

en treate as a u business
isci ine mar eting as uge

a ication. at we re seeing is
t at mar eting is sti being i-
geon o e into a er narrow ocus
an on a ew businesses a e
rea e an e t e o ortunities
t at mar eting resents an rea
ri es t e to ine. at s w at

mar eting oes w en it s u a -
ie to a business it ri es t e to

ine an growt or t at business.
n arren s iew i mar eting is

broug t into t e cor orate strateg
it can become t e g ue t at e s
a o t e res ecti e areas to o ti-
mise an er orm better. urt er-
more wit constant a ancements
in tec no og t ose ca abi ities
are now enormous owe er er-
a s ironica mar eting is o ten

margina ise in t at rocess.
ec no og as enab e mar-

eting to a e muc more in u-
ence wit customers an ro i e

muc greater insig t bac into t e
business about w at customers an
otentia customers are oing

sa s arren. n ine engagement
gi es ou uge o ortunities to
actua trac er ormance an
be a iours an c anges in be-
a iours. ou can trac ea s an
ou can oo at con ersion rates
it ro i es a uge amount o

insig t an ata.
e c a enge owe er is t at

man organisations are not set u
to o erate t at wa . it a ances
in tec no og man organisations
ee a ing new at orms an

too s as a bo t on unit rat er
t an integrating it into t e core o
t e o erations.

e o ten see t ese businesses
t at ee a ing new e ements i e
socia me ia igita a ertising
e ents an more so t e en u
oing ots o i erent t ings but

none o t em we .
n actua act w at t e s ou

be oing is to sit an t in about
restructuring mar eting wit in t e
organisation to a a t to t e c ang-
ing wor an to a a t to t eir
c anging strateg . ost mar eting
e artments sti a e t e same

structure t at t e a or
ears ago.

ear t is be ie is at t e
core o rinit s o erings an
o erations an somet ing arren
be ie es sets it a art rom com et-
itors.

t is not a coo ie cutter a -
roac but rat er a to own

a roac t at c anges wit time
an c ient re uirements.

e get insi e our c ients
mar eting unctions an oo or
t e o ortunities to ri e a -
ue t roug mar eting into t e
business. is a roac is one t at
bui s on t e in erent strengt s o
t e mar eting unction an e s
i enti t e barriers structura

obstac es an rocesses t at sto s
mar eting e i ering u a ue to
t e organisation.

atura t is means t at rin-
it nee s to wor c ose wit its
c ients as no two organisations wi
a e e act t e same nee s. ar-

ren again reiterates t e non coo ie
cutter a roac .

e on t use a coo ie cutter a -
roac because t ere is no sing e

best ractice. ere s no articu ar
mo e t at suits a eo e. e
first t ing t at we o is we s en a
ot o time er uic wi a
to ee i e into t e current state
because t ere s no oint mo ing
orwar unti ou now w at ou
a rea a e.

timate we reac a osition
w ere we can sa ere s w ere
we are now an ere s an agree-
ment on w ere we want to mo e
to an t en it s a sim e matter o
ana sing t e two states current
state an agree uture state to
i enti w at are t e ste s nee e
to get t ere.

t s an ana tica an ersona
a roac to business e e o ment
ri en b mar eting an as ro -

en to be e treme success u or
rinit . erating wit a sma
a ministration team in ne
arren as grown rinit to a e

o ces in inga ore ong ong
on on ne an e bourne to
estab is a genuine g oba res-
ence.

m ortant arren a so fin s it
ersona rewar ing to see busi-

nesses grow wit rinit s e .
e e a some big brea -

t roug s in restructuring mar et-
ing so t at it becomes a ot more
customer centric an becomes
t e bri ge between t e ro ucts
an ser ices. e e ma e some
un amenta c anges to some or-
ganisations an t at s rewar ing
or us. BFM

Marketing is changing.
Is your Marketing Structure

keeping up to date?

Technology is driving rapid change in marketing. The problem is that while your marketing strategy will be adapting to 

the changes, your marketing structure and your roster of agencies and suppliers will most likely be stuck in the past. 

TrinityP3 is a management consultancy that specialises in marketing transformation. We help organisations organise 

and optimise their marketing resources, inside and out, to maximise your marketing performance. Discover how we 

can help you at www.trinityp3.com Or better call us on +612 9964 9900 to discuss a Marketing Capability Assessment.


