Marketing Manager

bluevizia's Marketing Manager is a modern, easy-to-use software tool for the successful development and management
of marketing processes.

Installation
Windows

Double-click with the left mouse button on the downloaded file installmm.exe. Shortly afterwards, the installation
menu appears. You can install the program in the suggested folder or select a new one. In the latter case, enter the
desired folder and click on the Next button.

After the successful installation, an icon is created on the desktop as well as the group Marketing Manager in the
menu Start, Programs. To start the application, double-click on the icon on the desktop or click on the button Start and
select Programs, Marketing Manager and the icon Marketing Manager.

Linux

To read the instructions about the installation of Marketing Manager under Linux, please click here.
Mac

To read the instructions about the installation of Marketing Manager under MacOS, please click here.

The Components of Marketing Manager

The components of Marketing Manager are the five main functions of the program: : 4, 7
Analysis, Evaluations, Strategies, Charts, Report -
You can switch between the different components of the program through the main menu or the quick o
launch bar. -

Report

Wizard

After starting the program, the Wizard appears. From its window, you can create a new analysis with the ' button,

or open an existing analysis with the button. While creating an analysis, you must answer a series of questions.
At each question, there is a text field at the top with detailed instructions about the answer, and an entry field below.

=

Analysis Wizard

&3 Introduction

@ Enterprise name
- [ Offering name Enter the name of your existing or future business. For the purpose of the present analysis,
@ Cornpetitive offerings you should enter just one business even though you may have a few or even many different
&3 How is your solution different from the competiti ones. If you have not selected a name yet, please enter a fictitious one that will be used by the
Price arogram in performing the analysis.

Ferformancednstallation

FeaturesiDelivery

BErand recagnition

Reliability / Maintenance and repair

Serviceability } Custormer consulting

Product life cycle

Image

Complexity of offering

Commercial risk

3 How do yaur customers affect your business?

~ [0 Price sensitivity

Enterprise hame

« [ Price awarenass

E Perceived differences in the offering

@ Megotiating strength

&3 How do product and market define your arowth

Repart

&3 Canvyoutarget a specific audience with your sal
E ConsumerBusiness market
E hain focus
| Compeitive scope
| Mumber of segments
23 What are your enterprise specifics?
@ Market share relative to the industry leader
@ Market growth rate
@ Reputation



www.bluevizia.com/resources/manual/mm/mm_en_linux.htm
www.bluevizia.com/resources/manual/mm/mm_en_mac.htm

Marketing Manager

There are three types of wizard questions in terms of the entry field mode:

The first type present an entry field in which you must enter information into a text box. Entry fields of this type are:
Enterprise name, Offering name, Competitive offerings. The second type have a sliding bar. Using the slider, you can
give answers on a scale of 1 to 10. Above the sliding bar, there are explanations of the minimum and maximum
values. The third type are closed questions in which you can select one possibility only, by activating the respective
option. This includes the questions: Product life cycle, Product type, Market type.

Wizard Functions

You can reach any page of the wizard by using the Back ™ and Next [ buttons at the bottom of the screen or by
clicking on an element in the wizard outline. Open the wizard outline by selecting the respective option in the Analysis

menu or by means of the Ctrl+W key combination. Exit the wizard by clicking on the & button on the last page.
Start New Analysis

There are two possibilities to start a new analysis - select the Start New Analysis option in the Analysis menu or

click on the Analysis icon on the quick launch bar.

Open Analysis

There are two possibilities to continue a saved analysis - select the Open Analysis option in the Analysis menu or
click on the Open/Edit Analysis & icon. A dialog window with a list of all saved analyses is opened.

Save Analysis

While answering the wizard questions, it is recommended to save your work with the Save or Save As command in
the Analysis menu. When exiting, starting a new analysis and opening a saved analysis, the program asks you if you
want to save the changes of the current analysis.

Evaluations

Open Evaluations

=0l x|

=+ &3 Evaluations i ) )
Environment and strategy The industry determines an opportunity for only a few

a E‘S\‘;”TSS Sf"ef:g?“s short-term advantages
. Walue of offering
a FPotential for success

[; Bargaining power of buyers

Your company lacks the ability to differentiate products or services and innovate processes as well as
achieve a cost advantage because the competitors have access to economies of scale and experience.
| Bargaining power of suppliers If your competitors are in a similar situation, try to avoid the possibility of price wars, which will be
23] Threat of new entrants detrimental for your cormpany and profit margins.

[ competitive rivalry . ) o ) )

Generally, this is a difficult market. If you are already selling in it or intend to introduce your offering
Industry advantanes . ; . ; : ;
— soon, you will have to define a niche in which you will be able to sustain your current advantages over

Type Ufcompglltlve advantage the competition or create new ones. In case you lack the resources to obtain a cost, differentiation or
Fortfolio position any other advantage in the future, you may consider moving to another industry.
Fositioning against competition
Positioning in consurmers' minds Reasons for current situation:
Pricing policy e .
Fricing fit Difficult to achieve advantages
Wery limited ability to sustain an advantace

Fromotional suitahility

Repart

oy ) L
(%~ openfEdit Analysis
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Open the evaluations through one of the following possibilities - select Evaluations in the Monitor menu, use the

Ctrl+V key combination or click on the Evaluations "2 icon on the quick launch bar in the main window.

The evaluations are active only if there is a finished analysis or an open report. Choosing any of the above-
mentioned possibilities opens a dialog window that displays an evaluations outline on the left and text on the right.
Marketing Manager evaluates here, on the basis of your answers, the influence of the economic and cultural trends
as well as of the government actions and technological developments on your marketing strategy. Your strengths,
weaknesses and potential are assessed here, too.

View Evaluations
Review the generated evaluations by going through the evaluations outline in the left pane of the screen or by means

of the Back q and Next ! buttons in the bottom pane of the program window. When you go to certain evaluation, its
content and defining factors appear on the right as according to the answers of the wizard questions.

Edit Evaluations

The respective defining factors can be found after each evaluation text. Click on a factor to follow it down to its
subfactors and finally to the wizard questions. Click on the & button on the button bar at the bottom of the screen to
go back to the previously visited page. You can see how the evlauations are changed when you modify your original
answers in respect to changes in your enterprise, product, competitors and market.

Strategies

Open Strategies

You can open the strategies through any of the following possibilities - select Strategies in the Monitor menu, use
the Ctrl+T key combination or click on the Strategies 5 icon on the quick launch bar in the main window. You can
open strategies only if there are finished analyses or an open report.

View Strategies

View the different strategies by clicking on any strategy in the strategies outline in the left pane of the screen. The
respective explanatory text is displayed in the right pane of the dialog window that opens by clicking on a strategy in

the strategies outline. To go back and forth, use the Back q and Next 2 buttons in the bottom part of the screen.
Charts
Open Charts

You can open charts through the following three possibilities - the Charts option in the Monitor menu, the Ctrl+C key

combination or through the Charts U icon on the quick launch bar in the main window. You can open charts only
in case you have finished an analysis or opened a report.

View Charts

View the charts by clicking on them in the outline. A dialog window is then opened, which displays an outline of the
charts in the left, and the respective explanatory text and chart in the right. To go back and forth, use the Back “and
Next 2 buttons at the bottom of the screen.

Follow Chart Sources

The chart sources under each chart are links to the data used for the respective model. Click on alink to reach its data
sources. Experiment with the answers to the questions related to the specific chart to see how your and your
competitors’ position change.

Report

A fully detailed, structured report is generated after each performed analysis. It is a document with evaluations,
strategy recommendations and charts tailored to your enterprise. The program allows you to view a report, to switch
over to its separate chapters through the outline, to follow back the contained final conclusions, to save and print
reports, and to export already saved reports to other programs.
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= &3 Charts

[; Factars ofthe environment
[; Industry attractiveness

[; Reaction to market forces
[; Industry advantages

| Competitor analysis

[; Competitive advantage

Q Segmentation

[; Product life cycle

=8I

Segmentation

In the current times of intensive competition and more demanding customers, mass marketing is
usually not a profitable strategy. Market segmentation is a critical factor of all successful marketing
activities, On the basis of precise segmentation, you will be able to better target your market, i.e.
provide products or services that best meet the buyers' requirements, and develop close relationships
with them. Thus, your company will be able to increase its profits and make customers stay with the
business.

| BCG Matrix

[; Directional investrment palicy

[; Positioning against competition
[; Fositioning in consumers' minds
[; Pricing strategy

[; Frice sensitivity ve perceived differences
| Price awarenass

[; Frice and perfarmance

[; Life cycle and promation

[; Promotional rmix

|0 Distribution

The basis of segmentation can be critical to the way you focus your resources. Sometimes,
segmentation variables will be different if you focus on the market rather than on the usage of your
offering. Segmentation variables will also be affected by the differences between industrial and
consumer markets.

This chart gives you a representation of how you define your market and focus, and provides
recommendations on how to appropriately segrment your customers in order to achieve better
targeting and results.

Repart Segmentation

Conzumer marnket Buziness market

characteristios charactaristics

Main focus

Buyers relation to offering Company specifics

- ]
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Open Report

You can open a report through each of the following possibilities - select the Open Analysis option in the Analysis
menu or use the Ctrl+O key combination. Opening a report automatically open the report saved for it.

Clicking on the Open Analysis command, a dialog window with a list of all the saved analyses appears for selection.
For this, you need to have finished analyses and generated and saved reports.

View Report

There are a few possibilities to view a report: click on the View option in the Report menu, the Ctrl+R key combination

or the Report icon in the main window.

The three options are active only if there is a finished analysis. After clicking, a dialog window appears, which displays
a report outline on the left and the respective explanatory text and hints on the right.

Save Report

After you have finished the analysis wizard, the program generates a report. There are three possibilities to save that
report - when exiting, when starting a new analysis or when opening a saved analysis or report.

Use the Save or Save As option in the Analysis menu to save the report of an analysis.
Export Report

Use the export function by selecting the Export to PDF or Export to RTF command from the Report menu. The
generated report will be converted to PDF/RTF, which will make it more suitable for viewing and printing. Exporting to
RTF enables also integration into other applications.

Extras
Glossary

Marketing Manager is supplied with an extensive list of marketing and business terms. This marketing glossary can

be accessed through the following possibilities: Click on the Glossary icon on the quick launch bar, the
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2.1. Potential for success

The Five Forces Analysis considers factars, such as competition amang existing companies,

threat of new entrant or substitute products, and bargaining power of suppliers and buyers. It allows

determining the attractiveness of an industry, provides insights on profitability, and allows

determining the viability of investments in the product or service. Thus, it supports decisions about
2.1. Potential for success entry into or exit from an industry or a market segment, or helps defining your company's

2.2 Industry advantages marketing strategy.

2.3 Type of competitive advantag

2.4, Compatitor analysis Significant long-term potential for success

583 4. Product On the basis of your responses, the program has determined that your suppliers’ position is weak,
. ) ) the power of your buyers is low, the threat of substitutes is insignificant, and the possibility of new

[£ 4.1, Partfalio position entrants is low. In addition, there is not much competition amang existing campanies.

B 4.2, Positioning against competit

[ 4.3 Positioning in consurmers' m Owerall, your industry can be defined as attractive, which means that your potential for long-term
=5 5. Pricing prafitability is high. However, in order to be successful, you will have to follow certain strategies
B 4.1, Pricing palicy discussed further in more details and sustain a competitive advantage.

[ 5.2 Pricing fit

The chart below is representative of the effect the industry factors have on your company's profit

. o potential in the long run. The lower ratings in the graph below indicate positive influence of the

B 6.1. Promational suitability factors, and the higher - negative.

- E3 STRATEGIES

1. Growth strategy

2. Reaction to market forces

3. Competitive advantage strategy Bargaining pawer of suppliers

4. Segmentation strategy

=423 4. Product strategy

5 5.1, Portfolia strategy

B 5.2, Directional investment palicy

B 5.3 Marketing mix strategy

[_]".G 5. [PHIEAE . Threat of Thraat of
[ 8.1, Pricing strategy new antrantz substtutes
B B.2. Pricing adjustments

B 7. Promational strategy

=3 6. Pramation
Repart

Industry attractiveness

*
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Glossary option in the Help menu or the Ctrl+G key combination. The terms and concepts are listed in an alphabeti-
cal order. By clicking on a term, you will access its respective definition in the right pane of the window.

Business Processes and Strategies

This chapter provides information on critical business processes and strategies whose development and proper man-
agement will bring success to the enterprise. Go to Business Processes and Strategies by choosing the respective
command in the Help menu. Afile is thus opened with the processes and startegies arranged in a tree structure. By
clicking on an element in the

outine n he ef the program x

shows you the corresponding
topics or articles in the right. What Can Marketing Manager Do for You?
Navigator

The Marketing Manager software serves as hoth educational and business
The purpose of the Naviga- management tool. It has the purpose to acquaint you with and guide you in

A applying critical marketing concepts, as well as to assist you in performing a
tor s to introduce you to the marketing analysis, and to suggest a set of recommendations. It helps you
program and to provide easy evallate a specific product/senvice idea and/or achieve your company
access to its main functions. i |ohjectives through its basic components:

You can open it by selecting
the Navigator option in the
Help menu or through the == ® Four types of reports:
Ctrl+H key combination. To :
view the Navigator at pro-

# Thorough company and market anakysis.

# Evaluations
# Strateqies

gram start, activate the Show ] * Charts
Navigator at Startup option. ' * REeport

Startup

Further Online Assistance
What Cah Marketing Manager Do for You?

Additional information related
to marketing, such as statistics, useful links etc., you will find on our online.bluevizia.com website. You are linked to
it directly form the program. Select the bluevizia Online option from the Help menu.




