Charles F Lawrence

Leadership Case Studies 

Integrated Marketing & Branding on a Tight Budget: Franke

Situation: 

Franke as with companies had a reputation for making good products and selling them in the USA. This works for companies when they are young or new to a market but as they begin to grow they realize that the competition takes them more seriously and they must begin to market themselves in addition to making good products. They need to leverage the brand that was created by the good product reputation. When companies begin this journey it is often done with good intention but not in a coordinated or integrated manner and that was exactly the situation that I walked into at Franke.

Actions:

After a quick assessment of the brand, customers and products we mapped out a vision and strategy for the company/brand. Based on this strategy it became clear that we were missing an opportunity to add value to our brand. This was created by a consistent and integrated message in traditional communication channels but also new media and tools.

The resulting integrated marketing plan was a consistent approach across the various media and was all launched within a 90 day period to create an orchestrated and impactful massage. This was combined with tools for the sales team that were second to none in the plumbing industry. This included:

· New lifestyle photography done on location in NY and LA

· New Website

· New Company Blog

· New Facebook, Twitter, LinkedIn pages with consistent imagery

· A network of “guest” bloggers and friends were recruited to help keep the message organic vs. corporate

· New merchandising & displays

· Several new products specifically for the US market
· A global spokesperson was hired to launch the campaign – Heidi Klum

· A distribution strategy that created loyalty with our target customers

Results:

· 8% Sales growth in first year in a market that was down 20%

· Ebit growth exceeding 400%

· GM growth from aggressive new product development

· A doubling of ROA

