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-'BATMARKETING CONFERENCE (NOvEMl3Eg 19911

Introduction

1. Thisnotesummarises theviews oftheBATCO participantsintheBAT Marketing
Conferenceheld inOrlando,USA inNovember 1991.

2. Tle BATCO participantsgenerallyindicatedthattheconferencehad been usefulata
professionallevelaswellasprovidinga valuableopportunityfortheinformalexchange
ofinformationand experience.This isreflectedintheview thata furthersuch
conferenceshouldbe held in 1993 or 1994,where thefocusmightbe on strategicissues
suchas thedevelopment ofglobalbrands.

3. Inevitably,theperceivedusefulnessof particularsessionsdifferedbetween individuals,
dependingon theirdirectmarketingexperience.T"netopicswhich createdthemost
interestamongst delegateswere thoseon Brand Goodwill and theCostEffectivenessof
Promotion.

Cost EffectivenessofPromotion

4. Ile approachadopted by ImperialTobacco tobrandpromotionstrategiesina restrictive
environmentwas ingeneralconsideredtobe bothprofessionaland highlyrelevant-
Particularinterestinthissubjectwas centredon thematchingofbrandtargetmarketsto
sponsorships,and the linksbetween perceivedand physicalquality.There were,
however,concernsthatthesessionfocusedtoo narrowlyon theapplicationoftechniques
inNorthAmeric&

5. Itwas suggestedthatconsiderationshouldbe giventothemost appropriateway inwhich
more professionalmarketingtechniquescan be introducedthroughouttheGroup, for
example,through issuingguidelineson standardisedresearrhmethodologies.

Brand Goodwill

6. This sessionwas viewed asbeing themost valuableoftheconference,witha technique
forvaluingbrands beingseen asan evaluationtoolwhich couldbringimportantbenefits
toBAT, includinga greateremphasis on long-termstrategicmarketingmanagement,
betterbrand portfoliomanagement and closerrelationshipsbetween Financeand
Marketing.

7. itwas consideredthata potentiallyimportantextensionofthetechniquewould be its
applicationtoselectedcompetitorbrandsinordertoprovidea comparativeperformance

measure forthe development ofBArs own key brands.

8. An reawhere itwas suggestedthatmore researchisneeded ison the impactofqualityI
on brandgoodwill.
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DistributoriTrgde Relationshim

9. Itwas generallyconsideredthatthissessionwould have been more usefulifithad
focused on the relativemerits/drawbacks associatedwith alternativedistribution
strategies,ratherthan on the presentationof researchresultsand otherdata.

Excise Structures

10. This sessionwas highlypraisedas a novel approach to a key component to tumover and
profit.The issuewas considered tobe an underratedkey aspectof thebusinessand one

where BAT needs toadopt a mom proactiveposition.

Competitor Analysis

11. 'ne importanceof competitoranalysiswas widely recognisedby delegates,and itwas

consideredthatBAT should be preparedto commit resourcesto improving theGroup's

understandingofboth competitor strategiesand structuresand how key competitorsview

BAT.

12. Itwas suggestedthatconsiderationshould be given to introducinga standardcompetitor

analysisformatforalloperatingcompanies.

Tobacco Business Cases

13. The threecasestudieswere viewed as being usefulvehiclesforanalysisand discussioil

Other Comments

1,4. Other significantsuggestionsmade by theBATCO delegatesincluded:-

i. Ile opportunitiesforgreaterGroup coordinationofmarketingoperations,

particularlywhen seeking to takefulladvantage of new markets,shouldbe

reviewed.

ii. BAT should adopt an aggressiveapproach with regardtorecruitmentand training

inorderto raisethe overallstandardof the Group's marketingmanagers.

iii. Futuresuch conferencesshould put lessemphasis on identifyingand describing

issuesand more on reviewingpossiblesolutions.

Organisation

15. Ingeneral,delegatescommented favourablyon theorganisationalarrangementsofthe

conferenceand itsoverallduratioilThere was, however, widespread disappointment

thattheopportunityforgeneraldiscussionwas limited.bothintheindividu

and inthe finalwmp-up session.

CD
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Follow-upAction

16. Re-comniendationsforfollow-upactionincluded:-

i. Key conclusionsshouldbe communicated toallGeneralManagers and Marketing
Directorsinthe Group'stobaccocompanies.

ii. "ne Brand Goodwill approachshould be furtherdevelopedand theBrand
Valuationmodel introduced.

iii. 'nere shouldbe a coordinatedGroup approachtoCompetitorAnalysis.

iv. nere shouldbe a complementary conferenceon Salesand Distribution.

GJB/btm
22nd May 1992
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