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Editorial Review

From the Back Cover

Competitive advantage comes from service and added value.

The competitive arena has shifted towards an emphasis on people: employees and customers. Now, in order
to command that crucial customer preference, the company must be focused on customers, service and
employee communication at all levels.

Pan-company marketing is a new concept that demonstrates the power of diffusing this focus throughout the
whole organization. It is a way of focusing everyone, from the chief executive to the telephone sales person
to the company accountant, on winning customer preference and loyalty.

Creating a Company for Customers explains this business rationale and how it can help your company to
deliver more effectively.

Key ponts:

interviews with the CEO of major organizations on pan-company marketing●

preface from Sir Michael Perry, President of the Marketing Council●

case studies from top companies which are putting into practice the principles of pan-company marketing●

"At last a marketing book which is an antidote to the theoretical 'faddism' that sometimes
makes marketing disciplines abstract and irrelevant. A practical and eminently readable guide
which should be widely subscribed."

—Jane Frost, Sales & Marketing Director, BBC Technology

About the Author

Martin Christopher is Professor of Marketing and Logistics and Deputy Director of Cranfield School of
Management with special responsibility for management development programs. He is also Chairman of the
Cranfield Centre for Logistics and Transportation and head of The Marketing Group.

He has worked as a consultant for major international companies in North America, Europe, the Far East and
Australasia, and is a non-executive director of a number of companies.

He has held appointments as Visiting Professor at the Universities of British Columbia, Canada; New South
Wales, Australia; and South Florida in the USA.

Martin Christopher is a Fellow of The Chartered Institute of Marketing, and a Fellow and council member of
The Institute of Logistics and Transport, which in 1987 awarded him the Sir Robert Lawrence medal for his
contribution to the development of logistics education in Britain.



Simon Knox is Professor of Brand Marketing at Cranfield School of Management, and consultant to a
number of multinational companies including McDonald's, Levi Strauss, DiverseyLever and the Ocean
Group. Before joining Cranfield he worked for Unilever, where he held a number of senior roles marketing
international brands in both detergents and foods.

Since joining Cranfield, Simon Knox has published over 60 papers on branding and customer purchasing
styles and is a regular speaker at international conferences. He is the Director of the Institute for Advanced
Research in Marketing at the School and is currently leading a research team on Customer Relationship
Management on behalf of Computer Science Corporation (CSC). He is the co-author of the book Competing
on Value (http://www.competingonvalue.com) published by Financial Times Pitman Publishing
in the UK, Germany and the USA.

Malcolm McDonald is Professor of Marketing Strategy and Deputy Director of Cranfield School of
Management with special responsibility for e-business.

He has extensive industrial experience, including a number of years as marketing director of Canada Dry.
During the past 20 years he has run marketing seminars and workshops in the UK, Europe, Japan, India, the
Far East, Australia, South America, South Africa, Brazil and the USA.

He has written 30 books, including the best selling Marketing Plans: How to prepare them; how to use them,
and many of his papers have been published.

His current interests center around the use of information technology in advanced marketing processes.

Adrian Payne is Professor of Services and Relationship Marketing and Director of the Centre for
Relationship Marketing at Cranfield School of Management. Before joining Cranfield he held a number of
positions in industry, including that of chief executive officer (CEO) of a manufacturing company and senior
roles in corporate planning and marketing.

He is an authority on customer relationship management, relationship marketing, customer retention and
services marketing, and has written nine books on these subjects. He works internationally as a consultant,
keynote speaker and educator in marketing.

About the editor

Jane Simms is a freelance writer and editor, specializing in marketing, management and business. She was
previously editor of Marketing Business, the magazine of The Chartered Institute of Marketing, and before
that edited Financial Director. She has contributed to a wide range of publications, including the national
newspapers, and now writes regularly for Marketing and Director.

Excerpt. © Reprinted by permission. All rights reserved.
Foreword

by Sir Michael Perry, CBE, President of The Marketing Council

This book sets out a new blueprint for marketing. The onset of global competition has put marketing at the
top of the CEO's agenda in many leading companies. For these companies marketing is viewed as the
strategic task of winning customer preference.



For this reason alone it is timely that the team of Cranfield marketing professors should publish this book on
pan-company marketing. It is quite rightly targeted at CEOs and their boards. The questions it poses are
supremely important. Is our company designed and led to win customer preference? Is marketing represented
at the boardroom table? Does our agenda prioritize customer insight, relevant differentiation, and the
acquisition and retention of customers? Pan-company marketing properly supported by the CEO and his or
her board answers these questions.

Pan-company marketing is also critical to understanding and designing the key processes of the business:
innovation, supply chain management and customer management. And it lies at the heart of e-business.

It is no longer enough to have a great marketing or brand department, or an entrepreneurial spirit or a strong
brand identity. It is not enough to design business processes around the customer. In this book marketing is
recognized as the force which unifies the whole company in the unremitting quest for customer preference.

Users Review

From reader reviews:

Ruth Brinkman:

Now a day those who Living in the era exactly where everything reachable by interact with the internet and
the resources included can be true or not need people to be aware of each information they get. How
individuals to be smart in getting any information nowadays? Of course the solution is reading a book.
Studying a book can help individuals out of this uncertainty Information specially this Creating A Company
for Customers: How to Build and Lead a Market Driven Organization book as this book offers you rich
information and knowledge. Of course the details in this book hundred per cent guarantees there is no doubt
in it you may already know.

Jason Silva:

Hey guys, do you really wants to finds a new book you just read? May be the book with the concept Creating
A Company for Customers: How to Build and Lead a Market Driven Organization suitable to you? Typically
the book was written by famous writer in this era. The actual book untitled Creating A Company for
Customers: How to Build and Lead a Market Driven Organizationis the main of several books that everyone
read now. This kind of book was inspired a number of people in the world. When you read this book you will
enter the new age that you ever know just before. The author explained their strategy in the simple way, and
so all of people can easily to understand the core of this reserve. This book will give you a wide range of
information about this world now. So you can see the represented of the world on this book.

Francis Pilkington:

As we know that book is significant thing to add our know-how for everything. By a book we can know
everything we really wish for. A book is a group of written, printed, illustrated or maybe blank sheet. Every
year has been exactly added. This publication Creating A Company for Customers: How to Build and Lead a
Market Driven Organization was filled in relation to science. Spend your free time to add your knowledge
about your research competence. Some people has several feel when they reading the book. If you know how
big benefit of a book, you can truly feel enjoy to read a book. In the modern era like today, many ways to get



book that you just wanted.

Matthew Sewell:

A lot of people said that they feel bored stiff when they reading a book. They are directly felt it when they
get a half elements of the book. You can choose typically the book Creating A Company for Customers:
How to Build and Lead a Market Driven Organization to make your own reading is interesting. Your current
skill of reading ability is developing when you including reading. Try to choose simple book to make you
enjoy to study it and mingle the sensation about book and looking at especially. It is to be initial opinion for
you to like to available a book and go through it. Beside that the guide Creating A Company for Customers:
How to Build and Lead a Market Driven Organization can to be a newly purchased friend when you're
experience alone and confuse in what must you're doing of that time.
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