A day in the life of a Marketer

When I accepted the opportunity to write these columns I did the sensible thing and contacted a few other subscribers and asked them all sorts of questions about the skills of being a ‘columnist’. 

‘Plan ahead’ said Simon Flatley, Virtual Huddersfield ‘You won’t believe how quickly each month comes around’. And how correct was he!

So this month I am digging in to my reserve tank. It’s Easter Monday and I promised to deliver first thing Tuesday morning. 

The life of a marketer….

It’s Thursday 8th April 2004 and Spring is in the air. The kids are all at home for Easter and the whole world is closing down … or so it seems. So what’s in store for me today?

6.00 am – no need to set the alarm clock, the body clock is such that no matter if I wanted to sleep in ….the brain is ticking and valuable time is being lost (how sad is that!).

6.45 am – showered, fed and sneaking out of the house and to the office.

6.55 am – checking emails, responding immediately where possible (rule of house).

7.15 am – loading up with business cards for breakfast business networking event.

9.15 am – return from meeting. Setting agenda for the day – writing lists galore for the PNG team.

9.30 am last minute preparations for major new client presentation in our boardroom.

10.00 – 11.30 am – presentation followed by team debrief … improvements to be made, timings, style, detail etc.

11.30 am – 1.00 pm consult on market research task for business plan being written for major client. Key objectives: raising funds for next stage development.

1.00 pm – 1.15 pm lunch … and a laugh with the team.

1.15 pm – set off for Leeds to make another presentation to a new referral in the IT industry. Minimal preparation required as this is first ‘do we like each other’ type meeting. Make phone calls from car on route (using fantastic hands free kit bought for recent birthday present!).

3.15 – 3.45 pm – return from meeting – debrief.

3.45 – 4.30 pm – prepare for strategic development meeting with longstanding client in web-based retail business.

4.30 pm – 6.00 pm -  lively discussion with high growth client. Lots of brainstorming and evaluation. Next actions agreed, next meeting agenda confirmed.

6.00 – 6.15 pm – Team debrief.

6.15 – 7.00 pm – prepare for meeting with Project Manager and new prospect

7.00 pm – Close meeting and agree next actions

7.15 – 7.30 pm – Check emails and responses

8.00 – 10.00 pm  - Have dinner with PNG team at client restaurant – break for Easter.

10.01 pm – fall asleep in front of Telly!

If my Doctor is reading this, please take note that not everyday is as hectic as this! Infact, there are many days when no meetings are planned and the whole day is spent working in the office. As the tennis season is about to begin, more exercise will be on the agenda and I am banned from talking ‘marketing’ at home!

Next month I will discuss the importance of design in the marketing mix and how good design adds value way beyond its cost.

