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MARKETING OFFICERT
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THE CMO TITLE
IS OBSOLETE.

' THE cHIEE || oRrIsIT CHIEF
GROWTH
OFFICER.

CUSTOMER
OFFICERT

OR CHIEF
EXPERIENCE
OFFICER?

OR ... CHIEF
COMMERCIAL
OFFICER?

[ HOW ARE YOU GOING TO LEAD
OUR BRAND IE YOU CAN'T KEEP
YOUR OWN TITLE STRAIGHT ?

{ THAT'S T - CHIEF
| BRAND OFFICER.
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3,500+ Al analysis

(growth publications

750+ QUAL

.

5,000+ QUANT °

(across markets and functions)
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HUMANIZED GROWTH

EVOLVING WHOLE-
EXPERIENCES BRAINED

MULTIPLE ANTICIPATIVE
MODELS ORGANIZATION

ABUNDANT OPEN
MARKETS CULTURE
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Colleague Customer Community

Value Value Value Capital Market Value
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We help CMOs and other growth leaders
drive more humanized growth by connecting them to
peers, experts and best practices
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Innovate from the core Dyson

Enter adjacent categories rituals /

Expand the target group

Add services and/or experiences to offering - diapers
Redefine market in terms of human needs

Ladder up: elevate offering from functional to emotional and societal benefits
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Future needs-based market

Product-based market definition . s
definition

Proactive systemic approach for

Ad hoc trend presentation aligning investments with size &
shape of future demand

Traditional usage & attitude studies AI_-b_ased SOF'a.I wa_tchln_g_, tepsmn
mining, & friction identification

Ad hoc, unaligned initiative overkill Embec,l,d_lng one V|S|o_n Of. the
future” into the organization







Colleague Customer Community Capital Market
Value Value Value Value
















= Key Learning

o Creating abundance is about growing the size of the pie, not just the size of your slice

o Abundance can be found when you watch, think, and work differently than others

Abundance doesn’t always have to mean more - but it should definitely deliver value to
all your stakeholders: colleagues, customers, communities, capital markets




Institute
for Real
Growth

Humanizing
Growth Series

www.instituteforrealgrowth.com



http://www.instituteforrealgrowth.com/



mailto:aljan@instituteforrealgrowth.com
http://www.instituteforrealgrowth.com/
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