Marketing Services

Marketing high technology products in
today's rapidly changing competitive
landscape is a constant challenge.
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If you are struggling to balance the
conflicting demands of:

evolving your plans

refining your tactics

launching new products

entering new markets
then High Tech Marketing is here to help.

We offer cost -effective solutions
customised to your exact needs.

How we can help you

high tech
marketing

We focus on the semiconductor, electronic
and software industries. Our background
spans many years of marketing into high
tech environments for large and small
companies. As a client, you get the benefit
of this wealth and depth of experience
ranging from "big company" practice to an
understanding of the cost pressures on
SMEs.
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Clarity From Complexity

Our aim is to meet your priorities.
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Your Industry Sector

Semiconductors Software Electronic Equipment
This can be characterised in a few words: This massive industry is a success story for Another exciting and wide ranging sector
highly competitive the UK. It relies on great ideas rather than where the dynamics are different. Every
dynamic manufacturing muscle. Software spans so company builds their hardware from
fast to copy good ideas much of our daily lives that it is impossible broadly the same components as all their
to imagine progress without it. competitors. Differentiation comes from

It sounds like a tough environment, and it

is the features designed into products.

The industry was worth $270B revenue in We understand what software represents We can help you focus your marketing
2007, shared by over 300 companies to the end user. In reality customers are more precisely on the needs of your
participating in the sector. looking for benefits like a better, quicker or customers. To achieve this we can help in
cheaper way to accomplish tasks. several ways. For example, by undertaking

Start-up and smaller companies can Software is simply the route to achieve a mark_et survey with a competitive
compete with novel ideas, by being that objective. analysis.
quicker than their larger rivals and

fi above all i High Tech Marketing will help you to tune Stand out from the crowd by hitting the
by out -performing them in marketing your marketing into messages that your osweet spotod in your tar
their products. customers want to hear.
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Select What You Need

Launching a new company Launching a New Product Entering a New market
All high tech companies start with a great Different needs arise for a new product Diversification is a well accepted way to
idea. However, the adrenaline rush can introduction. grow a company.

obscure the need for proper planning. During this stressful time, having

A breakthrough technology will open up additional resource available helps spread There are some challenging demands
entirely new markets the burden. made on the marketing team.

Too often marketing takes a back seat.

To win Venture Capital investment, a Marketing must produce: It needs research and analysis to extend
start -up will need a comprehensive collateral and sales sheets your current market or to enter a new
Business Plan incorporating market product positioning niche. 't may require s
forecasts and competitive analysis. pricing strategies boxé thinking to positio
customer presentations against the incumbents.
press releases
High Tech Marketing is here to help. 4 . . . :
g g P and moreé High Tech Marketing will work with you to
identify and priorities key customers.
And, being external, we view the products
through the eyes of your customer. And develop Value Propositions to help
you win.
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Planning

The need for a Plan

Does it feel like your company has lost its
way and is drifting?

Are your resources over -stretched?

Do your plans look like this?
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It is too easy to put off planning until
another day.

A strong marketing analysis is the core of
a business plan and the driving force that
guides your day to day tactical activity.

Building a Plan

The marketing plan tackles of a wide range
of issues, including competition, market
forecasts and uncertainties, as well as
external and internal factors.

It answers where you want to be in 5 years
and how you will get there.
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High Tech Marketing can help by either
tuning and updating your existing plan, or
working with you to create a new plan.

We will avoid gobbledygook.

Any plan wil|l be
upo6 thinking. It
headed facts about what is happening
today with the competitive environment
and make realistic conjectures for the
future.
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Living the Plan

All your marketing activities should be
driven by your plan.

Why do something that does not support
your objectives?
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We will ensure that your strategies
support your goals, and are within your
resource budget.

Finally, we wil!/l hel p
key elements of the plan to your people.
Everyone should know the direction that
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Example campaign
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