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Post Mortem



Agile
Adaptive
Globally competitive
Lean
Technology focused
Workforce-centric

Survivors



Fortune 500 Challenges 
Rapid Pace of Technological Change

Cybersecurity

Increased Regulation

Skilled Labor Shortage

Geopolitical Risk

73%

61%

40%

36%

26%

Source:  Fortune.com June 2017 



Disruptive Forces





Annual BRE surveys fail 
to keep pace with 

dynamic companies



A Static Approach…



Who do you love?



A Multi Touch Framework

Social Media
Business Walks
Focus Groups
High Value Content 
Traditional Outreach 1

500+



Traditional Outreach
One-to-one with a key decision maker

The annual “deep dive check up”

Value (ROI) for the customer

Not inwardly focused data gathering

Determining needs

Feedback on business climate



High Value Content
Many-to-many interactions/dynamic 

Relevant, value added topics 

Informal, social networking 

Understanding needs

Feedback on business climate

Allows for customer segmentation



Focus Groups
Group interactions and dynamic

Built on common denominators

Synergies on overarching needs

Synergies on business climate

Allows for customer segmentation



Business Walks
Many-to-one interactions and dynamic

Geographically-based

Quick share and care session

Provides forum for many stakeholders

Allows for customer segmentation



Social Media
All types of interactions 

Various “channels” 

Used to disseminate information

For policy and/or strategy positions

To send “trial balloons”

Used to promote the market area



A Dynamic Approach…



Focus Externally



Intersect Frequently



Provide Value
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