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See change as an opportunity for growth
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At the end of todayôs presentationé

·You should have an understanding 

of some of macro trends in order to:

· Identify opportunities for profitable 

new products

· Communicate in a meaningful way to 

your consumers

· Think about changes in marketing 

strategies for the future



Building a profitable business starts with the right product, with 

the right message to the right consumer

·The information age is both a 

blessing and a curse

·Health is no longer a simple nor 

clear definition

·Give consumers a reason to buy

·Sustainability is the buzz you canôt 

ignore

·The impact of the 21st century 

household
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Information transfer moves at lightening speed with 

the help of social media

That was news to Gordon Lightfoot

R.I.P. Gordon Lightfoot



Social media can be used to connect with todayôs consumer

Named Best Domestic Airline by Conde Naste Traveler 5-years in a row

Uses Twitter to:

Communicate specials / sales

Flight updates

Customer service

http://www.jetblue.com/


Of the 10,000 Canadians surveyed:

·75% are on-line

·70% say they use social media

·69% have a Facebook account

·58% blog

·74% of personal

·57% for work

·35% for both

·47% use Twitter

·47% of 41-50 year olds use Twitter

It is not a fadéits gaining popularity quickly

6s Marketing Inc., March 2009


