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it or lose it

Innovation < R&D is under pressure
. «» Corporate R&D is often seen as a cost factor
marketl ng with unclear contribution to the company’s

overall performance
< Corporate R&D undergoes a development

improves a

compa ny,s from an internal mechanism towards an
outward-oriented player in an open innovation

market ecosystem

success. < The capability to attract the right resources —

funding, talents and institutional partners — has
become a critical success factor

«» Increasing customer expectations, globalized
markets and faster innovation cycles pose
enormous challenges

Early innovation marketing and communication refers to enhancing the corporate
R&D center’s public visibility in terms of coverage in the news as well as in popular
science and business media. As a result of these target-oriented communication
efforts, the company’s R&D reputation is improved.

«” R&D reputation has a substantial positive impact on the corporate brand

< Early innovation communication enhances the customer’s perceived
innovativeness of the company and therefore has a considerable effect on its
market success

«” R&D credibility strengthens your product offerings

«” A good R&D reputation fosters the firm’s innovation power as it improves the
firm’s capacity to attract R&D partners
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INNOVATION
MANAGEMENT

With our REPUTATION product we accompany you through the following
three phases:

PHASE 1:

PHASE 2:

PHASE 3:

PHASE1

ANALYSIS

= Status of your innovation framework, culture, and content as well as
existing early marketing and communication activities will be assessed

< Evaluation of early innovation marketing and communication activities

FRAMEWORK TUNING AND CONCEPTUALIZATION

= Based on prioritised results from the first phase, support to improve
the elements of your framework and/or your innovation culture will be
delivered (optional)

= Also operational activities to generate innovative content may be jointly
conducted

= Establishment of a complete and consistent marketing and
communication concept

IMPLEMENTATION

= Support in realizing the action plan defined in Phase 2

< Consulting on change management to foster a beneficial culture

< Possibility to analyze the effectiveness of the implemented innovation
marketing concept using brand and reputation analysis tools
(e.g. COBRA from IBM)

PHASE 2:
CONCEPTUALIZATION

> PHASE 3:

ANALYSIS IMPLEMENTATION

OPTIONAL:
FRAMEWORK TUNING



