
5 DAY
STRATEGIC 
MARKETING
REVIEW

SUPPORTING YOUR NEXT 
STEP TO INTERNATIONAL 
SALES GROWTH



Enterprise Ireland’s 5 Day Strategic 
Marketing Review (SMR) is a 
supportive programme for your 
senior management team, focusing 
on identifying and actioning the 
most critical next step(s) to drive 
your export strategy ensuring the 
path to international success is clear. 
It is delivered by a team of trained 
consultants with extensive industry 
experience.

Companies that succeed globally know 
how to think and act strategically. 
Though it can be challenging to set aside 
time for strategic planning, let alone 
pursue a new course of action.

The Strategic Marketing Review will enable you to :

• Align market opportunities with strategic business objectives to 
 drive revenue 

• Position the value of your service or solution to each of your   
 prioritised market segments

• Address sales challenges and maximize market opportunities

• Differentiate in a competitive market landscape

Strategic Marketing Review



What the programme offers

This 5 day Strategic Marketing Review  
Programme facilitates discovery of the key 
priority areas to be tackled in the short term. 
The outcome is a clear and supported plan to 
action on these.
 
This programme gives your senior management 
team the opportunity to take time out and begin 
to identify the issues that are impacting your 
business and unlock a plan for growth.

Is this programme right for you?

The programme takes an efficient approach 
to diagnosing and developing your next step 
roadmap. The consultant will support you 
through the process. 

All Enterprise Ireland clients are eligible for this 
support. It may however be suited to:

• Teams constrained by resources in sales and  
 marketing 

• Clients who need to address sales and   
 marketing challenges in the short term

• First time exporters

• Earlier stage clients with revenues of <0.5m 
 or less 



Programme Structure
There are two workshops during which a specialist consultant will work with your senior 
management team. These workshops are followed by mentoring sessions. 

The programme has four steps:

The consultant will review your business plans, marketing collateral and 
online presence, and will carry out one-to-one interviews with the
senior management team to get a better understanding of each person’s 
priorities and concerns.

The participants are also asked to complete an online diagnostic 
questionnaire based on the Strategic Marketing Review Framework to 
identify priority area(s) to be addressed. 

The output of this process is an Action Plan looking at your key priorities 
for the short term. It will detail the practical steps to be taken to achieve 
tangible progress towards a market-driven business strategy.

Further mentoring will help you with implementing the Action Plan and 
to ensure you do not revert to ‘business as usual’.

Your senior management team will participate in two workshops. The 
workshops will focus on 1-2 elements on the SMR framework that need 
to be addressed immediately. You will further prioritise the actions and 
collectively agree on a plan for the next 3-6 months. 

The final session is a Checkback meeting, held 8-10 weeks later to 
hear of the team’s progress and take account of any changing business 
parameters.

1. Preparation 2. Engagement

3. Action Planning & Mentoring Workshops 4. Checkback



Strategic Marketing Review
(SMR) Framework

The in-company workshops with 
the Senior Management Team are 
designed around the SMR framework,  
concentrating on 1 - 2 elements of the 
framework that are most relevant to 
each client.

GROW
GLOBAL
SALES
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GROW
GLOBAL
SALES

• Describe your ideal customer.
• What drives their decision making? How do  
 you know this?
• Who are your most assertive competitors?
• From your customers’ perspective, how are  
 you different or better than the alternatives?

• Describe your customer segments.
• What pain points do you resolve for your
 customers? What gains do you create for
 your customers?

Continuous 
intelligence gathering

Customer
value proposition  

INSIGHTS

• Who has overall responsibility for  
 the Sales & Marketing function?
• What is your employer branding/  
 value proposition to your staff?

• Is your investment in marketing   
 growing or declining?
• Do you regularly carry out customer  
 analysis – revenue, margin erosion,
  payment terms etc

RESOURCE
People resources Financial resources 

• Who is responsible for business development  
 and key account management?
• Do you have a pipeline or customer   
 relationship management tool? Is it used by  
 everyone regularly?

• Describe your deal channel partner. 
• Is the relationship structured via a contract?  
 Exclusivity? Performance targets? Review   
 points?

Sales process

Route to market

EXECUTE

• Does your marketing material have clear,   
 concise messaging? Is it backed up by visuals  
 and case studies?
• Do you have a digital marketing strategy?
• Is your content tailored to your target audience?

External communications

• Is the vision of the CEO and the senior
 management team shared across the   
 organisation?
• Are there opportunities for growth in the   
 organisation?

Internal communications



Cost
The cost of the programme is €4500 (5 days at €900 per day). You will 
receive a grant of €3600, which makes the net cost €900.

Are you interested?
If you are interested, you should contact your Development Advisor who 
will then put you in touch with a member of the Strategic Marketing 
Review team.

https://www.enterprise-ireland.com/en/About-Us/Our-People/DA%20Finder/
mailto:smr%40enterprise-ireland.com?subject=
mailto:smr%40enterprise-ireland.com?subject=


Feedback from our clients

Our consultant supported us in developing a Sales 
and Marketing action plan. The engagement resulted 
in a complete change in mindset for us, moving us 
from a place where we didn’t really see a gap in our 
sales and marketing to a place where we now see it 
as priority. The consultant helped us to identify areas 
needing attention and lots of opportunities to grow 
our business; and to develop a plan to implement the 
necessary changes.

James Lawrence, 
Managing Director, 
Lawrence Engineering

We undertook the SMR at a time when we wanted to refine our vision. We had 
a clear view of where we wanted to get to, but, were struggling to identify the 
roadmap to get there. The SMR was the first step in terms of us starting to 
make positive changes and pushing us to think differently. We had a specific 
goal we had been trying to achieve for the previous 7 years. Our SMR journey 
got us there, it wouldn’t have happened without the support of Enterprise 
Ireland and our SMR Consultant. As a result, we are on a different trajectory 
and the team have a renewed energy and focus

Lorna Maguire,
Client Services Director,
TITAN EXPERIENCE

We undertook the Strategic Marketing Review at a time when we were 
expanding our sales and marketing team. We had an outline of the strategy that 
we wanted to pursue, but wanted to bring the newly formed team together to 
build a cohesive and committed Sales and Marketing Plan. For the first time, this 
plan is now documented, agreed and has been subject to ongoing refinement. 
The opportunity to workshop some of the elements of our plan, benchmarked 
against best practice and to then be supported as we begin to implement, has 
been invaluable for us. We’ve all learned the value of discipline and taking time 
out as a team to look forward.
 
Kevin Murphy, 
Managing Director,
DCK & CoLab Packaging

Our consultant provided us 
with well-structured and expert 
guidance. She helped us to 
reshape our thinking, resulting in 
us pursuing the right opportunities 
and eliminating distractions. There 
was a measurable improvement to 
our bottom line as a result”

Ed O’Reilly,
CEO Dentaqua 



Enterprise Ireland
East Point Business Park
The Plaza
Dublin 3
D03 E5R6

 +353 (1) 7272000
 +353 (1) 7272020
Email: SMR@enterprise-ireland.com 


