
The Concentrate Marketing Methodology 
for Hi-tech Companies*

PERSPECTIVE

WHAT 
MARKET?

What market 
understanding?

WHAT PRODUCT TO WHICH PEOPLE? WITH WHAT 
ADVANTAGE?

HOW DO WE? WHAT MARKET MIX? WHAT SORT OF COMPANY? WITH WHAT 
RESULT?

What product? What targets? Who could 
help us?

Who is the 
competition?

How are we 
going to locate, 
secure & service 

customers?

How much will 
they pay?

How will we 
persuade 

them?

What people 
do we need?

What processes 
and standards?

What result 
can we expect?
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* The Concentrate methodology is based on international best practice and the results of the annual 
Market Measures survey, a study of Kiwi tech companies by Concentrate and PricewaterhouseCoopers.
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PEOPLE

WHO IS 
BUYING?

Who is the 
customer?

WHAT 
BUSINESS ARE 

WE IN?
What customer 

need are we 
trying to satisfy?

What is our 
unique promise?

PURPOSE PROPOSITION

WHAT IS 
IN IT FOR 
THEM?


