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HR – Are we marketing the brand ?
 Neil Scurlock
 Head of Learning & Development
 The Chartered Institute of Marketing
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Key Objectives
 • What is a brand ?• Building your HR brand – key elements• Building a Value Proposition • Case study – Training & Development Evaluation• Summary
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What is a brand ?
 • Defined as:– It is a way of distinguishing the product or service offered from those of
 competitors. To have value it must provide: consistency, reduced perceived risk and offer a range of rational and emotional attributes which are of value to clients.
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Building the HR Brand
 • Why would you want to build your brand ?
 – Clarity + Consistency = Trust
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Stage model of relationship between branding and HR
 Source: CIPD website
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Understand your current position
 • How well are you perceived by your internal customers/stakeholders ?
 • What are your capabilities and competencies ?
 • How well are you performing in terms of efficiency & effectiveness ?
 • How ‘close’ are you to the business you support and drive ?
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What do we want from our team
 Based on a model from Interbrand
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True engagement means influencing
 Based on a model from Interbrand
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We influence by working on
 Based on a model from Interbrand
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Communication and involvement
 • Communicate your story to the business• Run internal campaigns• Help people understand your role in relation to theirs• Draw on x-functional teams• Make it easy for comment & contribution to be made
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Segment your audience
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Some staff play better than others
 • Some know little
 • Some do it right
 • Some get on with it but
 do not understand why
 • Some understand but do their own thing Understanding
 Action
 Drummer
 Player
 Novice Soloist
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Key need states
 I need the basic skills to do my job
 I need to improve my performance and
 ability
 I need recognition and credibility
 I need to develop and motivate my team
 I need preparing for promotion or advancement
 I need to network with my peers and see
 how others operate
 I need an awareness and understanding of
 marketing
 I need to keep up to date
 HYPOTHESISONLY
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Needs-based segments
 We need to become more effective
 Organisations taking a long-term approach to
 resourcing and succession planning
 Organisations matching people
 development with an individual’s needs
 Organisations undergoing change
 requiring a vehicle for strategic cascade
 We need to get more strategic
 We need to become more efficient
 Organisations needing to integrate people development w/ business planning
 Organisations under increasing pressure to justify investment in a
 marketing function
 Organisations with high employee churn rate i.e. continually
 losing talent
 Organisations with a strategic and empowered
 OD/L&D/HR function
 Org’s with hi-volume of marketers/recruits needing to streamline
 development
 Organisations with large no. of marketers looking to centralise
 development
 Organisations with fragmented L&D
 functions looking to centralise budgets
 Organisations looking to establish marketing
 as a recognised professional discipline
 Organisations looking for a structured
 pathway to develop its marketers
 Organisations with inefficient marketing
 structure - duplication, lacking commonality
 Organisations looking for a competency-led approach to people
 development
 Working hypothesis

Page 15
                        

Disengagement = low ROI
 Understanding
 Action
 Drummer Player
 Novice Soloist
 Low understandingOf customerneeds
 Don’t think theCompany is aGood employer
 Highly productive
 Low organisationalefficiency
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Targeting

Page 17
                        

The A.I.D.A Model
 • A = Awareness• I = Interest• D = Desire• A = Action
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Positioning/Propositions
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Creating a Value Proposition for your service
 • Definition– The The compelling promisecompelling promise that a service makes that a service makes
 to a to a defined segmentdefined segment that outweighs its that outweighs its total perceived costtotal perceived cost, , while being while being differentiateddifferentiated from available alternatives and from available alternatives and supported by supported by reasons to believereasons to believe..
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Elements of a Value Proposition...and the questions it answers
 Target SegmentTarget Segment
 PromisePromise DifferentiationDifferentiation
 SupportSupport
 What’s in itWhat’s in itfor me?for me?
 Why is yoursWhy is yoursbetter?better?
 Why should IWhy should Ibelieve you?believe you?
 Effort RequiredEffort Required
 PricePrice RiskRisk
 What doesWhat doesit cost?it cost?
 What mightWhat mightgo wrong?go wrong?
 What are my costsWhat are my costsfor making it useful?for making it useful?

Page 21
                        

Strong Value Proposition:T&D Service Provision
 Business Unit ManagersBusiness Unit Managers
 Access to highAccess to highQuality & businessQuality & business
 Relevant T&DRelevant T&DAligned to definedAligned to defined
 Business needsBusiness needs
 Previous successful case studies,Previous successful case studies,Measurable impact on: performance,Measurable impact on: performance,
 Retention and recruitmentRetention and recruitment
 What’s in itWhat’s in itfor me?for me?
 Why is yoursWhy is yoursbetter?better?
 Why should IWhy should Ibelieve you?believe you?
 Time investment in ensuring the T&D Time investment in ensuring the T&D Aligns to your business objectivesAligns to your business objectives
 More cost effectiveMore cost effectivePer headPer head
 ReliableReliableTraining PartnersTraining Partners
 What doesWhat doesit cost?it cost?
 What mightWhat mightgo wrong?go wrong?
 What are my costsWhat are my costsfor making it useful?for making it useful?
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Evaluation of Training & Development
 A core brand attribute
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Some tools to help
 • The case of Training & Development evaluation– We are increasingly driven by metrics
 – Are we clear on the why, what or how we are evaluating
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Using the Value Chain
 Source: A.Hatton – Industrial & CommercialTraining Vol 35, 2003.
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What does this mean ?
 • Too little T&D evaluation focuses on the:– Link with line managers
 – Link to reward and recognition
 • Value adding:– Only released when learning is bought into by business through clear
 application
 – Only achieved through shared stakeholder responsibility
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Cont.
 • Marketing faced similar issues:– Measuring value of advertising on sales/profits
 – Difficult to do and credibility suffered
 • Realisation:– Advertising alone has little impact
 – Part of an integrated mix
 • Training & Development is no different
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Summary
 • Understand your customer• Great brands display:
 – Clarity + Consistency = Trust
 • Focus on the benefits not features of service• Be strong on evaluation and why you measure• Communicate your messages clearly

Page 28
                        

Remember:‘Perception is the ultimate reality’
 Being good is not good enough – people need to understand and perceive you to be so
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Thank you
 [email protected]
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