
mckinsey growth marketing and sales
mckinsey growth marketing and sales represents a transformative approach in the way
businesses identify opportunities, engage customers, and drive revenue growth. As one of the
world’s leading management consulting firms, McKinsey & Company has developed innovative
strategies and frameworks to enhance marketing and sales performance across various industries.
This article explores the core principles of McKinsey’s growth marketing and sales methodology, its
impact on business outcomes, and how organizations can leverage these insights to optimize their
growth trajectories. Understanding McKinsey’s approach involves examining data-driven marketing,
customer-centric sales models, and the integration of advanced technology. The discussion will also
cover practical implementation strategies and emerging trends shaping the future of growth
marketing and sales. Delve into the following comprehensive overview to gain a thorough
understanding of McKinsey’s influence in this critical business domain.
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Overview of McKinsey Growth Marketing and Sales
The concept of McKinsey growth marketing and sales revolves around combining strategic
marketing initiatives with effective sales processes to accelerate business growth. McKinsey’s
approach emphasizes aligning marketing and sales teams around customer insights and measurable
outcomes. This integration helps companies to maximize customer acquisition, retention, and overall
profitability. McKinsey leverages extensive industry research and proprietary tools to diagnose
market opportunities and optimize go-to-market strategies. The firm’s growth marketing and sales
consulting services aim to address challenges such as customer segmentation, digital
transformation, and salesforce effectiveness. Through structured frameworks and data-driven
methodologies, McKinsey supports organizations in achieving sustainable competitive advantage
and scalable growth.

Core Principles of McKinsey’s Growth Marketing
Strategy
McKinsey’s growth marketing strategy is built upon several foundational principles that drive



superior marketing performance and business expansion. These principles guide how companies
design customer journeys, allocate marketing resources, and measure success.

Customer-Centric Approach
Placing the customer at the center of marketing efforts is a fundamental principle in McKinsey
growth marketing and sales. Understanding customer needs, preferences, and behaviors enables
tailored messaging and personalized experiences that increase engagement and loyalty.

Data-Driven Decision Making
McKinsey advocates for leveraging advanced analytics and performance metrics to inform marketing
strategies. Data insights help optimize campaign targeting, budget allocation, and channel selection
to maximize return on investment (ROI).

Agile Marketing Processes
Agility in marketing allows organizations to quickly respond to market changes and customer
feedback. McKinsey promotes iterative testing, rapid prototyping, and continuous learning to refine
marketing tactics and improve outcomes.

Integrated Marketing and Sales Alignment
Ensuring close collaboration between marketing and sales teams is essential for seamless customer
acquisition and conversion. McKinsey’s frameworks emphasize shared goals, synchronized
messaging, and unified technology platforms to enhance coordination.

Customer segmentation and targeting

Personalized content and communication strategies

Channel optimization and attribution modeling

Continuous performance measurement and adjustment

McKinsey’s Sales Transformation Framework
McKinsey’s sales transformation framework is designed to improve sales effectiveness, optimize
salesforce capabilities, and drive revenue growth. This framework addresses both strategic and
operational aspects of sales organizations.



Sales Operating Model Design
Defining the optimal sales operating model involves determining the right structure, roles, and
processes to support customer engagement across different segments. McKinsey helps organizations
align their sales models with market dynamics and business objectives.

Capability Building and Talent Management
Enhancing the skills and competencies of the salesforce is critical for executing growth strategies.
McKinsey supports sales training programs, leadership development, and incentive design to
motivate and retain top performers.

Sales Technology and Tools
The adoption of customer relationship management (CRM) systems, sales analytics, and automation
tools is a key enabler within McKinsey growth marketing and sales strategies. These technologies
streamline workflows and provide actionable insights.

Performance Management and Metrics
Establishing clear performance metrics and dashboards allows sales leaders to monitor progress and
identify areas for improvement. McKinsey recommends a balanced scorecard approach
encompassing activity, pipeline, and outcome measures.

Data Analytics and Technology in McKinsey Growth
Marketing and Sales
Data analytics and technology form the backbone of McKinsey’s approach to growth marketing and
sales. By harnessing big data, artificial intelligence, and machine learning, McKinsey enables clients
to unlock new growth opportunities and enhance decision-making.

Predictive Analytics for Customer Insights
Predictive models analyze historical data to forecast customer behavior, identify high-value
prospects, and anticipate churn risks. This capability supports targeted marketing campaigns and
proactive sales outreach.

Marketing Automation Platforms
Automation tools enable personalized communication at scale while optimizing resource utilization.
McKinsey advises on the selection and implementation of these platforms to improve lead nurturing
and conversion rates.



Sales Enablement Technologies
Technologies such as AI-driven coaching, real-time analytics, and digital sales rooms enhance sales
productivity and customer engagement. McKinsey recommends integrating these tools within the
broader sales ecosystem.

Customer data platforms (CDPs)

Advanced segmentation and targeting software

Real-time campaign performance monitoring

Integration of marketing and sales tech stacks

Implementing McKinsey’s Growth Marketing and Sales
Solutions
Successful implementation of McKinsey growth marketing and sales solutions requires a structured
approach that encompasses strategy development, organizational alignment, and continuous
improvement.

Assessment and Diagnostic Phase
The first step involves assessing the current state of marketing and sales capabilities, identifying
gaps, and prioritizing areas for intervention based on business impact.

Strategy Co-Creation and Roadmap Development
McKinsey collaborates with client teams to design tailored growth strategies and implementation
roadmaps that address specific market conditions and organizational needs.

Execution and Change Management
Driving change across marketing and sales functions entails clear communication, training, and
stakeholder engagement to ensure adoption of new processes and technologies.

Measurement and Continuous Optimization
Ongoing performance tracking and iterative refinement are critical to sustaining growth momentum
and adapting to evolving market trends.



Emerging Trends and Future Outlook
The landscape of growth marketing and sales continues to evolve rapidly, with McKinsey at the
forefront of identifying and capitalizing on emerging trends. These developments are shaping how
businesses will approach growth in the coming years.

Increased Use of Artificial Intelligence
AI-powered tools are becoming integral to automating marketing personalization, sales forecasting,
and customer service, enabling more efficient and effective growth strategies.

Omnichannel Customer Engagement
Customers expect seamless interactions across multiple channels. McKinsey emphasizes integrated
omnichannel strategies to deliver consistent experiences and maximize conversion opportunities.

Sustainability and Purpose-Driven Marketing
Brands are increasingly aligning growth marketing efforts with sustainability goals and social
responsibility to resonate with conscious consumers.

Data Privacy and Compliance
As regulations tighten, McKinsey advises companies to adopt transparent data practices that
balance personalization with privacy compliance to maintain customer trust.

Frequently Asked Questions

What is McKinsey Growth Marketing and Sales practice?
McKinsey Growth Marketing and Sales practice helps organizations accelerate revenue growth by
combining data-driven marketing strategies, advanced analytics, and sales effectiveness techniques
to improve customer acquisition, retention, and overall sales performance.

How does McKinsey use data analytics in growth marketing
and sales?
McKinsey leverages data analytics to identify high-potential customer segments, optimize marketing
spend, personalize customer experiences, and improve sales processes, enabling companies to make
informed decisions that drive sustainable growth.



What industries benefit most from McKinsey's Growth
Marketing and Sales services?
Industries such as technology, consumer goods, retail, financial services, and healthcare benefit
significantly from McKinsey's Growth Marketing and Sales services due to their complex customer
journeys and competitive landscapes requiring tailored growth strategies.

What are common challenges McKinsey addresses in growth
marketing and sales?
McKinsey addresses challenges including inefficient marketing spend, low customer engagement,
misaligned sales and marketing teams, poor sales pipeline visibility, and lack of digital capabilities to
enhance growth and profitability.

How does McKinsey integrate digital transformation in its
growth marketing and sales strategies?
McKinsey integrates digital transformation by implementing advanced digital tools, automating
marketing and sales processes, leveraging AI and machine learning for customer insights, and
enabling omnichannel engagement to enhance customer experiences and drive growth.

Additional Resources
1. McKinsey Growth: How the World’s Best Companies Drive Breakout Success
This book explores the growth strategies used by top companies as analyzed by McKinsey
consultants. It delves into frameworks for identifying growth opportunities, scaling operations, and
sustaining competitive advantage. Readers gain insights into data-driven decision-making and the
organizational changes necessary to fuel growth.

2. The McKinsey Way of Growth Marketing
Focusing on marketing strategies, this book reveals how McKinsey applies rigorous analysis and
customer insights to drive marketing success. It covers topics such as market segmentation,
customer journey optimization, and ROI measurement. The book is ideal for marketers looking to
adopt a strategic, analytical approach to growth.

3. Sales Excellence: McKinsey’s Guide to Building High-Performance Sales Teams
This title provides a comprehensive look at how McKinsey helps organizations optimize their sales
force. It addresses sales force design, incentive structures, and performance management. Practical
case studies illustrate how data and analytics improve sales effectiveness and customer engagement.

4. Growth Marketing Playbook: Strategies Inspired by McKinsey
A tactical guide that translates McKinsey’s growth principles into actionable marketing campaigns.
The book emphasizes experimentation, digital marketing channels, and customer retention
strategies. It’s a useful resource for growth marketers aiming to implement scalable and measurable
growth initiatives.

5. Driving Revenue Growth: McKinsey’s Approach to Sales and Marketing Alignment
This book highlights the critical alignment between sales and marketing functions to accelerate



revenue growth. It explores cross-functional collaboration, unified messaging, and pipeline
management. Readers learn how integrated strategies reduce friction and optimize customer
acquisition.

6. Data-Driven Growth: Applying McKinsey Analytics to Marketing and Sales
Detailing the importance of analytics, this book shows how McKinsey leverages big data to uncover
growth opportunities. It covers predictive modeling, customer segmentation, and performance
tracking. Marketers and sales leaders can apply these insights to improve targeting and personalize
customer experiences.

7. Customer-Centric Growth: Lessons from McKinsey’s Marketing Playbook
This book focuses on building growth strategies centered around deep customer understanding. It
discusses customer lifetime value, engagement tactics, and feedback loops. The approach helps
businesses create loyal customer bases that drive sustainable growth.

8. Scaling Sales: McKinsey’s Blueprint for Rapid Growth
A guide to expanding sales operations efficiently, this book covers territory design, sales
enablement, and technology adoption. It includes proven methods for recruiting, training, and
motivating sales teams to meet ambitious growth targets. The blueprint supports businesses looking
to scale quickly without sacrificing quality.

9. Innovative Growth Strategies: McKinsey’s Insights on Marketing and Sales Transformation
This book examines how innovation in marketing and sales processes can unlock new growth
avenues. It highlights digital transformation, agile marketing, and customer experience
enhancement. Leaders gain tools to rethink traditional approaches and foster a culture of continuous
improvement.
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  mckinsey growth marketing and sales: Growth Marketing Strategy Rose Jia, 2024-12-03 In
an era when growth marketing has become a buzzword for quick fixes, this book provides a clear
roadmap for how marketers can move on from short-term hacks and utilize their full marketing
funnel to gain and retain customers across any size business in any economic environment. Growth
marketing is no longer just a short-term tactical approach suitable only for start-ups and SMEs
looking for easy wins. Instead, it has become a real source of long-term sustainable growth for any
business, and a strategic approach that can deliver results regardless of economic environment.
With marketers under pressure to consistently deliver growth in rapidly changing landscapes, this
invaluable guide will provide a clear roadmap so that any marketer can develop a growth marketing
strategy that delivers. Packed full of cutting-edge insights from companies like Fujifilm, GoPro,
Twitch, Disney, Amazon Grocery, Tesla and American Express, Growth Marketing Strategy gives
marketers practical ways to drive their business forward, moving beyond initial organic growth to a
strategy that is both sustainable and resilient to changing market conditions. From exploring how to
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shift the mindset of the team to long-term investment and adaptability, to how your marketing team
should be best structured and resourced within your organization to allow your growth marketing
team to thrive, this book takes you from the fundamentals of growth marketing to how to apply it
and adapt it to any challenge your business faces.
  mckinsey growth marketing and sales: Consumer Experience and Decision-Making in
the Metaverse Tarnanidis, Theodore, 2024-06-24 Traditional marketing approaches must be more
effective in a digital world where consumers seek more immersive and personalized experiences.
Businesses need to help to engage with their target audience and to understand their evolving needs
and preferences. This disconnect hinders their ability to create impactful marketing strategies that
resonate with consumers and drive meaningful interactions. Consumer Experience and
Decision-Making in the Metaverse offers a solution by exploring how the metaverse transforms
consumer behavior and marketing practices. The book provides insights into immersive consumer
experiences, virtual brand presence, data-driven personalization, and more through a collection of
research. It equips readers with the knowledge and strategies to adapt to this new digital landscape
and engage with consumers in innovative ways.
  mckinsey growth marketing and sales: Creative Industries and Digital Transformation
in China Sabine Chrétien-Ichikawa, Karolina Pawlik, 2022-08-17 As China gains momentum in
economic terms, its technological transformation, cultural confidence, and creative influence also
grow steadily. This book explores socio-cultural context, in which new trends, enabled by the power
of digital technology, emerge. Focused on the urban context, in China's large cities like Shanghai,
and through the lens of art, design, fashion, gaming, and media industries, this book highlights
innovation processes in the making, as well as ongoing shifts in Chinese identities and narratives.
This collaborative work written by European authors based in China offer new insights from within.
Their shared, yet multi-faceted, engagement with China and its creative industries culminates in this
book written for international scholars, students, and industry players.
  mckinsey growth marketing and sales: Advances in Digital Transformation - Rise of
Ultra-Smart Fully Automated Cyberspace Eduard Babulak, 2024-07-17 Given the current
research direction toward ubiquitous information sharing and digitalization, the huge amount of
documents in the world’s largest libraries and archives are stored as digital data in big data centers,
including those of Google, Apple, Microsoft, Samsung, Amazon, IBM, and others. The recent
advancements in the fast Internet, smart computing, information technologies, and management
information systems created a platform for ultra-smart cyberspace and cyber automation driven by
digital transformation, artificial intelligence (AI), and ultra-smart humanoid robotics. Welcome to the
world of the digital revolution and the new era of digitalization where the dream of paperless
factories has become a reality today, and yet there are future challenges ahead of us to make sure
that digitalization contributes to the betterment of humankind. This book is a valuable reference
providing up-to-date information about current state-of-the-art and future research directions in
digital transformation for cyber experts, business and industry practitioners, university faculty, and
senior and graduate students worldwide.
  mckinsey growth marketing and sales: When Housing Markets Meet Shadow Banking:
Bubbles, Mortgages, Securitization, And Fintech Rose Neng Lai, Robert A Van Order,
2024-03-06 This book contends that the housing markets and shadow banking have been involved in
a kind of 'dance' over the last two decades. It traces this dance to be between the roles of mortgage
markets since the 1980s in both the US and China and the developments of securitization and
'shadow banks.' It gives side-by-side comparisons between the two and suggests that house price
dynamics have been similar, but also quite different. Both had booms. The US had a bubble that
burst around 2007 — after prices became quite high relative to rents and then crashed. However,
Chinese housing markets, which had a similar run-up, did not have a burst bubble. Rather, the rising
property values appear to have been from space becoming more valuable as reflected in rent
growth. In the US, prices chased prices; in China, prices chased rents.Mortgage markets were more
complicated, beginning with the securitization in the US, and the rise of shadow banks that both led



and followed. The US used shadow banks to hold pieces of securitization deals and funded them with
deposit-like debt. These pieces were fragile and their collapse caused 'silent runs,' which were
instrumental in the ensuing crash. China's shadow banks were more like traditional intermediaries,
unattached to securitization. Their liabilities were mostly not short-term, as was the case with US
shadow banks. So, runs were not a problem, but getting the market to work efficiently was.The
markets have evolved. And while the music has changed, the dance is not over.
  mckinsey growth marketing and sales: Marketing (ENG) Igor Nowé, 2025-03-25 How do
you attract customers in a digital world? What makes people choose one brand over another? How
do you create a strong marketing plan? In a world where marketing is evolving faster than ever,
traditional models no longer offer all the answers. Endless digital tools, changing consumer
behaviour and fierce competition make it easy to feel lost. Without a clear structure, marketing can
seem complex and overwhelming. Marketing. Reinventing the Basics breaks down marketing into
clear steps, making key concepts easy to understand and apply. This book offers a fresh perspective
on how marketing has evolved and revisits core marketing principles like the SAVE model, the
Customer Decision Journey and the shift from product-based to value-driven marketing. No prior
knowledge is needed, just the motivation to learn. Perfect for educators and aspiring marketers
seeking real-world skills in a dynamic, digital-driven market. To enhance your learning experience,
Marketing is accompanied by an AI chatbot, enabling you to interact with the book's content, ask
personalised questions and explore tailored strategies for your brand.
  mckinsey growth marketing and sales: Influencer Marketing Applications Within the
Metaverse Bansal, Rohit, Qalati, Sikandar Ali, Chakir, Aziza, 2023-05-22 The metaverse is an
immersive digital world that combines augmented reality (AR) and virtual reality (VR) to allow
people to interact online as if they were in the physical world. While everything in the metaverse
doesn’t exist in the physical world, it still offers unique opportunities for customers to experience
your brand. The metaverse is free from physical limitations, presenting a novel opportunity for
brands. Just as e-commerce revolutionized the way people shop, so could the metaverse. And by
taking advantage of the metaverse's ability to bridge the gap between physical and virtual
commerce, brands can use it to enrich their consumers' shopping experiences. To be successful,
brands must quickly learn from mistakes and build on successful campaigns to stand out. The
metaverse is data-driven, and marketers can use this in creating their growth strategies. Because
growth marketing involves continuous experimentation and testing, brands can use this virtual
world as their stomping ground to analyze their various marketing campaigns and observe consumer
behavior. Influencer Marketing Applications Within the Metaverse explores how enterprises
experimenting with the metaverse can connect, engage with, and incentivize human and machine
customers to create new value exchanges, revenue streams, and markets. The book examines how
brands can enrich their consumers’ shopping experiences by taking advantage of the metaverse's
ability to bridge the gap between physical and virtual commerce. Covering topics such as augmented
and virtual reality, customer experience, and gamification, this book is ideal for marketing
practitioners, researchers, undergraduate and postgraduate students, non-government and
government organizations, and more.
  mckinsey growth marketing and sales: A diamond in the rough Steven Van Belleghem,
2023-09-29 Radiate optimism, positivity and energy. Be loyal to your customers (& they will be loyal
to you). Never forget to ask what you can do for your customer. While many companies intend to be
customer-oriented, only a few succeed in truly satisfying the customer. The key to success is
building a customer centric culture: a culture where management and staff know how to make
customers feel valued. Within these organisations, everyone is fully aware of their responsibilities to
customers. As a result of this awareness, these businesses work hard at optimising their
customer-centricity. To polish their ‘rough diamond’ into a beautiful, shiny jewel. In more than 100
tips, A Diamond in the Rough shows you how to build a customer-focused company culture.
  mckinsey growth marketing and sales: Leveraging AI for Effective Digital Relationship
Marketing Santos, José Duarte, Pires, Paulo Botelho, Grigoriou, Nicholas, 2024-10-11 Today’s



businesses face the pressing challenge of how to effectively engage and build lasting relationships
with customers in an increasingly crowded and competitive online space. Traditional marketing
tactics are no longer sufficient to capture the attention and loyalty of modern consumers who
demand personalized experiences and sustainable practices from the brands they support. This
shifting paradigm necessitates innovative solutions that leverage cutting-edge technologies to
enhance customer engagement and foster meaningful connections. Leveraging AI for Effective
Digital Relationship Marketing addresses this critical dilemma by exploring the transformative
potential of artificial intelligence (AI) in revolutionizing customer relationships. By harnessing the
power of AI-driven strategies, businesses can gain deeper insights into individual customer
behaviors and preferences, enabling them to deliver personalized interactions and anticipate
customer needs with unparalleled accuracy. Through the implementation of AI-powered solutions,
companies can navigate the complexities of digital marketing with confidence, positioning
themselves as leaders in building sustainable and mutually beneficial relationships with their
customers.
  mckinsey growth marketing and sales: A Research Agenda for Public Diplomacy Eytan
Gilboa, 2023-06-01 Public diplomacy has become one of the central instruments of foreign policy and
national security; this crucial Research Agenda provides a new outline for its investigation. Aiding
the comprehension of the broad boundaries of the field, it proposes a clear starting point for
contemporary research into important areas of public diplomacy.
  mckinsey growth marketing and sales: Thinking Like a Human David Weitzner, 2025-05-13 A
bright and timely book that celebrates the value of the human mind AI is at the forefront of
everyone's minds: from students and artists, to CEO's and service workers. But what exactly is AI,
and how does it influence our everyday lives? And more than that, what does it mean for our future?
Is there a way for us to retain our humanness in a world ever-reliant on tech? This groundbreaking
book argues that the key technology we use to make strategic, political, and ethical decisions is
flawed. As we race headlong into a future where we outsource all of our problem solving to artificial
intelligence, the greatest threat to humanity is not superintelligent machinery, but a lack of trust in
the power of our own minds. This book offers a new way forward—what Dr. Weitzner calls artful
intelligence—a philosophy that celebrates our humanness and can help each of us make better
decisions and create a healthier relationship with the world around us. In these pages, the author
walks us through how AI often fails and how that affects our lives. But readers will also meet the
rockstars, inventors, and business leaders who embody artful intelligence and are changing our
world for the better in an era rampant with AI malpractice—while being taught how to do the same.
  mckinsey growth marketing and sales: AI in Marketing Hannah D. Walters, Rachel M.
Hammond, 2025-06-24 AI in Marketing equips students with the knowledge to understand the
impact of Artificial Intelligence (AI) on marketing strategies, processes, and activities, empowering
them to navigate the AI-driven marketing landscape confidently. Divided into four parts, it provides
a comprehensive exploration of AI's transformative role in marketing. The first part lays the
groundwork, offering foundational insights into the intersection of AI and marketing. Part II explores
the various applications of AI in marketing, and the tools marketers use to optimize their processes
and deliver enhanced customer experiences. The third part focuses on leveraging AI for consumer
insights, enabling marketers to craft data-driven strategies. The final part examines ethical
considerations and the pedagogical integration of AI into marketing education. Each chapter
includes real-world examples, exercises, discussion questions, key terms, and AI resources,
empowering students to develop practical skills and industry-relevant knowledge. Students studying
in advanced undergraduate and postgraduate marketing courses will benefit greatly from this
comprehensive textbook, preparing them for a future workplace that requires them to know how to
use AI effectively, ethically, and responsibly. The book is fully supported by online resources,
including an instructor manual and customizable PowerPoint slides.
  mckinsey growth marketing and sales: Human-Centric AI in Digital Transformation and
Entrepreneurship Misra, Sanjay, Kaushik, Manju, Jain, Amit, Banerjee, Chitresh, 2025-03-21



Advanced intelligence systems including human-centric artificial intelligence (AI), perform tasks
typically requiring human intelligence, such as reasoning, problem-solving, and decision-making.
These systems often leverage machine learning techniques, enabling them to learn from data and
improve over time. Futuristic technologies enable entrepreneurs to innovate sustainably, creating
business growth opportunities while minimizing environmental impact. Additionally, smart
innovations can help overcome physical, social, and economic barriers by providing access to
education, healthcare, and other essential services. Further research is required to understand the
entrepreneurial ecosystem within this new socio-technical paradigm. Human-Centric AI in Digital
Transformation and Entrepreneurship addresses rising challenges and providing plausible solutions
and support to turn problems into opportunities. It explores the ability of smart innovation to
develop and employ new technologies and systems that enhance our lives by making them more
efficient, sustainable, and connected. Covering topics such as brain organoids, healthcare chatbots,
and returns on investment (ROI), this book is an excellent resource for entrepreneurs, business
managers, technologists, IT specialists, engineers, medical professionals, government officials,
policymakers, financial planners, professionals, researchers, scholars, academicians, and more.
  mckinsey growth marketing and sales: A Modern Guide to Knowledge Francisco J.
Carrillo, 2022-11-18 Outlining an integrative theory of knowledge, Francisco Javier Carrillo explores
how to understand the underlying behavioural basis of the knowledge economy and society.
Chapters highlight the notion that unless a knowledge-based value creation and distribution
paradigm is globally adopted, the possibilities for integration between a sustainable biosphere and a
viable economy are small.
  mckinsey growth marketing and sales: Digital Transformation for Fashion and Luxury
Brands Wilson Ozuem, Silvia Ranfagni, Michelle Willis, 2024-04-16 This book re-evaluates the
diffusion and positioning of fashion and luxury brands following the impact and disruption of digital
transformations, particularly on existing omni-channel models and touchpoints and consumer
behaviours. By exploring the importance of digital transformation and discussing the benefits and
challenges it has created for the fashion industry, this book provides insights into the role of various
digital technologies, systems and strategies in generating and maintaining brand value and equity,
customer engagement and experiences and connecting the marketplace and marketspace. Chapters
2 and 16 are available open access under a Creative Commons Attribution 4.0 International License
via Springer Link.
  mckinsey growth marketing and sales: Customer Experience in Fashion Retailing Bethan
Alexander, 2024-06-20 This text provides a holistic, integrated and in-depth perspective on the
growing field of customer experience (CX), in a fashion context. Merging three core perspectives –
academic, creative agency and retailer – the book takes a chronological approach to tracing the
evolution of customer experience from the physical store, to omnichannel through channel
convergence to consider the future of fashion retailing and customer experience. Beginning with the
theoretical perspective, customer experience evolution in a fashion retail context is traced,
considering the definition of customer experience, physical retail, the digitalisation of customer
experience, omni-channel retail, in-store technologies and envisioning future retail CX. The retail
creative agency perspective looks at how to locate and design customer experience journeys,
designing harmonised CX across retail brand environments online and offline, responsible retailing
and taking a human-centric approach to create visceral, wellbeing-based experiences. Finally, the
retailer perspective explores real-life case studies of great customer experience from international
brands, including Zara, Nike, Ecoalf, To Summer and Anya Hindmarch. Pedagogical features to aid
understanding are built in throughout, including chapter objectives and reflective questions.
Comprehensive and unique in its approach, Customer Experience in Fashion Retailing is
recommended reading for students studying Fashion Retail Management, Customer Experience,
Retail Design and Visual Merchandising, Fashion Psychology and Fashion Marketing.
  mckinsey growth marketing and sales: Deep Selling Graham Hawkins, Mark Micallef,
2025-01-13 Develop stronger, more profitable relationships with your buyers in the digital era Right



now, how we buy and sell is evolving dramatically. People have fundamentally changed the way they
do business. To put it simply: buyers no longer interact with sellers in the same way. To ensure a
profitable future, sales leaders and teams need to embrace this transformation. In the face of
globalisation, ecommerce, subscription services, and new digital tools for buyers and sellers alike,
you need new strategies to generate successful sales and better bottom lines. Deep Selling shares
the cutting-edge sales model you need to create a buyer-obsessed, high-performance culture. Your
team urgently needs to embrace the growing suite of digital and AI technologies. But new
technologies alone won’t solve all your selling problems. To really maximise your success, you need
to evolve your selling frameworks and behaviours. You need to use these new tools in smart ways,
embedding them into your sales execution models. In this book, you’ll discover how to: Audit the
current sales techniques and cycles in your organisation Transform your sales execution models
Achieve organisational buy-in through new performance measures and shared goals for success Use
data to drive strategy, and revolutionise your selling with the latest digital and AI tools Build deeper
buyer relationships that create more value and improve buyer outcomes With Deep Selling, you and
your team will learn how to meet buyers on today’s real-world terms — and engage them more fully
and successfully than ever before.
  mckinsey growth marketing and sales: Marketing in the (Great, Big, Messy) Real World
Kathleen Schaub, 2025-05-20 Transform Complexity into Opportunity Marketing leaders face an
uphill battle: their teams are expected to deliver predictable, measurable results in a world
characterized by uncertainty, human behavior, and complexity. Traditional approaches attempt to
treat marketing as a vending machine where input guarantees output. But this outdated approach
sets CMOs up for frustration in today’s dynamic business environment. Kathleen Schaub—marketing
innovator, former CMO, and research analyst—reveals a radically needed shift in thinking that will
not only bring clarity to the whole organization but help CMOs thrive in the chaos. Drawing on
decades of experience combined with relevant science, Schaub explains why industrial-era practices
fall short today and outlines a more flexible approach that embraces marketing as a complex system.
Schaub’s method begins with four essential mindset shifts—think like an investor, navigator,
statistician, and ecologist—and builds on them with actionable operational changes in intelligence,
teams, work methods, and change management. Marketing in the (Great, Big, Messy) Real World
empowers marketing leaders to create adaptable, resilient marketing systems that thrive in
uncertainty. Unlock your team’s full potential and turn complexity into opportunity.
  mckinsey growth marketing and sales: The Person in Personalisation David Mannheim,
2023-08-29 As both practitioners of personalisation and victims of it, it is the person in
personalisation that has been lost. The titans of the personalisation industry have commercially
defined what personalisation should be for us all without realising what it takes to make a
relationship work – a personal touch. This book explores why. And if it can change. ? We learn about
why we need to dismiss the personalisation perpetual hype, stop reducing it down to a single tactic
designed purely to make money. ? Instead, we need to rebirth personalisation entirely and engage
deeply with what it actually is, what it’s supposed to be, and what it means in the future for brands,
great and small. Maybe even yours. This book is not like most marketing books – overly inspirational,
redundant with revelation, cold and charmless, focusing on dry practicality with arbitrary models
that no one can ironically use practically. This is different. Personalisation, spelled with an s, is full
of personality, wonder, drama, heroes, and villains, and that all makes for a damn good story. A
fairy-tale even. That’s how it is written. The Person in Personalisation is an adventure that inspires
action from promoting critical thinking with irreverent humour, defeating personalisation dragons
(no, really!) encouraging you, the reader, to take things back to basics, not from telling you exactly
what to do.
  mckinsey growth marketing and sales: Think Human Olivier Duha, 2024-01-03 In an
increasingly competitive and digitalized world where experience reins supreme, Olivier Duha
highlights the radical evolution of customer relations and outlines six golden rules to maximize
customer satisfaction. Advocating for the importance of the human factor assisted by technology in



the digital age of customer relations, this book explores the impact of the digital revolution on
brands, their shift from being product-focused to customer-focused and provides strategies for how
brands can succeed in the battle for the customer. By developing customer relations teams that
value the role of the human being augmented by technology, you can put technology at the service
of humans and take control to create valuable customer experiences. Drawing on over two decades
of experience developing Webhelp into a leading global provider of game-changing customer
journeys, Duha shows you how to develop your customer relations team into a key strategic resource
for growth.
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