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imc the next generation five steps for delivering value and measuring returns using
marketing communication represents a transformative approach to how businesses connect with
their audiences and assess the effectiveness of their efforts. In today’s fast-paced, digitally driven
marketplace, integrated marketing communication (IMC) has evolved beyond simply blending
promotional tools. It now demands a strategic framework that not only delivers clear value to
customers but also rigorously measures the returns on investment. Understanding these five steps is
essential for marketers who want to stay ahead and make every campaign count.

Understanding the Evolution of Integrated Marketing
Communication

Before diving into the next generation’s five steps, it’s important to recognize how IMC has shifted
over the years. Traditionally, IMC focused on ensuring that all marketing channels conveyed a
consistent message. While this foundation remains vital, modern IMC emphasizes customer-centricity,
data-driven decision-making, and agile responsiveness. The new paradigm leverages technology,
analytics, and personalized content to create meaningful interactions that resonate and convert.

The Five Steps for Delivering Value and Measuring
Returns Using Marketing Communication

Step 1: Define Clear and Customer-Centric Objectives

The first step in the next generation of IMC involves setting objectives that directly reflect customer
needs and business goals. Rather than vague aims like “increase brand awareness,” the focus shifts
to measurable outcomes such as enhancing customer experience, driving engagement, or boosting
lifetime value. These objectives should align with broader company strategies and be grounded in
insights gathered from audience research.

By honing objectives on value delivery, marketers ensure that every communication effort contributes
tangibly to customer satisfaction and loyalty. This customer-centric approach also sets the stage for
effective measurement, as objectives become benchmarks for success.



Step 2: Develop a Cohesive and Personalized Messaging
Strategy

With objectives in place, the next step is crafting messages that resonate on a personal level. The
next generation of IMC recognizes that one-size-fits-all messaging no longer works. Instead,
marketers use segmentation, behavioral data, and AI-driven insights to tailor communications.

Personalization doesn’t just mean inserting a customer’s name in an email—it involves delivering
relevant content through the right channels at the right time. Whether it’s social media ads, email
campaigns, or content marketing, the messaging should reflect the customer’s journey stage and
preferences.

Step 3: Integrate Multichannel Campaign Execution

Executing campaigns across multiple platforms simultaneously is where integrated marketing truly
shines. The five steps emphasize seamless coordination between channels—digital, traditional, social,
and experiential—to create a unified brand experience.

This integration helps maximize reach and frequency without overwhelming the audience. It also
allows marketers to leverage each channel’s strengths, whether it’s the immediacy of social media or
the depth of content marketing. Consistency in tone and visuals ensures recognition and trust.

Step 4: Utilize Advanced Analytics to Track Engagement and
Impact

Measuring returns in the next generation IMC framework means going beyond basic metrics like clicks
and impressions. Advanced analytics tools enable marketers to track how audiences interact with
messages across channels and devices. This includes sentiment analysis, customer journey mapping,
and attribution modeling.

By understanding which touchpoints drive conversions or enhance brand sentiment, businesses can
optimize campaigns in real time. Measuring engagement also helps identify areas for improvement
and better allocate budgets.

Step 5: Continuously Refine Strategies Based on Data-Driven
Insights

The final step is about embracing agility and continuous improvement. Data collected from the
analytics phase feeds directly back into strategy refinement. Marketers experiment with different
creative elements, messaging approaches, and channel mixes to discover what delivers the highest
value.

This iterative process is crucial in a world where consumer behaviors and market conditions change



rapidly. By adopting a test-and-learn mindset, marketers can maximize ROI and ensure their
communication efforts remain relevant and impactful.

Why These Five Steps Matter for Modern Marketing

The approach described in “imc the next generation five steps for delivering value and measuring
returns using marketing communication” addresses some of the biggest challenges brands face
today. Fragmented audiences, information overload, and shifting consumer expectations make it
harder than ever to cut through the noise.

By focusing on value delivery and rigorous measurement, companies can build stronger relationships
and justify marketing spend with concrete results. This method also fosters transparency and
accountability, essential traits in an era where marketers must prove their impact to stakeholders.

Tips for Successfully Implementing the Next
Generation IMC Framework

Invest in customer data platforms: Centralizing data helps create a unified customer view
for more precise targeting and personalization.

Encourage cross-functional collaboration: Marketing, sales, analytics, and creative teams
should work closely to align messaging and objectives.

Leverage automation tools: Automation can streamline campaign execution and enable
timely, relevant communications at scale.

Focus on storytelling: Authentic stories that connect emotionally with customers enhance
engagement and brand loyalty.

Prioritize transparency in metrics: Clearly define which KPIs matter and communicate
results to all stakeholders.

Adapting to the Future of Marketing Communication

As technology evolves and consumer expectations rise, the next generation of IMC will continue to
adapt. Concepts like artificial intelligence, machine learning, and omnichannel marketing will become
even more integral. The five steps provide a flexible framework that can incorporate new tools and
trends without losing sight of the core goal: delivering genuine value and measuring the true returns
of marketing communication efforts.

Marketers who embrace these principles will be well-positioned to build lasting customer relationships



and drive sustainable business growth in an increasingly complex environment. The journey toward
smarter, more effective integrated marketing communication is ongoing, and the next generation of
IMC is leading the way.

Frequently Asked Questions

What is IMC The Next Generation and how does it differ from
traditional IMC approaches?
IMC The Next Generation refers to an evolved approach to Integrated Marketing Communications that
focuses on delivering measurable value and returns through a structured five-step process. Unlike
traditional IMC, which often emphasizes message consistency across channels, the next generation
prioritizes customer-centric strategies, data-driven decision making, and ROI measurement.

What are the five steps for delivering value and measuring
returns in IMC The Next Generation?
The five steps typically include: 1) Identifying target audiences and their needs, 2) Designing relevant
and integrated marketing communication messages, 3) Selecting appropriate channels and
touchpoints, 4) Executing coordinated campaigns, and 5) Measuring performance and returns to
refine future strategies.

How does IMC The Next Generation ensure better
measurement of marketing communication returns?
IMC The Next Generation employs advanced analytics, real-time data tracking, and attribution models
to precisely measure the impact of marketing communications on sales, brand equity, and customer
engagement. This enables marketers to link specific campaigns to business outcomes and optimize
resource allocation.

Why is delivering value important in the IMC The Next
Generation framework?
Delivering value is crucial because it ensures that marketing communications resonate with the target
audience, foster brand loyalty, and drive profitable customer actions. By focusing on value rather than
just message delivery, organizations achieve stronger relationships and better financial returns.

What role does customer data play in the five-step process of
IMC The Next Generation?
Customer data is foundational in the process, helping marketers understand audience preferences,
behaviors, and pain points. This insight guides message development, channel selection, campaign
execution, and performance measurement, ensuring communications are personalized and effective.



How can businesses implement the five steps of IMC The Next
Generation to improve ROI?
Businesses can implement the five steps by first conducting thorough market research to identify
their audience, crafting integrated messages aligned with customer needs, choosing the most
effective communication channels, launching coordinated campaigns, and utilizing analytics tools to
measure results and adjust strategies for continuous improvement.

Additional Resources
**IMC The Next Generation: Five Steps for Delivering Value and Measuring Returns Using Marketing
Communication**

imc the next generation five steps for delivering value and measuring returns using
marketing communication represents a strategic evolution in how businesses integrate their
marketing efforts to maximize impact and accountability. As the marketing landscape becomes
increasingly complex, with multiple channels and consumer touchpoints, organizations must adopt a
structured approach that not only enhances customer engagement but also quantifies the returns on
their communication investments. This article delves into the next generation of Integrated Marketing
Communications (IMC), outlining five critical steps that enable marketers to deliver tangible value and
accurately measure performance, driving sustainable business growth.

Understanding the Evolution of Integrated Marketing
Communications

Integrated Marketing Communications has long been a cornerstone of effective marketing strategy.
Traditionally, IMC focused on coordinating messages across various channels to maintain consistency
and reinforce brand identity. However, the next generation of IMC transcends mere coordination. It
emphasizes delivering measurable value by aligning communication efforts directly with business
objectives, customer insights, and data-driven analytics.

The proliferation of digital platforms, social media, and real-time data analytics has transformed how
marketers approach communication. IMC the next generation five steps for delivering value and
measuring returns using marketing communication are designed to respond to these
changes—ensuring that campaigns are not only cohesive but also strategically optimized for
performance and accountability.

The Five Steps of Next-Generation IMC

1. Strategic Alignment of Marketing Objectives

The first step in the next generation IMC framework involves a clear alignment of marketing



communication with overarching business goals. This means that every campaign, message, and
channel choice should directly support specific objectives such as brand awareness, lead generation,
customer retention, or revenue growth.

Strategic alignment ensures that resources are effectively utilized and that the marketing function
contributes measurable value to the organization. This step often requires close collaboration
between marketing, sales, finance, and product teams to establish shared goals and key performance
indicators (KPIs).

2. Customer-Centric Messaging and Segmentation

Modern consumers expect personalized, relevant communications. The second step focuses on
leveraging data analytics and customer insights to craft tailored messages that resonate with specific
audience segments. By understanding customer behavior patterns, preferences, and pain points,
marketers can deliver more impactful content that drives engagement and conversion.

Segmentation strategies in next-generation IMC go beyond demographics, incorporating
psychographics, purchase history, and online interactions. This granular approach enhances the
effectiveness of marketing communication by addressing the unique needs of different customer
groups.

3. Omnichannel Integration and Consistency

In today’s fragmented media environment, consumers interact with brands across multiple
platforms—social media, email, websites, mobile apps, and traditional media. The third step
emphasizes seamless integration across these channels to maintain a consistent brand voice and
messaging experience.

Omnichannel strategies unify marketing efforts, ensuring that customers receive coherent and
reinforcing messages regardless of the touchpoint. This integration not only improves brand recall but
also streamlines customer journeys, making it easier to guide prospects toward desired actions.

4. Real-Time Data Monitoring and Analytics

One of the hallmarks of next-generation IMC is the ability to measure and analyze campaign
performance in real time. Step four involves deploying advanced analytics tools and dashboards that
track key metrics such as engagement rates, conversion funnels, customer lifetime value, and return
on marketing investment (ROMI).

Real-time data monitoring enables marketers to identify what works and what doesn’t promptly,
allowing for agile adjustments to campaigns. This responsiveness increases efficiency and maximizes
the impact of marketing communication efforts.



5. Comprehensive Return on Investment (ROI) Measurement

Measuring returns has traditionally been a challenge in marketing, especially when evaluating the
impact of brand-building or awareness campaigns. The fifth step in the next generation IMC
framework addresses this by establishing robust methods for quantifying both short-term and long-
term returns on marketing communication.

Comprehensive ROI measurement integrates financial metrics with qualitative indicators such as
brand sentiment and customer loyalty. Techniques such as attribution modeling, marketing mix
modeling, and predictive analytics provide a clearer picture of how communication efforts translate
into business value.

Benefits and Challenges of Implementing Next-
Generation IMC

Adopting the next generation of IMC offers numerous advantages. By systematically aligning
marketing communications with business goals and leveraging data-driven insights, organizations can
achieve higher efficiency, improved customer experiences, and stronger competitive positioning.
Moreover, the ability to measure returns with greater precision justifies marketing expenditures and
supports better budget allocation.

However, the transition to this advanced IMC model is not without challenges. It requires significant
investment in technology, talent, and process reengineering. Many organizations face difficulties in
breaking down silos between departments, integrating disparate data sources, and upskilling staff to
interpret complex analytics.

Practical Applications and Industry Examples

Leading brands across industries are already embracing the next generation of IMC. For instance,
retail giants use customer data platforms (CDPs) to unify customer profiles and deliver personalized
omnichannel campaigns that track purchase behavior and engagement in real time. Financial services
firms employ attribution models to allocate marketing spend effectively across digital and offline
channels, ensuring optimal ROI.

In B2B sectors, companies combine account-based marketing (ABM) with integrated communication
strategies, aligning sales and marketing to target high-value clients with tailored messaging and
measurable outcomes.

Key Takeaways for Marketers

Marketers seeking to implement the next generation of IMC should prioritize:



Cross-functional collaboration: Break organizational silos to ensure unified objectives and
data sharing.

Investment in analytics: Adopt tools that provide real-time insights and comprehensive ROI
tracking.

Customer-first mindset: Develop segmented, personalized communications that enhance
relevance and engagement.

Channel integration: Design cohesive experiences across digital and traditional platforms.

Continuous optimization: Use data to refine and adapt campaigns promptly for maximum
value delivery.

The next generation of IMC is not merely a theoretical framework—it is a practical roadmap for
marketers who demand accountability and effectiveness in an ever-evolving communication
landscape. By following these five steps, organizations can unlock new opportunities for value
creation and ensure that marketing communication delivers measurable business returns.

Imc The Next Generation Five Steps For Delivering Value And
Measuring Returns Using Marketing Communication

  imc the next generation five steps for delivering value and measuring returns using
marketing communication: IMC, The Next Generation Don Schultz, Heidi Schultz, 2004 This
guide offers a contemporary approach to the Integrated Marketing Communications (IMC) model
that emphasizes narrowing in upon what specific customers and prospects and potential prospects,
stakeholders, shareholders, and employees see and hear about an entire organization.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: IMC, The Next Generation Don E. Schultz, Heidi Schultz,
2003-08-22 Strategies for binding customers to an organization--by determining the information they
want and giving it to them In 1993, Don Schultz showed marketers how to coordinate their
organizations' entire communications programs with the seminalIntegrated Marketing
Communications. InIMC--The Next Generation, Schultz offers a refined and updated approach to the
IMC model, one that goes beyond the messages an organization chooses to send to encompass the
information that the customer wishes to receive or have access to. IMC--The Next Generation shows
marketers how to build sustainable competitive advantage and ROI by combining and coordinating
all methods through which buyers and sellers come together. Numerous cases and real-world
examples reveal how to use today’s IMC model to: Integrate internal and external communications
programs Influence customers at every contact point Build long-term brand relationships
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: The Future of Excellence in Public Relations and
Communication Management Elizabeth L. Toth, 2009-03-04 The Future of Excellence in Public
Relations and Communication Management brings together a stellar collection of public relations
scholars to address the question: What will happen to continue the seminal theory building in public
relations, bolstered by the work of James E. Grunig and Larissa A. Grunig, and the groundbreaking
1992 IABC Excellence Study examining best practices in the field? This volume presents a challenge
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to future researchers, encouraging consideration of other theoretical research problems that will
lead to improving the management practice of public relations. This collection advances scholarly
and practitioner understanding of excellence in public relations and communication management,
and as such, public relations and communications scholars, in addition to practitioners and graduate
students studying these areas, will benefit immensely by reading the work in this volume.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Integrated Marketing Communications Philip J. Kitchen, Marwa
E. Tourky, 2022-01-03 Integrated Marketing Communications: A Global Brand-Driven Approach, 2nd
edition presents an integrated and global framework to marketing communications, delivered in a
highly readable, cohesive and succinct manner. Co-written by the internationally acclaimed leading
experts in the field, Philip Kitchen & Marwa Tourky, this core text explores the best ways to
communicate effectively both in the present and in the future. Taking a rigorous approach, the
textbook provides a critical overview to the modern communications issues found in industry and
society today. It offers a concise, stimulating approach in its coverage of IMC and combines
insightful knowledge of trends in the global marketplace, consumer and stakeholder issues with
wider adoption of a consumer-driven perspective, as well as a roadmap through the bewildering
maze of marketing communications. Comprehensively updated and revised throughout to take into
account recent industry developments, this new edition also offers a plan for brand building
post-pandemic. This textbook is ideal for upper-level undergraduates and post-graduate students
who would benefit from insightful knowledge of key trends and sharp insights into the important
theories and considerations around marketing communications and IMC.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Research Handbook on Strategic Communication Jesper
Falkheimer, Mats Heide, 2022-12-13 Strategic communication as a research field and a professional
practice is becoming increasingly relevant for organizations. Bringing together contributions from
almost 60 leading international scholars, this dynamic Research Handbook on Strategic
Communication is a timely contribution to a vivid and developing academic field.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Professional Marketing Reading Sampler Wiley, 2012-07-03 John
Wiley & Sons Ltd is a leading publisher in books, journals and electronic products covering all areas
of marketing and sales. From social media to market research to branding, we cover it all. This
Professional Marketing Reading Sampler includes book excerpts for a taste of our top marketing
titles from the following expert authors: Andy Bird, Mhairi McEwan, Philip Sheldrake, Laurie Young,
The CIM, Jeremy Kourdi, Christer Holloman, Patrick Barwise, Sean Meehan, Jesko Perrey and
Dennis Spillecke”
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: The Business of Influence Philip Sheldrake, 2011-05-04 Media has
most definitely evolved, as have the ways in which we contemplate, design, communicate and
execute strategy. And rather than technological evolution, we’re plainly in the midst of a
technological revolution. We have no choice then but to reframe marketing and PR in the context of
21st Century technology, 21st Century media and disintermediation, and 21st Century articulation of
and appreciation for business strategy. “Today, every organization is in the influence business. We
influence customers to buy from us, employees to work for us, and the media to write about us. Gone
are the days when you could be your own island. Now, to be successful, you need to live within the
influence ecosystem and that requires a change of mindset. Fortunately, Philip Sheldrake will show
you how.” David Meerman Scott, bestselling author of The New Rules of Marketing & PR and the
new hit Real-Time Marketing & PR
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Encyclopedia of Sports Management and Marketing Linda E.
Swayne, Mark Dodds, 2011-08-08 The first reference resource to bring both sports management and
sports marketing all together in one place.



  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Advertising Account Planning D. W. Jugenheimer, L. D. Kelley,
2014-12-18 Concise yet comprehensive, this practical, campaign-oriented guide follows the logical
progression
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Social Media and Integrated Marketing Communication Jeanne
M. Persuit, 2013-07-18 Social Media and Integrated Marketing Communication: A Rhetorical
Approach explores social media in the areas of corporate identity, brand narratives, and crisis
response from a rhetorical perspective. Key ideas in this text are social media as epideictic
rhetoric—the rhetorical setting that deals with the present and matters of virtue and education—and
how rhetorical decorum, a component of Cicero’s third Canon of Style, can guide organizations and
their audiences toward more ethical and effective integrated marketing communication (IMC). This
strategy emphasizes changing behavior, not just attitudes. Because social media leaves traces of
communication that may be with us for the foreseeable future, Social Media and Integrated
Marketing Communication frames the conversation about social media and IMC to move away from
a risk/reward or a return on investment orientation and toward a focus on social media as
communicative action that is attentive to this historical moment, to organizations and their
audiences, and to communication ethics. Through this, Persuit asks how organizations can engage in
decorum in their online IMC efforts while at the same time considering how their audiences can
engage in decorum as well. Neither romanticizing nor demonizing the areas of social media and
IMC, instead, this text offers a pragmatic understanding of these areas that finds a place in the
theory of the communication discipline.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Direct and Digital Marketing in Practice Brian Thomas, Matthew
Housden, 2011-01-27 Direct and Digital Marketing in Practice is a practical manual for all
managers, marketers and students who need to get to grips with the powerful techniques available
to skilled direct marketers. Fully updated for this new edition to reflect the impact of the Internet on
marketing, this book is the only comprehensive textbook written entirely by currently practising
professionals. It covers vital issues such as: the new marketing landscape; gaining customer insight;
integrating traditional and digital media; and campaign planning and budgeting.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Marketing Communications Micael Dahlen, Fredrik Lange, Terry
Smith, 2009-12-21 Marketing Communications: A Brand Narrative Approach is a mainstream,
student-driven text which gives prominence to the driving force of all Marketing Communications:
the imperative of Branding. The book aims to engage students in an entertaining, informative way,
setting the conceptual mechanics of Marketing Communications in a contemporary, dynamic
context. It includes key current trends such as: Brand narrative approach - Cases such as Dove,
Harley-Davidson, Nike and World of War Craft feature real-life, salient examples which are engaging
for students and reflect the growth of co-authored brand ‘stories’ to help build and maintain brands
by customer engagement through meaningful dialogues. Media neutral/multi-media approach - This
text has a sound exploration of online and offline synergy combining one-message delivery and
multi-media exposures, through examples of companies and political campaigns using
‘non-traditional’ media to reach groups not locking into ‘normal channels’. This brand new text
features an impressive mixture of real-life brand case studies underpinned with recent academic
research and market place dynamics. The format is structured into three sections covering analysis,
planning and implementation and control of Marketing Communications. Using full colour examples
of brands, and student-friendly diagrams, the book acknowledges that the modern student learns
visually as well as through text. ***COMPANION WEBSITE - www.marketing-comms.com ***
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Game Strategies for Business Integration in the Digital
Economy Elena G. Popkova, 2023-03-01 Game Strategies for Business Integration in the Digital



Economy reveals the essence, features and benefits of various strategies for business integration in
the digital economy.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Recent Trends in Business and Management Dr. V.S. More, Dr.
Apoorva Hiray, 2014
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Social Marketing for Public Health Hong Cheng, Philip Kotler,
Nancy Lee, 2011 Social Marketing for Public Health examines how social marketing is used as a
strategy for changing health behavior in the world today. Addressing issues and trends in social
marketing and public health globally, it highlights successful and measurable health
behavior-changing campaigns launched by the governments, by a combination of the governments
and citizens, or by the citizens themselves in various countries. Each chapter focuses on one
selected country, making the content very accessible. The text provides an in-depth and up-to-date
treatment of the subject matter.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Human-Computer Interaction Masaaki Kurosu, Ayako Hashizume,
2025-05-31 This seven-volume set constitutes the refereed proceedings of the Human Computer
Interaction thematic area of the 27th International Conference on Human-Computer Interaction,
HCII 2025, held in Gothenburg, Sweden, during June 22–27, 2025. The HCI Thematic Area
constitutes a forum for scientific research and addressing challenging and innovative topics in
Human-Computer Interaction theory, methodology and practice, including, for example, novel
theoretical approaches to interaction, novel user interface concepts and technologies, novel
interaction devices, UI development methods, environments and tools, multimodal user interfaces,
emotions in HCI, aesthetic issues, HCI and children, evaluation methods and tools, and many others.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Advertising Account Planning Sarah Turnbull, Larry Kelley, Donald
Jugenheimer, 2023-09-20 This practical and comprehensive text effectively provides advertising
account planning principles within an integrated marketing communications framework. With a
world-renowned textbook author team, this 4th edition has been fully updated to include: Fresh
professional examples and mini-case studies within each chapter with a more global outlook than
previous editions, bringing the theoretical concepts to life A new chapter on International
Advertising addressing the challenges of managing a global campaign Pedagogical features and
visual aids to support student learning and comprehension, including reflective questions and
mini-cases drawn from current industry examples New and expanded content covering digital
marketing and technologies; the customer journey; ethics and corporate social responsibility; global
positioning of the brand; paid, earned and owned media; influencer marketing, and campaign
measurement and analytics Providing a full understanding of the advertising account planning
process, this textbook is perfect for both the industry and classroom. The textbook will equip
students of Marketing Communications, Advertising Management and Brand Management with the
knowledge and skills they need to plan and manage a strategic communications campaign, including
prominent advertising student competitions such as American Advertising Federation ( AAF)
National Student Advertising Competition ( NSAC) or the Collegiate EFFIES. Online resources
include PowerPoint slides and a test bank.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Conference Proceedings Trends in Business Communication 2020
Peter Schneckenleitner, Wolfgang Reitberger, Alexandra Brunner-Sperdin, Andre Haller, 2021-07-26
The conference proceedings Trends in Business Communication 2020 presented here show a small
selection of the wide range of current research topics in the field of marketing and communication.
The spectrum of topics ranges from leadership communication, communication in agile
organisations and tweeting CEOs to new developments in e-learning and current requirements for
online shareholder meetings to sustainable consumer behaviour, communication in times of home



office and new aspects of social media topics. All contributions were presented orally at the
international online conference Trends in Business Communication on 4 December 2020, the full
papers were subjected to a peer review process.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Advertising Account Planning Larry Kelley, Donald Jugenheimer,
2015-02-11 Concise yet comprehensive, this practical guide covers the critical role of the account
planner in advertising. The new edition of Advertising Account Planning features several new topics
as well as deeper content in existing areas based on feedback from students, instructors and
practitioners.
  imc the next generation five steps for delivering value and measuring returns using
marketing communication: Media, Telecommunications, and Business Strategy Richard A.
Gershon, 2013-07-18 With today’s dynamic and rapidly evolving environment, media managers must
have a clear understanding of different delivery platforms, as well as a grasp of critical management,
planning, and economic factors in order to stay current and move their organizations forward.
Developed for students in telecommunications management, media management, and the business
of media, this text helps future media professionals understand the relationship and convergence
patterns between the broadcast, cable television, telephony, and Internet communication industries.
The second edition includes updated research throughout , including material on major business and
technology changes and the importance of digital lifestyle reflected in e-commerce and personalized
media selection, such as Netflix and iTunes, and the growing importance of Facebook and social
networking from a business perspective.
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