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ǲȍȌȔɸȕȅŮůȄ ŮɸȆȐŮȆȍȄůȆŬȇǾȎ ŮɸȆŰȏȐǿŬȎ ȌȆ ŮȏűȏŮǿȎ ůŰȍŬŰȄȂȆȇǽȎ                        
ȂȆŬ ŭȆŬȍȇǾ (sustainable ) ŬȊŰŬȂȒȊȆůŰȆȇȕŰȄŰŬ ȇŬȆ ŬȊǼɸŰȏȋȄ :

çǪ űŰȒȐǾ ŮȇŰǽȈŮůȄ ŮȊȕȎ ůȒůŰȌȖ ůȐŮŭȆŬůȉȌȖ, ǽȐŮȆ ɸȌȈȖ ɸŮȍȆůůȕŰŮȍŮȎ 
ɸȆȅŬȊȕŰȄŰŮȎ ŮɸȆŰȏȐǿŬȎ Ŭɸȕ ȉǿŬ ŮɸȆŰȏȐȄȉǽȊȄ ŮȇŰǽȈŮůȄ ɸȌȏ ȁŬůǿȃŮŰŬȆ ůŮ 
ȈǼȅȌȎ Ǿ ȇŬȆ ŬȊȖɸŬȍȇŰȌ ɸȍŬȇŰȆȇǼ ůȐŮŭȆŬůȉȕè Eric Mc Gregor,ñAdvertisingò 1984

çǞȊŬȎ ůŰȕȐȌȎ ŭǿȐȒȎ ůȐǽŭȆȌ ŮǿȊŬȆ ŬɸȈǼ ȉȆŬ ŮȏȐǾèA.de Saint -Exupery

çǥȊ ŭŮȊ ȂȊȒȍǿȃŮȆȎ ɸȌȏ ɸȄȂŬǿȊŮȆȎ, ŭŮȊ ǽȐŮȆ ůȄȉŬůǿŬ 

ɸȌȆŬ ȇŬŰŮȖȅȏȊůȄ ȅŬ ɸǼȍŮȆȎè 
Lewis Carroll ,  çǪ ǥȈǿȇȄ ůŰȄ ǷȗȍŬ ŰȒȊ ŪŬȏȉǼŰȒȊè

If you fail to plan you are planning to fail

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ
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ŪŮȉŮȈȆȗŭȄȎ ǵŮȐȊȆȇǾ ǨɸȆȁǿȒůȄȎ ȇŬȆ ǨȋǽȈȆȋȄȎ ŰȌȏ ǥȊȅȍȗɸȌȏ.

ǞȊŬȎ ǱȉȌȆȌůŰŬŰȆȇȕȎȉȄȐŬȊȆůȉȕȎ ŮȈǽȂȐȌȏ ŰȄȎ ǨȊŰȍȌɸǿŬȎ

ȉǽůȒ ŰȄȎ ȈǾȑȄȎ ȇŬŰǼȈȈȄȈȒȊ ŬɸȌűǼůŮȒȊ.

Ǫ ǵŮȐȊȆȇǾ ŰȄȎ ŮɸȆȈȌȂǾȎ ȇŬȆ ȐȍǾůȄȎ ŰȒȊ ǮǽůȒȊ ȂȆŬ ŰȄȊ ŮɸǿŰŮȏȋȄ 
ŰȒȊ ǴŰȕȐȒȊ ɸȌȏ ȏɸȌůŰȄȍǿȃŮȆ ŰȄȊ ǨȊŰŮȈǽȐŮȆŬ. 

(ǥɸȌůŰȌȈǾ/ǴȇȌɸȕ & ǡȍŬȉŬ)

ɆɇɅȷɇȼũȽȾȼ
(ɆŰɟŬŰɧɠ + ȼɔɞɨɛŬɘ)
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ɆɇɅȷɇȼũȽȾȼ
(ɆŰɟŬŰɧɠ + ȼɔɞɨɛŬɘ)
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ǴǵǳǥǵǪũǫǬǪ

Â Ǳ ȕȍȌȎ ŮǿȊŬȆ ůŰȍŬŰȆȒŰȆȇȕȎ ȇŬȆ ɸŮȍȆȂȍǼűŮȆ ñŰȄ ŭȆǼŰŬȋȄ ȇŬȆ ŰȌȏȎ ŮȈȆȂȉȌȖȎȉȌȊǼŭȒȊ ůŮ 
ůȏůȐŮŰȆůȉȕ ŮǿŰŮ ȉŮŰŬȋȖ ŰȌȏȎ, ŮǿŰŮ ȒȎ ɸȍȌȎ ŰȌȊ çŮȐȅȍȕè, ɸȍȌȇŮȆȉǽȊȌȏ ȊŬ ȐȍȄůȆȉȌɸȌȆȄȅȌȖȊ 
ůŰȌ ǽɸŬȇȍȌ ȌȆ ŭȏȊŬŰȕŰȄŰŮȎ ŰȌȏȎ.

Â ǨɸȌɸŰȆȇǾ ŬɸȕŭȌůȄ ŭǿȊŮȆ ŰȌ ǴȇǼȇȆȕɸȌȏ ɸȍȏŰŬȊŮȖŮȆ Ȅ ɸȍȌȉŮȈǽŰȄ ŮȈȆȂȉȗȊ ȁǼůŮȆ 
ɸȆȅŬȊȌŰǾŰȒȊ ȂȆŬ ȉȌȊŰŮȈȌɸȌǿȄůȄŮɸȆȅŮŰȆȇȗȊ ŮȊŮȍȂŮȆȗȊ ȉŮ ůȇȌɸȕ ŰȄȊ ŮȋȕȊŰȒůȄ ŰȌȏ ŮȐȅȍȌȖ

Â Ǫ ůȏȊŮȐǾȎ ŬȏŰǾ ŬȈȈȄȈŮɸǿŭȍŬůȄ ȇŬȅȆůŰǼ ŰȄ ůŰȍŬŰȄȂȆȇǾ ȉǿŬ ñŭȆŬȈŮȇŰȆȇǾ ŰǽȐȊȄ ŭȖȌ 
ŬȊŰȆŰȆȅǽȉŮȊȒȊ ȅŮȈǾůŮȒȊ ɸȌȏ ȐȍȄůȆȉȌɸȌȆȌȖȊ ȁǿŬ ȂȆŬ ȊŬ ŮɸȆȈȖůȌȏȊ ŰȄ ŭȆŬűȌȍǼ ŰȌȏȎò

Â Ǳ Klausewitz  ȇǼȊŮȆ ǽȊŬȊ ɸȍȗŰȌ ŭȆŬȐȒȍȆůȉȕ ŰȄȎ ůŰȍŬŰȄȂȆȇǾȎŬɸȕ ŰȄ ŰŬȇŰȆȇǾ ȒȎ ŰȄȊ ȅŮȒȍǿŬ 
ŰȄȊ ůȐŮŰȆȇǾ ȉŮ ŰȄȊ ŮɸȆȈȌȂǾ ŰȒȊ ůŰȕȐȒȊ ȉǽůȒȊ & ůȏȉɸȈȌȇȗȊ ůŰȄȊ ŮȋȏɸȄȍǽŰȄůȄ ŰȌȏ 
ɸȌȈǽȉȌȏ, ůŮ ŬȊŰȆŭȆŬůŰȌȈǾ ȉŮ ŰȄȊ ŰŬȇŰȆȇǾɸȌȏ ŮǿȊŬȆ Ȅ ȅŮȒȍǿŬ Ȅ ůȐŮŰȆȇǾ ȉŮ ŰȄ ŮűŬȍȉȌȂǾ / 
ȐȍǾůȄ ŰȒȊ ŭȏȊǼȉŮȒȊ & ȉǽůȒȊ ůŰȄ ůȏȉɸȈȌȇǾ.
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ȼ ɜɑəɖ əŬɘ ɖ ŮˊɘəɟɎŰɖůɖ ŮɑɜŬɘ 
ŬˊɞŰɏɚŮůɛŬ ɘŭŬɜɘəɐɠ ůɨɛˊɟŬɝɖɠ 
ȿŬɞɨ-ɆŰɟŬŰɞɨ & ȼɔŮůɑŬɠ!

Karl von Clausewitz

ʅʆʄɮʆɶɱɹɼɶ



ȼ çȷɅɉȽɇȺȾɇɃɁȽȾȼè 

ɇȼɆ
ȺɄȽɉȺȽɅȼɀȷɇȽȾɃɇȼɇȷɆ

ũ.ɀ.ȸȷɆȽȿɃɄɃɈȿɃɆ
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ǴŰȕȐȌȎ ȉȆŬȎ ŮɸȆȐŮǿȍȄůȄȎ ŮǿȊŬȆ Ȅ ŮɸȆȇȍǼŰȄůȄ ŰȄȎ ůŰȌ ɸŮŭǿȌ ŰȌȏ 
ŬȊŰŬȂȒȊȆůȉȌȖ. ǥȇȕȉȄ ȕȉȒȎ ȇŬȆ ŬȊ ŰŬ ɸȍȌȓȕȊŰŬ Ǿ ȌȆ ȏɸȄȍŮůǿŮȎ ɸȌȏ 
ɸȍȌůűǽȍŮȆ ŮǿȊŬȆ ŬȊȗŰŮȍŬ Ŭɸȕ ŮȇŮǿȊŬ ŰȒȊ ŬȊŰŬȂȒȊȆůŰȗȊ, ŬȏŰȕ ȇǼȅŮ 
ǼȈȈȌ ɸŬȍǼ ŰȄȎ ŮȋŬůűŬȈǿȃŮȆ ŰȄȊ ŮɸȆŰȏȐǿŬé. 

ǮȆŬ ŮɸȆȐŮǿȍȄůȄ ɸȍǽɸŮȆ ȊŬ ȉǼȅŮȆ ȊŬ ŮɸȆȈǽȂŮȆ ŰȌ ŬȊȅȍȗɸȆȊȌ ŭȏȊŬȉȆȇȕ, 
ŰȌȏȎ managers ȇŬȆ ŰȌȏȎ ȄȂǽŰŮȎ ŰȄȎ ȇŬȆ űȏůȆȇǼ ȊŬ ȇŬŰŬůŰȍȗȊŮȆ ŰȄ 
ůȒůŰǾ ůŰȍŬŰȄȂȆȇǾ ŮŰŬȆȍȆȇǾ& ɸȍȌȓȌȊŰȆȇǾ.
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Â ǴŰȄ ůŰȍŬŰȄȂȆȇǾ çɸŬȊŰȍŮȖȌȏȉŮè ŰŬ ȉǽůŬ ȉŮ ŰȌȏȎ ůŰȕȐȌȏȎ, ȂȆŬ ȊŬ 
ȉȄȊ çȋŮɸŮȍŬůŰȌȖȉŮè ŬȈȈǼ & ȊŬ ȏɸŮȍȆůȐȖůȌȏȉŮ ůŮ ǽȊŬ 
ŬȊŰŬȂȒȊȆůŰȆȇȕ ɸŮȍȆȁǼȈȈȌȊ. 

Â ǯŬ ŭȄȉȆȌȏȍȂǾůȌȏȉŮ ŬȋǿŬ ůŰȄȊ ȏɸȕ ůŰȕȐŮȏůȄ ŬȂȌȍǼ ȇŬȈȖŰŮȍŬ Ŭɸȕ 
ŰȌȏȎ ŬȊŰŬȂȒȊȆůŰǽȎ ȉŬȎ, ŭȄȈŬŭǾ ŬȊŰŬȂȒȊȆůŰȆȇȕ ɸȈŮȌȊǽȇŰȄȉŬ.

ǶɸǼȍȐȌȏȊ ɸȌȈȈǼ ȉȌȊŰǽȈŬ & ȅŮȒȍǿŮȎ ŮɸȆȐŮȆȍȆůȆŬȇǾȎůŰȍŬŰȄȂȆȇǾȎ.
Ǳ Henry Mintzberg , ȇŬȅȄȂȄŰǾȎ ŰȌȏ ǲŬȊŮɸȆůŰȄȉǿȌȏ McGill , 
ȌȍǿȃŮȆ ŰȄ ŮɸȆȐŮȆȍȄȉŬŰȆȇǾ ůŰȍŬŰȄȂȆȇǾ ȒȎ: 

çǽȊŬ ɸȍȕŰȏɸȌ ȉǽůŬ ůŮ ǽȊŬ ȍŮȖȉŬ ŬɸȌűǼůŮȒȊè
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ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ

ǧŮȊ ŬȍȇŮǿ ȊŬ ǽȐŮŰŮ ȉǿŬ çŮȋŬȆȍŮŰȆȇǾ ȆŭǽŬè ȂȆŬ ȊŬ ǽȐŮȆ ŮɸȆŰȏȐǿŬ ȇŬȆ ŭȆǼȍȇŮȆŬ. 

Â ǷȍŮȆǼȃŮŰŬȆ ȊŬ ȇǼȊŮŰŮ ŬɸȍȌȇŬŰǼȈȄɸŰŬŬȍȇŮŰǾ ȇŬȆ ɸȍȌůŮȇŰȆȇǾ ǽȍŮȏȊŬ
ȗůŰŮ ȊŬ ȁŮȁŬȆȒȅŮǿŰŮ ȂȆŬ ŰȄȊ ȖɸŬȍȋȄ ȉŮŰȍǾůȆȉȄȎ ȇŬȆ ȁȆȗůȆȉȄȎ ŬȂȌȍǼȎ 
ȕɸȌȏ ǽȐŮŰŮ ŬȊŰŬȂȒȊȆůŰȆȇȕ ɸȈŮȌȊǽȇŰȄȉŬ. ǲȌȆȌȆ ŮǿȊŬȆ ȌȆ ɸŮȈǼŰŮȎ ůŬȎ; 
ǲȌȆŮȎ ŮǿȊŬȆ ȌȆ ŮɸȆȁŮȁŬȆȒȉǽȊŮȎ ŬȊǼȂȇŮȎ ŰȌȏȎ; ǲŮȍǼůŰŮ ȐȍȕȊȌ ȉŬȃǿ ŰȌȏȎ 
ȇŬȆ ȉȄȊ ŮɸȄȍŮǼȃŮůŰŮ Ŭɸȕ ŮɸȆűŬȊŮȆŬȇǽȎ ŬȊŬűȌȍǽȎ ɸȐ ůŰŬ social media.

Â ǴȏȊŰǼȋŰŮ ȇŬȆ ŭȄȉȆȌȏȍȂǾůŮŰŮ ǽȂȇŬȆȍŬ ȉȆŬ çȌȍȂŬȊȒŰȆȇǾ ůŰȍŬŰȄȂȆȇǾè ůŮ 
ůŰǼŭȆŬ ȂȆŬ ŬɸȌŰŮȈŮůȉŬŰȆȇǾ ŮŰŬȆȍȆȇǾ ȌȍȂǼȊȒůȄ ȇŬȆ ȏɸȌŭȌȉǾ. 
ūŬȊŰŬůŰŮǿŰŮ ŰȄȊ ŮɸȆȐŮǿȍȄůǾ ůŬȎ ůŰȌ ɸȍȌůŮȐǽȎ ȉǽȈȈȌȊ ůȐŮŭȆǼȃȌȊŰŬȎ 
ŭȌȉǾ, ůŰȕȐȌȏȎ, ȌȆȇȌȊȌȉȆȇȌȖȎ ŭŮǿȇŰŮȎ ȇŬȆ ŮŰŬȆȍȆȇǾ ȇȌȏȈŰȌȖȍŬ ɸȌȏ ȅŬ 
ŬɸȌŰȍǽɸȌȏȊ ŬȊŬɸȌŰŮȈŮůȉŬŰȆȇȕŰȄŰŬ Ǿ ŮȋȌȏȅǽȊȒůȄ!
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ü ̛͈͚͓͙͌͋͐ͧ͞Ш͓͖͔͙͌͒͒͛͐͑ͫШ͈͚͎͎͈͙͋͛͐ͧ͛͛͘͘Ш͖͗͜Ш͔͋͌Ш͚͓͈͋͌͌ͤ͌͛͐Ш͈͗ͧШ
͖͛Ш͈͗͌͒͘͏͔ͧЯШ͖ͤ͛͌Ш͈͔͍͈͐͐͋͐ͩ͌͛͐͝ЮШ

ü ̟͙͘͠͡Ш͈͈͍͖͔͈͒͌͡ШоШ͖͈͗͌͘͜͟͡ШоШ͈͈͈͊͌͒͡Ш͓͓͎͚͎͡ШѼШ͓͈ͧ͋г

ü ̘͈͔͚͓͙͊͐ͧ͘Ш͖͗͜Шў͓͈͏͈͔͌͐͡џШ͈͑͐Ш͓͈͓͖͔͈͌͛ͨ͌͛͐͘͝ЯШ͈͕͖͖͔͈͙͐͗͐ͨ͛Ш
͈͖͙͗͛͌͜͞͡ЯШ͈͙͌͛͐͐͑ͪ͘Ш͈͔͎͙͐͑ͧ͛͛͌Ш͈͑͐Ш͈͔͈͔͚͛͊͐͛͐͑ͩ͠Ш͖͔͓͈͈͗͒͌͌͑͛ͫ͛Ю

ü ͔͈͍͎͚͎̊ͫ͛Ш͈͔͖͖͓͔͑͐͛͐ͨШ͈͊͐Ш͈͔͖͖͎͚͎͐͑͗͡Ш͈͔͔͌͑͗͒ͫ͛͘͠͠Ш͈͔͈͔͊͑ͨЮ

ũ.ɀ.ȸȷɆȽȿɃɄɃɈȿɃɆ

̟͕͔ͫͭ͒͜͞͝͠Ю͖͎͒ͤͧ͢͟͝͡Ю͖͜Ю͒ͣ͒ͧ͢͢͟Ю͎͔͖͐͗͠͡͞͡ʹ͟Ю͖͎͐Ю͖͎͑͗͞͵, ͏ ͖͖͙͔ͮ͠Ю҂Ю
͎͚͕͖͒͗͗͡͵ЮЮ(sustainable & resilient) ͎͚͎͚͖͖͔͎͐ͦ͗ͭ͡͠͡͡͡Ю͎͖͗Ю͎͚͔ͯ͛͢͝͡ :
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ü ͔̍͌Ш͈͖͖͔ͤ͘͝Ш͓͔͖ͧШ͌͗͐͏͙͌͛͐͑ͪШ͈͙͗͑͛͐͑ͪ͘Ш͓͌Ш͚͎͚͎ͩ͑Ш͚͖͙͐ͤ͞Ш͈͒͒ͩШ͈͑͐Ш͚͎͚͎ͩ͑Ш͈͈͙͗͒ͫШ
͚͖͙͐ͤ͞Шыsoft power)

ü ̡͙ШSoft Power͏͈͌͌͛͐͘͠͡Ш͎Ш͚͎͚͎ͩ͑Ш͖͙͌͗͐ͫ͘͘Ш͓͚ͪ͠Ш͖͖͈͙͑͒͛ͤ͘͜ЯШ͈͕͔͐ͨЯШ
͖͚͖͔͐͒͐͑ͨ͝͝ЯШ͖͚͓͔͗͒͐͛͐͐͑ͨЯШ͔͚͈͔͊͐͑ͨ͠ЯШ͓͈͔͋͐͗͒͛͐͑ͨ͠Ш͈͈͎͚͔͑͛͐͛͐͑ͨ͘͘͞Ш͓͌Ш
͚͐ͧ͘͜͞Ш͖͔͔͖͑͐͐͑͠-͖͗͒͐͛͐͑ͧШ͈͖͓͈͗͛ͤ͗͠Ю

ü ̙͈͈͓͈͈͋͌͊͛͘͡Ш͈͖͖͔͗͛͌͒ͤШ͎͓͈͙͌͗͐͌͐͛͐͑ͪ͘͞Ш͈͙͗͑͛͐͑ͪ͘Ш͖͗͜Ш͈͖͔͖͔͈͗͋͌͐͑ͤ͛͐Ш
͙͗͛ͧ͛͗͌͘͜͠Ш͈͑͐Ш͚͙͐ͫ͘͜͞Ш͖͙͌͗͐ͫ͘͘Шыў͓͈͓͖͙͌͛͛͐͑ͪ͘͝͠џШ͓͙͌͗͌͐͌͘͡ьЮШ͚͖̒͛͐͑ͩ͘Ш
͈͈͓͈͈͗͋͌͊͛͘͡Ш͎Ш͚͈͌͐͊͊ͫ͠Ш͖͛͜Ш͖̓͐͒͒͐͑ͤ͘͜Ш͈͉͖̊͒ͫ͛͜͝Ш͓͌Ш͚͈͔͚͓͌͑͐͛͐͐ͧ͘͞Ш̛͉͔͒ͩ͠ШѼШ
͙̚͠ЯШ͖͐Ш͓͖̌ͩ͐Ш͓͈͈͙̍͐͗͒͛͠͡ЯШ̜͖Ш̍͐͌͏͔͙ͪШ͓͖̎͗ͧ͐͘ЯШ͖͛ШAmerican & Dubai Dream ͑ ͒͗

̟͕͔ͫͭ͒͜͞͝͠Ю͖͎͒ͤͧ͢͟͝͡Ю͖͜Ю͒ͣ͒ͧ͢͢͟Ю͎͔͖͐͗͠͡͞͡ʹ͟Ю͖͎͐Ю͖͎͑͗͞͵, ͏ ͖͖͙͔ͮ͠Ю҂Ю
͎͚͕͖͒͗͗͡͵ЮЮ(sustainable & resilient) ͎͚͎͚͖͖͔͎͐ͦ͗ͭ͡͠͡͡͡Ю͎͖͗Ю͎͚͔ͯ͛͢͝͡ :



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

ɆɇɅȷɇȼũȽȾɃɆ  ɆɉȺȹȽȷɆɀɃɆ

Â ǡŰŬȊ ůŰȌȊ ŬȊȕȍȂŬȊȌ ȇȕůȉȌ ŰŬ ɸȍǼȂȉŬŰŬ 
ȈŮȆŰȌȏȍȂȌȖȊ ŬȏȅȕȍȉȄŰŬ, ɸȍȌŰȆȉȌȖȊ ȊŬ ȁȍŮȅȌȖȊ 
ůŰȆȎ ȅǽůŮȆȎ ȉŮ ŰȄȊ ŮȈǼȐȆůŰȄ ŮȊǽȍȂŮȆŬ.(ǥǳǷǪ ǨǭǥǷǫǴǵǪǴ ǨǯǨǳũǨǫǥǴ) 

ɸ.Ȑ. Ȍ ȁȍǼȐȌȎ, Ǿ ŰȌ ȊŮȍȕ ɸȌȏ ȇȏȈȈǼ ɸȍȌȎ ŰȌȏȎ ɸȍȕɸȌŭŮȎ, 

Ȅ ŮȊǽȍȂŮȆŬ ŮȊȕȎ ȄȈŮȇŰȍȌȊǿȌȏ ůŰȌ ǼŰȌȉȌ, ȕůȌ ȉŬȇȍȖŰŮȍŬ Ŭɸȕ ŰȌȊ 
ɸȏȍǾȊŬ ŰȕůȌ ȉŮȂŬȈȖŰŮȍȄ ŮǿȊŬȆ. (ǵȍȌȐȆŬȇǼ S= sharp P= pure , d= diffuse , f= fine )

̟͕͔ͫͭ͒͜͞͝͠Ю͖͎͒ͤͧ͢͟͝͡Ю͖͜Ю͒ͣ͒ͧ͢͢͟Ю͎͔͖͐͗͠͡͞͡ʹ͟Ю͖͎͐Ю͖͎͑͗͞͵, ͏ ͖͖͙͔ͮ͠Ю҂Ю
͎͚͕͖͒͗͗͡͵ЮЮ(sustainable & resilient) ͎͚͎͚͖͖͔͎͐ͦ͗ͭ͡͠͡͡͡Ю͎͖͗Ю͎͚͔ͯ͛͢͝͡ :



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

ɆɇɅȷɇȼũȽȾɃɆ  ɆɉȺȹȽȷɆɀɃɆ

Ƀ Ɇɑůɡűɞɠ ŰɘɛɤɟɞɨɛŮɜɞɠ ɤɠ ɜɘəɖŰɐɠ Űɞɡ ɗŬɜɎŰɞɡ, ŬɜŰɘˊɟɞůɤˊŮɨŮɘ Űɖɜ 

ŬŰɏɟɛɞɜɖ Ůˊɑˊɞɜɖ əŬɘ ŮɝŮɚɘəŰɘəɐ ˊɟɞůˊɎɗŮɘŬ ůŮ ˊŮɑůɛŬ Űɞɡ ŮűɖůɡɢŬůɛɞɨ Űɖɠ 

çŮɚɎɢɘůŰɖɠ ŮɜɏɟɔŮɘŬɠè. ɆˊɟɩɢɜɞɜŰŬɠ Űɞ űɞɟŰɑɞ Űɖɠ ŮˊɘůŰɐɛɖɠ, Űɖɠ ŰŮɢɜɞɚɞɔɑŬɠ, 

Űɖɠ əɞɘɜɤɜɘəɐɠ ˊɟɞɧŭɞɡ ůŮ ɛɑŬ ůɡɜŮɢɐ ˊɟɞůˊɎɗŮɘŬ ɜŬ Űɞ ɘůɞɟɟɞˊɐůŮɘ ůŰɖɜ 

əɞɟɡűɐ ůŰɞ Űɏɚɞɠ Űɖɠ Ůɝɏɚɘɝɖɠ. ɀɧɜɞ ˊɞɡ ɖ Ůɝɏɚɘɝɖ ŭŮɜ ůŰŬɛŬŰɎ əŬɘ ɖ Ŭɜɗɟɩˊɘɜɖ 

ɘůŰɞɟɑŬ ŮɑɜŬɘ ɜɞɛɞŰŮɚŮɘŬəɎ ɛɘŬ çŭɖɛɘɞɡɟɔɘəɐ əŬŰŬůŰɟɞűɐè əɡəɚɞɔɏɜŮůɖɠ!

̟͕͔ͫͭ͒͜͞͝͠Ю͖͎͒ͤͧ͢͟͝͡Ю͖͜Ю͒ͣ͒ͧ͢͢͟Ю͎͔͖͐͗͠͡͞͡ʹ͟Ю͖͎͐Ю͖͎͑͗͞͵, ͏ ͖͖͙͔ͮ͠Ю҂Ю
͎͚͕͖͒͗͗͡͵ЮЮ(sustainable & resilient) ͎͚͎͚͖͖͔͎͐ͦ͗ͭ͡͠͡͡͡Ю͎͖͗Ю͎͚͔ͯ͛͢͝͡ :



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ

ǴǵǱǷǱǴ
(ǲȌȏ ȅǽȈȌȏȉŮ ȊŬ űŰǼůȌȏȉŮ)

SITUATION
(ǲȌȏ ŮǿȉŬůŰŮ)

TAKTIKH  
(ǵȆ ȅŬ ȇǼȊȌȏȉŮ ȇŬȆ ɸȗȎ)

ǮǨǴǥ
(ǵȆ ǲȕȍȌȏȎ &  ǨȍȂŬȈŮǿŬ ȅŬ ȐȍȄůȆȉȌɸȌȆǾůȌȏȉŮ)



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ

4 ŪŮɛŮɚɘɩŭɖ ȸɐɛŬŰŬ 

ü ǧȆǼȂȊȒůȄŰȌȏ ŬȊŰŬȂȒȊȆůŰȆȇȌȖ ɸŮȍȆȁǼȈȈȌȊŰȌȎ (SWOT, Unmet Needsé.)

ü ǬŬȅȌȍȆůȉȕȎ ůȇȌɸȗȊ & ůŰȕȐȒȊ. 

ü ǬŬȅȌȍȆůȉȕȎ çȉǿȂȉŬŰȌȎè ŭȍǼůŮȒȊ, ȉǽůȒȊ, ȐȍȌȊȌŭȆŬȂȍŬȉȉǼŰȒȊ. 

ü ǧȆŬȉȕȍűȒůȄ ȇŬȆ ŬɸȌŭȌȐǾ ȋŮȇǼȅŬȍȄȎ ñŮȆȇȕȊŬȎò ŰȄȎ ůŰȍŬŰȄȂȆȇǾȎ 
Ŭɸȕ ȕȈŬ ŰŬ ůȏȉȉŮŰǽȐȌȊŰŬ ȉǽȍȄ ŮȊȕȎ ȌȍȂŬȊȆůȉȌȖ ȇŬȆ ǽȈŮȂȐȌȎ 
ȏȈȌɸȌǿȄůȄȎ ïŬɸȌŰŮȈŮůȉŬŰȆȇȕŰȄŰŬȎ ȉŮ ŭŮǿȇŰŮȎ ŬȈȈǼ ȇŬȆ 
ŮůȒŰŮȍȆȇǾȎ ŬȍȉȌȊǿŬȎ & ůȏȊȌȐǾȎ.



Wheelen & Hunger, 1995

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ



ȺɄȽɉȺȽɅȼɀȷɇȽȾȼȷɅɉȽɇȺȾɇɃɁȽȾȼ

ũ.ɀ.ȸȷɆȽȿɃɄɃɈȿɃɆ

͈͐̕Ш͖͖͎͓͔͎͒͑͒ͪ͘͠Ш͎͓͈͌͗͐͌͐͛͐͑ͫ͘͞Ш
͖͔̊͐͛͌͑͛͐͑ͫ͘͞Ш͖͖͗ͥ͗͘͏ͪ͛͌͐Ш:

ü͔͚͎̎͛ͧ͗͐ЯШ͈͕͖͎͚͎͐͒ͧ͊ШѼШ͚͎͗ͧ͑͐͘͘Ш͈͈͙͌͑͐͘͜͡

ü͎͌͒ͪ͛̕Ш͚͖͓͎͈͙͑͗͐ͧ͛͛Шыfeasibility study) 

ü͎͚͈̎͗͐͌͐͐͑ͧ͘͞Ш͚͖ͪ͋͐͞Шыbusiness plan).

ü͓͎͚͎̎͑͛͡Ш͔͗ͧ͘͠ШѼШ͎͙͗͊ͪШ͔͎͚͎͙ͩ͛͒Ш

ü͓͎͚͎̍ͧШ͖͎͖̍͐͐͑͛͐͑ͤШ͚͓͈͖͙ͫ͛͞Ш

ü͈̎͛͐͐͑ͫ͘Ш͈͉͔͎͚͎̍͐͑ͪ͘͜



ũ.ɀ.ȸȷɆȽȿɃɄɃɈȿɃɆ

BUISINESS  PLAN 
( ȺˊɘɢŮɘɟɖůɘŬəɧɆɢɏŭɘɞ)

ǥǯǥǲǵǶǰǪ / ǧǫǥǳŪǳǹǴǪ
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͎͚͈̎͗͐͌͐͐͑͘͞ ͧШ̛͞ ͖ͪ͋͐ШыBusiness Plan)

̜͖Ш͎͓͈͌͗͐͌͐͛͐͑ͧ͘͞Ш͚͖ͪ͋͐͞Ш͔͈͌͐͡Ш͓͈͐Ш͈͖͚͎͗͛ͤ͗͠Ш͎͙͛Ш
͌͗͐͞ЮШ͈͙͐͋ͪШ(value proposition)͎͙͛Ш͈͖͚͈͙͗ͤ͘Ш͈͚͈͚͎͙͑͛ͩ͛Ш
(Situational Analysis) ͑ ͈͐Ш͔͈͙ͪШ͚͈͚͓͙͌͋͐ͧ͞Ш͈͊͐Ш͖͛Ш͓͖͔ͪ͒͒Ш͓͌Ш
͈͔͈͖͙͒͛͐͑ͤ͜Ш͖͈͓͓͈͚͓͖͙͗͊͛͐ͤ͘͘ШШ͔͔͌͌͊͌͐ͨ͘Ш(Tactics) 

̐Ш͚͔͈͕͎ͤ͛Ш͖͛͜Ш͈͖͚͖͗͑͗͌͡Ш͚͌а

Á͖͚͎̊͗͛ͤ͗͠Ш͎͙͛Ш͎͚͎͙͌͗͐͌͘͞͡Ш͈͑͐Ш͔͛͠Ш͕͔͌͗͐͋͐ͨ͌͠ШоШ̛͔͛ͧ͞͠Ю

Á͈͚͎̓͛ͩ͛͐͘Ш̛͈͎͔͛͛͊͐͑ͨ͘ШѼШ̜͈͔͑͛͐͑ͨШ͕͎͙͌͗͛͌͜͡Ш̛͔͛ͧ͞͠Ю

Á͔͈̊͒͛͐͑ͧ͜Ш̛͖ͪ͋͐͞Ш͚͎͙̍ͩ͘ШоШ͈͖͌͊͒͌͘͡Ш͖͛͜ШManagement͈͊͐Ш
͕͎͌͗͛͌͜͡Ш͔͛͠Ш̛͔͛ͧ͞͠Ю

Á̙͖͚͚͎ͪ͒͑͘͜Ш͎͓͈͖͎͚͎͙͛͋ͧ͛͘͞Ю

Á͖̎͗͐͒͊ͫШ͚͈͎͔͛͛͊͐͑ͨ͘Ш͈͔͌͛͘͡͠Ю

Á̙͈͖͚͈͚͎͘͜͡Ш͎͚͎͙͌͗͐͌͘͞͡Ш͖͙͗͘Ш͖͓͎͗͘͏͙͌͛ͪ͜Ш͈͑͐Ш͙͗͌͒ͩ͛͌Ю

Á̙͖͚͚͎ͪ͒͑͘͜Ш͈͔͏͔͖͗͘͜͠͡Ш͔͈͓͖͋͐͑ͤ͜Ш͚͚͎͙͛͌͒ͪ͞͠Ю
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͎͚͈̎͗͐͌͐͐͑͘͞ ͧШ̛͞ ͖ͪ͋͐ШыBusiness Plan)

͈͈̓͛͊ͩ͌͐͘͝Ш͓͌Ш͖͓͙͒͌͗͛ͪ͌͐͌͘Ш͎͔͛Ш͖͚͖̊͗͛͒ͫШ͈͑͐Ш͖͛Ш
̦͈͓͈͘Ш͓͈͙͐Ш͎͚͎͙͌͗͐͌͘͞͡Ш͈͑͏͙ͨШ͈͑͐Ш͙ͧ͒͌Ш͙͛͐Ш͖͗͜͏͚͙ͪ͌͐Ш
͈͑͐Ш͖͉͙͗͒ͪ͌͐͘͟Ш͔͗ͩ͠Ш͚͎͔͛Ш͎͓͈͌͗͐͌͐͛͐͑ͫ͘͞Ш͈͐͋ͪШ

(Value Proposition). 

̙͌͐͊ͩ͌͐͘͘͝Ш͈͔͈͒͛͐͑ͩ͜ ͗ ͖͔͈ͧ͛͘͢о͎͚͙͗͌͌͘͜͡Ш͎͙͛Ш͈͙͐͋ͪЯШ
͖͛ШMarketing Plan ͓ ͌Ш͈͛Ш͓͌͊ͪ͏͎ШѼШ͈͈͎͚͑͛͐͛͐͑ͩ͘͘͞Ш͔͛͠Ш
͈͖͔͊ͨ͘ЯШ͖͙͛͜Ш͙͗͌͒ͩ͛͌Шы͖͔͙͗ͩ͛͌͘͜͞ШѼШ͔͎͖͙͋͛͐͑ͤ͜ь,
͖͔͛Ш͈͔͈͔͚͓͛͊͐ͧ͠ЯШ͈͑͏͙ͨШ͈͑͐Ш͎͔͛Ш̛͈͎͛͛͊͐͑ͫ͘ЯШ͙͛͐Ш

̘͈͔͙͊͛͐͑ͪ͘͠Ш͖͓͙̍ͪЯШ͈͑͐Ш͈ͧ͒Ш͈͛Ш̘͖͔͖͓͐͑͐͑ͩШ͚͖͈͛͐͌͞͡ЯШ
͙̍͌͑͛͌͡ЯШ͎͓͈͖͖͙͈͛ͪ͑͐͘͘͞Ш͙͛͐Ш͈͔͙ͩ͊͑͌Ш͚͌Ш͖͙͗ͧ͘͜ЮШ



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ
ˊŬɟɎŭŮɘɔɛŬ

Our Mission / purpose
We empower people to make a positive 
difference to their health & wellbeing.
Our Vision
To be a highly performing consumer 
healthcare company, built on a portfolio of 
leading, trusted & proven brands.
Our Strategy 
To focus on categories helping damaged skin 
and supporting healthy ageing. To enable the 
successful delivery of our strategy, we have 
identified four priorities for the business over 
the next 3 to 5 years:



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ
ˊŬɟɎŭŮɘɔɛŬ

BRAND GROWTH
We will build fast-growing brands where consumer choice is driven by the positive difference we make (USP).
We will seek to enhance the attractiveness of our high value brands, through:
и Insight-led, data-driven, measurable marketing investment
и Acquisition and in-licensing of products or technologies to support our key brands
и Innovation & development activity to keep our core brand portfolios ahead of their respective competitive sets
COMMERCIAL EXECUTION
We will increase the impact of our commercial execution, with a major focus on e-Commerce
We will continue to look for omni-channel presence in our core markets whilst recognizingthat e-commerce represents 
our fastest growth channels in these markets, a trend which we expect to continue for many years to come.
SUPPLY EXECUTION
We will transform our supply chain by investing in a network of strategic partnerships
We remain committed to finding ways to consolidate our supply chain, moving to a smaller, high-performing network of 
strong partners with whom we can collaborate and invest for the future.
ORGANIZATION EVOLUTION
We will continue to cultivate an agile organization & culture that delivers our growth
It is the diverse combination of skills, experience and energy of our people that help to create our strong culture. 
We are harnessing this culture to enable the successful delivery of our new strategy with increased focus and pace.



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ

BUSINESS CANVAS MODEL
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͎͚͈̎͗͐͌͐͐͑ͧ͘͞ Ш̛͞ ͖ͪ͋͐ШыBusiness Plan)

͈̍͐͏ͪ͛͌͐Ш͚͔ͫ͜͏͙͠Ш͎͔͛Ш͕͙͌ͫШ͖͓͋ͫа

1. ̎ ͚͈͙͐͊͊͐͑ͪ͠Ш͎͖͖͙͗͒͌͘͘͝͡

2. ̍ ͖͎͐͐͑͛͐͑ͫШ̙͎͎͌͒͘͟͡Шыexecutivesummary)

3. ̜ ͈͎͈͛ͧ͛͛͜Ш͎͚͎͙͌͗͐͌͘͞͡Шт̊ ͔͚͎ͩ͒͜Ш͚͈͚͎͙͗ͧ͛͜Ш͈͑͐Ш
͈͈͙͌͑͐͘͜͡Шыvalue proposition)

4. ̊ ͔͚͎ͩ͒͜Ш͖͑͒ͩ͋͜Шт͈ ͖͙͊ͩ͘Шт͈ ͔͈͔͚͓͖͛͊͐ͤ͠

5. ̛ ͖ͪ͋͐͞ШM͔ͩ͑͌͛͐͊͑͘(marketingplan)

6. ̛ ͖ͪ͋͐͞Ш͚͔͌͛͌͐͑ͨ͘͠Ш͈͈͚͔͋͐͋͐͑͐ͨШыoperational plan)

7. ̘ ͈͔͊͛͐͑ͧ͘͠Ш͚͖ͪ͋͐͞Шт(organizationalplan)

8. ̘ ͖͔͖͓͐͑͐͑ͧШ͚͖ͪ͋͐͞Шт(financial plan)

ΦЮШ͕͖͎͚͎̊͐͒ͧ͊Ш͔͔͔͑͐͋ͤ͠

ΝΜЮШ̙͈͎͓͈ͩ͛͘͘



̙̟̘̖̎̒̎̎̊̚̕
̘̜̍̒̒̓̐̒̓̐Ш̙̠̎̒̔̐̐̚(Executive Summary)

1. ̛̛̙̘̝̊̒̊̐̚Ш̛̙̟̜̎̒̎̒̐̊̒̓̐̚̕Ш̛̒̍̎̊ (VALUE PROPOSITION)
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PHARMACEUTICAL MARKETING PLAN



Â ǥȊǼȈȏůȄ ǶɸȕůŰŬůȄȎ ( Situational Analysis )

Â ǞȍŮȏȊŬ ǥȂȌȍǼȎ (ǲȌůȌŰȆȇǾ, Focus Groups, fMRI é )

Â ǵȉȄȉŬŰȌɸȌǿȄůȄǥȂȌȍǼȎ (Segmentation)

Â ǥȊǼȈȏůȄ ǥȊŰŬȂȒȊȆůȉȌȖ ( Competitive Intelligence / Benchmarking )

Â Marketing & Sales Strategy / Tactics

Â Product Positioning / Strategy 

Â Life Cycle Management 

Â ǱȆȇȌȊȌȉȆȇǾ ǥȊǼȈȏůȄ / ǲȍȌůŬȍȉȌůŰȆȇǽȎ ɸȍȌůŭȌȇǿŮȎ                             
( Forecast/Budget / Profit & Loss / ǦǨǳ- ROI / OPEX / ǥȍȆȅȉȌŭŮǿȇŰŮȎé)

ũ.ɀ.ȸȷɆȽȿɃɄɃɈȿɃɆ

ɆɇɅȷɇȼũȽȾɃɆ ɆɉȺȹȽȷɆɀɃɆ

ɄŮɟɘŮɢɧɛŮɜɞ Ůɜɧɠ Marketing Plan



ʁ ˈˊˇˌ Benchmarkingh ˄ʰ˒ʷˊʶˍʰʽ ˋˍʹ˄ ˍʶ˔˄ʽˁʺ ʺ ˍˇ ʶˊʴʰ˂ʶʾˇ 
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ˋʶ ˋˏʴˁˊʽˋʹ ˃ʶ ˍˇ˄ ʰ˄ˍʰʴ˖˄ʽˋ˃ˈΦ 
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ʶˉʽʵˈˋʶ˖˄κˉˊʰˁˍʽˁ˗˄ ˁʰʽ ˍʹ˄ ˋˏʴˁˊʽˋʹ ˃ʶ ʰˎˍʱ 

Management By Objectives  

(MBO)



ȺɟɔŬɚŮɑŬ ɆŰɟŬŰɖɔɘəɞɨ ɆɢŮŭɘŬůɛɞɨ

PESTL 
Analysis

SWOT 
Analysis

KPIs

SMART 

ůŰȌȐȌȅŮůǿŬ

Balanced

Scorecards

ůŰȌȐȌȇŬŰŬȊȌȉǾ

Management By Objectives  

(MBO)



ũ.ɀ.ȸȷɆȽȿɃɄɃɈȿɃɆ

P
Political 

ÂMulti-party political system

ÂPre-election period & political instability

ÂOpposing party leads in exit poll

ÂIncreased pressure on cost-containment policies in healthcare

Impact on business

ÂDiverged views on policy measures

ÂPush back on structural reforms ς lack of decision making

ÂMore pressure on prices

ÂCut backs from pharma companies (labor, Investment)

E

Economic

ÂGDP growth projection 2.9% for 2015 vs. -3.3% in 2013

ÂPositive current account balance vs. STLY

Â High skilled work force in pharma

Â High unemployment (~27%) although at a decreasing rate

ÂReducing Y for SSFs

ÂIncreased out-of-pocket payments

ÂIncreased pressure from shareholders, need for partnerships

Impact on business

ÂPotential reallocation of resources for Health ensuring Sustainability

ÂPotential for increased productivity

ÂPressure on other stakeholders to cover expenses e.g. increased copay 
for patients (~28%); imposition of excessive rebates & clawback

ÂReduced disposable Y leading to pressure in prices & in search of 
alternative treatments

ÂOpportunities for Public-Private Partnerships that could improve outcomes 
& support innovation

S
Social

ÂIncreasing number of uninsured

ÂIncreased prevalence of Chronic & Serious Diseases

ÂAgeing Population

ÂPatients Associations become more visible & demanding

Impact on business

ÂPressure on pharma budget; increased use of HC resources leading to 
increased expenditure. Need for efficient allocation of resources based on 
HTA & other policy measures to remove barriers that lead to inequalities in 
access.

ÂIncreased patient awareness, increased demand, thus need for improved 
health outcomes

T
Technological

ÂE-prescription

ÂE-ǇŀǘƛŜƴǘǎΩ medical records

ÂE-procurrement for Public Hospitals

ÂIncreased use of Social Networking technologies

Impact on business

ÅData collection on healthcare resource use such as pharmaceutical 
expenditure, diagnostics, hospitalisation, epidemiological profile and more 
that can allow prioritization of healthcare needs, enhanced effciencies & 
improved access.

L
Legal

ÂExcessive MDs

ÂGreat delays in judgement awards

ÂMany regulatory & legislative restrictions (e.g. price increases)

Impact on business

ÅLack of predictability; Delays in P&R processes; Disincentives on 
innovation; 

ÅBacklog of errors affecting both national & international markets (ERP); Lost 
income /  profits for industry



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

SITUATIONAL ANALYSIS

 SWOT

STRENGTHS

ȺůɤŰŮɟɘəɎ

ɆɡɔəɟɘŰɘəɎ ˊɚŮɞɜŮəŰɐɛŬŰŬ 

ˊɟɞɥɧɜŰɤɜ & ŮˊɘɢŮɑɟɖůɖɠ

WEAKNESSES

ȺůɤŰŮɟɘəɎ

ɆɡɔəɟɘŰɘəɎ ɛŮɘɞɜŮəŰɐɛŬŰŬ 

ˊɟɞɥɧɜŰɤɜ & ŮˊɘɢŮɑɟɖůɖɠ

OPPORTUNITIES

ȺɝɤŰŮɟɘəɎ

ȺɡəŬɘɟɑŮɠ ȷɔɞɟɩɜ & 

ȷɜŰŬɔɤɜɘůɛɞɨ

THREATS 

ȺɝɤŰŮɟɘəɎ

ȷˊŮɘɚɏɠ ȷɔɞɟɩɜ & 

ȷɜŰŬɔɤɜɘůɛɞɨ

ȾŬɜŮɑɠ ɢɎɟŰɖɠ ŭŮɜ ɓɞɖɗɎŮɘ, Ŭɜ ŭŮɜ ɝɏɟŮŰŮ ˊɞɡ ŮɑůŰŮ!



ũ.Ǯ.ǦǥǴǫǭǱǲǱǶǭǱǴ

Assessing the Current Situation

Å Insight?

ÅFuel for 
competitive 
thinking?

Å Identifying the 
possibilities for 
a Product 
Manager?

ÅHelp encourage 
creative 
thinking?

ÅDrives the 
activity plans?

Growing market

Ageing population

Patient groups

New formulations

New Customer Groups

Opportunities

Strong competitors

New product introductions
Generic competition

Reimbursement changes
Restrictions on
promotional activities

Threats

Effective product

Good safety profile

Convenient presentation

Heritage & reputation

Opinion leader relationships

Expensive products

Restricted  dosing options

Promotional expenditure

Effective sales calls

Supporting publications

WeaknessesStrengths

The Traditional SWOT Analysis
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çɇɘ ŮɑɜŬɘ ɖ ȷɜɎɚɡůɖ PESTLEè
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