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The Modern Marketer’s Playbook:
From Foundational Theory to
Tactical Execution




uauunvavaisaala (The Core of Marketing)
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(The Evolutionary Staircase)
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(The Sociological
Marketing Concept)
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Old/Marketing (lIU3AQAUYINN) Modern|Marketing (HU3AQd IS KL)

Focus vaisvauinasWaaaunpl(Rreduction/Eactony) PAISUAUIA2AUAIYNNSUDVWUSINA (Customer Needs)
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JvdsSszuulLdANIVNIsaana (The Value Exchange Engine)
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nfuHAIIWaavAIsyaY Maslow (Maslow’s Engine)

"o) Layer5 (Top): Self-Actualization (A2 WaUUSNIYDVEIN)
o Layer 4: Esteem (msldSumsengov)
Layer 3: Love and Belonging (Aoausnuaznistdutonvav)

@ Layer 2: Safety Needs (n21uUdaoan®)

~la] Layer 1 (Bottom): Physiological Needs (A21uci9vA1SN19S19N18)
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Uodgusnaaunns:nunisaalaavglky (Macro Environmental Trends)
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(Marketing Trends):
woanssunwasuly,
n1susuuaviawrzynnaduga

unnisaalaaavlsuadniuns:udaikaliiagwaaliiov ivolknagnsgvavAULIRgIUDY (Relevance)
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sﬁaahug_imwﬁ-ugo (The “Right” Combination Lock)
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iluinSavijofivdovue18da? (The Strategic Synthesis)
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aAunaIvYaIvaluuds:aunisaala (The Core: 4P’s)
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msu’iuﬁﬁn:nmﬂuuqud (The Human Element: 5P’s)
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amsgnas:auus:aunisal (The Experience Expansion: 7P’s)
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- (The Complete Planetary Orbit: 8P’s)
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asunwunwonagns (The Modern Marketer’s Blueprint)
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The Why
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The Environment
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'The Toolkit.
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