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The Corona Pandemic... What does it 

mean for Marketing?



5



6



7



8



9

Rapid Digitization
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► ”Everything that can be digitized, will 

be digitized”



13



14



15



16



17

over 
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Taxi många appar
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► Competition leads to improved 

performance
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► Matilda

The Exit Interview
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► Have consumers become nicer during 

the pandemic?

► Dont’s
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• Overselling

• Overasking

• A narrow-minded view on competition

• Lame service

• Loyalty programmes that spam members
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• You can't just ask customers what 

they want and then try to give that 

to them. By the time you get it built, 

they'll want something new… 

Customers can't anticipate what 

the technology can do. They won't 

ask for things that they think are 

impossible. But the technology may 

be ahead of them. If you happen to 

mention something, they'll say, "Of 

course, I'll take that. Do you mean I 

can have that, too?" It sounds 

logical to ask customers what they 

want and then give it to them. But 

they rarely wind up getting what 

they really want that way.

http://www.google.com/url?sa=i&source=images&cd=&cad=rja&uact=8&docid=uEvi-SGuinjwZM&tbnid=JkFrdaaoSOuidM:&ved=0CAgQjRw&url=http%3A%2F%2Fwww.inc.com%2Fmagazine%2F19890401%2F5602.html&ei=A-U4VLn1I-TjywOIjoLICA&psig=AFQjCNECjrUlh0oZ_gT5VWZD_6eUvAJivw&ust=1413101187697970


30

Do happy customers always return…?

► Transaction marketing on the rise 

again….? How come?
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Digitization…

• …may undermine attempts to develop relationships with 

customers

• …give consumers the option to run comparisons

• …empowers consumers 

• …nurtures an attitude of exploring the best option each time one 

is going to purchase
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Do’s

• Service quality – the software is always more important than the 

hardware

• Service attitude more important than speed

• Personalization: Consumers get tired of standardized, 

automatized solutions 

• Availability

• Simplicity

• Fairness and transparency

• Social responsibility

• Surprise

► Becoming the hub
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► Door-to-door: seamless mobility
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► Smart marketing
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Thanks for listening!
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