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Presentation Notes
Before the Brand, we need to hold key positions in the battleground
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Presentation Notes
Colour and Emotional Proposition is the way to go for the Brand
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Presenter
Presentation Notes
Opportunity – Drive Per Cap Consumption through 
Ingiting Passion for Decoration in BIY 
Drive Women DIY to the market through innovations that make the dream come true.



Background

2008
• Integration Akzo/ICI
• Different cultures
• Management changes

2009
• Market Share Gain (1:1)
• Focus on Point of Sales and Regional approach: PDV e nosso
• Drive POS sale conversion

2010
• Market Share Gain (1.1:1)
• Focus on Brand Equity Building – Tudo de Cor para Voce
• Drive Brand Consideration 1:1 – Leadership campaign

2011
• Market Share Gain (1.2:1)
• Focus on Innovation
• Drive Brand Value (Pricing) 1.2:1 – Stewardship Campaign
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Brand Portfolio Strategy
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2009 Focus

“PDV é Nosso” – Battleground
Frontline

Regional 
Plans Sell Out
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Build Brand Equity: Tudo de Cor para Você

Our mission into action
Adding colour to people’s lives.

Leadership

Stewardship

Relationship

Spontaneous
Media

+
Viral

Marketing

Mass MediaPR Coverage



Stewardship Campaign 
: Ignite the spirit for 

Decoration

Colour/Aesthetic Help 
at the center of the 

activation

New Product 
Development

2011 Growth Drivers

To get female into 
decoration 

Stewardship 
Campaign: Painting 

has never been easier.

New Application Tools

To increase use of colour 
within this segment

To convert equity in 
price:Price follows 

Equity

New Commercial 
Policy

Pricing based on 
Equity



POS

Consumers

Colour
Application Tools
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Secure Sale Conversion

Develop Brand Equity

Innovation as a Growth Driver

Summary
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