
Marketing Through Objectives 
 
One of the worst business habits almost all of us are guilty of at least sometimes is 
running to fast toward an objective without clarifying first what it is we actually want to 
achieve. The initial excitement, the enthusiasm, and the can-do attitude are no match for 
reason and planning. But the simple truth is: you can’t hurry up and get there if you don’t 
really know where you’re going. And you certainly won’t get there if you haven’t figured 
out how. Setting objectives is a core function in the planning process because they force 
you to determine what you want and figure out how you’re going to get it. 
 
Most companies acknowledge the value of planning and setting objectives. They know 
that without a defined direction they may wind up going anywhere and turning around 
one day not liking where they are and not knowing how to get out of there. Yet, 
somehow, despite the knowledge of the value of objectives, we lack the discipline to go 
through the process of setting them up, and even more so, of actually following the path 
we set to attain them.  
 
This inherent weakness in many provides not only a startling advantage to competitors, 
but also leaves the company running in all sorts of directions, depending on where the 
opportunity of the moment is perceived. Some people may call this being opportunity 
oriented and flexible. This could be true, that is, if your objective always was to be 
opportunity oriented and flexible. If not, you are simply without direction and need to 
formulate objectives to provide structure and a course to follow. 
 
For those not yet convinced, let’s review the benefits of a clear and well defined 
objectives program: 
 
 Objectives provide focus and direction, they tell you where you want to go and 

force you to determine the best (cost effective, fastest, most efficient) path to get 
there. 

 Objectives grant you and your employees a means to measure your progress, so 
that the little advances can be noticed and celebrated, and the small setbacks 
can be adjusted and corrected. 

 Objectives give you the criteria for which to judge opportunities – as in “does this 
advance us toward our objective”. They help prevent errors by providing you with 
the parameters within which to view your business activities.  

 
While objectives can be a useful tool for the development and implementation of 
strategy, their application for marketing may be less clear. The role of marketing – to 
raise awareness, create interest and bring the offer to market – may not have as evident 
a foundation in the setting of objectives. Yet setting objectives within the marketing 
planning and execution may serve to make the difference between success and 
mediocrity. Moreover, the setting of marketing objectives may also serve to restructure 
some of your marketing, as the objectives may serve to drive some strategic or tactical 
changes.  
 
Consider the following marketing objectives you may wish to have and think about how 
incorporating the objective would require changes in your marketing: 
 
 Establishing and maintaining an ongoing advantage over your competitors. 
 Implementing a continuing challenge to competitors. 



 Making certain that you are communicating advantages and benefits that truly 
matter to all your targeted buyers. 

 Positioning the company in the minds of your customers as a market leader and 
innovator. 

 
Each of these objectives (and others you could certainly come up with) would require, 
once set as a goal, the changes in product and communications to support them. 
Because they generate change, the setting of objectives needs to be well considered 
and carefully conceived. Your objectives should therefore: 
 
 Be well defined and very specific. If you are able to place a measurable 

component to them, all the better. The objective will need to be monitored, so 
setting benchmarks is helpful. 

 Be simple enough to be understood by everyone along the implementation route. 
 Be flexible enough to adjust to changes. There is a fine line between sticking with 

the plan and staying with a set of objectives that are outdated or prove to be 
incompatible with market conditions. You should set your objectives with proper 
consideration to these conditions, but sometimes conditions change and you 
need to make sure you are flexible enough to change as well. 

 Be realistic enough to actually be attained. Sometimes there is a tendency to set 
the bar high, thinking that this will serve to motivate people to reach the high 
goal. This is often not the case, however, as people need small successes on the 
way to the larger success, and setting the bar too high could lead to people 
“giving up” as they realize that the goal is simply beyond reach. Set you 
objectives realistically and you will find that you can raise the bar as the 
objectives are met and the successes celebrated. 

 Be structured so that you have the ability to understand where you are in your 
quest to reach the objective. Without a timetable and some understanding of the 
path timeline, you may forever be in pursuit of a goal without every 
understanding where you stand in relation to your own success. 

 Be compatible with the rest of your organization. It makes no sense to set 
objectives that contradict the overall objectives of the company or interferes or 
conflicts with company culture, available resources, or management positions. 
The reason to set objectives is to achieve the objective. You cannot do that if you 
are in conflict with other internal elements. 

 
Some companies pretend to set objectives. They make innocuous statements like “our 
objective is to increase sales”. These sort of objectives are not only useful, but can 
actually be harmful because they give the sense of an objective without performing the 
functions and benefits a true objective can deliver. The use of objectives can provide a 
company with the path and measurement mechanisms needed to keep themselves on 
track. So, objectives enable us to get down and accomplish what we hope to achieve. 
And that, it seems, is something to aim for.  


