
 

8484thth Annual International Annual International 
Management Conference Management Conference –– PIMAPIMA

New York City, New YorkNew York City, New York
June 29 June 29 –– July 2, 2003July 2, 2003

---- End Users’ Panel End Users’ Panel ––
Rod Young Rod Young ---- IntroductionIntroduction

Review of the Marketplace by the  End UserReview of the Marketplace by the  End User



 

PIMA End Users’ Panel PIMA End Users’ Panel –– Session ChairSession Chair

Review of the Review of the 
Marketplace by Marketplace by 
the End User the End User ––

Customers/Customers/
End Users/ End Users/ 

Buyers Define Buyers Define 
ValueValue

Rod Young Rod Young 
PresidentPresident

RISIRISI



 

THE CONSUMER ECONOMYTHE CONSUMER ECONOMY



 

Alan ProcterAlan Procter
PresidentPresident

ALAN PROCTER ALAN PROCTER 
CONSULTING INC.CONSULTING INC.

Strategic AssessmentsStrategic Assessments
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Understanding Understanding ----
Who Your Customer Is; Who Your Customer Is; 
Your Customers’ Needs;Your Customers’ Needs;
Your Customers’ Expectations; andYour Customers’ Expectations; and
How Best to Serve Major ClientsHow Best to Serve Major Clients
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Five Enterprises Associated With the Five Enterprises Associated With the 
Paper Industry Paper Industry –– Four Major CustomersFour Major Customers

Will Tell Us Will Tell Us How Important How Important 
Understanding Our Customers IsUnderstanding Our Customers Is

What Happens When We Don’tWhat Happens When We Don’t

How Well We Are/Are Not DoingHow Well We Are/Are Not Doing

Understand Better The Needs for Understand Better The Needs for 
Customer FocusCustomer Focus
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