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The CII Suresh Neotia Centre of Excellence for leadership (CII-SNCEL) is part of CII’s
Integrated agenda of building competitiveness through Centres of Excellence. CII-SNCEL
is one of the 10 COEs set up for enhancing development and progress through a diverse
range of services. The Centre was set up on the basis of CII’s core belief that the quality
of leadership will play a key role in enabling India to succeed in its mission for inclusive
growth and competitiveness and claim its rightful position in the global arena.

Established in 2009 at Kolkata, the Centre was initiated with the purpose of serving as a
key facilitator of leadership development across various segments of business and socio-
cultural demographics through a range of interventions especially focusing on “people”
and “process” transformations.



Faced with economic and geopolitical headwinds,
companies have to operate amidst highly uncertain
business variables. Factors such as shifting consumer
sentiments and fluctuating demand are challenging
executives across sectors to re-imagine the way forward.
There is of course one silver lining viz the rapid
proliferation of digital technology and its immense
possibilities which have opened opportunities for getting
better consumer insights as well improving the processes
through which organizations strategize and optimise their
businesses.

Against this background, business leaders are now
mandated to develop an evolved playbook for success in
the marketplace. Developing such a playbook will require
CMOs and their teams to acquire a fresh perspective on
their respective markets, identify new generation of
competitive challenges they are up against and learn new
capabilities to respond in a novel way. The playbook,
developed with right insights, will help marketers’ re-

segment their markets to respond to changing customer
profile and preferences, outpace competition and deliver
world class products and services. Putting it simply,
marketers are now expected – more than ever before -
to think strategically and take the required actions to
transition from traditional marketing management
approaches to proven strategic marketing initiatives.

To enable marketing practitioners, understand new
patterns and trends and equip them with insights and
tools needed to decide required marketing actions from
a strategic perspective, the CII-Suresh Neotia Centre of
Excellence for Leadership in association with The Strategy
Academy Centre for Advanced Studies (TSACAS) will be
organizing Batch III of the Strategic Marketing Leadership
Programme starting in July 2024.  The programme will
be delivered over 100% LIVE and interactive Digital
platform which will be accessible from anywhere on a
real time and Direct2Participant basis.



• Help participants get an overview of strategic imperatives facing the marketing function

• Understand the difference between strategic marketing and marketing management in the emerging business 
paradigm

• Understand changing media, purchase, and consumption behaviour of customers, including how their behaviours
 have evolved post the pandemic and in the context of geopolitical stresses, and reformulate customer strategy

• Explore big marketing challenges, such as the impact of social media on brand management, low-price competition
and market commoditisation

• Learn new generation strategic marketing skills  
required to develop an innovative marketing          
playbook and use the same to play and win in the  
marketplace

• Understand how digital technologies can be used
   intelligently to spot new trends in the market,        

respond to customer needs precisely and provide a 
human touch to all technology enabled interfaces  
with customers and service providers

• Profit Centre Heads and Branch and Regional Managers

• Brand and Product Managers

• Managers working in Strategic Planning Groups

• Executives who are about to take up senior level marketing  
responsibilities

• Executives outside the marketing discipline whose role        
interacts with the marketing function

• Faculty of Business Schools and Management Consultants   
will also benefit from this programme



The programme will be delivered using an Innovative solution
called Smart Learning & Transformation Solution. SLTS will
enable participants to attend faculty conducted 100% LIVE
sessions – ANYWHERE, using a 2-way interactive and real
time DIGITAL platform.

The programme, spread over 12 weeks comprises 65 hours of faculty
conducted 100% LIVE and 2-way interactive session PLUS 65 hours
of self-paced, guided learning, implying a total engagement of
130 hours of course duration.



MODULE   TOPICS    DURATION

MODULE-I
Introduction to
Strategic Marketing
and its importance in
an Uncertain World

• Business Strategy and Strategic Marketing

• Difference between Strategic Marketing and Marketing 
Management

• The Disruption Cycle: What it is, why it matters, and what you 
need to know about it

2 Hours
(1 Session)

MODULE-II
Understanding
Customers and the
Core Concepts of
Strategic Marketing

8 Hours
(4 Sessions
@ 2 hours each)

MODULE-III
Strategic Marketing
Focus Areas and
Critical Skills for
Decision Making

10 Hours
(5 Sessions
@ 2 hours each)

MODULE-IV
Key Drivers of Success
in the Emerging
Marketing Paradigm

14 Hours
(7 Sessions
@ 2 hours each)

• Customer Value in B2B and B2C settings

• Customer Strategy

• Multi-channel Engagement and Experience

• Strategic Brand Management

• Re-segmenting Markets

• Analysing and Targeting Competition

• Conjoint Analysis

• Strategic Pricing (including Game Theory Application)

• Strategic Marketing & Supply Chain Management

• Aligning Competitive Strategy and Sales

• Customer Analytics – An Overview

• Competing against Low-Cost Rivals

• Selling during Recession

• Negotiating Large Deals



MODULE   TOPICS    DURATION

• Digital Marketing – An Overview of Foundational Inputs

- SEO and SEM

- Google AdWords and Google Analytics

- Features of Digital Infrastructure provided by Google, 
Facebook, Amazon and Apple

• Social Media Marketing I (Digital Marketing using Facebook)

• Social Media Marketing II (Digital Marketing using Twitter,
LinkedIn, Google+ and YouTube)

• Outbound vs Inbound Marketing- Cost Implications for Customer
Acquisition

• Discussion on Subscription-based Models, Freemium Pricing 
and Crowdsourcing to acquire Customers

• Digital Marketing Costs and Returns- How to evaluate effectiveness

• Digital Marketing Budget and balancing Online and Offline 
Campaigns

MODULE-VI
Faculty Lounge
(with Prof. Ranjan Das)

2 Hours
(1 Session)

INDUSTRY POWERED
MODULES

7 Hours

MODULE-V
Strategic Marketing in
the Digital World

14 Hours
(7 Sessions
@ 2 hours each)

CIII-SMLP features Harvard Business School(HBS) case studies, focusing on real-world problems and decisions
companies face



An immersive learning experience that provided us an opportunity to understand the application of
strategic marketing in today’s era.  Diversified approaches across industries w.r.t understanding customer
needs, customer retention, market dynamics, organization behavior, exploring omnichannel experience
to leverage resources & attaining optimal outcomes

Rishi Nagar
Project Director – Global Marketing
Viatris

The course features a good balance of theory and practical applications. Enjoyed learning from a cross-
industry cohort and from hands-on industry leaders and faculty

Rishi Chakravarti
General Manager – Commercial Leadership
Viatris

The program was a great learning experience. The modules were well researched and very informative.
The faculty was learned and encouraged interactive sessions. Look forward to more hybrid learning
sessions in the future!

Vasudha Bala
Product Manager
Cooper Surgical

Being part of the course was a very good experience for me, especially given diverse case studies and
group discussions with a wide range of participants coming from different background and expertise in
different sectors. The insights, experience and strategies shared by the guest speakers are really very
useful.

Rajan D
Regional Manager
Makino

The CII-SMLP added a lot in terms of learning in the fields of Digital Marketing , Strategic Marketing , and
in Sales. The concepts and the case studies shared and discussed were of use in my day to day functions
as well. Good Value addition in terms of learning in very short time

Amrendra Kumar
Asst. General Manager
TATA Pigments
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The Confederation of Indian Industry (CII) works to create and sustain an environment conducive to the
development of India, partnering Industry, Government and civil society, through advisory and consultative
processes.

CII is a non-government, not-for-profit, industry-led and industry-managed organization, with around 9,000
members from the private as well as public sectors, including SMEs and MNCs, and an indirect membership of
over 300,000 enterprises from 286 national and regional sectoral industry bodies.

For more than 125 years, CII has been engaged in shaping India's development journey and works proactively
on transforming Indian Industry's engagement in national development. CII charts change by working closely
with Government on policy issues, interfacing with thought leaders, and enhancing efficiency, competitiveness
and business opportunities for industry through a range of specialized services and strategic global linkages. It
also provides a platform for consensus-building and networking on key issues.

Extending its agenda beyond business, CII assists industry to identify and execute corporate citizenship programmes.
Partnerships with civil society organizations carry forward corporate initiatives for integrated and inclusive
development across diverse domains including affirmative action, livelihoods, diversity management, skill
development, empowerment of women, and sustainable development, to name a few.

As India strategizes for the next 25 years to India@100, Indian industry must scale the competitiveness ladder
to drive growth. It must also internalize the tenets of sustainability and climate action and accelerate its
globalisation journey for leadership in a changing world. The role played by Indian industry will be central to
the country's progress and success as a nation. CII, with the Theme for 2023-24 as 'Towards a Competitive and
Sustainable India@100: Growth, Inclusiveness, Globalisation, Building Trust' has prioritized 6 action themes that
will catalyze the journey of the country towards the vision of India@100.

With 65 offices, including 10 Centres of Excellence, in India, and 8 overseas offices in Australia, Egypt, Germany,
Indonesia, Singapore, UAE, UK, and USA, as well as institutional partnerships with 350 counterpart organizations
in 133 countries, CII serves as a reference point for Indian industry and the international business community.

www.cii-leadership.in


