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Imam Wijoyo, S.E., M.M., 
CLMA., CPLM., CHRA., CPTNA., 
CH., CHt., CPNLP, RFP-I

T – Trainer
E – Educator
A – Author 
C – Consultant
H – HR Transformation Coach

Chairman of IW Institute
Indonesia Winning Institute

Former Chairman of  STIE IBMT
School of Management 
(2009 – 2018)

Advisor (2018 – Present)
Yayasan Nusa Abdiguna (STIE IBMT)

Dewan Pengawas (2010 – Present)
Yayasan Pendidikan Cendekia Utama
(Universitas Dr.Soetomo)

www.imamwijoyo.com
www.iwinstitute.id

www.ipconsulting.id
+62 81 75 1111 23

@ImamWijoyo

Co-Founder
Indonesia Pride Consulting

Vice President
Billionaire Mindset - Surabaya

Direktur Pembiayaan – ICSB Jatim
Indonesia Council for Small 
Business

http://www.imamwijoyo.com/
http://www.iwinstitute.id/
http://www.ipconsulting.id/


•Co-Founder Indonesia Pride 
Consulting

•Co-Founder GF Internasional
(gudangfurniture.com)

•Reviewer for Start-Ups 
program Technology Business 
Innovation Center (TBIC) 
PUSPITEK Serpong (2018-
2019)

•Business Consultant at 
many SME and companies

•Trainer at companies and 
goverment agencies, such 
as Manulife, Bank BJB, JNE, 
Bank Syariah Mandiri, IADE 
Timor Leste, evalube, 
Unilever, etc

•Mentor for innovation and 
Cultural Transformation in 
Bank Indonesia Institute 
(2018)



About Indonesia Pride Consulting

Sebuah Perusahaan consultant manajemen bisnis

yang membantu Anda dalam mencetak pemimpin

bisnis untuk menjadi perusahaan Anda sebagai

perusahaan kebanggan Indonesia

More Information : www.ipconsulting.id



Today’s Agenda:

• Building the Common Ground

• Reviewing Business Profile & Strategy

• Designing Customer Journey

• Strengthening Customer Experience

• Engaging with Customer

• Wrap Up & Conclusion
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Business Transformation Journey

Where we are 
now?

→→→
Aim & 

Outcome

Big Picture
Vision

Desired Goals

Milestone
Roadblocks

Current State Desired State

What we have?
Where we are now?
Our Accomplishment

Business Today Business 
Transformation

Business Objectives



Business Transformation Journey

Where we are 
now?

→→→
Aim & 

Outcome

Current State Desired State
Tujuan

Ekspektasi & Harapan

Strategic Marketing that hit 
the goals, target & 
becoming magnet

Building Strategy
Customer Journey

Customer Experience
Customer Management

What Marketing Strategy 
we have so far?

Marketing 
Strategy Today

Marketing Plan & 
Action

Marketing 
Objectives



Our Vision, Mission & Values

………………….
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Vision

Mission

Values





SWOT Action Plan

Internal

External

Strengths Weaknesses

Opportunities SO WO

Threats ST WT
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Customer Journey to Product









Our Customer Experience & Journey



Value Proposition Canvas



Value Proposition Canvas Sample



Feautures
Benefits 

Story



Feautures
Benefits 

Story

• @paopaulus



USP
Unique SellingPoint
Unique SellingProposition
Unique Value Proposition
• @paopaulus







Marketing Mix

• @paopaulus





PRODUCTS



PRODUCTS



PRICE



PRICE

VALUE VS PRICE



PRICE

DECOY PRICE



PLACE



PLACE



PROMOTION



PROMOTION



PROMOTION













CUSTOMER
SEGMENTATION

@PAOPAULUS
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Identifying the Customer Experience Cycle

<Stage 1> <Stage 2>

Productivity

Simplicity

Convenience

Risk

Fun & Image

Environmental 
Friendliness

The six stages of the Buyer Experience Cycle
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Capture the pain points in each stage here

1

2
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CUSTOMER RELATIONSHIP MANAGEMENT





CUSTOMER POOL
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THANK YOU
Need Help? Call Us

www.ipconsulting.id

Ipconsulting_official

facebook.com/ipconsulting_official

IP Consulting

0895364798123 (Admin)


