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Communication Focus: Providing clear and accurate information to customers about products.
Channels:

- Jehu Industries website for detailed product descriptions and specifications.

- Information sheets accompanying products to meet SAHPRA and I1SO 13485:2016 requirements.

- Responsive customer support via email or phone for any inquiries.

Communication Focus: Building a strong online presence and engaging with customers.

Channels:
- Instagram and LinkedIn for sharing updates, engaging content, and responding to customer comments and messages.
- Social media direct messaging for personalized communication.

- Mailer Lite newsletters for delivering curated content and promotions directly to customers.

Communication Focus: Addressing customer feedback and queries promptly and effectively.
Channels:
- Dedicated customer support email for receiving and responding to customer inquiries.
- Feedback forms on the Jehu Industries website for collecting customer opinions.

- Customer service hotline for immediate assistance.
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Communication Focus: Engaging with customers during open days, conferences, and business meetings.
Channels:

- Event invitations and announcements through social media, emails, and newsletters.

- Direct customer interaction during open days and conferences.

- Follow-up emails or messages after events to gather feedback and maintain engagement.

Communication Focus: Building trust through transparency in quality assurance processes.

Channels:
Providing quality products, fast delivery time and efficient customer service

- Educational content on the website and social media platforms about ISO 13485:2016 procedures.

- Regular updates on quality control measures through newsletters. /—\D
. o . . . I
/ I

- Direct communication with customers regarding any quality-related concerns.

Noise
J I Lack of new product info Recei
ecelver
Lack of customer contact
Unknown capability
Communication Focus: Providing specialized training and information about new products. ' 2 £

_r‘i\.f-_

Channels: ’_’/
- Direct communication with Clinical Resource Specialists for in-depth product knowledge. m

- Training sessions conducted by specialists via webinars or in-person sessions. » . )
Clinical research specialists gathers feedback during

.. .. ™ . training sessions via customer satisfaction surveys.
- Clinical Resource Specialists facilitating sample requests for new products.

Figure 6: Jehu Communication Model (Ishwarlall, 2023: 12)
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Why it matters: The plan ensures that the design efforts are strategically aligned with the overall marketing objectives and business goals of Jehu Industries. It allows the
Design Department to work towards specific, measurable outcomes.

Why it matters: Given the limited resources, particularly having only one designer, the plan optimizes resource utilization by outlining a systematic and balanced approach. It
prevents overburdening the design team while maximizing the impact of their work.

Why it matters: The plan promotes a consistent message and visual identity across digital and print channels. Consistency is crucial for brand recognition and maintaining a
unified brand image, ensuring that the design team's efforts contribute to a cohesive marketing strategy.

Why it matters: By strategically timing product launches in the first and second quarters, the Design Department can ensure a well-coordinated and impactful introduction of
new products. This approach maximizes the visibility and reception of each product, optimizing the design team's efforts.

Why it matters: The plan incorporates a mix of channels throughout the year, including social media, newsletters, print materials, and conferences. This diversity allows the
design team to engage with customers through various touchpoints, fostering stronger connections and enhancing the overall customer experience.

Why it matters: The inclusion of a conference in the third quarter presents an opportunity for the design team to witness firsthand customer reactions, gather feedback, and
understand market trends. This direct interaction contributes to a deeper understanding of customer needs, informing future design decisions.
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Why it matters: The quarterly structure provides flexibility, allowing the Design Department to adapt strategies based on performance metrics and customer feedback. This
adaptability ensures that the team can refine their approach in real-time, responding to the evolving needs of the target audience.

Why it matters: The plan breaks down tasks into manageable timeframes, enabling the design team to plan efficiently and execute tasks in a systematic manner. This
organized approach helps avoid last-minute rushes and ensures a smoother workflow for the department.

Why it matters: Regular recaps, feedback collection, and planning for the future in the fourth quarter encourage a culture of continuous improvement within the Design
Department. This ensures that lessons learned from each quarter contribute to enhanced strategies and outcomes in subsequent periods.



4 Design Outcomes

Strategic Alignment:

e Evaluation: Effectiveness can be measured by the degree
to which design efforts align with overarching marketing
objectives and business goals.

e Metrics: Alignment score based on consistency with
strategic goals.

Resource Optimization:

e Evaluation: Assess the degree to which the plan
optimizes the utilization of limited design resources.

e Metrics: Workload distribution, efficiency gains, and
impact measurement.

Consistency Across Channels:

e Evaluation: Measure the visual and messaging
consistency across digital and print channels.
e Metrics: Brand recognition, feedback on visual identity.

Effective Product Launches:

e Evaluation: Gauge the success of product launches based
on visibility and reception.

e Metrics: Launch impact, audience engagement, and sales
data.

Customer Engagement:

e Evaluation: Assess the level of engagement achieved
through various touchpoints.

e Metrics: Social media interactions, newsletter feedback,
event participation.

In-Person Interaction at Conferences:

e Evaluation: Evaluate the effectiveness of in-person
interactions during conferences.

e Metrics: Feedback collected, leads generated, and post-
conference impact.

Flexibility and Adaptability:

e Evaluation: Measure the adaptability of strategies based
on real-time feedback.

e Metrics: Changes made in response to feedback,
responsiveness to market dynamics.

Efficient Planning and Execution:

e Evaluation: Assess the efficiency of planning and
execution based on timelines and workflow.

e Metrics: Task completion within set timeframes,
reduction in rushed tasks.

Continuous Improvement:

e Evaluation: Evaluate the extent to which a culture of
continuous improvement is embraced.

e Metrics: Number of improvements implemented,
feedback loops effectiveness.
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