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Business Description

•Leading manufacturer 
of commercial and 
residential lighting 
fixtures
•$242 Million sales
•21% Growth in 2004



Market Position

•Top 5 recessed lighting 
manufacturer
•Market share leader in track 
lighting
•Competitors are much 
larger conglomerates
•JLG is outpacing 
competition, taking share
•Product innovation and new
markets drive growth



Marketing at Juno Lighting Group

• Strategy
• Branding
• Research
• Market trends, competition and analysis 
• Segmentation and targeting
• Customer and product information
• Product development
• New product introductions
• Integrated communications
• Channel management 
• Promotions
• Measurement

All this with 8 employees and a great ad agency



Case Study
What does this…



Have to do with this?



Marketing Benefits

• Higher quality work
• More productivity
• Cross-trained (more versatile) labor
• SPEED



Marketing’s Problem

• Diverse projects
• Creative process
• Planning/forecasting work can be difficult
• Impact/benefit not easily measured



The Solution

• Identify repeatable processes
• Standardize 
• Train
• Measure
• Commit to continuous improvement



Where to Begin?
• Strategy
• Branding
• Research
• Market trends, competition and analysis 
• Segmentation and targeting
• Customer and product information
• Product development
• New product introductions
• Integrated communications
• Channel management 
• Promotions
• Measurement



The Lowly Price List

• Everyone has one
• Not creative
• Regular additions
• Occasional massive 

revisions
• Lots of people involved
• Mistakes can be costly!



Our Starting Point

• Price list is THE BIBLE for sales agents and 
customers

• Many stakeholders throughout the company 
• Little automation in publishing process
• Numerous errors
• Average development time: 120 days



Methodology

• Identify process steps through process mapping
• Define roles and responsibilities
• Measure baseline cycle time and first pass yield
• Set CT and FPY goals



Our Results
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Lesson Summary
• Cycle time – Measure, set goal, measure

SPEED

• First pass yield – Categorize errors, 
measure, set goal, measure

QUALITY

• Process ownership – Clear 
understanding of work and accountability

EFFICIENCY



Looking Ahead

Fewer people do better work faster

More marketing impact

$$$$$$$



For More Information

azepp@junoltg.com
847-813-8443

mailto:azepp@junoltg.com
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