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GOALS vs. OBJECTIVES vs. KPIS
Marketing goals (Strategies) are Top-level broad goals. So, 
goals are the broad aims used to shape your strategy. They 
describe how your marketing will contribute to the business 
in key areas of growing sales, communicating with your 
customers and saving money.

Marketing Objectives. Specific SMART objectives to give 
clear direction and commercial targets. Objectives are the 
SMART targets for marketing which can be used to track 
performance against target.

Marketing KPIs. Key performance indicators (KPIs) are used 
to check you are on track.) KPIs are specific metrics which are 
used to track performance to make sure you are on track to 
meet specific objectives. They are sometimes known as 
performance drivers or critical success factors for this reason.







BENIFITS
Improved Forecast Accuracy: Collaborative forecasting leads to more 
accurate predictions of customer demand, reducing the risk of stock-outs 
and overstock situations.

Enhanced Efficiency: Streamlined processes and improved coordination 
result in a more efficient supply chain, reducing lead times and 
operational costs.

Cost Reduction: Optimized inventory levels and improved order 
fulfillment contribute to cost savings by minimizing carrying costs and 
other inefficiencies.



BENIFITS
Better Customer Service: Meeting customer expectations 
becomes more achievable as CPFR aligns supply chain activities 
with actual demand, improving overall customer satisfaction.

Risk Mitigation: By sharing information and coordinating 
plans, this enables better risk management, allowing partners to 
respond effectively to market changes and disruptions.



CHALLENGES
Data Sharing Concerns: Some departments may be hesitant to share sensitive 
business information. Building trust and ensuring transparency are crucial in 
overcoming this challenge.

Integration Complexity: Integrating IT systems across multiple organizations can be 
technically challenging and may require significant investment.

Cultural and Organizational Barriers: The shift toward collaborative planning often 
faces resistance. Overcoming cultural and organizational barriers requires a 
commitment to change management.

Synchronization Difficulties: Achieving synchronization across partners with varying 
priorities and timelines can be complex but is essential for success.
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