
NRMA Marketing Platform and Process Transformation

‘The essence of Agile in a non-IT environment’

Peter Kafka



Hi, I’m Pete.



NRMA
state of play

• Dis-jointed briefing process

• Emails, emails, emails

• Personal agendas

• Business distractions

• Team structure and change 

• Management for marketing new world

• Marketing Platform transformation



Brief
• Reduce campaign production time

(4-8 weeks)

• Deliver new marketing platform 

within 6 months on budget 

• Drive cultural change/principals 

• Reduce Vendor/Campaign costs

• Run campaign to market process and 

Platform implementation





1. Customer satisfaction

2. Changing requirements

3. Frequent delivery

4. Measure of progress

5. Sustainable development

6. Close cooperation

7. Motivated individuals

8. Face-to-face 

conversation

9. Technical excellence

10. Simplicity

11. Self-organising teams

12. Regular adaption

Agile principals



Integrated Briefing Process
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Quarterly Planning/Presentation Process
Cross functional presentation to give visibility of requirements for quarter ahead

Marketing/Digi/Data (SPRINT WALL)

LIVE IN MARKET

Gateway 
(Weekly)

Initial triage funnel for All requests requiring 
approval/support

from Marketing/Digi/Data teams
• Initial brief approval

• Response brief approval

PAG
(Fortnightly)

*All communications and requests for build’s should ladder back up to overarching strategic pillars 
communicated at quarterly presentation. Prioritisation of work will use these pillars as a lens to define what 
is business critical. 

Initiatives/Requests requiring funding and cross functional development
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Winning..
• Campaign to market time 2 weeks

• Delivered Platform Integration in 

5 months under budget

• More ownership and accountability

• Reduced vendor costs by 20%

• Successfully ran both process

and project transformation in unison



Questions..


