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63%
of B2B marketers in UK and Europe expect a 

budget cut in 2026

But it's not all out of your hands.
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Lean Manufacturing Theory
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Your processes are not good enough

…but that's ok.

Lean Principle: Continuous Improvement

Tip: Build a no blame culture
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If value is not defined,

everything looks important.

Lean Principle: Value and Measurement

Tip: Track time against value
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If the process changes person to person,

it is not a process.

Lean Principle: Standardisation and Mapping

Tip: If a key person leaves, does the process break?
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Every handoff is a delay

Lean Principle: Waste and flow

Tip: Minimum viable people – test the simplest path
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If you create it before it’s needed,

it won’t be used.

Lean Principle: Pull

Tip: Don’t act until you feel the pain

5

Copyright © Polished Rock Ltd T/A MARTECH3D® 2026 | All rights reserved



Marketing is not trusted

because it is not predictable.

Demonstrate
predictability

Build trust Win BudgetFix the
system

Download this presentation Download Lean scoring template
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