The Modern Marketing Journey

...and why “Google” is now a verb
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What is Marketing?

e Wikipedia: Marketing is the study and management of exchange relationships. Itis
the business process of creating relationships with and satisfying customers... it is
one of the primary components of business management.

e Philip Kotler: “...satisfying needs and wants through an exchange process...”

® American Marketing Association: “...the activity, set of institutions and process for
creating, communicating, delivering, and exchanging offerings that have value for
customers...”

e Chartered Institute of Marketing: “... the management process responsible for
identifying, anticipating, and satisfying customer requirements profitably”.

1STEP IR NI e ] o K



The Modern Marketing Journey

e Marketing has evolved
e Marketing and technology have

“WHAT GETS ollided
MEASURED e The buyer has evolved

GETS IMPROVED.” e The entire customer journey can

-PETER DRUCKER be measured, managed, and
‘ therefore improved.
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The Evolution of I\/Iarketing:

Half the money | spend on
advertising is wasted; the
trouble is | don't know which

half.

~John Wanamaker
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The Evolution of Marketing:

38 YEARS 13 YEARS
1.5 YEARS
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The Funnel: Yesterday & Today
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Evolution of The Buyer

e 70% of the buyer’s journey is complete
before a buyer even reaches out to sales

(SiriusDecisions)
The Modern Buying Decision

e Only 17% of salespeople think they're pushy

-- compared to 50% of prospects* ‘ ....................... .............

0 . Ist 2nd
e Only 3@ of bqyers trust re.p§.. The only Mot;\:]adtlon Soogle Reslization: Realization:
professions with less credibility include car terest " want this "I love this!"
now!" "I hate this!"

sales, politics, and lobbying*

e Only 19% of buyers want to connect with a
salesperson during the awareness stage of
their buying process, when they're first
learning about the product*
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The Modern Customer Journey
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Interest Search Research Purchase Experience
Social Networks Organic Search Blogs Buyer Experience Social Post
Social Advertising Paid Search Articles Add on Sales Reviews
Digital Display Ads Directories Reviews Traditional Sales Surveys
In Content Ads Maps Case Studies Word of Mouth
Email Catalogs Testimonials
Video

Traditional Media
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Evolution of I\/Iarketing

MARKETING TECHNOLOGY

e Marketing is now a DIGITAL
profession.

e You market to digital audiences. o .

Brand

e You need marketing professionals
that understand people and
technology.

Communications Hardware

Design

Systems
Architecture

Storytelling Automation

e MarTech creates accountability and
guides the customer experience.

User
Experience

Content Programmatic

e Data allows you to measure and
manage the process of finding &
converting new customers.
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The Basic MarTech Stack
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CMS Marketing Automation
CRM
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STOP: Before you buy any software

e Strategic Alignment:

(@)
(@)
(@)

What are your overall goals for your organization?

How will marketing contribute? T —
What percentage of revenue will they drive and be
held accountable to? ViableLeads i _
Set clear KPIs and a cadence (quarterly) for Nurtured Leads Marketing
Automation
measurement e
e Document your Sales Process:

©)

(@)
(@)
(@)

What does a sales qualified lead look like?

How fast will sales respond to a lead?

How many times will they try to contact a lead? = CRM
How will they return the lead to marketing?
osed / Won ‘VCapterra
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Roles: Modern Marketing Department

Marketing Leader (CMO, VP, or Director)

Marketing Manager

Marketing Technologists

Marketing Specialists

Designer

Copywriter
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The T-Shaped Marketer

T-Shaped marketers have skills and knowledge
that are both deep and broad

Design Blogging SEO Analytics  Advertising Social media PR
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Key Takeaways

« Marketing is drastically different than it was 20, even 10 years ago

« Marketing should be in relationship with the customer throughout their journey

« Everything Marketing does needs to be measurable

« Sales & Marketing share responsibility for revenue generation

« Marketing needs to hire data experts, technologist, and geeks as well as
creatives and designers

« Marketing must learn to adapt quickly to keep up with changing markets and

technology
* Your sales and marketing process should drive your software decisions (and

not vice versa)
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Homework (& Why Google is a VERB)

What does GTS mean to you?

Google That Stuff!

* What problem is your business solving?

« If I had that problem, what questions would | ask Google to help solve it? List them all or use
AnswerThePublic if you need some help.

*  When | “google” for help, I'm looking for you.

« Does your online content answer my questions?
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https://answerthepublic.com/

Are you running a Modern Marketing Department?
Visit: 1BoldStep.com/BCC
Download our FREE checklist!

Thank you!

Twitter: @jjurgens342
Linkedin.com/JenniferJurgens
jjurgens@lboldstepllic.com



