Competitive Take-Away Nurture



Goal:

Plan:

Uses:

Build Nurture that targets users of competitive marketing automation products

Phase 1 will consist of general information that can be used to target customers of any competitor
Work with Sales to identify top 7 areas where we excel over our competitors
Built 7-step knowledge-based nurture, each step highlighting one of these areas
Phase 2 (not budgeted here) will add nurture steps specific to identified competitors
Besides the usual Sales Drop-ins, we will proactively push competitive leads into the nurture with the Terminus re-targeting tool
One Competitive asset will be used as the offer for a Terminus campaign
Lists of prospect URLs using specified competitors (from BuiltWith) will be placed in the Terminus campaign, which will serve the
competitive offer and opt the prospect in to the Competitive Nurture upon asset download
This can be tailored to select the weekly/monthly competitor with current weaknesses

Nurture will be available to Sales as a drop-in nurture when they identify dissatisfaction with a competitor’s product
Marketing with use BuiltWith tool to identify additional opted-in prospects who are using specific competitive solutions
These prospects will be dropped into the nurture stream

Investment:

Total cost is $155k

Timing:

Target launch date — March 15, 2016

Outcome Expected:

68 MQLs worth $176k (Year 1)
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Competitive Nurture — Preliminary Proposal

*  Nurture focuses on why the prospect should switch, and provides information to help start transition

*  Begins with one generic email stream
*  Phase 2 (not yet funded) will bring in competitor-specific messaging
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Lead Nurture Over 21 Weeks, 3 Weeks Between Each Mailing
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Competitive Nurture Emails
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Email/Asset #1 — 10 Signs You’'ve Outgrown Your Provi
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mail/Asset #2 — Solution Evaluation Survey

Downiosa “What to Ask When Evaluaing Digtal Marketing Solutions.”
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Email/Asset #3 — Printable Needs Evaluation Tool

Download “Your Digital Marketing Solution Must-Have Checklist.”

IBM Marketing Cloud

IBM Marketing Cloud

What's missing from your current

digital marketing solution?
Make your list.

Your Digital Marketing
Figure out exactly what you want from a new digital marketing solution with MUSt-Ha Ve CheCkI iSt

this helpful checklist generator. Use this guide to build your checklist and
compare solutions based on your needs.

What can you do with a more sophisticated digital marketing solution?

Boost deliverability with a team dedicated to ongoing
delivery optimization

Create intelligent automated campaigns and timely
messages to engage your people on a deeper level

Use advanced testing to improve conversions, gain
insights and find out how your audience is responding to
changes in messages.

Provide seamless customer experiences with a platform
that allows you to automate relevant, cross-channel
interactions.

Create Your Checklist

Create and print your digital
marketing solution must-have
checklistand simplify your
evaluation process.
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Email/Asset #4 — Eight phases to a successful transition

15M Marketing Cloud
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Email/Asset #5 — Get to know IBM Marketing Cloud - FAQ

Downioad the FAQ “Why IBM Marketing Cloud?”

IBM Marketing Cloud

Get to know IBM Marketing Cloud.

See our answers to commonly
asked 3

Curious about 1B Marketing Cloud? Check out our FAQ to get al of your
questions answered. Plus, you'l see how a sophisticated digtal marketing
your business achieve your goals

Everything you ever wanted to know about
IBM Marketing Cloud.

With IBM Marketing Cloud, you can:

What makes IBM Marketing Cloud unique?
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‘What lead management capabilities does IBM
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Email/Asset #6 — IBM Marketing Cloud Success Stories

IBM Marketing Cloud IBM Marketing Cloud

These digital marketers

are getting i :

6 stories about marketing teams who
are winning with IBM Marketing Cloud.

marketing solution do for your business?

Learn from other marketing teams who are using digital
marketing solutions to transform their businesses.

Using an advanced digital marketing solution, marketers have:
See how companies like yours have improved relationships with

their customers, streamlined their processes and gained valuable
insight into what works.

OB, Used automated, behavior-riggered campaigns to drive 20X
{:;;\Qj donation rates.

/D Used lifecycle marketing campaigns to increase conversion

by 50 percent

0o Used intelligent segmentation to promote
CIm  company-wde results

This plumbing wholesaler used The world’s largest aquarium For this nonprofit, timing was
intelligent segmentation to made a big splash with more everything. So they used
S, promote organization-wide relevant, personalized emails }  automated, behavior-triggered
have achieved results with a results. throughout the customer campaigns to drive 20X
‘sophisticated digital

marketing platform. lifecycle. donation rates.

An online retailer increased This nonprofit used automated, A wireless security provider

” conversion rates by 50%. Find behavior-driven campaigns to ..'.l made protection more personal

out how customer lifecycle get the most successful and increased conversions 5X

marketing campaigns got them donation days in the history of ‘with behavior-based

there. the organization. automation.
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Learn More

Download a PDF version of these stories.

Learn More

Learn More

Ready to move on to a new digital marketing solution? Here are the answers you need to convince your organization.



Email/Asset #7 — Answering questions within your organization

Sy S e Time for a new digital
|BM Marketing Cloud marketing SOlutlon?

Get the answers to everyone’s questions.

about moving to a

new digital marketing solution?

Get the info everyone’s asking for.
Transitioning to a new digital marketing solution can inspire a lot of questions.

Find the answers you need here to get all departments on board and ready for the change.

A new digital marketing solution is on the horizon. But how will it impact
other teams? Who should you talk to first? What should you say?

Prepare for ions with this list of ions to Management
consider. We've provided you with our answers to help you get started.
Share information about your new digital marketing solution. Q: Wil the new solution produce more leads and, in turn, more revenue?

Talk about the long-term benefits, list next steps and get the
relevant people on board. . . o
A: Yes, that's exactly what the new solution is designed to do. With a solution like IBM Marketing

Talk to IT about CRI integration and support options for your Cloud comes the ability to produce targeted and hyper-personalized communications. When

new platform.

messages are more relevant, customers and prospective customers are more likely to engage
£\, Telthe legal team what they need to know about data with them. In this way, insightful, data-driven content will help generate more qualified interactions

security and storage.

and engagement, boosting leads, revenue and campaign performance.

Reassure your team by offering details about training and

expectations during the transtion. Q: Switching to a new solution is a hassle. What's the upside?

A: After the transition, we'll have deeper insights into customer demographics, behaviors and

%mm s interests, which means we'll be able to automate personalized messages based on profile data
View our list of questions . and behaviors. By removing manual processes, we will be able to deliver personalized

o consider so you can be

prepared with relevant interactions at scale. The result: more meaningful and personal connections with people along
information for conversations

with each department every step in the customer lifecycle, all while freeing up our team'’s valuable time.

Q: We've been pretty successful with what we have now. Why change to a new solution?

A: Things are going great. And that's why IBM Marketing Cloud is a logical next step for us. As we
continue to deliver exceptional experiences for customers across the buyer journey, IBM
S | LV |: R P O P Marketing Cloud will give us new ways to leverage customer data and collaborate.

An IBM°Company
1BM Marketing Cloud will provide analytical insights and enable us to automate relevant cross-



