
Competitive Take-Away Nurture



Competitive Takeaway Nurture
§ Goal: 

• Build Nurture that targets users of competitive marketing automation products

§ Plan:
• Phase 1 will consist of general information that can be used to target customers of any competitor

o Work with Sales to identify top 7 areas where we excel over our competitors
o 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

o One Competitive asset will be used as the offer for a Terminus campaign
o 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

§ Uses:
• 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

o 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)



Competitive Takeaway Nurture
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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



Competitive Nurture Emails



Email/Asset #1 – 10 Signs You’ve Outgrown Your Provider



Email/Asset #2 – Solution Evaluation Survey



Email/Asset #3 – Printable Needs Evaluation Tool



Email/Asset #4 – Eight phases to a successful transition



Email/Asset #5 – Get to know IBM Marketing Cloud - FAQ



Email/Asset #6 – IBM Marketing Cloud Success Stories



Email/Asset #7 – Answering questions within your organization


