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Summary

Segment Definition Total

Bullseye

Expect to evaluate alternative solutions in the next 12 months and 
either rate solution a C or lower, experiencing challenges with their 
current solution, or have an active initiative where a vendor has not 
been selected planned within next 12 months

Active Buyer
Expect to evaluate alternative solutions in the next 12 months or 
have an active initiative where the vendor has not been selected 
planned within next 12 months

Dissatisfied Rate their current provider a "C" or below

Displacement
Experiencing challenges with Ease of Use or Integration or have an 
active initiative to implement a new web marketing analytics 
solution or marketing platform planned within the next 12 months

Homegrown Solution Currently only using a homegrown solution for Email/Marketing 
Automation

Punt

Not currently using a homegrown solution, satisfied with current 
vendor, not experiencing Ease of use or integration challenges, not 
evaluating alternatives in next 12 months, and no active planned 
initiatives where the vendor has not been selected



Questionnaire

Q1. Is your organization B2B, B2C, or both?
Q2. Which of the following activities are you using in your marketing efforts?
Q3. What metrics are most important to measuring the success of your marketing efforts?
Q4. What solution do you currently use today for email and/or marketing automation?
Q5. How satisfied are you with your current provider?
Q6. When does your current contract expire?
Q7. What challenges are you experiencing with your current provider?
Q8. Do you expect to evaluate alternatives to your current solutions in the next?
Q9. What eCommerce platform do you use?
Q10. What web analytics software do you use?
Q11. What are your top marketing priorities over the next 6 - 12 months?
Q12. Which area of your organization ultimately controls/owns your customer and prospect data?
Q13. What challenges are you experiencing with your organization’s mobile application?
Q14. Which of the following marketing initiatives does your organization have budgeted for the next 6 - 12 months?
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