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The Importance of Planning
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thought out strategy, you'll find your results are spar
0SOlFdzaS e2dzUNB y20 FTAIKOGAYT

SiriusDecisions, 2008




6th Annual
B2B Marketing Summit
2009

High Performers Close More Deals

Waterfall Conversion Rates
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Planning for Pipeline Acceleration,
Better ROI

Goal

Create a framework for mapping audience
behavioral cues to key positioning statements
tied to offering

BExercise Deliverable
Identify hot topics, Messaging matrix
messaging and calls-to-
action to build compelling
(narketing copy
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AUDIENCE SEGMENTATION STRATEGIC PLAN PROMOTION PLANNING

Goal Goal
Create an audience segmentation framework Goal The goal of the promotion exercise is to identify,
that will provide clear targets for all lead Aggregate the key learnings from the discovery prioritize and align a set of acquisition tactics to
marketing initiatives session and build an execution roadmap, attract a target audience and drive registration
. measurement framework and media plan to
Exercise : Deliverable guide tactical execution Exercise Deliverable
Identify segmentation and : Detailed Buyer Personas Audit channel tactics, Promotion roadmap
create qualitative : for each set of prospects create, prioritize and map
indicators for ranking : channel tactics to existing
prospects : marketing activities
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CONVERSION MAPPING
Goal

The goal of the conversion exercise is to uncover
the underlying sales organization& capabilities
and create business rules for sales follow-up

Bxercise Deliverable
Identify sales org, pipeline : Funnel metrics and
and process definition, conversion architecture
business rules and
constraints
>
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Buyer Personas

Lead scoring is the
guantitativ
identifies and routes
Sales Ready leads
from the other groups
of buyers in the sales

pipeline. As leads
pass through a regi
stration process, the
attributes
identified serve as the
qualifiers.
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economic
buyer
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buyer

influencer

(technical / user)
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- the corporate organism is as complex as a biological
ecosystem
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-what data we need to collect
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media channels




