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Heckobko GakToB NPo MiICrosoft 1 MapKeTUHr

500+

CEepPBMCOB
Ha Azure

1 310 TONBKO AZUre!
Microsoft nmeet
«OECKOHEYHBbIN» NopTdens
MPOAYKTOB M CEPBMCOB

BZ2B

LleneBas
AyANTOPUIA

Bce Buabl bmsHeca,
IT-cneumanmncTbl, CUCTEMHbIE
AAMVHUCTPATOPbI, Pa3paboTumKm,
Pykosoamntenu: HR, CFO, CMQ,
CEQ, Sales, CSO, roc. cnyxauipe
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Microsoft

Sales-driven
1 Product-driven kynstypa

B8 Microsoft



ouemMy

¢ T B X
@ b i

SPDEKTUBHOCTD TPAAMUMOHHBIX MPOAAX M MAPKETUHIa NasaeT

= Microsoft



HTO M3MEHMNOCh B MPUHATMM PELLEeHUS?

57%

C1ydaeB NPUHUMAKOT pelleHme
[0 KoHTaKTa € NpoAaBLOM

80%

YBENNUMNOCE BPEMA MPUHATHA
PELIEHWA U KONMYECTBO YYaCTHUKOB

B Microsoft



HTO M3MEHWNOCH B KOMMYHWMKALMN?

/5%

[lonararoTca Ha AnAXKMTa
KaHabl NPV BbIbOpE

Pullvs Push

KAMEHTbI He XOTAT, YTOObI PaHbLLE
BPEMEHM C HUMM KOHTaKTMPOBAIM

Source: BCG

B Microsoft


https://www.bcg.com/publications/2017/marketing-sales-how-digital-leaders-transforming-b2b.aspx

47O M3MEHMNIOCH B MOAXOAE K BbIOOPY?

>50%

B2B 3aka3umkoB n3yuaror
8 BapPWHTOB KOHTEHTA Mepes
nokynkow, eule 30% or 5 40 7/

27070707

bosblLWOM OOBbEM AaHHbIX,
HO MaNo MHCTPYMEHTOB
KayeCcTBeHHOro aHaams3a

Source: BCG B Microsoft


https://www.bcg.com/publications/2017/marketing-sales-how-digital-leaders-transforming-b2b.aspx

HTO CTaHOBWTCA MaBHbIM ANDPEPEHLIMATOPOM
B BOCMPUATUM NMPENMYLLECTB TOBapa?

Total

Customer Experience Customer /" Markefing

Experience -
Lindposas TpaHchopmaLms (_Product \/ D
YBSA3bIBAET B HEPA3PbIBHOM ‘“‘C O e
npoLecce MapKETUHT, NPOAAXMU, o ey

KJIMEHTCKMM CEPBUC M CaM MPOAYKT...
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5 PAKTOPOB, M3MEHAROLLMX MapKeTUHT

-~ O

Lingposas Mwukpo- BeprukanbHas AR,MR, VR, loT, M cKyCcCTBEHHBIN
TpaHcpopmaLms  cepBumchl & KOHKYPEHLS wearables, NHTennext
APIs conversational
interfaces

B .
https.//chiefmartec.com/2017/12/5-big-disruptions-marketing-advancing-quickly-2018/ m Microsoft
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Mnod o Sourced Revenue Marketing
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MapkeTnHrosad B3aumoaencreme  CosaaHume
AKTUBHOCTb C NPO/AABLIOM AMAa
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$55 $PF = $59%

VIHBECTMLMM Bo3Bpar ROI
MHBECTULMN
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PeanbHOCTb COBPEMEHHOIO MapKeTMHa
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Nurture membership working with Lead status is o the account
Micrasoft” updated to TQL manager

Pre-trial () b onontn )

preference and topic

C+E Demand Center lead flow e Customer

. i . . s . email
Single-experience lead journey - simplified view nurture

December 2015 O line

Lead is already working with
icrosoft

Lead has a project
and budget for it

@) 1]

Lead is nat qualified

Lead status is
updated to
recycled



TpaHchopMaLMa MapkeThHra @ Microsoft

TRADITIONAL > MODERN
Sales Driven Purchase Process K Buyer Driven Purchase Process
Single-Channel Tactics @ Multi-Channel Journeys
Low Quality, High Volume Leads @  High Quality Scored MAQLs
Disconnected Customer Data (5 360° Customer Data with Connected Insights
Field vs. Corp Marketing & Field & Corp Connected Marketing System
"One&Done"” Marketing & Long-Term Customer Relationships
Old World Marketing Tools il Connected Marketing & Sales Platforms
e.g. WWLM, WW Events, EP etc e.g. Marketo, Certain/On24, etc.
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PRE-SALES
trap!t
MARKETING oGN2a P ¢’ Sociabble
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MARTECH STACK

EE Social Intelligence
HE Platform

NTERACTIVE

Qsitecore
vidvard e
. Adobe k

Experience Manager

= Microsoft
Skype for Business

SALES

& cloudwords

UberFlip MAQL

opal Customer Opportunity
Adobe
; o—p BB Global Services
Media Optimizer Bl Gateway
BBl Account-Based
Wl Marketing
Data 8 AT alytics
elin] :
| | YT i | | . Sales Navicgatos HE Micosoft
. T Winning Insights 1] Iris mE Inteligent Bl Skype for Business
. Analytics HE LeadRouting
HE Migosoft _ .
Adobe HE P 8l P BBl OneView
R — owerl refnnovation @ insidesales BB Customer Insight
Bl Microsoft % InsideView"
MW Cortana Analytics POST-SALES
MARKETING
SYSTEMS OF...
INNOVATION DIFFERENTIATION RECORD Our technology vision is to create an efficient and highly scalable Marketing to Sales automation platform
Temporal applications Applications that enable unique Established, persistent that enables marketers, sellers and partners to create seamless and responsive customer experiences, making
g:g‘?ﬂf g(?;r:snsanil:m ?:crgﬁ;;ﬂﬁaﬁfgqﬁb;{;me :ﬂﬁgg:gEbptr':)‘itetuﬂ;%mP it simple to find, try, use, share and buy Microsoft products. Customer information and insights are surfaced
business requirements or accommodate changing business manage the organization’s to enable both Marketers and Sellers to precisely add value to customer interactions along a multifaceted,

opportunities practices or customer requirements critical master data

rich customer conversation that spans from initial digital engagement to personalized sales discussions.
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