Meeting Maker 2016



Multi-touch “Meeting Maker” campaign to drive prospects to take a meeting with a sales rep

Rebranding and reprint of 2016 Meeting Maker, using Sea Monkeys as the teaser and a Kindle Fire as the offer for
taking a meeting

Assets
Dimensional mailer
2 follow up emails w/ landing pages to register for meeting
List
Company provides list of 800 accounts, including:
200 accounts from most recent (June 2016) research project
400 - 600 accounts provided by sales team
Remainder (if needed) of accounts produced by Predictive Marketing project
R2i will develop list of 1300 contacts key decision-maker marketing contacts from the account list

Direct Mail launch date = August 12, 2016 (hits desks August 17t)
Follow-up emails for opt-in contacts will be sent September 1stand 8t
Total Cost = $156k

Expected results = 45 new opportunities; $1m opportunity pipeline



Meeting Maker Creative

Space holds Sea Monkey set with branded sticker

{5V Marketing Clovd

Want deeper
customer
relationships?
G0 BENEATH THE SUAPACE

mvﬂ"w"m:'m“

Your customers aré
fascinating creatures.
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Get your hands on a sea of behavioral data and
watch your customer relationships come alive.




Meeting Maker Creative
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Your customers are
fascinating creatures.

STUDY THEM. NURTURE THEM.
AND BUILD RELATIONSHIPS
. THAT LAST A LIFETIME,

Better
engagement
is within
your reach.

Take a short meeting and learn how
IBM Marketing Cloud can facilitate
longer-lasting, more rewarding
customer relationships.

Get a free
Amazon®

Kindle Fire'l

WE ARE LIVING,

BREATHING
CREATURES TOO.

Some people call us sea monkeys.
But you can call us “practice.”

IN JUST 45 MINUTES,
YOU'LL LEARN HOW TO:

UNIFY YOUR DIGITAL
MARKETING EFFORTS.

Use our intuitive engagement engine to get deep,
iavior-based customer Insights. reduce the
‘complexity of omn-channel marketing, and croate
‘excetional expariences across the buyer journey.

BOOST ENGAGEMENT WITH
ONE-TO-ONE CONNECTIONS.
Buid brand affinty wih messages that refiect

your customers” unigua needs and interasts

GROW CUSTOMER LOYALTY.

Put behavioral data to work for your beand to
increase repoat purchasing and croate brand
acvocat

ibmmarketingcloud.com/meet
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Non-Profit Competitive
Take-Away Campaign



Non-Profit Competitive Takeaway Campaign

. Goal:

*  Win competitive business from current Non-Profit email providers
. Mailer:

. Three dimensional mailer includes brochure and imprinted collapsed shopping bag
. Plan:

*  BuiltWith account list
o  Download list of 1,400 Non-Profit users from BuiltWith tool
. Use annual BuiltWith subscription
. Scrub against current customer database
+  Contact List
o Vendor deweloped list of 1,800 contacts from BuiltWith account list
«  Campaign
o Direct Mail driving to “contact me” form on landing page
o $49.99 incentive offered — Bluetooth speaker
o Demand Gen will follow up
. Call all non-responders

= Investment:
. Total costis $128k

" Outcome expected:
. 60 MQLs generated, worth $283k revenue



Non-Profit Competitive Takeaway Campaign

Pull 1,400 Non Profit
Convio accounts from
BuiltWith tool

Message: Silverpop
advantages over
Convio (competitor not
mentioned by name)

Offer: $49.99 incentive
(Maybe)

i

CatapultWorks
generates 2,000
contacts at 1,400

accounts

Responders

Fed Ex 3-day

Non-Responders

Responders

Non-Responders




The Bag

What if you
could take every

little email marketing
victory and make it

bigger?

SMALL/FOLDED BAG

LARGE/UNFOLDED BAG



The Brochure




Competitive Take-Away Campaign Brochure

MAKE A BIGGER IMPACT

ing
withthe IBM

It's grow time.

The email tool you'e L=ing at the moment? Its bean
great so far. But you'ns ready to take your mission to
e next level.

Grow support for your causa with an email markating
sy stam that Supports you mors.

Schedulea short callwith one of our digital marketing
experts, and we'll walk you throughhow the IBM

Marketing Cloud can accelerate your marksting
results and expand your influence.

1M 30 MINUTES, YOLFLL HOW
=LJsa behavioral racking 1o recover lost donations
=Sat up automa®ed campaigns to boost awarensss
«Build advocacy using avaristy of data streams
10 parsonalze interactions in real tme

Turnup the volume:
After ourcall, you'll gat a FREE gift—ourway of saying
thanks for your ime.

Onca you have a plan foramping up your non-profit
marketing, keep the thama going with your

AmazonBasics
Ultra-Portable M
Bluetooth Speaker.

SCHEDULE YOUR
WALK-THROUGH AT:

ibm.com/biggerbag

WITHA BAG OF TRICKS.




Inside the Brochure

It's grow time.

The email tool you're using at the moment? It's been
great so far. But you're ready to take your mission to
the next level.

Grow support for your cause with an email marketing
system that supports you more.

Schedule a short call with one of our digital marketing
experts, and we'll walk you through how the IBM
Marketing Cloud can accelerate your marketing
results and expand your influence.

IN 30 MINUTES, YOU’'LL HOW TO:

*Use behavioral tracking to recover lost donations

*Set up automated campaigns to boost awareness

*Build advocacy using a variety of data streams
10 personalize interactions in real time

Turn up the volume:
After our call, you'll get a FREE gift— our way of saying
thanks for your time.

Once you have a plan for amping up your non-profit
marketing, keep the theme going with your

AmazonBasics
Ultra-Portable Micro
Bluetooth Speaker.




The Landing Page

IBM Marketing Cloud
5

“First Name: ‘Last Name:

“Business Email: “Business Phone:

©2016 P iy pisa of IBM, regi d in many
trademarks contained herein are property of their respective owners.
*Offer valid for addressee only. Limit one per Offer subject to ility. Gift is not

|-

Let’s get growing.

Schedule a 30-minute phone meeting to learn how to
expand your digital marketing influence with the IBM
Marketing Cloud.

‘State:

agreeing to do business with Silverpop.

upon

Amazon and AmazonBasics are trademarks of Amazon.com. in the United States and other countries. Amazon
devices are given away on behalf of Silverpop. Amazon is not a participant in or sponsor of this promotion.

Privacy | Set email preferences | Unsubscribe



Thank You Page

thank you

THANK YOU FOR REQUESTING A MEETING WITH US.
We will contact you shortly to schedule a convenient meeting time.
After we meet, you'll receive your FREE AmazonBasics Ultra-Portable Micro Bluetooth Speaker.

©2016 Silverpop. Silverpop is a trademark of IBM, regi: d in many jurisdicti (l All other

trademarks contained herein are property of their respective owners. @ o o
*Offer valid for addressee only. Limit one per company. Offer subject to availability. Gift is not contingent upon

agreeing to do business with Silverpop.

A and A are lrad rks of A com. in the United Stales and other countries. Amazon
devices are given away on behalf of Silverpop. A is not a participant in or of this p i

Privacy | Set email preferences | Unsubscribe




Mailing Label

Label

IBM Marketing Cloud

6303 Barfield Road
Atlanta, Georgla 30328




Competitive Take-Away 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
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
sernve the competitive offer and opt the prospect in to the Competitive Nurture upon asset download

This can be tailored to select the weekly/monthly competitior 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
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

_ Prospects generated
Sales Drop-in through Terminus
campaign

Competitive
Campaigns Fall-Out

New Content — Specific
Existing Content to Competitive
Advantages (3 new assets)




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

Lead Nurture Over 21 Weeks,3 Weeks Between Each Mailing
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Selects 1 - - 4 - , .
Nurture - - : - ©
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Nurture Solution
Date

Update Current Asset

Create New Asset



Competitive Nurture Emails
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Email/Asset #
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Email/Asset #2 — Solution Evaluation Survey
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Email/Asset #3 — Printable Needs Evaluation Tool

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

IBM Marketing Cloud

What’s missing from your current

digital marketing solution?
Make your list.

Your Digital Marketing
Must-Have Checklist

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

Figure out exactly what you want from a new digital marketing solution with
this helpful checklist generator.

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

Boost deliverability with a team dedicated to ongoing
delivery optimization

messages to engage your people on a deeper level

@@ Create inteligent automated campaigns and timely
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
checklist and simplify your
evaluation process.




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

1EM Marketing Cloud
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Email/Asset #5 — Get to know IBM Marketing Cloud - FAQ

Domined e TAG “Why 161 Marikedng Clowe T

IEM Marketing Cloud

Get to know IBM Marketing Clou

See our answers to commonly
asked s

Cusious about 1B Marketing Cloud? Check out our FAQ to get allof your
questions answered Plus, youll see how 3 sophisticated digtal marketing
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Email/Asset #6 — IBM Marketing Cloud Success Stories

Bad how 3ix marketers transformed busmess with digetal marketing.

BM Marketing Cloud

These digital marketers

are getting it -

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

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

Using an advanced digital marketing solution, marketers have:

Used automated, behavior-triggered campaigns to deive 20X
donation rates

Used acycle marketing campaigns o increase comversion
by 50 percant

Used intelligent segmentation to promote
a ‘company-wide results

IBM Marketing Cloud

marketing solution do for your business?

See how companies like yours have improved relationships with
their customers, streamlined their processes and gained valuable

This plumbing wholesaler used
intefligent segmentation to
promote organization-wide
results.

Learn More

An online retailer increased
conversion rates by 50%. Find
out how customer lifecycle
marketing campaigns got them
there.

Leam More

Download a PDF version of these stories.

insight into what works.

The world’s largest aquarium
made a big splash with more
relevant, personalized emails
throughout the customer
lifecycle.

Learn More

This nonprofit used automated,
behavior-driven campaigns to
get the most successful
donation days in the history of
the organization.

Learn More

il

-
-

For this nonprofit, timing was
everything. So they used
automated, behavior-triggered
campaigns to drive 20X
donation rates.

Learn More

A wireless security provider
made protection more personal
and increased conversions 5X
with behavior-based
automation.

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 gquestions within your organization

IBM Marke

Cloud

R e e e o R Time for a new digital
T—— marketing solution?

5 Get the answers to everyone’s questions. y ‘4
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 i with this list of ions to
consider. We've provided you with our answers to help you get started.

Management

Share information about your new digital marketing solution. Q: Will 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. L B .
A: Yes, that's exactly what the new solution is designed to do. With a solution like IBM Marketing

Talk to IT about CRM integration and support options for your . - -

new platform. Cloud comes the ability to produce targeted and hyper-personalized communications. When
messages are more relevant, customers and prospective customers are more likely to engage

Tell the legal team what they need to know about data with thern. 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 transition Q: Switching to a new solution is a hassle. What's the upside?

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

:n-zh:m"sﬂ- . interests, which means we'll be able to automate personalized messages based on profile data
View our list of questions R and behaviors. By removing manual processes, we will be able to deliver personalized
L?,;‘,’.;‘,f!ﬂi’,fﬁé?;‘vi’:.': = interactions at scale. The result: more meaningful and personal connections with people along
m’;‘ﬁm&ﬂi’“m ) 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:z 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

Marketing Cloud will give us new ways to leverage customer data and collaborate.

IBM Marketing Cloud will provide analytical insights and enable us to automate relevant cross-



CMO Roundtable Event



CMO Roundtable Event Pilot

= Goal:

= Plan:

Build brand aw areness of company with high-level marketing executives

With media partner, host 90-minute event for 8-12 CMOs fromtarget Corporate-level accounts
Facilitated discussion of marketing pain points
Cross-vertical, including Retail, Non Profit and Higher Education
Target: CMOs of 500 — 1,000 employ ee companies
Produce video of event
Distributed to all invitees
Use to promote awareness on website
AMA DC Chapter will promote video on their website
Develop know ledge-based asset based on findings/discussions fromevent
Direct Mail campaign to promote video and assetto 150 targeted Corporate-level CMOs

= Discussion Topics:

The Marketing landscape is changing faster than ever before

Marketers need a solid grasp on technology and data to make their campaigns successful and keep their customers happy

Although digital marketing has become one of the most effective ways for marketers to reach their audience, traditional forms of marketing still
play an important role

Data and analytics provide marketers w ith new opportunities, but also require a new skill set not traditionally found w ithin the marketing
department

How do you manage staffing, effectively utilizing your data and creating the right marketing mix w hen expectations are growing but budgets
aren't?

The most successful marketers today have learned to bridge the gap betw een marketing, data, analytics and strategy

= Investment:

Total costis $200k

. Outcome Expected:

Increased aw areness of brand among target audience
14 MQLs worth $68k (Year 1)



CMO Roundtable Event Invite - Mailer

Katherine Smith

YOU ARE CORDIALLY INVITED TO AN EXCLUSIVE EVENT
EXPRESSLY FOR CHIEF MARKETING OFFICERS.

MindShare:
CMO ROUNDTABLES

Katherine Smith

Katherine,

Your pis at

an exclusive CMO roundtable discussion sponsored by IBM
Cloud and the A

This extraordinary event will enable you 1o network with other top
CMOs from your area, share bast practices in an intimate setting,
and learn how 1o make your next business breakthrough.

To RSVP vist ibmmarketingcloud.com/ms16dc

MindShares

CMO ROUNDTABLE&

JOIN US
When: GAM -12AM, APRL 6, 2018
Where: 514 fth S1, Washington. 0C

MODERATOR
Sorgoi Rachmarnov
Lorerm psum Lorem Ipsum

YOU ARE CORDIALLY INVITED TO AN EXCLUSIVE EVENT
EXPRESSLY FOR EHIEF MARKETING OFFICERS.



CMO Roundtable Event Invite - Emaill

IBM Marketing Cloud RSV now for Mind Share 2018!

Please accept this exclusive
invitation from the AMA and IBM
Marketing Cloud.

MindISharey

CMO ROUNDTABLE&

[FIRST NAME]:
Your marketing leadership is requested at Mind Share 2016 — an exclusive CMO
roundtable discussion sponsored by the American Marketing Association and IBM
Marketing Cloud.

During this thought-provoking, moderated discussion, you'll be able to share best
practices and learn how to make your next business breakthrough. You'll also enjoy a

fine dining experience and network with selected CMOs from your area.

This event is limited to 12 invited guests, so:

Event Details
When: Where:
April 6, 2016 The Willard Hotel
830am. to10:30 a.m. 1401 Pennsylvania Ave NW

‘Washington, DC
20004




CMO Roundtable Event Invite — Reminder Emaill

IBM Marketing Cloud RSVP now for Mind Share 2016!

Add your voice and vision to
Mind Share 2016 before it’s too late.

= .
MindiShares § grmwi® |
CMO ROUNDTABLE & .

[FIRST NAME]: Event Details
Mind Share 2016 is fast approaching. RSVP
now for this exclusive CMO roundtable When:
discussion sponsored by the American April 6, 2016
Marketing Association and IBM Marketing 8:30a.m.to 10:30 a.m.
Cloud.
Where:
Reasons you don't want to miss the CMO event The Willard Hotel
ofthe year: 1401 Pennsylvania Ave
NW
« Network with selected CMOs from your area Washington, DC
+ Share best practices and marketing 20004

technology implementation strategies
+ Learn how to make your next business
breakthrough

This event is limited to 12 invited guests, so:

RSVP Now!




CMO Roundtable Event — Registration Page

IBM Marketing Cloud M

Register now for Mind Share 2016.

Secure your spot at this landmark event.

MindIShares

CMO ROUNDTABLE&

As one of the most successful CMOs in the Washington D.C. area, your participation is essential for the
success ofthis event. You and a select group of your peers will engage in a moderated discussion on
cutting-edge marketing best practices, which will be captured on video and shared with a wider audience ata
later date.

To take your place in the marketing vanguard on April 6th, please complete the form below.
[Insert Form Here]

This event will be captured on video so0 we can share insights with other CMOs who were not able to attend.

Event Details
When: Where: Moderator: Sponsored by:
April 6, 2016 The Willard Hotel Jim Healy American Marketing Association
8:30 am. to 10:30 am. 1401 Pennsylvania Ave NW Principal, Alluvus IBM Marketing Cloud

‘Washington, DC 20004

This information i provided s is without wamanty of any kind, express or imphied, and is based on current [BM
product plans and strategy. which are subject to change by IBM without notice. IBM shall not be responsitle for
any damages arising out of the use of, or etherwise refated to. this document. Nothing contained in this
document is intended to, nor shall have the effect of, creating any warranties or representations from IBM or its.

suppliars or licansors), or altering the terms and conditions of the applicable license agresment governing the use
of IBM software.
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IBM Marketing Cloud &

Thank you for registering.

A representative of Mind Share 2016 will contact you shortly to confirm your attenda

MindIShares

CMO ROUNDTABLE&

In the mean time, if you would like to learn more about our sponsors, please visit
http:iiwww.amadc.org/
http:/iwww.ibmmarketingcloud.com/

This information is provided as is without warranty of any Kind, express or impiied, and is based on current [BM
product plans and strategy, which are subject to change by IBM without notice. 1BM shall not be responsible for
any damages arising out of the use of, or otherwise related to, this document, Nothing contained in this
document is intended to, nor shall have the effect of, creating any wananties or representations from 1BM or its
supplizrs or lisznsors), or altering the terms and conditions of the applicatle license agreement goveming the use
of |IBM software.

@ Gopyright 1BM Corporation 2016. [BM, the IBM logo, and ibm.com are trademarks of Intemational Business
Machines Corp., register=d in many jurisdictions workiwide, Other product and service names might be
trademarks of 1BM or other companies. A cument list of I1BM trademarks is available on the Web at ibm.com/legal
ioopytrade. shtmi

You may alse mail a written requast to [BM US at:
IBM Corporation | 31st FL STE 3100 | 777 East Wisconsin Avenuse | Milwaukese, W 53202
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Our sincerest apologies.

Due to overwhelming popularity, all of the available seats at the Mind Share 2016 CMO
Roundtable have been taken.

MindIShares

CMO ROUNDTABLE®&

Fortunately, the event will be recorded and made available online for your benefit, as well as the othertop
CMOs who were unable to aftend. If you would like to be notified when this video is ready, please complete the
form below.

To learn more about our sponsors please visit:
http:iwww.amadc.org/
http:/iwrww.ibmmarketingcloud.com/

This information is provided as is without warranty of any kind, express or implied, and is based on current [BM
product plans and strategy, which are subject to change by IBM without nofice. 1B shall not be responsible for
any damages arising out of the use of, or otherwise related to, this document. Nothing contained in this
document is intended to, nor shall have the effect of, creating any warranties of representations from B or its
suppliers o ficansors), or altering the terms and conditions of the applicable license agreement goveming the use
of IBM software

@ Copyright |BM Corporation 2016, |BM, the |BM logo, and ibm com are trademarks of International Business.
Machines Carp., registersd in many jurisdictions workiwide. Other product and s=rvics names might be
trademarks of 1BM or other companies. A current list of |1BM trademarks is svailsble on the Web st ibm com/iegal
jcopytrade.shiml..

You may alse mail 2 written request to IBM US at:
|BM Corporation | 315t FL STE 2100 | 777 East Wisconsin Avenue | Milwaukee, W1 53202
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CMO Roundtable — Follow-up Campaign Direct Mall

Mind Share 2016 Quote of the Day: y On Apnl 6, some of the tOp

“A corporate reputation can be built in a day CMOs from your area told us
and can be destroyed in a day as a result of

digital technology...”

what keeps them up at night.

ibmmarketingcloud.com/sieepless

|IBM Marketing Cloud v IBM Marketing Cloud

Give us 30 minutes and we’'ll share with you insights from our recent
Mind Share 2016 CMO roundtable event. So you can help your CMO rest easier.

-—

« How to incorporate social media — and avoid its landmines
*Why the right content is 5o critical for engagement
+ How to analyze and act upon all that marketing data

iples of how IBM Markef can help you and y

Let's talk ASAP.

cmoroundtable16.
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8M Marketing Cloud

Solve your CMO's marketing technology

and sleep deprivation issues.

Talk to us for 30 and gain valuable insé
from our recent CMO roundtable event.

4| Mind Share 2016

< can help you mave your

now and learn how to help

1BM Marketing Cloud

Lot's Talk ASAP

B8M Marketing Cloud
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|IBM Marketing Cloud

Get the answers to questions

that keep your CMO up at night.

Schedule your 30-minute call now.
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IBM Marketing Cloud

Thank you.

Your call request has been received.

An IBM Marketing Cloud representative will contact you shortly to confirm a
convenient time to discuss what we learned from our Mind Share 2016 CMO

roundtable event
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IBM Marketing Cloud

CMO Perspectives
on Today’s Marketing
Technology Challenges

Strategic tips shared by leading
CMOs during Mind Share 2016.
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Digital Meeting Maker — Overview

It’s Time To Move On

This approach challenges the target audience to question their current
email solution with a playful nod to matters of the heart. This audience isn't
particularly compelled to upgrade their email marketing solution for fear of
the unknown. This mailer makes them question their status quo by lightly
comparing it to a relationship you know has run its course. A quiz guestion
gets them wondering about “what if," and they can choose one of three
prizes as an incentive to take a meeting to learn more.

The onlinz experience continues the vein with fun quiz questions that
highlight the inadequacies of their current solution. The quiz answer
choices expose their lack of capabilities and customer service, while
also providing insight to Sales.



Digital Meeting Maker — Direct Mail

wrrent email marketing
ding you back?

VBN Marketing Clounad
See how your relationship stacks up at
MoreAwaits.com/SarahJensen

It’s time to see what you ve been mis
Go to: MoreAwaits.com/SarahJensen
How do you know when you've outgrown
your email marketing platform?

1B Marketing Cloud

IBM Marketing Cloud
After we meet, choose a token aYs

of our appreciation for your time.
If not, take our brief quiz and discover how much more
you could be doing with your email marketing program.

Ready to get
personal?
|
B Marketing Cloud
See how your relationship stacks up at
MoreAwaits.com/SarahJensen

P —

Goccta Chwommcont

Sarah, take our quiz. Then see what you
could learn in a 30-minute meeting with us.

dataandhsigsto your mult-channel

See how your relationship ks up at
MoreAwaits.com/SarahJensen

Ike acvanced seg-

customer axperionces  sing analytes 1o oring 1o oke your

ouyer jouney decisicns

rextlevel

See how your relationship stacks up at |
loreAwaits.com/SarahJensen




Digital Meeting Maker — Email Kit

Are you re

mouve onzt

|BM Marketing Cloud

Your email marketing software
doesn’t have to you back.

Choose your own gift as
thank you for your time.

1f you're not getting the most out of the relationship — insighttul
behaviora data, fuiling customer interactions — t's me to
find 3 better match

Take a 30-minute meeting With us and lsam how 1BM
Marketing Cloud can take your digtal marketing efforts to
3 new level of engagement

Kindie Fire Tablet

+ Capture behavioral data you can act on
g Customer experences
+ Deepen customer loyay

-+ Deiverex

Lear what's possible And aner we meet. select a free gift
253 thank you for your time

Let's Meet >

b not reacy?

Google Chromacast

o=

Amazen Fre TV Stich with
Take tIvs 1 Quiz 10 See how your current email marketing Vorce Remote
program is coing

mgmn&m

16 Marketing Cloud
Your emal marvating softwars
doran have 9 yom back

€ o e 4 1o e o sy A e 1 e s CAcK PATR

e 0 g e vademans Macrnes Coporms
1t Listed Slatus. ther couriios o Sotn

Amaton s ¢ Uadumans o Amazen com n e Unkd Slates and sihe ourtres
Amaton sevcas Sharpos Amaren

Chromacati % Hademan of Googe Inc e Undnd Btes o s courm

Gosge ven mway an beva of Shrerpap Gosge 1§ et 8 Pt 1 o 100NRSC of T prmenon

|BM Marketing Cloud

It may be ti
mouve on.

So much more awaits.

“First Mame “Last Name:
“Business Emat

*Business Phoae

“Cay: “State

We look forward 1o meeting with you.

1t may bRlime to
mote on gt

So much more awaits.

We look forward to
moeting with you.

IBM Marketing Cloud
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|BM Marketing Cloud

wgn But
o wating for

o0 benavora dets ang

Kindie Fire Tablet

How would you rate your email marketing solution in terms of support?

Google Chirommeast

Amazon Firs TV Stick with

Sign up for a brief
meeting

and choose your
own gift.

Let's Meet >

IBM Marketing Cloud

Is your email marketing
software holding you back?

You and your email marketing software

have had & good run. You've discovel
all the nuances and tricks there are to
pen from a cam.

squeeze every la
paign. But you've stagnated. You knos
there’s 50 much more copabiity

there wading f

foyahty. Could it be time to move on?

How would you rate your email marketing
solution in terms of support?

|BM Marketing Cloud

Sarah Jensen,
It looks like it's time to move on.

We know it may not be easy. But you can't deny when your
needs aren't being met. After all, you have your whole digital
marketing strategy to think about

Let's talk about it in & 30-minute meeting, and select one of
three gifts as a thank you for your time

We think you might be interested in this particular marketing
automation solution from IBM. Seriously, it's the real deal

Kindle Fire Tablet

Amazon Fire TV Stick with
Voice Rermote

Sign up fora brief
meetin
and choose your

IBM Marketing Cloud

Sarah Jensen,
It looks like it's time to move on.

- We know It may not be essy. But you

can't deny when your needs aren't
being met After all, you have your
whole digital marketing strategy fo
think about

Let's talk about it In & 30-minute
meeting, and sefect one of three
aifts @s & thank you for your time

We think you might be interested in
this particular marketing automation
solution from 1BM  Serfously, its the
real deal

Let's Meet >

Sign up for a brief
meeting
and choose your

own gift.




