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Masterilerle lliskilerin Boyutu

No Perceived Value: Parity Value: Differential Value: Customized Value:

Customers have little Customers perceive Customers perceive Customers perceive

or no familiarity with little significant higher quality for a themselvesto be

or awareness of the differentiation among brand relative to embedded in the

brand. competitive offerings. competitors, making it brand’s ecosystem of
Purchase and use are more attractive, even products and services
based more on price at a higher price. through their adapta-
and availability. tion and investments

inthe brand’s systems
and processes.



Pazarlama butcelerinden dijital
pazarlamaya ayrilan pay:

% 57,9



The CMO Survey®' s September 2022

Industry heterogeneity in channel strategy changes
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Increased Returned to Using social Added direct to Face to face
number of face-to-face channels consumer have become
channels channels to sell channel digital channels

B2B Product 65.7% 58.6% 28.6% 10.0%

B2B Services 58.6% 58.6% 20.7% 6.9%

B2C Product 73.2% 31.7% 39.0%

B2C Services 54 5% 36.4% 45.5%




Dijital pazarlama harcamalari karsiligi
ortalama sonuc¢ aldigini veya iyi sonug¢
alamadigini duslinenler

>% 30



 Sirketlerin dijital pazarlama konusunda tamamen
entegre bir organizasyonlari eksik

* Pazarlama ekiplerinin 6grenme sireci uzun ve

Performans carmasik
v * Veri analitigi ve harekete gecebilir metrikler
Ag | gl NN * Musterinin yolculugunu anlamak ve yonetmek

Neden‘erl karmasik bir siireg

» Siurekli degisen regulasyonlar ve kurallari takip
etmek



 Stratejik deneylemelere 6nem vermek
* Fonksiyonlar arasi isbirliklerini gliclendirmek

Pe rfo rMmans| * Inovasyon kaltiir

* Buyume yakalamaya odaklanmak
Artl Mmd k * Al ve ML konusunda yetkinlikler edinmek



Four Ways of Looking The Customer Journey Matrix

To boost your ability to spot unmet needs, you must Customer journeys can be categorized into four
diversify how and where you look, as in the four distinct archetypes according to their level of effort
strategies below. and predictability.

Challenge your vision by looking
at unconventional users
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Veri Temelli Pazarlama Yaklasimi

A 360-degree view of consumers and pockets of growth,
supported by predictive and prescriptive insights

Opportunity/demand
identification

l ' Rapid

activation

Delivering the right message at
the right time in moments that
matter—and measuring the impact

The talent, culture, and
infrastructure required to
scale impact

Capability-

building Consumer-
centric

data-driven

growth

Agile Martech/

operating data
model enablement

4

The new ways of working needed for an Activating a fit-for-purpose data and tech-
agile, modern, marketing organization enabling customer-centric strategy
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