8 SIMPLE WAYS
TO BOOST YOUR SALES
WITH DDM
DATA-DRIVEN MARKETING STRATEGIES
FOR BRANDS & STARTUPS
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Data-driven marketing (DDM) is the process with
the help of which marketers glean insights and
trends by analyzing company-generated or market
data, then translating these insights into actionable
decisions informed by the numbers.
The goal of data-driven marketing is to optimize
marketing processes and strategies to cater to
changing trends and the unique demands of
audiences and consumers by leveraging data to gain
deeper insight into what customers want.
When brands fully understand who, what, where,
when and why or how consumers are engaging with
their marketing efforts, they are able to make better
decisions surrounding everything from the timing of
advertising in a given medium to the customization
of marketing copy to cater to the specific audience
segments.
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DOES IT WORK?
Data-driven marketing is popular and still growing in popularity due to its proven ability to maximize ROI. Further, it’s also proven to
be helpful in maximizing the efficiency of marketing efforts and can empower brands to implement a more customer-centric
approach.
Here are some stats that prove the power of data-driven marketing:
According to a study from Forbes Magazine, (88%) of companies have used data to improve their understanding of each consumer.
(53%) said that data has made them more consumer-centric.
(75%) have noticed a growing consumer engagement with data-driven marketing.
Data-driven marketing leaders are 6 x more likely to gain competitive advantage and profitability.
Two-thirds of the leaders admit their data-driven initiatives result in new customers.
(92%) of executives agree that integrated data across teams is helpful to provide relevant offers and interactions that drive improved
customer service.
(63%) of marketers have admitted that their spending on data-driven marketing grew over the last year.
(59%) of marketers say that faster decisions are one of the benefits of using data.
(80%) of marketers agree that data is crucial to the deployment of advertising and marketing efforts.
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KPI & STATISTICS
CUSTOMER JOURNEY MAPPING

GO

7

GO

MARKETING ANALYSIS

8

Once your team sees how
indicators can positively (or
negatively) affect your
progression towards a
goal, then these data
points become more
tangible than simple
numbers on a spreadsheet.

Content is the king. That
will remain true in 2019,
but marketers will have
new ways of developing,
exposing and providing
content to consumers
during 2019.
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GO

The market analysis helps
reduce risks because if you
really understand your
potential customers and
market conditions, you’ll
have a better chance of
developing a viable product
or service.

BUYER PERSONA
A/B TESTING

GO

8 WAYS OF DATA-DRIVEN
MARKETING
CAN INCREASE YOUR SALES
IN 2019
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A/B split testing is a new
term for an old technique –
controlled experimentation.
In fact, most research
experiments could be
considered a ‘split test,’
complete with a
hypothesis, a control and
variation, and a statistically
calculated result.

PRODUCT IMPROVEMENT

GO

5

SEGMENTATION

GO
Product improvement by
increasing the perceived
value is worth or merits a
customer ascribes to a
brand. Customers rely on
the emotional appeal of the
product or service and their
evaluation of the benefits
they believe they will
receive.
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2

GO
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Buyer personas help you
understand your customers
(and prospective
customers) better. This
makes it easier for you to
tailor your content, product
development to the specific
needs, behaviors of
different groups.

H2H PERSONALIZATION

GO
Customers can also be
segmented by their
customer lifecycle stage,
interactions with sent
emails, past activities and
type of device: everything
can be used to reach the
right audience with the right
message.

3

Personalization of
advertisement is the key to
success as media
becomes increasingly
sophisticated across all
sizes of organizations.
GLOBAL TRUST IN ADVERTISING EBOOK

AD
LX

MARKETING ANALYSIS
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Do you know how to implement the marketing mix? Do you know anything about 4P's or 7P's? So
after conducting of the digital marketing analysis you will get instructions on how to use marketing in a very
effective way. You will get information about new ideas, competitors, pricing strategy, where is the highest
demand for your products is and so on. When you have such knowledge you can efficiently solve issues on
your way. For example, when you know particular information about all competitors, you can use some ideas
or not, you can attract the same costumers or learn about their needs or age. It can help develop business,
advertising and marketing structure in your company.

Whether you're just starting a
new business or reviewing an
existing business, you should
renew your market analysis at
least every year. Markets
change--a business needs to
watch for changes in its
market. The market you need
to look at is your potential
market, not the actual market
served, the one that's limited to
your existing customers. Your
target market is much wider
than just the people you
already reach. It's the people
you might someday reach, or
people you could reach, that
you need to be concerned
about.

The marketing analysis is divided into 2 parts. The first one is internal part about the brand
development. It means review, opportunity analysis & reporting. They are built on marketing mix (product,
price, place, promotion), website CRO & brand messaging of company. The second part is external gathering
of data via market research. This is a part of the essential research and analysis of the direct & indirect
competitors, market size, opportunities, demand, innovations and consumers behaviour.
When you are an entrepreneur or even an investor you need to know what you are getting yourself
into. It is necessary to gather all the data to back up your goal or vision for the business. That is why people
usually do a smart marketing audit to check for profitability. If the market is exposing signs of return on
investment you will be inspired to invest more. Besides if the target market isn’t profitable then you will stop
wasting your resources and time. Digital marketing analysis is similarly important for people who are now
operating in the market. For them, it provides an overall on what your company has acheived. It also shows
how much scope for improvement there is.

Tim Berry, Business Planner &
Angel Investor.
Source: Entrepreneur
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While you're busy digging through data, it’s easy to forget one fundamental point, “Data alone can’t form
a marketing strategy” says Sreeram Sreenivasan on StartUp Nation. Insights are developed after your team
analyzes the data and then “form hypothesis, vision and next steps.” This includes analyzing “customer
behavior, buying patterns, preferences and background to develop different buyer personas.” With this
information you can “figure out who each customer is, what they like to buy, what they like to search, what
their interests are and what influences them.”

We dedicated ourselves to
designing our buyer personas,
and it didn’t disappoint. Our
efforts resulted in a sales team
that can quickly identify
qualified leads, a marketing
team with a laser focus making
on high-value content for our
specific personas, and a
renewed confidence in being
transparent on our pricing and
packages. Before, we would
pursue and woo those clients
we thought were whales. We
thought we were perfect for
each other until we were in the
midst of doing the work and
learning the hard way that it
wasn’t a good fit.

Having created your buyer personas, you’ll want to create customer-focused content that has been
personalized and is intriguing to your target audience.
Buyer personas help you understand your customers (and prospective customers) better. This makes it
easier for you to tailor your content, messaging, product development, and services to the specific needs,
behaviors, and concerns of different groups. In other words, you may know your target buyers are caregivers,
but do you know what their specific needs and interests are? What is the typical background of your ideal
buyer? In order to get a full understanding of what makes your best customers tick, it's critical to develop
detailed personas for your business.
The strongest buyer personas are based on market research as well as insights you gather from your
actual customer base (through surveys, interviews, etc.). Depending on your business, you could have as few
as one or two personas, or as many as 10 or 20. But if you’re new to personas, start small! You can always
develop more personas later if needed.

Ultimately, our team learned
that it’s best to have more than
just a vague understanding of
our target market.
Without buyer personas, you’re
doing business blindly. It’s like
planning what you’re going to
do when you reach your dream
vacation destination, but not
taking any time to book the
flight or get an address.
Korey McMahon, Forbes
Councils.
Source: Forbes
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With the rise of digital channels and platforms, there are more marketing technology solutions available
than ever before. According to Scott Brinker's annual #MarTech landscape, there were more than 5,000
software solutions available for marketers in 2017. But all this marketing technologies are nothing without a
strategy. Ultimately, a marketer's goal is to increase sales and drive customer retention.
What's interesting about this intersection of marketing and technology is how machine learning is giving
marketers more insights into what people are doing and searching. Despite the proliferation of software tools,
I firmly believe there's a shift back to the good old days of personalization at a 1:1 level.
Keeping up with the marketing
discussion about
personalization is a real
challenge. Some marketers
recommend using a blue
button instead of a red one,
and other marketers
recommend using red instead
of blue.The reason that so
many people are
recommending different things
is that most of these
personalization efforts only
experience marginal
results.They aren’t actually that
effective.

Again, the biggest challenge is aligning new technology with your marketing strategy to connect with the
people you want to purchase from your company. If you're a CMO, you need to consider how this technology
is going to help drive engagement at each stage of the buyer's journey and customer experience. Adding a
new tool isn't useful unless you know how it will work to drive new revenue.
At the end of the day, regardless of whether you're in marketing for a business-to-business (B2B) or
business-to-consumer (B2C) organization, it's about creating human-to-human (H2H) connections.
Even if you're selling on eCommerce, it's a human on the other side of the computer writing marketing
copy convincing another human to buy something. Until the rise of the robot overlords, people buy from other
people.

De-personalization, however, is
effective. When you remove
name tags from your emails
and add transparency, write
like a real person, provide real
value, focus on your existing
customers, and listen to your
audience, you’ll generate leads
and revenue like never before.
And it won’t be because your
marketing campaigns feel
personal, but because they are
personal. And that’s an
important difference.

Neil Patel, co-founder of Crazy
Egg, Hello Bar and
KISSmetrics.
Source: neilpatel.com
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Boil a larger market down to the right group of prospects, and you can experience the following advantages:

Understand more deeply a smaller group of buyers. Every business niche has its own jargon,
acronyms, inside jokes and verbal shorthand. You earn a second meeting if you can speak that language, and
you instantly lose credibility if you can’t.
A common sales hurdle for
B2B companies is
demonstrating an
understanding of the specific
needs of their prospects.
Individual buyers are
convinced that their
circumstances and challenges
are unique, and unless you can
prove to them that your
solution has been crafted with
their situation in mind, you may
lose the deal.

Case studies have a higher impact on future prospects. When business cases are on target, your
chances of winning over a prospect increase significantly. There’s great sales power in being able to say, “I
was working with another company that had the exact same problem, and here’s how we solved it.”
Eliminate competition that is too general to understand your segment. Everything else being equal,
the supplier/vendor holding the most inside knowledge wins.
Find your ideal customer profile and become a production facility instead of a job
shop. Production facilities put out products (or deliver services) that change a little from customer to
customer. A job shop must customize every order. Homogenize your prospect list and customer base, and you
can reduce variance in your offerings.

On the other hand, you can’t
be all things to all buyers. You
can, however, be the right
solution to a large enough
group of buyers to successfully
grow your business, if you can
implement a smart
segmentation strategy.

Larry Myler, B2B sales
strategyst.
Source: Forbes
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We judge values of things we buy. Because of perceived value oftentimes we offer more or less than the
actual value of the product. Sometimes we are ready to pay a $100 bill only to be surprised to see that the
product's actual cost is $80. This is the result of the perceived value. Although it may not make sense with
our conventional viewpoint but if you consider the human factor of a consumer/buyer this makes total sense.

When was the last time you
went into Walmart and asked
for a discount? I did it
yesterday. Consumers want the
biggest bang for their buck,
and merchants want to make
as much margin as possible.
Price shoppers are in every
industry. The problem is, some
people attract them, and others
avoid them like the plague.
There is no solution to
eliminate them completely. But
there are subtle tactics you can
use to increase your perceived
value, and get paid what you
deserve.

The other day I was watching a webinar, where the host was selling a product for $397.At the end of the
presentation, I was left with the decision whether or not I was going to buy.
Despite the claims by the host that the product was worth well beyond the $397 price tag, I decided that for
me, it wasn't worth it. However, it was interesting to me that naturally there would be some people who would
buy, as well as some people who would not. How is this possible? The answer is perceived value.
If we lived in a world where the value of a good was indisputably equal to its price tag, we would never
have these issues. Instead, we live in a world where people come up with their own interpretation of the
perceived value of a good. If their perceived value is greater than the price tag, in most circumstances they
will buy.
Most of us tend to believe that people want to buy cheaper goods in order to save money. While there is
some truth about, the opposite can be just as true; sometimes people want to buy the most expensive item.
For them the perceived value of the expensive item sometimes exceeds than the original value.

There is no doubt that social
proof will add benefits to your
conversion goals. But I don’t
want you to use this
information with a haphazard
approach.

Sam Oh, Founder of Money
Journal
Source: Entrepreneur
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In a nutshell, A/B testing is little more than experimenting with two types or variations of a landing
page, ad text, a headline, call-to-action form or just about any other element on a website. Sometimes called
split-testing, A/B testing allows you to create and display two variations of your page and/or its content to see
which one attracts more interaction and conversions from your site visitors.
Testing within the data-driven marketing world is perhaps the most crucial strategy any team can take
and should be part of standard practice.

A/B testing is one of the
easiest ways to increase
conversion rates and learn
more about your audience as
you test websites and
advertisement, but is still
underused by online marketing
professionals. This is because
any form of testing is often
assumed to be very technical,
time consuming, and difficult to
implement. But this is just not
the case.
When you consider the value
of conversion rates and
customer insights, it’s
impossible to ignore such a
simple form of testing that
supports website and
advertisement optimization.

"Even the smallest change put through a simple A/B test may have huge impact on actual
conversions," Smith said, adding that it's important to always be tested. Rather than run one test, continually
challenge results.It's a mobile-first world and B2B engagement is no exception to that reality. Part of building
out a strong mobile strategy for business marketers requires carrying out tests to see what works and how
they can best create cohesive solutions throughout the marketing funnel.
Some marketers lean heavily on A/B tests that iteratively compare a “test” cell to a “control” cell. This
allows the marketer to try different messages, offers, color schemes, creative elements, mailing lists or
marketing targets. This approach has long dominated direct marketing, and it extends naturally to website
optimization, e-commerce and other situations in which the marketer can read the result of the test through
direct feedback from the market.
Large digital demand-side platforms have made A/B testing easier and more popular in recent years.
Marketers appreciate the simplicity and clarity of an A/B. test.

Source: Oracle
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Customer journey mapping is a widely used and impactful technique that can help you make a better
product, marketing, content, UX, and sales decisions.

Data-driven marketing is a
powerful tool, but how that data
translates to the customer
journey will be paramount in
digital marketing success in
2019.
Strive first to use data to know
where your consumers will be
on every step of their
purchasing path, learn what
appeals to them, and design
your marketing to touch them
all along their journey.

A customer journey map tells the story of the customer’s experience: from initial contact, through the
process of engagement and into a long-term relationship. It is an oriented graph that describes the journey of
a user by representing the different touchpoints that characterize his/her interaction with the service. In this
kind of visualization, the interaction is described step by step as in the classical blueprint, but there is a
stronger emphasis on some aspects as the flux of information and the physical devices involved. At the same
time there is a higher level of synthesis than in the blueprint: the representation is simplified trough the loss of
the redundant information and of the deepest details.
It may focus on a particular part of the story or give an overview of the entire experience. What it
always does is identifying key interactions that the customer has with the organization. It talks about the
user’s feelings, motivations and questions for each of these touchpoints.
It often provides a sense of the customer’s greater motivation. What do they wish to achieve, and what
are their expectations of the organization?
The more you explore journey mapping, the more you will learn its mechanics, and the better you will
understand what your customer is experiencing with your organization.

Katie Harris, Spot On
Solutions
Source: Forbes
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After you've determined your strategy's goals, you need to identify the metrics that you’re going to use
to determine how successful your strategy is. Adloonix uses the goal of increasing blog readers on where you
would use metrics like “Engagement rate of posts, number of link clicks, how many times the article is shared
on social, average time spent on an article by people coming from social, percentage increase of readers
coming from social sites”. When evaluating your goals review these numbers and ask how they impact your
business.
So how should executives take
ownership of performance
assessment? They need to find
measures, qualitative as well
as quantitative, that look past
this year’s budget and previous
results to determine how the
company will fare against its
competitors in the future.
They need to move beyond a
few simple, easy-to-game
metrics and embrace an array
of more sophisticated ones.
And they need to keep people
on their toes and make sure
that today’s measures are not
about yesterday’s business
model.

Marketing Metrics and Key Performance Indicators (KPIs) are measurable values used by marketing
teams to demonstrate the effectiveness of campaigns across all marketing channels. Whether you are looking
forward track digital marketing performance, SEO progress, or your social media growth, having measurable
marketing metrics and KPIs set up can help your business reach targets month-over-month. Track your
marketing goals with these marketing metrics and KPI examples.
Never send out a marketing campaign you’re not prepared to continue collecting data from, whether it
means sending a follow-up email related to a click or creating a digital retargeting campaign for an item a
person viewed on your website. The more data you have in your arsenal, the more you can do to continue
reaching and converting leads. Track all of your results and use the insights you gain to create new audiences
and better calls-to-action.

Sir Andrew Likierman,
Professor in London Business
School
Source: PwC
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WHO’S DONE IT RIGHT?
What a better way to come up with data-driven marketing ideas than learning from the best. There are thousands of examples of
data-driven marketing out there. As a matter of fact, the majority of the marketing messages are driven by data-derived insights.
However, some brands stand out with their incredible success. Here are some of them:

SPOTIFY
Spotify, the popular music app, is one of the best examples of data used right. The app uses listener’s data to create custom playlists that are
based on each user’s individual listening activities, including time of the day, current season, etc.
The way Spotify using analytics to improve the user experience is definitely an example to learn from.
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VERSACE
Versace is a powerful example how using customer data and media buys wisely can lead to increased sales and ROI. When marketers at
Versace realized that entry-level items like wallets and sunglasses make up most of the purchases, they wanted to improve their strategy to
attract customers who buy larger items like clothing. Therefore, they analyzed and segmented company’s current customers.
It helped them realize who the most valuable existing customers are. Furthermore, based on that they created a prospect model of lookalike best customers and used it for marketing campaigns to attract high-end shoppers. Needless to say that the campaign was successful
and delivered a 35% increase in online sales and 300% average order value increase.
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GRUBHUB
The food delivery app GrubHub has valuable data about what, where and when people eat. The company uses it in a smart way – they
mine the data and turn it into engaging content like quizzes, polls or contests. Moreover, the app cooperates with several publishers and
often creates compelling native advertising that uses the data they gather in an original way.
For instance, before U.S. Presidential election, GrubHub cooperated with Time Magazine and created a quiz together. The quiz was based
on company’s data about the number of times each of 175 dishes was ordered in 214 congressional districts. The quiz allowed to find out
whether your dietary preferences were Democrat or Republican based on user data overlaid with voting/polling data for the same area.
Cool, right?
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CONCLUSION
These are exciting times for marketing professionals. Our modern society produces data at a rapid rate and there are virtually endless
opportunities to collect information on existing and potential clients in digital channels and social media. By following consumers’ digital
footprints, marketing professionals can gain deeper insight on customers and their needs and preferences when planning a campaign. You
can also continuously adapt your message during the campaign by measuring customer experience (CX) and listening to recipient
responses.
Data analysis has become a natural part of marketing and more of today’s consumers expect highly relevant messages and for companies
to understand their needs and when and how to meet them. At Adloonix, we work every day to refine, interpret and analyze data to help
our customers maximize the effectiveness of their marketing. Here, we share news, analyses and trendspotting in data-driven marketing.
Data-driven marketing is not new but it has definitely come a long way from just measuring cost-per-click and bounce rates. The availability
of wide range of platforms, technology, tools and data sources, improving your marketing performance is easier than ever.
Enhanced and personalized customer experience and other benefits data-driven marketing provides, makes it a winning strategy for any
organization. Data-driven marketing is customer-driven marketing.

“DATA — THE BEST MARKETER’S TOOL
BETTER LEADS, MORE SATISFIED CUSTOMERS AND INCREASED ROI”
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ABOUT ADLOONIX
Adloonix is an international digital marketing and data-driven agency
that provides the proven data-driven marketing experience to Brand
and Startup owners around the world through analyses, strategies &
advertisement offerings. Our approach marries
proprietary Adloonix data with other data sources to help clients
around
the world understand what’s happening now, what’s happening next,
and how to best act best this knowledge. Adloonix has provided data,
analytics and digital strategies based on scientific rigor and in
novation, continually developing new ways to answer the most
important questions facing the media, advertising, IT, travel,
healthcare, education and fast-moving consumer goods industries.
Adloonix has operations in over 20 countries. For more information,
visit www.adloonix.com.

MAKING BRANDS REMARKABLE

25

Copyright © 2019 The Adloonix Company (UA), LLC. All Rights Reserved.

AD
LX

WHY BET ON ADLOONIX AS YOUR
DATA-DRIVEN MARKETING PARTNER
Marketing is both a disruptor and catalyst for growth. It is not just adding capability but changing business models. In this fast-moving
digital era, you have to pick your marketing partners carefully—making sure they not only have the capabilities you need, but that their
approach empowers your agility, efficiencies and differentiation. Adloonix delivers an amazing breadth of solutions, but most importantly,
we’re working in a way that prioritizes flexibility, integration and trust. We are both working in this way and delivering solutions that support
this approach.

FLEXIBLE:
With your flexibility as our priority, we are focused on building marketing solutions that become essential to help your business get more
done. Making sure our solutions meet your employees, marketers and digital professionals at their skill sets - so everyone can move
forward.

INTEGRATED:
Some marketing specialists would have you spend more on integration than you do on their solutions. To deliver better value, our
approach is different - it’s built for - and open to - simplicity. Our powerful simplicity model is attractive to our partners who build on
marketing mix marketing - where they can also integrate our differentiated capabilities such as data-driven strategies, marketing GAP
analyses, researches, advertisement and advanced analytics. Underpinning all of this is our relentless drive to make all of the solutions
we deliver to you - work together - so you aren’t burdened by integration.

TRUSTWORTHY:
In the mobile-first, cloud-first world, trust is paramount. That’s why we continue to
invest heavily not just in our experience but also in the value of our services provided to our clients. As we pursue our mission to help you
achieve more, Adloonix will continue to be committed to developing trusted solutions for our customers. To do
so, we’ll continue working with industry partners and competitors.

26

GLOBAL TRUST IN ADVERTISING EBOOK

AD
LX

THE PATH TO DIGITAL
The path to digital transformation is less about capitalizing on new technology; it requires business leaders to embrace a different way of
bringing together people and processes with those technology tools as well as an openness to re-envisioning traditional business models
and the mindset of a digital company in terms of how you engage your customers, empower your employees and optimize your
operations to reinvent products and business models. Digital transformation is your transformation, supported by Adloonix's commitment
to empower every person and every organization on the planet to achieve more.

GET STARTED TODAY
Work with Adloonix to start your data-driven business transformation today. Use our knowledge and expertise in researching the target
audience, analyzing marketing or increasing brand awareness and driving higher quality leads to sales or pilot to drive the right
implementations and solutions for your business.
No matter how you start, you can count on Adloonix to provide the solutions and resources to help you transform
your business.

OUR MAIN DATA-DRIVEN SERVICES:
Marketing Analysis (Brand Analysis & Market Research);
Buyer Persona Research;
Promotion strategy (Customer journey mapping, multi/omnichannel);
Mobile strategy;
Market entry strategy;
SMM strategy;
Lead Generation (using A/B testing);
SEO;
PPC (Google Adwords & Bing);
Paid Social media;
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