SiriusDecisions
Intelligent Growth’®

#S5DSummit
May 9, 2018

Demand Creation

Infrastructure

A Capabilities-Driven View of the Stack
That Drives Growth

<

Jonathan Tam Jessie Johnson
Senior Research Director Research Analyst
@jontam13 @jjhnsn






Executive Summary

- Key issues

« The traditional category-led view of the expanding b-to-b technology landscape
has resulted in confusion and frustration for end users and providers alike

« While categories may help group technology providers, they don't help leaders
making investment choices identify the best options to meet business goals

« Companies want help matching their goals and needs to technology capabilities
regardless of category, so it's easier to maximize investment return

- What you will walk away with
- An overview of the complete b-to-b marketing technology stack
« An understanding of how to define technology needs on the basis of priorities
« An example of how one company is deploying technology to reach its goals
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Priorities-
Based B-to-B
Revenue
Engine

M Product
B Marketing

Sales

Customer understanding

Product portfolio investment decisions
Pricing and packaging strategy

Product innovation and lifecycle process
Agile enablement

Roles, responsibilities and structure

Marketing strategy and investment
Marketing transformation

Marketing impact

Organization design and development

Demand management process
Demand program design, planning

and execution

Demand program delivery mechanisms
Functional design and development

ABM strategy, goals and alignment
ABM infrastructure

ABM program planning and execution
ABM measurement

ABM team design and skill development

Brand experience

Corporate communications

Corporate messaging and content
Employee and executive communications
Functional design and development

Content management and technology
Strategic content planning

Content factory

Functional design and development

Marketing reporting and measurement
Marketing planning and budgeting
Marketing infrastructure

Marketing data management
Functional design and development

Go-to-market strategy

Personas and buyer insights
Portfolio messaging and content
Bringing offerings to market

Sales knowledge transfer
Functional design and development

Business case and measurement
Customer lifecycle and retention
Customer advocacy and references
Customer insights and analytics
Functional design and development

Strategy and planning

Channel demand creation

Partner program design and optimization
Partner enablement and engagement
Functional design and development

Sales Executive

Sales strategy

Organizational design and investment
Talent management

Sales execution

Sales productivity

Sales Enablement

Sales asset management

Talent acquisition support

Sales onboarding

Ongoing learning and development
Sales communications

Functional design and development

Sales Operations

Sales planning

Sales productivity analysis

Sales processes and infrastructure
Sales reporting, analysis and intelligence
Incentive design and management
Functional design and development

Channel Sales

Channel sales strategy

Channel sales profitability

Partner recruitment and assessment
Channel sales execution
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The SiriusDecisions B-to-B Technology and Services Coverage Universe
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The SiriusDecisions B-to-B Technology and Services Coverage Universe

Account-Based Marketing

Marketing Operations

Marketing automation

4 Ad tech - demand-side 4 _Artificial intelligence - 4 Adtech-data 4 Digital asset 4 Intent
platform predictive management platform management monitoring platform
4 Customer intelligence™~ 4" Customer journey -4, Event Narketing resource 4 Profile data Sales force
management mapping management management management automation
4 Channel data Performance Social
analytics - marketing collaboration

<4 “tent monitoring 4 “Profile datamanagement management

Social
collaboration

4 Performance

4 Marketing automation )
analytics - marketing

Demand Creation

Channel Sales

+ Channeldata

4 Sales asset
management

management

Sales Operations

Sales compensation - 4 Sales force
4 Performance analytics - sales

automation Artificial

management
intelligence
4 “Configure, price and quote

4 _Sales asset
management

4 Social

4 Translation and
callaboration

localization
4 Artificial intelligence - predictive

4 Webinar 4 Market and competitive
intelligence

technologies

platform
<4 Translation and 4 Ad tech - data 4 Ad tech - paid 4 Artificial 4 Artificial intelligence -
4 “Sales asset 4 -sales force localization i managementplatform search agencies intelligence predictive 4 Partner relationship
management automation personalization management + sales force automation
4 Demand creation 4 E-commerce  4>_Teleservices. 4> ~Web 4 Web & Cont
agencies, analytics design ontigure, price
. . and quote
Brand and Communications 4 Digital asset + Event Performance 4+ Jeleservices  #-Translation and
management management analytics - sales SNblement I6calization R
4 Ad tech - demand-side 4 Brand and creative + MG Sales Enablement
Intent q +
4 Salesforce 4 Search engine +Social 4 Profile data We:malr
management technologies 4 Messaging development 4 Sales learning
and training and coaching

+ Web content
management

platform

* Influencer relations

Social

collaboration 4 Messaging development

and training -
<4 Social mediaintelligence M k t
and management ar e In

Channel Marketing

4 Channelincentive
management

4 customer
advocacy

Channel marketing

4 Channeldata
and management

management
Eventmanagement
4 Configure, price and +. & 4 Webanalytics
quote
4 -Sotial collaboration

4 E-commerce

< Translation and

4 Sales force automation
localization

4 “Marketing automation
platform

A Web technol
4 Partner relationship < ety e ma s

management
4 Social mediaintelligence
4 Profile data and management
management 4 Sales asset

management

monitoring automation optimization. i
collaboratioh

<4 Ad tech - demand-side

4 Marketing automation
platform

platform

and managem

Customer Engagement

4 _Customer intelligence 4_Performance ~ 4 Intent
management analytics - sales monitoring
s 4 sales force 4_social
automation coltabaration
management
+ “Web, +
analytics

Content Strategy and Operations

<4 Contentservices

4 Content marketing
providers

Content software
display +

Web

4 -Digital asset
analytics

management Search engine

optimization

€Ustomer journey
mapping

<+ Social mediaintelligence

<+ Marketing resource
and management

management
e 4 /sales asset

management

4 Social media intelligence

4 Web content

4 Salesforce

Sales

ent
automation + Social
+ Sales asset collaboration
management
4 sales talent
acquisition
4 sales

<4 Social mediaintelligence

and management methodology

4 Customer journey
mapping

4 Marketing automation
platform

Web content Product Management

management

< Price optimization and
management

Market and competitive
intelligence

Portfolio Marketing

4 Market and competitive
intelligence

Product
engagement

+

4 Productplanning,
prioritization and
roadmapping

4 Messaging development

Translation and
and training

localization

4 “User research and
concept testing

4 Persona

development

Product

management
4 sales asset
management
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The SiriusDecisions B-to-B Technology and Services Coverage Universe

Account-Based Marketing

4 Ad tech - demand-side
platform

4 Artificial intelligence -
predictive

4 Customer intelligence
management

4 Customer journey
mapping

<4 -ntentmonitoring 4 Profile datamanagem
4 Performance

4 Marketing automation )
analytics - marketing

platform
<4 Translation and

localization
+ Sales asset

management

4 Sales force
automation

Brand and Communications

4 Ad tech - demand-side 4 Brand and creative

platform

* Influencer relations
Social
collaboration 4 Messaging development
and training
<4 Social mediaintelligence
and management

Channel Marketing

4 Channelincentive
management
4 Channeldata Channel

management and man

4 Configure, price and 4 Fventmanagement
quote
4 -Sotial collaboration
4 E-commerce

4 “Marketing automation < Sales force automation

4 Event

Social
collaboration

Marketing Operations

4 Adtech-data 4 Digital asset 4 -Intent Marketing automation
management platform management monitoring platform
Marketing resource 4 Profile data Sales force
management management management automation
Channel data Performance Social

ent management analytics - marketing collaboration

Demand Creation

4 Adtech - data 4 Ad tech - paid 4 Artificial 4 Artificial intelligence -
web management platform search agencies intelligence predictive
personalization

4 Demand creation 4 E-commerce  4>_Teleservices. 4> ~Web 4 Web

agencies analytics design
4 Digital asset + Event Performance 4 Jeleservices - Translation and
management management analytics - sales e —y [ocalization
R 4 Salesforce 4 Searchengine _ 4 4 Profile data + Webinar
+ monitoring . B Social
Web content automation optimization. management technologies

collaboratioh

management

4 Social media intelligence
and management

4 Ad tech - demand-side
platform

4 Marketing automation
platform

Marketing

Customer Engagement

4 _Customerintelligence 4_Performance <4 Intent <4 Social mediaintelligence
management analytics - sales monitoring and management 4 Customerjourney
* Customer mapping
advocacy
4 sales force 4_social

* Customersuccess
management

4 Marketing automation
platform

marketing automation coltabaration

agement 4 Web content

management

4 Web
analytics

4 Web analytics

Content Strategy and Operations

<4 Contentservices

<4 Translation and 4 Contentmarketing

platform localization Content software providers
display <4 Translation and
localization
Webinar technologies
4 Partner relationship + 8 4 ~Digital asset Web
management CUS(O!’HE(JDurnEy management Search engine analytics
4 Social mediaintelligence {1apping optimization
4 Web content
and management

4 Profile data
management 4 Sales asset

management

management
<+ Marketing resource

management

<+ Social mediaintelligence

and management
< ‘sales asset

management

Start Here

Find your functional
galaxy within the b-to-b
universe; this narrows
down options and
makes finding the

right categories faster
and easier

Ask

What discipline within
marketing has a priority
or need that we're
looking to support?
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The SiriusDecisions Demand Creation Technology and Services Galaxy

-~ A~ Find
"N~ Identify your discipline
) area - think of it as your
solar system within
your functional galaxy

Ask

What priority (or
combination of
priorities) do we need
to support?

Demand Creation

4 Adtech -data <4 Adtech - paid 4 Artificial 4 Artificial intelligence -
management platform searchagencies intelligence predictive
4 Demand creation 4 E-commerce 4 Teleservices 4 Web *Web
agencies analytics design
& Digital asset 4 Event Performance & NEleserices 4 _Translation and
management management + analytics - sales enablement localization
+ Intent . ' < .
o 4 Sales force Search engine 4 soci 4 Profile data Webinar
4+ monitoring ; e Social :
Web content automation optimization Sollaboration management technologies

management
4 Marketing automation

platform platform

4 Ad tech - demand-side <4 Social media intelligence

and management
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Demand Creation Priorities

Demand
Management
Process

Demand Program
Design, Planning and
Execution

®
S8

Demand Program
Delivery Mechanisms

Demand Functional

Design and Development

Think

Consider what specific
priorities or goals you
need to support within
the discipline area -
think of it as narrowing
down the right planet
within your solar system

Ask

What do we need to be
able to do to address

our priority?

SiriusDecisions



Tech Needs Become Clear With a Capabilities-Driven View

@, 1. Discipline:

Demand Creation

Q}_{F_ 4. Technology Coverage:

2. Priority:
Dema nd Progra m DeSign: 4 Ad te%h - paiq 4 Artiﬂgial <+ Arti;i;iql intelligence -
/ \ Planning and Execution search agencies intelligence predictive

+ Web

analytics

3 Capabilities: o e, ¥ Teonaonand

Program planning

<4 Sales force 4 Profile data
* Program execution process + web content automation management
management
C Oﬂ:er developmeﬂt 4 Marketing automation 4 Social media intelligence and
platform management

« Program measurement,
reporting and dashboards

« MAP implementation
« Program diagnostics

« Resource modeling for

demand programs
prog SiriusDecisions



B-to-B Tech Stack Investment Today

SiriusDecisions » command Center

About the SiriusDecisions
Command Center™

Metrics Research Explorer

T Went live in July 2017

le | Unfavorable

650+ metrics

100,000+ historical and seeded
responses

1,000+ clients have participated

7,000+ additional responses have
been added

A—— Resulting in 3MM+ data points

Source: SiriusDecisions Command Center™

#SDSummit
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2018 Planned Investment in Demand Creation Technology

Percentage of companies that are planning a

signficantly (+30%) greater investment than last year
1 70/ Web Site
o Optimization
Web
1 6% Analytics 1 4% E-Commerce
. Social
1 4% Video 1 4% Collaboration

12 © 2018 SiriusDecisions. All Rights Reserved

Source: SiriusDecisions Command Center™

#SDSummit @jontam13 @jjhnsn
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B-to-B Tech Example: Demand Creation

Apptio




Demand Creation Infrastructure
A Capabilities-Driven View of the Stack That Drives Growth

N

Chris Pick, CMO

APPTIO v @ehismpic

Wednesday, May 9, 2018



Apptio, The Business System of Record for Hybrid IT

Enterprise Software, NASDAQ Listed (APTI)

CIO Dashboards

CCAPPTIO  CIO Summary oo

Seattle-based, 900 Global Employees

Actua I Spend os % of g Revenae Actu I Spend as % of O Opix Actua I % Ot Actu % of FTEs 1 Actel T Spend per Employee
15.8% 17.6% 73.2% 18.9% $19.76K

Acme, Inc’s berchmark data is taker from the Sllowing peer Groug industry vertical Al Industrion, peimary cperating geograghy APAC. and the crganizasion's reverve 18 - 108: The banchmark mets verson Spring 2018

SaaS Applications & Analytics Platform
Manage $200B+ in IT Spend

nit and Employee Applications Summary  Top Application Costs by Application Family

% App Run YTD
57.9%

% GTB Project Costs YTD
19%

% TTB Project Costs YTD
16%

;;;;;

.............

© 2018 Apptio, All rights reserved ‘ g APPTIO



Fueling Growth With Multiple Levers

Market Diversification
Development
3
[P

Z

Markets

| Market Product
Penetration Development

Existing

Existing New

Products

‘ fg APPTIO



Fueling Growth With Multiple Levers

A
: Mark
: arket Diversification
; Development
LB
1 O
 Z
v |
~
Y |
=< |
< | Product
E ] Development
i en
i .8
Lz
Pox
P

Existing New

Products

© 2018 Apptio, All rights reserved
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Capabilities-Driven (Unit) Economics

“Early Adopter”

“Category-Based” GTM

GTM

_— |

“Persona-Based”
GTM

Online &
Virtual Events

| Marketlpg Hyper |
. Automation Targeting ey
SDR Prospecting Buyer’s |
& Events Journe
HIEY T Sales
Engagement
2010 2011 2012 2013 2014 2015 2016 2017 2018 2019

—— COST/QAO

© 2018 Apptio, All rights reserved



C amerio
| H1 IT Finance Campaign

Buyer’s Journey
April 2018

CREATE AWARENESS

ity Marketing Channets auten with retevant “hook” messages
Continuous Financial
Elevate the Value Build Annual & T Plan IT Project Align Service Budgets to
of IT Finance Multi-Year Budgets = Financials Business Demand

(Forecast + Variance)

Service Budguting, 490 & service
budget, 5 sty St

it s o ot ‘on Suiness Dumand
o8 Woys 1o Closs the Bk . 199 A & Sarvics ot A
#: tinnce 103 0 oo P Tormerd daprooch
W6 Bt Practas for ertepe £5.3 St o i F
W5 S
WP Naling Yo 1 Finsncil Pam ¥
W sest Prctices to Reds
at
Stategic 7 Fnance 7 geing [R—— rawet Firamct Mareing Sonice Demand Monng

T i, ATUM s

Outcome: FORM REGISTRATION (INQs)

NURTURE INTEREST

5. Marketing Channeks delver crgoing educason

P T

sesioees

Jnr— [p— zZ
WEBNAR: Guly S o 1 et - 1
[ ——— ; Q
WEBINAR Mo Micron Elisoed Buder Voince (g 8O) g
soemo eveas s
C— WEST 201, Wamger T Srbegtage, TTMA, Foarct 168, ATUM 2,
i ek Paening ks e
Outcome: FIRST MEETINGS (SALs)
CONVERT TO PIPELINE
SR conduct dcovery, map 1 procuct play, engage ATUSTL drive wigency,
uct Play New logo: TFME Expansion: ITPF Expansion: PFP Expansion: SOP
< T P 1 Mg s e o e 500 e
Product Content z
o aTune 08:19 Overiem 03: P Oversien 03507 Ovariew g
o8- Orariem &
erstion TR =]
Tr cout Toen o5 !
tent dloarle CSRV.Custame fenes
R G T ————
ot M Ot ensing 179 Gt o .
fp— 19 Accsaaton o Acaersn 00 dcceersion
Tactics gives) T Tt oo 1 e e 0 Tes o 500 Tt oo

Outcome: QUALIFIED DEMAND (QA03)

be found on Seismic.

© 2018 Apptio, All rights reserved . 2 The latest version



CHANNEL & INVESTMENT MIX

Channel

How do we get
in front of
prospects?

What do we
offer them to
engage with?

What martech
supports this?

© 2018 Apptio, All rights reserved

CHANNELS

PR, AR & SDR & FSR Apptio & 3rd
Corp Comms Online Prospecting Virtual Events | Party Events Direct Mail
Earned media . Paid search EEL ne.t‘.Nork MUIt"thUCh .. Physical presence

. Organic search L. advertising education Recruiting .. Clutter buster
mentions & . advertising o e & recruiting . .
. results for high- . to specific people & engagement of specific people . physical mailers to
articles by traffic keywords | °" high-relevance on LinkedIn and sequence to by SDR & FSR of specific people specific people
influencers LaTc key keywords quenc ¥ by SDR & FSR P peop

Facebook

specific people

Rel t & Bl ted Thought-leadi C [li
elevant news Blogs, web pages Gated content, Gated content, 085 gare ousht=eading, | o o quct collateral ompefing
thought ) ) content, webinars | relevant topics & reference &
. & gated content | webinars & events | webinars & events & demos
leadership & events speakers product content
Apptio.com, Bizible, Marketo, Google, Bing, LinkedIn, Outreach,.ZenIQ, Marketo, Marketo, o
Buffer Lookbook Unbounce, Facebook, Sales Navigator, Outreach, Outreach, Lookbook
Lookbook Lookbook Lookbook, Seismic Lookbook Lookbook




Capabilities - Martech Stack

AUDIENCE & INTELLIGENCE

ACQUISITION & ENGAGEMENT

Gartner
peerinsights..

cvent

.l”
Marketo

Sendoso

EXPERIENCE & CONTENT

@ unbounce VA

Visual Website Optimizer

Acauia

THINK AHEAD.

wok@® = wISTIA

@ BrowserStack

ﬁy CRMfusion rG&aDiscoverOrg
3 zoominfo, dunQbradstreet
reference @dge @ Full i

(%) TechValidate

by SurveyMonkey

o Outreach

/

\ConnectAndSeIIw
OutboundOnDemand

“Allocadia

@

workfront

Google Analytics

Swbizible

B> SharePoint

P
-~/

Segment

aln LOOKBOOKHQ/

N
i

C'i: APPTIO i
R +ableau

LEADLANDER

*é';naﬂmﬂdd ’0;( or [e] htcove ¢ surveyMonkey:

\Z

ADS/SOCIAL MEDIA
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Driving a Performance Culture

: Quarterly
REGIONAL & CHANNEL CORPORATE

OWNERS : LEADERSHIP

N
N .
MARKETING & SALES - 2 BOARD
LEADERSHIP N - s MEETING

PERFORMANCE

REACH CONVERSION VELOCITY RETURN

PROJECTS PEOPLE

BUDGET CAPACITY DEVELOPMENT RECOGNITION




“The mechanic that would perfect his work
must first sharpen his tools.”

-Confucius

Manage economies Continuously Capabilities, not Drive the
of scale align the buyer/seller vendor hype performance mindset







SiriusDecisions ) Join us at the
2? Technology Hyatt Regency New Orleans for the
3 Exchange 2018 Technology Exchange

November 7 - 9, 2018 | Hyatt Regency New Orleans



SiriusDecisions - Research

Resources + The SiriusDecisions Technology Inventory and Assessment Tool

+ Technology Assessment: Prioritizing Actions

+ SiriusView: Marketing Automation Platforms 2017

+ The SiriusDecisions Sales and Marketing Technology Assessment
+ Web Content Management Technology: A Sirius Perspective

* Preparing for Marketing Automation: Technology Requirements
+ Intent Data Monitoring Technology: A Sirius Perspective

+ Content Display Technology: A Sirius Perspective

+ Social Media Management Technology: A Sirius Perspective

+ Marketing Resource Management Technology: A Sirius Perspective
- Defining the B-to-B Advertising Technology Landscape

+ Search Engine Optimization Technology: A Sirius Perspective

+ SiriusView: Webinar Technology 2017

 Core Strategy Report: Digital Advertising and B-to-B Demand
Creation

+ Account-Based Digital Display Advertising: Best Practices

+ Account-Based Digital Display Advertising: Vendor Selection
- Demand-Side Platforms: A Sirius Perspective

* Profile Data Management Platforms: A Sirius Perspective

26 © 2018 SiriusDecisions. All Rights Reserved
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