THE STATE OF MARKETING PLANNING

GETTING READY FOR 2022
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* Marketing planning and execution management are business
practices and processes that are foundational to achieving
marketing results, whether your desired outcomes are revenue,
ROJ, or as specific as channel performance.

 There are established best-practices that are widely
acknowledged to support the achievement of better outcomes
like using data insights to inform decisions and agile execution.

How widely used are practices like these? How are marketing
teams planning and executing those plans? What are the
challenges and issues being faced in 2021 against a backdrop of
the COVID pandemic? We wanted to know.

* YouGov was commissioned jointly by marketing agency Yard
and attribution software Cubed to survey marketing
leaders about how they approach marketing planning
and execution.

e This is the first of what is intended to be an annual state of
marketing planning report.
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SURVEY METHODOLOGY AND DEMOGRAPHICS
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THE STATE OF MARKETING PLANNING- SOME SURPRISING FINDINGS

decision making
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83%

of marketers are using
gut feel for strategic

.

e

»  71% of marketers plan activity on an annual or Adhoc basis.

83% of marketers are using gut feel when it comes to making strategic
decisions.

Only 17% of marketers’ go-to for decision making is data or analytics.

10 out of 20 of eCommerce Marketing Managers/Directors say they
struggle to pinpoint growth opportunities due to lack of analytical insight.

92% of those who struggle to pinpoint opportunities for growth say it’s
because of lack of people, time or tools.
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SETTING YOURSELF UP TO PLAN

Research suggests that the planning flywheel for M A R K E T I N G
marketing might not be working optimally for many. P I. A N N I N G

FLYWHEEL

There is often an issue with software investments
not being fully utilised, with organisations needing
to invest in optimising their software set-up and
use in order to both measure what matters

and develop actionable insights.

Data
gathering

. . Right Tool set-up &
A further issue of how marketing teams' approach tools optimisation

both planning and execution is apparent with a
broad acceptance that agile working is better - but
there’s a lack of structured agile working practices
being implemented. This means insights may not get
actioned quickly and learnings fed back to the
growth flywheel.

KP1
management

Lagging indicators:
« Sales « Retention
» Growth « RO1







WHAT DOES GREAT DATA SCIENCE INFRASTRUCTURE LOOK LIKE?
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WHAT DOES GREAT MARKETING AGILITY LOOK LIKE?

MATURITY
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Stuck in BAU without sight
of priority goals
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WHAT DOES GREAT ATTRIBUTION LOOK LIKE?
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WHAT DOES GREAT ANALYTICS SET UP LOOK LIKE?
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WHAT DOES GREAT SKILLS NURTURE LOOK LIKE?
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WHAT DO GREAT PROCESSES LOOK LIKE?
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40% ADHOC

45% of marketing leaders do not have a formal process to
set goals.

Of those that do set goals, 80% are using either KPls, 28% MONTHLY
Z

SMART or OKRs.

Why do goals matter?

* Direction / focus 23% QUARTERLY

* Clear priorities

* Provide meaning to work
* Accountability

* Align execution

» Stimulate learning, collaboration and innovation
31% ANNUAL
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YARD

'Highly successful agile transformations
typically delivered around 30% gains in
efficiency, customer satisfaction,
employee engagement, and operational
performance; made the organisation five
to ten times faster; and turbocharged
innova tion. McKinsey 2021

Complete and actionable data is needed to

direct work and measure efforts.

Without data, organisations do not know
the impact, can’t close the experiment or
carry learnings forward.

50%

of marketers are not
working in agile ways
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https://www.mckinsey.com/business-functions/people-and-organizational-performance/our-insights/the-impact-of-agility-how-to-shape-your-organization-to-compete %5d




RISE AND RISE OF THE MARKETING DATA

of top h()

" eCommerce companies in UK have
an inhouse data science team

Top performers within eCommerce specifically
are consolidating their positions by being better
set-up to use data and marketing spend more
effectively.

Cubed helps marketing teams to get the data
they need to close the insight and ROI gap.
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MULTI-TOUCH ATTRIBUTION & CUBED

With so many channels, and types of customers, it can be hard
to know exactly where or how to focus your efforts. Or even where to

“Cubed has been transformative

start. Multi-touch attribution (MTA) is a way to allocate credit to each for us. |t has enabled us to thmk
marketing touch point that preceded a conversion within a customer

journey. It provides a quantifiable evaluation of your marketing efforts smarter than even bEfore' even
and their direct and traceable effects on revenue, allowing marketers . .

to report on activity and allocate budgets effectively. du Il ng the pa ndemlc Sales have

increased to an all-time high.”

Leading marketing teams are using advanced MTA models. Cubed uses a
custom MTA model built upon propensity modelling. This is based on a
neural network (advanced machine learning model) which is constantly
training, learning which user behaviours makes a person more likely to
buy.

Simon Boice - Head of Digital
Performance Marketing

Cubed gathers a robust amount of data about your customers —

which pages a user visits, their previous purchasing history, their |
previous visits, how long they’ve been a customer, lag since last visit, Love h ” neH
duration on site and events such as checkout started to name a few. All of the sexual happiness people™
these data points are then passed to the Cubed model which makes an

informed prediction about the influence of each touchpoint. This fact

alone makes this approach far superior to others on the market.
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Yard is a UK based digital marketing agency with deep expertise in analytics set-up, attribution, budgeting and forecasting.
Yard's data teams are Cubed and Adobe implementation experts and offer several complimentary services:

KEY SERVICES IN DATA

@ Analytics Implementation @® Marketing Data Optimisation
Yard have 15 years’ experience in full analytics Yard drives customer acquisition and retention
implementations and support in Google Analytics, through data optimisation, using research methods
Adobe Analytics, WebTrends, IBM and Coremetrics. such as A/B testing, test design and management,
| | rule-driven, data-driven and propensity driven
personalisation and next best action.

Marketing Data & Analysis
Yard gives your teams the know-how to use your chosen

tech with confidence. This allows them to access and view @ Data Science for Marketing
data seamlessly, gaining insights that inform smart By applying data science modelling, Yard understands
marketing decisions. online journeys and predicts future consumer behaviour.

This allows brands to serve the right content and
experiences via targeting and personalisation technologies.

Analytics Training

Yard create and deliver tailored training, guides

and documentation for beginners and advanced users.

Use the technologies that your business has invested to their full

potential.
18



OPTIMISATION WORKFLOW >
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Cubed is a multi-touch attribution software that uses machine learning to understand and predict user behaviour.

It is constantly training; learning which actions makes a person more likely to buy. This level of insight provides
brands with the data they need to lead in their market.

How does it offer a solution to our findings?

Cubed facilitates marketing teams to work in an agile are positioned to put budget where marketing
manner. The software encourages regular planning and performs. The true value of each channel is made
full utilisation of data and analytics. Cubed aggregates clear, making both investing and forecasting easier.
| | data from millions of touchpoints - and provides This allows investment in the channels, campaigns,
genuinely actionable insights. It clearly defines the ads, content and affiliates with the highest ROI potential.

activity brands should keep, start and stop doing,
creating a stream of agile marketing experiments
to ensure continual test and learn.

Teams are formulated to optimise activity based on
growth opportunities and identify then resolve gaps
should they occur, whether they be in terms of skills,
time or tools. No revenue opportunity is left untapped.
From campaigns to keywords, affiliates to SEO, brands

Yl (ARD & CUBED.



NEXT STEPS

If you'd like to find out more about Cubed or the
data services Yard offer, we'd love to hear from you.

/ 7 /f/,%

MADE TO MEASURE

Alternatively, if you'd like to see Cubed in action simply >



https://www.withcubed.com/
https://www.withcubed.com/
mailto:hello@cubed.email
mailto:hello@cubed.email

