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Data Driven Marke�ng and Changing Role of CMO

Over last decade, the most interes�ng change in the B2B world, perhaps has been the evolu�on of the role of
Chief Marke�ng Oﬃcer (CMO) and overall marke�ng func�on. The rise of the Chief Marke�ng Oﬃcer and the
subsequent evolu�on over the past years has been one of the big transforma�ons within most of the
organiza�ons.
The changing dynamics of this new role has the availability of abundance data — now the ques�ons are how
can CMOs skillfully translate it, understand it, and leverage it to engage with customers?
As per the Argyle Execu�ve Forum, the modern CMO is struggling with the most –

22%
Transla�ng data into
ac�onable insights

25%
Integra�ng new and old technology
solu�ons to support a marke�ng
strategy

33%
Demonstra�ng ROI to the
execu�ve team

20%
Evalua�ng an endless array
of new solu�ons

According to a study, In general CMO’s attention to a data is very miniscule and not having
attention to data with huge expense on marketing on all diﬀerent marketing fronts is a
signiﬁcant wastage of the budgets and marketing resources.
The key Priori�es for CMOs –

Push towards
customer centric
approach

Improve
Strategize how to
Provide real-�me data
personaliza�on across gather & mine data to
availability
all customer touch
produce useable
points
insights

Developing an
eﬃcient, eﬀec�ve
martech stack

According to an Inc. report, “Despite their growing list of priorities and demands being placed
upon them, most CMOs are simultaneously running up against a growing list of challenges that
often block success. Most of these, however, can be overcome with the right data.”

View more informa�on at www.smarteinc.com

Data Driven Marke�ng and Changing Role of CMO

Good data is the key to success to marke�ng ROI for all CMO’s hence focus on data
has to be signiﬁcantly higher
Most of the CMO’s will agree it’s been herculean task of shi�ing mountains of data to an informed marke�ng
decisions data. They agree that they are not working with the most accurate or insigh�ul data to make
eﬀec�ve decisions.
We help CMO’s to translate those marke�ng strategies into insigh�ul and intelligent data. A good and accurate
helps in successful ABM campaigns. We enrich and refresh the data feilds in real �me and thus empower more
eﬀec�ve conversion rates from prospects to opportuni�es to sales.
SMARTe as data provider has designed unique marke�ng strategies to enable CMO’s with their data driven
marke�ng endeavors.
We iden�fy and ﬁll gaps in a company’s data to be�er
understand their customers
We help build your ideal customer proﬁle to improve
personaliza�on
Our data strategies help you iden�fy low hanging fruit
prospect
Always on CRM / MAP real-�me data health visualiza�on and
enrichment
SMARTe as a data partner helps CMO’s with a reliable 360-degree picture of your current data in terms of
inaccurate data and incomplete data with detailed visualiza�ons which helps the CMO to understand the
eﬀec�veness of their current data. It enables them to make more informed decisions.
How SMARTe oﬀerings enable CMO’s

Customized global database

90 Million global database

Real-�me data health visualiza�on

100% SLA guarantee phone
veriﬁed

100% email deliverability
guarantee

Real-�me analysis and insight

GDPR ready data

Hyper persona segmenta�on

Real-�me data enrichment

While there is account based marke�ng, personaliza�on technologies, predic�ve analysis and lead scoring and
all of this around, the DATA is the element that is fueling the ROI on their exis�ng investments in this areas.

View more informa�on at www.smarteinc.com

We have aided top-level CMOs from large
enterprise companies such as :
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