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Academically Founded

Some of our founders’ research can be found in their book “The 
New Science of Retailing”.

We Wrote The Book

Academically founded by supply chain experts Dr. Marshall Fisher 
(Wharton) & Dr. Ananth Raman (Harvard). 

Software solutions that help retailers optimize their supply chain & 
merchandising functions.

Retail Analytics
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Our Marketing Challenge
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§ Small Internal Marketing Team
§ Outsourced Marketing Creative Services
§ Strategically Grow The Company
§ Marketing Experience – Minimal
§ Small Budget!

The Challenge
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Where We Came From….

Messaging Email Blasts
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§ We sent email blasts rather than engaging in customer dialogue.
§ Inefficient by wasting time on manual campaigns.
§ Email marketing existed in a silo. The customer click became lost.
§ Segmentation & targeting are subpar.
§ “Trigger insensitivity” – in ability to listen and respond in real-

time with a one-to-one response that goes directly to the 
prospect.

§ You couldn’t tell if the email is driving pipeline or revenue.
§ We had ”frustrated” sales team.
§ Didn’t drive top-line sales growth.

What Was Happening?
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Marketing Supporting The Sales Funnel
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Marketing Solutions
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Sales Automation



Google Analytics

Marketo

Zoho CRM

Vidyard

Manual Process

Marketo

MarketoWordpress

Bedrock

Marketo

Marketing Solutions

Reporting/Attribution

Content Engagement

Scoring/Targeting

Automation

Database

Data Sources & 
Intelligence

Social Media

LinkedInZoomInfo 3rd Party / Events

Oktopost

Sales AutomationToutApp











#B2BMX

Metrics & Learnings
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§ 8 – 12 % open rates

§ 10 - 12 % click through rates

§ Significantly grown & 
strengthened out pipeline.

§ Expanded marketing in to 
Mexico, Europe & Brazil

Metrics
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§ Integration across solutions is important

§ Phased Implementation – Marketing Automation first

§ Marketo Landing Pages vs Website Landing Pages

§ Sales Automation Was Key!

Learnings
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