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Pivotal MarketFirst

Enabling long-term, mutually beneficial relationships with the right prospects and cusfomers

Pivotal MarketFirst is a technology-enabled marketing solution that provides the technology,
framework and applications required to ensure companies can effectively communicate with
customers and prospects in a timely manner.

Build Relationships with the Right People

Companies strive to engage in long-term relationships with the right customers and prospects, but often lack the technology infrastructure to
deliver on this promise. Marketing is where relationships start. Today’s smart marketer needs the technology infrastructure that their sales and

service colleagues have long had to invest in building the right long-term and mutually beneficial relationships.

With outsourced lead generation campaigns or un-integrated websites, marketers miss out
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Pivotal Marketing Suite

Pivotal MarketFirst™

Pivotal MarketFirst Campaign Portal”
Pivotal MarketFirst Direct Mktg Monoerm

Pivotal MarketFirst Event Monoerm
Pivotal MarketFirst Lead Manager
Pivotal MarketFirst Prospecting Assistant '

Pivotal Contact Center’
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The enhanced Pivotal Marketing suite
interacts with and complements the Pivotal
CRM Suite, which also includes Pivotal
Sales, Pivotal Service, Pivotal Interactive

Selling and Pivotal Partner Mgmt Suite.

and empower the marketing team with the insight and information required to create

effective campaigns.

Pivotal MarketFirst is a complete marketing application set, enabling marketers to centrally
plan, design, define, test, execute, track and evaluate effective global marketing campaigns,

programs and processes.

Delivering on the Four Pillars of Marketing

Any technology-enabled marketing solution must be able to address the four essential pillars

of arobust marketing program in a cost-effective manner.

Step One - Creating the Lead
Effective marketing campaigns start and nurture prospect and customer relationships.

Effective marketing programs deliver the right leads to Sales, within budget, and help keep

longer term prospects warm until they are ready to make a buying decision.

Pivotal MarketFirst supports the rapid planning and designing of marketing programs that
meet specific objectives. An intuitive interface streamlines the execution, and evaluation of
each program. Building on a strong foundation of profile data, marketers can put in place
even the most complex multi-wave marketing campaigns to reach wide and diverse
audiences. By completely integrating marketing channels, including email, web, online,
physical events, and traditional direct marketing programs, marketers can more easily

generate the right prospect and customer lead:s.
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Pivotal MarketFirst in Action o ais s
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Deliver the right message fo the right audlience -

Develop arich foundation of customer and prospect information to
deliver personalized communications. Utilize conditional text to ensure
audiences receive messages tailored to their preferences, then deliver
marketing programs over multiple channels, in multiple languages to a
diverse prospect and customer base, ensuring maximum response rates.

Track results and make changes in real-time, then measure and track ROI
across the campaign and through the sales opportunity cycle to ensure S

accountability. Automated Campaign Flow

Step Two - Capturing, Qualifying & Distributing Leads

Marketers traditionally work in isolation from their primary customer, Sales. Leads, arriving through many channels, in many formats (CSV files,
faxes, tradeshow business cards, paper-based surveys, etc) can’t easily be tracked with certainty or passed quickly enough to Sales. Sales reps
follow up on only the hottest leads, resulting in potential prospects and customers being asked to provide their personal information once more
so the sales team can restart the conversation.

With an integrated Sales and Marketing system, leads arrive in real-time, pre-scored according to the organization’s value rating, and with
valuable prospect and customer information attached. Hot leads are passed directly to the appropriate sales rep. Warm and cold leads take their
appropriate place in the queue. Important or high-value customers receive the attention they require, and leads that fall outside the specified
criteria are discarded, ensuring no waste of valuable resources.

Step Three — Real-Time Reporting for Closed-Loop Marketing

An integrated Sales and Marketing solution provides 100% visibility into Marketing and Sales results. Pivotal MarketFirst supports real-time
reporting for all online marketing programs, including email delivery/failure rates and click-through response reports. Quickly determine the
number of customers or prospects that registered for an event or responded to a survey, and drill down to view responses. At-a-glance insight
into the entire lead lifecycle allows marketers to track leads through the sales process to determine whether they resulted in won or lost business.

Step Four — Empowering the Distributed Marketing Organization

To be effective, marketers and field sales personnel around the world need tools to engage in customer and prospect conversations in a timely
manner and make the most of every interaction. Pivotal MarketFirst delivers the right marketing support for every user: conditional text support
allows campaigns to address the requirements of every segment of the target audience; distribution of centrally managed templates to all users,
regardless of location, reinforces the visual brand and ensures compliance with privacy legislation; and Unicode support means campaigns can
be executed in all major languages worldwide, enabling every employee to communicate more effectively.

Pivotal MarketFirst — At a Glance
e

Lead Creation
Campaign Management e Employ graphical tools to quickly create sophisticated, multi-step, multilingual, multi-wave campaigns.
e Link marketing programs conditionally, automatically rejecting or enrolling prospects in follow-up programs
depending on response.
List Management, Profiling e Automate the tracking of large customer bases and their preferences without requiring the resources of a

and Segmentation large marketing organization.

e Sophisticated audience management capabilities include not only point and click creation of dynamic
segments and static lists, but combinations of segments, split segments, and even random selections.

Campaign Execution e Campaigns can be set up to execute automatically in a “lights out” manner.
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Lead Capture, Qualification and Distribution

Lead Capture e Track leads from both direct and indirect sources as they are captured across multiple channels, including
email-based campaigns, website, and offline channels.

Lead Qualification & e Route leads to the appropriate resource based on user-defined rules, or lead distribution rules already
Distribution defined in Pivotal Sales.

o Deliver leads from online channels to ensure timely follow-up by appropriate resources.

Synergies with Pivotal Sales e Seamlessly distributes leads to Pivotal Sales in real-time, ensuring all leads are followed-up.

e Sales users receive scored leads and complete contact profile information, saving valuable time and
ensuring conversations start off smarter.

Real-Time Reporting

Closed-Loop Marketing e Measure marketing activities in real time, allowing managers to tweak current campaign parameters, and
optimize precious marketing resources.

e Report on contact interactions and responses in real time (including detailed responses, click-through
tracking, outgoing events, etc), facilitating ROl calculation.

o Capture all activities, facilitating the creation of reports that show audience size compared to actual deals
closed, allowing the marketing organization to provide concrete proof of their effectiveness.

Empowering the Distributed Marketing Organization

Unicode-enabled o Extend market reach with support for campaigns that can be centrally launched to all countries/in all major
languages worldwide via email and the Web.

e  Create web-based landing pages and highly-personalized, HTML-based e-direct mails in each prospect’s
language of choice.

Conditional Content e Automatically assemble one-to-one customer communications by creating content specific to each
company’s profile (such as industry vertical, revenue, geography, etc) and each recipient’s personal
preferences (such as business role, budget influence, language, etc).

Multi-channel Support e Support for email, direct mail, fax and web outbound delivery, as well as easy-to-setup inbound web site
landing pages — all managed within a single application.

Campaign Portal e Aneasy-to-use, web-based wizard allows remote users to rapidly create campaigns that leverage
corporate brand, while tailoring messaging to fit market culture, language and values.

. nsure compliance with local privacy legislation, as well as corporate privacy policies.
E pl thlocal p y legislat Il porate p y pol

Marketing Blueprints e Four out-of-the-box “best practices” blueprints (process flows with conditional logic) facilitate creation of
event management, direct marketing, prospecting and lead management programs.

CRM That Fits Your Business

Pivotal is the only complete CRM platform and application suite that can be tailored
to fit the unique requirements of every enterprise. Drive measurable results that matter
with CRM that works the way you do.

PIVAMTAL

North America: 1-877-PIVOTAL France: 33144 34 46 00 Australia: 61(2) 9006 3367
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For more information, please visit www.pivotal.com.
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