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Chrq§\ Lawson: Founder/ Virtual CMO. gual‘dlan
Values
e Impact
 Integrity
 Passion MORRISONS

» Transparency
* Collaboration
by » Goal Focused

Q-
INSPIRED
Experience
» Large scale digital transformation ‘ r
» Global brands and successful digital launches /‘tﬁnes r Mu;g

» Board Director- 19 years senior experience. MEDIA GROUP
» Set up of Customer Experience and Product Functions

 NPD/EPD -

» Detailed digital marketing experience @\\ @bm A

» Start, Up, Scale Up, SME and Enterprise experience

» B2C/B2B/B2B2C. + Sales Accountability.

« Award winning Brand, Direct and Digital Marketing focus Absolute TeachFirst ENGLIEH
+ Strong Network of Associates. Radlo» n HERITAGE




e CMO an@l™CFO:
“The Liam and Noel of the board
soom. "
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"Walk in their
shoes”
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* Ask questions

e Understand the
tools and
techniques

e Break through the
myths and focus on
reality

e Collaborate




Questions to ask
your CMO :

* Performance Marketing allows
accountability that has never
seen been before.

BUT

* This is more than just bein%
able to ask, “What’s the ROI12”
It is about understanding the
complexities of the marketin
sales funnel, now that socia
and content marketing play such
an important role.

Walk me through the
sales funnel end to end.

What is the life time
value of the customers?

How are you treating
your top customer

segment differently?

AT
5
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How is the data tagged up?

How well do you understand
discounted cash flow and other
accounting terms?







Content Marketjng Sales Funnel

’ Customers




Y
e The foIIoWi'ri‘f_g table quantifies potential returns based on positive migrations.

 The “goals” are conservative (compared to what has been seen through the migration study).

Sample Strategic Goal Increme-ntal Opportunity

volume Opportunity (£) %
S1 377 3,770f 1 £4° £48.85|2% customers migrate to S7 £20,379 1.35%
S2 1,174 11,740 1 | £84.29|2% customers migrate to 54 £8,048 0.53%
S3 643 "2.40(5% customers move to S7 and 2% move to S8 £92,825 6.16%
S4 588 57(3% customers move to S5 and 3% move to S6 £49,523 3.28%
S5 796 7|4% customers move to S6, 5% move to 57, & 8% to S8 £228,177 15.13%
S6 7° 2% customers move to S7 and 8% move to S8 £96,889 6.42%
S7 -+|8% customers move to S8 and 5% move to S9 £474,094 31.44%
S8 +27.39|5% customers migrate to S9 £250,943 16.64%
S9 . £703.41|2% customers migrate to S10 £245,052 16.25%
S10 .uUb6.78| £1,438.86|An additional order from 10% customers £42,072 2.79%
Total 10,0 | £105.68| £385.48 £1,508,004 100.00%




Free/Good wvalue
Resources.

* Hubspot- CRM

Click Funnel — Website
Funnel management

Thrive-Website design
» In Design — Protoktypesd
* Survey Monkey

Avoid Overheads

* A growing army of
freel aliger s, Siul
marketing, data and
pEoduct =T iustaas
Lhere are in
technology.







41y Marketing Audit




Creating a marketing
dashboard that 1is
actually usable.
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Newington Green,
Islington, London, N1

4QU
Tel: 07753 811 317

\/ chrislawson00@gmail.com

Private and confidential
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THANK YOU FOR ATTENDING

Contact the Business & Management Faculty
icaew.com/bam
bam@icaew.com & +44 (0)20 7920 8508
@ICAEW_finman

Join the Business & Management Faculty
Icaew.com/joinbam

Upcoming BAM webinars and events
icaew.com/bamevents
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