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BEST PRACTICES: PRINT + LEAD GEN
CRM MAGAZINE’S
BEST PRACTICES

Enormous distribution, reach, and frequency
■

Print distribution in CRM magazine (70,000 subscribers)

WHITE PAPER
SERIES

■

Inclusion in digital version of CRM magazine (5,000 subscribers)

■

70,000 email invitations to download a PDF of this special section – you get the leads

■

1 month of homepage promotion on www.destinationcrm.com (150,000 visitors per month)

■

Inclusion in all eight eWeekly newsletters (70,000 per issue – 560,000 total)

■

Archived on destinationCRM.com for 1 year

■

More than 920,000 total impressions

THOUGHT LEADERSHIP & LEAD GENERATION
IN ONE COMPLETE, MULTICHANNEL
MARKETING PROGRAM

Impact our audience

Your editorial topics can range from:

Your sponsored essays, white papers, and case studies
will be printed in a special section of CRM magazine
preceded by an introduction by our publisher, Bob Fernekees,
with extensive distribution via our magazine and website,
www.destinationcrm.com.

■

Third-party white papers or white paper abstracts

■

Successful customer case studies

■

Your company’s unique value proposition or market position

■

A behind-the-scenes look at your technology solution and why it’s important

Generate leads for your sales force

■

Receive a custom PDF of the section for your website

■

PDF requests will be driven through a registration form capturing complete contact
and qualifying information.

■

Editorial and production services included – copy editing, layout, and design

■

Leads will be distributed to all sponsors in this section via a secure link that you can access 24x7.

■

Your individual PDF will be delivered to you for your own marketing efforts.

ADVERTISING
CONTACTS

Sponsorship rates

Mountain & Pacific

Standard – 1 page (750 words) $7,500 net.
Silver – 2 pages (1,500 words) $10,500 net.
Gold – 3 pages (2,250 words) $14,000 net.
Platinum – 4 pages (3,000 words) $16,500 net.
Webinar Roundtable – $8,500
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Dennis Sullivan
Advertising Director
(203) 445-9178
dennis@infotoday.com

Eastern & Central
Adrienne Snyder
Advertising Director
(201) 327-2773
adrienne@destinationCRM.com

www.destinationcrm.com
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BEST PRACTICES SCHEDULE: 2013
THOUGHT LEADERSHIP + LEAD GENERATION
JANUARY 2013

MARCH 2013

Reservations Due: 11/2/2012
Content Due: 11/15/2012

Reservations Due: 1/4/2013
Content Due: 1/18/2013

CUSTOMER SELF-SERVICE SOLUTIONS
Customer self-service is all about creating the ultimate win-win scenario: empowering customers
with the information they need to service themselves and lowering overall costs for the organization
by removing employees from the task. This particular topic is continually one of the most popular
Best Practices topics of the past 10 years.

THE INTELLIGENT CONTACT CENTER
The intelligent contact center will create a consistent, effective, and efficient method of delivering
customer service regardless of the customer channel and be fully integrated with the entire enterprise.
Advances in contact center technologies and the emergence of social media channels have propelled
the traditional call center into a pivotal position for delivering great customer experiences. This Best
Practices guide will help readers achieve the ultimate challenge of creating an intelligent contact center.

Roundtable Date: 1/30/2013 • Sponsor Commitment: 12/14/2012
EXECUTIVE INNOVATIONS IN CRM: What’s the Next Big Thing?
What is the next big thing in CRM? Is your company driving an innovation that will change the
way organizations relate to their customers? The last decade saw the introduction of many
breakout technologies and trends that have had a transformational effect on CRM. Think hosted
solutions, marketing automation, self-service, mobile technologies, social media, or big data.
What is your company’s prediction for a 2013 breakout trend? This is an exceptional opportunity
for your company to go on the record and tell our readers what to look for in the new year in
this special thought leadership issue.

Roundtable Date: 3/27/2013 • Sponsor Commitment: 2/18/2013
MESSAGE TO THE VP OF SALES: This Is How to Drive Revenue
This Best Practices topic is aimed squarely at top-level sales management. The scope of content can
include any technologies that help drive sales, from sales automation to collaboration, incentive
management, and productivity tools that help drive behaviors, increase win rates, decrease sales
cycles, and make quotas. This section will focus on solutions that help salespeople drive revenue.

APRIL 2013
FEBRUARY 2013
Reservations Due: 11/30/2012
Content Due: 12/17/2012
CUSTOMER ANALYTICS & BUSINESS INTELLIGENCE
Customer segmentation, predictive analytics, and competitive intelligence are useful tools for
gaining better insight and making better strategic and tactical decisions. This Best Practices
topic will focus on how analytics and business intelligence can and should be used to enable
business leaders to make better decisions.
Roundtable Date: 2/27/2013 • Sponsor Commitment: 1/10/2013
DATA QUALITY
This Best Practices topic is complementary with the Analytics & BI Guide running in the same issue
but is often overlooked by organizations implementing data-driven solutions. As a contributing
sponsor to the Best Practices Guide, you will have the opportunity to influence interested readers
before they make decisions and set timelines.
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Reservations Due: 2/1/2013
Content Due: 2/14/2013
SOCIAL CRM
Social media as a tool to enhance relationships and communications between organizations and
their customers, although still in its infancy, is here to stay. Monitoring sentiment and proactively
driving communications through social channels is a tricky subject but one that is particularly
interesting to the readers of CRM magazine. Your recommendations can actively shape how our
audience chooses to deploy their social channels.
Roundtable Date: 4/24/2013 • Sponsor Commitment: 3/10/2013
ENTERPRISE CRM
The democratization of low-cost CRM solutions in the past 10 years has shifted much of the
conversation toward the small/medium business market, but serving the large global enterprise
market is still big business and very complex. In this Best Practices Guide, we will focus on the
needs of large companies. Actual case studies would be particularly interesting to readers
attempting to implement very large projects.

www.destinationcrm.com

A Division of Information Today, Inc.

BEST PRACTICES SCHEDULE: 2013
THOUGHT LEADERSHIP + LEAD GENERATION

offices to actually be productive. With the advent of mobile devices such as smartphones and tablets, more
than 50% of internet access is now done on mobile devices. In this Best Practices Guide, we’ll focus on the
applications and strategies that enable sales and service people to be productive in a mobile environment.
Roundtable Date: 7/17/2013 • Sponsor Commitment: 5/25/2013

MAY 2013
Reservations Due: 3/1/2013
Content Due: 3/19/2013

JULY 2013

MARKETING AUTOMATION

Reservations Due: 5/3/2013
Content Due: 5/17/2013

Marketers from every size company are adopting marketing automation tools and practices to
better segment their prospects, integrate their systems, and manage their marketing campaigns.
Email campaigns, web campaigns, search engine marketing and social media marketing tools, and
traditional direct marketing all need to roll up into a coherent workflow that allows marketers to
better allocate their limited resources. This Best Practices topic will help guide them through the
many considerations and options they now have available to them to drive revenue more effectively.

CRM MAGAZINE’S 15th ANNUAL BUYER’S GUIDE
Our annual comprehensive guide to the key players in customer relationship management offers
participants exposure in both CRM magazine’s July issue and destinationCRM.com for a full year.
Partner listings are integrated with relevant editorial content online and promoted in both print and
online newsletters to keep your solution top of mind. Add links, social media, and other offers to turn
your presence on destinationCRM.com into traffic to your site or social networks and close the loop.

Roundtable Date: 5/15/2013 • Sponsor Commitment: 3/5/2013
VOICE OF THE CUSTOMER
The larger a company gets, the harder it is for them to “know thy customer.” Traditional market
techniques have been transformed by the ability of sellers to collect customer information from an
enormous number of sources, from transactions and social networks to speech and text analysis,
and other feedback tools. In the Best Practices Guide, you can focus on how to best listen to the
Voice of the Customer, and why this is something that companies should be committing to if they
are to remain relevant.

OUTBOUND IVR
Companies have several options available to them to interact with their customers, and some are simply
better suited to certain kinds of communications. One option is the use of outbound IVRs to deliver timecritical information at a low cost. This special Best Practices Guide is timed to coincide with our three
August conferences, CRM Evolution, SpeechTEK, and Customer Service Experience, and will be distributed
at these events and co-marketed in both CRM and Speech Technology magazines and their websites.
Roundtable Date: 7/31/2013 • Sponsor Commitment: 6/16/2013

Roundtable Date: 5/29/2013 • Sponsor Commitment: 4/15/2013
JUNE 2013
Reservations Due: 4/5/2013
Content Due: 4/18/2013
HOSTED SPEECH SOLUTIONS*
Hosted speech solutions have become increasingly popular within the past few years for a number
of reasons including cost, complexity of premised-based solutions, innovation, and even the
recession, which has forced many businesses to rethink how they deploy speech. In this Best
Practices Guide, CRM magazine will team up with its sister publication Speech Technology and
cross-promote the special section in both magazines and websites.
* This section topic and roundtable Web Event will be co-marketed with Speech Technology
magazine and SpeechTechMag.com.
Roundtable Date: 6/26/2013 • Sponsor Commitment: 5/6/2013
MOBILE SALES & SERVICE STRATEGIES
The world has changed. People no longer need to commute to offices in order to do their work. In
fact, many workers, such as sales and service people, actually have to commute to their customers’
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AUGUST 2013
Reservations Due: 6/1/2013
Content Due: 6/18/2013
SALESFORCE APPEXCHANGE
The overwhelming success of Salesforce.com’s AppExchange Marketplace has also made it more difficult
for partners trying to gain visibility in their respective categories. Now you can make your case directly to
the readers of CRM magazine in this ever-popular Best Practices Guide.
Roundtable Date: 8/14/2013 • Sponsor Commitment: 6/20/2013
HOW TO DELIVER EXCEPTIONAL MULTI-CHANNEL SERVICE & SUPPORT
Call centers are no longer the only game in town when it comes to delivering service and support.
Today, the vast majority of large and mid-sized businesses have expanded their support channels to
include voice, chat, email, web-self service, mobile, and even social for forward-thinking organizations.
In this Best Practices Guide, we offer you the opportunity to advise our readers on how to best deliver
consistent, reliable, and seamless service and support across multiple channels.
Roundtable Date: 10/16/2013 • Sponsor Commitment: 8/14/2013
www.destinationcrm.com
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BEST PRACTICES SCHEDULE: 2013
THOUGHT LEADERSHIP + LEAD GENERATION
SEPTEMBER 2013
Reservations Due: 7/5/2013
Content Due: 7/19/2013
KNOWLEDGE MANAGEMENT AND CRM
Knowledge management solutions are essential for producing great customer experiences,
especially in the contact center. This Best Practices topic will focus on how to best achieve
desired outcomes and success stories from organizations which have achieved great results.
Roundtable Date: 9/25/2013 • Sponsor Commitment: 8/7/2013
GAMIFYING CRM
In this new addition to our Best Practices series, we’re testing the waters to see if “gamification”
of business processes has become an additional feature of CRM solutions is helping to drive both
customer and employee engagement and to motivate behaviors. Creating contests and games
isn’t exactly new, but the digital technology certainly helps make results and their measurements
instantaneous and scalable.

OCTOBER 2013
Reservations Due: 8/2/2013
Content Due: 8/19/2013
BIG DATA = BIG OPPORTUNITIES?
The world is awash in data coming from all sorts of sources, both structured and unstructured.
But how do businesses and organizations make sense of all of these interactions, transactions, and
noise to improve customer relations and create true business value? This Best Practices Guide will
focus on how organizations can tame “big data” and get a competitive edge.
Roundtable Date: 10/30/2013 • Sponsor Commitment: 8/14/2013

NOVEMBER 2013
Reservations Due: 8/30/2013
Content Due: 9/18/2013
CUSTOMER EXPERIENCE MANAGEMENT
Engaging with customers and understanding how well your organization manages these interactions is
essential to building customer loyalty. This Best Practices topic will focus on concrete solutions that
will help improve optimum customer experiences and help organizations differentiate themselves for
competitive advantage.
* This section topic and roundtable Web Event will be co-marketed with Speech Technology magazine and
SpeechTechMag.com. There is a 20% premium charge.
Roundtable Date: 11/13/2013 • Sponsor Commitment: 9/14/2013
ECOMMERCE AND CRM
The fusion of ecommerce and customer relationship management is a natural extension of two
customer-facing technologies and strategies joining forces for a desirable outcome. This topic will
help companies navigate the issues that will determine the extent of their success in integrating their
online storefronts with their CRM systems.

DECEMBER 2013
Reservations Due: 10/4/2013
Content Due: 10/18/2013
INTEGRATING SOCIAL MEDIA INTO CONTACT CENTERS
The social media channel has added a layer of complexity to contact centers. This topic will focus on Best
Practices for integrating social networks and case studies of successful implementations.
Roundtable Date: 12/11/2013 • Sponsor Commitment: 10/12/2013
VIRTUAL AGENTS
Virtual agents have proven to be a low-cost option to help support customers online, deflect shopping cart
abandonment, and keep site visitors from switching from online self-service channels to the telephone. In
this Best Practices Guide, we’ll focus on how these humanlike representations can be deployed for the
greatest impact.

CRM AND MARKETING SOLUTIONS FOR SMALL/MID-SIZED BUSINESSES
There is a huge appetite in the SMB market for effective CRM systems and marketing solutions
that are sized for organizations with smaller budgets. Thankfully, there are many cost-effective
solutions that the SMB market can use that are compatible with their financial and IT resources.
This Best Practices topic will be geared for organizations with less than $500 million in revenue.
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