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A recent study by Gartner revealed that CX programs that exceed management
expectations are 2.3 times more likely to have CX efforts in marketing primarily focused
not on the path to purchase but on the journey after acquisition.

The full scope of customer journey management, including customer data management,
journey analytics, decisioning and orchestration, engagement and personalization,

and measurement and reporting, are crucial for brand building. And according to the
Winterberry Group, more than three-quarters (77%) of businesses are turning to the
application of customer journey management.

How have the leading companies used customer journey management to create loyalty,
increase revenue, and build their brands?

Share your experiences and knowledge of how the top companies exceed their CX goals
and what our readers can do to smooth their own customer journeys.
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CRM MAGAZINE’S BEST PRACTICES

WHITE PAPER SERIES

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

Impact our audience

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.
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Generate leads for your sales force

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

[ Leads will be distributed to all sponsors in this section via a secure link that you can
access 24/7.

Enormous distribution, reach, and frequency
¥ Published in CRM magazine (21,000 subscribers)
¥ Inclusion in digital version of CRM magazine

™ 32,000 email invitations to download a PDF of this special section (twice) —
you get the leads

¥ 1 month of homepage promotion on www.destinationCRM.com (70,000 visitors
per month)

I8 Social media campaign on Twitter (26,500 followers), Facebook (2,729), and
LinkedIn (2,766)

[ Distributed on all of CRM magazine’s social networks throughout the month
I Inclusion in all eight eWeekly newsletters (45,000 per issue — 360,000 total)
I Archived on destinationCRM.com for 1 year

I Editorial and production services included — copyediting, layout, and design

Your editorial topics can range from:

¥ Third-party white papers or white paper abstracts

¥ Successful customer case studies

I Your company’s unique value proposition or market position

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