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Sales StackUp




Context Changes Throughout the Day


LISA 

8:15 AM, Coffee Stop


PETER 

1:30 PM, At Work


JOHN 

9:00 PM, Back Home


So should email.




ovable Ink is a contextual experience engine 
that enables email marketers to deliver 
dynamic content that changes according to 
the context of each individual customer.


M




Campaign Management
Segmentation


Subscriber Management
 Message Delivery


Contextual 

Content 


#1 Provider of Contextual Content for Email Marketing




#1 Provider of Contextual Content for Email Marketing


OUR 

PARTNERS


Client Growth 2011-2015
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Over 40 Billion Served
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10bn


20bn


30bn


40bn


320 (F)


50bn


60bn


Live Content Impressions


Projected for end of 2016




How We Think


Personalization


•  Increase response 
rates with hyper-

personalized emails 
and uniquely 
tailored content


•  Personalized at the 
moment of open


Optimization


•  Optimize based 
on performance 
in real time


•  Insights based on 
real-time analytics


•  Optimize for the 
individual, on-the-fly


Automation
 Innovation


•  Easily automate 
content creation


•  Repurpose content 
from the web and 
social


•  Ensure cross-channel 
consistency


•  Stand out in a 
crowded inbox


•  Create compelling 
user experiences




250+ Customers in Retail, Finance, Travel, Telco, Entertainment, and Media




Sales Strategy & Process




We share a passion for understanding our 
client’s goals and objectives and delivering 

them value and solutions that have a 
meaningful impact on their business 
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Breaking Through


State	
  the	
  Problem,	
  Not	
  the	
  Solu0on	
  
a.  Why	
  Buy	
  Anything	
  
b.  Why	
  Buy	
  from	
  Us	
  
c.  Why	
  Buy	
  Now	
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Sales Enablement


Sales	
  Enablement	
  as	
  Forrester	
  Research	
  defines	
  it:	
  
Sales	
  enablement	
  is	
  a	
  strategic,	
  ongoing	
  process	
  that	
  equips	
  all	
  client-­‐
facing	
  employees	
  with	
  the	
  ability	
  to	
  consistently	
  and	
  systema:cally	
  

have	
  a	
  valuable	
  conversa:on	
  with	
  the	
  right	
  set	
  of	
  customer	
  
stakeholders	
  at	
  each	
  stage	
  of	
  the	
  customer's	
  problem-­‐solving	
  life	
  cycle	
  

to	
  op:mize	
  the	
  return	
  of	
  investment	
  of	
  the	
  selling	
  system	
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What It Involves


1.  Training	
  &	
  Onboarding	
  
2.  Sales	
  Process—A	
  Set	
  of	
  Well	
  Defined	
  Stages	
  that	
  Can	
  be	
  Tracked	
  
3.  Content	
  &	
  Tools	
  for	
  the	
  Buying	
  Cycle	
  
•  Playbook	
  
•  Templates	
  (Email,	
  etc.)	
  
•  Client	
  Personas	
  
•  Presenta0ons	
  
•  Compe00ve	
  Kill	
  Sheets	
  
•  Case	
  Studies	
  
•  Tes0monials	
  
•  Product	
  Demos	
  
•  Client	
  References	
  
•  TEI/ROI	
  Calcula0ons	
  
•  Contracts	
  &	
  Forms	
  

4.  Reinforce	
  the	
  Behaviors	
  to	
  Drive	
  Adop0on	
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Sales Process
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Tools For Sales
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What’s Working




Thank You!



