Elevatin Sitecore’s Brand and Market
hare Dunng Mﬁ %

The Problem

Sitecore,a Ieadin%gMS provider, faced ssignificant challenges in breaking out
of the shadow of Adobe's dominant CMS product Despité having robu
capabiliies and features, Sitecore struggled brand awareness and was
not considered top-of-mind by key decision-makers in the market. The lack
of visibility and differentiation hindéred its ability to attract new leads and
convert market opportunities, leaving it underttilized inanincreasingly
competitive space.

The Solution

Atransformative, data-driven, and globally cohesive process was
dexge\}ggggandlmplemented’,toa ressthese challenges. This
innovative approachwas designed to elevate Sitecore's brand presence,
strar}gjlcally tar%et Adobe's market share, and generate high-quality
marketing-qualitied leads (MQLs) through optimized mesSagingand
tactical execution:

Driving Brand Metrics:

o Focused onimproving brand recall (prompted and non-prompted) and
E)oranﬁ fa\_/r(])gbllrty by using consistent, compeliing storyteling acrossall

uchpoi

o Imp[e_r%?ented programmatic adverﬁsin? campzzgi%nstargeﬁng
decision-makers within enterprise-level organizations, ensuring brand
exposuretothemostrelevantaudiences. . m

o Utlized social proof, such as customer testimonials and award recognitions,
tofurther strengthen brand favorability.

Collaborative Sales Alighment:

o Fostered collaboration between marketing and sales teams toimprove lead
8%?@/ and ensure alignment of messaging across the buyer joumey.

o ucted training sessions for sales representatives to position Sitecore
effectively againstAdobe during clientengagements.

Global Data Planning;

o Conductedacomprehensive competitor analysis, focusing on Adobe's
S, weaknesses, mesnsggmg, andaudiencereach. ok
o Leveragedinsights from marketresearch toidentify untay opportunities
and critical markets where Sitecore's offerings could stand out.
o Centralized campaign data from regional offices to align global efforts and
improve analytics accuracy for measuring effectiveness.

Strategic Messaging to Build Brand Awareness:

o Refined Sitecore's core brand messaging to clearly communicate its
differentiators, such as its adaptable architecture and user-first

design.
o Laur?ched contentmarketing campaigns highlighting customer
success stories, productinnovation, and a direct comparisonto
Adobe's CMS capabilities.

lobal Engagement

Funneling MQLs with Optimized Media and
Creative:

o Designedand executed arobustlead-generation strategy, incl_udin(tqo
ated content, webinars, and targeted émail marketing campaigns
raw prospectsinto the funnel. -

o Worked closely with sales teams to ensure quality control of MQLs by

optimizing creative messaging and media sources. -

o Regularlyanalyzed lead conversionrates, a_dwshng camlpalgns

dynamically to maximize ROl and nurture high-potential leads.

Innovative and Guerrilla Marketing Tactics:

o Created disruptive guerrilla marketing campaigns to generate buzz
and capture the attention of key audiences. For example: . >
m | p Activations: Engaged potential customers at high-profile

|fn ustry events with live demonstrations of Sitecore’s unique

‘eatures.

m Creative Stunts: Deployed attention-grabbing tactics, suchas
dramatic contrasts comparing Sitecore's agility to Adobe's
complexity through on-site visuals and promotional giveaways.

o Designed viral digitalcampaigns, incorporating gamification elements
todraw customersinto Sitecore's ecosystem.

The Results
Theimplementation of this process resulted ina measurable and
transformative impact on Sitecore’s market position:

° Imgroved Brand Awareness: Prompted brand recallincreased by
45%, while non-prompted recall rose by 30% within 12 months.

e Enhanced Brand Favorability: Positive perceptions of Sitecore
among enterprise decision-makers w&proved significantly, with
brand rability levels growing by 50%. o= .

e MQL Growth: The funnel'saw a substantialincrease in high-quality

MQLs, with a 60% uptick in lead volumes and a 25% improvementin

lead-to-opportunity conversionrates. g :

Com ve Market Share Gains: The guerrillamarketingand

tg&g ed dlgDrtaI campaigns successfully drew attention away from
obe, enabling Sitecore to capture new clients andincrease its

market share by 15%in key markets. ;

e Streamlined Process; The Centralized, data-driven global approach
created a consistent framework that could be replicated across
campaigns, reducing inefficiencies and ensuring continued growth.

Key Leamings and Takeaways
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