
Elevating Sitecore’s Brand and Market 
Share During MOI Global Engagement 

Sitecore, a leading CMS provider, faced significant challenges in breaking out 
of the shadow of Adobe’s dominant CMS product. Despite having robust 
capabilities and features, Sitecore struggled with brand awareness and was 
not considered top-of-mind by key decision-makers in the market. The lack 
of visibility and differentiation hindered its ability to attract new leads and 
convert market opportunities, leaving it underutilized in an increasingly 
competitive space. 

A transformative, data-driven, and globally cohesive process was 
developed and implemented to address these challenges. This 
innovative approach was designed to elevate Sitecore’s brand presence, 
strategically target Adobe’s market share, and generate high-quality 
marketing-qualified leads (MQLs) through optimized messaging and 
tactical execution: 

Global Data Planning: 
○ Conducted a comprehensive competitor analysis, focusing on Adobe's 

strengths, weaknesses, messaging, and audience reach. 
○ Leveraged insights from market research to identify untapped opportunities 

and critical markets where Sitecore’s offerings could stand out. 
○ Centralized campaign data from regional offices to align global efforts and 

improve analytics accuracy for measuring effectiveness. 

Innovative and Guerrilla Marketing Tactics: 
○ Created disruptive guerrilla marketing campaigns to generate buzz 

and capture the attention of key audiences. For example: 
■ Pop-Up Activations: Engaged potential customers at high-profile 

industry events with live demonstrations of Sitecore’s unique 
features. 

■ Creative Stunts: Deployed attention-grabbing tactics, such as 
dramatic contrasts comparing Sitecore’s agility to Adobe’s 
complexity through on-site visuals and promotional giveaways. 

○ Designed viral digital campaigns, incorporating gamification elements 
to draw customers into Sitecore's ecosystem. 

Strategic Messaging to Build Brand Awareness: 
○ Refined Sitecore’s core brand messaging to clearly communicate its 

differentiators, such as its adaptable architecture and user-first 
design. 

○ Launched content marketing campaigns highlighting customer 
success stories, product innovation, and a direct comparison to 
Adobe’s CMS capabilities. 

Driving Brand Metrics: 
○ Focused on improving brand recall (prompted and non-prompted) and 

brand favorability by using consistent, compelling storytelling across all 
touchpoints. 

○ Implemented programmatic advertising campaigns targeting 
decision-makers within enterprise-level organizations, ensuring brand 
exposure to the most relevant audiences. 

○ Utilized social proof, such as customer testimonials and award recognitions, 
to further strengthen brand favorability. 

Funneling MQLs with Optimized Media and 
Creative: 
○ Designed and executed a robust lead-generation strategy, including 

gated content, webinars, and targeted email marketing campaigns to 
draw prospects into the funnel. 

○ Worked closely with sales teams to ensure quality control of MQLs by 
optimizing creative messaging and media sources. 

○ Regularly analyzed lead conversion rates, adjusting campaigns 
dynamically to maximize ROI and nurture high-potential leads. 

Collaborative Sales Alignment: 
○ Fostered collaboration between marketing and sales teams to improve lead 

quality and ensure alignment of messaging across the buyer journey. 
○ Conducted training sessions for sales representatives to position Sitecore 

effectively against Adobe during client engagements. 

The implementation of this process resulted in a measurable and 
transformative impact on Sitecore’s market position: 

● Improved Brand Awareness: Prompted brand recall increased by 
45%, while non-prompted recall rose by 30% within 12 months. 

● Enhanced Brand Favorability: Positive perceptions of Sitecore 
among enterprise decision-makers improved significantly, with 
brand favorability levels growing by 50%. 

● MQL Growth: The funnel saw a substantial increase in high-quality 
MQLs, with a 60% uptick in lead volumes and a 25% improvement in 
lead-to-opportunity conversion rates. 

● Competitive Market Share Gains: The guerrilla marketing and 
targeted digital campaigns successfully drew attention away from 
Adobe, enabling Sitecore to capture new clients and increase its 
market share by 15% in key markets. 

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

This case study highlights the transformative power of combining data-driven planning with innovative and bold marketing tactics to challenge market leaders like Adobe. By clearly defining its unique selling proposition, engaging target audiences through differentiated campaigns, and aligning marketing with sales for quality control, Sitecore was able to elevate its brand visibility, favorability, and lead generation to drive sustained growth. 
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