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The Challenge
One of The Pedowitz Group’s (TPG) fortune 
100 Financial Services clients was in need of a 
streamlined process for campaign execution and 
marketing technology support for their global 
organization. In their highly regulated industry, 
this organization was seeking a partner that 
would be able to align marketers to a standard 
practice and oversee compliance and governance 
while standardizing the processes across the 
organization. The client needed a scalable 
solution that would be able to grow with their 
needs over time, supporting a wide variety of 
global regions, hundreds of marketers worldwide 
of varied skill levels, fluctuating and sometimes 
unpredictable work volumes, and a variety of 
request types that would be required by different 
regions and marketers. In addition the global 
campaigns would require different compliance 
and marketing considerations by region with a 
highly complex governance process.

The Solution
TPG’s Marketing Operations Managed Services  
was able to operationalize a set of core business 
processes, develop supporting training and 
documentation, and introduce flexible resource 
staffing models to accommodate multiple 
platforms, multiple request types, various  
SLAs, various compliance protocols and ebbs  
and flows in work volume.

TPG serves as the global administrator and offers 
execution support for seven platforms including 
but not limited to Oracle Marketing Cloud 
(Eloqua), Salesforce Marketing Cloud (SFMC) 
and Marketo, supporting 250 marketers in 25 
international markets. 

Additionally, TPG facilitates continuous training 
on best practice guidelines to help support 
the organization’s standard processes and 
compliance regulations. Ongoing training, 
coupled with clearly outlined business processes 
and SLA’s helped streamline the support request 
process at a global level, saving time and 
reducing costs across the local markets.
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Benefits
Through the implementation of TPG’s Marketing 
Operations Managed Services solution, the 
organization’s marketers were empowered 
to focus on their program plans, creative and 
results, as opposed to the operational details of 
how to get the program out the door. Marketers 
were able to reduce their reliance on local 
contractors and reduce their overall spend with 
agencies as a result of this support.

By identifying a predefined set of rules and 
program types working with the marketing 
services team, TPG managed all implementation 
details and platform specifications to support their 
desired programs. Marketers are able to maintain 
focus on results and future campaigns all while 
TPG continues to build/execute their visions. 

As part of setting up this operational capability, 
TPG used our Marketing Operations “jump-
start” methodology. Our process began with 
an assessment of the utilization of the various 
platforms, looking for specific areas where 
best practices could easily be introduced. 
Additionally, TPG introduced a new support 
request ticketing system to enable local 
marketers to become more efficient in submitting 
their support requests and tracking their 
progress. Overtime, this central repository of 
marketing requests has become a valuable asset 
to understand the types of support needed by 
the various markets, and enable the marketing 
services team to add new services to enhance 
their service offerings.
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Next Steps
Across the organization, TPG supported approximately 300 support requests in 2016 with projections 
of increasing support volume by 35% in 2017. Marketing Support requests came from over 250 
marketers world wide. Requests ranged from one-touch emails, to multi-channel customer experience 
nurtures, to an omni-channel campaign tracking standard, to integrated form updates that spur varied 
sales processes, microsite updates and much more. Through continued partnership, we look to drive 
the future state by expanding into additional markets and optimizing the process to ensure  
a best in class user experience.
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The Pedowitz Group – Connecting Marketing to Revenue™  
The Pedowitz Group wrote the book, and is the undisputed thought  
leader on Revenue Marketing™. As your partner, TPG helps you plan, 
build and optimize your revenue engine by delivering services in 
Marketing Technology, demand generation and marketing operations.  
We believe that marketing is the driver of customer engagement that  
fuels the revenue engine. The Pedowitz Group customers have won over 
50 national awards for their Revenue Marketing excellence. 

Lessons Learned

1. Open dialogue is essential to a central support function responsible for 
a global organization. Adoption was increased due to offering multiple 
informal and formal training sessions for local markets on the new 
process.

2. Clear efficient documentation are critical when undertaking a major 
global standardization project.

3. Central management of Marketing Automation platforms for global 
organizations presents major opportunities for best practice sharing, 
improved levels of service, enforced compliance and cost savings.

4. Setting global metrics goals and benchmarking marketing  
performance early in the process leads to continuous marketing 
improvement opportunities.

TPG took on the administration and management of the 7 global email 

and marketing automation platforms. Through centrally managed 

global administration of these platforms, TPG was further able to save 

the organization over $500k per year in licensing costs through data 

management best practices. 
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