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  The Challenge

Tektronix is a leading supplier of test equipment 
for engineers focused on electronic design,  
manufacturing, and advanced technology  
development. Tektronix had undergone recent  
acquisitions and needed to upgrade to a modern 
CRM system. Implementing this, while upgrading 
the marketing automation (MA) platform and  
maintaining connectivity to the data warehouse 
at the same time, would be a challenge.

This required a major transition to migrate the CRM 
system, while changing systems and processes from 
an email blast tool to a multi-touch campaigning 
platform, all by a certain date. In addition, senior 
executives were concerned about maintaining the 
lead flow and its impact on revenue, given their 
complicated environment. What if mistakes were 
made and opportunities were missed? What if a 
lead was not routed correctly? What if important, 
contextual, historical data was lost?

Tektronix asked The Pedowitz Group to help with 
an ambitious goal – connect their new marketing  
automation platform to the marketing data  
warehouse and replace the old email system. TPG 
was chosen not only because its consultants hold 
multiple certifications in MA and CRM platforms, 
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  The Solution

TPG and Tektronix began their journey together 
with a series of on-site discovery sessions to first  
establish a clear “as-is” state for the current 
systems and campaigns. A second session was 
held to map out the interfaces between the data 
warehouse and the new MA system. 
 
After that, the hard work began. The integration 
team began mapping out the links, using pervasive 
middleware, between the data warehouse and 

MA. It was quickly 
determined that the 
MA natively could not 
accommodate all of 
the needs, but that it  
allowed for the 
addition of “custom 
objects” to assist with 
such requirements. 
The TPG team 
worked closely with 

the Tektronix team to ensure that all requirements 
were met, and then built, tested and deployed the 
interfaces collaboratively. 

The Revenue Marketing Agency

but because of their experience with Revenue  
Marketing™ best practices.
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Some of the major hurdles were not technology 
changes, but organizational. Gaining agreement 
on which assets to migrate, along with other 
operational decisions, proved to be a challenge. In 
addition, Tektronix was transitioning from traditional 

marketing to a Revenue 
Marketing™ practice.

Management made it 
clear that this was the 
direction the company 
was going and  
everyone needed to 
come on board – there 
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  How The Pedowitz Group Helped

The Solution (cont.)

Meanwhile, a related team began work on the 
marketing automation side. The first step was the 
“MA enablement” – getting it up and running in 
a standardized fashion. Users were created, 
permissions were set, pages were tagged. Once the 
initial work was complete, they worked together to 
prioritize which assets would be migrated by TPG 
(to get them started as quickly as possible and for 
training purposes), and which would be created  
at a later date by the Tektronix team.

was no choice. TPG’s experience with change 
management aided Textronix with its new strategy 
by overcoming anxieties and resolving issues as 
they arose. 
 
TPG built programs, email templates, landing 
page templates and campaigns. At the same 
time, the integration team began their unit and 
system testing to make sure the data flowed 
as expected.  For the next milestone – training 
– marketing teams from around the world 
converged at the company HQ to attend two  
days of training on Revenue Marketing™ best 
practices and marketing automation. 

The Pedowitz Group gave us a fresh  
perspective on a new way to do marketing. 
We had both strategic and tactical  
decisions to make, and TPG guided us with 
best practices that we are now applying to 
our marketing teams around the world.

– David Copley, Marketing Operations Manager
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Tektronix realized that change involved more  
than technology, encompassing people and  
processes, as well. The technology proved to 
be the easier part. The hardest part was getting 
people across the organization to think  
differently, especially about marketing’s new  
role in revenue contribution. They realized their  
Revenue Marketing Journey™ would take time. 

Integrating CRM with marketing automation is 
a complex process that will take time, but will  
enable closed-loop reporting and revenue  
attribution to marketing once it’s completed.
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New MA features allow them 
to engage in conversational,  
multi-step marketing.

New interfaces aid segmented 
marketing, with campaigns targeted 
to customers who bought specific 
products or categories in the past.

The Revenue Marketing Agency

  Lessons Learned

  Results

We had internal systems that had become increasingly more complex over 
the years. The TPG team has deep technical expertise and they are helping 
us to bridge the gap from our legacy systems to a modern marketing plat-
form that is based on marketing best practices and industry standards.

– David Copley, Marketing Operations Manager


