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GOING MOBILE

Customers are on the move and increasingly social. To broaden the
customer experience, the B2B CMO needs good data and strong insights
to help manage customer relationships no matter where they take place.
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___ PRe YOU READY FOR
THE MOBILE EXPERLENCE?

Customers expect brands to be mobile and social. Are you ready? Marketers must arm
themselves with mobile and social insight, and then seamlessly expand the customer
experience to engage across multiple touch-points throughout their buying process.

- ACTIVATING
YOUR MOBILE AND
OOCIAL DATA

manage relationships by focusing on
mobile specific components within the
customer journey.
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MANAGING MOBLLLTY:
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@ 1. START WITH YOUR CUSTOMLEROS g

Know your customers’ goals. Map their journey for user
experience, not device functionality.

2. AOoLod YOUR DATA RESOURCES '

What resources are in place to start working on the go?

2. KNOW YOUR TECHNOLOGY

Your IT department is on the high-tech forefront.
Talk to them.

@ 4. AUDIT YOUR AOOLITO ’

What content and digital assets are ready for the mobile
experience’?

@ >. LT GOALS AND MAKE A PLAN '

How do you meet your customers’ needs? Where do you
find ROI? What do you need to accomplish your goals?
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DUN & BRADGSTREET'S® MODBILE CAPABILITIES HELP YOU

-

ALONG WITH OUR SUITE OF INTUITIVE PRODUCTIVITY TOOLS, WE PROVIDE
ACCESS TO UNIQUE, DATA-INSPIRED INSIGHT ON COMPANIES, INDUSTRIES,
AND CONTACTS - ANYTIME, ANYWHERE.
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7% ARRTS UP NEXT? o0
THERE 1S DATA CAN HELP CM®é OWN THE CUSTOMER
EXPERIENCE. EXPLORE EACH OF THEM IN UPCOMING INSTALLMENTS OF
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THE SALESPERSON Ad CUSTOMER HERO

Effective salespeople make for happy customers and good marketers make for
effective salespeople. Find out how marketing teams can manage data in ways that
help sales serve clients with sales acceleration tools.

o———— FOR MORE INFORMATION —/—mm—y

For more on how Dun & Bradstreet can help you
thrive in the Age of the Customer, visit
dnb.com/cmo
dnb.com/connectors
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