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“What is the biggest

problem marketers ___._;________

face?”

Source: http://

www.slideshare.net/

| MathewSweezey/the-future-of-
3;':"" N on marketing-2016-new-roles-
. ., tools-and-trends/
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> - -
“What is the biggest '

problem marketers ! ol

face?”

_ “How to keep up with
- trends to drive higher
. quality leads.’

Source: http://

www.slideshare.net/
MathewSweezey/the-future-of-

3 marketing-2016-new-roles-
tools-and-trends/
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JUST TUNING
COULDN'T
GET THE

..SO WE “HIRED” EQUAL TEMPERAMENT
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CREATIVE EXPRESSION
WITH MUSICAL INSTRUMENTS

EQUAL
TEMPERAMENT



YOUR CUSTOMER’S
COMPELLING CONTEXT
+ MOTIVATION

YOUR
PRODUCT

YOUR
COMPETITOR

Source: Badass, Kathy Sierra
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"The customer rarely buys what the
pusiness thinks it sells [them]. One
reason for this is, of course, that nobody
pays for a ‘product. What is paid for is
satisfactions. But nobody can make or
supply satisfaction as such—at best,
only the means to attaining them can
be sold and delivered.

- Peter Drucker
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Image: http://
WWW.mommysavesbig.com/
printable-coupons/wp-content/
uploads/2016/12/arm-and-
hammer.jpg

Source: https://hbr.org/
2005/12/marketing-
malpractice-the-cause-and-the-
i
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* JOBS-TO-BE-DONE THEORY PROVIDES A

FRAMEWORK
FOR RELEVANCE
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f RELEVANT MARKETING ADDRESSES

CONTEXT + MOTIVATION

0.446
Representing a Smart/
Expert Perspective
Being Containing P g
Accessible/ Interesting
Quick to Facts or Being Easy to 0.013
Find Anecdotes Understand

Magnitude of Driver Impact

Providing the Teaching Customer

® (0.132) (0.096) (0.047) Customer with  Something New
Compelling about Their
Reasons to Take Business Needs/
Action Challenges
Non-Statistically Significant Drivers Statistically Significant Drivers

Source: http://trackmaven.com/
blog/2016/05/b2c-b2b-
marketing-research/
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RELEVANT MARKETING RELIES ON

ACCURATE SEGMENTATION

81% /8%

15%

MARKETERS HAVE CUSTOMERS FEEL AVERAGE
A “HOLISTIC” MISUNDERSTOOD ANNUAL B2B
VIEW OF THEIR BY RETAILERS PERSONA CHURN
CUSTOMERS

Source - https://digiday.com/
marketing/5-charts-show-just-
touch-brands-customers/,
https://www.salesforce.com/
form/marketingcloud/conf/b2b-
personas-targeting-audiences.jsp

@CLIFFSEAL



RELEVANCE |5

IR A S
RIGHT JOB DONE

@CLIFFSEAL




EX amP/e Webfl te | Greg from Example App

v WY T e v e 1 oSk SR & ot " Hey there - This quick video

will help you choose the right
plan for your company. Check
it out.
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‘ | Thanks! This is super
' | | ! 1 helpful
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Reply to Greg... [GIF] ©)
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Source: https://blog.intercom.com/marketing-the-job-to-be-done/



"We were using a personas-

based approach to

segmentation, but it wasn't

working. \We had too many "typical

dsers’ who had little in common,

~ going by traits like demographics or
. jobtitles.”

- Des Traynor, Co-founder of Intercom

customers-jobs-to-be-done

i v @CLIFFSEAL



"As soon as | grasped the
distinction between ‘customers’
and ‘problems people need help
with, a lightbulb went off. | callec
my cofounder ... and said, ‘We're

- going to build a company that is
- focused ondoing ajob.”

- Des Traynor, Co-founder of Intercom

customers-jobs-to-be-done

| e @CLIFFSEAL
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BUYING TIMELINE
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DISCOVER JOBS THROUGH

TALKING TO
ACTUAL PEOPLE

LEADS, CUSTOMERS,
LOST, AND ATTRITED

BUYING TIMELINE

“FIRST THOUGHT” AND
“MOMENTS OF STRUGGLE"
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FIRST
THOUGHT

Source: https://jtbd.info/
uncovering-the-jobs-that-

customers-hire-products-and-
services-to-do-834269006f50



FIRST
THOUGHT

Source: https://jtbd.info/
uncovering-the-jobs-that-

customers-hire-products-and-
services-to-do-834269006f50



When someone says [Basecamp is]
easy...l ask, ‘Why is easy good?’ ...
vou can get that deep into why
people answer a specific question a
certain way and find out it’s almost
always an emotional response.

- Jason Fried, Founder & CEO of Basecamp

00— )| | " C O - http://jobstobedone org/
radio/jason-fried-on-using-jtbd-
at-basecamp/#challeng Ing-
interviewees
o R
@CLIFFSEAL



—
g t “You can change the way you explain

*' your product or change the way you
market your product or the
messaging around it to play on those
emotional responses a lot more than
Just fact or features, which are
dltimately boring things to most people.”

- Jason Fried, Founder & CEO of Basecamp

i

Source: http://jobstobedone.org/
radio/jason-fried-on-using-jtbd-
at-basecamp/#challenging-
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AND SALES
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‘It turned out that people had
four distinct jobs...\Ve now offer
four distinct services, eacnh

N designed to support one of those
- jOoDsS.

- Des Traynor, Co-founder of Intercom

customers-jobs-to-be-done

| o @CLIFFSEAL



We have four products,
Integrated on one platform

S

Acquire Engage

Chat with visitors on your website to Onboard & retain customers with
help them become customers. targeted email & in-app messages.

LEARN MORE LEARN MORE

@\)
9
N
Learn Support
Get feedback from the right Help customers inside your web or
customers, in-app or by email. mobile app, and by email.

LEARN MORE

LEARN MORE



IMPLEMENTING
JOBS-TO-BE-DONE
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Why do people hire your product?

People hire your product to do the job of every
when . The other applicants for this job are
; , and , but your product will always get

the job because of

Source: https://
blog.intercom.com/12-steps-to-
creating-landing-pages-that-
convert/
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IMPLEMENT JOBS N

LANDING PAGES

NARRATIVE

COPYWRITING
& KEYWORDS
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WHY CARE: What is the problem we are solving?
JOB TO BE DONE: What is the job people are hiring us for?
WHAT WE DO: Why would people hire us for this job?
HOW WE DO IT: What features enable Intercom for this job?

AUDIENCE: Who's searching to hire a product for this job?

KEYWORDS: What are these people searching for?

COMPETITION: Who has a competing product / solution?

DIFFERENTIATION: What makes Intercom win?

CUSTOMERS: Who is already using Intercom for this job?

Source: https://
blog.intercom.com/12-steps-to-
creating-landing-pages-that-
convert/



i

IMPLEMENT JOBS N

LANDING PAGES

NARRATIVE

COPYWRITING
& KEYWORDS

SOCIAL PROOF
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More than 17,000 companies are using
Intercom to achieve their goals

>l baremetrics

“With Intercom we get the insights we need to constantly

Improve the customer experience and message people at the
best possible moment.”

Increased annual billing subscriptions by 30%

Read more customer stories —

Typeform

Achieved 92% conversion rate

with timely in-app messages

O New Relic.

Increased message engagement
by 2.5x

Source: https://
blog.intercom.com/12-steps-to-
creating-landing-pages-that-
convert/



I} iINTERcOM ) Respond

Solutions ¥ Resources ¥ Blog Log in Enter your email

Support customers
personally at scale with
Intercom’s help desk
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Help customers as a team via in-app or website

chat, email, and social - all in one place.

; ; Enter your email Get Started

Already a customer? Log in —

(») WATCH THE VIDEO

Our help desk product at-a-glance
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‘Looking at it from that light really
iInforms: If you go to our landing page on
the spot, how can we help people
visualize and recreate the moment in

their mind of when they were like,
yes, this is why | need to look for a

new solution right now’’

- Matt Hodges, Sr. Director of Marketing at Intercom




RELEVANCE A
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IMPLEMENT JOBS BY

REDEFINING PERSONAS
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IMPLEMENT JOBS BY =

SUB-JOBS & STORIES
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Direct
competitors

Secondary
competitors

Indirect
competitors

Know your competitors

They do the same job
In the same way
(McDonalds vs Burger King)

They do the same job
In a different way
(Skype vs Business Class travel)

They do a different job
with a conflicting outcome
(McDonalds vs Weight Watchers)

Source: Intercom on Jobs-to-be-Done



Overview Features View Pricing Enter your email Get Started

Give every customer a personalized
onboarding experience

ov e
Tiwee dlepa 10 get started WELCOME NEW SIGNUPS
denis! fram fSxample Are et ki Introduce yourself and help people get
started from the moment they sign up
941 AM 7 100% W + . Example App

e P
P
o
—————

My Dashboard

Hi Carol,
TURN NEW USERS INTO ACTIVE USERS

Thanks for signing up. We created a quick three step guide to help

. you get up and running. Guide people through their first steps
R

1. Invite some teammates in your product with in-app messages

2. Create your first project

3. Download our mobile app

————————D Check out our docs site if you have any questions. KEEP PEOPLE ON TRACK
e Automatically send targeted push and
email messages to people who
become inactive or get stuck
Follow us

22 Example Road Way, Example City, Example State 12345
O ‘ ' Unsubscribe from our emails
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‘Our conversion rate has
Increased, since prospects can
NOW DUy Just the piece of the site
@ that suits their initial job, and we're
¥ ableto establish multiple points
. ofsaleacross client organizations.”

- Des Traynor, Co-founder of Intercom

customers-jobs-to-be-done

| o @CLIFFSEAL



TRY APPLYING JOBS TO YOUR

ACCOUNT-BASED MARKETING
SIRATEGY

What are the jobs for your target
account?

Create a messaging guide to
keep you focused.

Define your persona(s) with
thelr sub-jobs and your true
competitors.

Create assets convincing the
account to "hire” your product.

@CLIFFSEAL



“The big mistake [for marketers] is
thinking that their job is to spend
money to get attention. If they think

tnat that is what their job Is, they will
never ever succeed in marketing.”

- Seth Godin
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