The power of balancing
Brand and Demand

We believe that when branding and demand generation work closely together, your ROl on marketing
grows — especially for businesses with long and complex buyer journeys. But how well are today's
organizations successfully integrating the disciplines — and what kinds of results and value are they
realizing? For answers, BrandAction recently surveyed 3,200 marketing professionals to reveal key
findings on prevailing approaches to brand building and demand generation.
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MORE BALANCE = HAPPIER C-SUITE
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BOTTOM LINE: Overall, data indicates that the
marketers that actively seek to balance and align
their efforts between Brand and Demand
activities are more likely to find marketing
success. For those marketers surveyed who
actively adjust the mix of Brand and Demand
activities to serve customer needs across
lifecycle and purchase path, a vast majority
report more satisfied senior leadership.

Ready to achieve a better balance? BrandAction can help.

Our Brand and Demand calculator provides you with a way to see how well your
R ; present allocations between branding and demand generation activities compare
‘brandaCtlon to optimal practices — plus suggestions to help you bring them closer together
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for maximum ROI on marketing.

Visit BrandActionAgency.com/brand-demand-balance
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