
Experience is the 
difference between 

epic and an epic 
failure. In new B2B 

buyer research, 
Marketo, an Adobe 
company, explores 

what this means 
for brands and 

how they can draw 
on technological 

innovation to engage 
with their customers.

Roll the dice and 
try to land on 

the ladders that 
will improve how 
your customers 
experience your 
brand. Avoid the 

snakes that lead to 
reputational damage 
and lost customers.

Play a game of 
marketing snakes 

and ladders 
to learn the 

difference between 
epic customer 

experiences and 
epic failure.

READY TO ROLL  
THE DICE?

EPIC 
EXPERIENCES 

WIN

CREATE YOUR 
EPIC CUSTOMER 

EXPERIENCE

CREATE YOUR 
EPIC CUSTOMER 

EXPERIENCE
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KNOW THE NEED

A new hierarchy of buyer needs has 
emerged. If you can understand 
how and where to apply it, you’ll 
quickly move forward.

BRAND 
PURPOSE 
BOOST

Your social 
credentials matter. 
Buyers want the 
businesses they 
work with to match 
their values.

BE BUSINESS  
TO EVERYONE

Today, B2B buyers are 
just like B2C buyers. 
The line between the 
two has disappeared. 
You need to respond 
to this change to win.

OFFER GREAT EXPERIENCES

If you can attract and understand your buyer, the 
next step is to engage with them. Expectations 
change as the sales process progresses – your 
epic experience should follow that.

EXPERIENCE THE EPIC WIN

Successful marketing is all about real 
engagement and personalised experiences. 
Understand that and you’re primed to win.

70% of marketers find 
it hard to differentiate. 
If you can stand out, 
you’ll progress

Treatment of 
employees is 
important to 68%. And 
67% want to work with 
companies that try to 
lower their impact on 
the environment

Showing how you’ve 
got the right product 
will help 44% of buyers 
to commit

Telling people 
something new 
is vital at brand 
attraction stage,  
say 34% of buyers

48% of marketers say 
they have lost deals 
because their brand 
purpose wasn’t  
strong enough

Loyalty is taking a hit, 
with 43% of buyers 
always looking for  
a better deal

Too much jargon will 
push away 27%, and 
failing to show how 
the product is the right 
fit will deter 42%

Read our new report, Creating Epic 
Customer Experiences, to learn more 
about experiences in marketing, and 
how Marketo, an Adobe company, 
can help you deliver them.

Relying on yesterday’s 
solutions will see 
business fall away

http://marketo.com/resources/
http://marketo.com/resources/

