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Bringing the brand to life from awareness to revenue

Q1 FY24

Optimized for

How to schedule \ \ yourindustry
email signatures

ower up the patient

’.E]]L‘Z'ii'.f".".i‘.f

Configuring Exclaime:
for Microsoft 365

What's Coming Next

»l Exclaimer | mimecast |mimecast + §)) Exclaimer —— — l G

Heslp us bl ths tutura of Exclalm

Marketi - |
Advisory uroup
sign-up

You're protecting your email, now amplify it | |




GTM Strategy + Process

Pioneered the establishment of a standardized launch process, reducing launch-related errors
and ensuring timely release. Prior to joining, there was not a GTM function or process and
documentation and relationship with Product and other teams was limited and not functional.



Product Release Flowchart and Outputs

As soon as roadmap
item is committed,

before Pre-Release
Testing/Beta start

PMM

Activities

Added to roadmaps, calendars, and
GTM PMM process docs

Content scoping and requests
submitted; collab with internal
teams

Enablement content creation and
channel matrix evaluated/content
created per release sizing

Additional Internal Enablement +
Comms Channels Activated

External Channel Promotion

Metrics and Reporting

Roadmap
Calendars
Positioning
MNarrative

Messaging Playbooks
GTM Strategy Doc

Content Brief;
Press Release
Blog Post
Feature Releases Updates
Newsletters
Website Updates
Social
Support collab

Enablement Site GTM Package
Sales Training Content Package
Demo Day

Product Digest Email
Monthly Marketing Newsletter
Sales Enablement Channels
Slack
In-Product Comms

Channel Team Enablement
Email
Video/Demo

Retrospective Reporting
Weekly Release Follow-Ups
Post-Release Wrap-Up
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Inform

Channels we use to inform.

Product Release Calendar

'What's New'

Monthly Product Digest Email

Maonthly Marketing Newsletter Email

) Exclaimer

5 @ QR+vCard GTM Checklist ~ ¥

Overview

+ Add task

Task name

o
o
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Add task...
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0P Board B Timeline & Calendar

t Sort: 1 X & Hide
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+ Planning, Strategy, and Process Related

Description

A calendar that informs staff of when product/feature
updates are occurring, as well as a brief description of
said upd. and a directive to available

A communication archive; each post informs customers
and staff of a recent product/feature update with direct
links to resources.

A monthly email that informs teams of the current and
upcoming month's product releases.

Audience

Customer Success Team
Support

Marketing

Product

Anyone who wants to know

All staff and Customers

Customer Success Team
Support

Marketing

Product

Anyone who wants to know

A monthly departmental bulletin sent to staff — contentis  All internal staff
all the latest happenings in Marketing (product rel
would hold a space)
27
A
£
(N
&5 Workflow  # Dashboard (O Messages O Files +
Assigneefs Due date Progress Complet

&

&3 ©

&

Complet...

Complet...

Complet...



CEO
T: +123 456 7890

W: turbo-engines.com

Boost engagement

by displaying yOL-

social posts

Expand your social reach: Increase follower count and
expand the audience for your Facebook social media N _
content through your business emails. —
Amplify engagement: Drive greater click-through-rates
with more visual and interactive signature designs.

Measure the results: Improve the performance of your
social media efforts with new insights provided in the
Social Feeds Analytics dashboard.

: We are launching with Facebook to start, hopeful
for other networks in the future.

a Mr Darsel Boost
o

Mr Daniel Boost

Introduced product release intake form,

process, and brought in design process
to create assets for uniformed look for

E: daniel@turbo-engines.com

Exclaimer - followin
§I IT Services and IT Consulting
New year, new email signature! ¥
Elevate your email game with our new cutting-edge features for 2024. Boost
your marketing efforts, streamline content targeting, and effortlessly deliver
¢ personalized messages.

Explore all the new features here < https:/fInkd.in/eW-MNZay

#EmailMarketing #MarketingStrategy #Newfeatures #ExclaimerEmail

new signature

Power up your marketing
with our new features

. _®

Social Feeds

channel activation.

Mr Daniel Boost
CEOQ

T: +123 45& TEOO
E: daniel@turbo-engines.com
W- turbo-engines.com

D

Home

Subseriptions

e fer Diarenl Boowt

MNEW: A boost for your socials

Supercharge your signatures with your Facebook
feed, turning every email into an opportunity to
boost your socials.

» Expond social reach and engagement by
automatically inserting your last three posts in
your signatures.

» Measure performance with the new Social Feeds
analytics and analyze how signatures convert
recipients to click-through and read posts,

& Conditions

 Slatarment

Exclaimer - Followin
;\ﬁl IT Services and IT Consulting
# Exciting News!
You asked, and we listened. Introducing Social Feeds for email signatures! « -
MNow you can supercharge your email signatures with your Facebook feed, turning
every email into an opportunity to boost your socials. Stand out from the crowd
and amplify your online presence with this game-changing feature.

Learn more: https://bit.ly/48Hbf7g

#SocialMedia #EmailMarketing #DigitalMarketing #ExclaimerEmail
#Newfeatures

Boost engagement by
displaying your social posts

Mr Daniel Boost
CEOQO

T: 123 456 TBEO

E: danial urbo-engines.com

W: turbo-engines.com

D

El Blog

Boost your social media with Social
Feeds for email signatures

9 January 2024 CopyLinke® @ X M

Mr Daniel Boost
CEO

You asked and we listened. You can now boost your social media with Social Feeds for
email signatures. Direct your audience to content on your Facebook feed and



Marketing Advisory Group /VoC Program

Established and led a dynamic Marketing Advisory Group to drive cross-functional
collaboration, harnessing diverse perspectives for innovative product positioning and
go-to-market strategies. Leveraging qualitative and quantitative insights to inform
product development, enhance customer experience, and drive revenue growth.



At Exclaimer, we're all about making meaningful
connections and are dedicated to building a product
that works for you.

Welcome to the heart of change and innovation.
Our new advisory group made up entirely of
marketing professionals will be a driving force
behind our company's evolution and how we serve
our marketing customers.

Joining our advisory group isn't just an opportunity;
it's your gateway to becoming a catalyst for
transformation, a visionary for what's next, and a
valued influencer in our exciting journey ahead.

Your feedback matters
/

Participate in regular customer
surveys covering UX, product,
marketing, branding, and more.

Engage in a dedicated community
forum to discuss experiences,
share suggestions, and connect
with fellow customers.

Join focus groups and interviews
to provide in-depth insights.

Amphfy customer voices . Adva.nced access to features Your insights in action

T 5

Your insights directly impact See your quotes and insights in
customer experience Collaborate with our Product and our marketing materials and

improvements and product I Product Marketing teams, campaigns.
development. participating in Early Access
Programs. Receive updates on how your
insights have driven real
Provide feedback to help shape improvements in our products and
features and improvements. services.

|
) ¢

Be a driving force behind positive
changes that benefit all Exclaimer
users.

7 7

Emﬂairm Product «  Pricing  Rescurces w  Partners ~  Suppart Loginw~ Comtactus m

Heip us build the future of Exclaimer

Marketing
Advisory Group
sign-up

Empowering marketers to achieve more is & top priority for Consitiry

us. That's why we need your expertise. Join our marketing "
advisory group to share your insights and help supercharge

what Exclaimer can do for you. WS, D aPe EE SIS THvant Fnfimaten fram s lsras,

Benefits of joining our marketing

advisory group
'sﬂ«'
Shape the future of Exclaimer Get early access to new features
Participate in moanthly surveys and jain guarterly focus proups or Trial the |atest featwres ard collaborate with us 1s enhance them
Grow and connect See your insights in action and get

exclusive swag

koin quarterly virbaal and in-poreon gvents plus enrgage in 3 dedicated

Watch your insights come alive in cur product and recesve cool swag

A taste of what we’ll need your
expertise for

We have some exciting preduct improvements. in
the works. You'll get to shape the 5 well as

tions, through testing and feedback .e o lasioty Y @ e
. b — & a ———
FET———
Sontont ai adding now analytics 1o L

Sehedule & call Finel out bow we can
with us today gy bolp rorbusioess  EEED



Sales Enablement Site and Collateral

Desighed and launched an enablement site, transforming the management of sales
collateral. This eliminated content creation time for sales reps and streamlined
resource searches, resulting in consistent site usage; 27/8% increase in usage within
the first week of launch. Successfully navigated a rebrand, overseeing the overhaul of
content across various teams to align with the new branding.



FY23 Sales Enablement & Product Showcase

Support greater lead conversion with self-serve product walkthrough and new sales enablement assets

Y Exclaimer

Enablement Library

Engage customers with the best content

at every interaction

1.8k 6.2k

Visits Page Views

Home New Starter Resources Enablement Library

1.6k

File Downloads

34%

WAU/MAU
User Stickiness

ﬁ Exclaimer Home MNew Starter Resources Enablement Library

Demo Decks + Talk Tracks

How to use demo decks

Customuzation of decks

How to use talk racks

Open these items before demos

Achieved bhy:

* Launched a sales enablement hub with new sales assets to
drive greater impact and consistency through the sales team

« Enablement content includes pitch decks, demo talk tracks
and product collateral

« The product tour provides a self-serve, interactive

walkthrough of the product (pre demo readiness) o



Interactive Product Tour

Creative & Results

Exclaimer Tour — Launched April 2023
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SN Exclaimer =
tbed 255k 2,760 1213 376

o Influenced Unique Engaged CTA
- Revenue Visitors Visitors Clicks

Booka product Exclaimer Tour for Partners — Launched July 2023
demo —

airner's greal functionality,

YOUF da1ails balow 10 arrange & full prodisct demonstration . )
We'll show you how your organization can simpdify email " -
signalufe managamsnt and give you lailored advics an how
D maximize impact, and create new oppartunities ! 2 =
Trusted by aver 80000 companies weridwide Pl 2 2 1 1 57
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Table of contents

A list of updates to the enablement site (updated versions
of materials, new pages, and more)

Key information and overview of recent releases

How new releases will propel our business si
and solve customer problems

Narrative & Messaging
Clear workflows for customer business grow

Quarterly Platform Update

What’s Coming Next

NOTE: Features and timelines are subject t

1:1 communication is the future

Upcoming features that impact all, especially marketing professionals

We're excited to unveil powerful new features that will give
businesses a competitive edge. In today's fast-paced business In a world where digital communication has become
world, staying ahead means adapting to the changing cluttered and impersonal, it's time to rediscover
landscape of communication channels and customer meaningful interactions.

expectations.

Build lasting relationships, one interaction at a time.
9 E Connect to CRMs to target Easily manage campaigns
specific lists and contacts
Our upcoming features will enable customers to create
authentic, personalized 1:1 connections with their audience,
resulting in unparalleled engagement. Drive social media engagement and visibility by connecting feeds

Cut through the noise, connect genuinely,

and thrive in the digital era.




Process, Management, Organization

Created a comprehensive PMM strategy, implemented essential operationa
procedures, and established measurable OKRs, leading to a substantia
boost in cross functional synergy, streamlined inter-departmenta
communication, and a reduction in project delivery timelines.




Key Outputs (High Level Overview)

High-level overview - Each of these outputs have several outputs associated with it

GTM Standup

Brand + Sales
Enablement

WIP

Execution and
Performance Tracking

What does PMM do for Exclaimer; what are our team tenets and how do we operate? What are our main focus areas and what are key activities
within those?

A strategy doc will be a requirement for each project/overall initiative.. We set the standard for process and visibility! START HERE
» Other docs can stem from here to support strategy/overview project

» Doc can be used as reference in Content Briefs

- Example for project-based work

Asana workspace (PMM Portfolio), team syncs, intake forms, ' 'roadshow, several requests from Product partnership to
make this thrive

New brand roadshow; continuously arm sales with the messaging and positioning they need - overly communicate and drive home demo days,
roadshows, workshops, etc by establishing a quarterly check-in/event outside of enablement pod work.

Brand TOV Workshop

Strategic Narrative

Establishing PMM as the 'positioner' of Exclaimer. Growth narrative and planning - partnership with Demand Gen (DG).

'process' /flow for how we report on activity — retrospective dashboards built into asana for product and feature releases, report on sales activity
(how enablement materials are working), migration activity and more. Bi-weekly or monthly.
Define KPIs and tracking mechanisms to measure the effectiveness of the messaging and positioning.

Developed a system/process for how we streamline working with stakeholders on getting sales enablement content. Additionally, we need to foster a
more streamlined 'storefront' type of content templates from Content to use for quick updates. most need to go through design, a lot can be generated
from PMM team / partner with DG team to deliver; we need autonomy to move faster and be agile, especially for internal enablement.



Portfolios »

PMM Portfolio ~ ¢ O Setstatus ‘ Qwﬁ)a {2 Share =0 Custom

List Timeline Dashboard Progress Workload Messages

4+ Add work | v = Filter +1 Sort Progress type: Task Send feedback -
Name Status Task progress Date Owner +
i~ Audit Log GTM Checklist O No recent updates = 32% Jan 29 & Jen Brinkley
: - Salesforce Integration GTM Checklist ® Ontrack 28 days ago o 45% Wednesday ‘ Jen Brinkley
i Campaign Management GTM Checklist ® Ontrack 28 days ago - 47% ‘ Jen Brinkley
i= Social Feeds GTM Checkilist ® Ontrack 29 days ago o 79% & Jen Brinkley
:— LinkedIn Pilot Program - Social Feeds Checklist O No recent updates - 17% .L Jen Brinkley
# sales_and_marketing_colab ~ ARR 2 6o ~
e PM(M) In-Product Requests O No recent updates —— Today * “iHEeaefn
‘ Jen Brinkley 13:18
4 [New Feature Announcement] Social Feeds is Live! 27
ﬂ PMM In-Pradiirt Prniarte ) Nn rerant 1indatas Great for Marketers
KEY FEATURES:
+ Automatically insert your last three Facebook posts in your signatures
+ New Social Feeds analytics section to see how signatures convert recipients to click-through and read posts.
CUSTOMER BENEFITS:
1. Expand your social reach: Increase follower count and expand the audience for your Facebook social media content through your business emails.
2. Amplify engagement: Drive greater click-through-rates with more visual and interactive signature designs.
3. Measure the results: Improve the performance of your social media efforts with new insights provided in the Social Feeds Analytics dashboard.
Note: We are launching Facebook to start, hopeful for other networks in the future.
ACCESS:
Name Time period Progress Owner Enable this new feature from the Integrations section under Configuration options.
Available for Pro Plan customers.
RESOURCES:
+ Product & Customer -+ ® GTM package on enablement site
o Quarterly Platform Update inclusion
# Linkedin post (show some lovel)
» Drive customer engagement and advocacy —— 0% ‘ * Elog m‘rl’t
® Press release
4/ - Objective - Product & Customer No status o Knowledge Base articles here and here
QUESTIONS?
} Reinforce and improve market position - 17% You might find the answers you're looking for in the KB articles or in the enablement site content. Feel free to reach out to the PMM team or with additional questions. Please use all normal escalation processes
FyY24 ‘ issues.
5/ - Objective - Product & Customer Mo status for any issues
Congrats to the product team and especially @5cott, our design + content team, and our GTM teams (shout out to support) for helping bring this to market. (dited)
SocialFeedsLive.jpeg ~
» Empower sales with precise persona knowledge and tools Ev24 0% ‘
3/ - Objective - Product & Customer No status BOOSI' enga,gement by
displaying your social posts
» Drive PLG by audience-centric alignment —— 0% ‘ |
4/ + Objective - Product & Customer No status e Mr Daniel Boost |
— [




Strategic Narrative and Positioning

Crafted comprehensive buyer persona narratives and messaging framework
for Exclaimer, driving a noteworthy increase in message resonance among
target audiences based on feedback loops, increase in conversion rates.



Strategic Narrative

POVs

Brand Pillars

Brand Proposition

Communication is broken

Digital communication has over-complicated what was once simple, a

conversation between two

people. Communication must be personal and authentic to achieve impact, build relationships, and
drive growth. By simplifying communications and making them more relevant and
timelier, organizations have an opportunity to rise above the complexity and noise to differentiate
themselves through more meaningful interactions.

Growth comes from

There's no demand

organizational i —

efficiencies

The future of marketing
communication is 1:1

Exclaimer amplifies your email

[

expand its reach, with high-impact results.

As the world leader in email engagement, we can help you increase your brand's consistency and ]

Integrated
Narrative
Execution

Strategic Narrative

Campaigns

Audience

Execution

Segments

Communication is broken
There's no demand without brand Efficient growth

[

Marketing

.

[ IT

N
New Logo & Growth

v
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Strategic Narrative Work...

V. Astarck the okd game—your audlence's orifodan, status quo
apprcach to winaing =ty credibly shewing Bow s row
rwinnable:

T Murse S rerw Gme That wieners are aiready plryieg (nd 1or
whlgh your progc ks designesd o cosder sdvamage)

Communication Is broken
Digital communications has over-complicated what was once simpla, a conversation between
Itwo peaple. Communication must be personal ard authentic to achleve impact, bulld
relationships, and drive growth. By simplifying communications and making them mone relevant
and timely, 0rgantsanons Nave an oppoeURty 10 rise above the complexity and notse 1o [ |
differensiate themsetves thiough more meaningful ineractions.

this procuct an & day- bo-tday basis

Miaggiing S7ar18gie RBFSTive I SATESE 1L

Reaching your target audienceleontroling brand image is
getting mone difcult - or the fact that brand is cool again

Trusted Collaboration between IT/Marketing

and v need o start building brand to drive demantd? IT &5 enabiar v GaSESpor
Briend hixs never bean more impartant Growth comis from collaboration
h, businesses must adapt thelr tactics o a POV 1 FOV 3

munication landscape or risk losing out Buyers

Epnalsed experiences underpinned by Fust &

 time, changing privacy and mass
dligital Farketing wl

These ane cur brand pillars from our rebrand work

The future of marketing communication is 1:1

POV 2

There's no demand without brand

Growth comes from organizational efficiencies
The world of work has changed...,

completed early this year. We realised that the POVS Connect . Thir *. of Grow
we landed on actually line up o these well. Not a bad sparks” as the Trust
thing! general idea
behind a piece
of content
Sparks Sparks Sparks
= The growing imponance of cross-team collaboration
« To cut through the noise, its dme for marketers to ()] - The: growing imponance of trust when making = Brand and perdomance masketing ams must
simplity and o back io communication basics purchasing decisions | Potential customens have a wark together to drive long-term growth
“Diistraction Econcmy™ perciivied notion of your brand bilors interacting « IT teams must evolve from gatekeeper (o be a
™ with you partner to thi busingss to enible the scale and
2. addecias  * 2 Diving demand without a focus on brand s o efficsency to difve growah
M uncher shon-sigiied strategy that doesn't buikd leng term
5
S + 2. Dighal communication may be undermining “he growth + To drive efficient geowth, businesses must opimize
[yt mnskaters impression of their existing channels (l.e. everyday business
YO brand...” emails are being wasted)
= This impact email commumcations have on beand = The importanice of self-sarvice to accelerabe
Mass emal En't seeing the same level of impact identity growh
« It's proving harder to drive ROl up and CPL down « Building a trusted brand must extend beyond a = Brand communications must be Sexdble and agile
fociis on end CUsomens, with equal importance for r— to adapt to changing maset conditions and
Reworded this Spark channel succoss fomeecton et
L ongantzational changes - 8.9. na-brand
cation without engagement is pointless slightly balow (1) re - 1. 11 emalls are the most trusted, authents and -Deplgajonwm maintaining control & security
communication must be parsanal to drive g ey personal communication channel Added * o build brand tnsst. maskaters neesd ko aim for {&.g. remoie working)
the ssdisnce you nese e + Establishing and builfing relationships relies on under (3) authenciy and consistency. + AUIDMARNG repetitve tasks allows scale,
calion must be personal 1o be efective b - choasing the right channe to drive impact and = The impartance of communication sacurity & compliance, cost savings, and laster workflows
cations must be personal and authentic 1o engagement - this is subject matter — complance (0 protect brand
ih The growing importance of non-compafitive digital Brand reinforcement requires frequency -
channels requency is expensive (e.g. paid acs) w18

« The trade-off between privacy and personalization
meakes it difficult to deliver relevant & dmedy
COMMUNCANon

« Omnichannel brand consistency can be a
gamechanger Tor building mise -

Moved under | Thare are two brands at every company:

+ How to combat the use of ad blockers and oy the internal brand that is exerted out
restrictions arownd the use of coakies Image... and how the brand is perceived/talked
+ Changes 1o Spiam rules mean big changes for spark about from the outside in.

outhound communication

Subject matter:

+Creating a brand is no longer (just) a
marketing task. Every touchpoint is
looked at and measuréd in the buying
journey, making it more important tham
sver to have a cohesive brand across
the org.

Subject matter:

Integrated campai

gn execution

CAMPAIGN

No demand without brand

STRATEGIC NARRATIVE

"Communication is Broken"

CAMPAIGN
Efficient Growth
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5 x Vertical Pages

Healthcare
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Built on privacy,
built for healthcare
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Trusted by professional services firms around the world

Trusted by manufacturing companies around the world
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Financial Services
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Build trust with
every email
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Trusted by financial service organizations around the world
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Turn every
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Part of relationship with Demand Gen team to create better aligned narrative work and integrated campaigns.

Messaging from vertical pages transformed to ads.

Optimize healthcare

) Exclaimer

workflows with email
signature automation

Built on security,
built for healthcare

S Exclaimer
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How did

we do?

]

Streamline email signatures
for healthcare's fast pace

S Exclaimer

Join 60,000+ businesses

who've automated their
email signatures
SN Exclaimer | BookADENO




