
Go To Market Strategy
Modern Marketing Content 
and Contact Process



Enterprise Marketing “To and Through” Channel
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ONLINE/OFFLINE 
COLLATERAL

ONLINE/OFFLINE 
COLLATERAL

ONLINE/OFFLINE 
COLLATERAL

OFFLINE COLLATERAL

“To and Through” Channel Marketing

DISTRIBUTION

National Independents Wholesale

END-USER 
ACCOUNTS

Sales Reps
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“To and Through” Channel Content 

Product Detail Page

Copy
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Distributor eCommerce Assessment

† This is in addition to other available 3M promotional support, including 3M product features and benefits content, joint sales calls, etc.

* Criteria subject to revision upon notice

Non 
transactable 

website

Transactable 
website

Not applicable 
(due to lack of transactable website,

but other support available)

*Enhanced eCommerce Criteria*

• No log-in required to complete purchase with secure 
shopping cart

• Product detail page (PDP) with image, description, price, and 
part number for in-scope products

• Provide sku-level ecommerce sales on a monthly basis

• Cause & Effect Matrix analysis (to be performed by marketing 
team). Metrics consist of:

▪ Traffic & Engagement 
• Traffic volume/sources
• SEO optimization

▪ On-site Experience
• Site navigation
• PDP content
• Purchase path
• Marketing opportunities

Does not 
meet 

criteria

Meets 
criteria

CUSTOM PROGRAMS
Program Components: Email, banner re-directs, lead-

gen activity, SEO/SEM, campaign sponsorships

Program Management: Customized, 
Digital marketing team supported 

CURATED PROGRAMS
Program Components: Email, banner re-directs

Program Management: Standard set of pre-built 
assets
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