EXECUTIVE PROPOSAL & STRATEGY BRIEF

BUILDING A SCALABLE Al MARKETING TECH

STACK

A Director's Guide to Operational Redesign, Revenue Acceleration, and Executive Alignment

1. EXECUTIVE SUMMARY: THE Al BUSINESS CASE

Strategic Imperative: Treating Al as a single, seamless operational strategy rather than disconnected point solutions drives
exponential financial gains. While 78% of B2B companies have integrated Al into operations, only 7% have fully scaled it (McKinsey/
SerpSculpt, 2025). Broadening Al across marketing operations unlocks immediate competitive advantages.

3x 1.6x 2.7X 78%

LOWER OPERATING COSTS HIGHER PROFIT MARGINS GREATER MARKETING ROI B2B ADOPTION RATE
via workflow redesign from process automation MLFlow Research Market baseline (2025)

2. FUNCTIONAL ARCHITECTURE & RECOMMENDED TOOL STACK

Pillar Core Al Capabilities Leading Tools Proven Business Impact

Lead Generation Predictive lead scoring, sentiment HubSpot, 6Sense, 20% conversion rate on targeted

& Qualification analysis, intelligent LinkedIn extraction, MadKudu, GetSales.io, outbound; 7% conversion on direct
automated CRM routing. Drift calendar bookings.

Marketing Behavioral trigger campaigns, Prosp.ai, Followr.ai, Zoho Saved 13 workdays + 8.5 hrs/

Automation & automated multi-step outreach, multi- CRM week in B2B marketing overhead

Scale channel social synchronization. via automated publishing.

Content Strategy Deep research analysis, content gap Gemini Deep Research, +30% Search Revenue & +74%

& SEO identification, data reports, real-time Claude, Topicalmap.ai, YoY revenue growth (e.g.
readability/headline scoring. Neuron.writer RockyBrands case study).

Account-Based Technographic/firmographic intent 6Sense, Simply 85% proactive identification of

Marketing (ABM) tracking, Al vendor risk alerts, real-time Stakeholder, Borealis, underperforming vendors/accounts
stakeholder relationship mapping. Mural prior to service delays.

Lead Nurturing & Optimal timing dispatch, A/B trigger Kondo Messaging, Shortened sales cycles by

Engagement testing, unified multi-channel inbox Salesforce Al connecting web requests directly to
aggregation, CRM fulfillment. automated fulfillment & CRM.

3. REAL-WORLD CASE STUDIES & PERFORMANCE BENCHMARKS

RockyBrands (E-Commerce/B2B Apparel) SupplyHive & Psycray Procurement Model
Implemented Al for keyword analysis and on-page Built a procurement feedback and sentiment analysis model
SEO optimization. for customer surveys.

Results: Results:

» +30% increase in search engine revenue.
* +74% YoY growth in top-line revenue.

« Streamlined buyer intent data analysis.
i+ Fast-tracked high-priority account intervention.
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4. IMPLEMENTATION ROADMAP FOR LEADERSHIP

Phase Key Actions Strategic Objective & Focus

Step Clarify Top-Down Vision  Align executive leadership on whether Al targets core operational processes (e.g., ticket

1 resolution, lead processing) or product enhancements.

Step Audit Bottlenecks & Identify delays in sales handoffs, manual outreach, or content production that reduce team

2 Friction velocity.

Step Prioritize via Value/ Quick Wins  High Value / Low Effort (Execute immediately)

3 Effort Matrix Strategic Projects High Value / High Effort (Break into sub-phases)

Step Build vs. Buy Balance autonomy and customization (Build) against implementation speed, maintenance, and
4 Assessment data privacy security (Buy).

Step Pilot Launch & Establish governance flags around security, compliance, and transparency. Run initial pilot and
5 Governance track response accuracy.

5. MEASURING Al IMPACT & PROVING ROI TO EXECUTIVE LEADERSHIP

Executive Measurement Framework

To justify tech stack investments to C-Suite stakeholders, track metrics across 5 core domains: Financial/ROIl, Operational
Efficiency, Customer Experience, Innovation Rate, and Risk/Compliance.

AI ROI Formula = [ (Net Profit from AI Initiatives - Total Investment in AI) /

Total Investment in AI ] x 100%

Advanced Revenue Attribution Models:
» Shapley Value Attribution Model: Ideal for multi-channel strategies (8—12 channels). Measures the average marginal
contribution of each channel to compute true strategic synergy.

» Markov Chain Attribution Model: Essential for complex, granular funnels (>15 channels). Evaluates conversion probability
changes when touchpoints are removed, delivering 15-25% budget efficiency gains.

Immediate Impact (30 — 60 Days) Medium-Term Scaling (3 — 6 Months)
Predictive Lead Scoring, Automated Routing, Al Content Strategy Engine, Full Personalization Workflows,
Outreach Sequences, and Campaign Adjustments. ABM Relationship Mapping, and Attribution Models.

6. FREQUENTLY ASKED QUESTIONS (EXECUTIVE BRIEFING)

Q: What are the most impactful Al use cases for B2B Marketing?
A: Predictive lead generation, automated multi-channel nurturing, scale personalization, and intent-driven ABM relationship mapping.

Q: Can mid-market or smaller B2B firms achieve ROI with Al?

A: Yes. Modular SaaS solutions (e.g., Followr.ai, Prosp.ai, GetSales.io) allow smaller teams to automate routine tasks, resulting in 10x output without
adding headcount.

Q: How do we choose between Markov and Shapley attribution models?

A: Use Shapley for 8—12 channels to measure cross-channel synergy. Use Markov for >15 channels or granular, touchpoint-level conversion removal
modeling.
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READY TO BUILD YOUR Al MARKETING STACK?

Accelerate adoption, optimize margins, and unlock 3x cost efficiencies. Contact us to schedule your Executive Strategy Consultation
today.
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