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my name is not…
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my name is…
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What does Juniper sell? Follow a packet.

User surfing 
on PC

Wi-Fi

Campus switch

Data center 

The network

AI-driven
Enterprise

Cloud-ready
Data Center

Automated
WAN Solutions User surfing 

on PC

Wi-Fi

Campus switch

Data center 

The network

Connected Security
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The B2B journey looks straight-forward

Consumer
Touchpoints

Awareness Discover Consider Decide Grow

Media Relations

Rented/Paid Mail

WebinarEvents

Social

Email

TV

Guest Blogs

Print

SME
Program

Direct Mail

Digital Display

Retargeting Ads

Social

Native Ads

Corp Blogs

Influencer Relations Website

Native Ads

Search

Tradeshows

Podcasts

Radio

Speaking Engagements

Direct Mail

Demand 
Gen Stages

MQL SQL SQO SA ADVOCATECONTACT

Team 
Touchpoints BRAND DEMAND GEN FIELD
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Executive

Director

Engineer

BUT THE BUYING 
DECISION IS A 
GROUP 
DECISION
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Marketing effectiveness in the presence of multiple stakeholders
Neeraj Aurora and Linge Xia

Selling Firm

Marketing Efforts

Seller-initiated activities 
(SIAs)

Intermediate Responses

Buyer-initiated activities 
(BIAs)

Buying FirmCall the CIO
Role 1: CIO
Discussion

Invite to a POC Role 2: Director
Participation

Invite the engineer 
to a webinar

Role 3: Technical
Attend webinar
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Roles
Roles

Number of 
touch-points 

recorded

Number of 
individuals 

in total

Number of individuals 
per firm

Mean              Std

Strategic 197,443 12% 15,957 14% 21 45

Bridge 695,497 43% 51,407 44% 62 109

Technical 732,980 45% 65,781 56% 80 178

1,625,920 100% 117,188 100%

Individual Level Information
Job title, job function, and department.
Roles: Strategic (S), Bridge (B), and Technical (T).

Engineer T

Director
B

Executive

S

THE HIERARCHY OF DECISION MAKING
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Marketing’s Revenue Growth Model

GROUNDED IN CULTURE AND EMPLOYEE GROWTH

BUILD AWARENESS

Find and nurture 
opportunities

Differentiated 
engagement experience

Accelerate time 
to revenue

MARKETING’S MISSION: 
GROWTH

Data and Systems Foundation
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Marketing’s Revenue Growth Model

Find and nurture 
opportunities

Differentiated 
engagement 
experience

Build 
awareness

Accelerate time 
to revenue

MARKETING’S MISSION: 
GROWTH

Data and Systems Foundation

GROUNDED IN CULTURE AND EMPLOYEE GROWTH



© 2023 Juniper Networks
Juniper Confidential

© 2023 Juniper Networks

Find and nurture 
opportunities

Differentiated 
engagement 
experience

Build 
awareness Accelerate time 

to revenue

BlueOcean

We constantly look for ways to 

QUANTIFY OUR MISSION

Pipeline            ABM – tailored 
experience

No lead left behind 
reports

ALL OF THIS HAS TO BE CONNECTED TO SALES MOTIONS
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VERITY

01

MARKETING 
BOT

ABM
SURROUND

DEMAND 
SEGMENTATIONS

BRAND TO 
DEMAND METRICS

02 03 04
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BRAND TO DEMAND METRICS 02 03 0401

+2.3m LinkedIn audience 

0.49%

0.78%

Cold Warm

Increased Click-through rate

7.01%

11.55%

Cold Warm

65%
increase

Improved lead-gen conversion  
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01 02 03 04DEMAND SEGMENTATIONS

SEGMENTS

• Funnel stage of prospect or 
inquiry or no funnel stage

• + Campaign + Page visits

• New Inquiry within the last day 

• Tradeshow low priority scans 

• Content syndication leads 

• List buys 

• Has not been in a nurture 
program within the last 6 
months 

DISCOVER CONSIDERATION
(+Turnback)

• Funnel stage of MQL + TQL + 
reject
• + Campaign + Page visits

• Optional inclusion: LinkedIn 
retargeting, minimal forms

• P1 tradeshow leads (demos, 
attended a session, etc.)

• Field event and webinar event 
attendance

• Has gone through awareness 
nurture in the last 6 months

• Sales stage = rejected, rejected 
reasons

• Funnel stage = SQL +30 
days, but remove at SQO

• Has attended a demo in last 
month

• Has downloaded a trial in 
last 3 months

• Has filled out a form for a 
decision asset (to be 
determined by CM)

DECIDE
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BRAND ABM DEMAND ABM

High-level awareness 
messaging.

Objective: broad air-
cover, for known sales 

motions.

Market of one.

Down-funnel assets + 
specific comp/ 

audience targeting.

Objective: coordinate 
w/ Sales priorities.

Market of few; buyers 
& influencers.

01 02 0403 ABM SURROUND

BESPOKE ABM

Strategically Important 
Buying Committees

Semi-/Customized mktg
journey architected w/ Sales. 

Objective: solve specific 
marketing challenges in 

priority accounts.

Market of known.
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01 02 0403 ABM SURROUND

SCOPE: Mktg Challenge, Opportunity, Competition

DEPLOY: Creative & Media, Data Requirements

NOMINATE: Sales submit via online form

MEASURE: Salesforce + Diagnostic + Anecdotal

1H 2023 Pilot Test
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01 02 03 04 MARKETING BOT

Leads

Contact activity

Insight into leads and their status in 

the sales funnel:

“How should I engage with leads for 

my account?”

Contact-level intelligence on how 

individuals are engaging with Juniper 

(e.g., pages viewed, webinar 

registrations, campaign responses):

“Who should I reach out to (from new 

and existing accounts), and how?”

Buying signals

Product insights

Topic areas & competitors that 

accounts are researching:

“Which accounts should I target 

now, and how?”

Contract expirations of existing 

Juniper products & account-level 

intelligence on competitor products 

installed:

“Which accounts can I engage with 

that have expiring contracts or EOL 

products?”

The Marketing Bot
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A Connected
Data System VERITY
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What are the organization enablers for this model? 

Blurring of lines 
between teams

White boarding 
2023 investment 

strategy
Executive buy-in
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