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Thank you for joining me!

Nohar Zmora
SVP Head of Marketing, Kaltura

Fun facts:

-Lives with my partner Yair and our 4 kids
-Loves skiing in winter and scuba diving in
summer

-Crazy about internet memes:)
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Al-powered video marketing flywheel to boost your reach, engagement,
first-party data, and pipeline

Webinars Virtual & hybrid events Community hubs & customer

What did you think

Sales prospecting studio

Podcasts & video web experiences &
Brand TV streaming
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Thousands of teams from top organizations trust Kaltura
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When everyone gives their opinion on a
marketing campaign:




When the webinar is a sales pitch...




There’s a serious
GTM crisis
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» Pipeline generation dropped by 47%

» A shortfall of 51% in pipeline generated
from organic and paid channels

» Win rates have dropped from 30%
to less than 20%

» The number of stakeholders within a

deal’s buying committee increased
from 5-6 to 10

Sales cycles lengthened by 32%
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Only 29% of salespeople meet their
quota
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» Cold outreach is a fraction as effective o

as it was before. 10/8/6/4/2 response
rates are now 5/4/3/2/1 O O

» 30% search traffic decline
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The B2B marketing playbook is
broken
» CAC is skyrocketing

» Email deliverability is crashing

» SDR prospecting and email nurturing audience
fatigue

» Audiences are bombarded with mediocre,
‘cookie-cutter’ content; gating content is loosing
effectiveness

» The new buyer journey (anonymous self-served
research + free trial - want to try the product and
not start by talking to a sales person)

» Attribution is failing — inaccurate findings +
undermines the alighment and collaboration
needed between sales and marketing




There's a GTM crisis
it's time to shift focus

» Retention and expansion are the new
priority

» Customer marketing and enablement is the
current imperative

The highest growth companie right now
are investing in curating customer
engagement and transforming it into
first party data and pipeline conversion
through sintelligent marketing flywheel

3:¢ kaltura
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Mastering the Video-first Al-
enabled Marketing Flywheel

B2B buyers engage with 13

pieces of content before
making a buying decision

&

CMOs chose video marketing
as their highest ranked
channel, delivering more value
and impact across all customer
1] journey stages




Rethinking video as a retention tool

Create better, more personalized video experiences at scale
to drive lasting customer growth

Email confirmation with

Personalized video invite t¢ Engagement starts video teaser to drive Digital live experience with
register for a live experience immediately with attendance real-time engagement
(webinar/virtual/hybrid personalized pre live boosting Al agent for the
event/Al-enhanced in- experience content hub marketer & for the customer
person event)

'Ist 2nd 3rd 4th

> > >

Continuous engagement
with new and repurposed Multiple repurposed content Recording chaptered and Follow-up email with short
content, including by assets automatically summarized with Al Al-generated video summary
additional assets and reach generated on the fly and and link to recording
out by both Marketing & distributed by Al agent to
Sales customer academy, website,

social and other channels

8t and beyond ‘ 7th o 6th ‘ gth

All supported by powerful Al Content intelligence & Repurposing lab and |
15 | a ecosystem of Al agents ;¢ kaltura




At Kaltura, we practice what we preach

3i¢ kaltura Kaltura
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the use of Al technologies
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eamiess streaming.

— i - Makes It Easy. , E o
Spaab laysie Y Take your engagement levels NOW W|th the power Of . /

g to new heights with Al

T . g coqﬂch May 7¢h, NYC | We're hiting the road in 76:15:33: 09 «D / + WEBINAR +
w3105 + .

4 excus e o / L. ) “y Personalized recommendations e| TV IS ready
& EETTTE ’ z From insights to action: Y’ :

— T BT I Leveraging Al to master 3\ ed metadata & content enrichment J for GenAl!
105515 T —_— decisions W AN

- Usage, journey and devics Tuesday, June 4, 2024
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Maghan Kesnay. VP Markceing, Jysper

Interactive, Al-infused digital
. experiences that boost your reach,
Tt b engagement, 1st-party data and ROI

How Mayo Clinic

3rd party content management

g solutions Accessibility tools

May 7th | New York

May 9th | San Francisco
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Virtually
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Mor Saar Herzberg

The Virtually Livel exclusive Al masterclass with Ruben
Hassid

Al for the future
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Network

Interact

Get points!
/Ashley Amar

Kaltura

Behind the “mbracing the
Screens: Mental ’ hriving
Health Insights

for Webinar

Organizers

“Eco-Friendly

Steps for your first webinar:

(@ Cickon Creare

@/ U thae Al assistant to gererate your webirar
title & description

(§y Chaase pour webinar schedule. You can use the
" Al amistant to gererate 2 suggesed agenda for

your wehinar.

7 (Goto the Branding tab ard customiza the bannar
& thama lupioad your swn imags or chocae fram

the link we pravidad in the char) £ The agenda

®

(i Gotatha Pacple » Spankers tah and inuite yoursst
"~ Donit forget 1o upload your image!

Gk an Wit Wabinar Sita ta 526 your landing paga
and wabinar sita ana sesson
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salesforce Community building = Real business impact

&
salesforce™

(whistling music sting) 2022 10

Salesforce boosted engagement by 536% v
leveraging the right technology in their » 9 G D D G0 o sttt e
flagship events and online streaming

platform.
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Making your flywheel a qualification &
conversion machine

e » O>»®0 ® 6
» Uncovering strong indicative -

engagement signals to react in real

time and to improve follow up ’ . > ° >
personalization: ~ S

« Zero-party data- registrations, polls, : |
surveys... , S : . ° .

* First-party data - on-demand views,

repeat visits, engagement metrics... i £ D > . °

» Language and tone of voice were
found to be the most paramount
elements to create a subjective
“personal feel” for content
consumers. Leveraging Al agents for
scaling the localization and

adaptation of content is changing - ‘
the game. R > . ° .r
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How AWS APJ overcomes language barriers
to double down on customer loyalty

AWS expands their reach across Kaltura provides:

APJ with summits in: * Entire event websites in those

e Korean languages (every word!)

e Japanese e Automatic high-quality translations
* Vietnamese and captions

* Thai e Simulive, 'follow-the-sun'

* Bahasa Indonesia broadcasts

* On-demand post event content in
the language the user registered in

Event stats:

e Upto8hourslong

* Minimum of 150,000 registrants

* With 50,000 registering on the day of

Our ability to provide and accommodate so many languages in a seamless,
stable and scalable way directly builds customer loyalty.

/s
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The future with Kaltura

Agents

Follow-the-Sun Rebroadcast Workflow A Content issue

This workflow ensures global accessibility by automating the rebroadcast of live Content redundancy identified

sessions across time zones. It includes Al-powered captions and translations, i . =

scheduling pre-recorded sessions for relevant regions, and sending email Duplicate Training Modules Identified Across
Departments. 8 training videos share 95% identical

invitations to employees in their respective time zones.
content but are attributed to different departments.

4 Run @ Publish ® Test # Edit

OVERVIEW
.
Trigger
7 o esiusibinsiaribionekaonk v Engagement
- Declining user engagement identified
® Localize the session content 20% of users have shown a significant decrease in their
Localize the session including live captions, interaction visit frequency compared to the previous quarter.

translation (Polls, announcements and emails).

) Schedule a pre-recorded live session Take actions
Schedule a live session in the relevant timezone and publish it )
in the Company call channel

Send a email invitation Ar Compliance

Send an invitation to employees in the relevant timezone.
Non-compliant content detected

Multiple content in 3 different categories were created
and do not align with your organizational policies in the
last week.

Take actions

sy,
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Connect marketing efforts to Sales and CSMs

Hand off to
Transform with Al CMS/sales rep Activate across Support, retain,
teams repeat

Create multi-stage
personalized
content

CSMs can use for Content becomes
onboarding, part of customer
education, and resources,
continued education, and
engagement success programs

(NP
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Connect marketing efforts to Sales and CSMs

Hand off to
Transform with Al CMS/sales rep Activate across Support, retain,
teams repeat

Create multi-stage
personalized
content




The Al-powered retention & expansion
playbook:

3 Immediate next steps:

« Start tracking, collecting and analyzing
zero and first-party intent data ‘

* Rethink how you make your content
global

» Use moderation agents; look for cultural v
pitfalls

* Build always-on engagement hubs for
community and retention

Al isn’t a magic fix—it’s a tool that amplifies a
strong retention strategy! .

And lots of memes for you all!




Marketing walking into work every day with
their to do list
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Thank You
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Visit us at

kaltura.com
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