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About Me

Recognition:

* Adobe Marketo Engage Champion (2024-2025)
» 5X Certified Adobe Marketo Engage Business Practitioner
» Marketo Engage User Group Co-Leader

Skills:
» Designing and implementing intelligent and scalable marketing automation
solutions
» Orchestrating Center of Excellence, Data governance, marketing strategy, Ruchi Lapran
CRM sync, and digital transformation models Sr. Marketing Automation Solutions Expert

. . Y . 4. Grazitti Interactive
= Turning complex data challenges into disciplined, scalable and predictive

frameworks to maximize marketing impact
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The Modern Consumer’s Path to Purchase is Non-Linear
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When Attribution Misassigns Influence Across Touchpoints
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Credits the closet signal,
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ignores prior influence

Multi Touch Attribution

Distributes Credit evenly,
regardless of impact



When Attribution Fails to Reflect Reality

Over
Investment

Wrong Under Investment

Targeting
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Fundamental Shifts Redefining Attribution

A pricing page visit after a demo
matters more than five generic
impressions. Weight moments of
true influence.

From Channels to
Intent Signals

Real-time chatbot engagement
beats passive email opens.
Recognize behavior, context, and
timing more than the channel.
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The attribution model that works
for acquisition rarely work for
expansion or retention. Adapt
attribution logic to the decision
being made.




How Smarter Attribution Enables Smarter Targeting

Prioritize high-impact moments Personalize timing, channel, and Fund channels that build confidence,
where intervention changes human involvement—not just challenge those that only look good
outcomes content on dashboards
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Case Story

Customer Profile: A financial consulting and business advisory firm based in the United States. They offer consulting services in
the areas of Tax Auditing, Business Valuations, Risk Management Advisory, Blockchain Accounting, etc.

Problem Statement: Turning Engagement Signals into Revenue Attribution

Significant number of form fills on the website
but lack of visibility on channel influencing
ROI

Automated nurture emails rarely close deals,
but follow-up calls resulted nearly at 2x
conversion rates

Strong activity metrics, weak revenue clarity
Human engagement, triggered at the right
moment, was driving decisions

Attribution models were not weighting those

human touchpoints properly

Captured all digital interactions (forms,
content downloads, email engagement)
Integrated sales activity data (calls, meetings,
follow-ups)

Aligned marketing and sales around content-
triggered engagement thresholds

Scored and mapped touchpoints to defined
conversion stages from

Inquiry > MQL - SQL - Closed-Won
Applied weighted attribution logic to reflect

influence, not just sequence
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Clear insights of which channels influenced
pipeline

Reallocation of budget toward content and
campaigns that drove high-intent engagement
Established collaboration between marketing
automation and sales cycle

Improved conversion rates through
orchestrated automation + human interaction
Personalize marketing efforts.

Improved customer experience with well

segmented data



Using Cross-Channel Insights to Invest With Confidence

® Cross-channel insights reveal the complete picture of what actually drives decisions.

Four Pillars of Cross-Channel Excellence

Unify Data Across Use Shared Dashboards

Functions and Interactions for a Single Source of Truth

Close the Loop Embed Attribution Insights
by Feeding Back Insights into Targeting Logic into Decision Systems
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The Path to Measurable Impact

W,

Smarter Targeting Starts ‘ Attribution Reflects ‘ Impact Becomes
with Better Attribution Real Journeys Measurable

Understand real influence, Targeting gets more relevant, Understand real influence,
not just visible touchpoints timely, and personalized to not just visible touchpoints
customer needs
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Thank You
See You at Our Booth #4
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