MARKETING MATURITY MODEL

BRAND
MANAGEMENT

INTEGRATED,
AUDIENCE
JOURNEY

INSIGHTS
INFRASTRUCTURE

STRATEGIC
ALIGNMENT

RISK
MANAGEMENT

ORGANIZATIONAL
SETTING

TRANSACTIONAL

=>

Uninformed and
irrelevant
Not within brand

Fragmented
Communication is

random with no integration
across channels

Unexamined

Ad hoc, hindsight
driven using limited data
and research sources

Reactive

Projects are executed with
little strategy and unconnect-
ed to an institutional priority

Unclear and
undocumented
Risks are unknown

Weak and
Ineffective

Defined silos exist and trust
low or nonexistent

PROGRESSING

=>

Informed but
Unclear
Mostly within brand

Inconsistent
Communications driven
largely by organizational
needs not audience needs

Ad hoc

Some ad hoc and silo-ed
data mining of basic custom-
er data and transactions

Fragmented
Campaign or tactics not
informed by

research and strategy

Unexamined

Maijor risks are known but
planning not in place to
optimally manage

Reactive

Leaders are

task-oriented and reactive vs
relationship focused

AN ORGANIZATIONAL ASSESSMENT TOOL

COMPETENT &
CONSISTENT

=)

Targeted and clear
Within brand and for

audiences

Timely and
Coordinated

Matching audience, journey
points, and messages based
on available data

Comprehensive but
tactical

Data leveraged but little col-
laboration across campus

Connected
Measured against strategic
business objectives

Defined but
unprepared
Major risks are identified
and plans are established

Proactive

Maijority of staff well-skilled
in modern marketing and
communication techniques

ACCELERATING

=>

Relevant and unique
Research-driven messages
distinct to brand and
audience

Informed and Inte-
grated

Sending consistent, coordi-
nated, and targeted mes-
saging timed to journey

Strate%icully
applie

Senior leaders are lean-
ing in and collaboration is
significant

Aligned

Work is aligned to institu-
tional and unit priorities,
with quantitative measure-
ment

Prepared and Tested
Maijor risk areas defined
tested plans in place to
manage

Agile

Constituent experience and
external market factors
embedded in strategy

HIGH-
PERFORMANCE

Memorable and im-
pactful

Personal journeys for
segmented audiences

Personalized and
Dynamic

Timely, relevant and seamless
personalized journey

Predictive and real
time

Near-real-time

insights are a

competitive advantage

Learning Loop
Consistent learning loop
drives future strategies and
improves execution

Optimized
Rapid response in place for
all major risk areas

Transformational
High expertise and
leaning into next wave
of innovation




