S ince M arketing 3inspit
to em brace and explore hum an-centric
marketing, pioneers in the field have

applied advanced technologies to oOpen

new insights into w ho our custom ers are

and how they m ake decisions. T he valuable

paradox of big data analytics is itcan create

m ore personalized products and personal

services, and M arketing 4 .0 m aps out an

authoritative approach to taking custom ers

from awareness to advocacy.

For this highly anticipated guide, the father
of m odern m arketing Philip Kotler rejoins
thought leaders Hermawan Kartajaya and
w an Setiawan from M arkPlus, Inc. to share
tangible w ays m arketers <c¢can influence
people on varied paths along the c¢cu s -
tom er journey. In fact, the traditional path
to purchase (aware, appeal, ask, and act)
is expanded to include advocate because
the opinions of our family and friends have
enormous impact on buying decisions —

and fully wupdated coverage w alks you

th rough h ow it happens, the W ays to
encourage it, and strategies for growing
on e custom ized e X perience at a time
using powerful m etrics and innovative

best practices.

M oving from a traditional to digital m arket-
ing mindset com es easy with the practical
advice and intuitive explanations you c¢can
use and benefit from the very first day.
Chapter summ aries highlight covered

topics to enable this guidebook to double

as an everyday reference, and reflection
guestions jumpstart your personal discov-
ery as well as focus meeting discussions
w h en it com e s time to bring the entire

organization onboard



T his peerless resource guide com pletely
p repares you to le ap a head of th e <curve
w ith out any prior know ledge of analytics

or IT by enabling you to:

e G ain data-driven insight into the new

wW ays customers are spending and the

three driving subcultures: youth, w om en,

and netizens

e Examine firsthand exam ples of M arketing
4 .0 b oosting productivity by engaging
custom ers at every touchpoint along

their real-w orld p aths throwugh today'’s

digital m arketplace

e Redefine customer engagement in the

digital era, including h um an-centric
m arketing, creating custom er conwverwr -
sations, and om nichannel strategies

Looking at m arketing in an entirely new w ay

m ay seem overw helming, but with the easy -
to-use fram ew ork in Marketlng4 0 yyou can
guickly get down to succeeding at w hat has

alw ays m attered — custom er im pressions.



