
DIGITAL TO HUMANTM 

Unlocking an 
experience-based pipeline

Propelled by the past year, digital 
fatigue has been the height of 
concern for many CMOs. Now, the 
B2B customer has evolved.
At such a fragile and decisive 
economic moment in time, 
decision-makers must re-think and 
re-strategise to upswing marketing, 
sales, and branding. 

With digital revenue more than 
doubling in size since the pandemic, 
there’s not a moment to miss in 
transferring business focus from 
messaging to storytelling, from sales 
to experience, and from Digital to 
HumanTM.

Customers don’t just want 
to buy from businesses,they 
want to buy into them too.

97% 97% of B2B marketers believe its important to humanise 
their brand, but only 26% say they’ve achieved this. 

Being great at what you do 
is not sufficient anymore. 
Being great at what you do 
is expected. What are you 
doing beyond that? We are 
in a new era where people 
are exhausted of brands 
just being driven by money.

Flavilla Fongang
Managing Director 
at 3 Colours Rule

The disconnect between Sales, Marketing and IT is nothing new, but if they 
don’t work together, the costs of not aligning can severely impact the outcome 
of a project. It’s time to reconsider. 

Speed

Offer new experiences, create 
content, and update information 
swiftly and in response to trends 
and customer behaviors

Flexibility

Accelerate digital transformation 
with diverse implementation 
options, rather than one rigid 
system

Efficiency

Gain efficiencies when 
creating content and launching 
personalized experiences through 
platforms and integrations

Learn more about our unique, creative, and dynamic approach to how we help 
build these long-lasting connections, and how our blending of meticulous data 
research, content creation, and bespoke networking events, deliver human-centric 

experiences for our clients from day one.

Chief Nation have been instigating C-level conversations 
and expediting new business relationships between 

the world’s biggest technology companies and global enterprises.

FIND OUT WHAT CHIEF NATION CAN DO FOR YOU

Network & engageNetwork & engage

Distinguish & attractDistinguish & attract

When we approach 
our database and think 
about running content 
syndication, or invitation 
campaigns, we map out 
how receptive the target 
personas will be to the 
message, and ensure we 
deliver the right content at 
the right time.
Darcie Fields-Thompson, 
Head of Digital & Content, 
Chief Nation

Research, research, research
Anyone can churn out content. 
Mapping your content to the right 
audience at the right time that will 
ensure it cuts through, generating 
early-stage lead conversions.

Organisations know that to drive 
customer engagement, they need to 
focus on experience, but with most 
transformation efforts focused on 
modernising customer touchpoints, 
businesses aren’t doing enough to 
actually understand their customers.

In other words, your CX vision needs 
to be unique to individual buyer 
desires, and your content strategised 
for which personas your accounting 
for. It should align with your business 
values and, more importantly, it’s a 
verified way of authenticating your 
expertise.

Be the host with the most

Delight & relateDelight & relate

CX is a shared responsibility

Delight is episodic – it’s once and done. It’s artificial - 
it’s rendered because someone else is watching. While 
delight has a purpose in customer experience strategies, 
it will never move the needle like consistency.

Jake Sorofman 
CMO at Gartner

It’s time to speak the language of the C-suite, and decide on your 
personalised content strategy, to heighten each unique client experience.

The modern demand generation

41% 41% of businesses are making digital transformation 
investments without customer research to guide 
them.

Speak human

Zoom’s surge in profit, and even establishing its brand name as a verb, was not 
just down to superior product development. Zoom worked to extend its reach to 
consumers while solidifying its business outreach and doubling down on security. 
They launched a specialised training content tool for things like teaching, visiting with 
friends and working remotely. In prioritising education by teaching its millions of new 
users, leveraging network bridging, and establishing strong network effects, Zoom has 
become perhaps the biggest B2B player in the game.

Providing empathy, crisis offers, and problem solving to the specific 
landscape you’re in is fundamental. It makes sense that shifting business 
focus from pitching and selling to solving customers’ more immediate needs 
will work to raise brand value and, in turn, drive leads and sales.

It’s time to shift the focus of the conversation from outcomes 
to human-centric experiences.

So, how can you plan events with deeper meaning, innovation, and insight in 
mind, to pique the interest of your senior audience?

A holistic approach for 
every unique persona 
portfolio

Let the guests customise 
their agenda with surveys 
& polls

Make one space feel like 
many with breakout rooms 
or a follow-up meeting

Find your USPs
Onboarding of new tools can transform experience. With the proper 
implementation of technology, and a new marketing approach alongside this, 
networking events will be more streamlined, and personal experiences will be 
limited by imagination only.

Drip feed all audience 
segments…

…But go industry specific

Provide content that can show the 
C-level how to meet their business 
objectives and overcome any 
challenges they might face along 
the way and, most importantly, 
deliver this content in a clever and 
dynamic way.

Your marketing strategy should aim to delight throughout every stage, 
but at this point of an experience-led sales journey, nurturing meaningful 
customer relationships that create long-lasting loyalty and encourage your 
clients to become evangelists for your brand is business critical.

Software company Adobe is known 
for a culture that celebrates both 
employees and customers. Adobe 
host “experience-a-thons” that give 
front-line employees the chance 
to test new products and provide 
honest feedback. The idea is that 
employees can point out potential 
issues and offer fresh perspectives. 
Adobe also encourages employees 
to get additional training through 
school, conferences or training and 
helps pay for continual learning. 
Adobe employees have tools and 
know they’re valued, which drives a 
strong customer experience.

Close the loop
Your relationship with the customer does not end with the sales pipeline, 
B2B marketers should aim to create ROI after the sale by regularly engaging 
customers and adding value to their business as thought leaders, during and 
post the sales conversion.

Chief Wine Officer’s live and virtual experiences bring people and technology together 
for meetups that function beyond the business, where senior executives can meet, 
learn, and network. 

The CWO DIGITAL format achieves this in an online environment using interactive 
video-conferencing technology. Allowing guests to interact from anywhere and 
enjoy a hosted evening of specialised industry content and discussion, plus a wine-
tasting competition to top it all off. It works similarly to their LIVE events, just with some 
adjustments to the logistics – the wine is shipped straight to each attendee’s front door 
just in time for the event.

CASE STUDY

As B2B marketers, we’re fighting more content than ever before. In this 
competitive landscape, being able to engage differently, and produce high 
quality content that stands out, is a must.

People are savvy to mass 
automation. What can you do that’s 
different to grab their attention? You 
need a proven format that works 
to take care of all senior executive 
attendee generation.

CASE STUDY

Prioritise Tailor Align

Prioritise which customer 
segments are the strategic 
drivers of the business.

Craft experiences tailored 
for these segments.

And then align content to 
the decision stages in their 
priority segments’ journeys.

CASE STUDY
The markers of a good foundation for 
bringing teams together are:

http://www.chiefnation.com

