
Building a Data-Driven 
Marketing Plan



About MCH Strategic Data

• We’ve been in business for over 90 years!

• We help organizations turn data into value.

• Whether you are looking to use our data to build a target 
audience, or you need a custom data model, we offer the full 
spectrum of data and technology services.



Today’s Agenda

• Importance of Data

• Data Sources

• Data Hygiene and Enrichment

• Building a Persona Using Data

• Building a Data-Driven Marketing Plan



“In God we trust, all others bring data.” 
— W Edwards Deming

The Importance of Data



Importance of Data
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“Data are becoming the new raw 
material of business.” – Craig Mundie

Data sources



Data Sources
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Data Sources

• We have more data available now than ever before. 

• More data does not always mean more intelligence.  

• Data will decay over time, people will have life changing 
events, input errors from manual entry and inconsistencies in 
data collection all contribute to data hygiene issues. 



“Contact data ages like fish not wine…it 
gets worse as it gets older, not better.” 
— Gregg Thaler

Data Hygiene and enrichment



Data Hygiene and Enrichment

How much is bad data costing U.S. businesses?

• According to Gartner research, “the average financial 
impact of poor data quality on organizations is $9.7 
million per year.”

• In additional research for organizations that Gartner has 
surveyed, the analyst firm “estimate that poor-
quality data is costing them on average $14.2 million 
annually.”



“When you combine the Buyer Profile 
with Buying Insights, you will have clear 
guidance for the decisions you need to 
make to win their business.”
― Adele Revella

Building a Persona using data



Name and Job Title

Where she works
What she does

Insight

Inner nature—what 
will move this 
person?

Goals

Challenges
Values
Fears

Demographics

Age
Gender
Salary
Education
Family

Building a Persona Using Data







Building a data-driven marketing plan.



• In its simplest sense, it means utilizing data to pick the best 
media for reaching the target - without any preconceived 
biases.

• Serves your message to the right audience at a critical point 
in their journey.

What is a Data-driven Marketing Plan?



The more you know about your audience– the better!

• Who are you targeting?

• What are their interests?

• Where do they hang out?

• When do you talk to them?

• Why do they need you?

• How do you talk to them?



Developing a data-driven marketing plan

Maria



Developing a data-driven marketing plan

Blake



Defining metrics prior to planning:

• What is the most important metric we can monitor right 
now?

• What are the most important metrics we can monitor at 
each stage of the funnel?

• How might our KPIs change in the future as our business 
matures?

Developing a data-driven marketing plan



Common pitfalls:

• Data isn't consolidated.

• Attribution of last click.

• Delayed results (no real-time results).

• Multiple dashboards – no single source of truth.

• Improper media expectations (brand campaign being 
measured against leads generated, etc.)

Developing a data-driven marketing plan



Importance of testing:

• Definition of testing.

• Deploying multiple marketing scenarios in order to evaluate and 
select the most promising for expansion.

Developing a data-driven marketing plan



Types of testing:

• Concept testing.

• Message testing.

• Subject line testing.

• Landing page elements testing (forms, buttons, copy).

• Offer testing.

• Product beta testing.

Developing a data-driven marketing plan



Best practices:

• Understand your data, where it comes from, age of data, 
hygiene, etc.

• Utilize third party data to enrich and clean your existing 
data.

• Utilize data to understand your audience.

• Utilize data to pick the best marketing channels that 
resonate with your audience.

• Not a one-size-fits-all program.

Developing a data-driven marketing plan


