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Marketers face a turbulent market in 2010, but those that 

make the right choices and investments will come out of it 

stronger and better positioned.
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The Big Question: Cut or Invest?

Sources: 

1974-75 Recession: 

ABP/Meldrum & Fewsmith

1981-82 Recession: 

McGraw-Hill Research

Numerous others

Research shows that companies 

that maintain or increase 

marketing investment in downturns 

are more likely to grow and be 

better positioned when the 

economy turns around. 
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In this environment, marketers are playing a key 

role in maintaining growth and profitability. 

Á Identifying markets, segments, 

and specific customers to pursue

ÁDetermining the right offerings to 

promote to what audiences

ÁBalancing the right mix of marketing

activities to maintain interest and demand

ÁWorking closely with sales to maximize joint programs

ÁCommunicating internally on whatõs happening
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Everything ITSMA does is geared to helping 

companies increase marketing impact

and efficiency.

Research:
ÁMarketing trends and thought leadership

ÁBest practice examples

ÁMarketing and sales benchmarks

A Leadership Community:
ÁExecutive peer sharing

ÁCouncils and working groups

Professional Development:
ÁSkills assessments, models, and tools

ÁCourses, workshops, and briefing

Guidance and Insight:
ÁAsk ITSMA

ÁInsight Sessions

ÁConsulting, custom research, training
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Marketing leaders around the globe join ITSMA for 

insight, community, and advisory guidanceé

Alcatel-Lucent

AT&T

Avanade

Avaya

Birmingham City 

Council

Black & Veatch

BT

CA

Capco

CGI

Cisco Systems

Cognizant

CSC

De Villiers Walton

Deloitte

Diebold

EMC

Event 360

First Data

Fujitsu Services

HCL Technologies

Hewlett-Packard

Hitachi Data Systems

IBM Global Business 

Services

Infosys Technologies

Infotech

JDSU

Juniper Networks

Lenovo

Microsoft

NCR

NetApp

Nokia Siemens Networks

Northrop Grumman 

Information Systems

Open Text

Oracle

Orange Business Services

Patni

Pitney Bowes

Polycom

Rimini Street

SAP

SAVO Group

SBS Group

Steria

Sun Microsystems

SunGard Higher 

Education

Symantec

Talent Partners

Tata Consultancy 

Services

Tellabs

TriZetto

VMware

Wipro

Xerox
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éAnd each companyõs sponsorship is customized 

specifically to its needs.

ñWhat we value most about ITSMA is their practical 

guidance and comprehensive approach

in helping us achieve our goals.ò

ïVolkhard Bregulla, Vice President, Hewlett-Packard
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ITSMAõs sponsorship team will work directly with 

you to develop a plan for how we can help you 

achieve your marketing goals.
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Together, weõll identify your priority issues, and 

then weõll provide focused advisory 

recommendations.

We Can Assist You to:

Á Integrating Social Media into Marketing 

and the Business 

Á Increasing Sales Productivity: Sales Enablement 

Strategies and Tactics that Deliver

Á Thought Leadership: Using Ideas to Establish 

Differentiation and Spark Epiphanies 

Á Exploiting New Delivery Models and New Offerings 

Á Globalizing Marketing and Penetrating Emerging Markets

Á Marketingõs Role in Strategic Partnerships, Mergers, and Acquisitions

PN3417 © 2010 ITSMA. All Rights Reserved. 10The ITSMA Advantage

Use your annual Insight Session to address one of 

your top challengesé

Insight Sessions are delivered in the 

format that works best for you and 

your team, including:

ÁConsulting

ÁReview

ÁEducation

ÁProblem-Solving Workshop
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éAnd gauge yourself using tools like ITSMAõs 

Competency Assessment for services or solutions 

marketing.

ñThe results were easy to understand and allowed us to focus 

much more on individual development rather than block training needs. 

The Assessment has undoubtedly saved us a lot of money.ò
ñMichael Priestley, European Director, Sales Training, Pitney Bowes

Marketing Operations ñOrganizational Development, Management, and Metrics
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Strategy &

Market Planning

Setting the 

Direction

Portfolio

Management

Meeting Client

Needs

Internal & External 

Communications

Engaging Key

Stakeholders

Client Loyalty

Management

Strengthening

Relationships

Sales Channel Enablement ñTraining, Processes, Programs, and Tools

Alliance Management ñIdentification, Policies, and Programs

ITSMAõs Marketing Framework TM

PN3417 © 2010 ITSMA. All Rights Reserved. 12The ITSMA Advantage

Sponsorship gives you access to marketing and 

sales data, benchmarks, and metricsé

What is the size of your annual services marketing budget as a percentage of 

services revenue? % of Services Revenue Spent on Marketing

Source: ITSMA, Budget Allocations and Trends: Key Metrics Survey, 2000, 2001, 2002, 2003, 2004, 2005, 2006, 2007, 2008, 2009, 2010
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ITSMA provides access to marketing and sales 

data, benchmarks, and metrics

Source: ITSMA, Budget Allocations and Trends: Key Metrics Survey, 2010

What changes do you anticipate 

in your services marketing 

budget in 2010?

% of Respondents (N=37)

Stay the same

Decrease

Increase

What changes do you anticipate 

in your services marketing 

staff in 2010?

% of Respondents (N=37)
Increase

Decrease

Stay the same

43%

25%

32%

41%

19%

41%

Average decrease: 

8%
Average increase: 

16% 

Average decrease: 

9%

Average increase: 

14%
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éIt also provides a steady stream of new ideas, 

trend analysis, and best practice case studiesé

ñITSMA keeps my team on the cutting edge of whatôs happening 

in services marketing.�´��
ñStef van Aarle, COO Europe, Vice President, Global Marketing & Strategy, Alcatel-Lucent 


