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Chapter 1
Understanding Modern Marketing & Department Architecture
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Yl %WWVikram ITA impress E:Pf\_rITQﬁI

1.3 Real-World Reality
Academic Degree BT eSld é afeT Corporate Desk Y¥ Numbers 5’7 Final Exam @d ?
IR &7 I Vijay IS 81 B1h I AT AT |

JT 39+t MBA forare @il | swor analysis d-1AT| Porter’s Five Forces fABTAT I Ansoff Matrix T Marketing
Mix & points for | Competitor analysis e

3T document &1 3T Fex ST b 3R 3T fopadt college presentation T feaman ST, o =g drferdt o |
Uierd fa 9% file AHX Vikram & cabin fftIET‘alTl

“IR, T 7T B2B software product launch aﬂﬁagmcomplete Go-to-Market plan 4101 %I”

Vikram 7 file @t 3R qﬁqﬂﬁ‘{\’?ﬁﬂi

Ugdl pagel

X pagel

34l pagel

T=rgal page |
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R I file G B AT |

Vijay SHAT H IAHT W ¢4 8T UT|

T § WP

Vikram A $8 T8 I 4T 3R YT, “3dT S g 1”
Vijay & 8- R THSP 31 715 |

%R Vikram = &8T, 374 38 Th RB QI |”

JHD MY |

R} >

“Fifh B 2.5 AT ¥UU DT live ad campaign [ Eﬁ:ﬂ% 1”
B%ﬁef laptop Vijay ﬁWWI

”H@W@—B’q Udh customer aﬁ%ﬁm maximum W@WW%?”
Vijay qU|

“Landing page UX 1 Eﬁr\"?'ﬁ'r[ &rrqa’rWFhﬂ form H3T?”
Vijay ﬁb_{ﬂcﬂ

“3fTR lead form HR 7T ol sales team fobat & ¥ call HIM?”
29 IR Vijay A ¥R I FgT, “XMAg... I faT?”

Vikram = R fgaman|

“Tg1 difference % classroom 3R real business ¥ 1”

G%-ﬁm fo CPA/CAC WW% customer Il acquisition *® ]%'Q business WT@WW%I 3R fopdt
product @W customer UR 4 BullR ¥UU DT gross profit m%ﬁﬁ?@ﬂﬁﬁ7 WWW@@%, ar s
sales SAPX ca mpaign successful :|3°r bl ol HhdT|

s?ﬁ?ﬂ_s' Conversion Rate g a?n?n% fo5 3 arat &l A | f5a desired action a?%%l

3R 1 g9IR AqnT landing page UX 3{IU 3R 20 AT A form Q-RT,?‘ﬁ conversion rate 2% g3{l| 3T} a?fform 50 @NT
GEC| T“Iﬁ, @ conversion rate 5% ﬁ RIe Il

Traffic EI_E?[%, KIEE page P effectiveness 9Gd T|-5°|

Vikram ﬁﬁ, “Marketing ﬁ?b_s: §R growth SGTql traffic Fﬂef@:@)[, existing traffic ﬁé@?ﬂ convert B3 T 3Tl
%III

R 3511 ROAS THSA|

SR 1 ARG YU advertising ﬁ@if HID 4 AT YUU attributable revenue &I'IT‘IT%, @ basic ROAS 4x él‘ll |

QfH Vikram = @T‘TW warning E(p[, “Revenue 3% profit Yh Eﬂﬁ:l_{apfal 3R product P cost, discounts, returns,
salaries 3R 1] expenses TG & TG business aﬁWﬁﬁT%, 0 Rt 38T ROAS TEH Y Hd BTN

91 &1 § A Ahd g faemd A faora 1 e fos 30 S1a 1 3ot STt | Ae Rl 3R R &1 tracking TR 3MTS |
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Vikram = SdIT fF modern advertising platforms H&Had ad click trackmqﬂfﬁﬁél Website events, CRM
data, first-party information GﬁT available server-side tracking methods WWWW ST %, Gl
marketer customer journey ARSI accurately JHI T |

Vijay ﬁ‘q@?ﬁaﬂ?w E’Wﬁ? Marketing " creativity & 1Y mathematics lﬁéa"r%, T gy 8T surprise 3t
CIEaRIL

Vikram eftlh@"[, «“3R 3HT website @W high-intent lead 3Tl % 3R sales team 3 U °e 9% call W?ﬂ%, arn
gRT?”

Vijay eTWT, “QMI< lead N@% competitor JadHAl”

“Exactly.”

3@ Speed-to-Lead WGHT‘IT%—Iead 3 3R sales team b first meaningful contact & o1 fopa=1 9Hg |
ﬁsituations ﬁ@ minutes WWW @W%, WMHDH R old customer actively solution @E{Wﬁﬁl

Vijay 3T 25-page dIdil document dq fopari

I R T AT| Al I FeT ST U MBA degree P UG SR ST ToR & ST |

Degree Wqﬁ | I 3T Marketing & concepts ﬂ'ﬂlgle[ 1 foundation feaT Tl

qfp degree efBﬁ?Ts' ﬁﬁl@ﬁﬂ oy fo Monday morning 9:15 S9! dashboard U @A number S@®HR FIT BRI %I
Theory 3ITYPI door A AT Hbdl %I Practical ability 3T rery ﬁ"ﬂ'\"ﬁ%l

Vijay Cal AHd AL T BT T fr 3 s Marketing 8] TRa-! dfcdh 34 Business Y Marketing a'ﬁ'ﬁﬁ'g:ﬁ
RiccEId

ﬁ%aﬂa NE| ofﬁceﬁw:ﬁﬂ problem @STBBITP:ITI
Marketing 3R Sales team & S dTd BT HIGIA & T GﬁTsﬂiﬂ?Vijay Wspectator EREGREINIK

1.4 Marketing vs Sales vs Business Development vs Branding

U/d §V Department P&dl ?—”ﬂﬁ?ﬁ'#?? 737'63’

Wwaﬁcafeteria ﬁVijay lunch & §aT g’f T o5 UT aTel table T dGl 3MTdTS! 3T ¥l |

Sales Manager Gaurav wﬁ?ﬂl

“800 leads Woll 3R 600 ¥ Sd AP 5! ol a1

Marketing Leader ﬁmﬁm "E’Tﬁ 800 leads generate ﬁ%l Sales team @1 follow-up AT UTI”

“Follow-up?” Gaurav eIWT, “MH DD 3%?, number &g, W@‘ngﬁfmm W?jleﬁl 3@ lead ao??re‘r?"

Marketing Leader: “GHIRT TH demand generate W_"IT%!"

Sales Manager: “31R TRT &TH H3T TP HRAT 82"
Vijay JUAIY @1 QIdl ¥eT |
I AT QMAq cafeteria DT lunch 3T free :I_Eﬁ Y[, g9 ?‘IQ a;l:il' departments frustration free ﬁﬁWQ@ |
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Ao a1 Holtes & waTal 1R 2t S1d Cafeteria d fa®H & HHI dd Ugd! 3R 3 JMH Vikram = Marketing 3R
Sales ®1 combined meeting ol il

Whiteboard UR dIR Wﬁ']@‘mz Branding — Marketing — Business Development — Sales

Vikram ﬁﬁ, “3HIR g1 IR} BT responsibilities clear :f_sgfa"ﬂ, ar ﬁqﬁﬁqﬁp{m—Markeﬁng Sales PI blame
$§‘i|, Sales Marketing B blame B GhT customer Eﬁ:ﬁ%EﬂH@ SITEIT |1~

I T A T U P IRI Wed! BT FHIATT AT fHaT 3R T TS Branding 1 THIATA|

Branding P HTH bad logo, color gl W design Wqﬁ%l Branding P1dSI Bé?ﬁl g a:ﬂ:ﬂ%% customer &
fGATT & et company av_aﬁfoa‘Tclear perception el

ol aﬂ's‘ customer fHE brand I QFR-[ G| SEL A Sarer trustworthy, reliable Il valuable JHAI %, IRSE]
perception P business value Eﬁ?ﬁ% 3R ?Ttﬁ brand equity 3R pricing power Ca Holdd gHhdl %I

3d GTIFIT%: Marketing |

dl Marketing &1 TH market ffrﬁ\_rj@' SRl 3R problems P DR sl audience AP sl message 3R offer
tIE'?IIT'H%I SUDT PIH attention J AP interest 3R purchase intent d® customer journey P M W:ITEP[WT

gl
ICERE ?hgT a Hg:' T o ek Dol “3d gH Idd % Business Development UX:

BD T hTH X company " ﬁ@'_c’l Udh ST ﬁ@?ﬂ, AP B2B environment H gg AR partnerships, strategic
relationships, outbound opportunities GhT a@ accounts @ doors {g\lcﬁ g Sl S\Idl %I

Td BD professional o enterprise & decision-maker WWW% partnership discussion R[X> X hdl %EIT
Qﬁf opportunity %WW%@ normal inbound marketing @[W EREIG

3R 3 H 37 3T B Sales|
Sales dg Sl %\_ﬂﬁﬁlqualiﬁed opportunity Ga actual commercial transaction ﬁmﬁ B DI Eﬁ?ﬁ%l

Sales professional customer Ca| requirements ﬂtlg-l?ﬂ%, objections handle WT%, solution explain W_CIT%,
negotiation W%S?R deal close B D1 fe ﬁWW%I

Vikram = whiteboard TR U simple flow I-TIT:

Brand Trust - Demand Generation - Opportunity - Conversation - Conversion

ﬁb_{GTeﬁefﬁT, “gd IRI departments P HTH GWT%, QAfPB destination Tdh %—customer 3R business growth|”
Vijay ﬁwﬁ:rqa?aga important distinction Thar|

e Marketing 3‘ﬁ? Sales W@% & competitors :I_E?[%I

e  Marketing WW%’?Ieadaﬁcustomer WT:I%:T%I

e Sales DI HTH G random person &1 customer EFI'FITH%T%I
Marketing Eal right audience 3R qualified demand UR focus EIO_FITET%Q 3R sales BT 3 opportunities Ca
effectively convert Xl ET%UI

Business Development ﬁ:l'Qdoors T 1 ?QI
3R Branding Ca long-term trust 3R market perception HuIgd WQT%QI
Glaﬁffl'lﬁaligned Eﬁ, dd growth smooth 6 § %I
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SEE IR W-@%W blame 31@[', ar company DT budget - leak aﬁFITIFIT %I

Vikram = T, “UdH 3! Marketing team W leads &1 T&HT TR 7Td gl Hcll | I8 T8 “—ﬁ‘l@?ﬁ%—w Sales & feTg
3 leads useful %?”

g §1d Vijay & AT A 96 T8, AfhT aH vikram = T 3IR file 3T gTYH IT ¢ |
“3§ qH &l campaigns JHTEANT|”

Vijay = 98T, “frads?”

“Teh 35 TG YT BT industrial machine BT

3R GERT?”

“499 ¥TT T hair oil l”

Vijay = file T, 3R TR vikram &1

TR, G} BT budget frdT 82~

“5 ARG ¥YT per month |”

Vijay 7 9 I g, “IR... T AT 8 3T cafeteria H fh § TSTS g1 aTeli g 17
Vikram 89 US|

“Ugel campaign THgH | TthY TISTS e JHET 31 ST |~

1.5 Business Operating Models
B2B 3/IvB2¢ & %5 product qﬁ'm T¥TBuying Psychology dG¢T WFIT?

Vijay ﬂtIEFﬂ campaign @T’IT, P Client Alpha—Industrial Packaging Machinery Manufacturer T 4, 3R <d
campaign f[Q?ﬁ machine &1 average value 35 A9 U il

@ﬂﬁle ot Client Beta—D2C Hair Oil Brand aﬁ,ﬁlﬂﬁw bottle 499 ¥UT 1 &t |

FEICa] monthly marketing budget 5 <l g |

Vijay 3[1:@'[' "Waﬁ:ﬁ%ﬁ«m same advertising strategy e ?”

Vikram = &gT, “qH SdT3M1”

Vijay 7 data G- MW= forar 3fR @_spfa?ﬁﬁ answer T8d 77|

B

Hifd 35 ARG U Bl machine GHT 499 U BT hair oil @QOTE{%I dTIdIT customer Udh aﬂT:rsgf“v'nﬂﬂTl
B2B Marketing: ﬂﬁmaﬁﬂ 3bel T'Ig:f'ta—vﬁ

Industrial machine & ATHA A buyer Uh W:l_&pf YTl

Plant Head &1 production capacity CARERIRIT

CFO &Y investment \’rhT return &1 |

Purchase Manager Ca price, vendor terms 3R negotiation Gl
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CEO &I overall business impact Cal

Il TP deal H B3 stakeholders MU g1 T U

3R d?\lé35 @G U BT machine WW Instagram Reel é@mﬁ@ﬂaﬁwwl
Sales cycle ?b_gm mnaﬁawaamtﬁl

Customer technical specifications T b dl UT| Demo o GHdT UT| Site visit B bl U Existing customers Gl
references AT b dl UT| Quotation compare HR Jbdl AT 3R management approval LESCIR

MY B2B Marketing H trust, proof, expertise 3fi¥ ROI §§d AUl g1 o &

Case studies, detailed product pages, webinars, Linkedln content, search campaigns, industry events GhT account-

focused outreach @@f activities TgT useful Eﬁ“v'lﬂ'ﬁ'ﬂ%l
319 Vijay A QFIQ campaign & fTT data q&T = BT B2C Marketing:

Hair oil T buyer JdH Instagram scroll I BT YT | 39 hair fall BT problem ot 3T UdD creator b1 video o fe
product review G| fhR comments qel fO5R website @Iel | fOhR offer M| 3R AR trust & AT, ?‘ﬁ@ minutes
T order DR Fabl |

tl%fbuying journey ?’ﬁ?ﬁfﬁﬂﬁ%l
Afh 3BT Aaad g 78] P B2C Marketing ST &1

8T competition WW%‘IW% Customer & THA alternatives a@a@ﬁél Ads STea! fatigue RARELE]
Creatives SR-9R Fga- Us q&d %'I Reviews, offers, delivery experience 3R repeat purchase Wﬁﬁlﬁél

a:ﬁAds dT Data check W%Wﬁmﬁﬁ campaigns aTﬁ‘I'QHCFﬁ Final Table EFI'I_scz

Factor B2B B2C
Buyer Eb_ap stakeholders Eﬁm % 3R individual consumer
Decision Research GﬁT discussion SUIql Eb_&;a'l?a\_rf
Sales Cycle T eI gl uHdl 8
Main Trigger ROI, Logic, Risk Need, Emotion, Convenience, Trust
Content Case Study, Demo, Whitepaper Video, UGC, Reviews, Offers
Key Focus Pipeline GﬁT qualified opportunities CAC, Conversion, ROAS, Repeat Purchase

37 faorg 3 g1t A Table Wmﬁﬁ_@évmram efﬁT, T 3BT practice %,WW §Td ITe a1—B2B H
W SO €t TRedT § 3R B2c # H UM g1 WedI 81 b context BT 1”

g Ud Sgd He@yul a1d 4t

B2B buyer Hf emotions I &, A1 T8 TTEd vendor TAHR 37T job risk Ta! BT dATedT | I8 AT § b IUD]
boss 3D TTIT B 3R ﬁ—”@:ﬁ 3[BT decision TerdT|” Eﬂﬁ"l'q B2B Marketing A+t fear, trust, confidence 3R
social proof WW%I
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I 3D expression AT EPI?IT%I

Product Marketing Gﬁ? Service Marketing

Vijay &I @ o YIS 316 IRY confusion WEP[TI_QE %I

aHt vikram ﬁU@T, “«3[q FAT3N product GﬁT service 9 H I b %?"

Vijay ﬂﬁ, “Product BT customer %@'WT%, service aﬁﬁl”

oo aﬂaﬁﬁm‘gﬂzﬁwﬁm SExactly. 3R gl Marketing &1 dST challenge %I”

Old customer Tﬁé physical product TRied %, diag3acE W%, touch WW%, packaging G| W% 3R
FH-F demo T & W%I ﬁmaaﬁ's‘ business consulting, legal service, software development Ul marketing
service ¥R IGdl %, a‘ra?: HRR UD promise G W@?ﬂ%l

Promise T result fl@|
Promise & provider reliable gl‘lll

Promise & TRT waste &1 11T
MU service marketing T trust-building dgd W?ﬁ\ﬂ?ﬂ gl

Testimonials, case studies, process transparency, clear deliverables, demonstrations, reviews GhT risk-reduction offers
customer @1 uncertainty WWW%I

S €Y faery A 1ot a1 ot &Y, fasra 7 eroet 1Akt fATelt 3R 3T B URG Note T: Product Marketing &
customer product P evaluate HIT %I Service Marketing H customer 3R tlgﬁ provider P evaluate BT %I

iR Vikram A &g, ”W@% Marketing &1 37Tl battlefield &G & 1”
9 R faor A o 81d §U YT, D 14 12
faeh T = THAHR oaTd &, “Team”.

1.6 Department Setup

In-House Team 4T Marketing Agency—ﬁ? a?:'a?' ?’

q@ﬁ% 3R qtdlg H Nexus & boardroom H strategic meeting il

Company SISl “\?fgrow WTEFT At Nexus BI Marketing team H 31t 12 AT WWQ@ q |

Management & AT AT YT—TT team B 30 (‘il‘iiWWWW specialized Marketing Agency B TGl HTH
fear smee

Vijay ﬁ%ﬂ discussion H S&+ T HiehT faT|

Board Al opinions of

UG group P8 X8 UT, “In-house team FGT3N| Product BT THS T SATGT internal I BT gHIT I

GXRT group P& el Yl, “Agency & U specialists %I H B skill %ﬁ‘lﬁfull-ﬁme employee T TG qIeq?”
Vikram = Vijay @1 a0 ¢l 3R @T,"@W@ﬂﬁfﬁ?"
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Vijay $©® Yobs gU IET|
WagmaWVijay:lﬁ%ﬂGﬁW‘J-ﬁWWWtextbook I odT Tl
3T BT, “HZ AT 8 GIHI & U advantages g 1”

Vikram HIPRTT 3R Eﬁﬁ,"Explain.”

Vijay ﬁﬁ, “In-house team company & R gl %I EF[%‘I'QB@ product, customers, sales 3R internal processes
P deep understanding Bﬁ?ﬁ%l Communication I a% edl %I WBT specialist 1 full-time hire HAT expensive
HRELIE

“Good, and Agency?”

“Agency %Wspecialized talent 3R multiple clients DT experience @W%I P tools 3R capabilities REEY
W%ﬁ@[ Eﬁ?ﬂ%l KIEE agency %ﬁl’ljm company 3HDTUD client Eﬂ"ﬂl =R B@E‘H’RO[ internal problems
CAKGRI depth RMq :[Eﬁﬁlﬂ:ﬁ THRT own team DI

Boardroom ﬁ@ﬁﬁ?%ﬂﬁaﬁl

Vijay 3 3m el "FﬁQTTEI—CI answer either-or '_‘|—E>pf%|”
Vikram eftﬁﬂ, 7"

“Hybrid model I”

319 Vijay efﬁ?{ board WWQI\EWI

Core Strategy - In-House

Specialized/High-Volume Execution - Agency

Wﬁm f& brand positioning, customer understanding, product messaging, CRM insights 3R sales alignment

S} core Tl internal team & U Yg-t Aol

Tl bulk creative production, P technical audits, specialized campaigns Ul short-term expertise agency g ST

NEXIE

Vikram = @1, “3{§ TH Marketing Manager ®] g 19 3g ol l”

Vijay TRGRIAT|

QAP 3T I IV YT 8T U1 {6 3T 3 & o I 307 e TS Marketing lesson 1 3R TRI&T - gH1 |

Fife company Hleads de ?@3[ Qﬁ, Tfh revenue :lﬁfl 3R g management ﬁweﬁw W%W{ﬁ Marketing
A numbers m@aa‘rﬂé‘r@aﬁn

1.7 Cross-Functional Synergy

07d’1,000 Leads g8 %520 sales a=2 @lProblem Marketing g ? gl sales H?

3T WW dashboard Tt &I UT| 29 dIR problem traffic aﬁ:lﬁbf 1| Leads T TBT 33T f |
Marketing CACER I@ﬁ 1,000 leads generate P %ﬁ, Tl sales d W 6 deals close @1 |

Meeting W@ﬁﬁﬁ%@ﬁ%ﬁﬂl

Sales Eﬁ?ﬂ, “Leads W[ %I”
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Marketing Enf"ﬁ, “Sales follow-up H_E:‘TWT{?H”

Sales Eﬁ?ﬁ, ”Eﬁ irrelevant leads Ep[ Gﬂ?ﬁ[%l”

Marketing Eﬁ?ﬁ, ”Etlﬁ numbers deliver W%I”

CEO T table R BIY XMl AR SR I @T’IT,"Enough.”

R ERCIEIRINGKIE]

G%-ﬁ Vikram I g, ”Eﬁ 1,000 leads ar%qm customers?”
Vikram efﬁT, “Customers|”

1 fh 8 lead count 1 celebration G HRAT BRI
39 e ugell aR Vijay CARSHINED company & Marketing system T 3 problem advertisement :l_epfél
Problem handover process ﬁ%l

Vikram 3fR Vijay 3 ﬁlﬂﬁ‘{ﬂ lead journey map foan|
q@?ﬁ problem 2ﬁ—MQL

q%ﬁﬁ's‘ t form submission “lead” & SITdT UT|

ATH 3T

Phone number 3171

dY lead ﬁan, Wﬁé%ﬁaﬁw T fob AfAd relevant UT 1CIT:FEPfI sﬂaﬁ_ﬁ’lﬁ BTEﬁ?fqualiﬁcation criteria dd
feul

JalerUl ﬁaﬁvﬂq, 3R product FHIA medium 3R large businesses 351%1?%, T‘ﬁ%? random individual Eblfqualiﬁed
lead T TG Tal GHT|

EI%'TJMQL—Marketing Qualified Lead &1 concept useful Eﬁ?ﬂ%l

Simple language ﬁ, MQL dg lead % S basic criteria Gﬁ? engagement & STYTR U Marketing G| sufficiently
relevant @I % ¥ sales team 39 3T aﬁl

iR @R problem 3{IT—Speed-to-Lead |
tIEa'?fSales team ﬁaﬁ lead &ﬂef%av_&;ﬁ%a'l_dcall CEGIRIL

319 rule FTTT 74T fp high-intent leads CANEREI %i‘uaﬁ JdH! Sleq] contact ﬁTCIT\_Sﬂ'QI Nexus 7 internal target &
FUH 15-minute response window X |

SIESR problem Jt—sales rejection |
3R Sales CRM H RIT “Not Interested” forg <t ?-ﬁ, ar Marketing aﬁw@@ﬁaﬁqﬁﬁw Yl

3{d rejection reason mandatory P fear |
Wrong city?

No budget?

Already using competitor?

Wrong requirement?
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Duplicate?

Student?

BX reason data & 1|

3d Marketing P UdT I bl UT fb B audiences TS leads generate WT@%I
3R R 3ma Ted W%W—Feedback Loop |

BX Friday Marketing 3R Sales BT revenue meeting Eﬁef?ﬂ'ﬁl
Marketing Rk tl_s':lﬁq\@_cﬁ ot fob “gU Tl leads €12~
sales it 71 &1 wgclt & & “leads TRIa ff 17
ST 1Y JoHR gEd d—

B W leads close §€?

CaE kil reject Eﬁ?

E | reject Eg?

ﬁ‘i_\q audience ﬁ GI@' customers 3{TQT?

ﬁo_\q advertisement ﬁﬁlﬂ? cheap leads z."t?rﬁ:—vr sales T'Iébf?
pIE| Marketing T learning cycle Sales data 1?[\_{1,3 T, 3R O result 3T
3ATet 15 & H leads @1 TAT 1,000 T TCH 620 I T3 |
Ugell ToR H T failure T Hebll UT|

Marketing team a’TW@"TWWI

“TOX, leads Eh_qfﬁ TI_aﬁ!”

Wb vikram HIPIU|

G%Pfeftﬁﬂ, “Deals?”

Sales team A data Iell|

6 deals ° number SGHX 34 deals Eﬁ@ Yrl

D H |eads, aﬁﬁf@ﬂ?{ qualified leads GﬁT oyTal revenue |
Vijay screen Wl g ™1

G@Wﬁ:{ Marketing T Udh dgd powerful lesson THE 3TUT: B SUTGI number 33T number qﬁiﬁ’cﬂl '\‘Iﬁ
number TGl valuable EﬁT‘IT%I

3R 1,000 AT 3TY AfhT D18 Wile ara1 = 81, ol 1,000 RIth TH FST number 81 AfPT 3R 620 ANT 3T 3fR
ITH I meaningful customers ﬁﬁ, al 620 Ulql valuable EPTW%I

tl_Eﬁ@ Vijay Cal quality over quantity &1 real meaning JHS 1T |
QB vikram = Dol ”Hmﬂqﬁ A% funnel BT middle eRG| | % [”

Vijay eTtl;ﬂ, “Funnel?”
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Vikram = whiteboard &1 dRWb ERUR foar GﬁTWT, ”W@ Marketing machine a@I”

1.8 The Full-Funnel Customer Journey
Customer &1 “Buy Now” GV 73?31’737'

AR T office TRTHT Wl 81 IHT UT| War Room H RIT vijay 3R Vikram o &1 TR city B! lights THD Ta!
off| vikram = whiteboard TR Uch &gl funnel I

FWR AST| I Sa-Srd e

G%ﬁ'em@'[, “Vijay, TR HIs Afad Ugall aR gARI company & SR H W% Al 1 98 I second BRiG THIT?”
Vijay T, g1 1"

Vikram o Dol “q?”

Vijay: “39 UGS §H ST 8T 1

Vikram: “fth?”

Vijay: “RIMAq JHLAT a’rﬂ & BHRI product ITH 1%111 useful % q1 :Igof 1”
Vikram: “fth?”

Vijay: “Trust W@TIT |”

Vikram: “3iR ftpR?”

Vijay: ”Buyml”

Vikram ﬁﬁ, “Exactly. Elébf funnel % [”

Top of Funnel — Awareness

a9 FWR 3 T 8 5= 2me 31+ 9 3MUBT company AT solution & SR H 31h A UdT Ht 78t 81 390 7 A
problem E}W%, ifd solution W:ﬂﬁ:ﬁftﬁﬂ E}WI

W%Waﬂ%factory owner @ENET%— “TSSTEAT BT bill dHl SUlal G| GHQET%?”
39 3t fopeht particular energy-saving software &1 AMH 7ol Udll

3R Marketing 99 stage R ﬁ, “BHIRT software WI”

dl 98 IS ignore HR QM|

AfPT 3R content ITDT problem A HHATT— T 3T factory @I electricity cost production cost P TR
EHEGE

A IYPT attention o FhdT gl

tl'tﬁ awareness stage %I

29 stage UX educational videos, blogs, social media content, podcasts \’rﬁT problem-focused advertising useful Epf
BT
tIB'\fgoal Eﬁ'&’ﬂw sale Wqﬁiﬁ?ﬂ, ﬁ%‘ﬁfqﬁ?ﬂ goal %—Attention 31} Problem Recognition |
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Middle of Funnel — Consideration

37 customer 1 problem HHYI GITTIBC% G?R dg solutions @\_SRET%I
dg Google UX search ngl

Competitors a@W%I

Reviews Ug I dl % I

Case studies G THAT 5 |

G- companies ﬁwmw gl

3{d Marketing P R attention :@HIT%Q, Sfedh 31F I Trust EFI'FIT%I

tl_ﬁﬁ case studies, comparison guides, webinars, detailed demos, expert content Gﬁ? customer testimonials HTH 3MTd
2l

Customer G IGT3—“3IH B, problem argl aﬁﬂﬂeﬁ 59 company & TTY ST ATfgT?”

Tgl 31U differentiation JTHA 31T €1

Bottom of Funnel — Conversion

3§ customer BTH] interested 3|

WW &ﬂ@ﬂ@'RW%— ”Wﬁﬁﬁ“ﬁ‘ﬂm 3R result T'I%TGTNT?ﬁ?"
29 stage UX Marketing T dhTH friction 3R risk WW%I

Clear pricing.

Demo.

Testimonials.

ROI calculation.

Guarantee T risk-reduction mechanism, GIET.’business realistically offer WWEPH
Simple checkout.

Fast sales response.

T IRY TS conversion 1 support h gt %'I

T customer journey WQ@ HECIl =

Problem - Awareness - Interest -» Research -» Trust > Evaluation - Purchase

3R Tg! reason @ & B advertisement @@T‘T sale 1 I B gHRN gl ol glaTl

P campaigns awareness build HAE, P consideration, PO direct conversion, P retargeting|
Ud complete Marketing system g stages Ca S{-HAIT AT %I

Vijay  funnel &1 drawing 30T notebook H IR T
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TR Vikram = 19 T& 3R box ST

Vijay = BT, “A &1 §2”

Vikram = &8I, “Retention |”

Vijay = PgT, “aifdh 89 dl conversion & TgT1”
Vikram = TRGRIHR HgT, “Tat TEIRT STl problem B 1”
oo = U IR 3 9 g@T, “Fme”

s TEaTaT 3R 8T, “Customer = T dR TR o | 31F 3R 98 IART BT T ST, & FT Marketing
TH?"

Vijay 84S U@

G@m 3T T funnel RI% customer ﬁaﬁmqﬂ:{:ﬁﬁ %I

Customer @1 retain DRI, repeat purchase dgl-l, referrals 3R lifetime value del-l 4T business growth W%W%I
T Marketing P GNFﬁjourney % “customer SFTSN” TR TH SR

Marketing 3T EIET‘F[ % 3R t@?ﬂ % — "WTB'FI% QW experience fear fp customer Ao 3TY?”

T} A 3T TABR LTV—Lifetime Value S concepts aﬁn%a'cgofa%ﬁél

SR ﬁécustomer UBFﬂa'IT 2 WF@W Product TRIcdl %?rﬁo—rrw?réﬁwﬁso BullR FTUY FT business
aﬂT%,?ﬁGanlue tl??ﬁ purchase ﬁﬁm %I

wﬁm smart Marketing ﬁl'l?% acquisition :Iﬁa@?ﬁl

dg customer ﬁ@journey T g

Vikram = marker table TR 3T 3R W,"W?ﬂ%@ SMRET WWWW%I”
Vijay ﬁt@"f, “T?”

Vikram: ”WW@W%%@HWJE{ Marketing & [oTT & 12"

1.9 Is a Marketing Career Right for You?

FTfF, Marketing T R creative THT :13‘2 Curious T fiad ?

A & 8:30 91 gb Al Vijay office H dT8R (A dT | Teh HelA Ugdl Sfd 98 Ugd! IR Nexus 3T AT, T 3 Marketing
Udh glamorous profession e o, SfopT 3@ 3 Ul ?«Hﬁ?m% dashboards %, Deadlines %, Failed campaigns
%, Customer psychology %, Sales calls %, Budget pressure %, Data %, Arguments %', Testing % G?R Jad dehI—

EEIECE
AfpT3A Marketing 3{d qsﬂ\@ Sare] Udg %ﬁ, Fifp 3 IA Marketing aﬂmﬁ%ﬂﬁ“@ﬁ%w Y|

3 I Uar U fb Marketing Hdd advertisement ST B1 Bl 7‘@3[', gfed g a‘rt«ﬁﬁaﬁﬂﬂgﬁﬁw i qg
business problems aﬁﬂ'ﬁl@ﬁaﬁa‘ﬁﬂ | I8 data T@HX decision Wﬁﬁ%ﬁlﬁ?ﬁl g AR experiment B
B 3fmed ot 3R I8 WHR B DI maturity f {5 — “TRT Idea 3BT UT” 3R “W Idea A business BT WwTdal

e —Y s aTd 7
Vijay WWWEU 3T notebook @T’R‘IT?I
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tl%'ﬁ page UX 3T o1 UT: Modern Marketing = Consumer Psychology + Data + Revenue
3§ 98 39 11 IR I1d SSdl g

3R 3MTUP! Marketing H career I &, ?ﬁ@;ﬁ Ty WWW:

Jedl—HT 3T AT Bl '\‘:I'Fl?ﬂef ﬁgenuinely interest %’

SR 31T g NIl T’-ﬂBﬁ%ﬁ?Fﬁ"TW product mﬁ@ﬂaﬁ%, g{wa?ﬂ@ﬁsﬁ%, o} advertisement TR S d &1 %
3R fort offer &I ignore 3t W%, ar Marketing 3T %I'Q interesting B;TW%I

Marketing H customer s “target audience” :l_épf%I 98 U 5911 %—W &Fcl:ﬁ\_rlw, fears, desires, habits
3R objections %I

QUERT—HT 31U 3T opinion T TTET data TR UIINAT B DA 52

Marketing A HH-HH MUsT Ga8 UGEel creative fail EPIWT% 3R W@T simple advertisement GﬁHW%
forg emm personally boring THAT UT|

3R data WTE"T%%T G URT version TER perform WQ%T%, ar ego Pl side H T@H I accept WTQG_HT%I
FRRT—aRIT 3TY communication 3| seriously ﬁ%%v

Marketing A R 3wt %@muﬂfﬁqﬁﬁl 3MTHT complex idea Cal simple language f[FITISTFIT 3T =TI 3THT
customer @1 problem CaReEIcal language o S M ElT%'QI

HU TP headline TR ¥0d & campaign CACE] ﬂib_cﬁ% 3R $ﬂ-ﬁ@ﬂ?{ offer YT conversion rate dcel b dl
H

AYT—FT 3ATY AMAR G Fhd 82

Marketing static career ﬁ%l Fifd Platforms SGad %', Algorithms Wﬁ%, Customer behaviour EIEFIT‘IT%,
Technology Gﬁ{ﬂ?ﬁ %, Al tools 3‘”3%, U content formats G{Ta%, :Ig privacy policies 3Tt %I =Y aQ Marketing ﬁ”ﬁ
& ST §” aTell attitude STeg) outdated 81 Thdl B

T 9aY valuable attitude 3—“HZ T8} U, Afp= & yaT H GPHa1 §1”
Vijay 9 notebook &G HR Gl
Wchapterﬂ’[ﬁwqﬁml

Fife Marketing W%W S{ITAT HATC naturally A GTIHT%— AR @ Marketing H career TATT %, @
3T el A Bee?

T Freshers B q?ﬁ Social Media TGl aT%'Q gl Google Ads?

gl SEO?

gl Content Writing?

T Marketing Executive @W\’:ﬂﬁ maﬂ‘a‘ Manager a4 W%?

HT MBA S 87?

a1 fomr degree & Performance Marketer ST ST Wé?

Marketing department H 3R ﬁq—ﬁ:{@ roles Eﬁﬁ%? 59 role H foan growth %?
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9 skill BT demand SaTET 82 3R I W— TS Fresher THT FIT B f Hiring Manager interview # 38
i “Fresher” A HTIQ, CI:g potential marketer HEH a@?

Vijay @1 31 99Tl & SIdTd 39 I1d 8l (Ha |

a‘s'ﬁrc%‘s’a‘ﬂ SITHdT wﬁﬁq‘e@%ﬁm Marketing ﬁaﬁ' colourful posters 3'ﬁ7 viral reels JHIICT UT, Wa—tﬁﬁ
T =T machine St ﬁ@ﬁfé?@){ ot

Wﬂ?ﬂ machine foTaH Branding, Content, Performance Marketing, SEO, Product Marketing, Sales, Business

Development, CRM, Analytics, Customer Retention o fb_:z; gear J 3R EGl Tt gears & o Ty Wiﬂ\_ﬂ

2?I—Customer.

3R customer aﬁmm, @ Marketing T XTI {gﬂ% GRIGI %, 3R 3R customer I H TG, a‘rmﬂ?m
campaign lﬁﬁﬁ%@@@#mwgl

Vijay 7 3R SR office building 1 TR 4T | b dgY IR geob] b Ut | U Tl Ugd a8 Arddhx 3T T
% 9% Marketing B T3 3 3R B | 39 I HEYW B 38T ¥T— a8 R Nt e 7Y emani

a"s’qav‘ﬁ?ﬁ skill IrE= 3imar %\_rﬁ fopa company & product Bl market TH o T W%, oot struggling business
ﬁgrowth éﬂﬁﬁ%ﬁ?ﬂ’ﬁﬁﬂ%@%@ﬂm@ﬁwm 30 career ?ﬁlﬁwmél

AP I I 31t G FST JITd UI— “3RR Marketing TP St I81 machine 8, a1 39 A fore snrg

ﬁ?ﬁwmchapterﬁwm celfl

Chapter 1 Summary: Vijay A enfER dRar wum?
Vijay ﬁq—s?ﬁq_sgﬁﬁjourney 39 Marketing av_@fundamental truths Wl

Ygdl, Marketing FHad advertising '_‘T_GQI%I Advertising Marketing EFTW%WT%I Modern Marketing customer B
ﬂtlgﬁ, H_sgf message %ﬁ, demand generate Eb_{ef, data 9 Ira= GhT business results Q@ﬁﬁ@ process %I

@RI, 88X business PI Marketing Wfﬁ?ﬁ%l Startup Ca speed Gﬁqvalidation CARGPSYN a gl %I MSME T

predictable inquiries 3R cashflow ElT%E’EP[W%I Enterprise Cal scale, brand strength, market share 3R complex
customer journeys manage W_rﬁqgﬂﬁﬁ%l

?ﬂ'ﬂﬂ, Marketing ﬁdegree helpful %, GIEE] degree WW?@%I Real workplace H marketer &I numbers,

customer behaviour, campaigns, conversion \’rhT revenue & ITY HTH HIA] Uodl %I

iﬁ?ﬂ, Branding, Marketing, Business Development 3R sales 3(TT-3TST functions %; W&W@HQ @\_513 E‘I%I
s—r@aﬁa alignment :Tépf?ﬁ company H blame game [ ﬁmal

tﬁ‘?-lﬂ'\l.", B2B 33? B2C customers 37T context H TR [« 3 H %I 5HR’1Q GG buying journey, content, decision-
making 3R marketing channels W@W%I

BOT, Product 3R Service Marketing & trust @1 T—Jﬁlﬁ[ 3THT ARE J WA 31Tl 81 Product & customer &% Jahdll
%, SEfP service H SRIT promise 3R expertise QRGN tl@?ﬁ %I

H’IT‘ITﬁ', In-house 3R Agency Gl models & 30+ advantages 3R limitations %I ﬁ businesses %f%ﬂmé’r
combination Udh Hybrid Model E}WT%I

3I'I33'?, Marketing 3R Sales BT STT-3T T islands BT drg d[H 7-@3[ DHAT I %QI Qualified leads, fast follow-up,
rejection feedback 3R regular revenue reviews o systems Sl teams H%Wé'\f direction ﬁﬂTW%I

Want the Complete Career Blueprint? Click Here to Get the Full Book



https://mistrnokriwala.com/marketing-interview-preparation/

=ﬁ7=ﬁ', Customer U1 awareness & purchase UX jump ﬁml 39 problem recognition, consideration, trust 3R
conversion Sid stages@ TSRAT s Hohdl %I T8I Full-Funnel thinking %I

IR TH HEAYUI— TS HTIT marketer Rt a5 =181 goa1 fF g9 forast @i a ugd?” a8 98 i yzar 8—
'ﬁqﬁ@ﬁw@mqﬁ,wﬁwﬁm&ﬁvm business P T fAaT?”

Tl Modern Marketing 1 3rTa BT gl

MistrNokriWala Insight

Marketing P career I GEE ﬁ I u'sﬁ U dTcd JHYI ?ﬁm—ﬂ? 1% creative &1 &1 profession qu %I
gg I AT BT profession %%I% GIKK:D] HHLAI, problems solve BT, numbers UgHl, ideas test BT MR

AR R WG 2

3THT BT platform T expert CEC] aﬁawﬁ%l TfhT MU ST SRR YIGT @Tﬂﬁ?ﬁlﬂﬁg campaign fail
Eﬁ, ar 3 W’\Tﬁ' :Tﬁ— “Sir, audience respond Hﬁm ?ﬁ 1”

P 31T dashboard TIAHR Tg Il Yb— “Audience respond T A8! P I81, PBI drop B Yol & ST SATAT
experiment HT Eil‘ll 1”

g1 difference Udh HTHIY employee GﬁTW valuable Marketing Professional & & Gap d-IdTl %I
3R (& 3 career journey Y[ Eﬁ?‘ﬂ%l

3RTS Chapter ﬁVijay & I I d8T gdidl Eﬁ"'lT—Marketing Department & 3T IR PI-BI | career
roles %; Fresher ﬁ'\f'ﬁ e 3Td aﬁ', ﬁ'—wﬁ skills tl?ﬁ @@ \’rﬁ?' Executive ﬁ Manager \’rﬁ'\’ﬁb_{ CMO dodh t@ﬂﬁ
BT IRAT b1 fezaar 22

FHife Marketing Eb“rgﬁmﬁ entrya:ﬂ WEP[WT%, a’m'\‘lﬁﬂﬁwaﬁﬁ@growmwmgame
8, SIfP AT Chapter W fasTa & 1Y 1Y Tue! +ff a1 o1 arerm 8|
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