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WHAT DO CFOs 
WORRY ABOUT MOST?
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SELF-ACTUALIZATION

PSYCHOLOGICAL 
NEEDS

WHAT DO CFOs WORRY ABOUT MOST?

ESTEEM

LOVE / BELONGING

SAFETY
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SOLVENCY

WHAT DO CFOs WORRY ABOUT MOST?
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HOW DO 
CFOs 
THINK 
ABOUT 

MARKETING
?
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When a CFO Hears  
“MARKETING SPENDING”
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• Expense, not investment 

• Results often unpredictable, unmeasurable 

• Controlled budget as percent of revenue 

• First line item cut  

TRADITIONAL THINKING:  
MARKETING AS “BLACK HOLE”
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INBOUND MARKETING WORKSHOP 
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Wow… 
what a great 

website!
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Yeah, But What Is 
Inbound Marketing?
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HOW DO WE WANT CFOs TO THINK 
ABOUT Inbound Marketing?

• Content assets 
• Attribution at the core 
• Predictable 
• Provable ROI 
• CLV:CAC 
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Who Doesn’t Love Evergreen Assets?

• Published March 27, 2013 
• 2nd most popular post  
all-time! 

• +58K views all-time, and 
6,570 views YTD
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CFOs Prefer RENTING When: 

• Ownership doesn’t affect (improve) performance 

• Renting improves cash flow 

• Renting doesn’t affect market position/
competitive advantage 

• Renting makes future more flexible  

RENT Vs OWN
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CFOs Prefer OWNING When: 

• Assets contribute to improved ROI 

• Assets improve market position 

• Longterm growth in asset value 

RENT Vs OWN
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MARKETING as RENT Vs OWN

PPC INBOUND MARKETING

PPC LEADS IM COST PER LEADPPC COST PER LEAD IM LEADS



W 27

OWNED MARKETING ASSETS

INBOUND MARKETING

IM COST PER LEADIM LEADS

• Declining cost  
over time 

• Predictable cost 

• Controllable cost



W 28

THE POWER OF OWNED ASSETS!

• 3+ years later, still attracting traffic!! 
• Still sensitive to promotion! 
• Contributing to SERP! 
• Owned assets CRUSH rentals! 
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HOW ARE WE DOING?

SOLVENCY

RISK 
MANAGEMENT

PREDICTABILITY

GROWTH

SUSTAINABILITY

evergreen 
assets

managed 
cost

controlled, 
lower cost

W
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HOW DO CFOs FEEL ABOUT GROWTH?

W

• Predictable 

• Profitable 
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PREDICTABLE GROWTH

3,750

37.5

.3

7.5

1.5

visitors

contacts

MQLs

SQLs

customers
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PROFITABLE GROWTH

expected 
value of a 
customer’s 
purchases

gross profit %
new customers 

acquired

sales & marketing 
expense

Customer 
Lifetime Value 

(CLV)

Customer 
Acquisition 
Costs (CAC)

CLV:CAC Definitions

X
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Customer Economics: 
the ultimate finance/marketing collaboration

SUSTAINABILITY

Numbers are examples only - not actual results

1$

CAC

5$

LTV
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Questions, Please!


