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In welke tooling 
investeren?
En het marketing team van de toekomst

MartechTribe.com - Frans Riemersma
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Global CX tech 
vendor database

● 10.000 global CX tech solutions
● 10.000 vendor background (country, revenue, staff).
● 4.000 European CX tech solutions (HQ)

Global CX tech 
stack database

● 900+ real-life marketing stacks 
● 6970+ company backgrounds (country, revenue, staff).
● 226 features across 50 categories indexed
● Across 10 industries
● 5 Capability Maturity Model s - Carnegie Mellon Uni.

Global CX tech 
requirements database

● 16 CX tech categories
● 4.079 requirements
● 369 marketing use cases
● 414 ROI benchmarks

2. Customer Technology Map
Which provider offers solutions within a specific

scenario (long-lists)?

1. Customer Technology Benchmark
Which applications are in use (Good-/Best

Practices within an industry such as Retail)?

3. Customer technology Requirements
Which IT applications best cover specific

requirements (heatmaps)?

Research & reports on stacks, solutions and requirements

Customer Technology
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Technology 
Atomization

The technology landscape is 
undergoing a disruptive change…



4

- Benchmark your Martech Stack -

1.0 
“Companies are using more software”

2.0 
“Companies are becoming software”

Digital Transformation

https://martechtribe.com/martech-benchmark
https://martechtribe.com
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Source: Harvard Business 
Review. Michael E. Porter and 
James E. Heppelmann. 
November 2014

Digital Transformation roadmap

1.0 2.0 3.0?
Company 
Technology

Customer
Technology
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Customer Technology

● Digital Transformation 2.0
● Main goal: good for customer 

(effectiveness, making money)
● Software: Adtech, Martech, Salestech, 

customer support, success, etc.
● Output control: Customer
● Output: Managing preferences
● User & Data: External, heterogeneous

● Infrastructure: Layered ecosystem
● Requirements: Atomized, fluid like 

preferences
● Adoption: MVPs and use cases

What is different about Customer Technology?

What is Customer Technology?

Company Technology

● Digital Transformation 1.0
● Main goal: good for company (efficiency, 

saving money)
● Software: ERP, Finance, Procurement, 

Warehousing, Logistics, etc.
● Output control: Company
● Output: Managing units
● User & Data: Internal, homogeneous

● Infrastructure: Closed System
● Requirements: Limited and stable
● Adoption: Implementation & training

Ads & 
Promotions

Content & 
Experience

Social & 
Relationships

Sales & 
Commerce

Data

Management

ERP

Finance
MDM

Logistics Ware
housing
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MarTech SalesTech

SupportTech

ServiceTech

DataTech

LoyaltyTech

AdTech

PartnerTech
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Tech Atomization & Stack Aggregation
Ever smaller, more intuitive solutions emerging
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The smaller the vendor, the higher the rating (n=4,500)

Insight #1: Size matters
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Insight #2: Less is more
Example: Marketing Automation features Used (n=147)
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Welcome composability…

Enter apps, plugins, add-ons 
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+10,000 AI tools
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Marketing 
Atomization

How to deal with the atomized 
technology landscape?
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Martech’s law 
Based on Moore’s law…
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on steroids

Martech’s law 
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Enhanced Creativity Enhanced Knowledge

Enhanced Productivity Enhanced Automation

Thinking

Doing
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Plotting AI
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After Tom Goodwin

Enhanced Creativity Enhanced Knowledge

Enhanced Productivity Enhanced Automation

Thinking

Doing
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Plotting AI

jasper.ai

unamo.com

supernormal.com

lume-ai.com

numbersstation.ai/

automator.design

shutterstock-ai

genius.design

vidyo.ai

Midjourney

chat.open.ai

regie.ai

synthesia.ai
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The dialog interface will be prevalent…

AI changes the UI

Chatspot.ai 
on top of Hubspot
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Simplify customer journeys, value propositions, etc.

Atomization in action

Per Value 
Proposition Best-of Feature Best-of-Data Best-of-Content

Unit

Feature set
● Automation flow
● Integration point
● Microservice
● etc.

Data point
● KPI
● Conversion point
● Moments of truth data 

points
● etc.

Digital asset
● Mail piece
● Landing page
● LinkedIn Ad
● evergreens, headless 

content, snackable content
● etc.

Skills ● Marketing Ops ● Data Ops ● Content Ops

Best-of-count ● ∼3 Features ● ∼4 Data Points ● ∼5 Content Items
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B
2B

B
2C

Business cases: Follow the money
Example: every euro invested returned 16,30 euros (total €47,443,208)
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RevOps owns business cases “This brand understands me”
“This brands knows what I need”

How can you do that?

2024

2023 2024

Personas, audiences, regions
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Brain hacking with the dialog method

I know what you are thinking…

How do you know?
Because I plant a question inside your head.

How do you do that?

I use the Dialog method.

What is the Dialog method?
The Dialog method research reveals that humans constantly 

ask questions to their environment.

What can I use it for?
Anyone can use it to write 

design customer journeys or write copy.

Can you give an example?
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Hack: Find five unspoken questions

Applying the dialog method
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Thank you!
Let’s stay in touch!

Join the Tribe

FransRiemersma@MartechTribe.com

click to do your free 
martech benchmark here 

now!
https://www.martechtribe.com/free-benchmark-survey

https://www.linkedin.com/groups/8869604/
https://www.linkedin.com/groups/8869604/
https://www.martechtribe.com/free-benchmark-survey
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