MOCCA Quarterly Meeting



Presenter
Presentation Notes
First quarterly meeting held on May 25, 2006 with 55 people from 34 companies.
This is our 10th quarterly meeting. I haven’t counted the folks in the room but we have over 350 MOCCA members from 200 different companies. And we’re not just high tech or Bay Area anymore.  



Today’s Meeting

Local 408-536-9900

Toll-Free (US & Canada) 877-220-5439

Audio Meeting ID 743342

Audio Meeting Password 636671551

Web Conference Session URL http://my.adobe.acrobat.com/moccaqg?2/

M-O"C-CA


http://my.adobe.acrobat.com/moccaq2/�

MOCCA Mission

= Foster a community for sharing practical experience

= Encourage the professional development of

Marketing Operations practitioners

= Develop the Marketing Operations professional

Sy e ——


Presenter
Presentation Notes
The MOCCA has a board with a mission:

We do not want to change the world – just change YOUR world … by:

 = share practical experience
 = encourage the professional development of MOPS practitioners
 = develop the MOPS professional



2008/2009 Focus

= Focus:
* Increased member value & participation
« Grow awareness for MOCCA

= Success Stories:
 Membership growth is accelerating
« MOCCA at the Sirius Decisions Conference
 Media & Analyst interest in MOCCA

= MOCCA Board:

« Amy Croshy, Symantec  PJ Wells, Ericsson
» Brenda Kring: CyberSource » Larissa DeCarlo, MTS
» Marcia Trask, Adobe Systems

Sy e ——



Upcoming Meetings & Surveys

Meetings

= Change Management & Summer Mixer (August 11, 2009)

= Budgeting & Strategic Planning (November 10, 2009)

Surveys
= Technology Adoption (Q3'09)

= Market Research Feedback (Q4'09)
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Meeting Agenda

3:00 - 3:30

3:30 - 4:00

4:00 - 4:30

4:30 - 5:15

5:15 - 6:00

Welcome & review of MOCCA quarterly survey results on marketing

performance metrics.

Laura Ramos, Vice President, Forrester Research on “Engagement:
Measuring The Impact of Social Media”

Elisa Haidt & Dawn Jones, Education Marketing, Adobe Systems Inc.,
presenting a case study on “Student Marketing: Engage & Deliver using
Social Media”

Brenda Kring & Nancy Raimundo, Demand Generation & Inside Sales,
CyberSource Corporation, presenting a case study on “Integrated
Demand Generation: Sales & Marketing Partnership”

Summary and Close; member networking
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Member Social

= Join us after the meeting at a no-host member social

= Location is the Hedley Club at the De Anza Hotel



Presenter
Presentation Notes
The Hedley Club is a two-block walk from the Adobe campus—maps are available.
You may leave your car in the Adobe garage if you attend the social.


“Engagement: Measuring The
Impact of Social Media”



Presenter
Presentation Notes
Laura serves Technology Product Management & Marketing professionals and primarily conducts research for Forrester's clients who are business-to-business (B2B) marketers. Her key research areas include tracking overall B2B marketing trends and issues; the integration of traditional and digital B2B marketing tactics; emerging B2B marketing trends in social media use; best practices in interactive demand generation; B2B marketing measurement; and the use of technology to enrich the online B2B customer experience. 



“Student Marketing: Engage &
Deliver using Social Media”



Presenter
Presentation Notes
Dawn Jones, Senior Manager, Marketing, Student Business. Dawn is a Senior Marketing Manager and is responsible for developing strategies for growing the WW student business.  Since Dawn’s arrival at Adobe, Adobe now sells to student in 34 countries, in 12 languages – at a price that students can afford.  

Elisa Haidt, Campaign Marketing Manager, Student Marketing. Currently, Elisa is a Senior Marketing Manager and is responsible for developing marketing strategies and executing on them to reach the world-wide college student market.  Her responsibilities include managing all marketing programs, such as paid search, advertising, relationship marketing, the website, social media and social networking activities, for the world-wide student campaign.  




“Integrated Demand Generation:
Sales & Marketing Partnership”



Presenter
Presentation Notes
Nancy Raimundo currently works as the Manager of Inside Sales for CyberSource. She oversees the team responsible for finding and qualifying leads for the entire sales organization. Previously, she worked as a Data Analyst for CyberSource's marketing team where she was tasked with uncovering and identifying trends in their diverse customer base.  

Brenda Kring has fifteen years experience in marketing operations, demand generation and communications in the enterprise software industry. Currently Brenda works as the Director, Demand Generation for CyberSource, where she is responsible for marketing operations, demand generation and branding for CyberSource’s ePayment Management software and services. Previously, she served as Director, Marketing Operations for ILOG where she oversaw the team responsible for the development and execution of all horizontal and vertical marketing operations and branding activities in the North American region.


M-O-C-C-A

Professional Development and Development
of the Marketing Operations Professional
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