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How do you experience
personalization in your
everyday life?



Personalization
noun, plural "personalizations"

The action of designing or producing something to meet someone's
individual requirements. 

The act of tailoring an experience or communication based on
information a company has learned about an individual.

Gaining insights into member preferences and intent through data, so
you can offer them tailored experiences.



Are you using personalization in
your marketing efforts?
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PERSONALIZATION

Why
personalize?

Build prospect connections.

Deliver targeted messages.

Increase member loyalty and retention.

Boost revenue.
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Baby, It's Fact.
Enhanced member experiences.
Increased engagement and conversions.
Improved member retention.
Enhanced relevance and context.
Higher member satisfaction.
Increased marketing ROI.
A competitive advantage.

The benefits of personalization are unparalleled and can include:



Nearly 69% of business leaders are increasing their
investment in personalization.

More than 9 in 10 businesses (92%) are using AI-driven
personalization to drive growth in their business.

Organizations are undoubtedly recognizing the value of
personalization.

PERSONALIZATION
IS THE FUTURE.
 62%

of consumers say a
brand will lose their

loyalty if they deliver an
unpersonalized

experience.

Source: Twilio 

https://segment.com/state-of-personalization-report/
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Lack of value proposition.
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Challenges & Causes

Changing member
needs.

Ignoring the user's journey.

Inability to address pain points.

Failure to adapt.



Awareness Consideration Decision

Your user has clearly
defined their problem
and has committed to

finding a solution.

Your user has realized
that they have a

problem or need.
They're just starting to

look for a solution.

Your user has compiled
a list of solutions and is

ready to make a final
decision.

Understand Your User's Journey
Learn more here >>>
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Challenges & Causes

Lack of
personalization.

Little data use and understanding.

Fragmented data sources.

Insufficient technology use.

Learn about GA4 here >>>
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Challenges
For Associations

Limited member engagement.

Changing member needs.

Lack of personalization.

Competition for attention.



Challenges & Causes

Competition for
attention.

Overlapping value propositions.

Limited internal resources.

Outdated member resources.
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Top Tips, Tools, and Tricks for
Personalization



22.5% of consumers prefer to interact with a brand's
website.

53.6% of consumers interact more than three times with
a brand before buying them.

32.3% of consumers choose one brand over another if
the communication is unrelated to their current
shopping behavior.

DATA-DRIVEN
PERSONALIZATION
IS HERE TO STAY.
 83%

of consumers are willing
to share their data to

create a more
personalized
experience.

Source: Accenture

https://www.accenture.com/us-en


PERSONALIZE OUTREACH WITH

REPORTING

Content

User behaviors

Journey mapping



 

77% of marketing ROI comes from segmented, 
targeted, and triggered campaigns.

Source: SALESmanago

https://www.accenture.com/us-en


PERSONALIZE OUTREACH WITH

SEGMENTATION

Emails

Workflows

Reports



PERSONALIZE OUTREACH WITH

HUBSPOT TOOLS

Personalization tokens

Smart content

Smart CTAs & forms

Founded in 2006, HubSpot is a
developer and marketer of software

products for inbound marketing, sales,
and customer service.



PERSONALIZE OUTREACH WITH

PERSONALIZATION
TOKENS

Used on website pages, landing pages,
and email.

All content types can include
personalization tokens that use a
company or contact property.

Use default tokens.

Always test.



PERSONALIZE OUTREACH WITH

SMART CONTENT
Display different versions of your
content based on viewer category. 

Emails, blog posts, website pages, or
design manager.

Based on categories: ad source,
country, device type, referral source,
preferred language, contact list
membership, and lifecycle stage.

Always preview.

Read more here >>>



PERSONALIZE OUTREACH WITH

SMART CTAS
Display a customized button to your
different visitors based on certain
criteria.

Analyze performance over time.

Based on categories: country, device
type, referral source, preferred
language, contact list membership, and
lifecycle stage.

Always test once published.



PERSONALIZE OUTREACH WITH

SMART FORMS
Customize the form displayed
depending on your website visitor.

Landing pages, website pages, or
templates.

Based on categories: country, device
type, referral source, preferred
language, contact list membership, and
lifecycle stage.

Always preview and test.
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Join mailing list -> Get all the emails



Step 1
Defining Our Lifecycle Stages



Lifecycle Stage Definitions
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Lifecycle Stage Definitions



• Subscriber – Subscribed to the AIIM blog or downloaded a how-to 
guide or checklist

• Lead – Downloaded a white paper or eBook or registered for a 
seminar or webinar

• MQL – Achieved a lead score >=70

• Customer – Purchased membership

Lifecycle Stage Definitions



Step 2
Mapping Our Ideal Customer Journey
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Blog Posts and YouTube Videos

How-To Guides and Checklists

White Papers and 
eBooks

Webinars and 
Seminars

Membership

Subscribers

Leads

MQLs

Customers



Step 3
Organizing All of Our Content by Topic



All of our content could be organized into eight categories:

● Business Process Management

● Capture and Imaging

● Collaboration

● Electronic Records Management

● Enterprise Content Management

● Information Governance

● Sharepoint

● Taxonomy and Metadata
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Business Process Management Capture and Imaging Collaboration Electronic Records Management

Enterprise Content Management Information Governance Sharepoint Taxonomy and Metadata



Step 4
Having Fun with Smart Content













The Results
Blog

• 23% increase in blog CTA clicks

Email

• 93.6% increase in open rates
• 220% increase in click-through rates
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Q&A



Get started
with an

optimized
marketing

strategy.
www.readynorth.com

www.aiim.org

https://www.aiim.org/
https://www.readynorth.com/
https://www.readynorth.com/
https://www.aiim.org/

