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MARKETPLACES

The

ofrise1



• Amazon 
• Disruptive new entrants 
• Playing defence

The rise of marketplaces



Lisa Butters | Honeywell 
General Manager, GoDirectTrade





Lisa Butters | Honeywell 
In her own words …



• The importance of trust 
• Speed to market/agile approach  
• B2C experiences

Key takeaways



DIGITAL WORLD

Product

in adata2



• Mo skus, mo problems 
• M+A drives product data challenges 
• Manufacturers don’t see the importance 

Product data in a digital world



Cynthia Kellam | TE Connectvity 
Global Senior Director of Digital Customer Experience





Cynthia Kellam | TE Connectvity 
In her own words …



• No hill is too high 
• Product data isn’t just a marketing initiative 
• Centralized product data governance  
• New product introduction (NPI)

Key takeaways



DIGITAL TRANSFORMATION

Getting

fortraction3



• Executive buy-in for digital transformation  
• Getting traction is tough, maintaining it is tougher

Getting traction for 
digital transformation 



Monique Elliott | ABB 
Chief Marketing Officer



Monique Elliott | ABB 
In her own words …



• Products not projects 
• Take inspiration from what’s working 
• Organizing for digital – agile

Key takeaways



ABM

Driving

withROI4



• Strong interest in ABM adoption 
• Pilot initiatives are commonplace  
• “Hard to know where to start”

Driving ROI with ABM



Daniel Englebretson | Phononic 
Director, Growth Marketing and Demand Generation





Daniel Englebretson | Phononic 
In his own words …



• Do not underinvest in pilot content!  
• Focus, focus, focus  
• Give it time  
• Synchronization is key – both with sales and with 

traditional activities

Key takeaways



B2B MANUFACTURER

Fostering 

level connection  
as aB2C5



• B2B = technical, tell it like it is, hard-nosed 
• “Belief” in brand isn’t universal 
• Often not a strong part of manufacturer DNA

Fostering B2C level brand 
connection as a B2B manufacturer



Greg Palese | Klein Tools 
VP Marketing







Greg Palese | Klein Tools 
In his own words …



• Address a higher order challenge  
• Partner for scale  
• Driving B2C-level brand connection doesn't have to 

mean B2C strategies 

Key takeaways
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