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Hey there, marketers, ecommerce leaders, and data lovers! As we roll into
2025, one thing is clear: Data is king when it comes to marketing. 

With privacy rules tightening, customers hopping across channels, and
personalization being key, understanding how to leverage data isn’t just
important—it’s a game-changer.

In this book, we’re sharing how National Positions helps eCommerce
businesses make smarter choices with data, spend their budgets better, and
understand their customers like never before. 

Want to know how to manage your marketing spend, target audiences, and
use first-party data to your advantage? We’ve got you covered. 

And don’t forget the AI—we’ll show you how to use it to get a leg up on the
competition.

Our goal? To help you build a data-driven marketing strategy that’s not just
compliant with all those privacy rules but is also effective for long-term
growth. Let’s make 2025 your best year yet!

 - Bernard May, CEO | National Positions

WHY DATA MATTERS
MORE THAN EVER

LET'S DO IT!

2025

Bernard May

National Positions Focus on Data for 2025 
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The experts at National Positions developed this book as your guide to
making sense of data and applying it to boost your marketing game in 2025. 

Whether it’s budget allocation, targeting the right audiences, or using
predictive analytics for cross-selling, each chapter will help you stay ahead of
the pack with practical, easy-to-understand strategies.

WHY YOU NEED THIS BOOK

KEEP GOING!

2025

ICONS USED IN THIS BOOK
The experts at National Positions developed this book as your guide to
making sense of data and applying it to boost your marketing game in 2025. 

INSIGHT: This icon highlights useful insights or examples to help you
understand the complex world of data in a simple, relatable way.

BUSINESS SMARTS: Look at data from a business perspective with this
icon. These tips help you see how data strategies can boost your business
growth and keep you ahead of the competition.

REMEMBER THIS: Whenever you see this icon, it points out a crucial
takeaway you shouldn’t forget.

QUICK TIP: These practical tips will help you implement data strategies
right away to get better results.

TRY IT OUT: This icon points to exercises or practical suggestions that
help you put theory into action, refining your skills in data strategy.
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CHAPTER 1: 
Getting Smart
About Budgeting
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SPEND WISELY: MAXIMIZE
EVERY DOLLAR IN YOUR
MARKETING BUDGET

After 20 years and scaling thousands of
clients, we 100% know that spending your
marketing budget can feel like a juggling
act. You want to make sure every dollar
counts—but where do you start?

It’s all about understanding where your
customers are and how they’re moving
through your funnel. In this chapter, we’ll
give you tips on how to manage your budget
for maximum impact.

ATTRIBUTION MODELS
SIMPLIFIED: FIRST CLICK,
LAST CLICK, LINEAR, AND
BEYOND

Attribution models help us (and you) how to
figure out which marketing channels are
giving you the most bang for your digital
marketing buck. 

Here’s a quick breakdown of common
models and when to use them:

KEEP READING!
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ATTRIBUTION MODELS SIMPLIFIED
(CONTINUED)

Quick Tip for 2025: Use data-driven attribution to spot high-value
channels and hidden opportunities. The more you understand what’s
working, the better you can spend your marketing dollars. We use these
various models daily here at National Positions to uncover opportunities
- and you should also!

First Click Model: Perfect for figuring out what gets your brand noticed
first. If your TikTok campaigns are driving those first clicks, it might be
time to invest more there.

Last Click Model: Want to boost conversions? The last-click model
focuses on the final action that seals the deal. If Google Ads is the star
closer, then it’s a good idea to amp up spending there.

Full Impact Model: This model gives you a bird’s-eye view of how each
touchpoint contributes across the funnel. Great for large campaigns, but
remember—it can be tricky to avoid over-crediting some touchpoints.

Linear Model: This model spreads the credit evenly across all
touchpoints—great if you’re nurturing leads across emails, social media,
and search.

Lighthouse Model: Need to zoom in on a single channel to see if it’s
over- or under-performing? The Lighthouse model helps you isolate and
evaluate.
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FUNNEL FOCUS: BALANCING
TOP, MIDDLE, AND BOTTOM
STRATEGIES

To make your budget work, you need to look at the
entire funnel—from awareness to conversion:

Top of Funnel (Awareness): Focus on display ads,
social media, and content marketing to catch new
prospects. If your Instagram campaign is getting
lots of eyeballs and clicks, double down to build
that awareness - you MUST fill your funnel if you
want to harvest profitable opportunities!

Middle of Funnel (Consideration): Prioritize email,
retargeting, and paid search to keep people
interested. If remarketing is getting clicks but no
conversions, supplement it with email nurturing.
This can be your most cost effective part of the
funnel if you do it right.

Bottom of Funnel (Conversion): High-intent keywords and direct ads
are key here. If retargeting ads convert well during the holiday rush,
make sure to boost spend at those crucial times. The last thing you want
to do when someone wants to purchase is cause friction - make sure
they can find you and convert with ease.

Example: Picture an eCommerce brand using social for awareness,
promotional emails for consideration, and Google Ads for conversion.
Balancing the budget for each funnel stage keeps them growing
steadily from click to sale.

2025

BALANCING BUDGET ACROSS THE FUNNEL
For success in 2025, it’s all about balancing out:

Attracting: Keep spending on awareness campaigns so you’re always
pulling in new prospects.

Nurturing: Don’t let your leads go cold—keep nurturing them through
middle-of-funnel tactics.

Converting: Finally, push those ready-to-buy leads over the finish line
with targeted ads and offers.

NATIONAL POSITIONS
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Example: Test a campaign on Meta (Facebook/Instagram) versus Google
Ads. You might find Meta gives more leads - filling your funnel, but
Google Ads provide higher conversion rates at a better cost. Allocate your
budget to balance the filling and converting your funnel accordingly.

EFFICIENT SPENDING: AVOIDING WASTE TO
BOOST ROI

Quick Tip for 2025: Keep an eye on your funnel data. If something’s not
working, pivot fast. Use predictive analytics to decide where to reallocate
your budget to smooth out the customer journey.

Spending wisely is key, especially when everyone’s fighting for attention
online. Here’s how to keep things efficient:

Predictive Analytics: Predictive models can highlight where the next big
return will come from. If you know that for the past three years, June is a
high-revenue month, prepare your budget accordingly to capture
attention early to more effectively nurture and convert interest into
paying customers.

A/B Testing: Always be testing! Unsure if Google Ads or Facebook will
give you more bang for your buck? Run an A/B test and let the data do
the talking. This doesn't stop at “paid” efforts! A/B test your email or SMS
promotions and messaging - perfecting these can skyrocket your ROI.

2025

Key Takeaway:

Your budget needs to be flexible, driven by data, and aligned
with each part of the customer journey. 

Understand which channels are valuable, adjust based on
results, and make sure you’re spending on both short-term wins
and long-term growth. This is how we do this within our agency

- and you can do it too!
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INSIGHT
Imagine your marketing budget as a pie you
need to slice up strategically. Allocating
resources correctly helps ensure each piece
works effectively towards your success.

BUSINESS SMARTS
Use attribution models to understand the ROI
from each channel and make data-driven
decisions to maximize your marketing efforts.

REMEMBER THIS
Always align your budget with your customer
journey stages—top, middle, and bottom of the
funnel. A balanced budget makes a balanced
funnel.

QUICK TIP
A/B testing budget allocation between two
campaigns can help identify what works best.
Keep adjusting to maximize results!

TRY IT OUT
Take a current campaign and use both a first-
click and a last-click model. Compare the results
and decide which model gives you a more
valuable insight.

CHAPTER 1: GETTING SMART
ABOUT BUDGETING - WRAP UP
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CHAPTER 2: 
Mastering Media Mix

Modeling
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MEDIA MIX MODELING
(MMM) EXPLAINED: KNOW
WHAT DRIVES RESULTS.

Agencies like National Positions never stop
uncovering methods to budget more
effectively - MMM is taking this to the next
level! 

In simple terms, Media Mix Modeling (MMM)
helps you (and us) figure out which
marketing channels are making you money
and which aren’t pulling their weight. 

It’s like a report card for your marketing—
MMM uses data from social media, paid ads,
organic traffic, email, and more to show you
what's driving success.

Think of it this way: You've got multiple
ways to reach customers, from Instagram
ads to YouTube pre-roll ads. 

MMM tells you which channel is actually
giving you the most bang for your buck and
how each one contributes to your
campaign’s success. 

Understanding this is crucial because, in
2025, we need to prove that every marketing
dollar is working as hard as possible.

KEEP READING!
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Marketing budgets aren't growing, but the pressure to deliver profits
certainly is! With more channels and touchpoints than ever before, MMM
is the best way to figure out which parts of your strategy are worth the
spend. In other words, it helps answer questions like:

Which channels drive the most conversions?
How do all my different channels work together?

Knowing these answers means you can confidently allocate your budget
to the channels that drive the best results—and cut down on wasting
money.

WHY MMM MATTERS IN 2025: MAKE EVERY
CHANNEL COUNT.

2025

USING MMM FOR SMARTER CAMPAIGNS:
SIMPLE STEPS FOR DATA-DRIVEN SUCCESS.

TV/Streaming + Social Media Synergy: Imagine that after airing a TV
commercial, your social media engagement jumps through the roof.
MMM can prove that TV ads drive more social media action, and then you
can time your social campaigns to go along with those TV ads for a bigger
boost.

Paid Search + Organic Content: If MMM tells you that organic content
makes your paid search ads perform better, you might want to spend
more on blog posts or SEO to boost your ad effectiveness.

KEEP GOING!
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HOW MMM WORKS IN PLAIN
ENGLISH

MMM uses fancy math (statistical regression, to be
exact) to look at your marketing activities and
figure out which channels contribute most to sales.

Think of it as breaking down a jigsaw puzzle—
MMM puts the pieces together so you can see the
big picture. 

Yeah, it gets complex - but like we said - the ROI
pressure is real and if MMM lest you spend you
marketing cash smarter, its worth it. 

Here's how to make MMM work for you:

Collect Comprehensive Data: Gather all your
marketing info—what you spent, impressions, clicks,
conversions, and even things like the time of year or
competitor actions. The cleaner your data, the better
your results.

2025

Work with the Pros: Don’t try to go it alone. MMM is complex, so get help
from experts who understand statistical modeling. They’ll make sure your
insights are accurate and actionable. Remember, start with a few
channels and build up - don’t try to do everything all at once.

Test and Iterate: Don’t just run MMM once. Use it to test and adjust. For
instance, if MMM shows you’re overspending on social media, cut back
and move those funds to a channel that’s underperforming but has more
potential.

PRO TIPS!
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Here’s a scenario: MMM shows that customers who see a display ad and
then search on Google are twice as likely to convert. With this insight, you
can use MMM to fine-tune retargeting campaigns—running display ads
to create awareness and then use paid search to seal the deal.

PRO TIPS: DYNAMIC BUDGET ALLOCATION TO
MAXIMIZE RETURNS

MMM isn’t just a tool—it’s a practice that needs to be ongoing. Your
customers (attention) preferences are going to change and MMM can
help you see where the attention and effectiveness are shifting. Here’s
how to make MMM your secret weapon in 2025:

Dynamic Budget Allocation: MMM lets you adjust your budget
dynamically. For example, if MMM shows paid search works better in
specific months, boost your budget during those times to maximize
conversions.

Balancing Spend Across Channels: Understand the entire journey from
awareness to purchase. MMM helps you balance where you spend,
allocating more to awareness channels when needed, and focusing on
high-intent channels closer to purchasing.

Use Emerging Tech: MMM and AI go hand in hand. AI can predict future
opportunities, and when paired with MMM, you get a powerful combo for
media investments that’s way better than just guessing.

2025

Key Takeaway: Why MMM Matters for 2025

Media Mix Modeling is like having a roadmap for your marketing
spend. It helps you see which channels are worth your money and

how they all work together to create success.

 As more media options pop up and consumer behavior changes in
2025, MMM is going to be your best friend for maximizing return on

investment and staying ahead of the competition.

Remember: The goal is simple. Make every dollar count, and use data
to prove it.
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INSIGHT
Think of Media Mix Modeling like putting
together a puzzle—you need to see how each
piece (channel) fits together to complete the big
picture of your marketing success.

BUSINESS SMARTS
Use MMM to figure out which channels work
best together to boost your sales—this way, you
can double down on strategies that maximize
ROI.

REMEMBER THIS
Media Mix Modeling is not a one-and-done deal.
Keep revisiting your models to adapt to
changing consumer behavior and keep your
strategy fresh.

QUICK TIP
Use historical data to identify which media
channels work best during peak seasons, and
adjust your budget allocation to get the highest
return during those times.

TRY IT OUT
Take your last campaign and run an MMM
analysis to see which channels contributed
most to conversions. Use this insight to
reallocate budget for your next campaign and
see if your results improve.

CHAPTER 2: MASTERING MEDIA
MIX MODELING - WRAP UP
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CHAPTER 3:
Cross-Channel

Attribution and
Customer Journeys
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UNDERSTANDING
CUSTOMER COMPLEXITY:
HOW JOURNEYS HAVE
CHANGED

Customer journeys are more complicated
than ever. People jump from channel to
channel before buying—they might see your
product in an Instagram ad, search for
reviews on Google, sign up for your emails,
and only then make a purchase through
your website. 

This journey can feel like a maze, making it
tough to know which channels are really
making a difference.

Customer attention is fractured and
evergrowing customer journeys is the
proof!

Plus, with new privacy laws and the decline
of third-party cookies, tracking all these
touchpoints has gotten harder. 

Back in the day, cookies helped us follow
users all over the web. Now, we need to find
better, privacy-friendly ways to gather
insights. 

Google continues to “kick the can down the
road” on cutting the cord on 3rd party
cookies - but one of these days the cookie
will crumble, so preparing now is the smart
move.

KEEP READING!
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This is a hard “square to circle” when most customers prefer their
messaging to be personalized - yet the ability to get that data so we can
give customers what they want is fading away.

So, what's the solution? More and more brands are using tools like
AdBeacon. Being an AdBeacon partner ourselves, we have tested it for
years and use it for the majority of our clients, so we know the advantage
it provides. 

Tools like these let you gather first-party data directly from your own site,
keeping everything privacy-compliant while still giving you the info (and
data) you need to understand customer behavior. With first-party data,
you can map out the whole customer journey, even without cookies.

First-Party Data Collection: AdBeacon helps you collect valuable data
like website visits, clicks, and purchases—all from your own channels. This
way, you get a clear picture of your customer journey without breaking
any privacy rules. Win-win!

Example: Imagine a customer sees your social media ad, searches for
your product on Google, and then makes a purchase after opening an
email reminder. Tech stacks like AdBeacon help track each of these steps
so you can see which channels contributed the most and adjust your
budget accordingly.

2025

TOOLS FOR ATTRIBUTION: HOW ADBEACON
MAKES IT CLEARER

KEEP READING!
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Visualizing Customer Journeys: One cool feature
of AdBeacon is that it automatically creates visual
map of your customer’s journey—from the first
click to the final purchase. It basically “connecs all
the dots” automatically - this visualization helps
you see what’s working and what needs more
investment.

Example: If your data shows that people usually engage three times
before converting—maybe they first see an ad, then get an email, and
finally click a retargeting ad—you can make sure to allocate more budget
to the channels that keep the journey going.

Privacy-First Approach: AdBeacon’s focus on first-party data means
everything is privacy-compliant. Unlike old-school third-party tracking,
which users didn’t always know about, first-party data is consistent, direct,
and unique to your business - the competition has ZERO access to it! 

This keeps your brand in good standing while still getting the insights
you need.
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Mastering cross-channel attribution gives you a big edge in 2025. Here’s
how to use it effectively:

Holistic Insights: By understanding the whole journey from first
interaction to conversion, you can allocate your budget smarter. For
example, if AdBeacon shows that nurturing through email works really
well after a social ad, you’ll know where to spend more to get better
results.

Optimize Your Budget: Cross-channel attribution lets you see what’s
working and what’s not. Maybe social media ads get people interested,
but paid search actually closes the sale. With these insights, you can shift
your budget to where it counts.

Stay Future-Proof with First-Party Data: With privacy regulations
getting stricter, using first-party data is the way to stay ahead. Marketers
who get this right can still reach their audience effectively without
breaking the rules. Tools like AdBeacon help you stay compliant while still
getting the data you need.

Example: Suppose AdBeacon shows that retargeting ads aren’t
performing as well as other touchpoints. Instead of cutting the budget
entirely, you could use these insights to A/B test new creatives or adjust
your timing. Data-driven tweaks can often turn underperforming
elements into successes.

Example: Let’s say a privacy-conscious shopper interacts with several
touchpoints on your website. AdBeacon ensures you can still track their
journey without violating their privacy, helping you understand what’s
effective while staying compliant.

2025

KEY STRATEGIES: STAYING COMPETITIVE
THROUGH HOLISTIC CUSTOMER INSIGHTS
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INSIGHT
Understanding each step of your customer’s journey lets you focus on
what actually drives conversions, helping you optimize every dollar
spent.

BUSINESS SMARTS
First-party data is the key to future-proofing your marketing; it’s
compliant, accurate, and exclusively yours—no need to rely on third-
party cookies.

REMEMBER THIS
Cross-channel attribution isn’t about guessing; it’s about using data to
pinpoint which channels and touchpoints are moving the needle.

QUICK TIP
Focus on high-impact channels first—if social ads consistently drive
traffic to your site, prioritize spend there and track every step that
follows.

TRY IT OUT
Use a tool like AdBeacon to visualize a recent customer journey. Note
each interaction that led to the final sale, then adjust your ad spend to
boost underperforming touchpoints.

CHAPTER 3: CROSS-CHANNEL ATTRIBUTION
AND CUSTOMER JOURNEYS - WRAP UP

2025

Key Takeaway: Cross-Channel Attribution is a Must for 2025

Cross-channel attribution can be tricky because customer journeys
are so complex—but it’s worth it. 

Tools like AdBeacon make it easier by using first-party data to map
customer journeys in a way that respects privacy while still giving
you actionable insights. The marketers who master cross-channel

attribution will be the ones optimizing their budgets, reducing
wasted spend, and boosting overall campaign effectiveness in 2025. 

Remember: Know your channels, use data to see what works, and
keep your marketing spend efficient and effective!
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CUSTOMER JOURNEY
MAPPING: VISUALIZE
YOUR CUSTOMER'S PATH.

You’ve made it this far, so let’s dive deeper
and uncover how customers think! 

Mapping customer journeys is all about
understanding the path a customer takes
from the first moment they interact with
your brand to when they finally make a
purchase. 

This path isn’t a straight line—it’s filled with
stops like website visits, social media clicks,
email opens, and even chats with your sales
team. 

By mapping these journeys, you make sure
every step is optimized, making it easier for
customers to move forward and ultimately
convert.

The real goal? Not just tracking where
customers go, but making every step as
smooth as possible so they keep moving
from curiosity to purchase with ease. 

This helps you spot those tricky spots where
people tend to drop off your radar and gives
you the chance to fix them for better results.

KEEP READING!
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TACKLING CHALLENGES: 
OVERCOMING TOUCHPOINT COMPLEXITIES

Here’s the deal: today’s customer journeys are more complex than ever.
Customers jump between channels like crazy—some might see an
Instagram ad, click on a Google search result, sign up for your newsletter,
and then make the final purchase after a phone call. 

It’s not a one-size-fits-all route, and this makes it challenging to
figure out what really works.

On top of this, new privacy regulations and the impending end of third-
party cookies mean tracking customers isn’t as easy as it used to be.
Cookies used to help us track users across the web, but now we need
better, privacy-friendly ways to gather the insights we need. 

It all comes down to future-proofing your ability to keep your marketing
profitable - it’s time to take control!

2025

HOW DO WE TACKLE THESE CHALLENGES?

If you haven't noticed yet - we are big fans of AdBeacon and similar tools
that focus on first-party data—data you collect directly from your
customers on your own website. 

This approach is fully privacy-compliant and still gives you rich insights
into what your customers are doing, so you can map out the whole
journey from start to finish.
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Collecting First-Party Data: Tools like AdBeacon help you gather all the
data that matters—visits, clicks, purchases—right from your own site. No
sketchy tracking, just straightforward, privacy-friendly data collection.

Example: Imagine a user sees your product on social media and visits
your website a few times before buying. With AdBeacon, you can track
each visit to see which channels are actually working. This way, you know
what’s driving people to come back.

Detailed Insights and Visualization: AdBeacon allows you to create a
visual map of the customer’s journey. This makes it easy to see which
touchpoints are leading to conversions and which are creating drop-offs.

Example: Say you notice lots of users drop off after checking out your
pricing page. Journey mapping lets you see this, and you can test tweaks
like simplifying pricing or adding testimonials to make them stick around.

Optimizing the Journey: The idea is to find the bumps in the road and fix
them. By analyzing your journey maps, you might see that mobile users
are dropping off - maybe your mobile site needs faster load times or
simpler navigation. By making these fixes, you keep those users moving
smoothly toward purchasing.

Example: Let’s say you check your customer journey and notice that a lot
of customers seem to convert after seeing your promo emails - but this is
after a lot of previous steps in the journey. Consider trying to push out
promotional emails earlier in the process and make those journeys
shorter.

2025

BENEFITS OF MAPPING AND LEVERAGING
FIRST-PARTY DATA WITH ADBEACON

NATIONAL POSITIONS

https://nationalpositions.com/free-consultation/


First-party data is pure gold in today’s privacy-
focused world - and it is far more accessible than
you might think. 

The fact is, you probably already have first-party
data at your fingertips that you don’t even know
about. 

Unlike generic third-party data, it’s personal,
accurate, and collected directly with the customer’s
consent, which means they trust you more.

Personalization: With first-party data, you get a
clear idea of what customers like. This means you
can personalize their journey. If someone has
checked out your hiking gear multiple times, you
can send them targeted emails with deals on hiking
boots or guides.

Accurate Attribution: You know exactly which
channels or interactions are making an impact. This
allows you to put your money where it counts,
investing more in high-performing channels.

2025

STAY AHEAD: FIRST-PARTY
DATA STRATEGIES FOR 2025

WINNING IN 2025 WITH
CUSTOMER JOURNEY MAPPING
If you get journey mapping right using first-party
data, you’re set to crush it in 2025. Here’s why:

Full Visibility: Tools like AdBeacon give you
complete visibility into every touchpoint. Knowing
that most customers need a few nudges before
buying helps you craft better retargeting ads and
nurturing emails to guide them through the funnel.
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Privacy-First Marketing: As privacy rules get tougher, relying on first-
party data means you can stay compliant while still getting valuable
customer insights. 

This helps your brand stay resilient while also building customer trust. Not
to mention - your competition can’t replicate it - it’s a built in advantage!

Constant Iteration: Journey mapping isn’t a one-and-done thing. By
constantly using first-party data, you can see where people are dropping
off and make tweaks. Brands that do this continuously—rather than
assuming what works—will end up with the best conversion rates.

2025

KEY INSIGHTS!

Key Takeaway: 
Master Customer Journeys with First-Party Data

Mapping customer journeys effectively is all about using privacy-
compliant tools like AdBeacon to collect and leverage first-party

data. 

By doing this, you can visualize every interaction, smooth out any
rough patches, and make the experience personalized for each

user. When you master this process, you’ll see higher
conversions, happier customers, and a real advantage in 2025.

Remember: Happy journeys lead to happy customers, and
happy customers lead to higher sales and LTV!
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INSIGHT
Think of a customer journey map as a treasure
map—you need to understand where your
customers start, what obstacles they face, and
what ultimately leads them to your product or
service.

BUSINESS SMARTS
Mapping customer journeys helps you identify
what your audience needs at each stage. By
understanding their path, you can deliver the
right message at the right time, boosting
conversion rates.

REMEMBER THIS
Customer journeys are not linear—people jump
around between touchpoints. Keep updating
your journey maps regularly to account for
these non-linear paths.

QUICK TIP
Use AdBeacon to track your visitors’ actions and
create accurate journey maps. The more you
understand how they move through your site,
the better you can optimize every touchpoint.

TRY IT OUT
Pick a segment of your audience—like first-time
website visitors. Map their journey from their
initial visit to conversion (or drop-off), then
brainstorm how you could make their
experience smoother to increase conversions.

CHAPTER 4: MAPPING
CUSTOMER JOURNEYS AND
TARGETING THE RIGHT
AUDIENCE- WRAP UP
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PAID VS. ORGANIC
CHANNELS: HOW TO
STRIKE THE RIGHT
BALANCE

Let’s talk about where data meets dollars!

Balancing your budget between paid and
organic channels is one of the biggest
secrets to achieving steady, sustainable
growth. 

It's all about using both channels to
maximize your reach without wasting a
dime. 

In this chapter, we’ll explore how to best use
your budget to make paid ads and organic
opportunities work together and get the
most out of every marketing dollar you
spend.

KEEP READING!
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First things first—let's talk traffic! When you're
splitting your budget, it's important to balance
between branded and non-branded traffic.

Branded Traffic: This is when people search for your
brand by name (e.g., "Acme Widgets"). 

Branded keywords tend to give you the best bang
for your buck because customers searching for your
brand are already interested and ready to buy. This
means a higher Return on Ad Spend (ROAS). 

However, branded traffic doesn’t really help you
grow beyond your existing audience.

Non-Branded Traffic: On the other hand, non-
branded keywords (e.g., "best hiking boots") can help
you reach new people who don’t know about your
brand yet. 

While non-branded traffic is less efficient (it costs
more and conversions can be lower), it’s essential for
finding new customers and growing your audience.

Think of it like this: branded traffic is great for
closing the deal with folks who already know you,
while non-branded traffic is how you meet new
friends who might become your best customers later
on.

2025

BRANDED VS. NON-BRANDED
TRAFFIC: CHOOSING YOUR
FOCUS

PAID VS. ORGANIC
OPPORTUNITIES
Paid and organic channels each have unique
strengths. Balancing them helps you get the most
out of both worlds:
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To get the best results, think about how much you should allocate to each
channel:

Google Search Ads: Use these to target non-branded keywords and bring
in new potential customers. If you're a newer brand, these ads are a good
way to ensure your products appear when people are searching for what
you offer.

Facebook and Instagram Ads: These are great for building brand
awareness and nurturing potential customers. You can use them to reach
very specific audiences and showcase your brand through engaging
visuals.

LinkedIn Sponsored Content: If you’re a B2B brand, LinkedIn is where you
want to be. Sponsored posts are ideal for getting in front of decision-
makers in your industry, especially if you're launching a product or service
targeted at professionals.

Influencer Collaborations: Influencers can be both a paid and organic
boost. A micro-influencer’s shoutout can help grow your credibility
organically, and the more people trust the influencer, the more they trust
your brand too.

Paid Advertising: This includes search ads, social media ads, and display
ads. Paid ads are great for quick, scalable results. You get to target specific
audiences and keywords, which means you can precisely control who sees
your content. 

For example, if you're launching a new product and want results fast, paid
ads can get you immediate traffic.

Organic Marketing: Organic channels include SEO, blog posts, and social
media engagement. These channels help build credibility and trust over
time. Organic content is all about long-term growth—it’s what makes
people remember you months or even years down the line. 

For example, an informative blog that ranks well on Google can attract
new visitors who are just searching for answers.

2025

HOW TO SPLIT YOUR BUDGET EFFECTIVELY
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BEYOND PMAX: EXPLORING OTHER
AD TOOLS FOR OPTIMAL BALANCE

Google’s Performance Max (PMax) is a powerful tool that automates
campaign optimization across multiple channels. It’s great for boosting
efficiency and often prioritizes branded keywords because they’re more
likely to convert. However, there are other tools and strategies to help
balance out your budget between paid and organic, especially for non-
branded campaigns:

Facebook (Meta) Ads Manager: You can split your campaigns between
branded and non-branded audiences here. Retargeting ads are perfect
for bringing back people who already know you, while lookalike
audiences can help you reach brand-new audiences based on your
existing customer profile.

Instagram Explore Ads: Want to reach a totally fresh crowd? Instagram
Explore Ads are a good bet. They help get your brand in front of people
who are just discovering products like yours.

Pinterest Ads: If you’re in a visual-heavy industry like home decor,
lifestyle, or fashion, Pinterest is where your non-branded keywords can
shine. Bid on broad terms like "kitchen makeover ideas" to get in front of
users who are just starting to explore options.

2025

Key Takeaway: 
Budget strategies that balance efficiency and growth

Balancing branded and non-branded traffic is the secret to long-term
success. Branded traffic gives you a high ROAS with people who

already love your brand, while non-branded traffic helps you grow by
introducing your brand to brand new audiences. 

In 2025, the best-performing brands will be those that understand
how to balance paid campaigns for quick wins and organic content

for lasting credibility. Use the right mix of tools to expand your reach,
build brand equity, and set yourself up for steady growth.

Remember: Happy journeys lead to happy customers, and happy
customers lead to higher sales and LTV!
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INSIGHT
Think of your marketing strategy like growing a
garden—paid channels are like fast-growing
plants that give you quick results, while organic
channels are the slow-growing perennials that
provide long-term sustainability.

BUSINESS SMARTS
Balancing paid and organic marketing is key for
sustainable growth. Use paid campaigns for a
quick boost and organic strategies to build a
loyal customer base over time.

REMEMBER THIS
Paid ads bring in fast results, but organic
channels build trust and brand authority. You
need both for a well-rounded marketing
strategy that thrives in 2025.

QUICK TIP
Use branded keywords in paid ads to capture
easy wins, and focus non-branded organic
content to pull in fresh audiences who are new
to your brand.

TRY IT OUT
Take a look at your recent campaigns—split
them into paid and organic. Identify which
channels performed well and decide how to
adjust your budget to get a balanced mix of
both types for the next quarter.

CHAPTER 5: PAID VS. ORGANIC
MARKETING – FINDING THE
BALANCE - WRAP UP
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CHAPTER 6:
Getting to Know Your
Audience
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IDENTIFYING HIGH-VALUE
AUDIENCES: FIND OUT WHO
LOVES YOUR BRAND.

Getting to know your audience is one of the
most important parts of successful
marketing. 

Think of it as making new friends—you
want to know what makes them tick! 

In this chapter, we'll break down how to
find your high-value audiences, minimize
spending on wasted segments, and adapt
to your audience as they change.

To succeed, you need to know who loves
your brand the most. These are the people
that buy frequently, engage with your
content, and stick around. 

Using tools like AdBeacon, you can easily
find those top fans, also known as
"Champions" and "Loyal Customers.

REMEMBER THIS: About 20% of your
audience will likely drive 80% of your
revenue. Focus on the Champions—they're
the MVPs of your customer base!
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SAVING ON LOW-VALUE AUDIENCES:
MINIMIZE UNNECESSARY SPENDING
Not all audiences are created equal. Some customers may not be worth
the investment it takes to market to them. 

Instead of pouring your marketing dollars into "Hibernating" or "Lost"
audiences, use your resources where they’ll make a difference. Tools like
AdBeacon can help you identify the people who just aren’t engaging
anymore, so you can focus on the audiences who are.

QUICK TIP: If a customer hasn’t engaged in the last year despite multiple
offers, it’s time to save that budget for someone who will.

MANAGING DYNAMIC AUDIENCES:
ADAPTING YOUR STRATEGIES IN REAL-TIME.
Audiences are always changing—what worked last month may not work
today. You need to keep up with these shifts! AdBeacon helps by
updating audience segments in real-time, allowing you to adjust your
marketing strategies. Dynamic audiences mean you need to always be
ready to pivot and keep your most valuable audiences engaged.

INSIGHT: Imagine someone who was a Champion but starts engaging
less—they’re at risk of leaving. This is when you use targeted ads or
loyalty perks to bring them back before they lose interest!

KEEP READING!
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To stay ahead of the game, you need to use high-
value targeting, dynamic audience updates, and
smart budget allocation. Focus on the following
strategies:

Target High-Value Segments: Spend more on the
audiences that generate the most revenue.

Adapt in Real-Time: Use real-time insights to
change your approach instantly if something’s not
working.

Minimize Wasted Spend: By excluding low-value
segments, you make every dollar count.

2025

WINNING IN 2025: HIGH-VALUE
TARGETING AND REAL-TIME
ADAPTATIONS.

TRY IT OUT: Take a current marketing campaign and try segmenting your
audience into Champions, Recent Customers, and Lost Audiences. Create
tailored messages for each group and track the results. You’ll see firsthand
how personalization improves engagement and ROI.

BUSINESS SMARTS: By focusing on the most engaged customers, you’re
not just saving money—you’re actually maximizing your return.
Remember, it’s more profitable to keep existing customers happy than to
constantly chase new ones.
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INSIGHT
Think of identifying your audience like finding
a hidden treasure—each segment holds
unique value, and understanding them helps
you unearth the gold in your customer base.

BUSINESS SMARTS
Focus your budget on the audiences that
bring in the highest lifetime value (LTV). By
reducing spend on low-value segments, you’ll
maximize efficiency and see a bigger return.

REMEMBER THIS
Your audience is not static. People change,
behaviors change, and preferences evolve.
Continuously review and update your
audience segments to keep your targeting on
point.

QUICK TIP
Set up dynamic audience segments that
automatically update based on customer
behaviors. This way, you’ll always have up-to-
date targeting without needing constant
manual adjustments.

TRY IT OUT
Use your analytics tool to identify your most
valuable audience segment. Compare their
behaviors and demographics to other
segments to understand what makes them so
valuable, then adjust your targeting
accordingly.

CHAPTER 6: GETTING TO
KNOW YOUR AUDIENCE-
WRAP UP
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CHAPTER 7:
Making Data Work for

Personalization 
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ZERO-PARTY DATA
INSIGHTS: INFORMATION
DIRECTLY FROM YOUR
CUSTOMERS

Getting personal with your audience is
more than just knowing their names—it's
about using data to give your customers
exactly what they need when they need it.

Personalization helps you stand out and
stay ahead in the crowded market of 2025.

In this chapter, we’re breaking down how
to make your data sing by using it to
personalize every customer interaction.

Zero-party data is the information your
customers willingly share with you. 

It might be their preferences, needs, or
even answers to surveys. This type of data is
a goldmine for creating highly personalized
experiences because your customers are
telling you what they want.

INSIGHT: Imagine a customer fills out a
survey about their favorite workout
routines. You can use this zero-party data to
send them personalized offers on the exact
types of equipment they’re interested in!
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Effective personalization requires using both zero-party and first-party
data to create seamless customer experiences. Here’s how you can make
it work:

Customized Emails: Send emails with product suggestions based on
browsing history or past purchases.

Dynamic Website Content: Show different website banners based on
whether a user is a new visitor or a returning customer.

Product Recommendations: Make product suggestions that reflect their
recent activity, like items similar to what they've already bought or viewed.

REMEMBER THIS: Personalization is all about relevance. If your message is
relevant to what your customer wants, you’re already one step closer to
making a sale.

2025

FIRST-PARTY DATA POWER: PERSONALIZING
CONTENT BASED ON USER ACTIONS
First-party data comes from customer interactions with your website, app,
or email campaigns. It helps you understand what customers are doing
and what they're interested in. This data can drive personalization that
speaks directly to customer behavior.

BUSINESS SMARTS: Use first-party data to understand browsing patterns.
If someone repeatedly visits your page for winter coats, it’s a perfect
opportunity to send them a personalized offer on your latest outerwear
collection.

PERSONALIZATION TACTICS: CREATING
CUSTOMIZED EXPERIENCES THAT CONVERT   
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To stay competitive in 2025, here are some top
personalization tips:

Combine Data Types: Use a mix of zero-party and
first-party data for more accurate targeting.
Invest in Automation: Automate your personalized
messages to reach customers at the perfect
moment, like right after they abandon a cart.

Adapt to Privacy Changes: Stay privacy-compliant
by focusing on consented data. Customers
appreciate when you respect their privacy!

QUICK TIP: Use tools like AdBeacon to track website
behavior and build personalized customer profiles
without invading privacy. This will help you create
tailored messages that feel less like marketing and
more like helpful suggestions.

TRY IT OUT: Take a look at your customer database
and segment users by their browsing behavior and
survey responses. Create a mini-campaign for each
segment with a personalized email, and track how
they respond. You’ll be amazed at how much more
effective personalization can be!

2025

2025 TIPS: AUTOMATION AND
COMBINING DATA FOR
PRECISION TARGETING

BUSINESS SMARTS: Personalized content can significantly boost your ROI.
Studies show that personalized emails generate a higher click-through
rate than generic ones. In 2025, brands that use personalization effectively
will get the best returns from their marketing efforts.
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INSIGHT
Think of personalization as a tailor-fitted suit—
every customer should feel like your marketing
was made just for them. The more precise the
data, the better the fit.

BUSINESS SMARTS
Personalized experiences not only improve
customer satisfaction but also lead to increased
conversion rates.

REMEMBER THIS
Zero-party data is what customers willingly
share—don’t forget to use this direct insight to
give them exactly what they’re looking for,
creating a stronger connection.

QUICK TIP
Use browsing behavior data to trigger
personalized content, such as recommending
similar products when customers visit specific
pages.

TRY IT OUT
Segment your audience based on recent
interactions. Create personalized email
campaigns with special offers tailored to each
group, such as discounts on their most viewed
product category.

2025

CHAPTER 7: MAKING DATA
WORK FOR PERSONALIZATION
- WRAP UP
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CHAPTER 8:
Understanding Lifetime

Value (LTV)
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LTV EXPLAINED: THE KEY TO
UNDERSTANDING LONG-
TERM PROFITABILITY

Understanding the lifetime value of your
customers (LTV) is like finding the secret
recipe for long-term success. 

LTV helps you understand how much each
customer is worth to your business over time
—not just what they spend on their first
order. 

By focusing on LTV, you can make smarter
decisions about where to spend your
marketing dollars and who your best
customers really are. 

Let’s dig into how LTV can give you the
upper hand in 2025.

So, why should you care about LTV? Well,
LTV gives you a complete picture of
customer profitability. It’s not just about
today’s sale, but how much value a customer
can bring over months or even years.

Knowing your customers' LTV helps you
decide how much you’re willing to spend to
acquire and keep them.

KEEP READING!
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INSIGHT: Think about two customers—Customer A spends $50 once,
while Customer B spends $25 multiple times over the year, totaling $200.
Which customer is worth more to you in the long run? LTV helps you
figure this out!

To optimize your marketing, you need to align your budget with the LTV
of different customer segments. If you know that a particular segment
has a high LTV, you might be willing to spend more to acquire those
customers because you know they’ll pay off in the long run.

BUSINESS SMARTS: If you know your VIP customers typically stay with
your brand for years and have a high LTV, it makes sense to invest more
in personalized offers and exclusive content for them. Not only do they
bring in more revenue, but keeping them happy means steady income
for your business.

REMEMBER THIS: LTV isn’t just a number—it’s a strategy. It tells you how
much you can invest to acquire and retain customers without breaking
the bank.

2025

ALIGNING SPEND WITH LTV: MAKE SURE
YOUR INVESTMENTS MATCH POTENTIAL
RETURNS

KEEP READING!
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To get ahead, you want to know which marketing
strategies will help you grow your LTV. Here’s how to
make the most out of LTV:

Personalized Retention Campaigns: Focus on
keeping customers with high LTV happy. You could
create loyalty programs, VIP perks, or special
discounts to encourage repeat purchases.

2025

STRATEGIES FOR 2025:
PERSONALIZED RETENTION AND
CUSTOMER SEGMENTATION

Customer Segmentation: Not all customers are equal. Segment your
customers based on their LTV and adjust your marketing accordingly.
High LTV customers should get more of your attention, while lower LTV
customers may need more nurturing to increase their value.

Reinvest in Top Customers: Reallocate budget from channels that only
attract one-time buyers and invest it in campaigns aimed at customers
with high LTV.

QUICK TIP: Tools like AdBeacon can help you track the value each
customer brings over time, letting you identify which marketing tactics
are increasing your LTV. Use this insight to double down on the strategies
that work best.

TRY IT OUT: Take a look at your customer data and identify your top 10%
highest LTV customers. What do they have in common? Use these
similarities to target other potential high-value customers and grow your
best audience.

BUSINESS SMARTS: LTV-based segmentation can also help with
budgeting. By knowing which customer segments are worth the most,
you can decide how to spread your budget effectively—whether it's on
acquisition, retention, or loyalty initiatives.
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INSIGHT
Think of LTV as the potential worth of a
customer throughout their relationship with
your brand—it’s not about a one-time sale, but
the total journey.

BUSINESS SMARTS
Align your marketing spend with LTV. Invest
more in acquiring and retaining customers
with the highest potential value—it’s how you
grow profitably in the long term.

REMEMBER THIS
Not all customers are equal—understanding
LTV helps you focus your budget on the
customers who will contribute the most to
your business's bottom line.

QUICK TIP
Use LTV to decide how much you should be
willing to spend on acquiring new customers
—if the expected LTV is high, a bigger
investment upfront can be worth it.

TRY IT OUT
Calculate the LTV of your current customers
by looking at average purchase value,
purchase frequency, and customer lifespan.
Use this data to identify which audience
segments deserve more of your marketing
focus.

CHAPTER 8:
UNDERSTANDING LIFETIME
VALUE (LTV)- WRAP UP
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CHAPTER 9:
Dealing with Anonymous
Traffic and Enhancing
Data
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ENGAGING ANONYMOUS
VISITORS: TECHNIQUES FOR
PERSONALIZATION.

Got visitors who are just lurking on your site
without signing up or logging in? You're not
alone! 

A huge chunk of your website traffic is likely
"anonymous"—people who browse without
giving you any info about who they are. But
guess what? You can still turn these stealthy
visitors into valuable leads!

Here’s how: By segmenting your traffic,
personalizing their experience, and using
data overlays to get more insight. Let’s break
it down:

Segmentation and Personalization are the
secret sauce for making anonymous visitors
feel special. 

You analyze what they’re up to—like which
pages they visit or how long they’re there—
and group them based on their interests.
Then you can serve them content that speaks
directly to what they care about.

INSIGHT: Say a visitor spends a lot of time
looking at hiking gear on your outdoor
website. Pop up a message offering them a
"Free Hiking Gear Guide" in exchange for their
email. Bingo! You’ve just turned anonymous
traffic into a lead.

BUSINESS SMARTS: In 2025, it’s all about
respecting privacy while still engaging your
audience. Use tools like AdBeacon to help
track anonymous visitor behavior in a privacy-
compliant way. Remember: no one likes a
snoopy brand!
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2025

KEEP READING!

If there’s one tool you should be getting cozy with, it’s a Customer Data
Platform (CDP). 

CDPs are like your brand’s central data headquarters—they gather
everything you know about your customers from all sorts of sources
(website visits, emails, CRM systems) and create a full picture of each
person.

DATA ENRICHMENT TOOLS: CDPS AND
ENHANCING FIRST-PARTY DATA.

REMEMBER THIS: A CDP like AdBeacon or Segment helps you target
customers better by giving you all their touchpoints in one place. Imagine
knowing exactly who’s been abandoning their cart, and being able to send
them just the right discount at the right time.

BUSINESS SMARTS: In 2025, CDPs aren’t just nice to have—they’re a must-
have for effective personalization at scale. Brands that nail their CDP game
will make a stronger connection with customers and enjoy higher
conversions.
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Data Enrichment is like giving your first-party data
an upgrade. You add extra info from external sources
—kind of like adding new toppings to your pizza to
make it just right. The idea is to get more out of the
data you already have by overlaying details like
demographic info or behavioral insights.

QUICK TIP: If a customer has visited your product
pages twice but hasn’t bought anything yet, use
enriched data to add more details—like their
interests or income level. Then you can tailor your
message to hit their sweet spot, like offering a
discount on the very product they've been eyeing.

TRY IT OUT: Make sure your data enrichment always
respects privacy laws. Use ethical third-party data
and let your customers know how their info will
make their experience better.

2025

BEST PRACTICES: ETHICAL
DATA HANDLING FOR BETTER
TARGETING

In a crowded market, personalization will set you apart. Combine the
enriched data from your CDP with the insights you gather first-hand, and
you'll have a winning formula for serving customers exactly what they
need - when they need it. 

If you understand who your customers are and what they want, you can
recommend the perfect product at the perfect time, increasing your
chances of making a sale.

REMEMBER THIS: Want to boost your engagement rates? Use tools like
CDPs and data enrichment to supercharge your personalization efforts.
With privacy-compliant data gathering, you’ll be able to turn anonymous
traffic into loyal customers and create experiences they love.

EDGE IN 2025: USING ENRICHED DATA TO
SUPERCHARGE PERSONALIZATION
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INSIGHT
Anonymous traffic isn't just a mystery—it’s an
opportunity! These visitors could become your
next big customers if you figure out how to
engage them effectively.

BUSINESS SMARTS
Use segmentation to understand anonymous
visitor behavior and tailor personalized
messages that turn mystery visitors into
valuable leads.

REMEMBER THIS
Always keep privacy regulations in mind. Even
when enhancing data with external sources,
ensure you're compliant and transparent with
your users.

QUICK TIP
Use exit-intent pop-ups to capture emails from
anonymous visitors before they leave—offer
something of value like a guide or a discount to
entice them.

TRY IT OUT
Take your recent website traffic data and
segment anonymous users based on behavior—
like which pages they visit. Create a tailored
retargeting ad for these segments to see if you
can convert them into identifiable leads.

2025

CHAPTER 9: DEALING WITH
ANONYMOUS TRAFFIC AND
ENHANCING DATA - WRAP UP
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CHAPTER 10:
Analyzing Creative

Performance with Data
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In today's super competitive world, knowing how
your creative assets are performing is just as
important as getting the technical side of marketing
right. 

It’s all about using data to see which creative
elements—like videos, images, or messages—
resonate most with your audience. 

The more you understand, the better you can
optimize for engagement and success.

2025

CREATIVE DATA ANALYSIS:
METRICS THAT MATTER FOR
CREATIVE SUCCESS

Creative Performance Metrics: You can’t improve what you don’t
measure! Here are some key metrics to track:

Click-through Rates (CTR): This shows you how well your creative grabs
attention. If people click, it’s working!

Engagement Rates: Likes, shares, comments—this tells you how much
your audience connects with the content.

View-Through Conversions (VTC): Especially useful for videos, this helps
you see if people convert later after watching. It's all about understanding
that delayed "aha!" moment.

INSIGHT: Not every creative needs to be a blockbuster. Sometimes a
simple visual with a clear call-to-action can have a higher CTR than a
flashy, complex ad. Know what your audience prefers!

KEY ELEMENTS OF CREATIVE DATA ANALYSIS
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2025

Real-Time Creative Adjustments: Tools like AdBeacon let you adjust your
creative in real-time. If something isn’t working, you can pivot fast—no
waiting until the campaign ends to make changes.

Personalized Creative: Personalization is king! Use your data to serve up
ads that feel personal—because they are. Ads that match someone’s
preferences are always more engaging.

Timing is Everything: Personalize your creatives by leveraging past
interactions—like a product someone viewed but didn’t buy. Hit them with
a targeted ad, and you’ve got a better chance of converting!

DATA TIPS FOR 2025: REAL-TIME
ADJUSTMENTS TO OPTIMIZE PERFORMANCE

Key Takeaway: 

Using data for creative analysis isn’t just about tracking numbers; it’s
about making each part of your campaign better. 

Through A/B testing, creative segmentation, and using real-time
adjustments, you can make sure your ads are constantly improving—

leading to higher engagement and better ROI. 

In 2025, brands that harness the power of data to optimize their
creative assets will be the ones that rise above the noise.
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INSIGHT
Creative performance is like storytelling—your
data tells you which parts of the story your
audience loves, so you can keep them hooked.

BUSINESS SMARTS
Use data to see which types of creatives
(images, videos, messages) resonate best with
different audience segments, then double down
on what works for each group.

REMEMBER THIS
Always A/B test your creatives. What works
today might not work tomorrow, so continual
testing is key to keeping your campaigns fresh
and relevant.

QUICK TIP
Use real-time data to make on-the-fly
adjustments to your creative assets. If
something isn’t working, swap it out for a
variant and see how engagement changes.

TRY IT OUT
Pick a recent campaign and run an A/B test with
two different creatives—say one with a strong
call to action and one with a softer approach.
Use data to determine which one drives more
clicks and conversions.

2025

CHAPTER 9: ANALYZING
CREATIVE PERFORMANCE
WITH DATA - WRAP UP
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SERVER-SIDE TRACKING:
THE PRIVACY-COMPLIANT
WAY TO TRACK
ACCURATELY

With privacy becoming a big deal and new
regulations popping up everywhere, old-
school tracking methods (like browser
cookies) aren’t cutting it anymore. 

That’s where server-side tracking comes in!
Instead of relying on users' browsers (which
can block tracking scripts), server-side
tracking grabs data directly from your server
—meaning fewer issues with ad blockers,
deleted cookies, or browser limits.

What Is Server-Side Tracking? It’s basically
about moving data collection from the user’s
browser to your own servers. 

This means you’re getting more accurate
data, regardless of how many people are
using ad blockers or privacy tools.

BUSINESS SMARTS: Using tools like
AdBeacon for server-side tracking ensures
events like purchases and sign-ups get
captured correctly, even if users are in privacy
mode. 

More reliable data means better marketing
decisions for your business!

2025

KEEP READING!
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Example in Action: If you run an eCommerce site,
server-side tracking helps you accurately track
purchases or form submissions—even when people
are using privacy blockers. It’s all about creating
complete data sets so you can make the best
decisions.

REMEMBER THIS: Brands that use server-side
tracking are positioned to get the best of both
worlds—accurate data and happy, privacy-conscious
customers. Combine server-side tracking with a
Customer Data Platform (CDP) like AdBeacon to stay
on top of your game!

2025

PREDICTIVE ANALYTICS: USING
DATA TO FORESEE AND ACT

Predictive analytics is like having a crystal ball for
your marketing. By using historical data and
machine learning, you can forecast future outcomes
—like campaign performance, customer churn, or
conversion rates. It’s proactive marketing at its best!

How It Helps You: Imagine knowing ahead of time
which customers are most likely to convert or when
they’re about to churn. That’s what predictive models
do—they help you act before things happen, not
after.

Example in Action: Let’s say your data shows that customers who view
three or more product pages are highly likely to buy within a week. You
could create a targeted email campaign to send a special offer to these
users. Predictive analytics with tools like AdBeacon make this possible.

INSIGHT: Using predictive models is becoming less of an edge and more
of an expectation. Brands that embrace predictive tools will not only keep
up, but they’ll also thrive—reducing churn and boosting customer lifetime
value (LTV).
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Tools to Use: Get started with tools like AdBeacon, Google Analytics 4
(GA4), and even DataRobot if you want to get extra fancy with machine
learning!

QUICK TIP: Start small. Use predictive analytics for one or two key metrics
(like likelihood of conversion), then expand as you get comfortable with it.

REAL-TIME DATA: RESPOND FASTER TO
BOOST ENGAGEMENT

Real-time data is all about seeing what’s happening right now—so you can
make instant decisions and adjustments. Pair this with automation tools,
and you’ve got a killer combo to ensure your campaigns stay optimized
without you lifting a finger.

Real-Time = Real Fast Changes: With real-time insights, you don’t have to
wait for an end-of-month report to see if something’s working. You can
adjust on the fly, whether it’s reallocating your budget, tweaking your
targeting, or switching up your creatives.

Example in Action: Suppose you’re running a paid social campaign.
AdBeacon shows that one creative is driving loads of conversions.
Automation tools can instantly allocate more budget to this creative—no
waiting for manual adjustments.

TRY IT OUT: Set up a real-time automation rule in Facebook Ads Manager
or Google Ads. Let’s say if an ad’s CTR falls below a certain point, you can
pause it automatically. This ensures only the best performers get your
budget.

Tools to Leverage: Use tools like AdBeacon, Google Ads, and HubSpot to
integrate real-time data and automation. You can also use platforms like
Zapier to connect your data tools and automate workflows, saving time
and keeping your campaigns fresh.
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SUCCESS IN 2025: KEY TOOLS TO
MAKE TRACKING EFFECTIVE
Here is a fact about gaining the edge in 2025 -
brands that master real-time data and automation
will always stay one step ahead. Not only do you
reduce response time, but automation also frees up
your team to work on the big ideas that drive
growth.

Key Takeaway: 

Getting tracking and measurement right means
more than just collecting data—it’s about

accuracy and actionability.

 By adopting server-side tracking, your data will
stay accurate and privacy-compliant. 

Combine that with predictive analytics to get
ahead of trends and real-time data and

automation to adjust instantly, and you’ll have a
winning strategy to stay ahead in 2025!

KEY INSIGHTS
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INSIGHT
Think of server-side tracking like having a
secure vault for your data—it keeps your
information safe while making sure you get all
the details you need without losing accuracy.

BUSINESS SMARTS
Predictive analytics help you make informed
decisions before things happen. Use this to
allocate your budget where it will have the most
impact and keep your campaigns on track.

REMEMBER THIS
Real-time data is your secret weapon. The faster
you respond to what's happening in your
campaigns, the more effectively you can boost
results and stay ahead of the competition.

QUICK TIP
Set up server-side tracking to minimize the
impact of privacy changes and ad blockers on
your data accuracy. This will give you a more
complete picture of customer actions on your
site.

TRY IT OUT
Take a recent campaign and use real-time
analytics to spot an underperforming ad. Adjust
it immediately—change the headline or image—
and see how your engagement rates improve.

2025

CHAPTER 9: TRACKING AND
MEASURING WHAT MATTERS -
WRAP UP
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CHAPTER 12:
New Visitors vs.
Returning Visitors - They
are NOT the Same
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New visitors and returning visitors have totally
different needs—and understanding those
differences is the key to crafting campaigns that
really connect. 

Think of it this way: new visitors are like guests
who’ve just arrived at the party, while returning
visitors are those friends who’ve been there before
and just need a little more love to decide to stay.

New Visitors: These are people who are just discovering your brand for
the first time. They’re coming to you through organic search, social media
ads, or word-of-mouth, and they need information that helps them
understand what makes your brand great.

INSIGHT: If a new visitor finds your brand through an Instagram ad, tools
like AdBeacon can help you analyze what they’re up to—like which pages
they browse or how much time they spend on your site. Use this insight to
serve them content that builds trust, such as helpful blog posts or intro
videos.

Returning Visitors: Returning visitors have already checked you out once.
They’re more familiar with your products but might need an extra nudge
to make a purchase. Your goal here is to make their decision easier by
giving them relevant offers or reminders.

BUSINESS SMARTS: Suppose a user looked at your products but left
without buying. Using AdBeacon, you could track these visitors and serve
them retargeting ads with a discount on those products. Sometimes,
that’s all it takes to get them to complete the purchase.

2025

UNDERSTANDING VISITOR
TYPES: NEW VS. RETURNING
CUSTOMER NEEDS

KEEP GOING!
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STRATEGIES FOR ATTRACTING NEW
VISITORS: CONTENT, ADS, AND
PARTNERSHIPS.
New visitors are just starting their journey with you. Here’s how to make
that first impression count:

Content Marketing: Create useful content that solves problems for your
audience. By answering questions they’re searching for, your brand can
get discovered organically.

Targeted Ads: Paid ads can bring in people who don’t know your brand
yet. AdBeacon helps you see which ads work best for getting those new
eyeballs on your content.

Influencer Partnerships: Partnering with influencers helps build trust
from the get-go. Influencers introduce you to their followers—acting like a
friend introducing you to someone new.

REMEMBER THIS: New visitors need a solid introduction to your brand.
Keep the focus on awareness and trust to make sure they’re hooked from
day one.

RE-ENGAGING RETURNING VISITORS: OFFERS
AND RETARGETING
Returning visitors are already interested, but they might need some help
to make a decision. Here’s how to encourage them to convert:

Retargeting Ads: Retargeting is key for bringing these visitors back.
Personalized ads, email reminders, and messages about abandoned carts
can all push them over the edge.

Special Offers: Returning visitors love a deal. Offering exclusive discounts
can be that final push they need.

QUICK TIP: Use AdBeacon to set up segmented retargeting campaigns. If
a visitor looks at a product several times but hasn’t bought, show them an
ad with a special offer for that product to encourage a sale.
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VISITOR TARGETING: HIGH-
VALUE APPROACHES FOR MORE
CONVERSIONS
To make your marketing most effective, you want to
focus on high-value customers—the ones who stick
around and keep buying. This is where Lifetime
Value (LTV) comes into play. Knowing which
customers provide the highest LTV helps you
determine where to spend your time and money.

Calculating Spend with LTV: If you know how much
your most loyal customers are worth over their
lifetime, you can make better decisions about how
much you’re willing to spend to acquire them.

BUSINESS SMARTS: Suppose AdBeacon shows that
customers coming from Instagram ads have a higher
LTV compared to other channels. That’s your cue to
invest more in Instagram advertising.

USING ADBEACON FOR LTV
INSIGHTS
AdBeacon helps you figure out who your most
valuable customers are by analyzing things like:

Best Products: Which products lead to more repeat
purchases?

Geographic Insights: Which locations generate the
highest-value customers?

Coupons and Promotions: Which promotions do
high-value customers respond to most?
Top Channels: Which marketing channels bring in
the best customers?
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Key Takeaway

New visitors need awareness-driven content, while returning
visitors are looking for special offers and reasons to commit.

Leveraging tools like AdBeacon allows you to focus on what works
best—Lifetime Value, targeting the right channels, and delivering

the right messages. 

By focusing on LTV and refining your efforts, you can boost both
acquisition and retention—making sure your marketing dollars

count!

2025

TRY IT OUT: Create LTV cohorts by grouping customers based on their
value. Then adjust your campaigns to focus more on those high-value
segments.

KEY INSIGHTS
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CHAPTER 12: NEW VISITORS
VS. RETURNING VISITORS -
THEY ARE NOT THE SAME -
WRAP UP

INSIGHT
New visitors are like curious explorers—they
need a warm welcome, while returning
visitors are like loyal friends who appreciate a
more personalized experience.

BUSINESS SMARTS
Returning visitors are more likely to convert,
so invest in nurturing them with retargeting
campaigns and special offers that cater to
their previous interests.

REMEMBER THIS
Tailor your approach for new and returning
visitors. The more relevant your message, the
higher your chances of converting each type
of visitor.

QUICK TIP
Use tools like AdBeacon to identify which
products returning visitors are interested in,
and send them targeted offers or reminders to
keep your brand top-of-mind.

TRY IT OUT
Create a segmented email campaign—one
version for new visitors highlighting your
brand’s story, and another for returning
visitors featuring exclusive offers. Track which
performs best!
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Predicting Sales Upsells

and Cross-Sells
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UPSELLS VS. CROSS-SELLS:
UNDERSTANDING THE
DIFFERENCE
Want to boost sales without always chasing
new customers? That’s where upsells and
cross-sells come in handy. 

By using data smartly, you can predict what
customers need next and offer it to them at
just the right time. 

This chapter will walk you through how to use
your customer data to nail those upsell and
cross-sell opportunities.

Upsells: This is when you offer a higher-end
version of something a customer already
wants. Like upgrading from a standard laptop
to a premium one.

Cross-Sells: Think of this as suggesting extra
items that go well with what they’re buying—
like offering a laptop case or a mouse when
someone’s buying a computer.

BUSINESS SMARTS: The trick is using data to
suggest these products at the right moment
to make buying easy and rewarding for your
customers—and help your sales go through
the roof!

2025

KEEP READING!
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DATA FOR PREDICTING SALES: CUSTOMER
HISTORY, BROWSING, AND CART DATA
Customer Purchase History: Looking at what customers bought before
can tell you what they might want next.

Browsing Behavior: Check out what products your customers are eyeing.
Are they looking at high-end items but haven’t bought yet? Or are they
spending a lot of time on certain product pages? These are great
opportunities for real-time upsell and cross-sell offers.

Cart and Checkout Data: The items in a customer’s cart are like gold for
upselling and cross-selling. If they add a camera, suggest an upgraded
model or a matching lens to enhance their experience.

Predictive Analytics and AI: Tools like AdBeacon use AI to analyze
customer behavior and predict what they’re likely to buy next. This makes
it easy to recommend the right upsells or cross-sells to boost your sales.

INSIGHT: If a customer buys a laptop, there’s a good chance they’ll need
accessories soon after—like a laptop bag or a new software package.
Historical data helps you make these recommendations.

TRY IT OUT: Start tracking browsing behaviors and cart contents. Use this
data to set up personalized offers, like suggesting a tripod when a camera
is added to a cart.

EFFECTIVE STRATEGIES: PRODUCT AFFINITY
AND TIMING FOR OFFERS
Customer Purchase History: Looking at what customers bought before
can tell you what they might want next.

Product Affinity Models: Figure out which products are frequently
bought together. If customers often buy headphones with their
smartphones, you should suggest headphones at checkout.

QUICK TIP: AdBeacon can help track product relationships so you can
build more effective cross-sell campaigns.
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Segmenting High-Value Customers: Not all customers are the same. Use
data to focus on high-value customers—the ones who keep coming back
and trust your brand. They’re more likely to go for premium upgrades.

REMEMBER THIS: High-value customers are your best target for upsells.
They’re already invested in your brand, so they’re more open to buying
more.

Personalized Recommendations: Use real-time data to make
personalized suggestions. If a customer is viewing a certain type of
product, show them complementary items.

INSIGHT: Tools like AdBeacon can integrate with your eCommerce
platform, serving up suggestions based on current or past views, all
personalized to each customer’s interests.

Timing is Key: Timing can make or break an upsell. Using real-time data,
make suggestions when they’ll have the most impact—like right after a
purchase or during an abandoned cart reminder.

BUSINESS SMARTS: Sending a post-purchase email with related products
24-48 hours after a sale often leads to more conversions. And don’t forget
those abandoned carts—target them with a special offer to nudge them
back!

KEEP READING!
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AdBeacon has all the tools you need to make upsells
and cross-sells effective:

Behavioral Tracking: Keep an eye on what users are
doing on your site—what they’re viewing and how
long they’re staying. This helps you decide what to
suggest next.

Segmentation and Audience Targeting: Break your
audience into segments. High-frequency buyers
might want premium products, while bargain-
hunters respond well to discounts.

Predictive Campaigns: Use AdBeacon’s AI to
automatically trigger targeted upsells or cross-sells
based on user actions—like buying a phone and
being suggested a case.

TRY IT OUT: Set up a campaign in AdBeacon to track
high-value products. When customers buy these
items, automatically offer a related add-on—like a
phone screen protector with a smartphone.

NATIONAL POSITIONS 2025

ADBEACON’S ROLE: PREDICTIVE
CAMPAIGNS FOR BETTER SALES

GAINING AN EDGE IN 2025
Want to stay ahead of the pack in 2025? Here’s what
you should be focusing on:

Leverage AI for Personalization: Use tools like
AdBeacon to give upsell or cross-sell suggestions in
real-time, customized for each customer’s behavior.

Focus on High-Lifetime-Value Customers: Upsell
and cross-sell to the customers who love your brand
and keep coming back—they’re more likely to make
bigger, better purchases.



Key Takeaway

To make upsells and cross-sells work, you need to understand what
your customers want—even before they know they want it! 

Tools like AdBeacon make it easy to predict customer behavior and
offer the right products at the right time. 

Mastering these strategies in 2025 means more sales, happier
customers, and a serious edge over your competition.

2025

Integrate Data Across Channels: Make sure your offers are consistent
—whether they’re seeing them on your site, via email, or on social
media. Use AdBeacon to centralize your data and keep your message
clear.

REMEMBER THIS: Upselling and cross-selling isn’t about pushing
products. It’s about helping your customers find what they need to
enhance their experience.

KEY INSIGHTS
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INSIGHT
Think of upsells and cross-sells like adding extra
toppings to a pizza order—they enhance the
experience and increase value, both for the
customer and for your business.

BUSINESS SMARTS
High-value customers are more open to
personalized recommendations. Use data to
segment your audience and focus on upselling
and cross-selling to these loyal customers.

REMEMBER THIS
Timing is everything. Presenting upsell or cross-
sell opportunities at the right moment—such as
during checkout or shortly after a purchase—
significantly increases the chances of success.

QUICK TIP
Use predictive analytics tools like AdBeacon to
identify which customers are most likely to
respond positively to an upsell or cross-sell
based on their past behavior.

TRY IT OUT
Set up an automated email campaign that
triggers after a purchase, suggesting a related
product or an upgraded version of the item they
just bought. Monitor the results and tweak your
offers for maximum effectiveness.

2025

CHAPTER 13: PREDICTING
SALES UPSELLS AND CROSS-
SELLS - WRAP UP
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CHAPTER 14:
Privacy and AI – The

Future of Data
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The world of data is changing fast, and privacy
laws are front and center. Add artificial
intelligence to the mix, and you have both
challenges and opportunities on the horizon. 

In this chapter, we’ll explore how privacy
regulations are reshaping data strategies and
how AI is unlocking new potential for data-
driven marketing.

Privacy regulations are reshaping the data
landscape, especially with third-party cookies
becoming a thing of the past. 

Laws like GDPR and CCPA make it clear—
user consent and data handling need a fresh
approach. To prepare for a future without
third-party cookies, marketers must lean more
on first-party data—information collected
directly from your customers.

REMEMBER THIS: To keep your customers
happy and avoid any legal headaches, it’s time
to switch from tracking users all over the
internet to gathering first-party data that’s
privacy-compliant

Example: Without third-party cookies, using a
tool like AdBeacon lets you collect data
directly from your website, which is privacy-
friendly and gives you valuable customer
insights—all without crossing any privacy lines.

PRIVACY AND COOKIES:
ADAPTING TO NEW DATA
REGULATIONS
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BUSINESS SMARTS: Brands that stay proactive about privacy regulations
will win customer trust. Start by clearly explaining how you use data and
what customers get out of it—like more personalized experiences—in
exchange for their consent.

2025

DATA SECURITY: COMPLIANCE BEST
PRACTICES
Complying with privacy laws isn’t optional—it’s a must for building trust
and avoiding fines. Data security is key to making sure the insights you
gather are well-protected. This means adopting strong security practices
like encryption, access controls, and regular data audits.

INSIGHT: Tools like AdBeacon help centralize and manage customer data,
keeping it secure and making it easy to track user consent. This way,
you’re targeting the right customers without worrying about breaking any
rules.

QUICK TIP: Use end-to-end encryption for data storage, limit access to
data to only those who need it, and use tools like AdBeacon to keep a
record of all data usage. This keeps you on the safe side of compliance
while still using the data you need.

AI IN DATA: TRANSFORMING ANALYSIS
AND PERSONALIZATION
Artificial Intelligence is making waves in the world of data. AI tools help
you process mountains of data quickly, predict trends, and create
personalized marketing strategies like never before. 

It makes data analysis smarter and faster, so you can make the best
decisions with minimal hassle.

TRY IT OUT: Let’s say AdBeacon shows you some customers might be
about to leave (churn). AI can help you predict this behavior and even
suggest a proactive action, like sending a special offer to keep them
engaged.
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GAINING AN EDGE IN 2025:
BALANCING PRIVACY WITH
POWERFUL AI-DRIVEN
STRATEGIES

Tools and Techniques: Platforms like AdBeacon
integrated with AI help you go deeper with data. Use
machine learning to segment your audience into
specific groups and personalize campaigns like never
before. 

Tools like TensorFlow or IBM Watson paired with
AdBeacon can identify which customers are ready to
engage and suggest the best strategies.

BUSINESS SMARTS: Brands that adopt AI will be able
to offer more targeted experiences, adjusting
campaigns on the fly, and creating better outcomes
with less manual work. Embracing AI gives you the
tools to take your first-party data and make every
interaction count.

2025

Want to win in 2025? Here’s how you can get an
 edge with data privacy and AI:

Embrace Privacy-First Strategies: Shift to gathering and using first-party
data. This keeps you compliant and helps build customer trust—key for
any future marketing success.

Leverage AI for Personalization: Use AI-driven tools like AdBeacon to
segment audiences automatically, personalize offers, and make real-time
adjustments that boost engagement.

Communicate Clearly with Customers: Let people know how you handle
their data and what they gain from sharing it. This transparency will make
your audience more likely to trust you and engage with your brand.

REMEMBER THIS: The future is all about balancing privacy and AI. By
being privacy-compliant, you build trust with your audience. By using AI,
you unlock the power of your data to drive growth. Tools like AdBeacon
help you keep data secure, compliant, and optimized for the best results.
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Key Takeaway

Privacy and AI are changing how we do data-driven marketing.

Staying compliant with privacy laws earns customer trust, while
using AI allows you to get the most out of your data—driving

growth and creating superior customer experiences. 

Adopt tools like AdBeacon to help centralize data, stay compliant,
and put AI to work, setting your brand up for success in 2025.

2025

INSIGHT
Think of upsells and cross-sells like adding extra toppings to a pizza
order—they enhance the experience and increase value, both for the
customer and for your business.

BUSINESS SMARTS
AI can help you personalize experiences while respecting privacy. Use
AI-driven insights to predict customer preferences without
compromising data security.

REMEMBER THIS
Privacy-first approaches are the key to maintaining customer trust.
Make sure you’re transparent about data collection and always
prioritize user consent.

QUICK TIP
Adopt server-side tracking tools like AdBeacon to keep collecting
valuable first-party data while staying compliant with privacy
regulations.

TRY IT OUT
Review your current data practices and identify areas where AI can
help improve personalization while staying compliant. Test using AI
tools to predict customer behavior and measure the impact on
engagement.

CHAPTER 13: PRIVACY AND AI – THE
FUTURE OF DATA - WRAP UP
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You’ve made it through the guide, and now it’s
time to put what you’ve learned into action.
Marketing in 2025 is all about using data
smartly. 

To thrive, you’ll need to keep evolving with a
blend of data-driven strategies,
personalization, privacy compliance, and AI.

In this book, we covered all the essentials for a
solid data and measurement strategy—from
budget optimization to audience targeting
and using predictive analytics to boost sales
through upsells and cross-sells. 

By using the strategies we’ve outlined—and
tapping into powerful tools like AdBeacon—
you’ll be ready to navigate industry shifts and
make meaningful connections with your
customers.

REMEMBER THIS: Success in marketing isn’t
about a one-time win. It’s about continuous
adaptation. Keep improving how you collect
data, reach your audience, and stay on top of
new technologies and privacy laws. 

Those who master the balance between
privacy, personalization, and data insights will
be the ones who shine in 2025 and beyond.

CONCLUSION: ADAPTING
FOR THE FUTURE OF DATA-
DRIVEN MARKETING
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PRACTICAL NEXT STEPS FOR 2025!

Here’s how you can start making changes today:

Revisit Your Data Collection: Make sure you’re in line with privacy-first
practices. 

Try It Out: Use tools like AdBeacon for server-side tracking to keep your
data accurate and compliant
.
Leverage Segmentation and Personalization: Use first-party data to
segment your audience and deliver personalized messages that matter.
Keep adapting in real-time based on what your customers do.

Maximize Predictive Insights: Use AI-driven tools to predict what
customers want next. This way, you’re always one step ahead, optimizing
spend and ensuring every customer interaction counts.

Balance Paid vs. Organic: Refine your mix between paid campaigns and
organic growth to make sure you’re spending wisely while also building a
lasting customer base.

LOOKING AHEAD...
Want to be a winner in 2025? You’ve got to stay proactive. Keep your eyes
on AI advancements, privacy laws, and new ways to connect with
customers. The digital world won’t stop changing, and neither should you.

INSIGHT: Success in the future means using data effectively, making
dynamic decisions, and keeping personalization at the forefront of
everything you do. If you stay adaptable, you won’t just keep up—you’ll
stand out.
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A huge thank you to the team at AdBeacon for their amazing data insights
included throughout this book. Their partnership has continued to be an
amazing asset to National Positions and our excitement in leveraging their
platform for our client base in 2025 and beyond could not be at a higher
level. 
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