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Mid-Market Trends
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Complete CX for Midsize
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Oracle Marketing Cloud (Eloqua)

Oracle Eloqua = ZHH|Ql 7|2l > A3 > Ht

JHX| OFA &
K| 2| Closed-Loop ZZMAE OBTB =

| O = LT

Mobile Events

MARKETING AUTOMATION

74H 9l 712 5l A 17 01 AH0|E HH O Mt 2N
« Segment & Targeting « Lead Scoring « Profiler (Digital Body « Q0 2M DM HF 2N
« 4| Q1 7| =l (Process Design) « Lead Nurturing Language) - Mop B2 A « ROI 24
» Marketing Asset (Email, « Lead Allocation * Discovery s AM B M « Benchmark
Landing Page, Forms) S H A
' . : « Sales Engage ™
« Multi-Channel 24Tl Lead Execution

SOCIAL MGMT CRM / SFA LOYALTY COMMERCE

« HE| Touch, HE| xH< Always-on Z4H| QI « AA[ZE 220 04 HEE UG Segment
- o] MMl FHOE get= et 11 Ot E « AEX B UX)E = Btgot 2 2t™ Ul
« 2212 N A HE J|HIO| 1170 OIALO|E * AppCloud?| Modern X do| &2 HA

ORACLE




How to Modern Marketing with Oracle
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Oracle Marketing Cloud Value Propositions
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Oracle Marketing Cloud Value Propositions
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Oracle Sales Cloud
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Oracle Sales Cloud Value Propositions e
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Oracle CPQ Cloud
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Oracle CPQ Cloud Value Propositions
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Oracle Service Cloud (RightNow)
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Contact Center
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 Extensibility & Integration

Policy
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Why Oracle Customer Experience Cloud for Midsize
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Oracle CX References

Marketing Cloud Sales Cloud CPQ Cloud Service Cloud
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Integrated Clouo

Applications & Platform Services




