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Introduction

Maintaining a robust and efficient marketing
automation platform is crucial for success.
However, one of our clients faced several
challenges with their existing platform, Eloqua,

that were hindering their ability to achieve optimal

marketing experience.

eloqua

Data External CRM
Quality Tool Integration
Issues Dependance Hurdles

Data Quality Issues: Inconsistent and inaccurate
data within Eloqua's database, due to multiple
data sources and team misalignments, had an
impact on effective campaign targeting and
performance measurement.

This meant difficulty reaching the right audience
and accurately gauging the impact of marketing
initiatives.

External Tool Dependance: Configuring and
managing marketing workflows relied heavily

on multiple external tools, making the process
cumbersome and time-consuming.

Delayed data transfers and integrations further
reduced marketing agility.

CRM Integration Hurdles Inconsistencies in data
synchronization between Eloqua and the CRM
system (like Salesforce Marketing Cloud) created
obstacles in generating holistic customer insights
and managing lead lifecycles effectively.
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These technical limitations coincided with
strategic internal business decisions to switch
to a new marketing automation platform.

The recent acquisition of Aruba and the
company's unification under the “One HPE"
banner demanded a more robust and scalable
approach within the new MA platform, which
needed to effectively manage a broader customer
base and deliver a consistent brand message
across all marketing channels.

Recognizing these limitations and driven by a
desire for greater efficiency and data-driven
marketing capabilities, HPE embarked on a
strategic migration journey from Eloqua to
Marketo.

This case study outlines the challenges overcome,
the solutions implemented, and the positive
outcomes achieved through this successful
platform migration.



The Journey

The decision to migrate from Eloqua to Marketo

wasn't simply a technological shift, it was a strategic

move towards optimizing marketing workflows

and achieving business goals. This chapter delves

into the key phases of the migration journey,
the challenges overcome and the solutions
implemented to ensure a smooth transition.

Planning and Preparation

The foundation for a successful migration lies in

meticulous planning. Here's how we tackled the

initial stage:

Needs Assessment and Goal Setting: We

collaborated with key stakeholders to understand

their specific challenges and desired outcomes
from the migration. This collaborative approach

ensured the migration aligned with their strategic

marketing goals.

Mapping and Integration Planning: We

carefully mapped existing Eloqua functionalities
to their corresponding Marketo equivalents. For

any discrepancies, custom configurations and
integrations were planned to ensure a seamless

transition.

eloqua
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Campaign Canvas

Smart Campaign
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Data Inventory and Analysis: A comprehensive
inventory and analysis of HPE's Eloqua data

was conducted. This involved identifying data
inconsistencies, duplicate entries, and data quality
issues. This analysis formed the basis for the data
cleansing and standardization efforts during the
migration.

Change Management Strategy: Recognizing

the impact of platform changes on users, we
developed a change management strategy. This
included communication plans, training programs,
and support resources to ensure user adoption
and minimize disruption during the migration.

Data Migration and System Configuration

With a clear roadmap in place, we embarked on
the critical phase of data migration and system
configuration:

Data Cleansing and Standardization: Utilizing a
collection of tools and techniques, we addressed
data inconsistencies within the Eloqua database.
This involved correcting errors, deduplication,
and standardizing data formats to ensure accurate
and usable information in Marketo.

elquo DataBase Value
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Random Chinese characters instead of English
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Test Email Sample Email

Transactional Email
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Content and Asset Migration: All marketing
assets, such as email templates, landing pages,
and forms, were carefully migrated and adapted
to the Marketo platform. This ensured continuity
in marketing messaging and campaign design.

Workflow Automation and Integration: We
configured automated workflows and integrations
within Marketo to replicate existing functionalities
from Eloqua. This included replicating triggers,
actions, and decision points to maintain seamless
marketing program execution. We also analyzed
the Eloqua Nurture design and adapted it to

fit into Marketo, respecting HPE's business
requirements and relying on the new platform
capabilities.

CRM Integration Optimization: The data
synchronization between Marketo and the CRM
system (like Salesforce Marketing Cloud) was
carefully reviewed and adapted. This ensured a
consistent flow of customer data across platforms
for enhanced lead management and reporting.

IP Warming: We successfully completed the

IP warming process and steadily built up the
reputation despite the short timeframe provided,
through a dedicated setup in order to not
overwhelm or disengage existing customers.

3 Assets  Setup My Tokens ~ Members

am Actions »

M © 02-Gmail: 30-61.300 ® 01-Yahoo: 13.06,522
List Assets ~ 7 Smart List Assets I -E Marketing Activities
mail v = Gmail v . Smart List

3il + 2 Flow Steps v 5 SendLillbs

W/TLI Assens Day 01 Sends Email Day 01 Sends Email

1y 01 Sends Email Day 02 Sends Email | Day 04 Sends Email

1y 03 Sends Email Day 04 Sends Email Day 07 Sends Email

1y 07 Sends Email Day 09 Sends Email Day 09 Sends Email
Assets

Imt-Dulplicates &4 Email: IP Warrning Sarnple Ernail R4 Smarl List IP Warming-Dmall Invalid
dling Sample Emai &4 Smart List: Soft Bounced-Hon Engad & Smart List Soft Bounced-High Delivery
soncdesbroged &4 Smart List: IP Warming-Unsubscribed = Smart List: Yahoo-Non Engaged

nn Engaged &4 Smart List: IP Vahoo B4 Smart List Soft Bounced-Mid Delivery
Mchdedinginvalid 4 Smart List: IP Warmiing BEngaged 4 Smart List: Deliverability Mon-Rep.

User Training and Post-Migration Support

User adoption is vital for maximizing the benefits
of a new platform:

Custom Training Programs: We developed
custom training programs to equip the marketing
teams with the knowledge and skills required

to navigate and effectively utilize Marketo's
functionalities.

Ongoing Support and Guidance: Dedicated
support processes were established to address
user questions and provide ongoing assistance
during the initial post-migration period. This
fostered user confidence and facilitated a smooth
transition to the new platform.

This three-phase approach ensured a well-
planned, executed, and supported migration from
Eloqua to Marketo.

By prioritizing data integrity, user adoption,
and ongoing optimization, we addressed the
challenges encountered within the Eloqua
platform and paved the way for a more efficient
and data-driven marketing operation at HPE.
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Results and Outcomes

The migration from one platform to another
wasn't just a technical feat, it was a strategic
investment aimed at boosting marketing efficiency
and achieving tangible business results. This
chapter explores the positive outcomes achieved
throughout the successful platform migration.

The comprehensive data cleansing and
standardization efforts during the migration
yielded significant improvements in data quality
within Marketo. This translated into:

Enhanced Campaign Targeting: Clean and
accurate data within Marketo enabled more
precise targeting of marketing campaigns,
ensuring messages reached the most relevant
audience segments. This resulted in higher
engagement rates and improved campaign
performance.

Actionable Reporting and Analytics: Reliable
and consistent data within Marketo fueled more
insightful reporting and analytics. The ability

to accurately measure campaign effectiveness
provided valuable data-driven insights to optimize
the marketing strategies.

Limiting to only using Marketo’s native
functionalities and just a few other external tools,
for content creation, facilitated streamlined
workflows and enhanced marketing agility:

Reduced Configuration Time: Standardized
workflows and pre-defined templates within
Marketo significantly reduced the time required
for configuration tasks. This allowed the marketing
team to focus on strategic initiatives and
campaign execution.

Improved Collaboration and Productivity:
Marketo's centralized platform fostered improved
collaboration and knowledge sharing within the
marketing team. Easy access to campaign data
and marketing assets simplified collaboration and
boosted overall team productivity.

Transitioning to Marketo provided a scalable and
future-proof foundation for marketing operations:

Accommodating Growth: Marketo’s robust
architecture can easily scale to accommodate
future growth in customer data, campaigns, and
marketing team size.

Aligning with “One HPE" Strategy: The ability
to seamlessly integrate data from the acquired
division facilitated the successful unification under
the “One HPE" brand within Marketo. This ensured
consistent brand messaging across all marketing
channels.
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By prioritizing user needs through custom training
and ongoing support, the migration fostered
positive user experiences:

Empowered Marketing Team: Equipping the
team with the necessary skills to navigate Marketo
empowered them to take ownership of marketing
campaigns and optimize performance.

Increased Confidence and Ownership: The
ease-of-use and intuitive interface of Marketo
contributed to increased user confidence and a
sense of ownership within the marketing team.
Beyond these specific results, the migration from
Eloqua to Marketo laid the groundwork for a more
data-driven and agile marketing environment.
This empowered marketing teams to deliver

a more personalized and impactful customer
experience, contributing to the overall success of
the company’s marketing initiatives.



Lessons Learned

The successful migration from Eloqua to Marketo
highlighted several crucial areas that can
significantly improve the overall transition process
for other organizations. These key takeaways
focus on optimizing the migration journey for both
efficiency and effectiveness.

Diving headfirst into a migration without a clear
roadmap can lead to unforeseen challenges and
rework. Here's how to ensure a smooth transition:

Understanding Your Landscape: Conduct

a comprehensive analysis of both Eloqua and
Marketo functionalities. This deep dive provides a
clear understanding of how each platform handles
specific tasks.

Mapping the Migration Path: Based on the
analysis, meticulously map out the migration
process, identifying which functionalities need

to be replicated and how they will be translated
to Marketo’s native environment. This upfront
planning minimizes surprises and streamlines the
migration process.

Not all data in the current platform is equally
valuable. Focusing on what matters most ensures
a streamlined migration:

Essential Data Identification: Critically evaluate
the data and clearly define which data points
and objects are critical for successful campaign
execution and ongoing marketing operations.

Prioritize for Migration: Prioritize the migration
of essential data, avoiding unnecessary data
transfer that can bloat the new platform and slow
down the process.

Migrating dirty data can lead to a lot of problems
down the line. Here's why data cleansing is crucial:

Data Cleansing Efforts: Integrate data cleansing
procedures into the migration process. This
involves identifying and correcting errors,
eliminating duplicates, ensuring data consistency
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Solid Data Foundation: Starting with a clean and
accurate data foundation in Marketo optimizes
campaign performance, reduces errors, and
avoids downstream issues that can hinder future
marketing efforts.

Don't simply replicate everything from Eloqua.
Embrace the strengths of Marketo:

Streamline and Adapt: Evaluate existing Eloqua
fields and objects and identify opportunities to
streamline them during migration to leverage
Marketo's functionalities.

Focus on What Matters: Focus on migrating

the data and functionalities essential for your
marketing needs. Avoid replicating unnecessary
Eloqua features, and instead, optimize for the new
platform'’s capabilities.
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Marketo's approach to asset organization offers
significant advantages:

Structured Asset Management: Unlike Eloqua’s
flexible but potentially chaotic approach, Marketo
enforces a clear folder structure and naming
conventions.

Invest in Structure: Establish a well-defined
naming convention and folder structure for your
marketing assets within Marketo. This simplifies
asset management, promotes consistency, and
ensures easy location of assets for future use.

Don't just “copy and paste” - rethink your nurture
approach to leverage Marketo's capabilities:

Analyze Existing Programs: Evaluate your current
nurture programs within Eloqua and identify areas
where Marketo's automation and personalization
features can be leveraged.

Adapt for Efficiency: Restructure your nurture
logic to maximize the benefits of Marketo’s
functionalities, leading to a more automated,
efficient, and engaging customer journey.

Marketo offers a robust set of built-in
functionalities. Leverage them:

Utilize Built-In Tools: Prioritize using Marketo's
native functionalities whenever possible to
achieve your marketing goals.

Minimize Customization: Avoid overly complex
workflows that replicate Eloqua’s functionality.
Utilize Marketo's features effectively to

minimize custom development needs, ensuring
maintainability and scalability for future marketing
initiatives.
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Best Practices for
Migrating

And here are some best practices derived from
this experience, intended to guide organizations
through a smooth and efficient similar migration.

&

Charting the Course

A well-defined plan serves as the roadmap for a
successful migration. Here's what to include:

Scope Definition: Clearly define the scope of the
migration project, specifying which functionalities,
data sets, and assets will be transferred to the
new platform. This ensures a focused and efficient
migration process.

Timeline Management: Develop a detailed
timeline that outlines key milestones, deadlines,
and dependencies between different migration
stages. This timeline keeps everyone on track and
facilitates proactive management of the project.

Resource Allocation: Identify and allocate the
necessary resources (personnel, budget, tools)
for each stage of the migration. This ensures
the project has the support required to achieve
successful completion.

Deliverables and Outcomes: Clearly define

the expected deliverables and outcomes of the
migration project. This clarity ensures everyone
is working towards the same goals and facilitates
smooth handoff to post-migration operations.

Risk Management: [dentify potential risks
associated with the migration and develop
contingency plans to mitigate them. This proactive
approach minimizes disruptions and ensures the
project stays on track.

A comprehensive plan acts as a guiding document
for the entire migration process. It fosters clear
communication, ensures alignment among
stakeholders, and minimizes the likelihood of
unexpected roadblocks hindering the transition.

Building a Collaborative Environment

Engaging Key Players: Actively involve key
stakeholders from various departments (marketing
team, IT, leadership, strategy) in the planning
process. Their insights and expertise inform
decision-making and facilitate a smoother
transition for all parties involved.

Gathering Feedback: Solicit feedback from
stakeholders on the migration plan, proposed
timelines, and potential impact on workflows.
This collaborative approach fosters a sense of
ownership and minimizes resistance to change.

Executive Sponsorship: Obtain leadership buy-
in on the migration plan and secure executive
sponsorship. This demonstrates commitment
from the top and facilitates allocation of necessary
resources to ensure project success.

By actively engaging stakeholders and

securing their buy-in, organizations can create

a collaborative environment that fosters open
communication, minimizes disruption, increasing
the overall success of the migration project.
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Streamline with a Custom Generator

Agreeing on a clear naming convention and folder
structure for your client’'s Marketo assets is crucial
for long-term success.

While open discussions are important, why
not take it a step further and empower your
client's team with a custom naming convention
generator? Here's why it's a win-win:

Save Time: A dedicated generator automates
the naming process, saving your team valuable
time during the initial setup and throughout their
ongoing marketing efforts.

Minimize Errors: Consistent naming conventions
eliminate ambiguity and potential mishaps in
locating assets within Marketo.

Future-Proof Flexibility: Design the generator to
accommodate growth and allow for customization
as the client’s marketing needs evolve.

Team Ownership: By involving the client’s team
in the development of the naming system (e.g.,
defining naming rules), you foster ownership and
ensure its long-term adoption.

This custom solution streamlines the process,
minimizes future headaches, and empowers your
client’s team to manage their Marketo assets
efficiently and confidently.

Following these best practices derived from

our experience will equip organizations with a
roadmap for success when embarking on their
marketing automation platform migration journey.

A comprehensive plan, stakeholder buy-in, and
a focus on user adoption will pave the way for a
smooth transition and unlock the full potential of
the new platform.
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Conclusions

The successful migration from Eloqua to Marketo
stands as a testament to the power of strategic
planning and meticulous execution.

This concluding chapter summarizes the project’s
success, its positive impact on marketing
performance, and the exciting possibilities for
future optimization.

¢

A Migration Well Executed:

The transition from Eloqua to Marketo was a

real success. By prioritizing data integrity, user
adoption, and a collaborative approach, we
navigated the migration phases effectively,
overcoming challenges and ensuring a smooth
handover to the new platform. This well-executed
migration unlocked a new era of marketing
efficiency and empowered us to leverage the full
potential of Marketo's capabilities.

Boosting Marketing Performance and
Achieving Goals:

The migration yielded significant improvements

in marketing performance. Clean and accurate
data within Marketo fueled more precise targeting
and insightful reporting. Streamlined workflows
and intuitive functionalities facilitated increased
marketing agility and team productivity. These
factors combined to contribute directly to the
achievement of key marketing goals.

A Platform for Future Growth:

The migration to Marketo provided a robust and
scalable foundation for our marketing operations.
The platform’s ability to accommodate future
growth and seamlessly integrate data from the
acquired division, Aruba, aligns perfectly with
the company’s strategic vision. Looking ahead,
the potential for further optimization within
Marketo remains vast. Leveraging advanced
marketing automation features, personalizing
customer journeys, and continuously refining data
management practices are just a few areas where
any company can further unlock the platform’s
power.

10

Closing Words

Migrating to a new marketing automation
platform like Marketo can seem like a daunting
task. However, this successful case demonstrates
that with careful planning, a skilled team, and

a deep understanding of both platforms, the
transition can be navigated effectively and

lead to significant improvements in marketing
performance.

This case study serves as a roadmap, outlining
the key phases, challenges, and best practices to
consider when embarking on your own migration
journey. Remember, thorough planning, clear
communication, and a focus on user adoption are
crucial for a smooth transition.

While challenges may arise during the process,
don't let them frighten you. By following the
outlined strategies and leveraging the expertise
of experienced professionals, you can achieve a
successful migration to Marketo and empower
the marketing teams to unlock the platform's full
potential.



+ Logarithmic

o o L 4
e o o .
* @ o o
e o o * o
e o o o o
Logarithmic

Str. Grigore Alexandrescu 59
Bucharest, 010621
Romania

+40 746 156 615
office@logarithmic.com
www.logarithmic.com

® & o o

® O o ® O o o g
L 4 ® o o ® ® O
[ J L J ® O o o
L 4 L 4  J o o L 4
® o o o ® 6 o6 o o

Raise your company’s Digital Intelligence

Would you like to find out more about our
Eloqua Campaign Strategy and Production
expertise?

Please don't hesitate to reach out to us at
office@logarithmic.com
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