
A Marketer’s
Hack Kit to the
Rule of 40:
Impressing Executives and Running
a Lean Business in Tough Economic Times



In the ‘always
changing’ landscape of
B2B marketing, top
talent and millennial
marketers face the
challenge of adapting
to shifting leadership
demands.
Not to mention economic volatility entering the scene the

past year. It's no longer enough to possess marketing

knowledge alone, especially if it relies on outdated vanity

metrics. To secure a "seat at the table" and elevate their

careers, marketers must embrace financial and business

acumen.

One strategy that can help them achieve this is the Rule

of 40.

This guide will outline how B2B marketers can leverage

the Rule of 40 to impress their executives and board

members while adjusting their marketing strategies to

run a lean business in tough economic times. Let’s dive

in to the details.

Understanding the Rule of 40

The landscape and terrain of B2B marketing are

constantly changing. Traditional marketing knowledge

isn't enough for today's millennial marketers and

industry frontrunners, especially those navigating the

waves of economic uncertainty. Embracing

comprehensive financial insights, especially the Rule of

40, is the game-changer. This principle, now a

cornerstone in the tech realm, offers a compass to align

marketing endeavors with the broader business vision.



The Weight of Rule of 40
The Rule of 40 is a nuanced yet powerful financial metric. It's more than a

financial metric — it's a philosophy, a balance between growth and profit.

Essentially, if a company’s growth rate and profit margin collectively hit

the 40% mark or beyond, it indicates a solid financial footing.

Our recent webinar distills its essence: "Rule of 40 means focusing on

cost containment, responsible growth, and an economically viable way of

running a business." For B2B marketers, this isn't just number-crunching.

It's an invaluable perspective that ensures our marketing strategies sync

with the broader business vision, achieving that sweet balance between

growth and profitability.

So, why should this matter to marketers? Here’s the lowdown: Marketing

today is more than just dazzling campaigns. It’s about impactful,

measurable contributions to the business's bottom line. By internalizing

the Rule of 40, we position ourselves to design strategies that resonate

with our audience and elevate the company's financial standing.

To put it into perspective: companies nailing that 40% mark are striking

gold with their approach, harmoniously blending growth and profitability.

But if they’re not quite there? It's a cue to reassess and realign. Let's

ensure our marketing strategies don't just sound good but also make

solid business sense.
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Get Clarity with Numbers
When we talk about the Rule of 40, we're really discussing a simple math equation,

but it's an equation that speaks volumes about a business's health.

Formula: Revenue Growth Rate (%) + Profit Margin (%) =
40% (or more)

Here's how to decode it: Suppose a company’s revenue growth rate is humming along
at 20%, and its profit margin matches that at 20%. When you sum those up, you hit
that golden 40% mark. What does that tell us? The company has a good rhythm

between chasing growth and pocketing profits.

If you’re seeing numbers above 40%? You're looking at a business in prime shape,

adeptly navigating the tightrope between aggressive growth and sustaining profits.
Numbers south of 40%? That might be a caution sign — suggesting it's time to
re-evaluate certain strategies, ensuring growth and profitability are in sync.
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The Marketing Magic Behind
the Rule of 40
Marketing isn't just about catchy slogans or vibrant visuals — it's about

fueling the fire of business growth. A strategic marketing team is pivotal

in propelling a company towards the revered Rule of 40, ensuring both

profitability and growth dance harmoniously. Here's a look at the

game-changing ways marketing steps up to the plate:

➔ Lead Dynamics: In the digital arena, marketing casts nets across

oceans of potential, crafting strategic campaigns across

platforms. From compelling content to laser-focused digital

strategies, they ensure a consistent inflow of engaged prospects,

priming the sales pipeline.

➔ Seamless Conversions: Bridging the gap between lead capture

and closure, marketing teams sync with sales to craft a unified

narrative. When marketing content mirrors sales scripts,

conversion becomes less of a pitch and more of a conversation.

➔ Championing Loyalty: Beyond the first sale lies the realm of

customer longevity. Through loyalty initiatives, tailored

communications, and expansion strategies, marketing ensures

the relationship with a customer doesn’t end at purchase but

evolves.

Profits in the Spotlight
➔ Precision Targeting:Marketing isn’t about casting wide nets but

casting smart ones. The focus shifts to customer segments rich in

potential, ensuring every marketing dollar amplifies profitability.

➔ Smart Spending: The best channels aren’t always the priciest
ones. By continually evaluating and honing channel strategies

based on performance data, marketing ensures maximum impact

without emptying the coffers.

➔ Decoding Data:With analytical tools in hand, the marketing

maestro reads the story behind the numbers. Every trend

analyzed and every behavior noted forms the foundation of

future strategies, driving profitability.

Synergy in Strategy
➔ Harmonizing Sales and Marketing: The Rule of 40 isn’t a solo

act — it’s a duet. Marketing tunes its strategies to the beat of

sales, ensuring both dances towards common objectives.

➔ Across-the-Board Brilliance:Marketing doesn’t exist in a silo. By

syncing with product management, customer success, and more,

marketing weaves its insights into every business facet, ensuring

a holistic growth trajectory.

Now, why should all of this matter for us in the marketing trenches?

Simple. It keeps our campaigns laser-focused.
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Impressing Executives with
the Rule of 40
Wondering how to leave a lasting impression in those high-stakes

executive meetings? Dive into the Rule of 40, a financial metric that might

just be your ace in the hole. Here’s how this rule can elevate your

marketing strategies and give you that golden nod from the top brass.

Walk the Walk With Credibility

It's not just about jaw-dropping campaigns anymore. Success also means

making the CFO nod in approval at your numbers. While our creativity

makes marketing come alive, those key metrics, like the Rule of 40,

bolster our credibility.

Think about ROI — it's not just a metric, it's a narrative. It tells the story of

our campaign's impact in dollars and cents. If you put one dollar in a

vending machine, what comes out? That answer may be different each

time.

As highlighted from top executives, the focus should be on impactful

strategies that deliver. So, marketers, it’s time we wear two hats — the

creator and the strategist, marrying creative genius with data-backed

results.

Want more insights into how real leaders are
leveraging Rule of 40? Watch our latest webinar
‘How to Tie Your Marketing KPIs to Board-Ready
Metrics and Take Your Seat at the Table’

.
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Get Your Business Goals in Check
Gone are the days when marketing teams were seen as mere support functions. B2B marketing teams are now expected to be strategic contributors and

key drivers of revenue growth. To secure their place as valuable members of the go-to-market function, marketing teams must break free from traditional

boundaries and embrace their strategic mojo. This transformation demands a shift from focusing solely on lead generation and brand awareness to

making a tangible impact across the entire business.

This means having a finger on the pulse of the company's strategic heartbeat. When we understand and influence metrics that the execs care about —

think ROI, sales efficiency, and net retention rate – we're not just running campaigns. We’re driving business. And that, dear marketers, is how we seat

ourselves at the strategic table.

In our recent webinar, John Suarez, Director of Client Services, SmartBug Media, laid it out clearly: ROI, pipeline creation, net retention rate, and sales

efficiency aren’t just buzzwords. They're the scoreboard that the top brass are watching.

As marketers, we're not just painting pretty pictures when we move these numbers. We're in the driver's seat, steering the business ship. So, make your

strategies count and align them with the big-picture goals because you're not just shaping perceptions — you're shaping the company's bottom line.
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Hone in on Your Communication Chops
We've got the numbers, we've got the strategy, now it's showtime. Presenting to the C-suite isn’t about data dumps. It's about crafting a story they want to

hear. As Jim Williams, CMO of UpTempo, noted, "The more you say, the less they will hear... If everything's important, nothing's important." It's not about

inundating leadership with data but providing focused insights that resonate.

A few pointers for effective executive communication include:

➔ Clarity Over Quantity: Dive into insights, not data overload. Visuals? Oh, they’re your best friends. Show what your pipeline looks like, what your

coverage model is, how you’re shifting investments, and what channels are generating the most revenue.

➔ Speak their Language: Speak in metrics that matter to them – revenue growth, market impact, ROI. Align your campaign's success to the

company’s financial success.

➔ Show Trends Over Time: Jim Williams aptly pointed out, "When talking to the board or the C-suite, comparing periods over time can be helpful in

understanding trends and changes." It gives context, mapping out growth trajectories or spotlighting areas needing a pivot.

The Rule of 40 isn’t just a number. It’s a mindset, a bridge connecting marketing brilliance to financial wisdom. And as we master this, we don’t just impress

the execs — we become an integral voice in the corporate chorus. So, gear up and make some boardroom magic happen!
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Adapting Marketing Strategies To Do ‘More With Less’
When the financial forecast looks stormy, agility and foresight make marketing campaigns stand out. Think of it as steering a ship through a storm — you

need accuracy, teamwork, and a genuine bond with your customers to keep afloat.

Data-Driven Marketing

In uncertain times, spray-and-pray tactics won't cut it. It's about sharpshooting, ensuring every marketing cent hits its mark. Focusing on the channels

where high-value customers reside is the game.

Elle Woulfe, Senior Vice President of Global Marketing, Formstack, put it best: "It's no longer about doing everything, it's about what matters, and that

delivers the highest ROI, and being able to connect those dots." With data analytics in your arsenal, it's like having a compass pointing right where the

treasure is. So, streamline, optimize, and let your ROI soar.

Metrics of Glory

To prove their strategic impact, marketing teams must master the art of measurement. Metrics like marketing-generated revenue, CAC, CLTV, ROMI, and

relevant KPIs are more than mere numbers — they’re evidence of marketing's vital impact on the bottom line. Measurement isn’t about ticking boxes — it's

about demonstrating value, validating strategies, and cementing marketing's essential role within the organization.

Teamwork Across the Aisle

Revenue is a team sport, for sure. And that's the mantra. Siloed departments are yesterday's news. Having marketing and sales dancing in rhythm? That's

where the magic happens. Getting a 360-degree view of sales operations, understanding their metrics, and syncing strategies make all the difference. To

draw from our chat, understanding "how the pieces fit in the grand puzzle" lays the foundation for a strategy that sings success. One go-to-market team

focusing on success creates a much stronger trajectory than individual efforts without clarity.
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Leveraging the Rule of 40 in Tough Economic Times
When the economic skies darken, it's agility and foresight that helps businesses fly high. Think of the Rule of 40 as your guiding star, spotlighting the path

between growth and profitability, ensuring businesses weather the storm and soar above it.

Streamlined Business Operations

When the going gets tough, the motto shifts to "achieving more with smart choices." Navigating choppy financial waters means trimming the fat and

turbocharging the engine. Consider tactics like short-term agency collaborations — they deliver that expertise punch without the long-term wallet pinch.

Or think of flexible hiring, adjusting sails based on the market winds. And when we talk about swift, responsive marketing? It's not just about rolling with

the punches but picking battles that deliver a solid ROI punch.

Broadening the Horizon

Sure, tech giants have been Rule of 40 aficionados, but its wisdom? Oh, that's universal. Sometimes, the road less traveled has the treasures you seek. It’s

not about rewriting the playbook but adding a few strategic plays. Think outsourcing to summon skills without swelling costs. Or lean into project-focused

ventures, seizing opportunities without being tied down. As firms weave through financial mazes, the gig economy stands out as a handy ally, rolling out a

red carpet of talent sans traditional ties.

Thinking Outside the Box

Ever noticed how the tightest spots often spark the brightest ideas? Challenging times nudge marketers to wear their creative caps and craft novel

solutions. Blend teamwork with laser-focused intensity, and you have a recipe for brilliance. Now is the time for marketers to get creative and flex beyond

their typical areas of impact to support the business as a whole.
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Take for example, SmartBug Media’s approach with "ship it" days. Imagine a brain-fest where ideas don’t just take birth but take flight in record time. True

to the saying, "Constraints kindle creativity," it's about navigating hurdles with flair and finesse. Cultivating such an innovative spirit doesn't just put out

fires but ignites a culture ready to blaze new trails.

Then there’s Formstack’s strategy of unearthing hidden gems within their CRM. Elle Woulfe shares, "As part of our drift playbooks, we've been on a mission

to identify these silent contacts that haven’t made themselves known to us. But how do you transform this challenge into an actionable strategy? Enter the

squad format. We assemble focused teams to address some of our most pressing challenges. The key lies in pointing the right resources at a problem to

ensure its resolution."

Elle continues, "Take, for instance, a squad whose mission is to improve the trial-to-paid conversion. As this squad delves into their work, they continually

refine that metric, making it more precise. Another squad might be tasked with boosting organic website traffic. And what's remarkable about these

squads is their fluidity — sometimes members are pulled from other parts of the organization, be it sales, customer experience, and more."

She emphasizes, "This approach has been a game-changer for us. It's about taking a problem, forming a dedicated team around it, and relentlessly

pursuing its solution. Whether it's converting trials, increasing website traffic, or discovering untapped potentials in the CRM, our squad method ensures

we're not just identifying challenges but also effectively knocking them down."

By approaching marketing challenges with a team-oriented, problem-solving mindset, you can optimize your strategies to exceed your objectives.

Learn how to incorporate Formstack’s approach using the RollWorks Hot Contacts feature to identify engaged, high-fit leads by revealing individuals

exhibiting buying signals with a completed form fill.
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Commandments of
Marketing Mastery

In the rigorous pursuit of the Rule of 40, there are principles that guide the

way, shaping marketing's role as a strategic orchestrator. The

commandments of marketing mastery are essential for achieving

excellence in today's fast-paced B2B landscape.
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Commandment #1: Customer-Centric Crusade-
Unleashing the Power of Tailored Engagement

The quest for the Rule of 40 begins with a dedication to understanding

your customer. Marketing teams can resonate with their audience

through targeted engagement, personalized experiences, and solutions

that speak to individual pain points, fostering growth and unwavering

loyalty.

Commandment #2: Data as Your North Star -
Guiding Your Path to Insight-Driven Success

Data isn't just numbers on a screen — it's the compass that directs your

marketing strategy. Analytics, customer insights, and market trends are

integral to uncovering opportunities, refining tactics, and measuring

success. Let data illuminate your path to strategic triumph.

Commandment #3: Sales and Marketing
Superheroes United - A Partnership for
Prosperity

The path to the Rule of 40 requires collaboration, not competition. Sales

and marketing must unite, aligning goals, sharing wisdom, and working

together on lead strategies. Together, they form a force capable of

achieving revenue targets and long-term success.

Commandment #4: Tech Wizardry - Harnessing
the Future with Automation and CRM
In a world where technology evolves rapidly, marketing teams must

embrace cutting-edge tools like marketing automation and CRM systems.

These tools aren’t mere conveniences but essential instruments that

streamline operations, enhance efficiency, and enable scale.

Commandment #5: Adapt or Perish - The
Ever-Evolving Journey of Growth and Innovation

Static strategies don’t survive in the dynamic world of B2B marketing.

Constant adaptation, trend analysis, and an unyielding willingness to

learn and evolve are what set successful marketers apart. Stagnation is

the enemy — continuous growth is the key.
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Empowering B2B Marketers: Harnessing the Rule of 40 for
Sustainable Success

B2B marketing is no longer just about catchy campaigns — it's
about showcasing depth, wisdom, and adaptability. To earn
that coveted nod of approval from executives and board
members, marketers must go beyond the playbook and

embrace the Rule of 40. This forward-thinking mindset and
in-depth business understanding can be the ticket to respect,
recognition, and a leading role in steering revenue growth.

In the economic game of chess, where each move counts,
thinking lean and acting with precision is vital.

full funnel impact of your ABM investment today!
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