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AGILE METHODOLOGIES IN
MARKETING OPERATIONS

Abstract

As businesses strive to stay ahead amid economic uncertainty,
traditional marketing approaches are proving inadequate. The need for
speed, adaptability, and measurable results has led to the rise of agile
marketing.
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According to a recent report, a staggering
51% of marketers have already
implemented agile methodologies,
recognising the need for process agility

in today'’s fast-paced environment. Even

more compelling is that 82% of marketers
who have not yet adopted agile marketing

strategies will do so within the next year.
It's clear that agile marketing is not just a
passing trend but a proven strategy that

drives remarkable outcomes.

In this PoV, we will delve into the world
of agile marketing and explore its key

Understanding agile methodology in marketing

Agile is a marketing approach that
embraces the principles and practices of
agile methodologies. While traditional
marketing campaigns were built on
long-term, big-budget initiatives, Agile
methodology involves continuous testing,

iteration, and data-driven decision-making.

It focuses on speed, adaptability, and
collaboration to achieve better and faster
results.

The fundamental idea behind agile
marketing is to prioritise validated learning
over opinions and conventions. Instead

of relying solely on assumptions and

best practices, agile marketing teams
focus on data-driven insights to make
informed decisions. This means constantly
measuring and quantifying results, using
the data to drive future campaigns and

experiments.
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The Agile marketing strategy also
emphasises adaptive and iterative
campaigns over big-bang campaigns.
Instead of planning and executing a large-
scale campaign all at once, agile marketing
breaks down initiatives into smaller,
manageable tasks. These tasks, known as
sprints, allow teams to work in short bursts
with clear objectives and deliverables.

This iterative approach enables teams to
learn and adapt quickly, adjusting their
strategies based on real-time feedback and
insights.

Flexibility is another crucial aspect of

agile marketing. Unlike rigid planning and
fixed timelines, agile marketing embraces
change and prioritises responding to it
rather than strictly following a plan. This
flexibility allows marketers to adapt to
evolving market trends, customer needs,

principles, popular frameworks such as
Scrum, Kanban, and Scrumban, and the
benefits of implementing this game-
changing methodology.

and business priorities. By being responsive
to change, agile marketing teams can seize
opportunities and optimise their strategies
accordingly.

It also involves experimentation and
continuous improvement. Rather than
relying on a few large bets, agile marketing
encourages many small experiments. This
allows marketers to test different ideas,
messages, channels, and approaches to
find the most effective strategies. The
focus is on learning from each experiment,
analysing the results, and refining the
marketing approach based on the insights
gained. This iterative testing, learning, and
adapting process leads to more effective
and efficient marketing campaigns.



Copyright issues involving artificial intelligence

Agile marketing differs from traditional
marketing in how businesses plan, execute,
and adapt their marketing strategies.

Agile marketing prioritises flexibility,
adaptability, and rapid iteration to drive
success in a dynamic and ever-evolving
marketplace. Here are the differences
between the two:

« Planning and execution:

Traditional marketing relies on pre-
determined, long-term strategies that are
often rigid and inflexible. On the other
hand, agile marketing values adaptive
planning, breaking initiatives into smaller,

manageable components known as sprints.

Agile marketers continuously evaluate and
adjust their strategies based on real-time
feedback and market dynamics.

« Adaptability and responsiveness:

Traditional marketing strategies cannot
respond quickly to emerging trends or
changing customer needs. Agile marketing
embraces the dynamic nature of the
market and enables businesses to rapidly
adapt their strategies.

« Experimentation and data-driven
decision-making:

Generally, traditional marketing relies
heavily on assumptions and predictions
without comprehensive testing. Agile
marketing emphasises experimentation,
conducting numerous small-scale tests to
gather meaningful data and insights.

« Collaboration and cross-functional teams:

Agile marketing fosters a collaborative

environment with cross-functional teams,

while traditional marketing often operates
in silos, with limited collaboration between
departments.

» Iterative improvement:

Traditional marketing campaigns typically
follow a linear process with limited
opportunities for course correction.
Conversely, agile marketing adopts an
iterative approach, continuously evaluating
and refining campaigns. Agile marketers
leverage feedback and data to optimise
their strategies, driving continuous
improvement and better results.

Benefits of agile marketing: why your business should adopt it

Embracing agile marketing brings many
benefits that can boost your business’s
performance and competitiveness. Some
of these benefits are:

» Speed and productivity:

Agile marketing delivers value at
an accelerated pace by redefining
organisational structures and transforming

how teams plan and accomplish marketing

activities. Instead of traditional functional
silos, agile organisations opt for small,
cross-functional teams capable of
autonomously completing projects with
minimal handoffs. This streamlined team
structure enables rapid progress, increased
frequency, and quick implementation

of customer feedback, leading to higher
productivity without additional resources.

» Transparency and collaboration:

Agile marketing fosters transparency and
collaboration by visualising workflows and
encouraging frequent touchpoints among
team members. Visual management tools,
such as Kanban boards, provide visibility
into work items, facilitating collaboration
and optimal task allocation within the
marketing department.
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Daily standup meetings promote effective
communication, ensuring that team
members are aligned, priorities are clear,
and any issues or challenges are promptly
addressed.

« Flexibility:
Unlike traditional annual marketing plans

that may hinder agility, agile marketing
focuses on long-term goals while allowing

——

Agile marketing frameworks

Marketers often use different agile
frameworks to address their unique
process challenges. The three most popular
agile marketing frameworks are Scrumban,
Kanban, and Scrum. Let’s look at them in
detail:

Scrum

Scrum, the original agile software
development methodology, stands out

as one of the most celebrated models in
agile marketing. It comprises ceremonies
(events) and roles. The four ceremonies

in Scrum — sprint planning, daily Scrum,
sprint review, and sprint retrospective —
establish a regular and predictable cadence
for communication within the marketing
team.

Sprint meetings are held regularly, typically
lasting from one to four weeks. During
sprint planning, team members determine
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for iterative planning and the ability to
adjust course based on data and customer
feedback. This flexibility ensures marketing
campaigns stay relevant and aligned

with evolving customer expectations and
market conditions.

« Data-driven decision-making:

Agile marketing teams collect impact
key performance indicators (KPIs) from

the tasks, referred to as backlogs, to be
accomplished within the upcoming sprint.
Once the sprint begins, team members
focus solely on their committed tasks,

with no additional assignments. Daily
meetings are held to monitor progress and
address any mid-sprint challenges. At the
end of each sprint, the team should have
completed the planned output, ensuring
consistency.

Retrospectives play a crucial role in
Scrum.They allow the team to reflect

on the previous sprint, gather feedback,
and identify areas for improvement. This
feedback is incorporated into the next
sprint, ensuring a continuous iterative
process. The scrum master and marketing
owner are crucial in managing the process
and backlog. In marketing teams, these
roles often converge on one person: the

team lead.

low-risk experiments, measuring results
and incorporating learnings into their final
campaigns. Additionally, monitoring team
efficiency through metrics such as task
cycle time and process throughput ensures
sustainable progress and continuous
improvement.

Kanban

Kanban, a lean-agile framework
introduced after Scrum, gained attention
in marketing due to its visual nature

and focus on continuous improvement.
Kanban requires visualising workflows
and work items, limiting work-in-progress,
managing flow, making process policies
explicit, establishing feedback loops, and
embracing continuous improvement.
Limiting the amount of work performed
at once paradoxically increases team
productivity.

Kanban focuses on increasing productivity
by assigning fewer tasks to team members.
A Kanban board serves as a visualisation
tool for inputs, outputs, and work in
progress. It ensures transparency and
enables everyone to understand the tasks
at hand.



Maintaining a balanced work-in-progress
is crucial for Kanban's effectiveness. Team
members should have assigned tasks,
and no tasks should remain stuck in

the system queue. By initially assigning
fewer tasks and setting time limits for
completion, teams can optimise their
efficiency. Prioritising tasks, establishing
clear deadlines, and implementing labels
for different types of tasks further enhance
the effectiveness of Kanban.

Kanban is particularly suitable for

teams with remote workers, freelance
contributors, or agencies. Its adaptability
allows seamless integration into existing
marketing systems, making it a popular
choice for many teams.

Scrumban

Scrumban, the most popular hybrid
approach in agile marketing, combines

elements of both Scrum and Kanban. It
offers flexibility and customisation based
on team preferences and organisational
context. Scrumban requires a deep
understanding of Scrum and Kanban
ceremonies, roles, and practices. Each team
implements Scrumban slightly differently,
making it highly adaptable to various
marketing scenarios.

The Scrumban framework typically
includes:

« Kanban board: Used to track progress,

visualise workflows, and manage work
items

» Sprint meetings: Set time frames for

tasks, providing structure and planning

« Periodic meetings: Reflect on projects,

gather feedback, and identify areas for
improvement
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Scrumban is particularly suitable for teams
with experience in agile methodologies.

It leverages the structural components

of Scrum and the pull-based nature of
Kanban, making it a versatile and effective
framework for agile marketing.

By selecting the most appropriate agile
marketing framework, whether it's
Scrumban, Kanban, or Scrum, teams

can optimise their processes, enhance
collaboration, and achieve greater
marketing success. The choice ultimately
depends on the team'’s preferences,
organisational context, and specific needs.
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Conclusion

Agile marketing has emerged as a
transformative strategy for businesses

in today'’s fast-paced and uncertain
environment. With a significant number
of marketers already adopting agile
methodologies and even more planning
to do so soon, it is evident that agile

marketing is not just a buzzword but a
proven approach that drives remarkable
outcomes. By focusing on speed,
adaptability, data-driven decision-making,
and collaboration, agile marketing
empowers teams to achieve better results
in shorter timeframes. Whether through

frameworks like Scrum, Kanban, or
Scrumban, embracing agility in marketing
enables businesses to stay competitive,
respond to changing market dynamics,
and maximise their return on marketing
investments.

* For organizations on the digital transformation journey, agility is key in responding to a rapidly changing technology and business landscape. Now more

than ever, it is crucial to deliver and exceed on organizational expectations with a robust digital mindset backed by innovation. Enabling businesses to sense,
learn, respond, and evolve like a living organism, will be imperative for business excellence going forward. A comprehensive, yet modular suite of services is
doing exactly that. Equipping organizations with intuitive decision-making automatically at scale, actionable insights based on real-time solutions, anytime/
anywhere experience, and in-depth data visibility across functions leading to hyper-productivity, Live Enterprise is building connected organizations that are
innovating collaboratively for the future.
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