
The 7 Sins of marketing: 
New vs. old school

Ferdinand Goetzen
Director of Marketing & Growth @ 3D Hubs
➡ ferdinandgoetzen.com

FG



#1 Budget wasting
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Scaling your budget
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Source: Growth Tribe



Test, learn and spend wisely
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Set Goal Ideate Prioritize Test Analyze Scale



#2 Vanity Metrics
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Vanity metrics

● Trial users
● Social media followers
● Page views
● Impressions
● Experiments
● Spend



Input vs. output metrics
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Vanity metrics: good for feeling 
awesome, bad for action.

Tim Ferriss, author & investor
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Growth goals
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Customer  
Acquisition

Product 
GrowthBranding

● Number of Leads
● Convertibility of Leads
● Value of Leads

● User Experience
● User Loyalty
● User Growth
● User Retention

● Brand Reach
● Brand Recognition
● Brand Favorability



Growth metrics
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Customer  
Acquisition

Product 
GrowthBranding

● MQLs (#)
● Leads → MQL (%)
● MQL → SQL (%)
● MQL → opportunity (%)
● CAC / CPMQL / CLTV

● Lead → customer (%)
● Active users
● Activation & churn (%)
● Renewal & upgrade (%)
● Positive reviews (#)
● Product adoption (%)
● Referrals (#, %)

● Leads (#)
● Website traffic D/O (#) 
● Reach/impressions (#)
● Backlinks (#)
● Social mentions (#)
● Press & PR 
● Survey responses



#3 Top of the funnel focus
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Growth funnel
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Awareness

Acquisition

Activation

Retention

Revenue

Referrals`



Defining growth
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Customer 
acquisition

Branding Product growth

Growth
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Customer acquisition

● Lead generation
● Content & Inbound
● SEO & SEM
● PR & Social
● Marketing-sales alignment
● Product marketing
● CRO & A/B testing
● Competitor research
● Sales & CRM
● Market expansion
● Business development
● Lead nurture
● Marketing automation
● Lead scoring
● Analytics
● Community building
● Lead magnets
● SEA
● Events

Customer 
acquisition



ferdinandgoetzen.com FG

Branding

 Branding

● Design system
● Brand vision
● Product roadmap
● PR
● Events
● Web design
● Communication strategy
● Community building
● Video content
● Social listening
● Product marketing
● Content
● Content guidelines
● Employer branding
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Product growth

 Product growth

● Feature discovery
● Feature prioritization
● In-app referrals
● User analytics
● Localization
● User onboarding
● Product experiments
● Product marketing
● UX research
● User testing
● User activation 
● UX/UI design
● Feature adoption
● Product feedback
● Beta testing



#4 Excessive outsourcing
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You want to own
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Data Brand Process



Skill #5: Tech savvy
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Skill #5: Tech savvy
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#5 Not knowing the user
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Our jobs as marketers are to understand 
how the customer wants to buy and help 

them to do so.

Bryan Eisenberg, CX pioneer
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Skill #4: Understanding people
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Example: best pizza amsterdam
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1. Trigger
2. Explore
3. Shortlist
4. Compare
5. Decide

Credit: scotttousley.com 

https://scotttousley.com/


#6 Not creating value
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If you don’t have a great product there’s 
no point in executing well on growing it 

because it won’t grow.

Alex Schultz, VP Growth @ Facebook
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Start with a great product
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Marketing is creating value
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#7 Shortcuts & blackhat 
hacks
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Traction vs. Growth
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Traction Growth



Channels that scale
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Beware of shortcuts
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What are you trying to 
build?
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Thank you!
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Add me on LinkedIn: Ferdinand Goetzen
➡ ferdinandgoetzen.com


