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Fondamentaux 
New Marketing (UX) 
SEARCH et IA 
Content et IA 
Réseaux sociaux et IA 
Plan Digital  
Outils Plan Digital (2) 
AAARRR  
Influence 
   AdTech  
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PREVIOUSLY  
in 180 sec



EP08 
Sales 

Funnel

bachelor 
marketing  
SHN



INNOVATION / NOWPOEM MVP 
+PRIX

1marketer2communiquer3vendre

TRANSFORMATION 
DIGITALE



SALES 
FUNNEL



AAARRR
TUNNEL - FUNNEL - PIPELINE : ENTONNOIR DES VENTES
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Notoriété  
Acquisition  
Activation  
Retour 
ACHAT 
Parrainage 
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stratégie funnel

TOPfunnel

MIDfunnel

BOTTOMfunnel
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Awareness - Acquisition - Activation 
Retention - Revenue - Referral 

CRO communication 
CRO marketing digital 
CRO vente
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2 
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TOPfunnel

MIDfunnel

BOTTOMfunnel

Calcul des taux de conversion



VU / REACH  
MQL  
SQL 
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Visiteur Unique

lead scoring + 

lead scoring +++
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Lead Scoring - Lead Nurturing



NPS 
Net Promoter Score



SI VOUS NE PRENEZ PAS 
SOIN DE VOS CLIENTS, 
UN CONCURRENT LE FERA



MARKETER DIGITAL 
ACTIVATION  

CARTE + BASE 

COMMUNIQUER 
NOTORIÉTÉ 
SEO+SEA 
SEARCH

VENDRE 
CLOSING 

ENGAGEMENT

2 31

Lead nurturing stratégie funnel



Marketing in the Era of Accountability Binet and Field 

Binet and Field 

             

https://ipa.co.uk/


https://ipa.co.uk/




Taxinomie 

Taxonomie





PAID 
OWNED 
EARNED 
SHARED

marketing 
média
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de l’innovation

0 … stratégie / cibles / positionnement



1 2 3
STRATÉGIE D’INNOVATION

COMMUNIQUER 
   MARKETER DIGITAL 
          VENDRE



360°  
Tunnel de conversion / vente 
Conversion funnel 
Sales Pipeline  
Lead Generation 
Lead Nurturing
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Notoriété  
Acquisition  
Activation  
ACHAT 
Parrainage  
Retour

Awareness  
Acquisition  
Activation  
Retention 
Revenue 
Referral 
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Attribution  
Contribution 
Sans Cookie

. last clic  

. toutes les actions 

. jardin clos login 
    Walled Garden



Attribution  100% de l’efficacité 
est attribué à une 
action / 
pub 
recherche 
first clic 
last clic 
…



Contribution Calcul du taux de 
contribution de  
chaque action / 
  5% pub RS 
10% sea 
15% seo 
20% avis 
15% blog / content 
15% fiche produit 
20% eboutique Samsung



Contribution 

Poids                          5%                10%     15%       5%              15%                      15%      25%         10%           



Cours Live avec Captation Compte 
Formateur



CAC>
Customer  
Acquisition  
Cost

LTV
Life 
Time 
Value

Équation du business développement ROMI 3/1



CAC < LTV

CAC < LTV



Sans Cookie 
Cookieless

Guerre / FPD et login 
First party data 
Walled Garden 
Plateforme 
2FA (2 factor auth) 
Ouverture de compte 



5210 43 6 7 8

on-site
comment mesurer la SVoD par rapport à la VoL et la TV ? Comment mesurer le search sur le social ou le retail 
media ou encore les outils d’IA par rapport aux moteurs classiques ? On s’intéresse beaucoup aux activations 
off-site, animation off-site : retail media - dooh? = What is off-site advertising? Offsite ad formats like streaming 
and video ads offer the ability to reach consumers outside of a brand's physical footprint and drive brand 
awareness. Onsite advertising—such as in-store displays and promotions—provides a timely approach when 
shoppers are at the point of purchase. With offsite retail media, brands get to essentially join in on a retailer's 
ad campaign on other platforms such as display, paid search and social media  

What is on-site media? 
On-site media is any media that a brand puts on its owned-and-operated web properties — that is, its website 
and apps — to market its goods and services. On-site media can take many forms: blog posts, SEO keywords, 
flashy product images, audio, promotional videos, interactive product displays. Anything on the site that shows 
how exceptional and useful the brand is and urges you to buy. 

What is off-site media? 
Off-site media, then, is all of the media a brand publishes on other properties, usually in the form of 
advertising. There are numerous channels brands can use for their off-site media, including search, social, 
display, video, mobile, podcasts — anywhere you can place an ad in front of a consumer online.
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Closing moderne

Pyramide des 

engagements habituels


Achat

Intérêt

Considération

Intention

Évaluation

Notoriété

Prospect inconnu

Client heureux





Modèle CRM simple (6 étapes 
fondamentales du modèle d’affaires) 

•Génération / achat de leads (upper 
funnel) 

• Lead nurturing (middle funnel) 

•Conversion par le contenu et 
progression par les propositions (lower 
funnel) 

• Livraison, vente et logistique 

•Récurrence, abonnement (entretien), 
développement, après-vente et 
parrainage

RACE 
Reach 
Act 
Convert 
Engage 

Modèle ACNCE 
•  Attention 
•  Capture  
•  Nurture 
•  Convert 
•  Expand 

Modèle AARRR 
•  Acquisition 
•  Activation  
•  Rétention 
•  Revenu (CA) 
•  Parrainage (referral)



Aim/ Encourage repeat 
business and advocacy 

Measures/ Repeat sales and 
customer satisfaction 

Customer retention activities/ 
• Customer onboarding

• Loyalty programmes

• Customer service

• Conversational messaging

Aim/ Achieve sales online 
or offline 

Measures/ Sales and customer 
satisfaction 

Customer acquisition activities/ 
• Email nurture and ad retargeting

• Website personalisation

• Mobile optimisation

• Multichannel selling

• Conversion rate optimisation

Aim/ Grow your audience 
using paid, owned and 

digital media 

Measure/ Impressions and 
visitors 

Customer acquisition activities/ 
• Review media effectiveness

• Search marketing

• Owned and earned media

• Paid media

• Customer acquisition strategy

RACE

stranger visitor

Aim/ Prompt interactions to 
encourage subscribers and 

leads 

Measure/ Leads 
Customer acquisition activities/ 
• Review media effectiveness

• Customer data profiling

• Content marketing strategy

• Landing pages

• Campaign/editorial planning

lead 
prospect 
MQL SQL

user, 
customer

repeat 
customer

REACH ACT CONVERT ENGAGE













AAARRR

COMMUNIQUER  MARKETING DIGITAL  VENDRE

EMBASER 

ENCARTER

LEAD NURTURING 
LEAD SCORING

LAST CLIC 
ATTRIBUTION 

CONTRIBUTION

TOP FUNNEL MID FUNNEL 
BOTTOM FUNNEL
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