
1	  

	  

 
 

Tip For Marketing Pros: Prepare for Everything!    
By: Laura Patterson, President  

The pressure on today’s marketing leaders is relentless. 

The job of finding, keeping and growing business has never been more difficult. 

So when marketing leaders descend upon Washington, D.C. in August for the 7th Annual Bridge 
to Integrated Marketing and Fundraising Conference, they will be thinking what others are 
thinking: “How can I do my job better?” 
“Market development can be overwhelming, and hinges on keeping abreast of the increasingly 
more efficient and effective ways to influence behavior,” said Larry Confino, a New York-based 
video and media executive with Lynchpin BioMedia. 

When the Bridge Conference attendees hear guest speaker Laura Patterson, the hard driving 
marketing executive will have some advice for them. 

“You and your companies and organizations are not investing enough in the marketing tools or 
training that you need,” she said. 

Patterson’s VisionEdge Marketing  of Austin,Texas, helps companies improve their marketing 
efforts through strategic and product market consulting, and marketing measurement and 
accountability. 
Patterson knows her audience. She believes that today’s marketing executive is simply 
overwhelmed. And, she says when she talks with them, she has some simple advice: Get 
focused. 

“Today’s marketing executive is trying to do so many things, what he or she asks themselves is, 
‘Am I doing the right things?’,” Patterson said. 

Patterson thinks that is the wrong question. She thinks it needs to be more targeted. 
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“They need to ask ‘Is what I am doing going to help my company achieve what it needs to in the 
next 12-to-18 months?’,” she said. “You’d be surprised how often some marketing department 
efforts aren’t always aligned to those goals.” 

Patterson has spent the last decade studying marketing performance and management and feels 
strongly about the importance of alignment. 

“Today’s marketing executives are drowning in work,” she said.  “They just have to make sure 
that what they are working on really matters to the organization’s goals.” 

Alignment, in fact, is one of just five “A’s” she’ll be discussing at the Bridge Conference. 

“Accountability is huge of course, and for that we need to make sure that we are using the right 
metrics to measure results,” Patterson said. 

Today’s marketing teams are faced with constant change in their companies and organizations. 
One area where that is really evident is in the proliferation of data. 

“That’s where analytics come in,” said Patterson. “Today’s marketing teams need to know how 
to best store, manage and analyze data which means that they must have the tools which too 
often they don’t.” 

That bothers Patterson because there are multiple methods that are being used to drive business 
these days, but often there is uncertainty about what is working well and what isn’t. 

“Adding and augmenting marketing automation is a key in most organizations, as is the often 
overlooked aspect of training the people to use those tools,” she emphasized. 

The final “A”, according to Patterson is doing a marketing assessment where you take inventory 
of everything you’re doing, correct any weaknesses, capitalize on your strengths and use the 
information to keep tweaking that ever present marketing plan. 

Alignment, accountability, analytics, automation and assessment. Those are the areas that matter 
to Laura Patterson. 

As Peter Drucker has written, the two most important things in business are innovation and 
marketing. 
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For the marketing and fundraising executive, the Bridge Conference is a chance to learn and 
share some ideas while never forgetting the axiom that knowledge is of no value unless you put 
it into practice. 

The Bridge Conference is a collaborative effort of the Direct Marketing Association of 
Washington and the Association of Fundraising Professionals Washington DC Metro Area 
Chapter. It is sponsored by over 40 organizations including the AARP Foundation, The Non-
Profit Times and Target Marketing.  The conference runs from August 7 to August 9 at the 
Gaylord National Conference Center in National Harbor, Maryland, just outside Washington, 
D.C 
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