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Lifecycle Marketing

In the midst of the digital transformation, where everyone and everything is connected, marketing is no
longer only about meeting potential buyers at different touchpoints in a funnel and luring them to buy

a product. In today’s engagement economy, marketing is about helping businesses reduce customer
acquisition costs (CAC) and maximize customer lifetime value (CLV) while delivering lasting experiences to
end users. It is about the entire lifecycle of a customer and its engagement with a business - its products,
services, sellers, employees, partners and stakeholders.

Xtra Mile, a lifecycle marketing agency operating in Israel, Europe and the United States, helps businesses
manage lifecycle marketing in today's customers' economy. With over 15 years of experience working

with leading customers, primarily in the high-tech, medical and technology industries, Xtra Mile increases
customer lifetime value (CLV) by integrating a coherent system that leverages customer engagement from
acquisition to retention.

Lifecycle Marketing - Ato Z

At Xtra Mile, we know marketing and today’s environment inside out. We know our customers put their own
customers at the center. And we are experts in managing marketing lifecycles from A to Z. \¥e provide a
360-degree view of each of the phases in a customer's lifecycle - from developing profitable marketing
strategies, through improving sales processes, to retention tactics - while ensuring lower CAC and higher
CLV. At the same time, we take care of all aspects of employer branding and i-Comm activities, because we
know that satisfied employees are key to our customers' success.

Lifecycle Marketing Model
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