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CASE STUDY

Adobe: Transforming Marketing

Operations from a Cost Center into

a Performance Driver

TURNING FLAGSHIP EVENTS INTO PREDICTABLE

REVENUE INFRASTRUCTURE

For a global enterprise like Adobe, flagship events such as Adobe
Summit are among the company’s most visible and strategically
important growth investments. But at enterprise scale, the true cost
of events extends beyond media spend — it lives in the operational
complexity required to acquire the right audience, personalize at scale,
and convert engagement into measurable business impact.

Adobe partnered with DemandLab to transformits event marketing operations — and its audience acquisition
strategy — from a perceived cost center into a performance-driven, revenue-aligned engine.

THE CHALLENGE: The Visibility & Relevance Gap

Despite Adobe’s sophisticated marketing organization, leadership faced a core challenge: limited visibility
into how event operations and audience strategy directly impacted pipeline and revenue.

Specifically, Adobe lacked insight into:

Production Bottlenecks

Within a 9-month global campaign cycle, it was
difficult to isolate where delays occurred across
regions, teams, and dependencies.

The Cost of Complexity

Adobe Summit invitations required up to 12 dynamic
variants, yet the true man-hour cost — and ROl —
of that complexity was unknown.

Audience Relevance at Scale

While Adobe knew its top strategic accounts,

the existing event acquisition model could not
consistently personalize content at the account and
pipeline level for those high-value targets.

Operational ROI

Leadership needed proof that investmentsin
automation, modular builds, and personalization
were driving efficiency and business outcomes.
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THE STRATEGY: Proving “Return on Operations” (ROO) — and Return on Relevance

DemandLab applied its Event2Revenue framework, treating both operations and audience acquisition as
measurable contributors to revenue.

The strategy combined:

Operational visibility and Account-based personalizationat  Performance intelligence tied to
governance enterprise scale real business signals

LAYER 1: ABM-Driven Audience Acquisition & Personalization at Scale

To ensure Adobe Summit attracted — and resonated with — the right accounts, DemandLab and Adobe’s
Marketing Operations team embedded Account-Based Marketing (ABM) directly into the event acquisition strategy.
Account & Pipeline-Aware Personalization

DemandLab augmented Adobe’s marketing automation platform with custom code to pull account
attributes and pipeline data directly from the CDP and CRM.

This enabled:

« Emailandlanding page personalization tailored to top target accounts
« Dynamic messaging aligned to account tier, industry, and opportunity status

 Greater relevance without increasing operational complexity

Scalable Personalization Architecture
Rather than creating dozens of one-off builds, DemandLab implemented a modular, reusable framework
that supported deep personalization while maintaining speed and governance.

The result was a highly relevant, account-centric invitation experience — delivered at global scale and
optimized for conversion.

LAYER 2: Operational Health & “Hiccup” Tracking

Rather than measuring success solely by launch dates, DemandLab tracked the entire Request-to-
Deployment lifecycle.

Blocker Identification

Weekly and monthly reporting exposed exactly where operational “hiccups” occurred, enabling leadership
to address issues by team or region.
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Clean Workflow Architecture

DemandLab replaced 9-month-long parent update pages in Workfront with task-oriented, milestone-driven
workflows, improving accountability and throughput.

Upfront Governance via Custom Forms

Custom intake forms forced stakeholders to define technical complexity — including personalization logic —
upfront, reducing mid-build churn and rework.

LAYER 3: Performance Intelligence & Historical Benchmarking
DemandLab ensured that operational and technical success translated into repeatable performance gains.

Efficiency Calculations

The team provided the data and models that allowed Adobe to quantify time savings from modular snippets,
velocity scripts, and reusable ABM components.

Retroactive Performance Analysis

By tagging technical elements (e.g., a specific graphic or personalization logic), Adobe could correlate build
decisions with engagement outcomes, even retroactively.

Consolidated Event Reporting

Pre-, during-, and post-event performance was unified into a single reporting framework, enabling year-
over-year comparisons for Adobe Summit and Adobe MAX.

THE IMPACT: A DATA-BACKED, REVENUE-READY EVENT ENGINE

By institutionalizing ABM, operational governance, and performance intelligence, DemandLab delivered
enterprise-level impact:

Zero-Incident Execution

A full year of tactics executed with a 100% success rate, even with 24-hour turnarounds, supported by
customized QA and reporting.

Evidence-Based Agility

Leadership gained clarity into which Tier 1initiatives (such as Al Forums) were repeatable versus those
requiring net-new development — informing smarter investment decisions.

Operational Standardization at Scale

The “follow-the-sun” delivery model and Workfront workflows were adopted as company-wide standards,
extending beyond events.
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Most importantly, Adobe transformed its flagship event operations into a revenue-aligned, account-aware
growth engine — capable of scaling relevance, efficiency, and impact simultaneously.

FROM ABM + OPERATIONS TO EVENT2REVENUE

This engagement became a foundational example of Event2Revenue in action.

By integrating ABM-driven audience acquisition, operational visibility, and performance intelligence,
DemandLab enabled Adobe to:

 Targetand convert the right accounts before the event
« Personalize at scale without operational drag
+ Prove ROl across operations, engagement, and revenue

« Treat Adobe Summit as repeatable growth infrastructure —
not a one-time marketing moment

That’s how flagship events become
predictable revenue engines.
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