Data-Driven Marketing Playbook:
6 Steps for Ag Marketers

Real talk time. As an ag marketer, you know that the data within your organization is a
powerful asset. We’re not just talking about marketing data. Customer and transactional data
contribute to a more complete picture of how much market share you actually have.

For some ag brands, it might not be as much as they think. According to research from Growers,
retailers only capture 42% of a farmer’s total business. Your data holds the key to understanding
your market position. Without leveraging it, you miss out on valuable opportunities to grow
sales and revenue.

If you’re not making the most of your data, or if you feel like there is room for improvement,
you’re not alone. We have your back.

This playbook provides a practical, step-by-step guide to help you transform raw data into
actionable insights. Whether you are just starting your data journey or refining your strategy,
these helpful checklists and resources will guide you toward success.

By following this guide, you’ll:
e Streamline Data Management: Understand and organize your data sources
for maximum efficiency
e Set Clear Objectives: Develop SMART goals that drive measurable results

¢ Leverage Insights Effectively: Use data to enhance customer engagement
and optimize marketing performance

Let’s turn your data into a strategic advantage.



STEP 1: AUDIT YOUR DATA SOURCES

Objective: Understand what data you have, where it’s stored and how it’s used
A comprehensive data audit is the foundation of any successful data-driven strategy. Performing
a data audit allows you to identify opportunities and address gaps. It’s critical to gain access
to data sources beyond marketing activities. Information from all data sources will be used to
inform decisions in the later steps. Gather data from sources such as:

e CRM systems

¢ Point-of-sale platforms

e Customer loyalty programs

e Precision agriculture tools and loT devices

e Social media and website analytic information

Of course, data is only valuable if it’s accurate, accessible and actionable. Conducting a data
audit helps you:
¢ Identify Redundancies: Eliminate duplicate or outdated data that clutters your systems
e Spot Gaps: Find areas where more data collection or integration is needed

e Enhance Decision-Making: Ensure your decisions are based on complete
and accurate information

Checklist for auditing your data sources
O Inventory all existing data sources

[0 Verify the accuracy and completeness of each dataset

O Identify gaps or silos in your data collection process

Tools & resources
Download our Data Audit Worksheet which will guide you through auditing your current data
sources, identifying gaps and setting a foundation for utilizing data in your marketing efforts.

Pro Tip:

Set marketing goals that align with your business goals so you

can focus on the right actions. Then, prioritize data sources
that align closely with your marketing and business goals.
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https://info.rkconnect.com/hubfs/Retargeting%20campaign/RNK-25019%20Data%20Audit%20Worksheet_R03_Form_Final.pdf

STEP 2: DEFINE YOUR DATA GOALS

Objective: Establish clear, actionable objectives for using your data
Without clear goals, data becomes overwhelming and underutilized. SMART goals - Specific,
Measurable, Achievable, Relevant and Time-bound - are key to success. Examples of SMART
goals include:

e Increase customer retention by 15% during the next 12 months

e Reduce campaign costs by 20% in the next 12 months using better segmentation

e Drive 10% more cross-selling opportunities in Q2

Checklist for auditing your data sources
U Identify key business challenges you want to address

[0 Set specific goals for your data strategy
[0 Align these goals with broader business priorities

Tools & resources
Download our Goal Setting Template to define clear, actionable goals for your data-driven
marketing strategy.

Pro Tip:
Start small. Focus on one or
two manageable goals to build

confidence and momentum.
To get started, check out our
5 tips for developing KPls.
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https://info.rkconnect.com/hubfs/Retargeting%20campaign/RNK-25019%20Data%20Strategy%20Goal%20Setting_R06_Form_Final.pdf
https://8192336.fs1.hubspotusercontent-na1.net/hubfs/8192336/RNK-24018 Marketing Metrics_R03_Final.pdf

STEP 3: CHOOSE THE RIGHT TOOLS

Objective: Invest in technologies that simplify and enhance data utilization
Now that you have a clear understanding of what data you have and what data goals you want
to achieve, it’s time to consider what additional tools you should consider adding. The right tools
can transform how you collect, analyze and act on data allowing you to:

e Consolidate disparate data sources into a unified view for better decision-making

e Gain actionable insights through advanced analytics and visualization

e Automate repetitive tasks to focus on strategic initiatives

e Leverage Al and predictive analytics for future-focused strategies

When evaluating data tools, consider the following:
¢ Integration Capabilities: Ensure the tools can connect seamlessly with your existing
systems, such as CRM platforms, POS systems and marketing automation software
e Scalability: Choose tools that grow with your business, accommodating increasing
data volumes and complexity
e User-Friendliness: Opt for tools with intuitive interfaces to ensure adoption across teams

e Costvs. ROIl: Assess the upfront and ongoing costs in relation to the potential return
on investment

Checklist for auditing your data sources
[0 Evaluate your current tools for scalability and usability

[0 Research CRM platforms designed for ag retailers
0 Explore analytics and data visualization tools (e.g., Tableau, Power Bl)

[0 Compare Al-powered marketing platforms for predictive insights

Pro Tip:

Start by addressing your most pressing needs and

expand your toolset as your data strategy evolves.
A phased approach ensures smoother adoption and
avoids overwhelming your team.
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STEP 4: BUILD A DATA-DRIVEN CULTURE

Objective: Empower your team to embrace data in everyday decision-making
A data-driven culture ensures your investments in tools and strategies deliver measurable
results and drive continuous improvement.

Building a data-driven culture goes beyond tools and processes - it fundamentally reshapes
how your team approaches decision-making and problem-solving. Here’s why it matters:

e Better Decision-Making: When teams trust and use data, they make decisions backed
by evidence rather than intuition or outdated assumptions

e Enhanced Collaboration: Sharing insights across departments creates a unified approach
to achieving business goals

¢ Increased Accountability: A data-driven culture establishes benchmarks and clear
success metrics, keeping everyone aligned

¢ Faster Innovation: Teams that embrace experimentation and learning from data adapt
quickly to market changes

e Competitive Advantage: In a fast-evolving ag retail landscape, data-driven companies
are better positioned to serve customers and outperform competitors

Checklist for building a data-driven culture
[0 Conduct data literacy training for all staff

[0 Appoint a “data champion” to lead initiatives
[0 Create processes for sharing insights across teams

[0 Encourage experimentation and learning from data-driven campaigns

Pro Tip:
Involve all departments early to encourage buy-in
and collaboration. Demonstrate how data supports

their specific goals, whether it’s improving marketing
campaign performance, enhancing customer service,
or streamlining operations.
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STEP 5: APPLY DATA TO YOUR MARKETING STRATEGY

Objective: Turn insights into impactful marketing campaigns
Data is only valuable when it informs your actions, enabling you to create targeted, relevant
campaigns that resonate with your audience and drive measurable results.

Applying data effectively bridges the gap between analysis and action. Here’s why this step is
essential:

¢ Enhanced Customer Engagement: Data allows you to speak directly to your customers’
needs and preferences, fostering stronger connections

¢ Improved ROI: Campaigns tailored to data-driven insights minimize waste and maximize
returns by focusing on high-potential segments

¢ Dynamic Decision-Making: Data enables agility, allowing marketers to adjust campaigns in
real time to capitalize on trends or mitigate risks

e Competitive Differentiation: Leveraging data insights to deliver unique, relevant experiences
sets you apart in the crowded ag retail space

Consider investing in a dashboard to help you aggregate information. It will help you see the story
behind the data and allow you to focus on the metrics that align with your goals. That, in turn,
can guide discussion and inform insights for current and future campaigns.

Examples of how to use data-driven applications include:
e Personalized Discounts: Analyze purchase history to send tailored discounts on
seasonal products

* Precision Ag Insights: Precision agriculture data helps suggest additional services,
such as crop monitoring or soil testing, tailored to a customer’s specific needs

e Geo-Targeted Campaigns: Weather patterns in specific regions are used to promote
timely products like irrigation supplies during droughts

e Loyalty Program Optimization: Analyzing loyalty data reveals top customers, enabling
exclusive offers that deepen brand loyalty

Checklist for auditing your data sources
[0 Segment customers based on their behavior and needs

O Personalize offers and promotions for different segments
[0 Test and optimize campaign messages with A/B testing
U Adjust marketing strategies in real time using data trends

Pro Tip:

Start small to ensure success. Run highly targeted campaigns to validate your

approach, refine your methods and demonstrate the value of data-driven marketing.
Once proven, scale these strategies to broader segments for maximum impact.
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STEP 6: MEASURE, MONITOR AND OPTIMIZE

Objective: Continuously refine your strategy for better results
Data-driven marketing isn’t a “set it and forget it” solution — it’s a dynamic process that requires
regular reviews, monitoring and adjustments to stay effective.

Measurement and optimization help you:
e Stay Agile: Markets evolve quickly and data-driven insights help you
adapt to changing conditions
e Maximize ROI: Regular monitoring ensures your efforts remain focused
on what’s working and eliminates wasteful spending
¢ Build Accountability: Defined metrics and consistent tracking create
transparency and accountability across teams

¢ Foster Continuous Improvement: lterative optimization leads to
steady gains in performance and effectiveness

Checklist for measuring and monitoring
U Identify key performance indicators (KPIs) that align with your goals

[0 Use dashboards to monitor real-time data performance
0 Schedule monthly or quarterly reviews to assess and adjust

Pro Tip:
Focus on actionable metrics that provide insights into business impact, such as:
e Conversion Rates: Understand how well your campaigns turn
interest into action

e Customer Lifetime Value (CLV): Measure the long-term value of customers
to inform retention efforts

e Campaign ROI: Evaluate the profitability of your marketing efforts to prioritize
high-performing strategies

NEXT STEPS

Ag marketers who master data utilization gain a competitive edge. By following this playbook,you
can transform data into insights, insights into actions and actions into growth.

We are offering a free, 30-minute consultation to help you meet your business goals. We promise:
no high-pressure or hard-selling tactics. We will focus the time on talking about your goals and
challenges. Drop us a note to get started or schedule time with our team. We can’t wait to hear
from you.

Resources
e Data Audit Worksheet e Goal Setting Template ¢ Tips for Setting KPIs
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https://www.rkconnect.com/contact/
https://meetings.hubspot.com/jeff-walter/jeffs-30-minute-meeting-calendar
https://info.rkconnect.com/hubfs/Retargeting%20campaign/RNK-25019%20Data%20Audit%20Worksheet_R03_Form_Final.pdf
https://info.rkconnect.com/hubfs/Retargeting%20campaign/RNK-25019%20Data%20Strategy%20Goal%20Setting_R06_Form_Final.pdf
https://www.rkconnect.com/blog/how-to-use-your-data-for-strategic-marketing-and-decision-making

