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Areas of Expertise 
Companies that organize and execute with the customer at the center of the 
business are more successful and drive superior financial results. 

Consulting Services – Strategically-led, data-driven strategy

 f Enterprise CRM Transformation
 f Customer Strategy
 f Marketing Optimization

 f Marketing Process Efficiency
 f Customer Insight Enablement
 f CRM Technology

 f Analytics
 f Data Sourcing
 f Marketing Technology

 f Social Media
 f Search
 f Trading Desk
 f Email Marketing

 f Creative Consulting
 f Direct Marketing Studio & Production
 f Digital Studio & Production

 f Banking & Finance 
 f Consumer Retail Goods
 f Life Sciences
 f Insurance & Wealth Management

 f Mobile Marketing
 f Digital Strategy 
 f Digital Analytics
 f Digital Data Management

 f Nonprofit
 f Retail
 f Travel & Entertainment
 f And others

Database Marketing Services – Creating insights & knowledge 

Digital Marketing Services – Engaging connected consumers 

Creative & Communications Services – Changing consumer behavior

Industry Expertise – Partnership approach with a vertical market focus

Merkle is the nation’s largest privately-held agency. And as an agency dedicated to customer 
relationship marketing (CRM), Fortune 1000 companies and leading nonprofit organizations 
partner with us to maximize the value of their customer portfolios. We do this through 
strategically-led customer targeting, measurement and insights that drive increases in customer 
acquisition, engagement and value. Our CRM strategists, vertical industry experts and 
marketing services specialists develop and implement connected CRM programs that promote 
customer engagement across digital and offline media and channels. 
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Developing Customer Strategy as a 
Business Strategy. 
At Merkle, we believe that enhanced customer insight creates greater 
marketing opportunity. With the marketing landscape evolving at rapid speed, 
organizations are able to capture exponentially more information about their 
customers. Greater competitive advantage goes to the marketers who are willing 
(and able) to transform this data into marketing insight to create fully integrated, 
measurable and profitable customer-centric marketing programs and campaigns. 
Through customer optimization, marketers have the greatest opportunity to 
improve revenue growth, market share, and customer profitability. 

Merkle takes a partnership approach to helping clients build and implement 
customer-centric marketing strategies to optimize their customer portfolios. We 
offer best-of-breed analytics that employ a combination of quantitative methods 
with a more traditional, qualitative approach. This allows us to provide 
actionable insights about customers from data that can be gleaned from every 
multi-channel customer touchpoint. 

From skilled consulting to market-leading database marketing expertise. From 
award-winning creative and communications services to innovative digital 
marketing capabilities. By bringing together these core competencies in support of 
our clients’ customer relationship marketing (CRM) strategies, Merkle helps clients 
place the customer at the center of every aspect of their business. The results are:

 f Increased customer value 
 f Enhanced return on marketing investment 
 f Improved media effectiveness

Customer Relationship Marketing Agency

CRM OUTCOMES
INCREASED CUSTOMER VALUE   |   IMPROVED MARKETING ROI   |   IMPROVED MEDIA EFFECTIVENESS 

BY OPTIMIZING CUSTOMER TOUCHPOINTS

INTEGRATED DIVERSE CAPABILITIES
CONSULTING SERVICES   |   DATABASE MARKETING SERVICES   |   CREATIVE & COMMUNICATIONS SERVICES   |   DIGITAL MEDIA SERVICES 

POS TV SOCIALSITE DISPLAY EMAILPHONE RADIO DIRECT 
MAIL

MOBILE PRINT SEARCH

UTILIZING INDUSTRY EXPERIENCE TO DRIVE STRATEGY
CONSUMER RETAIL GOODS   |   LIFE SCIENCES   |   INSURANCE & WEALTH MANAGEMENT   

NONPROFIT   |   SPECIALTY RETAIL   |   BANKING & FINANCE   |   TRAVEL, MEDIA & ENTERTAINMENT

DELIVER ACROSS MULTIPLE ENGAGEMENT TYPES
CONSULTING   |   MARKETING SERVICES   |   AGENCY OF RECORD
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Customer strategy is at the core of business success. It’s not just about the brand or 
the media or the creative. Its importance reaches across the c-suite, and the silos of 
marketing mix are no longer acceptable as we seek to fully integrate the customer 
experience. As the only full-service CRM agency of its kind, Merkle is focused on 
delivering outcomes that result in customer value, customer engagement and marketing 
performance. Our capabilities capture the intersection of information, analytics, 
technology, creative and digital, to deliver on the vision of true CRM.

Merkle Services & Solutions 
The customer relationship marketing (CRM) evolution is moving marketers 
away from a product- and campaign-focused approach, which is most often 
limited by organizational silos, toward integrating multi-channel strategies and 
focusing on the customer experience – which ultimately leads to maximized 
customer value. Merkle’s services and solutions are designed to guide our 
clients through this evolution, working hand-in-hand to develop fully integrated 
CRM programs. With a constant focus on the customer, we offer: 

 f a consultative approach to developing and implementing CRM strategies 
across the enterprise; 

 f data-driven analytics to bring clarity to customer behavior and preferences; 
 f creative services that bring communications to life in ways that will speak 
most specifically to target audiences; and

 f digital marketing capabilities to reach consumers where they are most likely to 
receive your communications and interact with your brand.  

Customer Relationship Marketing Evolution

Customer 
Focused

Campaign 
Focused

MOVING FROM LEVEL 3 
TO LEVEL 4 IS DIFFICULT

HIGH VALUE

LOW VALUE
Infrastructure focus, basic capabilities

Basic multi-channel, model 
integration and campaign automation

Single campaign, simple datam little 
offer and customer customization

Contact optimization, multi-touch campaigns, 
integrated measurement platform

Customer value optimization fully 
integrated programs & campaigns
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Strategic Consulting – Leading With 
Strategy & Direction 
Merkle takes great pride in the results we create with our clients and the long-
term relationships we maintain with them. Our philosophy is simple: assemble 
the very best people into high-performing, collaborative teams that focus on 
solving key client challenges and capturing value from CRM opportunities. Our 
practitioners bring extensive marketing, industry and technical expertise to our 
analytics-based, consultative approach. We help our clients build and sustain 
more profitable relationships with their own customers.

Our Approach
Supporting our clients in building customer strategy as a business strategy takes 
a unique approach we call connected CRM. Connected CRM is a systematic 
way to identify, serve and retain customers based upon their value better than 
competitors through orchestrated customer interactions that improve financial 
results create competitive advantage and drive shareholder value. We have 
identified 6 core domains that will equip organizations to execute customer 
strategy as a business strategy:

1. Information: The ability to create and manage a 360º view into the 
customer 
This means knowing who your customers are and what they’re doing. 
With the fragmentation of channels and media, we are now faced with 
managing data from a myriad of customer touchpoints. This is at the core 
of CRM success. 

2. Insights: The ability to identify, segment and manage customers 
based on their value 
You must understand the needs, preferences and behaviors of customers to 
influence their behavior or manage your relationships with them. With a 
segmented viewpoint, you can distinguish the high-value from the lower-
value sectors and allow customer insights to drive business strategy.

3. Targeting: The ability to target, customize and personalize the media 
and channel experience 
Use analytics to identify unique sets of like-minded consumers, conveying 
a value proposition and offer that are customized to their common 
interests … turning insights into relevant dialogue. The “right message/
right person/right time/right media” concept of CRM is not a cliché. A 
personalized message shows customers and prospects that you know 
something about them… that you’re paying attention. 

4. Measurement: The ability to use metrics as currencies to measure the 
incremental impact of each marketing activity 
Currencies are a universal language that the entire organization utilizes 
to talk about its customers and prospects. They bring order, alignment 
and consistency to disparate terms and metrics, providing analogous 
comparisons across multiple departments and the enterprise. The three 
CRM currencies are segmentation, customer value and measurement. The 
effective use of these in interactions with customers and prospects, across 
touchpoints, drives greater customer portfolio value. 
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5. Optimization: The ability to allocate resources to optimize ROI and 
long-term customer value 
Accountability is an inherent challenge of achieving positive, far-
reaching outcomes with marketing spend. Technology and analytics 
allow us to more accurately capture and measure marketing tactics and 
assign attribution of their incremental impact. But it’s important to avoid 
measuring in silos. Interactions must be measured with an integrated view 
in order to yield maximum results from marketing efforts. 

6. Agility: The ability to respond to changes in customer, competitor or 
marketplace behaviors faster than the competition 
For connected CRM to be executed effectively, organizations must be 
able to move swiftly. And it goes beyond the marketing plan – the entire 
organization must be engaged, silos dismantled, and troops deployed based 
on a common set of enterprise-wide customer objectives. It requires an 
underpinning of information and analytics, together with a technology 
platform that enables agile targeting and customization.

Database Marketing Services – Creating 
Insight & Knowledge 
At the core of Merkle’s services – embedded in our DNA – is a heritage of 
database marketing (DbM).  We define DbM as three core capabilities – a 
world class technology business, an agnostic data business, and an innovative 
analytics business. We define these three functions as the power plant (the 
database), the fuel (the data), and the lab (analytics).

Analytics
Merkle Analytics is the backbone of what we do as a CRM agency. Our 
dedication to a data-driven, information-based approach is a key reason for 
our clients’ success, as well as our own growth as an organization. Our team 
of more than 150 statisticians and analysts works to maximize marketing 
effectiveness and create lasting customer relationships across the entire 
customer lifecycle – yielding greater long-term profitability. Analytics are the 
heartbeat of Merkle’s connected CRM solution, which drives optimization 
of marketing campaigns, marketing mix and ultimately, the value of your 
customer portfolio. We do this through three core disciplines:

 f The creation of insights, which involves gathering, transforming and 
analyzing data to formulate knowledge and identify opportunities to 
impact customer behavior. We take a methodical view of customer insights 
through segmentation, research & business intelligence.

 f The development of targeting solutions, not just in “targeted” vehicles. 
Targeting is informed by insights gained from segmentation and other 
means, and further driven by predictive modeling, customer value 
identification, and forecasting.

 f Accurate measurement of marketing vehicles, service levels, customer 
experiences, and activities like social engagement, for effective closed-
loop decisioning. Merkle’s measurement practice includes media mix 
modeling, attribution, and site analytics.

SEGMENTATION SEGMENTATION

BI  &
REPORTING

CUSTOMER
VALUE

ATTRIBUTION

CUSTOMER 
CENTRIC

MARKETING

INSIGHTS TARGETING

MEASUREMENT

MEDIA
MIX

SITE
ANALYTICS

RESEARCH FORECASTS
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Data Sourcing 
Merkle’s Data Solutions Group is the only organization that provides an analytically-led, agnostic approach to helping clients 
obtain the most valuable digital and offline data in the industry. Our goal is to improve the performance of CRM programs 
through optimized multi-touch point targeting, with a constant eye toward controlling and reducing costs. We do this by working 
with clients across three dimensions – data strategy, data sourcing and optimization – leveraging the deep industry knowledge 
and advanced analytic expertise of our team.

Digital Data Exchange
Merkle’s Digital Data Exchange is a data-agnostic platform used by digital advertisers to reach their optimal target
audience. Our platform allows you to view the entire landscape of available data, a thorough data evaluation module,  
and performance metrics – prior to campaign launch. Through the Digital Data Exchange, advertisers gain access to  
more than 60 data sellers and 10,000+ hard-to-find segments from online and offline data sets for their digital campaigns. 

Marketing Technology
Merkle’s Marketing Technology Team has one goal: to provide Merkle clients with best-in-class, flexible technology 
solutions that satisfy specific core needs now and can be expanded and adapted to meet changing business requirements. 
We’re successful when we provide our clients with a seamless technology solution that solves marketing problems and 
delivers tangible results. To accomplish this goal, we provide a set of solutions to support clients’ existing requirements 
and anticipate their future needs:

 f Hosted services – we provide robust infrastructure-based capabilities to meet the demanding needs of large-scale 
marketing solutions. Today, Merkle hosts hundreds of databases, market leading applications and multiple petabytes 
of marketing data in a scalable, managed environment staffed by industry experts around the clock.

 f Managed services – because one size doesn’t fit all, you need a technology partner that can tailor its skills, 
offerings and delivery model to meet your specific marketing needs. At Merkle, we serve over 100 clients with 
marketing technology solution deployments, campaign execution, business intelligence implementation and system 
development work.

 f Systems Integration – solutions include batch and real-time data integration, customer data integration, extract / 
transform and load, data quality management, service oriented architecture and event based marketing management. 
Our solutions are delivered in highly scalable, highly available environments that can be used for marketing or 
throughout the entire organization.

OFFLINE 
DATA

TARGETED 
MEDIA

DIGITAL 
DATA

INTERNATIONAL

DATA-DRIVEN 
ANALYTICS
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• B2B AND B2C VERTICAL,  
   COMPILED AND CO-OP DATA
• DERIVED DATA

• DIGITAL DATA EXCHANGE
• E-PROSPECTING & E-APPEND

• MARKET ENTRY & ADVISORY SERVICES
• DATA SOURCING, DATA QUALITY  
   & ANALYTICS

• CAMPAIGN MANAGEMENT EXECUTION

• CUSTOMER DATA ENHANCEMENT
• ACQUISITION LIST SOURCING  
  & OPTIMIZATION

• SOCIAL DATA ENHANCEMENT (SOCIAL AMP) 
• REAL TIME LEAD SCORING & OPTIMIZATION

• PREDICTIVE ANALYTICS
• INTEGRATED MULTI-TOUCH POINT TARGETING

• DATA ASSET ROI EVALUATION
• OPTIMIZED SOURCE MIX

• MEDIA PLANNING & EXECUTION
• PRINT BROKERAGE & ANALYTICS

• INSERT BROKERAGE & TARGETING
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Creative & Communications Services –  
Changing Consumer Behavior 
Holistic media. Compelling customer experiences. Profitable behavioral impact. 
That simple formula is the hallmark of Merkle’s approach to communications. 
Elevated beyond the domain of any one channel or media solution, we pride 
ourselves on creating the best customer experience at the best time. Whenever, 
wherever, however.

The Merkle Way: How we work 
At Merkle, when we say we are a full-service CRM agency, it means we partner 
with our clients through every step of the CRM spectrum – from strategic 
consulting and data-driven analytics, through creative strategy, concept ideation 
and communications development, all the way to delivery, deployment and 
measurement.

Solving with both sides of the brain. And as one team. 
As we navigate the art and science that is the creative process, our nationally-
recruited creative leaders and their teams assemble a complete picture of the 
contemporary customer experience over the course of each year, month, even 
week. Getting a full understanding of how customers have interacted with our 
clients’ brands – and their competitors – is key to any successful marketing 
effort.

 f What’s being done today? By whom? 
 f How has segmentation or targeting played a role in developing  
the creative? 

 f What have been the most successful communications to date? And the 
failures? 

 f Who are the internal client stakeholders of the work we’ll do? 
 f Who is responsible for these customers: Marketing? Brand? Channel? 
Someone else? 

 f How often is creative tested and measured? What have we learned to date? 
 f By what standard will the client evaluate our creative work? 

As this happens, our group creative directors and their teams work closely with 
our clients in identifying any gaps in the overall customer experience, and in 
partnership with our Merkle teammates, we develop a creative strategy based 
on a solid understanding of what drives customer behavior. A strategy that’s 
thoroughly measurable, campaignable and memorable in the face of competitive 
activity.
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Digital Media 
Services
Today’s consumers move seamlessly 
across digital channels – from 
Facebook to mobile email to search, 
all in one unified experience. As 
marketers, we are often organized 
in silos and unable to align our 
strategies with how today’s connected 
consumers behave. The result:  
internal marketing teams competing 
for the same customer. Email vs. 
social.  Search vs. display.

Merkle’s approach to Digital CRM 
starts with the customer – connecting 
their digital footprint to align 
marketing strategies with consumer 
behavior. We help our clients integrate 
data to reveal new customer insights 
– and drive new customer acquisition 
and engagement initiatives.   

Lead with the customer. Break 
down marketing silos. Discover new 
marketing opportunities in social, 
search, display, email and mobile.
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Social CRM 
Leveraging Merkle’s 20 years of CRM experience, we help brands connect in a meaningful way 
with their social audiences. Combining our passion with best-in-class data, analytics and insights, 
we work with marketers to apply a CRM lens to their social strategies, bringing clarity to an often 
confusing social media landscape. Now, through our Social Amp solution, we provide clients 
with new insights into how social behaviors influence the consumer decision-making process on 
websites. With Merkle as their agency partner, clients make better-informed, better-focused social 
CRM decisions that place the consumer at the center of the strategy.

Search Marketing
Search marketing has risen to the top of digital marketing and is now taking the largest share of 
online budgets, due to its direct-to-consumer nature and its ability to drive acquisition activities. 
Companies have an opportunity to not only acquire new customers, but also retain existing 
customers by making search a part of their CRM strategy. With IMPAQT, a Merkle Company, 
our clients gain revenue, brand awareness and high visibility search results through pay-per-click 
advertising and search engine optimization. 

Digital Media
Advertising technology has evolved to enable marketers to assess each consumer’s profile in real 
time, decide the maximum price that should be paid to reach that consumer and personalize the 
message that should be delivered. By connecting offline and online data to gain a holistic view 
of the consumer, digital media becomes more relevant, targeted and impactful. Merkle provides 
the services, infrastructure and advanced analytics to maximize return on ad spend by increasing 
relevancy and cost efficiency.

Mobile Marketing
Merkle has a proven strategy, process and CRM approach to successfully help marketers integrate 
mobile into their marketing mix, from text messaging and mobile apps to multi-channel execution 
with segmentation, targeting and measurement strategies. And with the integration of leading 
mobile solutions provider, 5th Finger, Merkle is able to develop highly innovative m-enabled sites 
and apps, with outcomes that include better customer engagement, customer value and conversion 
to support the true integration of mobile and marketing.

 Email Marketing
Email has been a highly effective way of targeting and engaging customers for years – and 
remains the backbone of most digital marketing programs. However, despite email’s maturity, 
most marketers are not leveraging the channel to its fullest potential. Merkle’s approach to email 
helps marketers develop a more customer-centric approach to email messaging. Our digital team 
helps clients with complex email marketing programs – from targeted messaging to triggered 
marketing programs. 

Digital Analytics
The explosion of data from the fragmented digital marketing ecosystem has created enormous 
measurement challenges but also huge opportunities. We believe marketplace winners will be 
those organizations that can rapidly transform these data into actionable insights for measurement 
& decisioning.  Merkle’s digital data scientists can help marketers understand what data to 
capture, how to integrate it with other customer and marketing data, and how to then drive higher 
ROI through superior cross-channel measurement and targeting.
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Industry Expertise
We believe the best results come at the intersection of Merkle’s vast marketing 
toolkit and the deep knowledge and expertise we have within each client’s industry 
sector. Merkle offers an industry-focused, partnership approach – employing 
knowledgeable database marketing professionals who have backgrounds rooted in 
building customer relationships within the vertical markets we serve. With expert 
consultation, coupled with market-leading analytics and data-driven technology, 
we have built a track record of success within your specific industry.

 f Banking & Finance
 f Insurance & Wealth Management
 f Life Sciences
 f Nonprofit
 f Retail Consumer Goods
 f Specialty Retail
 f Travel, Media & Entertainment
 f Business-to-Business
 f And more...

Selected Clients
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Our Story 
A Foundation of Passion and Experience 
While Merkle’s CRM approach has evolved through the years, one thing has 
remained constant: our dedication to providing clients with world-class solutions 
for maximizing the value of their customer portfolios. As the marketplace 
has welcomed the advent of digital media touchpoints and more sophisticated 
analytical techniques, Merkle has continuously evolved to stay at the front of the 
customer relationship marketing pack. We offer integration of customer data in 
ways that allow our clients to utilize every aspect of  customer interactions to 
enhance the value of their brands and make the most of resulting returns. 

The story begins in 1988, when Merkle was acquired by a young entrepreneur 
named David Williams.  At the age of 25, Williams already possessed a 
visionary leadership style; but even he never could’ve foreseen what technology 
had in store for the marketplace, and for Merkle. With more than 25% annual 
growth over the last 20 years, Merkle has reached its market-leading status 
through a tenacious focus on organic expansion, revered talent management, 
and smart corporate acquisitions. The result is a $303 million business with 
over 1,500 employees worldwide. 

Over the years, Merkle has earned a reputation as a valued partner to our 
clients by assembling an elite team of experts – many of whom have been with 
the company well over a decade; all of whom share a passion for achieving 
greatness in their personal and professional lives. Merkle has convened the most 
experienced multidisciplinary marketing experts in the country, who strive to 
achieve their best work in areas of strategic consulting, database and analytical 
services, content solutions, creative and production management services, and 
digital and interactive marketing services. 

A Shared Vision and Shared Values 
We have a unique culture at Merkle – a culture where business is personal. We 
all share a personal commitment to building a company we’re very proud of – a 
place where exceptionally talented people want to be and where each of us is 
excited to come to work every day.  At Merkle, our culture doesn’t just reflect 
what we do - it defines who we are. Every one of our employees lives it every 
day.  At the core is a shared set of values that support our common beliefs and 
attributes. These values include:

 f Desire to Serve. Service isn’t just an act, it’s an attitude. And it isn’t reserved 
only for external customers; it’s equally vital to our internal clients. Our 
employees know that they must do what they say they’re going to do. 

 f Desire to Learn. Once you stop learning, you stop growing. One common 
characteristic of each of our employees is an insatiable curiosity that drives 
them to want to learn and understand more. 

 f Desire to Achieve. Sure we’re good now. But we can always get better. 
We’re committed to the constant pursuit of perfection. And since there 
is no finish line, we’re constantly evolving, pushing the industry, and 
ourselves, to do more. 

IF YOU WANT TO LEARN MORE 
ABOUT MERKLE – WHAT WE 
BELIEVE, HOW WE BEHAVE, WHERE 
WE’RE GOING – ASK US ABOUT OUR 
CULTURE GUIDE. 
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Awards and Recognition

Advertising Age A-List 
Merkle was named in Ad Age’s Agency A-List Issue as one of the Ten Agencies 
to Watch in 2012.

Future 50 Company
Merkle was recognized as one of SmartCEO’s Future 50 companies based on 
revenue and employee growth in a three year period.

Baltimore Magazine’s Best Places to Work
Merkle was featured in the article “Best Places to Work” of the Baltimore 
Magazine and was placed in the Hall of Fame category for three consecutive 
years in a row.

Direct Marketing Education Foundation Rising Stars Award
Megan Pagluica, VP, Display was acknowledged by the DMEF as a “Rising 
Star” -individuals 40 years of age and younger who are recognized as up-and-
coming leaders in the field of direct/interactive marketing.

Baltimore Business Journal’s “Power 20: The Next Generation”
David Williams was listed on Baltimore Business Journal’s “Power 20” 
list. This list recognized all power players in the Baltimore region that are 
positioned to shape the region for the next decade.

Advertising Age Rankings 
In the top 50 agencies in the world, Merkle has marked their spot at the 24th 
position and was again awarded in the top 10 CRM/DM agencies holding their 
position at number 8. 

Maxi Gold Award
Merkle was awarded the Gold Award for the Feeding America Acquisition Test 
in the category of Nonprofit Acquisition/Prospecting Direct Mail Campaign.

DMCNY Silver Apple Winner
David Williams was honored by the Direct Marketing Club of NY with the 
Silver Apple award. This award honors the industry’s most distinguished 
achievers. 

NCDM 2011 Award
Merkle won the Silver in the Business to Business category with Schneider 
Electric Corporation.  Merkle’s relationship with Schneider Electric involved 
the successful development of an enterprise CRM database and included a 
comprehensive data quality analysis, international and domestic data sourcing, 
data cleansing, international merge/purge, analytical services, CRM strategy, 
database design and modification, systems design, process design and change 
management consultation.
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Merkle Facts & Figures
We help world-class organizations use information more effectively across 
their entire marketing enterprise to maximize financial performance and return 
on marketing investment. The core of our solution is our highly flexible and 
scalable marketing technology platform coupled with award-winning analytics, 
creative and digital marketing capabilities, and driven by our highly-disciplined 
consultative approach. It is the integration of these competencies that creates 
superior results for our marketers.

Company Profile: 

 f Chairman & CEO: David Williams 
 f Ownership: Privately held by current management since 1988 
 f Revenue: $303 million for 2011  
 f Locations: Baltimore – Boston – Chicago – Denver – Hagerstown, MD 
– Little Rock – Minneapolis – Montclair, NJ – New York – Philadelphia – 
Pittsburgh – San Francisco – Shanghai 

 f Employees: 1,600 

Our Customers: 

 f 150+ World-class clients 
 f Industries served include: Consumer Retail Goods, Life Sciences, 
Insurance & Wealth Management, Nonprofit, Specialty Retail, 
Banking & Finance, Travel, Media & Entertainment, High-Tech and 
Telecommunications, B-to-B 

Our Capabilities: 

 f Manage over 125 marketing databases
 f 200 + dedicated digital professionals
 f 150 + marketing analysts and statisticians
 f 500+ marketing technology professionals  
 f 100+ creative professionals
 f Inform over $5 billion in marketing decisions annually

The Time is Now 
In today’s competitive environment, it’s not enough to provide great products 
and services. A fully integrated, customer relationship marketing program 
provides an opportunity for marketers to grow their competitive advantage. 
Merkle has the expertise to leverage brand and consumer insight to inform 
customer-centric marketing creative and program strategies.

VISION

MISSION

PASSION

TO COMPETE AS A CRM 
AGENCY OFFERING CLIENTS 
WORLD CLASS SOLUTIONS 
FOR MANAGING THEIR 
CUSTOMER PORTFOLIO.  WE 
HELP MARKETERS MAXIMIZE 
THE VALUE OF THEIR 
CUSTOMERS THROUGHOUT 
THE CUSTOMER LIFECYCLE 
ACROSS ALL OFF-LINE AND 
ON-LINE TOUCH-POINTS TO HELP 
ACHIEVE OPTIMAL FINANCIAL 
PERFORMANCE

TO BE THE UNDISPUTED LEADER 
IN CUSTOMER RELATIONSHIP 
MARKETING

HELPING THE GREATEST 
BRANDS IN THE WORLD CREATE 
COMPETITIVE ADVANTAGE BY 
PUTTING THE CUSTOMER AT 
THE CENTER OF THE BUSINESS 
STRATEGY
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