
NOT-SO-SEXY MARKETING: 
BUILDING CREATIVE CAMPAIGNS FOR 

COMPLEX OR CLICHE PRODUCTS

P A T R I K A  A L I S  C H E S T O N



Blockchain            
Artificial Intelligence

Cloud-Based 

IoT

Algorithm

Natural Language Processing 

Big Data



What happens when 
none of these apply to 
your brand?



How do you market 
your brand if it isn’t a 
“cool” product?



How do you stay 
creative when your 
product is a basic 
necessity?



In my career, I’ve marketed:

- Corporate events
- Email Software
- Legal & Compliance Technology



YOUR MINDSET 
MAKES THE 
DIFFERENCE

Your approach as a 

marketer determines how 

your potential customers 

view your brand.



Customers 
are people 

first, and 
buyers 
second



THE 
TITLE 
GOES 
HERE

NOT-SO-SEXY MARKETING

1. No matter what your product is, you’re marketing 

to a customer

2. Even for the boring products, people care about 

the experience with your brand

3. Focus on meeting the need instead of selling the 

product

4. Speak your customer’s language!



MULTI-CHANNEL 
MARKETING

Meet potential customers 

where they are.
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GOES 
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1. Utilizing multiple channels is key to marketing 

cliche or complex products

2. Give customers the opportunity to get to know 

your brand over time

3. For complex products, campaigns can grow as 

their knowledge grows



What channels are you 
using to reach your 
customer?
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Placeholder for Image
1. Types of channels:

1. Event Activations

2. Social Campaigns

3. Content Marketing

4. Search engine marketing and remarketing

2. Build a cohesive message that evolves to meet the 

customer’s needs and interests

3. You create your customer’s experience through messaging 

and interactions



How can you create an 
evolving, consistent 
message?



When the 
going gets 
tough, the 
tough get 

creative



Creative Event 
Activations



POPCORN 
MACHINE

Who can resist the smell of 

popcorn at an event? 

Attendees followed their 

nostalgic noses straight to 

our booth!
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Placeholder for Image

HOW WE DID IT

1. Identified breaks in the conference program and 

only turned the machine on during those times

2. Prepared brightly colored, branded bags, but didn’t 

fill them until an attendee approached

3. Used the time that they were waiting for their 

popcorn to start the conversation and introduce the 

brand
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Placeholder for Image
WHY IT WORKED

1. Attracted people to the booth that otherwise 

wouldn’t have stopped

2. Provided a conversation starter and forced 

attendees to have a brief conversation

3. Allowed for additional “advertising” as attendees 

walked around with bright, branded popcorn bags



CHAMPAGNE 
TOAST

Imagine the sound of a cork 

popping - what comes to 

mind?
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Placeholder for Image
THE SETUP

1. In our speaking session around lunchtime, we 

announced a champagne toast at 4pm

2. We told people to come back to the booth for 

champagne as they walked by

3. We capitalized on the French background of the 

company as the reasoning behind the champagne
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Placeholder for Image
WHY IT WORKED

1. At 4pm sharp, we popped the first cork and people 

came running!

2. When the crowd died down, we’d make sure to pop 

another cork

3. All glasses were empty until someone came to get 

a glass, which made time for conversation as we 

poured



FUNNEL CAKE 
FOOD TRUCK

You might think carnival 

food and compliance don’t 

mix, but you’d be wrong.
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THE SETUP

1. At the booth, we passed out “lunch tickets” to each 

person that had a conversation with us

2. Around lunch time, we stood outside of sessions and 

handed cards out to people as they left

3. I walked around with this delicious funnel cake, and 

naturally, people asked where I got it!
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WHY IT WORKED

1. Compliance isn’t the sexiest topic, but it’s necessary

2. Compliance professionals are people too!

3. A fun, nostalgic break from a long day of sessions

4. It attracted people that otherwise might not have spoken 

to us at the booth

5. We generated our largest lead of the conference from 

this activation!



IT DOESN’T 
STOP THERE

Follow up is key!

 

Utilize multi-channel follow 

up to make the most of 

event activations.

Now, you have a great 

talking point for future 

conversations!



Breaking through  
the noise



Instead of 
making more 
noise, make a 
DIFFERENT 
noise.
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STANDING OUT IN A CROWDED MARKET

1. Competition is inevitable

2. What does your customer want that other brands 

can’t provide?

3. Focus on the needs that you meet instead of the 

features you have

4. If your competitors have more resources, focus on 

how you can differentiate your brand
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Placeholder for Image If you had to market paper towels…

Over 1000 Ridges Per Sheet!

Or

Absorbs Spills Instantly!

Speak your customer’s language and meet their needs
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STAYING MOTIVATED

1. It’s okay to get discouraged!

2. Competition can be high, but remember the key 

focus points:

1. What need does your brand meet?

2. What does the person want?

3. How can you start a conversation?



Questions



Patrika Alis Cheston
Twitter: @PatrikaAlis

LinkedIn: Patrika Alis Cheston
Instagram: @PatrikaAlis

Stay in touch

Twitter: @gethanzo
LinkedIn: Hanzo Inc.

www.hanzo.co


