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Reved Academy

Marketer's Handbook

A comprehensive guide to 44 essential marketing jargon every marketer,

entrepreneur, and business professional needs to learn..




Core Marketing Metrics &
Performance

Understanding marketing effectiveness starts with tracking the right metrics. These fundamental
terms help you measure campaign performance, optimize conversion rates, and maximize your
marketing ROI.
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1. CTA (Call To 2. Conversion Rate 3. CRO (Conversion

Act1on) Percentage of visitors who Rate Optmnzatlon)
A direct prompt telling the complete the desired Improving your website or
user the next step to take. action. Higher conversion funnel to increase

The bridge between rate = more effective conversions. Small
content and conversion. marketing campaigns. improvements can yield

massive results.
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4. Funnel 5. Lead Magnet 6. ICP (Ideal
Customer Profile)

The structured path a user A valuable free resource

takes from awareness to used to collect emails or A detailed description of

purchase. Maps the entire leads. Offers something the customer most likely to

customer journey from valuable in exchange for buy. The foundation of all

discovery to conversion. contact information. targeted marketing efforts.
Targeting & Tracking

— 7. Segmentation

Dividing users into groups based on
behavior or attributes. Enables
personalized marketing for better
results.

— 8. Retargeting

Showing ads to people who previously
interacted with you. Re-engaging warm
prospects.




Digital Marketing & Content
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11. Pixel

A tracking code that captures

user actions on your site. The
invisible foundation of digital
marketing analytics.
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14. Hook

The first seconds of content
designed to grab attention.
Makes or breaks content
engagement.
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17. Frequency

Average number of times the
same user sees your ad.
Balance reach with
repetition.
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20. SEO (Search
Engine
Optimization)

Improving visibility on
search engines through
content and keywords.
Organic traffic generation.
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12. Lookalike Audience

A new audience modeled after

your best existing customers.
Uses data to find similar high-
value prospects.
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15. Copywriting

Persuasive writing that drives
action or sales. The art of
moving people through words
alone.

18. Engagement Rate

Percentage of people who
interact with your content.
Shows content quality and
relevance.

21. SEM (Search
Engine Marketing)

Paid promotion on search
engines to capture high-
intent traffic. Complements
SEO efforts.
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13. A/B Testing

Comparing two versions to find

the better performer. The
scientific approach to
optimization.
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16. Impression

One instance of a user viewing
an ad or post. The basic unit of
digital marketing reach.

£

19. Evergreen
Content

Content that stays relevant
and drives traffic long-term.
The foundation of
sustainable content strategy.

22. Keyword Intent

Understanding what users
want when they search a
phrase. The key to content
that converts.



Analytics & User Experience

Data-driven marketing requires understanding user behavior and website performance. These

metrics reveal how users interact with your content and where optimization opportunities exist.

23. Bounce Rate

Percentage of visitors who
leave without taking action.
High bounce rate signals
content-audience
mismatch.
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26. User Journey
Mapping

Diagramming every interaction
from awareness to purchase.

Visualizes the complete
customer experience.

29. Brand
Consistency

Uniform tone, visuals, and
messaging across all
channels. Builds trust and
recognition.

32. Personalization

Adapting messaging or experiences to each
user's behavior. Increases relevance and

conversion rates.
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24. Scroll Depth

How far down a user scrolls
on a page—shows
engagement quality.
Reveals content
consumption patterns.
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27. Brand Awareness

How well people recognize or
recall your brand. The
foundation of marketing
effectiveness.

30. Social
Listening

Monitoring conversations
to understand customer
sentiment. Insights from
social media discussions.

25. Heatmaps

Visual tools showing where
users click and focus
attention. Reveals user
behavior patterns on your
site.
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28. Brand Recall

How easily consumers
remember you without
prompts. Measures top-of-mind
brand positioning.

31l. Community
Building

Creating a loyal audience
that engages and
advocates for you. Long-
term relationship
development.

33. Funnel Drop-Off Rate

Percentage of users who exit your funnel at
a specific step. Identifies optimization

opportunities for strategic planning and

workflow refinement.



Lead Management & Conversion

Lead management involves systematic processes to capture, nurture, and convert prospects.
Understanding lead scoring, customer profiling, and offer optimization helps maximize conversion
rates throughout your marketing funnel.

34. Lead Scoring 35. Customer Avatar 36. Offer Stack
Assigning points to leads A psychological and Bundling bonuses to
based on interest and behavioral profile of your increase perceived product
readiness to buy. ideal customer. value.
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Lead Lead Lead :
. . Conversion
Capture Nurturing Scoring
4
37. Tripwire Funnel 38. Email Open 39. Email CTR
A low-ticket offer that Rate Percentage of email
converts cold leads into Percentage of recipients recipients who clicked a
buyers. Uses psychology of who opened your email. link. Shows content
initial commitment. Indicates subject line relevance and engagement.

effectiveness.
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Tip for writing great emails

"Don't address your readers as though they were gathered in a stadium. When people read
your copy, they are alone. Pretend you are writing to each of them a letter on behalf of your
client." — Ogilvy



40. Deliverability 42. Lead Nurturing

How reliably your emails reach the inbox Systematically building trust until a prospect is
instead of spam. Critical for email marketing ready to buy. Automated relationship building.
success.

43. Retention Marketing
41. Webhooks

Marketing focused on keeping existing
Automated triggers that connect apps or tools customers engaged. Often more profitable than
in a workflow. Enables marketing automation acquisition.
and integration.

Understanding these terms makes you
% Before you 8 Y
. competent.
continue... But thinking with clarity is what makes you

unstoppable.

a note on real
marketing success.

Godmode is a 33-day program for aspiring
marketers who want:

e sharper judgement

e deeper clarity
Learn more - :
e decision-making frameworks

e thinking models used by top marketers

No hype. Just mental rewiring.

< Www.reved.n 4
Unlock Your Potential: Go God Mode in 33 Days

Join the God Mode program to master entrepreneurial skills and
accelerate your success in just 33 days. Limited seats available!

> Reved Wiki : Reved = Revolutionise Education
( Reved as a word is formed with intent of merging Revolution & Education.

Everyone complains education is bad — we are trying to make a difference.



https://www.reved.in/godmode
https://reved.academy/godmode

Customer Lifecycle Management

The final frontier of marketing mastery involves keeping customers engaged long-term and
maximizing their lifetime value through strategic retention and reactivation campaigns.
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Visualizing customer
touchpoints for optimized
engagement.
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1. 2. 3.
Acquisitio Activatio Retention
n I Engaging
Attracting Onboarding existing
new and customers to
customers encouraging foster loyalty
through initial and repeat
various product/servi purchases.
marketing ce use.
channels.
O R
B »
Journey Mapping Retention Strategies

Tactics for keeping customers
loyal and reducing churn.

[JJ Master These Terms

4. 5. Win-
Referral Back
Encouraging Campalg

satisfied n
customers to Re-engaging
recommend inactive

to others. customers
with targeted
messaging to
resurrect
dormant
relationships.
(A7
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Growth Optimization

Identifying opportunities for
increasing customer lifetime
value.

Understanding this marketing vocabulary gives you the language to communicate
effectively with teams, clients, and stakeholders. These 44 terms form the foundation of
modern digital marketing success.



You've reached the end.
THE REAL WORK STARTS NOW.

Tools don't build campaigns. Clarity does. Strategy does. Execution does.

If you want to continue learning frameworks, mental models, and decision-making systems that
actually change how you market,

We will roll-out in depth marketing guides &
hand-books soon.

Get exclusive early access, deep-dive content, and launch discounts by
joining the waitlist today.

No fluff. No spam. Just clarity.

Click here to join the waitlist!

Reved Academy - The Modern Gurukul That Shapes Your Worldview


https://tally.so/r/q44Kjk

