
INSIDE YOUR MARKETING TIPPING POINT
WHY OUTSOURCING YOUR MARKETING CAN BUILD YOUR 
COMPETITIVE ADVANTAGE IN THE DEFENCE AND AEROSPACE SECTOR

Business-to-business (B2B) companies that sell high-value, technical products 
and services, such as advanced aerospace components, defence technologies, 
or custom-engineered solutions, often begin their marketing efforts by relying on 
word-of-mouth networking and working tirelessly to land initial contracts.

While initial growth can be driven this way, one-to-one marketing activities will 
eventually be too ad hoc to meet the organisation’s expanding needs. Then, it’s 
time to consider a more structured approach. This is the marketing tipping point.

SCALE YOUR MARKETING AND DRIVE GROWTH 



OUTSOURCING GIVES YOU ACCESS TO A TEAM OF SPECIALISTS WITH 
EXPERTISE ACROSS VARIOUS DISCIPLINES, LETTING YOU BUILD AND 
EXECUTE ANY TYPE OF INNOVATIVE CAMPAIGN WHILE TAKING MINIMAL 
TIME TO EXECUTE AND DELIVERING THE GREATEST IMPACT.

Junior marketers are usually inexpensive, digital 
natives that are skilled at operating digital marketing 
tools and driving everyday marketing activity. 
However, they tend to lack the requisite business 
experience and customer knowledge to succeed in 
the complex defence ecosystem, which limits their 
ability to make informed judgements. 

Organisations that were trying to scale their 
marketing find themselves bottlenecked when these 
problems arise, realising that the junior marketing 
person is relying on the direction of an executive or 
someone more senior. The company will find itself 
back at square one if marketing is not an executive’s 
forte or focus.

Junior marketers will also be disillusioned without 
proper mentoring or development, while senior 
executives will complain about the quality and  
speed of work, and level of supervision required.

A proven senior marketer brings a more 
comprehensive skill set and value to most 
organisations. They can build an aligned marketing 
strategy to support business objectives, respond to 
potential issues and crises, work on complex buyer 
personas, develop messaging, collect customer 
insights, work on customer experience, and manage 
a whole host of important projects. 

However, most senior resources worth hiring 
won’t want to work at a granular level to produce 
campaigns. They did that kind of work earlier in 
their career and it’s not where their interest lies. In 
fact, some senior marketers are not familiar with 
the specifics of new and emerging digital marketing 
tools, other than at a planning and strategy level. The 
end result is a senior marketer who realises that they 
are a team of one. If there is no intention to hire more 
junior resources to support them, they will move on 
to better suited roles, often within six months. 

▶	 Hire an inexpensive, junior marketer with limited experience.

▶	 Hire an expensive senior strategist with lots of very relevant industry and business experience.

THE TIPPING POINT: BUY OR BUILD MARKETING CAPABILITY?
Taking a proactive approach to marketing often means systematically switching on public relations (PR) 
and digital marketing for continuous and scalable lead generation, qualification, and nurturing. The question 
companies then face is: “Do we buy or build this capability?”

Building a marketing function in-house might seem appealing but, as this article outlines, there can be some 
challenges to consider. There are two common ways companies build in-house marketing capability:

Ultimately, many companies find that outsourcing their marketing to the right agency is the most efficient 
solution. This investment delivers strong returns when done well.



THERE ARE EIGHT COMPELLING REASONS TO OUTSOURCE 
MARKETING IN THE DEFENCE AND AEROSPACE ECOSYSTEM:

COST. Outsourced marketing offers flexibility, 
letting businesses scale based on needs 
without the fixed costs or additional overheads 
of in-house teams. Agencies also provide 
access to essential marketing tools, spreading 
subscription costs across multiple clients while 
delivering the expertise to make sure these 
platforms deliver exceptional results.

EXPERTISE. An experienced B2B marketing agency understands the unique marketing challenges 
of different industries, and can use it’s experience with other, similar organisations to suggest 
campaigns that are more likely to work in the market.

For example, specialist defence marketing agencies understand that price is only one small decision-
making factor, particularly when it comes to navigating government tenders and procurement 
processes. Operational, political, social, and reputational risks are all considerations for defence, 
aerospace, and government stakeholders contemplating large investments. As such, the timeframe 
from the first point of engagement to sale can take many months or, in some cases, years. 

An experienced, specialised agency will understand the need to de-risk the purchase for prospects 
by creating top- and middle-of-funnel content that explains the value the organisation offers, how it 
operates, and how to measure the benefits the organisation purports to deliver. 

If the organisation finds an outsourced marketing partner with the right know-how, it can be 
assured the agency will draw on real-world learnings to avoid reinventing solutions or making the 
same mistakes as those who came before.

SCALE. Outsourcing gives you access to 
a team of specialists with expertise across 
various disciplines, including web development, 
design, content writing, marketing automation 
optimisation, email marketing, search, and 
social media marketing. This approach offers 
concentrated domain knowledge and the ability 
to scale marketing on demand, without the cost 
of hiring individual experts in each discipline, 
letting you build and execute any type of 
innovative campaign while taking minimal time 
to execute and delivering the greatest impact.
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SIMPLICITY. It’s easier to manage an 
outsourced team. Businesses benefit from 
proactive and structured communication, 
expert counsel, and a great customer 
experience with a paid supplier. A dedicated 
marketing agency can also help organisations 
avoid reaching a single point of failure, and 
marketing campaigns will continue to run,  
even if key contacts are away or consumed by 
other responsibilities.

RISK REDUCTION. An outsourced marketing 
partner aligns marketing efforts with business 
growth, absorbing the inherent cost and 
risk of marketing tools and programs. B2B 
marketing agencies also follow industry shifts 
and emerging trends, moving quickly to ensure 
ongoing compliance and campaign results, 
including alignment to new security standards 
and privacy guidelines, or reallocating ad spend 
when social network algorithms change.

MEASUREMENT AND ACCOUNTABILITY. 
Agencies are accountable for delivering  
results and have the infrastructure and  
systems in place to track performance and 
optimise campaigns. The agency will be 
accountable for delivering the desired metrics 
as campaigns move into market, and will  
adapt quickly to improve outcomes if the 
campaign underperforms.

RELIABLE RETURN ON INVESTMENT (ROI). 
Agencies work across multiple clients and 
industries, giving them insight into what does 
and doesn’t work. Engaging an agency lets 
businesses maximise their marketing budget 
and allocate resources to areas that deliver 
maximum impact. For example, a senior team 
member will manage strategic planning while 
a cheaper account coordinator would manage 
daily activities like reporting.

FLEXIBLE SKILLS. Marketing needs change 
as businesses mature. Partnering with an 
agency lets the organisation easily and quickly 
add whatever skills it needs without adding 
headcount, including artificial intelligence (AI) 
skills alongside more traditional skills such as 
search engine optimisation (SEO), content 
marketing, marketing automation, and more.
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Working with a specialised agency alleviates pressure on in-house 
resources. If your organisation is at the marketing tipping point, then 
outsourcing your marketing function may be the answer.

Sovereign offers a flexible, on-tap resource which can provide as much 
of your marketing support function as you need with our Marketing-
as-a-Managed-Service offering. For an agreed budget each month, an 
experienced marketing account manager will work with you to build 
and execute a continuous marketing program that can be scaled up or 
down depending on your business requirements.

All Sovereign marketing services are proudly delivered within Australia.

THE AGENCY WILL BE ACCOUNTABLE FOR DELIVERING THE 
DESIRED METRICS AS CAMPAIGNS MOVE INTO MARKET, 
AND WILL ADAPT QUICKLY TO IMPROVE OUTCOMES IF THE 
CAMPAIGN UNDERPERFORMS.

GET IN TOUCH ▶

+61 2 8074 4857 
 sovereign@sovereignmarketing.com.au

sovereignmarketing.com.au

To learn how our Marketing-as-a-Managed-Service offering 
could work for your organisation, contact the team.

Bluestone PR trading as  
Sovereign Marketing
ABN: 64 097 944 913

https://sovereignmarketing.com.au/contact-us/
tel:61280744857
http://sovereignmarketing.com.au

