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75 Key Marketing Terms You Should Know in 2023
We've all Googled a definition while in a Zoom meeting, right?
Marketers love any kind of jargon — especially acronyms. Whether you’re a seasoned marketer or just starting out, it can be tough to keep up with the latest industry terminology or sometimes even know the standard ones. 
That's why we compiled a list of 75 key marketing terms that you should know. To help you comb through these terms, we've split them into the following categories:
The ABCs of Marketing Terms
Key performance metrics (kpis), tech and revenue operations.
	The Marketing and Sales Funnel
	Customer Service and Marketing

Product Marketing and Product-Led Growth
	Web Strategy and Optimization

Email Marketing
Understanding marketing terms isn't just a matter of impressing your colleagues at networking events (although that's a bonus!). It's about making informed decisions and understanding strategies that can propel your business forward. Without this understanding, you're essentially flying blind.
1. Digital marketing
Digital marketing is any form of communication aiming to persuade people to purchase a product or service that occurs through some form of digital device.
At New Breed, we classify marketing efforts as “digital marketing” when they occur through an internet-connected tool.
2. Brand positioning
Brand positioning is the way you differentiate yourself from your competitors and how consumers identify and connect with your brand. It’s comprised of the key qualities and values that are synonymous with your company.
Brand positioning can be conveyed through a variety of means including tone and voice, visual design and the way your company represents itself in person and on social media.
3. Brand awareness
Brand awareness is the extent to which people are able to recall and recognize your brand. It has two components: brand recall, which is a measure of how well a brand name is connected to a product class (e.g. Do customers know that Toyota is connected with the product class of cars?), and brand recognition, which is when a consumer recognizes a brand by its attributes (i.e. a company’s logo or brand colors). 
Brand awareness encompasses more than its component parts, however. Brand awareness constitutes a scenario when customers can see your brand or product and know that you provide the best solution to their problem.
4. Demand generation
Demand generation encompasses — you guessed it! — generating demand for your product or service. More formally, it is the data-driven focus of marketing programs to produce awareness and interest in a company's offerings through the use of technology.
5. Revenue performance management
Revenue performance management ensures the functions of acquisition , retention and expansion are aligned in order to maximize profitability.
Part of the goal of revenue performance management is to break down organizational silos and establish a shared set of data, a shared process and a shared language that enables teams across the company to work toward the common goal of generating revenue.

6. Inbound marketing
Inbound marketing is a customer-centric approach that focuses on drawing high-fit customers in as opposed to blasting your message to anyone and everyone.
Through tactics like blogging, social media and SEO, inbound marketing attracts customers to your company using helpful, relevant content. Inbound tactics will continue to help your company grow after you’ve finished investing in them (unlike outbound tactics like paid ads or call lists), providing scalable long-term ROI.
7. Lead nurturing
Lead nurturing is the process of educating and building trust with your prospects in order to guide them through the buyer’s journey. The ultimate goal of lead nurturing is to provide your prospects with a unique experience that keeps them coming back for more — and eventually converts them into customers.
A key demand generation metric is the lead conversion rate: Top performing companies were seeing conversion rates of over 10%.
8. Flywheel
Introduced in 2018, the flywheel represents a shift in how marketers think about B2B marketing success. The flywheel places customers at the center of a business and highlights the opportunity for repeat business through relationship building and customer service engagement. It represents how you keeping your customers coming back leads to the success of your company.
9. Buyer persona
Buyer personas are semi-fictional representations of your ideal customers.
Buyer personas should include demographic, psychographic and behavioral information, and they tend to go more in-depth about the role and influence these people have within their companies, emphasizing their goals and motivations.
10. Ideal customer profile (ICP)
An ideal customer profile is a hypothetical description of the type of company that would reap the most benefit from your product or solution. These companies tend to have the quickest, most successful sales cycle, the greatest customer retention rates and the highest number of evangelists for your brand.
11. Sales enablement
Sales enablement is a combination of coaching, tools and content to help your sales team be more efficient and effective. Your sales team needs to be properly enabled to carry out a successful sales strategy. 
By providing key elements of sales enablement, you allow your team to work better within an inbound sales process so that they can provide contextually relevant information, carry out helpful conversations and see — in real-time — which of their efforts are working.
12. Account-based marketing (ABM)
Account-based marketing (ABM) is an approach to marketing that flips traditional marketing on its head. Rather than developing buyer personas and then casting a wide net to attract those personas to your brand, ABM focuses on finding ways to engage with people from targeted accounts based on your ideal customer profile (ICP).
ABM is all about sending tailored messages to targeted accounts. Marketing will fuel the strategies behind a successful ABM approach, and sales will provide insight regarding the impact of the interactions marketing is having with the targeted accounts.
13. Contextual marketing
Contextual marketing is a strategy that’s guided by the behaviors and conditions surrounding your marketing efforts so all content is relevant to the person receiving it.
To deliver contextually relevant information, you need to understand the psychographics of your buyer personas to know how to speak to them and what content will resonate with them. B2C and B2B content marketers specialize in this strategy. 
14. Word-of-mouth marketing (WOM)
Word-of-mouth marketing (WOM) is the oral or written advocacy of a good or service from a satisfied customer (or evangelist) to a prospective customer. It’s widely considered to be the most effective form of promotion.
15. Conversational marketing
According to Drift , who coined the term “conversational marketing,” it is “the fastest way to move buyers through your marketing and sales funnels through the power of real-time conversations. It builds relationships and creates authentic experiences with customers and buyers.”
Chatbots are the most common channel through which conversational marketing occurs, but you can also leverage social media platforms that allow real-time engagements.
16. Churn rate
Churn rate is a measurement used to calculate customer retention and is significant for recurring revenue companies. It helps companies identify how many customers they lose in a given time period. 
To calculate churn rate, you divide the number of customers lost during a time period by the number of customers you had at the beginning of the time period.
17. Customer acquisition cost (CAC)
Customer acquisition cost is exactly what it sounds like — the cost associated with turning a lead into a customer. CAC is typically expressed as the ratio:

18. Cost per lead (CPL)
Cost per lead refers to the amount spent on acquiring a lead. This cost is factored heavily into CAC. The most common use case for cost per lead can be found in paid advertising where there is a direct correlation between the amount of money you are spending in something like Google Ads, and the number of leads you are generating from that spend.
19. Key performance indicator (KPI)
Key Performance Indicators are used to track progress towards marketing goals. By setting the right KPIs for your business, you can continuously evaluate performance and make adjustments to optimize your marketing strategy.
Leading performance indicators (LPIs) and tactical performance indicators (TPIs) can help you understand which specific efforts are propelling you toward your goals.
20. Customer lifetime value (CLV)
The Customer lifetime value is the predicted net profit associated with the future relationship with that customer. 
To calculate CLV:

21. Net Promoter Score (NPS)
The Net Promoter Score measures how likely someone would be to recommend your company to others on a 1–10 scale. Using this customer satisfaction metric, you can easily identify how loyal your customers are and divide them into three categories: promoters (9+), passives (7–8), and detractors (0–6). 
Checking your NPS regularly allows you to identify ways to improve your product or service. NPS and “Net Promoter Score” are registered trademarks of Bain & Company, Inc., Satmetrix Systems, Inc., and Fred Reichheld.
22. Growth marketing
Growth Marketing is the process of designing and conducting experiments to optimize and improve the results of a target area. If you have a certain metric you want to increase, growth marketing is a method you can utilize to achieve that.
Growth marketing can be applied across your business to areas referenced within the acronym AAARRR (sometimes referred to as pirate metrics) which stands for Awareness, Acquisition, Activation, Revenue, Retention and Referral. By improving these categories of metrics, you can grow over time.
23. Tech stack (software stack)
A tech stack , also called a software stack, is the set of technology and software an organization uses to run their business. For most businesses, that probably involves having a CMS, CRM software, sales acceleration tool, marketing automation platform and project management program.
It also includes any integrations and servers you need to operate the platforms in tandem.
CRM (customer relationship management) software is more than a contact database; it's a sales acceleration tool that identifies business insights and analytics. It's a comprehensive and easily accessible platform that houses the sales process.
The main feature associated with CRM software is its ability to hold contact information, such as names, phone numbers, emails and other records related to a given contact. It can associate individual contacts with their companies so salespeople can track their interactions with every stakeholder.
Popular examples include HubSpot , Salesforce and Zoho .
A CMS (content management system) is a software that allows marketers to create, design, host, edit, manage and track the performance of all of their website content. 
Popular examples include HubSpot , WordPress and Squarespace .
26. Marketing automation
In a nutshell, marketing automation refers to software that is designed to automate your marketing tasks. It's centered around nurturing leads through the buying process by leveraging targeted content that addresses your prospect's needs when they want it. Basically, you're sending them information based on their behavior which is much more powerful than just blasting out emails to everyone.
Overall, marketing automation software allows marketers to streamline various tasks, boost their overall efficiency, draw key insights and drive ROI.
27. Marketing operations
Marketing operations is everything that happens in your marketing automation and CRM platforms to enable the delivery of the right message at the right time to people who are interested in your products and services. 
Marketing operations lives behind the scenes. For example, while marketing operations specialists aren’t sending emails, they’re making sure they’re sent to the right person.
28. Sales operations
Sales operations is everything that happens in your CRM and sales acceleration platforms to enable your sales team to communicate effectively with clients and control their sales process.
Like marketing operations, it lives behind the scenes, supporting your sales team’s execution of strategy and objectives.
29. Services operations
Service operations includes management of all the workflows, tools and processes required to maintain and improve the overall customer experience.
It includes implementation, management and adoption of CRMs , ticket management, automated campaigns, product usage, knowledge base content and customer feedback.
30. Revenue operations (RevOps)
Revenue operations is the alignment of marketing, sales and service to drive accountability and increase efficiency across your business. The goal of revenue operations is to provide more predictable outcomes and accelerate your company’s growth by organizing people, data and processes to help your business run more effectively.
The Sales and Marketing Funnel
31. top of the funnel (tofu).
Even though the flywheel has arrived, the funnel still represents how you turn prospects into customers. The top of the funnel refers to the first stages of the buying process. During this stage, buyers are becoming aware that they have an issue and are looking for more information. Whether it's subscribing to a blog or watching a video, you want to have helpful content that prompts visitors to take the desired next steps.
32. Middle of the funnel (MoFu)
The middle of the funnel represents the middle stage of the buying process. Buyers have identified that they have a problem and are continuing to do more research; however, now they are looking at content , such as a case study, that brings your business in as a solution to the problem they are trying to solve.
This is also where responsibility for leads is typically transferred from marketing to sales.
33. Bottom of the funnel (BoFu)
The bottom of the funnel represents the last stage of the buying process. This is when the buyer has identified a problem, researched possible solutions and is getting ready to buy. At this stage, buyers are typically requesting either a free demo or consultation & beginning a conversation with a sales rep.
34. Marketing qualified lead (MQL)
A marketing qualified lead (MQL) is the third of six lifecycle stages in the buyer’s journey. MQLs indicate the number of visitors you’ve converted who are good fits for your organization.
When a company confirms a lead is a good fit, that lead becomes an MQL. Once a lead becomes an MQL, the company works to further qualify the contact and nurture them down the funnel.
35. Sales qualified lead (SQL)
A sales qualified lead (SQL) is the fourth of six lifecycle stages (occurring right after the MQL stage) in the buyer’s journey. An MQL is characterized as an SQL when sales agrees with marketing that the contact has demonstrated enough interest and is a good enough fit to initiate a sales conversation. 
The SQL stage also happens to be both one of the most important and most difficult stages for a company to define because it’s where the marketing-to-sales handoff occurs.
The length of B2B sales cycles can vary greatly, with an average cycle length of around 6-9 months.
36. Conversation qualified lead (CQL)
Conversational marketing and chatbots are becoming increasingly important in today's marketing landscape. A Conversation Qualified Lead is someone who has expressed interest in buying via a conversation with an employee or a bot. These leads are coming to you with specific questions that they want answers to in real-time.
37. Buyer’s journey
The buyer’s journey is the progression that a contact follows when researching and purchasing a product. It starts with the awareness stage, when buyers realize they have a problem, moves to the consideration stage, when they evaluate different solutions to that problem, and concludes with the decision stage, when they decide which contender best aligns with their needs and objectives and purchase it. 
The buyer’s journey differs from the customer journey because not every prospective buyer becomes a customer. Individuals might go through some of the buyer’s journey stages without ever making a purchase.
38. Multi-touch revenue attribution
Multi-touch revenue attribution is the process of organizing, collecting and cataloguing all of the interactions that occur as an individual decides to make a purchase with your company. It helps businesses understand how their marketing is contributing to the company’s bottom line, giving marketers the credit they deserve for their efforts.
Customer Marketing
39. customer marketing.
Customer marketing is a set of strategies and tactics aimed at your customer base in order to improve their experience with your brand and increase the value they gain from their engagement with you. Through customer marketing, you can boost retention, evangelize your customer base and nurture existing customers toward future sales.
40. Customer acquisition
Customer acquisition refers to all of the steps, processes and resources involved in attracting a first-time customer to your business.
Brand awareness, lead generation, product marketing, nurturing and sales strategies all fall under the umbrella of customer acquisition — but the concept of customer acquisition stops as soon as your prospects officially close as a customer.
41. Customer retention
Customer retention is the act of renewing your existing customers so they continue to work with your company. It’s the inverse of churn. 
The first step of retention is acquiring good-fit customers in the first place, but there are other components like customer support, customer success and customer experience that contribute to a customer’s likelihood to renew.
42. Customer expansion
Customer expansion is the act of increasing the MRR you see from existing customers. This is typically accomplished through upsells and cross-sells.

43. Customer success
Customer success is partnering with your customers to help them meet and exceed their goals. It’s a proactive function that aims to help maximize the value customers gain from working with your company so they’re more likely to renew and expand.
44. Customer support
Customer support is solving the problems your customers have when things go wrong. This is a reactive function that uses tools like a ticketing system or self-service knowledge base .
45. Customer service
Customer service is assisting your customers with the offering they bought from you and ensuring it’s meeting their needs. Customer service can be thought of as a proactive version of customer support. It’s outreach meant to provide customers with value before your customers need to go looking for it.
46. Customer satisfaction
Customer satisfaction is the management of client sentiment. When tracking this, you should look at not only how your main point of contact feels about your product or service but also how that sentiment trickles down to the rest of their company.
Satisfaction is the baseline of a happy customer. Not every customer will necessarily become an evangelist who recommends your company to their entire network, but you should be able to satisfy every customer your company takes on.
47. The customer journey
The customer journey is a way of tracking a customer’s experience with your company from a visitor’s first interaction through when they sign a deal. It’s a framework for a greater philosophy of client nurturing. 
The customer journey is not one-size-fits-all. What the overarching framework will look like depends on numerous factors, including your industry, sales cycle and product or service.
“By providing the right segmentation, by triggering the right actions in an approach to proactively progress your relationships, it allows you to be responsive to your client,” says New Breed’s Client Success Manager, Dylan Berno .
48. Product marketing
Product marketing is the process of bringing a specific product to market and ensuring that that product is successful.
As a product marketer, your job entails guiding a product’s internal strategy. It is your duty to enable all of the marketing activities surrounding the product within your organization.
49. Go-to-market (GTM) strategy
A go-to-market (GTM) strategy is a plan specifying how you will present your product’s unique value proposition so you can reach your customers and achieve a competitive advantage. The purpose of a GTM strategy is to provide a roadmap for launching a product in a way that will achieve product-market fit — the end goal of your launch.
50. Product-market fit
When your product fulfills a market’s needs, you achieve product-market fit . Product-market fit occurs at the intersection of the introduction and growth stages of the product lifecycle . 
In order to obtain product-market fit, you first need to create a minimum viable product (MVP).
51. Minimum viable product (MVP)
A minimum viable product (MVP) is an offering that has enough features to initially satisfy your target market. 
Producing an MVP is the end goal of the product development stage (which precedes the introduction stage) of the product lifecycle . Your GTM strategy is essentially a blueprint outlining how you will introduce your MVP.
52. Total addressable market (TAM)
Total addressable market (TAM) is the amount of potential revenue your company could earn if everyone with a demand for your product or service actually bought it. 
For most companies, the amount of achievable revenue is nowhere near TAM, but understanding your total market can help inform how to define the target market you’ll focus your marketing and sales strategy toward.
53. Product-led growth (PLG)
Product-Led Growth is a strategy coined by OpenView Venture Partners that relies on product features and usage as the primary drivers of customer acquisition and retention. It leverages a free product for initial usage and begins enforcing paywalls only after value has been delivered to users.

54. Product qualified lead (PQL)
A Product Qualified Lead is someone who has tried your product and indicated purchase interest through their usage. These leads tend to close at a higher rate since they have already interacted with your product.
Web Strategy and SEO
55. lead generation website.
A lead generation website’s primary objective is to educate your visitors on your product or service and the industry you operate within. On top of that, it should give visitors the opportunity to provide qualitative information to your sales team, helping your organization capture qualified leads for your product or service.
As for website traffic benchmarks, as of 2021, companies that blogged 16+ times per month got almost 3.5 times more traffic than those that published zero to four monthly posts. The power of consistent, quality content cannot be underestimated for driving traffic.
56. Conversion rate
Simply put, conversion rate is the ratio between the number of people that complete the desired action on a given webpage and the number of people that visit that webpage. That desired action could include filling out a form on a landing page or clicking a CTA on a blog post.
Average landing page conversion rates for most industries hovered around 2-5% . But, companies in the top 25% were achieving 5.31% or higher, showcasing the potential for high conversion rates with optimized inbound strategies.
57. Conversion rate optimization (CRO)
Based on the principles of the scientific method, conversion rate optimization (CRO) focuses on systematically increasing the percentage of website visitors who take a desired action on a given page. For example, they might convert on your site by filling out a form or providing information to a chatbot.
By identifying key metrics, you can better understand how customers interact with your site and the actions they take. These metrics help to test and determine what strategies work best for generating leads and closing customers.
58. Wireframes
Wireframes are blueprints for your website. They provide the framework upon which the functionality and design of your final website will be built. The focus of wireframes is not on the look and feel of your website, but rather the structure and layout of content that will prompt the intended actions of your ideal user .
There are many different forms a wireframe can take, and their level of fidelity is characterized by the level of depth into functionality and content. Low-fidelity wireframes can be as little as sketches on paper and generally utilize all placeholder text. High-fidelity wireframes often incorporate some clickable elements to demonstrate user flow and often featured draft or even finalized copy. 
59. Web Content Outlines
A web content outline is the raw copy version of a website page. It reflects the structure the finalized page will take, but it isn’t designed at all.
In addition to all titles and body copy, web content outlines also include technical information like SEO metadata, page title and where the page exists within the site architecture.
60. Information Architecture
Information architecture is the organization and structuring of content prior to developing a website. It defines how your content is connected and categorized.
Information architecture encompasses the planning of a site’s main navigation, auditing all existing URLs, determining what to keep, consolidate and delete and then establishing URL structures. When complete, it enables users to find the content they’re looking for quickly and efficiently.

61. Landing page
A landing page is a webpage optimized for lead generation. Using a form, companies are able to leverage meaningful content in exchange for visitor information. Successful landing pages have well-defined content and clear conversion paths.
62. Thank you page
After submitting information on a landing page, customers are immediately redirected to a thank you page that thanks them for their submission and provides them with potential next steps. Thank you pages are important in your lead nurturing strategy because they deliver the offers individuals are seeking and they can position other relevant content as a next logical step.
63. A/B split testing 
An A/B split test is an experiment that compares two variables by presenting those variables to a randomly “split” audience over a specific period of time. As long as the experiment is controlled and unbiased, A/B split testing is a great way to understand which marketing tactics reap the best results for your business.
64. Responsive design
Responsive design refers to the way a website automatically adjusts to the screen size you're viewing it from. This will ensure that no matter what device your visitor is using, whether it's their computer, their phone or their tablet, your website will always look great.
65. Search engine optimization (SEO)
Search engine optimization (SEO) is the practice of positioning your content and website so it can rank well on and draw traffic from search engine results pages (SERPs). 
SEO includes both on-page SEO, where you attempt to make alterations to your web code and content to improve its ranking, and off-page SEO, where you try to reach out to individuals outside of your company to acquire backlinks and traffic from other sources.
66. Paid search
Paid search is the practice of displaying ads on search engines based on the terms, or keywords, individuals search for. Paid search works on a pay-per-click basis, meaning you only pay when someone clicks your ad for a given keyword.
67. Keyword research
Keyword research is the process of identifying the search terms that your prospective site visitors are looking for online. It is critical to ensuring your content can be found on search engine results pages. 
Such research isn’t the only element that impacts your digital visibility, but if you’re trying to drive traffic to your website, you should actively investigate which keywords work best. 
68. Open Rate
The open rate is a crucial metric that tells you the percentage of recipients who opened your email. It helps you gauge the effectiveness of your subject line and preview text in grabbing the attention of your audience.
Open rates typically range between 15-25%, with click-through rates (CTR) around 2.5%, according to various sources. However, this can vary greatly depending on the industry and the specific campaign.
69. Click-Through Rate (CTR)
The click-through rate measures the percentage of recipients who clicked on a link within your email. It indicates the level of engagement and interest generated by your content and call-to-action. A higher CTR suggests that your email content is compelling and resonates with your audience.
The average click-through rate for email campaigns is around 2.5%. However, the CTR can vary based on factors like the quality and relevance of the content, the strength of your call-to-action, and the clarity of your email design.
70. Bounce Rate
The bounce rate indicates the percentage of emails that were not delivered to the intended recipients' inboxes. Bounces can be classified as either hard bounces (permanent delivery failures) or soft bounces (temporary delivery issues). Monitoring your bounce rate helps you maintain a clean and up-to-date email list. A bounce rate of 2-3% is generally considered acceptable for email campaigns. However, it's important to monitor your bounce rate regularly and take steps to address any issues, such as removing invalid or inactive email addresses from your list.
71. Unsubscribe Rate
The average unsubscribe rate for email campaigns is typically around 0.2-0.5%.  The unsubscribe rate measures the percentage of recipients who opted out of receiving future emails from your list. While it's natural to see some unsubscribes over time, a high unsubscribe rate may indicate that your email content or frequency is not aligned with your audience's expectations.
72. List Growth Rate
The list growth rate shows the rate at which your email subscriber list is expanding. It helps you track the success of your efforts in acquiring new subscribers. A healthy list growth rate indicates effective lead generation and a growing audience to engage with. A healthy list growth rate is generally considered to be around 10% annually.
73. Email Sharing/Forwarding Rate
The email sharing or forwarding rate measures the percentage of recipients who share or forward your email to others. It reflects the level of interest and engagement your content generates. A high sharing rate indicates that your email content resonates well and is deemed valuable by your subscribers. Research suggests that the average email sharing/forwarding rate ranges from 0.2% to 0.4%. 
The Takeaway

This post was originally published January 2, 2020.
Guido Bartolacci
Guido is Head of Product and Growth Strategy for New Breed. He specializes in running in-depth demand generation programs internally while assisting account managers in running them for our clients.
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OpenAI teases an amazing new generative video model called Sora
The firm is sharing Sora with a small group of safety testers but the rest of us will have to wait to learn more.
	Will Douglas Heaven archive page

OpenAI has built a striking new generative video model called Sora that can take a short text description and turn it into a detailed, high-definition film clip up to a minute long.
Based on four sample videos that OpenAI shared with MIT Technology Review ahead of today’s announcement, the San Francisco–based firm has pushed the envelope of what’s possible with text-to-video generation (a hot new research direction that we flagged as a trend to watch in 2024 ).
“We think building models that can understand video, and understand all these very complex interactions of our world, is an important step for all future AI systems,” says Tim Brooks, a scientist at OpenAI.
But there’s a disclaimer. OpenAI gave us a preview of Sora (which means sky in Japanese) under conditions of strict secrecy. In an unusual move, the firm would only share information about Sora if we agreed to wait until after news of the model was made public to seek the opinions of outside experts. [Editor’s note: We’ve updated this story with outside comment below.] OpenAI has not yet released a technical report or demonstrated the model actually working. And it says it won’t be releasing Sora anytime soon. [ Update: OpenAI has now shared more technical details on its website.]
The first generative models that could produce video from snippets of text appeared in late 2022. But early examples from Meta , Google, and a startup called Runway were glitchy and grainy. Since then, the tech has been getting better fast. Runway’s gen-2 model, released last year, can produce short clips that come close to matching big-studio animation in their quality. But most of these examples are still only a few seconds long.  
The sample videos from OpenAI’s Sora are high-definition and full of detail. OpenAI also says it can generate videos up to a minute long. One video of a Tokyo street scene shows that Sora has learned how objects fit together in 3D: the camera swoops into the scene to follow a couple as they walk past a row of shops.
OpenAI also claims that Sora handles occlusion well. One problem with existing models is that they can fail to keep track of objects when they drop out of view. For example, if a truck passes in front of a street sign, the sign might not reappear afterward.  
In a video of a papercraft underwater scene, Sora has added what look like cuts between different pieces of footage, and the model has maintained a consistent style between them.
It’s not perfect. In the Tokyo video, cars to the left look smaller than the people walking beside them. They also pop in and out between the tree branches. “There’s definitely some work to be done in terms of long-term coherence,” says Brooks. “For example, if someone goes out of view for a long time, they won’t come back. The model kind of forgets that they were supposed to be there.”
Impressive as they are, the sample videos shown here were no doubt cherry-picked to show Sora at its best. Without more information, it is hard to know how representative they are of the model’s typical output.   
It may be some time before we find out. OpenAI’s announcement of Sora today is a tech tease, and the company says it has no current plans to release it to the public. Instead, OpenAI will today begin sharing the model with third-party safety testers for the first time.
In particular, the firm is worried about the potential misuses of fake but photorealistic video . “We’re being careful about deployment here and making sure we have all our bases covered before we put this in the hands of the general public,” says Aditya Ramesh, a scientist at OpenAI, who created the firm’s text-to-image model DALL-E .
But OpenAI is eyeing a product launch sometime in the future. As well as safety testers, the company is also sharing the model with a select group of video makers and artists to get feedback on how to make Sora as useful as possible to creative professionals. “The other goal is to show everyone what is on the horizon, to give a preview of what these models will be capable of,” says Ramesh.
To build Sora, the team adapted the tech behind DALL-E 3, the latest version of OpenAI’s flagship text-to-image model. Like most text-to-image models, DALL-E 3 uses what’s known as a diffusion model. These are trained to turn a fuzz of random pixels into a picture.
Sora takes this approach and applies it to videos rather than still images. But the researchers also added another technique to the mix. Unlike DALL-E or most other generative video models, Sora combines its diffusion model with a type of neural network called a transformer.
Transformers are great at processing long sequences of data, like words. That has made them the special sauce inside large language models like OpenAI’s GPT-4 and Google DeepMind’s Gemini . But videos are not made of words. Instead, the researchers had to find a way to cut videos into chunks that could be treated as if they were. The approach they came up with was to dice videos up across both space and time. “It’s like if you were to have a stack of all the video frames and you cut little cubes from it,” says Brooks.
The transformer inside Sora can then process these chunks of video data in much the same way that the transformer inside a large language model processes words in a block of text. The researchers say that this let them train Sora on many more types of video than other text-to-video models, varied in terms of resolution, duration, aspect ratio, and orientation. “It really helps the model,” says Brooks. “That is something that we’re not aware of any existing work on.”
“From a technical perspective it seems like a very significant leap forward,” says Sam Gregory, executive director at Witness, a human rights organization that specializes in the use and misuse of video technology. “But there are two sides to the coin,” he says. “The expressive capabilities offer the potential for many more people to be storytellers using video. And there are also real potential avenues for misuse.” 
OpenAI is well aware of the risks that come with a generative video model. We are already seeing the large-scale misuse of deepfake images . Photorealistic video takes this to another level.
Gregory notes that you could use technology like this to misinform people about conflict zones or protests. The range of styles is also interesting, he says. If you could generate shaky footage that looked like something shot with a phone, it would come across as more authentic.
The tech is not there yet, but generative video has gone from zero to Sora in just 18 months. “We’re going to be entering a universe where there will be fully synthetic content, human-generated content and a mix of the two,” says Gregory.
The OpenAI team plans to draw on the safety testing it did last year for DALL-E 3. Sora already includes a filter that runs on all prompts sent to the model that will block requests for violent, sexual, or hateful images, as well as images of known people. Another filter will look at frames of generated videos and block material that violates OpenAI’s safety policies.
OpenAI says it is also adapting a fake-image detector developed for DALL-E 3 to use with Sora. And the company will embed industry-standard C2PA tags , metadata that states how an image was generated, into all of Sora’s output. But these steps are far from foolproof. Fake-image detectors are hit-or-miss. Metadata is easy to remove, and most social media sites strip it from uploaded images by default.  
“We’ll definitely need to get more feedback and learn more about the types of risks that need to be addressed with video before it would make sense for us to release this,” says Ramesh.
Brooks agrees. “Part of the reason that we’re talking about this research now is so that we can start getting the input that we need to do the work necessary to figure out how it could be safely deployed,” he says.
Update 2/15: Comments from Sam Gregory were added .
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Journal of Ethnobiology and Ethnomedicine
Ana Isabel Moreno Calles
Background Interactions between humans and fauna lay in the heart of the history of human subsistence. In Mesoamerica, the Tehuacán-Cuicatlán Valley (TCV) harbours a high biodiversity with archaeological and ethnoecological evidence of its use by people inhabiting the area since at least 12,000 B.P. It is recognized as one of the most ancient areas of agriculture in the Americas, and a broad spectrum of management practices aimed to ensure the availability of desirable plants has been documented, but it has not been analysed for animals. This study aimed to investigate the use and management practices directed to wild animals along current settlements within the TCV and neighbouring areas. Methods We conducted an extensive search, review and analysis of documental sources for the period between 1967 and 2018. We found 38 documents providing information about the presence of animal species and 15 describing their use and/or management. We included our own observations from four case ...
The Horizon of Medical Sciences
javad salehi
کچ ی هد هنیمز فده و : رکفت ندرک یملاک ب ، ی رف نا آ ی ار و رکفت دن ه اهدرب ي هافش تروص هب هدافتسا دروم ی م ی دشاب . هعلاطم زا فده ي عت رضاح یی ن رثا ندرک یملاک رکفت أسم لح درکلمع رب هل یم دشاب . قیقحت شور : شهوژپ رد رضاح بلاق رد ی ک امزآ حرط ی ش ی ، 50 وجشناد زا رفن ی نا یسانشراک هاگـشناد ناجنز ) 18 و رتخد 32 رسپ ( ياراد هک ینس نیگنایم 48 / 22 لاس ،دندوب اـب هـنومن شور گ ـی ر ي فداـصت ی دندش باختنا هداس . سپس تروص هب فداصت ی رکفت هورگ ود رد یملاک ص نودب رکفت و اج اد ي دندش هداد . ارب ي هزادنا گ ی ر ي سم لح درکلمع أ سم زا هل أ هل ي شک ی ش مدآ و اه دش هدافتسا اهراوخ . زا هدافتسا اب اه هداد تفرگ رارق لیلحت دروم لقتسم یت نومزآ . هتفای اه : جیاتن رکفت هک داد ناشن یملاک سم لح نامز شهاک ثعاب أ و زاجم تاکرح دادعت شهاک ،هل غ ی م زاجمر ی دوش ) 05 / 0 p&lt; ( . هجیتن يریگ : ب ی هافش نا ی اهدربهار ي سم لح أ م هل ی ـسم لـح تعرـس و هدرـک مـک ار اـطخ دـناوت أ ار هل ازفا ی دهد ش . لک دی هژاو اه : رکفت ؛ أسم لح هل ؛ رکفت ندرک یملاک
سعید شیپوریان
Sarah Nemenzo
SELÇUK ÜNİVERSİTESİ İLETİŞİM FAKÜLTESİ AKADEMİK DERGİSİ
Sema Çağlayan
Son birkaç yıldır popüler hale gelen “gösterişçi duyarlılık”, aslen sinyal teorisinden türetilmiştir ve güvenilir olmayan sinyallerle ilişkilendirilen gösterişçi bir davranışa işaret etmektedir. Ağırlıklı olarak olumsuz bir ima ile vurgulanan bu terim, birey ya da kuruluşların, gerçek hayatta sahip oldukları şaibeli olan iyi niyetli düşünce ve inançlarını genellikle toplum nezdinde duyarlı, erdemli ve sorumlu bir şekilde algılanma amacı güderek, yüz yüze veya çeşitli medya araçları kanalıyla kolay yoldan çevrelerine duyurma davranışıdır. Bu çalışmada, gösterişçi duyarlılık kavramını etraflıca tanımlamak; bu kavramın çeşitli uygulamalarda nasıl sergilendiğini tespit etmek, böylelikle yerli literatürü genişletmek ve gelecekte yapılacak çalışmalara altyapı oluşturmak amaçlanmıştır. Çalışmada literatür taraması tekniğine başvurulmuştur. Araştırma sonucunda gösterişçi duyarlılık davranışının bireysel, örgütsel ve siyasal olmak üzere üç ana kategori altında gerçekleştirilen yaygın birçok ...
Journal of Physics: Conference Series
Maharani Putri
DİLEK DEMİRBAŞ
This paper examines the emergence of the global biotechnology industry from the Schumpeterian perspective. Specifically, the changing importance of small versus large firms, as well as the shift from competition to cooperation within the biotechnology sector, is taken as typical manifestations of a process of ‘creative destruction’. Following an explanation of biotechnology from the neo-liberal economic view, an outline of Schumpeter’s views on technological change as a threestage process involving invention, innovation and diffusion, the implications of such a conceptualization for long-term industrial evolution, are examined as the key explanation. It is therefore concluded that the biotechnology industry has thus far evolved in a manner mostly consistent with Schumpeterian views. Extrapolating into the future, a Schumpeterian framework suggests important challenges for an industry at that stage of maturity. The importance of technological discontinuities for the emergence of nove...
WAYAN WARSA
Limbah pohon pisang menghasilkan 48,26% pati yang merupakan sumber bahan organik yang dapat dijadikan bioetanol sebagai energi alternatif pengganti Bahan Bakar Minyak (BBM). Tujuan penelitian ini adalah pembuatan bioetanol dari bonggol pisang menggunakan proses hidrolisis dan fermentasi, dimana hidrolisis ini menggunakan enzim alfa-amilase dan enzim gluko-amilase lalu dilanjutkan dengan proses fermentasi dengan menggunakan saccharomyces cereviceae. Variabel fermentasi yang dijalankan adalah 2,3,5,7, dan 8 hari serta konsentrasi starter saccharomyces cereviceae 8%,9%, dan 10%. Hasil terbaik diperoleh dengan menggunakan konsentrasi starter 9% dan waktu fermentasi 7 hari, kadar bioetanol yang dihasilkan sebesar 30,59%.
The American Journal of Tropical Medicine and Hygiene
Miguel Reyes
Luis Zendejas
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	(PDF) Research in Marketing Strategy
Abstract. Marketing strategy is a construct that lies at the conceptual heart of the field of strategic marketing and is central to the practice of marketing. It is also the area within which many ...
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1 We follow Varadarjan's (2010) distinction using "strategic marketing" as the term describing the general field of ... used to identify and prioritize a new research agenda for marketing strategy. The paper is structured as follows. First, we develop a new integrated conceptual model of marketing strategy to guide our review. Next, we ...
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A term paper on marketing management. Nazmul Hossain. Citizen is one of the largest watch manufactures in the world. It has got its feet in both technology and fashion industry. It markets its product all over the world, its main target market is high earning youth who are fashionable as well as attracted towards technology as it markets its ...




	Term Paper on Marketing Management of Adidas
Economical Factors Adidas as a multinational company sustaintain it's strong economical growth year by year. In 2008, the Adidas Group again released a strong financial execution. The product sales and the profitability gowned up in line with management's primary expectations. Currency-unbiased sales grown by 9%.




	PDF Unit 1 Introduction to Marketing and Its Concepts
1.3.3 The Product Concept. The product concept is somewhat different from production concept. Whereas the production concept seeks to win markets and profits via high volume of production and low unit costs, the product concept seeks to achieve the same result via product excellence - improved products, new products and ideally designed and ...
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term paper principles of marketing.pdf - Free download as PDF File (.pdf), Text File (.txt) or read online for free. Strategic planning is an organizational management activity. It is used to set priorities, focus energy and resources, strengthen operations. Companies consistently applying a disciplined approach to strategic planning are better prepared to evolve as the market changes.
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Example Term Paper Format ECON 460 November 19, 2011 Abstract The following paper is an example of the appropriate stlyle, layout and format for an term paper or essay in an economics course. All papers should ... for national marketing and advertising also any research and development of the prod-uct. Second, the franchisee agrees to operate ...




	Marketting Term Paper
prōdūce (re) ― (to) lead or bring forth. ‖ Since 1575, the word ―product‖ has referred to. anything produced. In marketing, a product is anything that can be offered to a market that might satisfy a want. or need. In retail, products are called merchandise.
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	75 Key Marketing Terms You Should Know in 2023
To help you comb through these terms, we've split them into the following categories: The ABCs of Marketing Terms. Key Performance Metrics (KPIs) Tech and Revenue Operations. The Marketing and Sales Funnel. Customer Service and Marketing. Product Marketing and Product-Led Growth. Web Strategy and Optimization.
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	Gartner Emerging Technologies and Trends Impact Radar for 2024
3 things to tell your peers. 1. The trends and technologies featured in the Gartner Emerging Tech Impact Radar fall into four key themes and help product leaders gain a competitive edge. 2. Use the impact radar to guide your investment and strategic planning around disruptive technologies. 3.
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