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Email
Return

$43

for S1 spent

Source: Direct Marketing Association

Customer Lifetime Value

Organic
Search
60% 0

’ CPC

40%

Email
+12% Ao

20%

Displ! k
Average pingd Faﬁm

cv %
-20% Twitter

-23%

-40%
Source: Custoria




It requires
6'8 contacts

to generate a Viahle lead.

Source: Salesforce.com

Build Your List

Your Own Marketing

»Gontact Information
»Lead Forms

>Qffers

>Downloads

>Blog subscription
»Phone Inquiries

~ The Best Email List?

Yours.

Lightbox Pop-Up

Usually shown to
non-subscribers at
intervals, many
sites have claimed

75-80%
increases in
subscriptions




Value Proposition

Stay Up-to-Date With The Best of Pittsburgh!

Join our monthly newsletter to never miss an update!

10% increase in Subscriptions!

T
‘Bootsn’Al[

Value Proposition
What’s in it for me?

FOME = TS GUOE = FLANNING YOUR SOUNG THE WORLD TaS

Planning Your Round the World Trip
a«o

PLnaing & RTW {round the woed) tip is & Lime CONSuming process. and for th frst time RTW
travelor, & can 500m overateiming. But if you follow BootsnAll's 7 Steps to Planning a RTW
Trip, yOu €30 508 YOur worrios asico and be Wl 0n your wary to SetEng of on that tip of a
Ufetima. Each stop has multiple articles 10 halp got you on the road!

Traved Tips

~ P - - RTW Newslotter
Your Guide for Starting That

Trip Around the World

Free Edearnng

Like what you see here?

Step 1 - Your Why and Where To Begin

Once you fnally take that leap and make the Gecision to travel lng-term, panic often sets in




Which has Value?

Subscribe for Updates FREE PDF Travel Guide

Join Monthly Newsletter Traveler Top 10 Experiences

Subscribe Join our Frequent Traveller Club!

Explode Your Engagement

by Automating Simple, Repetitive Messages

Marketing Automation

Drip Campaign
- o
': vs Lead Nurture § E
Welcome * Closing
Series Lead Series
ea
Series Slfr?gs
#1 #2

Welcome Series

» Familiarize the subscriber with your emails
> Drive immediate response
» Keep new customers engaged longer




Welcome Series: higher engagement
33.7%

24.6%

10.3%

6.5%

1.8%

Unique Opens Unique Clicks

M Informational l Welcome . Promotional  Source: Experian, Digital Marketer Report

MISTOBOX

AMAZING COFFEC MAOE CASY

Congratulations you'ra offcially a member of the ax Crow, which means you'ro @ serious
Jover of cofle, Vi Ske et atcuyou. Kep Rup, e we'R i e b your back by
spplying you wih debcious hand-roasted cofiees from around the world. Here's some info you
might want 10 know:

1 we ship cur bokes

2. Al Adl-sized coffee orders are fresh-roasted for your crder and shipped 10 you straight 1o your
door.

3. We here at 10 join cur
clan of mwm&hmmdmmlmwwnwm
MatoPonts st Loam all
Sbout MscPont rewards nere,

Have any more questons? 7 Just feel ks chatting? We're all friends here. Shoct us.

any
an emad, weet US, of Get at s on Facebock

Cheers,
The MistoBox Team

P.S. Warna know more about us? Check 2 out

Welcome Series
First Email

MISTOBOX

AMAZING COFFEC MADE EABY

H,
You, check. MistoBax, check. Legendary coffee, 9ot It Awesome gear. maybe not

¥ you're Brewing your cofiee in & regular drip cofiee makee o In your Keurig, & may be te
o you 10 UD your coffbe Game. No Judgemenss, we ail started theve, but If you're locking 1o
€XPANG the EXDAAENCE EVeN MO, CHICK OUL OUF e Ktk

Welcome Series
Second Email

Munuwfudemowoum 80 We've rarmowed (L dow 1 the best
our personalfevorkes or you wcnommwn»;‘nmmw

one for the
-'l:rmwmnvm(

Lt MistoBax help Up your coffes Game, and don't forgel you can Use your )
Toward NS awesor Gent.

Crwers,
The MistoBox Team

PS5, I yOu're Aot Sure wiine 10 Gt SLAted with These KES. We'll Gve you S0M0 awesams
FBRCUCES, 50 YOU I NOW 10 50 116 10 e the Bast Cup PosSLIe

MISTOBOX

AMAZING COFFEE MADE EASY

COFFEE  SUBSCRIPTIONS LEARN ROASTERS CIFTS
The Asropress is perhaps the mast versatie Drower out thers, Whather you trave frequenty and
a1 o without Bhat perfecty brewed cup o Just love he Bexbity the Aeroprass has 1o oftr,
his browe is @ go-to

Don' be afraid 10 expariment and tweak T8 brewing parametars 10 your taste; aftar al, thaf's
probably what MscGyver would do

Chack 0t cur ew ABIDrESS brew GUISE 10 DECOMe yOur GWN ASODESS brirw Mester,

Triggered Email
Based on visitor behavior




Auto-responder Welcome Series

Welcome Series Benefits

Marketing Automation:

BUYNOW]
E’"‘Q

7%

Open Rate

26%

CTR

a4aa

Flatten your Sales Funnel

by Coordinating Planned Communications




Automated
Relationship
Series

Booking Confirmation

Upgrade Offers

Hotel Dining & Amenities
-1 month out from stay

-1 week out from stay




FONTAINEBLEAU"
1 MIAMI BEACH

Doar Matthew Bailey,

We look forward 1o your arrival 8t Fontainetieau Marmi Beach, Cick on the fink

ro0m for chack-in. We wil do cur very best 8o have your foom ready for your ival
Foe your converiance, please anive theough cur Main Drive located at 4441 Coling
Avere.

Begin Pre Check-in

Cant 00 the image above? Click e 10,091 10 WHb9808

Note. 0 4PM

Chateau Front Desk in the lobby to pick up your keys.

Kind regards,

Pre Check-in

Morning of Reservation

GonotrephyStontainedieau.com

Yo Matt Baley
Would you fie to check out from your phone?

| FONTAINEBLEAU®
1 MIAMI BEACH

Dear Matthew Bailey, Ciick balow to check-out of your Room. You may opt for a
ate check-out, depending on avalabity.

View Check-out options

Enjoy your stay!

Thasks,
Your Yoam

Fomanstie com
308 836 2000

veu o rocing s Tl e T O s Framnetinss Wart B reservascn

Trem ' 47 surmiag message o fortanatinss Uhary feach -

©20141 A8 Fogpes Aesarves

Fortaetieas Marm Gnach Marrs Basch I Urin: S

Privecy Poscy | Terme and Candtions

Online Check Qut

Morning of Departure

Fontaneblesu Management

To: Matt Balley
Foecback Requested from Matthew  (65462473)

JFON\‘AINEBLEAU

Dear Matthew.

On behal of the enire Fontainebley team, INank you for your recent vist. We Genuisely Care 800ut delvering memorstin
experences 10 you, arverage, by hearing #om you.

k3 e necessary 10 compiate Plesse share you ihughts. We are tuly
intecestnd, Thank you for your L
Your wil rwver be and Unifocss,
Piaase cick hars 10 ke Ou wurvey of Copy URL your
B0 Suryey SrVIODS. COMV AUy S80K7TCOOR=YAVETKADQHD

WD our sincere Panks,
HOTEL MANAGEMENT

Fortaineblos, Miami Beach | 4441 Coling Avenue | Mia Beach FL 33140
P

Survey Invitation

+24 hours after checkout

vuene 0D 2 O @

Thank You

-Book Again

-Subscribe

-“Share”

+48 hours after checkout




‘“Thank you” Series

2.5% fefente

30/ OpCH per email
oclick
“Thank you”

in addition to
order
confirmations

“Thank you”

subscribe/
join/purchase

Close More Deals

Focus on the Right Leads
at the Right Time

Marketing Automation:
Lead Capture

Inbound Marketing
Online Registration Weblnars
e White Papers
PPC Campaigns
— Display Advertising
- R Subscription Offer
Retargeting

Register

Marketing Automation:
Lead Nurture

Building a Relationship

Implicit Data Explicit Data
Body Language Name: (interest)
Response to music Phone Number: (contact)
Dress/Style Conversation: preferences

Jewelry/Make-up Data: status, likes, interests
Status Disclosure: looking for?

Responses to conversation




Marketing Automation
Drip Campaign

Consideration

e Ve ‘e e
» H i3 H
3 s : :
B e Lead Nurture : .
Welcome Lead . i
Series Series v cslg?::sg
#1 Lead
Series
#2

Marketing Automation:

Lead Nurture Data

Implicit Data
Referring Content
Clicked links in email

Explicit Data

Registers: Name/Email/Biz
Lead Form: Interests/Demo

Interests based on browsing

Pages Viewed

Complete lead form
View ‘Pricing’ page
Register/Attend webinar

Business data: Type/status
Survey Data: Needs
Qualifications: Job Title
Urgency: Timing

Watch video
Lead Scoring Scoring Data
Actions (implicit) Actions (explicit)
SCORE SCORE H

1 2 Right Lead?

10 8

i £ Position Title

2 10 Purchase Authority Company

6 8 Business
s 10 Purchase Influence Title Top Target
4 8 Timeline Employees
1'25 g Recent Visits Exprgz:s’:gl:\feeds —
f s Frequent Visits Timeline

4 9 Specific Pages Budget

4 6 Current Solution

8 12 Content Downloaded Purchase Authority —
‘ Buying Cycle Urgency Hoh soare

1 . Content Notideal profile
15 Current Solution

2




If This, Then That (ITTT)

& .
"»,pT’,b What should trigger this rule? 88 What actions should we perform?
Gy \::(
- =
Chosse a tigger: Choase an action:
Mave from one camgion to anaines
Move from this campaign:

$end & dosbie optn confirmation emalt

Marketing Automation
Nurture Campaign

Lead Lead Lead
Series Series Series
#2 #3

#1
‘e ;
H H
HJ H
Hd i
‘0 i
‘o {
H J H
XXX : :
Consideration e o
Welcome ‘o :
Series : ‘e
e ‘9
Lead ‘e
Series v v
#1 Llead .4
#3

Marketing Automation:
CLOSE THE PROSPECT

Introduction: Rapport
Questions: Feedback
Specific Question: Segmented Data
Data-Gathering: Lead Qualification

Cross-Channel Marketing

Make Email & Facebook work together




Email Use Facebook to Build Your
Return of Email List

$43

6 Ways Businesses Fail
for S1 spent on Facebook

#2

7 oy e Email tab
' THE POTATO BACON BONE Integration

ot s S 4 A ot e (Nt SAwrarn 4

#1 Call to Action




Travol Woekly I3 matt  rHome s

1 ;s Antique Archaeciogy Nashvile

(S~

Sign wp for owr newsiottar and be in the Know 1or owr Dig changes we got
comin’ just around the comer on the web.

hps apD e2ma netapodausenceysgrup TTEZSN 747222/

Lauren

THAV[[ Tﬁ{gmeswhall fise*again

#4
Pitch Exclusive

#3 = :
Add Call to Action 2z : Content by Email
in Header image i T s

be geming a delicious asie of spring If you sign up this month »
hitp A0 1 GNIM

Pulied pork sandwiches with cabbage and camot siaw, chicken peanut
NOOdNS, GUINGA Broccoll patties, &7 Mmany more 1o coma! #5

5w -
IE#,, Promote Published | | '
~— T Email Newsletters | || oo , T OH#6
e Sttt K MRS s Drive Subscriptions
Y bl comreapirmroris R in the About section

orenere - Share REp wwe cookemants com

[mmanmmwmp’mwmmnm«wm“}




sUBMIT vounl;on?v:u:;:mu DONUTS #7
Contests!

FACEBOOK FAN OF THE WEEK PHOTO GALLERY.

ot fan 1o be Gaplared asour Dukin’ Doruts

Cross-Promotions

Combined
16%

77% more email opens when running coordinated
Facebook ads

Source: Salesforce Retailer Test

Increase Subscriber
Engagement

Use Facebook to Engage Your Email List

Create Custom
Audience from
Email List




Retarget Your Email List

Email openers were 22% more likely to convert
when seeing simultaneous Facehook ads

Source: Salesforce Retailer Test

Develop Your “Best” Customers

by Giving Personalized, Localized and Customized Offers

Renewals =
Membership Activity

No activity 6 months before renewal

High activity (purchases, webinars, interactions)

Frequent User

Upgrade/Upsell Series
Power User

Partner/Advocate Series

“At Risk” Churn
Re-Engagement Series

Automating Advocacy

Tgp 20% of Customers

S = Recency, Frequency, Spend

Influencers
Business, Social Media, Personalities

Loyalty
Loyalty program, Club, Benefits




Marketing Automation:
Customer Data: CRM

Acquisition Sources

Lifetime Customer Value

RFS: Recency, Frequency, Spend
Transaction History
Communication History

Activity History

Lead/Customer Scoring Data
Segments

Custom Data

Marketing Automation:
The Customer Journey

Consideration Commitment Retention

Discovery

Customer Retention/
Lead Capture Lead Nurture Management Re-Engagement

Advocacy

Referrals

WiredToBeWowed.com ﬁ
&,

$3.99 Amazon Kindle 2™#%°" 7.

Kindie

$10 Print version TODAY ($12 +tax CC)

Get a link to download the
presentation, resources and
__ references in this session.

Business Card

Dregentafion
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