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Media 
Casting 

•Different Media 

•Different 
Channel 

Message 
Content 

•Message A 

•Message B 

Creative 

•Creative A 

•Creative B 

Offer 

•Points 

•Gifts 

Website 
Banner 

•Different Size 

•Different 
Position 

Media, Message, Creative, Offer and Website Test & Learn 

 Through small scale test, find and optimize Media Casting, Message, Creative, Offer and Website Banner. 

Campaign 

Planning 

Marketing 

Funnel 

Tracking 

Analysis & 

Optimization 

 Design, Track and Measure customer conversion number and rate in each 

stage of marketing funnel.  

 Find and Utilize these Key Factors on customer performance to improve 

marketing funnel conversion rate. 

Website 

Campaign 

Tracking 

Analysis & 

Optimization 

 Optimize campaign process to improve website campaign KPI. 

 Improve proportion of high value customer, and optimize 

spending and performance. 

Campaign Planning - Our Competitive Advantages 

Business 

Target 

Invitati
on 

Initial 
Respo

nse 

Registr
ation 

Attend
ance 

Leads 

Opport
unity 

Win 

Excellent 
Performance 
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Marketing Users 

 

Target Group Definition:  

The MKT user interacts with 

CMS in order to explore the 

customer base and design the 

most effective target group. 

 

Customer 

Database 
 

Campaign Management 

 System (CMS) 
 1 

Target Group Release for Contact:   
List of customers – Target Group – 

as defined from the MKT user, and 

after applying the select predefined 

exclusion logic. 

 

Mail Server 

3 

Campaign Planning - Campaign Planning & Execution 
(Campaign Planning & Execution Process) 

Customer Profile Analysis:  

CMS retrieves customer 

information in order to provide 

sufficient segmentation 

capabilities to the MKT user. 

 

2 

Customers 

Customer Communication:  

The offer assigned to the 

campaigned is being 

communicated to the customer 

according to the predefined 

script or template. 

4 

Website 

Customer Response:  

Customer responses, including “link click, 

website visit and website registration”, 

are being tracked by Webtrends & CMS 

for campaign assessment,  monitoring, 

and optimization. 

5 
On-site Event 

Call Center 

Customer Attendance Confirmation: 

Call Center conducts the attendance 

confirmation call with those registered 

candidates, while sending SMS 2 days 

before the event. 

6 

Documents  

& Templates 

 

Campaign Analytics & Performance 

Assessment: 

Campaign performance statistics include 

customer journey monitoring analytics, call 

center performance report,  KPI assessment 

study. Above all, customer behavior 

modeling, optimization of campaign contents 

and vehicles, improved  campaign strategy 

designing lead to the business growing with 

analytics  instruction. 

7 

2 

Campaign Management Key Steps 
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Awareness - Invitation 
Consideration – Website 

Landing 
Preference - Registration 

Conv
ictio

n 

Loya
lty 

Website banners, 

Leverage existing 

newsletters & 

EDMs 

eDM follow 
up & recap 

to non 
registrants 

eDM 
invitation 

SEM/SEO, 

3rd Party media, 

Leverage existing 

campaign 

DM 
Invitation 

Demo 

Of 
Dynamics 

Value 

Thank you & 
confirmation 

eDM 

Registration 

system 

White paper 
downloading 

Telesales 

confirmation 

Preference 

Survey 

Landing Website 

Reminder 
eDM 

3 Days  

Attending Webinar 

Campaign Planning - Campaign Planning & Execution 
(Campaign Planning & Execution Plan1) 
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Aware
ness 

Consi
derati

on 
Preference Conviction - Attendance/MQP Loyalty - Opportunity/Win 

Preference 

Survey 

Online 

questionnaire 

MQP 

Win 

Incentive Prize 

• Special discount within 

1 month. 

• Potential discount  e-

Voucher. 

• Free Demo. 

Confirm the 

sales 

opportunity 

Partner 

 

Reminder 
eDM 

3 Days  

Attending Webinar 

Preference 

Survey 

Campaign Planning - Campaign Planning & Execution 
(Campaign Planning & Execution Plan2) 
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Campaign Design Key Measurements: 

 eDM’s effective design on subject and content, is the key factor to improve eDM campaign performance. 

 In order to improve the Subsite product campaign performance, it is important to optimize those key 

factors, such as Banner’s message and creative,  Banner size, Banner allocation position on HP or on 3rd 

party, Banner allocation  timing, search engine optimization, and top 10 referral site optimization, etc. 

5 

Campaign Planning - Campaign Planning & Execution 
(Campaign Design Key Measurements) 
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Customer Profiling 
• Analysis on car owner and prospects profile (i.e. what do the prospects 

and car owners look like?) to identify insights to drive CRM strategies 

Campaign KPI Definition & Tracking 
• According to the goal of the CRM campaigns, define the core KPIs to 

measure the success. 

• Recommendations for CRM engagement plans will be provided to ensure 

the program is structured in a way to drive performance 

Online Campaign Analytics 
• Analysis online media performance (end-to-end) all the way from traffic 

generation to lead management. 

• Provide recommendations to drive online effectiveness & optimization 

Lead Management 
• Develop scoring model to identify Hot, Warm and Cold leads to drive lead 

conversion effectiveness (to dealer visits) 

• Develop process to manage leads effectively with dealers and provide 

recommendation for the Cultivation program to convert warm leads to hot 

leads 

Reporting & Analysis/Dashboard  
• The campaign reports and CRM dashboard will be provided to clients as 

part of the reporting and analysis effort to ensure the CRM program is 

driving business performance 

• For more details, please refer to the detailed report requirements and 

schedule document 

Campaign Planning - Campaign Planning & Execution 
(CRM Direct Marketing Dashboard & KPI Benchmark1) 
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Campaign Planning - Campaign Planning & Execution 
(CRM Direct Marketing Dashboard & KPI Benchmark2) 


