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    Integrated CRM Marketing Platform with  

5 Subsidiary Marketing Platforms 

12. Points 

Management 

System 
 

6. Email/SMS   

Sending 

System 
7.E-commerce 

 Customer Insight Analytical Environment (CIAE) 

Campaign Planning Execution Tracking Platform（CPETP） 

Digital Marketing Platform（DMP） 

Data Collection Platform（DCP） 

Loyalty Program Platform（LPP） 
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Customer Insight Analytical Environment(CIAE) 
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1. Develop 
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1. Apply 
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CIAE Main Usages: 1.Models Development, 2.Campaign Ad-hoc Analysis, 3.Campaign List Generation, 4.Regular MSCOM Report, 5.Model Maintenance, 6. End-User Self Analysis  
CIAE Overview:  Data Infrastructure, Analytical Architecture, End-User Tool Chest. 
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Report 

Campaign management procedure   

Campaign planning execution tracking platform（CPETP） 

The solution of the marketing index  

D 

CPETP can get you to plan ,execute and analyze every marketing step. 

Customer campaign and 
relationship marketing 

project 

C B 

Marketing Investment Map

Marketing Investment Summmary Campaign Marketing Investment 

(Actual YTD) Drive

Creating 

Awareness and  

Changing 

Perceptions 

Driving 

Deployment

Building 

Communities & 

Relationships

Generating 

Leads

Optimizing 

Opportunities

Readying 

Partners 

Enabling 

Infrastructure and 

Customer Data  Total $ Total % Guidance Var

Perception Campaigns

Realizing Potential 1,550,000               -                        -                           -                       -                             -                     -                               1,550,000              

MS Security Image Advertising 150,000                  -                        -                           -                       -                             -                     -                               150,000                 

IW Perception 250,000                  -                        -                           -                       -                             -                     -                               250,000                 

Total 100% 0% 0% 0% 0% 0% 0% 1,950,000              26% 35% -9%

Customer Campaigns

Moblie Workforce 

Advertising 50,000                    -                        -                           -                       -                             -                     -                               50,000                   10%

Direct Marketing -                          -                        -                           125,000                -                             25,000                -                               150,000                 29%

Events -                          -                        -                           200,000                25,000                       25,000                -                               250,000                 48%

Marketing Materials -                          10,000                  -                           15,000                  -                             25,000                -                               50,000                   10%

Partner and Reseller Marketing -                          -                        -                           -                       -                             25,000                -                               25,000                   5%

Sub Total 9.5% 1.9% 0.0% 64.8% 4.8% 19.0% 0.0% 525,000                 100%

Customer Facing Teams

Direct Marketing -                          25,000                  -                           25,000                  -                             -                     -                               50,000                   11%

Events 50,000                    -                        25,000                      75,000                  -                             -                     -                               150,000                 32%

Partner Marketing -                          -                        -                           -                       -                             25,000                -                               25,000                   5%

Promotions -                          200,000                -                           -                       -                             50,000                -                               250,000                 53%

Sub Total 10.5% 47.4% 5.3% 21.1% 0.0% 15.8% 0.0% 475,000                 100%

Improve Business Insight 

Direct Marketing -                          -                        -                           100,000                -                             50,000                -                               150,000                 31%

Events -                          -                        50,000                      150,000                -                             50,000                -                               250,000                 51%

Marketing Materials -                          25,000                  -                           25,000                  -                             -                     -                               50,000                   10%

Web Marketing 25,000                    -                        -                           -                       -                             -                     -                               25,000                   5%

Public Relations 15,000                    -                        -                           -                       -                             -                     -                               15,000                   3%

Sub Total 8.2% 5.1% 10.2% 56.1% 0.0% 20.4% 0.0% 490,000                 100%

Compliance/Corp Goverance

Direct Marketing -                          -                        -                           50,000                  -                             -                     -                               50,000                   15%

Events -                          -                        -                           25,000                  -                             -                     -                               25,000                   8%

Marketing Materials -                          -                        -                           50,000                  -                             50,000                -                               100,000                 31%

Public Relations 150,000                  -                        -                           -                       -                             -                     -                               150,000                 46%

Sub Total 46.2% 0.0% 0.0% 38.5% 0.0% 15.4% 0.0% 325,000                 100%

Improve Business Management 

Events 50,000                    25,000                  50,000                      125,000                -                             -                     -                               250,000                 75%

Web Marketing 50,000                    -                        -                           -                       -                             -                     -                               50,000                   15%

Promotions -                          -                        -                           25,000                  -                             -                     -                               25,000                   7%

Marketing Materials -                          -                        -                           10,000                  -                             -                     -                               10,000                   3%

Sub Total 29.9% 7.5% 14.9% 47.8% 0.0% 0.0% 0.0% 335,000                 100%

Total 18.1% 13.3% 5.8% 46.5% 1.2% 15.1% 0.0% 2,150,000              29% 30% -1%

Product Campaigns

BizTalk Launch 100,000                  -                        -                           -                       -                             50,000                -                               150,000                 

Notes Compete -                          -                        -                           100,000                150,000                     -                     -                               250,000                 

MOM Upgrade -                          -                        -                           50,000                  -                             -                     -                               50,000                   

SQL Upgrade -                          -                        -                           85,000                  15,000                       -                     -                               100,000                 

BCC -                          -                        950,000                    -                       -                             -                     -                               950,000                 

Total 6.7% 0.0% 0.0% 0.0% 0.0% 3.3% 0.0% 1,500,000              20% 25% -5%

Enablers

Agency Retainers -                          -                        -                           -                       -                             -                     950,000                       950,000                 

Systems and Tools -                          -                        -                           -                       -                             -                     500,000                       500,000                 

Market Research 150,000                  100,000                -                           -                       -                             100,000              100,000                       450,000                 

Other -                          -                        -                           -                       -                             -                     25,000                         25,000                   

Total 7.8% 5.2% 0.0% 0.0% 0.0% 5.2% 81.8% 1,925,000              26% 10% 16%

Total 34% 5% 14% 16% 3% 6% 21% 7,525,000              100% 100%

Budget 30% 5% 15% 25% 5% 10% 10%

Var -4% 0% 1% 9% 2% 4% -11%

Grow Build Win

Investment by Marketing Objective and Campaign Type
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Marketing team 

Data marketing 

 platform 

Customer 

 experience 

Contact point 

The flexible service and wise leadership of the marketing team has created 
the excellence of the data marketing.  

Important 
assembly 
capacity 

X-Casts Download 
Interactive 

test 
Email 

Online ads Search 
Social 
network 

E-commerce 

Campaign 

Content 
management 
system 

Measure / BI Multivariate 
testing  

Customer data 
management 

Elementary  

ability 

Assembly  

capacity 

Data marketing platform－target and assembly （DMP） 

Target：data marketing platform can make the marketing team create the 
measurable and mandatory customer experience，and increase the chances 
for the customer to expose, interact and chat.  
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Related interactivable customer experience  
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a) According to research purposes, flexibility design 

the online questionnaire 

b) Choose more than 20 different types of 

questions 

c) Support the images, tables, multiple choice and 

many other contents 

d) According to the conditions of the previous 

questions (skipping and branching logic) 

e) Assess the survey and the dynamic response 

f) Reusable answer / label set 

g) Anonymous and follow-up survey 

h) Quota -Only accept the limited number of the 

responses, etc. 

i) Support several different language versions in 

the front-end and back-end 

Data collecting platform（DCP） 

Online data collecting system 



Customer 

lifecycle 

Mary Kay Loyalty Program Improved Methods 

0 – Welcome Stage 

on Purchasing Day 

If the consumers purchase the products, the 

beauty consultants will call the customers 

timely to learn about their feelings after using 

the products; 

 The personalized EDM + call center’s welcome call  

 The consumers click the website link to express their 

primary feeling.  

2 – Usage Stage in 

2 Days 

After the consumers have used the products for 

2 days, the beauty consultants will further ask 

about the feelings and improvement of skin 

care; 

 The personalized EDM + call center’s communication of 

improvement 

 The consumers click the website link to watch the 

product usage video and check the corresponding result . 

2 – Effective Stage 

in 2 Weeks 

After the consumers have used the products for 

2 weeks, the beauty consultants will conduct a 

face-to-face visit to understand the 

improvement situation and conduct the on-site 

service; 

 The personalized EDM + call center will ask about the 

improvement 

 The consumers click the website link to score the 

improvement result. 

 The call center will arrange WOM article writing with 

those consumers who give a high score. 

2 – Repurchase 

Stage in 2 Months 

2 months later, the beauty consultant will 

personally visit the customers again and do the 

skin analysis.  

 The personalized EDM + call center will ask about the 

improvement 

 The consumers click the website link to browse WOM 

blog, and participate in online interaction and promotion 

programs. 

Loyalty Program Platform (LPP)  
in Customer Lifecycle 

 Whether it is in the pre-sale, on-sale or after-sales, the professional 

beauty consultants of Mary Kay are able to provide the safe and high 

quality guidance and services. 

    Its unique “0-2-2-2” – customer lifecycle loyalty program can provide  

customers intimate advices and services.   


