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Makin’ It Rain Leads
through MA & CRM
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MA and CRM

Department Breakdown

Sales Marketing

* Customer * Marketing
Relationship Automation
Management Platform

J

* People *People

* Sales, » Advertising,
Outreach Outreach

e Customer . i
Service *it's ol about people COmpCHQHSJ

*Get to know your customers
and prospects over time and
save thatinfoin 1 place
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MA and CRM

Working Together

Sales & Marketing Alignment
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Closing the Loop

Telling a story of the customer

The MA tool now has Sally’s The MA tool syncs her
Sally Smith goes shopping purchase AND personal purchase and personal info
info with the CRM tool.

Sally clicks on the link, goes
Sally buys make up and : . The CRM tool tracks more
JVY:Wl gives her email address at OEIOHIS, ere s el e CRM EeleheCRe e ete el (cte

form to get a 20% off :
checkout coupon to Sally over time...

...and this helps the
company forecast revenue
and channel marketing
efforts, advertising, etc by
location, gender, and
mOny more WGys RESERVED.

: : : Sally gets her first MA email
Sally’s email automatically : 4
gets putin fhe MA tool prorgﬁl’ir:\neg fgregg%sg? =




Marketing Automation In Action
Simple B2C Example

Sally walks into
her favorite
retail store &
purchases
makeup. While
checking out
Sally gives the

The email
address is
entered into
the company’s
CRM with the
items that she

purchased.

cashier her
email address.

Within minutes
Sally receives a
welcome email
from the retailer

with 20% off her

After the
welcome email
is sent, Sally’s
profile is
assigned the

up-sell
campaign in
next purchase. the MA
platform.
pirminerals. - o

+ Added to Engagement Program
= 1 -Send Email
FREE SHIPPING ON U.S. ORDERS $50 OR MORE!

Thanlk you for subscribing (o our updates!

Enjoy 20 %y

‘Your Next Purchase of $30 or Morel

@add choice
Email: Up-Sel Email 1

- @
# Clicks Link in Email
© 2 - Wait

Emai s “Upell Email 1 o x
o x

Duration 2 days" With Type “Duration” With D.
& 3 - Send Email

Shop purminerals.com

o x

Email:_Up-Sell Email 2

@add cholce

Getarree snou
Virtual Makeover Mobile Perks
Downoad e Pr 09 » SonUprsecal e »
Contact us toll-free at- 1.866.PUR.0022
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Marketing Automation & CRM Integration

A lead is added to the CRM

The cashier adds Sally’s
= email address into the CRM
along with her purchase
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Marketing Automation & CRM Integration

The Welcome email is sent to Sally

You're one step closer to a flawless complexion! Shop Now » View in brows:

purminerals

A call-to-action or “CTA" is included to
encourage Sally to start shopping
immediately.

FREE SHIPPING ON U.S. ORDERS $50 OR MORE!

A dynamic code that is attributed to
Sally is sent in her 20% off welcome
email.

Shop purminerals.com

Use code: %%Promo_News%% at checkout*

Thank you for subscribing to our updates!
\))1} /
nyoy off ==l
\ Your Next Purchase of $30 or More! '

Secondary CTAs are included to
encourage Sally to continue engaging

with the retailer in addition to shopping.

This encourages her to become a
lifetime customer.

Thank you for subscribing! We'll be sharing expert

beauty advice, discounts and more. §

Want Even More Join Our
Piir Perks? Mobile Perks

Get a Free

Virtual Makeover

Download the Piir App » >

Contact us toll-free at: 1.866.PUR.0022 f P Y g O

Join our Loyalty Program Sign Up for Special Offers »

-
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%%Member Busname%% Mineral Makeup

% %emailaddr% %

Unsubscribe Profile Center




Marketing Automation & CRM Integration

Sally is triggered into the Makeup Up-Sell Campaign

¢ Added to Engagement Program Program is “Up-Sell Campaign”

Duration “14 days” With Type “Duration” With | o x

Because we
know Sally
purchased
makeup in the

= 1 - Send Email

=R Add Choice

Email: Up-Sell Email 1 v g

store, we know
she might also
be inferested in
other relevant
ifems. =i Add Choice

¢ Clicks Link in Email Email is “Up-Sell Email 1* O X

® 2 - Wait O X

Duration “2 days” With Type “Duration” With D.

= 3 - Send Email o X

Email: Up-Sell Email 2 v g
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Types of Marketing Automation Campaigns

Examples of Nurtures a.k.a. Drip Campaigns

« Welcome: Typically provides incentive to make your next purchase & offers
additional information about the company

« Promotional: Informs the customer of sales, or limited-time deals

* Product Announcement: Explains what the new product is & when it will be
available in stores or online

« Re-engagement: For customers who have not purchased, clicked or opened
emails to encourage them to re-engage with the company

« Review/Referral: Encourages the customer to write an online review or refer
the company to one of their friends

« Cart Abandonment: Reminds the customer that there is an item that has not
been purchased in their online cart

« Up-Sell: Entices the customer to purchase an item that might go along with
the first item they purchased, or to get a better model/version.
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Why Marketing Automation?

Increased Revenue shown through a Cart Abandonment Campaign

60-70% of Online Shopping Carts are Abandoned

Clicked (Total Abandoned
“R > Carts)
i X
| (12%)
Did Not A
Click (AOV)

»
>

o Recovered
Revenve
Send an email Offer Additional

reminding .I.hem SGVingS ©2015 FATHOM® ALL RIGHTS RESERVED.




What Does This Do for Us?
“Eb GREHTV' N Es Search Al . Search GreatVines, LLC ~ Melp & lmm:nq

BEVERAGE SELLING SOLUTIONS Options

m Accounts Contacts Account KPls Objectives Wine Lists Cocktail Menus Distributor Meetings Reports Dashboards +

- GreatVines, LLC .
Sl \Vednesday Febeuary 9, 2011 Crm——

& Show Chaster New!

Dashboard Refresh Customize

Last refreshed at 11/122010 3:16 PM. Displaying data as GreatVines, LLC.

Total Cases TYTD Total Depletions by Brand by Month  Total Accounts Sold
10,000 Physical Cases 2,000 -
E 8,000 1,500 =
1,000 -
6,000
; 523 § LMALJ.LJ.JL.. i
=TT g A0 S, |
E | g \ :
NI B B &
e * tng swprounce "’N f
z ison T B“l:l':’:’NWfW|m
<3 2010 Trade M n M Chateau St. ® Griffin Bay M Jones Brand MChateau St. M Griffin Bay M Jonos Family
B ACL-000000016 James Famsly Wine - James Wine
= Chateau Griffin Bay ~ Jones
&' ERESH MARKET HQ St James Famly

Wine
NEN-N000000018
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What Does This Do for Us?

OPP CAMPAIGN INFLUENCE: All LEADERBOARD: MKT CAMPAIGNS
Top 5 Types - OPEN Top 5 Primary
Sum of

$1.25 4 Opportunity
- ] Campaign Name Amount
c 1 s1.0s ;
g $1.00 ] 20130913 - MD Organic $370,100
E A 2014.06 Client Industry $15,750
’g‘ ] Newsletters
25075 1 20130730 - MD General $10,625
g 1 Nurturing
H ] 20150101 - MD Sales Industry $3,400
£ 50.50 | S )
5 ] pecific Newsletters
g ] Current Year
o ]
5 80.25 -
§ 1 180 Day MFG Pipeline YTD Closed Business-MFG

$0.00 -
Web Operational Nurture Inbound Nurturing Email $12.000.00
Campaign Type $§7,520.00
Opp Close Date is This Year
Top 5 Types - WON '

_$400.00
$370.10 $318,901.00 Total:

$329,220.00

$300.00

Vssao0000]

Sum of Opportunity Amount (Thousands|

$27.500.00
200.00 -
S $55,001.00 $309,700.00
] Sum of Amount Sum of Amount
Close Date Account Name
$100.00 - .
M February 2015 March 2015 W April 2015 W May 2015 H Adalet W MacroPoint LLC M Other
1 June 2015
$15.75 $3.40
$0.00 + "
Web Nurture Newsletter Operational
Campaign Type ©2015 FATHOM® ALL RIGHTS RESERVED.

Opp Close Date is This Year



