AMPLIFY

STRATEGIC MARKETING SERVICES

Electrolux + Hanley Wood: The Strategy for an
Accountable Business Partnership



restating what we heard

» need for efficiency: execute marketing/sales lead programs effectively

« strategically apply marketing efforts when trying to procure new leads

« looking for an extension of your small sales team

demand generation: drive efficiencies, sales lift, and ROI
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lane edwards

director of program execution & analytics

5 years with Hanley Wood
15 months with the AMPLIFY team

works to provide integrated solutions to companies like Electrolux

program manager on many programs that included demand generation
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80,000 leads
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FACT:

your customers don’t want to
speak to you until they are

75% of the way

through the buying
process
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buyers journey of purchase process & time engagement

e Website
Newsletter
Facebook
o Twitter

*  YouTube

e Quickstart Guide
Executive Viewpoint
Peer to Peer Research

e Video Tutorial
e (Case Study

Product Review
How-To Videos

e eCommerce website
Fast Facts Product Spec

e Costvs Value Analysis

e Continuing Education Courses

e email
blogs
e Social media
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what Is demand gen?

It’'s a Process (meaning it’s not that simple)
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why It matters

e sets your sales team up to have more
productive conversations

o gets the right content at the right time with
the right messaging to the right audience
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how It works

1

Client and HW
Representative

DEFINE highest
desired leads

2 3

Client and HW HW Demand

Representative Gen Team
IDENTIFY and DETERMINE PROMOTE gated PROPSECT fills out  FILTER business
ASSESS assets to audience assets to target registration form card information
use in campaign audience through and downloads DELIVER leads

custom email asset

channels
REGISTRATION
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Remodeled Leads™ : lead nurturing services

4 touches which may include
emails and/or tele-nurturing

o
Ad—>

Prospective Customer Guarantee
Hanley Wood generated or At least 20% re-engagement if leads
existing in your database are generated by Hanley Wood

Align your content to gain valuable insight into your prospective
customers and transform them into higher quality leads
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case study
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Profitably Incornarate Lighting into Your Projects

LED Lightin
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*  Program Goal: 180
e Leads Delivered: 211

* Single Audience
e Assets used: 3

of promo including:
-Email
-Newsletters
-Site Promo

* % Goal Achieved: 117%

e Utilized a combination

Hlug” for decks, stairs, and landscapein halfthetime

ED "Easy Plug"” System
of iHighting's LED "Easy Plug” systems simply plug together wit
ed for cutting, crimping, stripping wire, or wire nutting. You get
grything to do the job in half the time of traditional systems, alloy
profitably incorporate stair, post, landscape, and masonry lights
ur projects.

| WATCHNOW!

ED "Easy Plug” Stair Lighting Kits

D "Ezsy Plug” stair light kits come with everything you nesd incd
a5y Plug” wiring, an LED faxturs designed at 3 22° angle to illemi
ad, color matched stainkess stesl screws and staples totie upw
i out how you can meet code and provide a safe environment.

| VATCHNOW!

LED "Easy Plug" L andscape & Masonry Lighting
Hiighting's LED "Easy Plug” landscape and masonry lighting is rea
priced and installs in half the time of traditional systems. The entirg

I-Lighting

Lead Delivery Report —3/1/2012

Program Goal:
Deliveredto Date:

% Program Completed:

Registrants by Business Type

Sovermant

Trade Assaciation

[5ch00l, Uniteersity or Liorary

-

=

consists of three steps: order ftures with 7Y™ fors, "Easy F

Goverment
Enginesring

Design Firm
Contractor orguilder

Architectural

188 Leads
145 Leads
7%

Registrants by Company
Size/Employee Count

Registrants by Job Title
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extension cables, and the DG power supply.
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case study

Program Goal: 200
Leads Delivered: 213

% Goal Achieved: +6.5%
Two Audiences

18% re-engagement
of 1 asset

1% download of 2" asset

Dupont - Architect Profiles

Program Goal |

100]

Leads Delivered

7 Goal Achieved to Date

Dupont - Builder Profiles

Leads Hemaining

Nurtured Profile

Azzet Path: DuPont™ Tuwek® Fluid Applied, Weather Barrier

Sustem »> Wapor Permeable O Impermeable Building Ervelope
Materials, Does |t Matter?

Tupical Demographic Profile: &rchitects at firms with 2-10
emplovess

N 1R Program Goal 100
urtured Hesponse Profiles Delivered 101
% Goal Achieved to Date 101%
Qualified Uniques by Job Title [,/ - oo 100
Jdab Title Murtured Response g
Brchitect, Designer. Engineer Murtured Repeonse % 9%,
Carpenter, Oraftz=man, or Salesman
Other Qualified Unigues by lob Title
Other Managem ualified |% of total
Cwner, Partner l]u pnNT I Vek 12 12%
% @ 3 3%
IS 10 10%
Codes are changing. Are you ready? 3 3%
5 5%
Cracking the Code: How to get building durable, energy efficient
walls down to a science. 3 3%
[The energy efficiency impro 5% 58%
puilding and energy codes a4 A%
Eonstruction. We're here to
we're using our building sci Tvve I(1
service that not only help y -
continue to build high-qualit}
H 2d |% of total
Codes are changing. AR
A— Are you ready? sa| s
l . - 17 17%
Cracking the Code: How to get building durable,
51- energy efficient walls down to a science. 4 4¥n
Gualified Uniques by Business) 10] 3 3%
Architect L2 1 1

Commercial Developer!Building Dwner

Ergineer




notes:

average programs runs 90 days

average CPL is $50 (generally one audience)
nurturing CPL is additional $12+

speed of your sale cycle is important

cost of your product is important

content is key
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thanks.

now, how do
we get started?
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