Marketing Trend of the Month:
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INTEGRATED DATA AND
ANALYTICS
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Through marketing automation, customer,
product, and sales data from all channels are
integrated into one analytics software. This
helps you understand your customers’ needs,
and thus enables you to deliver the right
content at the right time.

DRIP CAMPAIGN
One of the ways to talk your way through
conversion is by running a drip campaign. A
drip campaign is a feature of marketing
automation that facilitates the automatic

LEAD GENERATION

delivery of personalized and targeted content
to prospective customers at a set time based
on their online activities. It is a series of prewritten
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triggered by a specified action or event.
These triggers may include:
Member registration
Abandoned shopping carts
Order placement
Event signup
Newsletter subscription
Marketing automation is an effective lead
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generation tool that takes the prospects into
the sales conversion funnel. It provides an
all-in-one solution for capturing, nurturing,
and converting leads into revenue.
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SOCIAL MEDIA
AUTOMATION

Gone

are

the

days
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managers had to open multiple tabs or
applications to schedule posts on all social
media platforms, or the days when they had
to extract data from each of those platforms
and compile them manually to create a single
report.
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and social media analytics reports can be
generated from one place. Furthermore, it
conducts a more thorough search of all
platforms

for

positive

and
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sentiments about your brand by scouring all
posts and conversations that mention you
and your products and services.

THE BOTTOM LINE
91% of consumers are more likely to shop
with brands that remember them and make
relevant offers. With thousands of prospects
at your door, there’s only so much that can
be learned about their needs, aspirations, and
behaviors without marketing automation.
Investing in marketing automation software
may seem expensive at first, but its use can
lead to saving on operational costs and
improving ROI in the long run. Contact us
now and we will give you recommendations
on the best marketing automation software
to use for your business.
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