Case Study:
Integrated Marketing Campaign:
35865% Increase in New Revenue &

915 New Prospects from an
Integrated Business Campaign
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Integrated Marketing Methods Leveraged:

Landing Pages

Blogs

Live and On-Demand Webinars
Email Marketing

Marketing Automation

Organic & Paid Social Media
Website Pop-Ups

Project Background & Objectives:

Our client is a global organization serving various industrial test, measurement,
inspection, and assembly markets. Tasked with driving innovation in leak
testing, in-process testing, and data management, they serve industries
ranging from automotive and off-highway to medical devices, consumer
electronics, and industrial process control. They have extensive leak testing
experience and are an industry leader.

As an annual program to drive lead generation, prospect engagement,

and customer conversion, they host a series of webinars called “Leak Week”
in the first quarter of every year. During this week, they offer a variety of live
webinars, and then we leverage that content to promote the on-demand
content through their blog, email, social media, and more.

Strategy, Tactics & Results:

To promote Leak Week, we needed to use many forms of media to reach a
broad audience, educate existing prospects and customers, and provide helpful
content for the sales team to drive revenue from this program. The marketing
plan consisted of email marketing, automation, organic social mediaq,

paid social media, blogs, and website pop-ups.
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Total Lead Engagement:

This campaign drove 915 new sales-qualified prospects and re-engaged over
1,700 contacts through organic search, email marketing, paid social,

organic social, and referral leads. Below is a breakdown of the lead sources for
these contacts, and we will cover each marketing strategu.

Email Marketing Direct Troffic Organic Search Paid Search Offline Sources Referrals Organic Social @ Other Campaigns

0.42% (2)
0.84% (4)
LB9% (9)
3.79% (18)

8.63% (41)

44.42% (211)

18.95% (90)

21.05% (100)

Landing Page Optimization:

To ensure the landing pages were optimized for conversions, we shortened the
page content, optimized the form on mobile to reduce form fields, and added
related imagery so prospects knew precisely what to expect on conversion.
This campaign, which had 18 landing pages, generated 915 leads with a
combination of email marketing, organic social, paid social, and organic search.

A primary “jump page” allowed everyone to see all the sessions and individual
landing pages to sign up for the individual webinars. This gave us data on who
viewed the main page, which webinars they were interested in, and who left
the page without submitting it, which gave us further information for
remarketing. The following is an example of the jump page and a webinar page.
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Leak Week 2024 - Leak Test
Fundomentals Webinar (Live)
bHtps:/ f werw cincinnati-test.comyflea

Leak Week 2024 - Pressure Decay
‘Webinor (Live)
FrHps: wwnw cinomnati-test.comdpre..

Leak Week 2024 - Large Volume
Parts Webinar (Live)

Bl w2 nati-test.camlar

Leak Week 2024 - Water
Ingress /TP Webkinar (Livie)
Fritpes:f wiwn Cimcinn orti-test.co my ot

Leak Week 2024 - Troce Gos Leak
Testing Webinar (Live)

s waerw cimcinnoti-test.comytro,

SOURCE

Email marketing

Organic social

Other campaigns

Repart Total

VIEWS

i |

576

SUBMISSIONS ™

VIEWS ~

5,452

3442

8,901

TOTAL HEW
CONTACTS
621 17
S8l 54
4T 17
354 15
359 4

The pages combined had an average conversion rate of 76%. (Sample below)

BOUNCE PUBLISH
RATE DATE
41.38% 2013/ 2024
58.47% 2/15/2024
53.91% 2,13,/ 7024
H0.91% 271542024
T213% 213, 2024

The pages generated 8,901 views, with 4,282 being new visitor sessions.

NEW VISITOR SESSIONS

1,853

2,427

4,282
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' CINCINNATI
A=/ TEST SYSTEMS

Access the Leak Week On-Demand Webinar
Recordings

Leak Test 101: Learn the Pressure Decay vs Differential How to Successfully Test Large
Fundamentals of Leak Testing Pressure Decay: Which to Use? Volume Parts

Water Ingress Leak Testing and How Trace Gas Leak Testing as a Last
IPXX Ratings Convert to Measurable Resort
Leak Rates

Acress the WeSinar ==
L]

aver wiew of the bay

AP Dot 1 Bridpe T 2P Fram WK rating o0 it wiarks o

util Ik pest, val

A the Webi Access lhe Webinar ==
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Contact CT!
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= CINCINNATI
L=/ TEST SYSTEMS

Access the On-Demand Webinar
Pressure Decay vs Differential Pressure Decay: bt S
Which to Use? =

i Company samit
€75 explsing both pressure decay and differential T
pressure @ v Pow Dest 10 wse them for drcurate ¥
»m ot doed I LDy [ L B kg
Coumtny
= factees of each
Phiaias Bdiact v

Compiete (e form 60 accss i wwbiner
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Email Marketing:

Email marketing was critical to promote the webinar series because they have
a highly engaged database. To leverage email, we focused on the data we had
related to industries people were a part of, the webinars that would resonate
with them, and the pages these individuals had viewed to help indicate the
content that would be most relevant to them. We had a series of reminder
emails for the entire series, as well as for specific webinars and follow-up
emails post-webinar to move prospects through the funnel.

These emails had an average 28% open rate and a 6.2% click rate. Here is an
example of one of the emails:

f = CANEMMATI ” "
: ‘:‘Tll‘lfI'LllA : : m

Free leak testing wehinar series

Get answers 10 your leak 1651 questions
March 25.20 81 CTS Leak Week

SEE THE TEFSIONS & HEGRS! LW

Whather wollve st geming startsd o¢ want 86 aptimizs your exishing saets

thare in & weksinas for you.

Leak Test 101: Leam the Fundamantals of Leak Testing

Monday, March 25 at 11 o ET

Presaure Decay va Differential Pressure Decay: Which to Uie?
Tuesday, March 28 a1 1 a.m. ET
>

How ta Successtully Test Large Woluma Parts
Wadnesday, March 37 at 11 ae FT

iy bty Peboh ook lesting o

Water Ingress Leak Testing and How IPXX Ratings Convert to
Measurable Leak Rates
Wadnanday, March 27 at 3 p.m ET

Lurn by o brickym L oz o IPSOK kg o m e b, suscosanl bk Lo

Leasrn More »>

Trace Gas Leak Testing as a Last Resort

Thasrndavy. March 28 o 11 a.m. ET
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Marketing Automation:

In addition to batch email marketing, we created an automated email to add to
their initial prospect automation email series when someone enters the funnel.
This allows new prospects to see this evergreen content even if they didn’t
have a chance to view the live content earlier this year. These automation
emails have performed incredibly well, resulting in an average open rate of 32%
and an average click-through rate of 21%.

Social Media:

Paid and Organic Social drive brand engagement and new lead generation.
They have a very engaged following on their social channels, particularly on
LinkedIn, so we wanted to leverage this as much as possible to promote the
events. We had a series of posts promoting the entire series and individual
posts promoting the unique webinars. We did this for both the live and
on-demand versions, resulting in 19 posts.

The social posts (organic and paid) generated the following results:

2 18,823 Impressions
@ 2,967 Clicks
@ $1.49 CPC on LinkedIn
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Here is an example of one of the ads for a live webinar and another for

on-demand.

E& Cincinnati Test Systems

[Leak Week Free Webinars] o3 Join us for an exclusive series of virtual seminars where you will get decades
of leak test know-how from one of the world’s top leak and function test providers—condensed into easy
hour-long formats. https://hubs.li/Q02IPJqd0

" March 25th - March 28th

? : Online (Free)
Whether you're new to leak testing, or have more experience, there is a webinar for you. M Pick the topics

that interest you, and gain expert insights to help you start your leak test or optimize your existing tests

https://hubs.li/Q02IPJqd0

Free leak testing
webinar series

March 25-28 Get answers to your leak test
questions at CTS Leak Week

SEE THE SESSIONS & REGISTER

% Cincinnati Test Systems

[On-Demand Webinar] Many manufacturers turn to froce gos leak tests as o last resort when pressure
testing technologies have folled to meet the required leak rates—or are tired of the production bottleneck of

adunk tank. @
Despite not always being the first choice, automated trace gas leak testing is a reliable way to measure very

small leak rates. In this webinar, get answers to all of your questions about frace gas leak testing.
https://hubs.li/Q02sGF_90

I"—qt-cmcm ATI
) RN

[On-Demand Webinar]

TRACE GAS LEAK
TESTING AS A
LAST RESORT
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Website Calls-to-Action and Pop-Ups:

We wanted to leverage their website's existing assets, which already had a
great deal of traffic, to amplify the webinar series’ exposure. To do this, we
placed call-to-action buttons and exit-intent pop-ups throughout the website
on relevant pages to give visitors a quick way to access the live and
on-demand webinars.

These buttons were placed on over 180 assets throughout the website, including
product pages and blogs. This generated:

¥ 16,152 call-to-action views

4 3,461 call-to-action clicks

The following is an example of the call-to-action buttons and data.

PREVIEW NAME VIEWS CLICK RATE « CLICKS

m L_,ﬂdk‘ Week 2024 Access the Webinar: Leak Test Fundamentals (Mon-Regist... 487 27.93% 136
I_.‘cck‘ Week 2024 Access the Webinar: Leak Test Fundamentals (Registrants) 190 29 11% 43
L]ECIk‘ Week 2024 Access the Webinar: Pressure Decay (Mon-Registrants) 4872 13.9% &7
I_."uak‘ Week 2024 Access the Webinar: Large Volume Parts (Mon-Registrants) 483 12 45% &0
I_..ch‘ Week 2024 Access the Webinar: Pressure Decay (Registrants) 189 11.64% 22
I_.‘uak Week 2024 Access the Webinar: Large Volume Parts (Registrants) 190 11.05% 2
m I-.‘cq k.w;:ck 2024 Access the Webinar: Trace Gas (. Praview Actionis. > 482 4.98% 24
I__‘eak Week 2024 - Leak Test Fundamentals Webinar {Secure Your Spot) 21,452 4.77% 1,024
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Business Impact:

W 915 new sales qualified prospects and re-engaged over 1,700 existing contacts

D $308,685 in new revenue from 22 contacts who participated in Leak Week.

This is a 385% increase in new revenue from the same event held in 2023.

SUM TOTAL REVENUE COUNT OF CONTACTS

$308,685.27 22

W $330,440 in open opportunities from 78 contacts who participated in
Leak Week. This is a 112% increase in revenue in open opportunities from

the same event held in 2023.

ASSOCIATED DEAL VALUVE © CONTACTS WITH REVENUVE ©

$330,440.82 78
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Prism Global Marketing Solutions

www.prismglobalmarketing.com

info@ prismglobalmarketing.com

(460) 720-8552
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