/A

Apteco

apteco.com

Which type of automated campaign
is right for your organisation?

Campaign automation can help you save time and improve your
marketing results without needing to rely on fragmented tools.
However, to achieve optimal results, your chosen campaign type must
align with your goals, capabilities, and the nature of your offering.

My primary marketing objective is to...

Acquire more
customers

Who do you want to
focus on?

Do you offer
high-involvement
products?

Nurture my
customer base

How much first-party
data do you have
access to?

Retain
customers

How quickly do you
want results?
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E-commerce prospects

Retail prospects

Shopping cart abandonment

When an online prospect abandons their shopping
cart for a certain amount of time, send them an email
reminder or discount. This may encourage them to
complete their purchase.

Welcome messages

As low-risk products are typically sold online, customer
relationship building can be a challenge as there is
little to no human interaction involved. For this reason,
welcome messages can be an effective way for brands
to initiate a positive relationship.

Regional events by drive time

If you want to promote an in-person event,
location-specific campaigns can be very effective. Use
postcodes to determine how close your prospects are
to your chosen venue.

Planned purchase support

Customers are more likely to cancel their purchase if

the product requires a lot of forethought, like TVs and

sofas. This campaign type serves to reassure them of
their purchase.

Best next offer

Best next offer campaigns
use predictive analytics
to examine correlations
within your customers’

transactional data. When
executed properly, they

can increase the likelihood
of future conversions.

Cross- and
up-selling
campaigns
The more personalised
your cross- and up-selling
campaigns are, the
higher the likelihood of
engagement and interest.

Birthday
campaigns
To run a birthday
campaign, you only need
to have your customer’s
birthdate. However, the
most effective birthday
campaigns take factors
such as age, location, and
transactional history into
account.

External
trigger-driven
campaigns
These are usually triggered
by external events, like
weather conditions or
product shortages. An
example of this would be
a brand sending push
notifications to let certain
customers know when a
product is back in stock.

| want to win back customers now

I’m looking for long-term results

Reactivation campaigns
Reactivation campaigns are usually triggered after a
certain amount of time has passed since a customer

has bought something from your company.

Churn prevention campaigns

Churn prevention campaigns are more sophisticated.
They extract behavioural insights from your CRM data
to help you understand the behaviour of customers
who have already lapsed, so you can act to repair the

relationship before it's too late.

What if | want to raise brand awareness?

v

If your goal is simply to improve people’s understanding of your
brand, some of the campaign types in this infographic can be used.
However, your focus may be geared towards your brand and your
USP, rather than individual products.

Want to learn more?

Read our free eGuide for practical step-by-step advice
on how to get started with each campaign type.
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Find out how you can sove time and
improve your marketing performance
with campaign automation.
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