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Harnessing the Power of
Marketing Automation with
Salesforce Marketing Cloud

A collaboration to successfully set up and utilize Salesforce Marketing
Cloud (SFMC), delivering automated and personalized customer
messages that significantly improved engagement and increased
conversion rates.



Overview

e Personalized Outreach: Automated the delivery of personalized messages
through segmentation based on customer interests and preferences.

e Process Efficiency: Delivered reusable email templates, resulting in
significant time and effort savings for future campaigns.

¢ Increased ROI: Improved customer engagement and enabled precise
performance tracking, leading to increased product sales and qualified leads.

Client Profile

US-based company that operates in
the personal care, healthcare, and
consumer products industries. Their
products are desighed to meet the
everyday needs of people in various
settings, such as home, work,

and travel.

Challenges

¢ Ineffective Communication: The mass-market approach resulted in
customers receiving irrelevant information, leading to increased customer
complaints.

e High Time/Cost Investment: Email marketing campaigns were labor-
intensive, requiring excessive time and significant financial investment with
little return.

e Lack of Performance Insight: The client lacked the technical knowledge and
systems required to effectively track and assess campaign performance,
making future strategy planning impossible.

e Manual Segmentation Risk: They were unable to customize emails or
segment lists effectively for targeted messaging, limiting conversion rates.



QBurst Solution: Marketing Automation

QBurst implemented a robust marketing automation system built on the
Salesforce Marketing Cloud (SFMC), tailored to the client's e-commerce needs.
Our solution involved strategizing the marketing architecture, developing reusable
assets, and implementing automated customer journeys.

Key Solution Components

e Customized Email Design: Utilized SFMC's Email Studio and Web Studio
modules to create responsive, HTML-based email templates and landing
pages, designed with reusability in mind for future campaigns.

e Targeted Customer Journeys: Leveraged the Journey Builder module to
create customized user journeys based on individual interests and
preferences, delivering targeted messages at the appropriate time.

e Data Integration and Segmentation: Configured tables/databases in SFMC
to track contacts who viewed, clicked, and web forms, enabling precise
segmentation for retargeting and improved product sales.

e Sales Cloud Integration: Assisted the client in converting marketing contacts
to qualified leads and seamlessly integrating them into the Salesforce Sales
Cloud platform.

Technical Highlights

¢ Reusable Content: Developed HTML-based email templates using dynamic
content languages like AMPscript, ensuring emails were responsive and
personalized across devices (verified with tools like Litmus and Email on Acid).

e Automated Journeys: Used SFMC Automation Studio and Journey Builder to
automate the delivery of messages based on customer behavior.

e Performance Monitoring: Configured tracking mechanisms in SFMC to
monitor contacts who viewed, clicked, and filled out web forms, providing data
that is aligned for future reporting via SFMC Datorama.



e Database Management: Utilized SQL scripting for advanced segmentation and
accurate data tracking within the SFMC databases.

Impact: Optimizing Campaign Performance

¢ Increased Revenue and Conversion: Revenue from product sales and
services increased, with conversion rates improving by 45%.

¢ Improved Campaign Performance: The targeted messaging and tracking
resulted in a 60% improvement in overall campaign performance.

e Operational Efficiency: Reusable email templates and automated journeys
reduced the time and effort required for future campaigns, facilitating scalable
content marketing.

e Accelerated Lead Qualification: The client was able to qualify a larger number
of customers within a shorter time frame, boosting sales pipeline efficiency.

e Enhanced Customer Trust: Personalized communication improved customer
trust in the brand and led to increased interactions while reducing the number
of complaints received.
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