


1 How did we approach the 
project



Problem(s):

Segmentation

Due to lack of consolidated system, 
segmentation was pretty much 

impossible.

Inability to track ROI

Due to range of platforms and 
unmapped customer journey – there 

was not ROI tracking

Low click-through rate 
on the e-mails

E-mails were created for ad-hoc 
purposes, design ranged in style

deliverability

Duplication of data, numerous 
domains, uncleaned data resulted in 

lower than expected deliverability rates

Targeted journeys

All digital marketing operation focused 
on manual mass sends

No single customer 
view

Lack of single customer view due 
to decentralized data and multiply 

platforms



2 Phase 1: Enablement 



Baseline configuration:
Pardot baseline configuration: folder, structure, account fields, prospect fields &  opportunity 
fields

• Review of all the fields 
required to run lead-
allocation rules in CRM

• Review and creation of all 
the fields required by 
Marketing to run: webinars, 
campaigns, forms creation 
etc

• Adding custom fields that 
are mandatory for highly 
customized CRM setup.



Baseline Forms:
Development of baseline forms: Contact-us, Internal Referral and External referral forms. 

• Forms had been created to 
match existing forms, but 
as the new forms are 
hosted on Pardot, 
marketing team have full 
control over what can be 
shown

• Forms have dynamic 
components to adjust for 
different opt-in 
requirements in regions

• Forms are syncing with 
both Pardot and CRM



4 Phase 2: Enhancement 



Migration of data: numbers

& More...

Email

Migration of over 

50
E-mail templates

Automations

Migration of over 

200
dynamic segmentation rules and 

lists.

Prospects data

Migration of 

100,000
prospects profiles with 
some historical data

Campaigns

Migration of over 

150
campaigns.



Engagement history configuration & enablement

• Engagement history data 
that's stored 
in Pardot shows up in 
Salesforce when you 
view it

• Engagement History can 
sync up to 90 days or 10 
million rows of data

• Everyone can easily see 
exactly how many times 
a Pardot form or landing 
page has been viewed or 
submitted, or an email’s 
statistics for total 
delivered, total unique 
opens, open rate, total 
unique clicks, click 
through rate, and more.

Engagement History



Connected Campaigns
Connected Campaign setup enablement 

• The entire organization can 
see at a glance how a 
marketing initiative is 
performing, and compare 
campaigns against each 
other in insightful 
Campaign List Views.

• Engagement Metrics 
Component directly on the 
Campaign page layout.

• Multi-touch attribution: 
when and what campaigns 
a prospect has been 
exposed to and what made 
that prospect make a 
buying decision



Connected Campaigns and Engagement History
Pass valuable lead intelligence to your sales team for faster follow-ups, better connects, and warmer leads.

360° View of Your Leads

What companies are 
visiting our site?

What pages have 
they viewed?

What have they 
converted on?

How engaged are 
they?

When are they on 
our site?

What emails have 
they opened?

Who are they on 
social media?

What is their lead 
score?



At-risk journey
Re-targeting: "At Risk Journey" for prospects that had been inactive development 

• See key email 
performance metrics at a 
glance in the Overview 
tab.

• Drill down to details on 
sent, delivered, opened, 
clicked, and contacts lost. 

• Track your email’s 
engagement (opens and 
clicks) over time, and
break it down by email 
client and device. 



Double opt-in Journey
In order to improve data quality and make sure that e-mail addresses in the database are 
valid, double opt-in journey had been developed. 

• Data is kept clean

• Drill down to details on 
sent, delivered, opened, 
clicked, and contacts lost. 

• Track your email’s 
engagement (opens and 
clicks) over time, and
break it down by email 
client and device. 



Lead Nurture Journey development 
See a high-level overview of your email’s performance, broken down into the key categories 
of engagement, deliverability, and contacts lost. 

• Over 40 segments
• Fully-automated ALWAYS-ON drip campaigns
• Global coverage
• Scalable drips that can be adjusted per region needs



Pardot offers a great way to score your prospects with its out-of-the-box scoring mechanism. 
You can add points to a prospect's score when they open an email, click a link, access 
content, and much more.

• Scoring is based on the 
activates a prospect 
performs

• Grading looking at 
industry, role and job 
title and location

• Enables to identify the 
“best-fit” prospects so 
internal Sales team know 
the likelihood to make a 
purchase. 

• Grading and scoring 
automates leads 
creation process.

Scoring model development



Facts and numbers

Automation Rules 43 automation rules

Landing Pages 40 landing pages

Forms 57 forms

Total Emails Sent 510,705 total emails

Email Templates 76 email templates

Dynamic Lists 99 dynamic lists

Lists 280 lists

Campaigns 294 campaigns



6 Results



Overview: past state > current state
A comparison of the differences between past state & current-state from Marketing Automation process 
point of view. 

To be State

• Segregated data sources
• De-centralized content 
• Lack of cross-regional platform 

collaboration
• Lack of consistency in “go-to 

marketing strategy”
• Lack of sophisticated Marketing 

analytics 
• Lack of cross-regional re-use of 

content
• Lack of advanced marketing 

automation programs
• Limited Marketing-Sales 

coloration due to range of 
platforms used

• Centralized content source:
• Landing Pages
• Email templates
• Campaigns
• Forms templates

• Centralized Contacts database
• Centralized database of marketing 

qualified / not qualified leads
• Advanced Marketing analytics
• Centralized campaign management
• Centralized “lead-source” channel
• Fully Automated nurture programs 
• Scoring model
• Automations and automated triggers
• Centralized solution for Marketing & 

Sales collaboration

Past state Current State

• Health Checks current feature 
usage

• Embedding & Support
• Focus on Process & People as 

well as Technology
• Prioritisation of current and 

backlog pieces of work



THANK YOU


