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Flowchart (objectives)
· Campaigns

· Marketing Manager will identify need for promotional, informational or sales campaign to drive sales prospects to specific areas of the corporate website.

· Select type of promotional campaign: e-mail, print brochure, postcard giveaway at trade show, website address published at seminar.

· Create metrics for success, which is defined as when an online user completes a form, which passes his detailed information to the Marketing database for lead generation.

· Online paths

· Choose specific product to promote to entice sales prospect to give lead generation information.

· Identify specific page to send prospect. This page will have a registration form. 

· Identify different paths for the prospect to follow once they complete the form.

· Product
· Identify:

· Deliverable

· Category code

· Specific product within Category

· Source

· Tracking URL
· Open Microsoft Access on computer

· Go to Marketing network drive

· Open Tracking tool

· Create new entry
· Input:

· Type of Category

· Specific Product
· Input Source type

· Identify the next available instance of that type (usually +1 over previous example)


· With this information, compile a tracking URL. 

Example:


· Website (http://www.esi-intl.com/public) +

· delivery (/downloads) +

· product (/whitepapers/downloadwhitepaper.aspx) +

· query string (?) +

· category (WPID) + 

· specific product (=2) +

· continue query string (&)  +

· source (S) +

· source type(=M) +

· instance (0003)


http://www.esi-intl.com/public/
downloads/whitepapers/downloadwhitepaper.aspx?

WPID=2&S=M0003
· Tracking Online User 

· Publish campaign

· Pull a Marketing database report, which shows:

· # of possible users

· # who opened e-mail and clicked one of the options

· # of users who used each option

· Paths users followed, once on the site

· Match results against campaign goals to test for success.

