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Purpose Document  

Goal / objective:

Marketing department offers online products to prospects (white papers, catalogs, webinars, podcasts) in exchange for their contact information. Marketing then converts that information into sales leads.   

Train Marketing Managers to use a process to create an online Marketing campaign, which tracks online prospects through an online registration method, to generate sales lead generation.
Task: 
The department needs to follow the path of online prospects (e-mail, web, postal mail, online advertising, trade shows) as they register for marketing deliverables (white papers, webinars, podcasts,  catalogs) to validate the methods used and determine their success.

Also, to determine if an adjustment in a process will improve the performance. 

List of problems:

· While the Marketing department has a clear idea of the volume of its advertising (numbers of letters, e-mails, flyers sent) and the numbers of people who’ve registered and paid for classes, it doesn’t have a clear idea of which ways were the most effective. 
· Need to accurately track traffic through commercial electronic campaigns through website. 

· Entice prospects to offer their information in exchange for deliverables to increase sales lead generation. 

· Need to detail how leads arrived at entry points in commercial campaigns, and how they progressed through the trails. 

· Which paths led to success? 

· Did the campaign succeed? 

· Did the campaign achieve goal ROI on campaigns? 

· Track and pass on Lessons Learned for next project. 

Team: (one team member may have several roles)
· Project manager
· Graphic artist
· Instructional designer (flow)
· Liaison w/ SMEs
· Researcher
