A Conversion Marketing Story
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OBJECTIVES

% Find more targeted sales % Educate contractors about
opportunities for hvac, the benefits of owning a
plumbing and electrical Clockwork franchise.
franchises.

% Make franchise marketing

%+ Make more efficient use of efforts more relevant to
small internal and external target contractors.
sales force.

4+ Focus on established
contractors and get of
them to Clockwork events.



Strategic Outline

¢ Attain more sales leads using ¢ Accelerate their interest in

media, webinars, direct mail, e-mail
and database mining,

Maintain contact with prospects
based on their purchase probability:

Engage their interest and allow
them to choose the marketing path
they want to follow.

¢  Use automated e-mail program to build
selling story based on the interests of
individual prospects.

¢ Continually re-score every prospect’s
interest according to actions they take.

meeting with a salesperson. When
a prospect’s desire to buy matches
Clockwork’s desire to sell, turn lead
over to sales with full history.

Get ‘Hot Leads’ to salesforce at the
right time and with full contact
history to make sales activities more
efficient.



Clockwork had a database of over 85,000 HVAC
contractors, plumbers and electricians generated
from events across North America, purchased lists,
webinars, media advertising and trade shows.
Portions of this list had been regularly mailed to
with an average response of less than .0015%.



Our Conversion Marketing program started with a
telemarketing effort to clean the list. Over 30% of
the list turned out to be outdated and useless.
Savings in postage costs, alone, paid for the
telemarketing in only 2 mailings. This telemarketing
effort resulted in 22,000 e-mail contacts who opted
into future informational mailings.



Development of Marketing Paths

Based on research into the most common motivations to buy franchises

% Desire for an Exit Strategy

% Desire for better business
practices

% Need for professional
marketing guidance and

materials

+ Difhiculties competing
with larger contractors




A series of information-based RESPONSE MAGNETS
were developed to draw prna]l:)ects along each
marketing path.
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Development of Automated e-Mail Program

Whenever a magnet tool was downloaded an.
e-mail series on that topic was automatically
deployed on a pre-determined schedule
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RESULTS

%+ Lead Generation increased
11 fold by including
magnets in ads, mailers
and e-mailers.

% 3.2 times more leads rated
as “hot” sent to sales force
for closing.

A steadier stream of
qualified leads and more
effective sales performance
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