THE POWER OF PREDICTIVE
MARKETING
3 practical examples of how
predictive marketing can
transform marketing and sales
results

3 PRACTICAL EXAMPLES OF PREDICTIVE MARKETING IN ACTION
Predictive marketing can help organisations transform their sales and marketing ROI beyond recognition.
Here’s a snapshot of just some of the results four of our clients recently generated. Keep reading for more
details…

Case study 2:
Achieved 750%
marketing ROI

Case study 1:
Generated a sales
pipeline in excess
of $1.5m within
the first 60 days

Case study 3:
Increased
marketing
engagement by
250%

Global technology company
Case study 1: Transformed go-to-market strategy and boosted sales pipeline
Background

Results

We worked with a leading global technology company, who were
driven by data and innovation, but recognised they needed to
understand their prospects better. They wanted to identify their
prospects’ buying behaviours and pick up on their signals.

 Nexus tracked and analysed the on-going buying behaviours of
more than 10,000 organisations globally

In doing so, they could then establish where their best
opportunities to win new business existed and which customers
they should be up-selling to.

 60 qualified leads were created in 60 days

 Sales pipeline in excess of $1.5m generated within the first 60 days

 200 business keywords were used to pick up buying signals from
across the web of more than 6,000 organisations

In turn, being armed with this insight, meant they could deliver a
marketing strategy that resonated with their audience and
boosted their sales pipeline.
“Cyance has completely changed the way we look at our customers and prospects.
“Through their use of intelligent, machine-learning algorithms, we can now rapidly evolve and adapt our customer segmentation and targeting strategy, based on
monthly buying and marketing campaign behaviours.
“We can also now focus our efforts on the customers most likely to buy or churn and significantly increase our marketing ROI in the process.” - European Demand
Generation Manager

Tes Global
Case study 2: Re-engaging with old customers
Background

Results

Tes Global is a rapidly-growing, digital education company
committed to supporting teaching and learning.

 76,240 lapsed users were uncovered

They wanted to re-engage with over one million lapsed users
within their online education community, but had limited data
about them. They had tried to re-engage their lapsed users via
email, but the vast majority had been unresponsive.
Nexus was deployed to establish a better understanding of Tes’
audience and identify who was most likely to want to tap into
their teaching and learning support again.

 An additional 5,500 ex-teachers, who fitted Tes’ target profile, were
identified
 More than 70% of this audience was anonymously matched to their
online profiles and targeted through programmatic advertising
 The campaign achieved 750% marketing ROI

“We’ve been completely blown away by the results Cyance has enabled us to achieve in such a short space of time.
“Thanks to their Nexus solution, we have discovered a unique and transformative way to better understand and engage our audiences with the right messages at
the right time.“ - Craig Stevens, Chief Commercial Officer, Tes Global

iprism
Case study 3: Multi-channel marketing approach

Background

Results

iprism wanted to transform the way they were going to market
and gain a clear competitive advantage.

 The top 150 brokers were identified

They recognised that they first needed to understand their
existing customers and what their buying behaviours looked like in
order to identify the best opportunities for revenue growth.
We worked with iprism to create a set of dedicated persona
profiles that helped them understand the needs, challenges and
pain points of their target audience. We then implemented a
multi-channel engagement programme in which leads were
nurtured along the buying journey.

 300 brokers offering the best opportunity for growth were
highlighted

 850 lower opportunity brokers were uncovered
 An on-going engagement strategy with tiered incentives to
reward top-selling brokers was developed
 Nexus helped iprism to increase their marketing engagement
by 250%

THANK YOU

For further information or to find out more about how we can help you find more customers and sell more to
existing customers, just like the companies we’ve just focused on did, contact us today on results@cyance.com or
01295 724120.

