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Salesforce	
  

Salesforce	
  allows	
  us	
  to	
  store	
  and	
  access	
  valuable	
  customer	
  informa1on	
  
§  Contact	
  names	
  and	
  1tles	
  

§  Addresses	
  
§  Contact	
  info	
  
§  Types	
  of	
  business	
  our	
  clients	
  write	
  
§  Amount	
  of	
  business	
  they	
  write	
  

§  And	
  other	
  relevant	
  info	
  



  

Pardot	
  Marke1ng	
  Automa1on	
  

Pardot	
  marke1ng	
  automa1on	
  enables	
  us	
  to	
  gather	
  addi1onal	
  insight	
  into	
  our	
  
customers	
  and	
  connect	
  with	
  them	
  
§  Learn	
  which	
  products	
  they	
  are	
  interested	
  in	
  
§  What	
  other	
  products	
  they	
  are	
  buying	
  

§  New	
  contact	
  info	
  or	
  changes	
  in	
  the	
  organiza1on	
  

This	
  informa1on	
  can	
  then	
  be	
  placed	
  into	
  Salesforce	
  for	
  you	
  to	
  use	
  



  

Benefits	
  of	
  Pardot	
  

§  Helps	
  to	
  iden1fy	
  promising	
  leads	
  and	
  automa1cally	
  advance	
  them	
  to	
  sales	
  

§  Priori1ze	
  your	
  1me	
  by	
  reaching	
  out	
  to	
  engaged	
  prospects	
  first	
  

§  Shorten	
  sales	
  cycles	
  by	
  highligh1ng	
  “buying	
  signals”	
  

§  Saves	
  sale	
  efforts	
  by	
  automa1cally	
  nurturing	
  non-­‐responsive	
  or	
  early	
  stage	
  
leads	
  



  

§  We	
  currently	
  have	
  thousands	
  of	
  leads	
  and	
  contacts	
  in	
  our	
  system	
  
§  By	
  learning	
  who	
  has	
  recently	
  visited	
  our	
  website	
  and	
  shown	
  an	
  interest	
  in	
  any	
  
of	
  our	
  products,	
  you	
  can	
  focus	
  on	
  prospects	
  with	
  a	
  higher	
  chance	
  of	
  closing	
  

§  This	
  ideally	
  makes	
  our	
  en1re	
  sales	
  process	
  more	
  efficient	
  resul1ng	
  in	
  higher	
  
sales.	
  

Efficiency	
  



  

Messaging	
  &	
  Behavior	
  

§  The actions of our audience help us determine which product messages we 
should be sending and provides discussion topics for conversation 

 
§  If we send an Umbrella e-blast and the reader clicks on the link to our web 

site and spends time reviewing the product pages, you will know they have 
an interest in this product.  

§  The reader simply clicking on the web site link will also signal marketing to 
send future communications regarding that topic to them. 



  

The	
  Process	
  

§  An email from SterlingRisk is deployed 

§  Prospect clicks on website link 
 
§  Account owner notified via email of 

prospect activity 

§  Prospect added to future e-mails 

 



  

The	
  Process	
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§  User clicks on our web page 

§  Downloads a piece of literature 

§  We can then automatically add them to 
all email communications on that topic 

 



  

The	
  Process	
  

§  If	
  the	
  prospect	
  clicks	
  any	
  other	
  link	
  in	
  the	
  email,	
  this	
  will	
  be	
  noted	
  in	
  their	
  
ac1vi1es	
  

§  Alerts	
  are	
  being	
  setup	
  to	
  automa1cally	
  go	
  out	
  to	
  the	
  account	
  owner	
  once	
  
someone	
  has	
  clicked	
  on	
  an	
  e-­‐mail	
  so	
  they	
  can	
  follow	
  up	
  with	
  that	
  contact	
  in	
  
real	
  1me.	
  In	
  addi1on,	
  if	
  there	
  are	
  contacts/prospects	
  that	
  should	
  NOT	
  be	
  
included	
  in	
  future	
  email	
  communica1ons,	
  we	
  need	
  to	
  opt	
  them	
  out.	
  	
  

§  The	
  owner	
  of	
  any	
  account	
  will	
  also	
  be	
  the	
  owner	
  of	
  all	
  contacts	
  within	
  that	
  
account	
  



  

The	
  Opt-­‐Out	
  Process	
  

§  Prospects	
  can	
  opt-­‐out	
  themselves	
  through	
  the	
  SterlingRisk	
  Preference	
  Center.	
  

§  Account	
  owners	
  can	
  opt-­‐out	
  prospects	
  within	
  Salesforce.	
  



  

DEMO	
  

E-mail notification  
example 



  

DEMO	
  
Sample Prospect in Salesforce from Pardot email notification 

§  E-­‐mail	
  was	
  sent	
  on	
  May	
  1	
  and	
  this	
  prospect	
  opened	
  it	
  at	
  6:42	
  pm.	
  We	
  can	
  also	
  see	
  that	
  
he	
  visited	
  the	
  website	
  on	
  May	
  1,	
  May	
  3	
  and	
  May	
  12.	
  

§  We	
  can	
  manually	
  add	
  this	
  prospect	
  to	
  addi1onal	
  e-­‐mail	
  lists.	
  



  

DEMO	
  
Sample Prospect in Salesforce from Pardot email notification 

§  Manually	
  opt-­‐out	
  this	
  prospect	
  from	
  ALL	
  marke1ng	
  emails.	
  	
  
NOTE:	
  Please	
  be	
  careful	
  when	
  using	
  this	
  feature.	
  	
  

§  Send	
  this	
  prospect	
  an	
  email	
  directly	
  from	
  Salesforce.	
  



  

DEMO	
  
Benefits of Sending e-mails to prospect within Salesforce 

§  These	
  emails	
  with	
  be	
  tracked	
  through	
  Pardot,	
  so	
  all	
  ac1vi1es	
  will	
  be	
  noted	
  in	
  the	
  
prospect’s	
  history.	
  

§  Easy	
  access	
  to	
  “design	
  template”	
  emails	
  without	
  leaving	
  Salesforce	
  contact	
  view	
  

§  If	
  you	
  want	
  to	
  track	
  your	
  prospects,	
  all	
  Pardot	
  emails	
  include	
  a	
  unique	
  link	
  that	
  places	
  
a	
  cookie	
  on	
  the	
  prospect’s	
  machine.	
  If	
  there	
  were	
  any	
  ac1vi1es	
  the	
  prospect	
  
par1cipated	
  in	
  since	
  the	
  incep1on	
  of	
  Pardot	
  with	
  our	
  website	
  (April	
  24th,	
  2014)	
  this	
  will	
  
be	
  automa1cally	
  populated.	
  

	
  



  

DEMO	
  
Sending e-mails to prospect within Salesforce 

§  Drop	
  down	
  menu	
  of	
  templates	
  to	
  choose	
  from	
  

§  Automa1cally	
  populates	
  with	
  name	
  

§  Edit	
  as	
  you	
  like	
  and	
  send	
  without	
  leaving	
  the	
  Salesforce	
  prospect	
  window.	
  



  

Scoring	
  

Scores	
  –	
  This	
  is	
  based	
  off	
  the	
  audience’s	
  ac1ons,	
  which	
  helps	
  iden1fy	
  their	
  level	
  
of	
  interest	
  

§ Did	
  they	
  click	
  on	
  our	
  e-­‐mail	
  
§ What	
  product	
  pages	
  did	
  they	
  view	
  on	
  our	
  site	
  

§ How	
  much	
  1me	
  did	
  they	
  spend	
  on	
  our	
  site	
  

§ What	
  did	
  they	
  download	
  



  

Scoring	
  

§  Scoring	
  Criteria	
  Example:	
  
•  1	
  point	
  =	
  Page	
  click	
  
•  3	
  points	
  =	
  Click	
  on	
  a	
  program	
  link	
  in	
  e-­‐mail	
  
•  3	
  points	
  =	
  Click	
  on	
  e-­‐mail	
  contact	
  link	
  
•  2	
  points	
  =	
  Enter	
  site	
  through	
  Google	
  Search	
  

§  XYZ	
  receives	
  an	
  Umbrella	
  e-­‐mail	
  blast	
  gets	
  a	
  score	
  of	
  10	
  by	
  
doing	
  the	
  following:	
  
•  3	
  points	
  =	
  clicks	
  on	
  the	
  Program	
  Umbrella	
  for	
  Real	
  Estate	
  link	
  
in	
  the	
  e-­‐mail	
  

•  4	
  points	
  =	
  Visits	
  four	
  other	
  pages	
  on	
  our	
  site	
  	
  
•  3	
  points	
  =	
  Goes	
  back	
  to	
  the	
  e-­‐mail	
  and	
  clicks	
  on	
  the	
  e-­‐mail	
  
contact	
  link	
  



  

Scoring	
  

Client	
  XYZ	
  now	
  has:	
  
Score:	
  10	
  

	
  

This	
  would	
  be	
  placed	
  into	
  the	
  clients	
  record	
  and	
  a	
  no1fica1on	
  would	
  be	
  sent	
  to	
  
you,	
  lehng	
  you	
  know	
  of	
  his/her	
  recent	
  ac1vity	
  and	
  updated	
  score	
  

	
  

Based	
  off	
  that,	
  you	
  might	
  want	
  Client	
  XYZ	
  to	
  be	
  one	
  of	
  your	
  next	
  calls	
  



  

Score	
  
Increases	
  as	
  more	
  
acDvity	
  is	
  taken	
  

Pardot	
  Campaign	
  
First	
  touch	
  point	
  
with	
  markeDng	
  

efforts	
  

9 

Scoring	
  



  

Ac1vity	
  
Email,	
  form,	
  landing	
  
page,	
  browsing	
  
acDvity	
  and	
  much	
  

more!	
  

Type	
  
Specific	
  acDvity	
  

	
  
Campaign	
  

Pardot	
  campaign	
  
associated	
  with	
  acDvity	
  

Score	
  
Point	
  associated	
  with	
  

acDvity	
  
	
  

Date/Time	
  
When	
  the	
  acDvity	
  

occurred	
  

Scoring	
  



  

Program	
  Communica1on	
  Lists	
  

•  In Salesforce, we can provide you with the ability to add or 
remove your leads/contacts from our e-mail lists.  

•  Is this something you think is useful? 

SCREEN	
  SHOT	
  OF	
  OPT-­‐OUT	
  
CHECKBOX	
  



  

Guidelines	
  For	
  Contac1ng	
  Leads	
  

We	
  don’t	
  want	
  our	
  leads	
  or	
  contacts	
  to	
  think	
  we	
  are	
  spying	
  on	
  them	
  so	
  when	
  
contac1ng	
  someone	
  because	
  you	
  saw	
  they	
  were	
  on	
  our	
  web	
  site,	
  always	
  use	
  
discre1on!	
  

If	
  they	
  showed	
  interest	
  in	
  a	
  product	
  other	
  than	
  what	
  you	
  have	
  previously	
  
spoken	
  to	
  them	
  about,	
  steer	
  the	
  conversa1on	
  in	
  that	
  direc1on.	
  For	
  example:	
  
§  Do	
  any	
  of	
  your	
  clients	
  live	
  in	
  the	
  city?	
  	
  
§  Do	
  you	
  have	
  any	
  interest	
  in	
  environmental	
  protec1on	
  for	
  one	
  of	
  your	
  proper1es?	
  

§  Did	
  you	
  know	
  we	
  have	
  a	
  great	
  program	
  called	
  CREPE	
  that	
  has	
  compe11ve	
  rates	
  and	
  
terrific	
  coverage?	
  



  

Next	
  Steps	
  

•  We	
  will	
  set	
  you	
  up	
  as	
  users	
  in	
  Pardot	
  over	
  the	
  next	
  week.	
  

•  You	
  can	
  view	
  the	
  ac1vity	
  informa1on	
  tracked	
  by	
  Pardot	
  in	
  the	
  contact	
  level	
  
in	
  Salesforce.	
  	
  

•  You	
  will	
  be	
  receiving	
  a	
  daily	
  e-­‐mail	
  report	
  of	
  all	
  of	
  your	
  prospects’	
  ac1vi1es	
  
from	
  the	
  day	
  before.	
  



  

User	
  Sehngs	
  

• You	
  can	
  adjust	
  your	
  user	
  sehngs	
  as	
  needed:	
  
•  Selec1ng	
  Email	
  Alerts	
  and	
  Daily	
  Reports	
  
•  HTML/Text	
  Signatures	
  
•  Adding	
  More	
  User	
  Info	
  
•  Verifying	
  your	
  salesforce.com	
  Username	
  

SCREEN	
  SHOT	
  OF	
  DEFAULT	
  
SETTINGS	
  



  

Pardot	
  has	
  a	
  library	
  of	
  webinars	
  on	
  u1lizing	
  data	
  for	
  sales.	
  	
  

	
  

Any	
  Ques1ons?	
  

	
  

	
  

	
  

	
  

	
  

Ques1ons	
  


