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Background :

Industry:

B2B/B2C/Channel: 

a.

b.
c.
d.

Goal/ Challenge:

Post 
Sales

5%

Lead 
Generation 

5%

Sales 
Engagement 

85%

Segmentation Using Dynamis Lists M|A|S's

a.
b.
c.

Tactical Philosophy:

M|A|S's
-

Recommended Tactics: 

Roofing Co. Leverages M|A|S
to Generate Leads from Current Customers
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B2B, Estimated Customers Per Segment B2C, Estimated Customers Per Segment

Specialized Campaigns to Target Consumers – 

M|A|S

a.

.

2. Targeted Marketing Communication Drip Campaigns - 

a.

b.

3. Proactive Sales Engagement with Lead Scoring and Notifications - M|A|S's

a.

b.

-
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covered repairs of small damages caused by storms. After storm season, they used rules-based auto-
mation to determine the users that did not opt in to storm coverage, and automatically send them 

b.

In the future...
M|A|S customer 

base through lead generation techniques and automating social media. 

M|A|S basic 

resources to the highest performing.

Segmented Drip Campaigns:

years

appointments.

roofs.

utomatically update customers as their 

a storm.

spending thousands of dollars on direct mail,
Analytics

Specialized Campaigns -
upsell the maintenance plan to segmented customers prior to storm season, 
and repairs after for those that did not opt in to the plan.

Sales Team Notifications and Alerts -

Lead Scoring -
ready to purchase a roof, and colder leads that need to be nurtured for 

Supports Other Tactics

All Segments

All Segments

All Segments

All Segments

Revenue

consider the 
criteria

up

up campaign

up, in addition to 
time for content
creation

creation

creation 

creation creation

content creation

content creation

content creation

creation

Revenues increased 
$589,825, a 13% lift due 
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