The welcome email is important since it's the first contact with the customer once
they've created their account. Key things to talk about - First, a welcome message to
the user. Second, state key value proposition. Third, celebrate the user's action and
adding a little social proof. Fourth, reiterate the cutcomes to expect. Finally, offer a

few next steps to start with the application.
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Documentation If everything goes well, perhaps it's not needed at all. But if we want to be sure that
— when users are really stuck, they can get the guidance they need - then product
decumentation is an important element of the onboarding process.

Configure automated mails for the end user so that he/she receives all the regular
—==p | updates, launching of new features/functionalities, information of system downtime

Sharing "aha" —
moment




OMNI-CHANNEL STRATEGY

‘Paid Marketing Campaigns - These Ads are focussed on creating awareness among the customers through
the desired channels viz. - Google Ads, Facebook Ads & Linkedin Ads
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Linkedin Ads

Ad Content : Each of these Ads will talk about key product benefits in quick
consumable content. These will be linked to the Product page which will talk
el el L
~forms that will enable the customers to raise request to more information.

The data associated with the leads becomes an
inherent part of the CRM..
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This phase involves nurturing the leads to an extent that will result in a purchase.
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Email marketing
campaign

Call the prospect

/ \ Give a demo

Mail Content : Product
brochure, customer
testimonial through a y Y
white paper/case study \
& product video links. To understand the

\ / operating model and
way DUIl can provide

Express Interest
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value through the y N
product ' Demo of the

| / application to explain
e . in detail the value

proposition of the
product with some key
\ success stories
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1 Offer demo credentials to the user to play with the product and note the
| feedback shared by the prospect. Create a product roadmap of the said
|
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features and share a time estimation on the same. /
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Purchase
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Retention ]
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Championing the
experience J




