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The Plezi’s Smart Campaign Plezi
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In B2B, the sales cycle is often long. Most of the leads you generate aren't ready to buy, so you need to nurture them with
content. This strateqy is called lead nurturing.

To deploy this strategy, workflows are often used. But workflows aren't really effective, and they're hard to maintain,
which is why we've developed the Smart Campaign.

r y [IEW ORI

Rather than letting you assume how your visitors will
behave on vyour site and in relation to your
communications, the Smart Campaign uses visitor data
to understand their interests, how far along they are in
the buying cycle, and what questions they have.

Based on this, the feature recommends content to
consult to help your prospects mature in their
purchasing decisions.

“It's as if every visitor to your site had a personal marketing
expert behind them, constantly sending them relevant
content based on their stage of buying consideration.”
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STEP 4
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Select and automatically send nurturing
emails
Depending on your prospects' interests,
their progress in the sales cycle and the
content they've already consulted.

Contact qualification
Each contact is qualified (progress in the
sales cycle, centers of interest, etc.)
according to their behavior on your site
and the content consulted.

Discover the performance
figures on the following page
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22% Openings 25%
2,4% Clics 3,9%
54 days Marketing qualification period 45 days

Number of unigue content shares: between 5 and 10 Unlimited, uncomplicated and always relevant to
on average previous readings and preferences
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Low Personalisation Strong
Important Time spent & complexity Weak
Difficult Updates Simple

Centralized, real-time optimization

Complex Performance analysis .
recommendations
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The Plezi’s Smart Compaign
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“Adding content to the Smart Campaign takes about four
times less time than setting up a workflow. We've saved 1
to 2 days a month.”

Mathilde Ginisty “l used to work in an agency, and I'd set up a lot of
Marketing et Communication workflows. | know that it takes a lot of time to

Manager at Budgetbox conceptualize, set up, and correct
if there are mistakes.

At Cikaba, we wanted simplicity and speed of
implementation. To have actions that are implemented
quickly and on which we can learn and adapt, the Smart

Campaign was an ideal choice!”
“For me, Smart Campaign is Plezi's strength and the reason

| chose the software. It's a real time-saver compared to

workflows.” w| Quentin Lavarenne
: Lead Generation & Marketing

Aude Mazaud Manager at Cikaba

Marketing Manager at Fidelio
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