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Why Are We Here?
• Learning from Peers

– Share marketing best practices

– Provide real-world success stories

Greetings

#SharpTweet live with us

Who’s In The Audience
• SharpSpring Partner Agencies

• Agencies Considering SharpSpring

• In-House Marketing Professionals



Questions?
• Phone lines are muted

• Submit via:
• Chat Box

• Twitter: #SharpTweet or @SharpSpring 

Webinar Recording & Slides
•Emailed after webinar

Webinar Survey
•We need your feedback

________________________________

Upcoming SpringBoard Live –
Partners Only:
Email and List Tagging

February 19, 2016
11 a.m. – 11:30 p.m. EDT
8-8:30 a.m. PDT
4-4:30 p.m. BST

Bryan Tobin
Usability Manager
SharpSpring

Future Partner Presenters:
Email Nicole Levy at nicole@sharpspring.com

Housekeeping

#SharpTweet live with us



Joel Garland
MARKETING DIVISION LEADER| SharpSpring 
Joel is a triple graduate of the University of Florida, where he received his bachelor's 
degree, MBA, and law degree. In his current role as Marketing Division Leader, Joel is 
responsible for planning, developing, and implementing SharpSpring’s marketing 
strategies. 

#SharpTweet live with us

Dean Keipert
FOUNDER| 3sixtyinteractive
Dean Keipert is a founding partner of 3SixtyInteractive, a digital marketing agency based in 
Flint, Michigan. Dean’s profound expertise has helped him generate leads and drive sales 
for his clients around the world, and his in-depth knowledge of marketing automation 
makes him an expert in both executing marketing campaigns and promoting brand 
awareness on a broader scale.

Introductions



• How To Use Sales Data To Improve Marketing 
Automation Efforts

• Show The Value Of Converting Paid Audience To An 
Owned Audience

• Demonstrate How We Helped One Company Increase 
Revenue Per Sale By 15%

Today’s Goals



• How a single location retailer:

• Increased revenue per sale by 15%

• Increased conversions by 14%

• Increased total website related revenue by 94%

You’ll Learn



Who Does He Think He Is?

• Started agency in 1999 at 17
• Spartan for life
• Enjoy every aspect of helping 

customers find their audience 
online

• Wanted to be an architect until 
I was 16

• Hopefully this will be the only 
boring slide



• This is Sarah

• She wanted to generate 
more results from their 
website

• But she didn’t have time to 
put a lot of work into it as 
she had other 
responsibilities

You May Have Heard This One



• Get more people into their 
pipeline through coupon 
requests

• Increase quantity and 
quality of leads from the 
web

Client Goals (Flooring Retailer)



• Had to use paid to reach 
new audience

• Used social media and 
display ads

• Integrated overlay on 
website

Filling The Pipeline



Website Overlay



• Increased coupon requests by 48%

• Converted more people to an owned audience

Results



• To start they sent 2 emails.  1 right away and then 1 24 hours 
later.

• Setup tracking on the following:

• If a coupon was printed and when

• If a coupon was redeemed and when

• How much the sale was for a coupon

Beginning With MA



First Email



Second Email



• 60% of people who printed 
the coupon actually 
purchased

• On average, people 
purchased 9 days after 
requesting a coupon

What We Learned

Conversions
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Used



• Developed a series of 5 emails lasting 12 days

• Once a coupon is redeemed the campaign is stopped

• Discussed topics ranging from eco-friendly flooring to 
financing

Adjustments



First Email - Right Away



Second - 1 Day After



Third - 5 Days After



Fourth - 9 Days After



Fifth - 12 Days After



• Increased the conversion % 
to 68%

• Increased average revenue 
per sale by 15%

Results
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Revenue Per Sale



This all leads to a 94% increase in 
website related revenue

Results



Questions?



With SharpSpring:
Questions? 

Email sharpspring@sharpspring.com

Want to see more?  

Request a demo on www.sharpspring.com

SharpSpring 
Partners: 
Got a great success story?

Email ideas to nicole@sharpspring.com

With Dean:

Dean Keipert
Founder, 3sixtyinteractive

Phone: 810-593-0001

Email: deank@3sixtyinteractive.com

Web: www.3sixtyinteractive.com

#SharpTweet live with us

Continue The Conversation

With Joel:

Joel Garland
Marketing Division Leader,
SharpSpring

Email: joel@sharpspring.com

Web: www.sharpspring.com



Thank You.


