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407% higher conversion rates (McKinsey,
2023). Yet, many B2B marketers struggle
with correctly distinguishing between
loyalty campaigns and engagement
campaigns, leading to suboptimal results.

This whitepaper offers a comprehensive
guide to implementing rule-based engines
within your CRM that automate campaign
classification, streamline operations, and
enhance customer engagement. [t's a
must-have to make data-driven decisions
and improve marketing performance.




Defining Parameters for Campaign Classification

Accurate classification is crucial for campaign success. Here’s how to define the key parameters:

Primary Objectives Content Focus
» Loyalty Campaigns aim to drive repeat purchases, p Loyalty Campaigns: Content revolves around
increase point redemption, and boost loyalty point-driven rewards, exclusive offers, and
program participation. tier-based benefits. Example: “Earn 500 points
» Engagement Campaigns focus on building when you spend $50 this weekend.”
emotional connections, increasing brand interaction, » Engagement Campaigns: Content emphasizes
and encouraging customer feedback. brand stories, product launches, events, and

customer feedback. Example: “Join our product

Tip: Set clear objectives af the launch event and share your thoughts.

campaign’s inception to guide

classification.

0 Tip: Align the content theme with

e . * the campaign’s core objective to

4 ensure accurate classification.




» Loyalty Campaign CTAs: Drive
transactional behavior with prompts like
"Redeem now," "Earn double points," or
"Upgrade your tier."

» Engagement Campaign CTAs: Encourage
interaction with phrases like "Explore our

story,” "Join the event,” or "Share
feedback."

Tip: Use CTAs as a clear

indicator of the campaign

type—transactional CTAs
indicate loyalty, while
intferactive CTAs suggest
engagement.




Building
Rule-Based
Enginesin

CRM
Systems

Automated Classification Framework:
Implement a rule-based logic system within your CRM that
uses key campaign elements—like incentives, target
audience, and triggers—to automatically classify

campaigns.

Example: Campaigns promoting point earning or
tier-based rewards are tagged as loyalty campaigns,
while those focused on events and surveys are labeled as
engagement campaigns.

Tip: Use predefined dropdown menus

for selecting campaign type, audience,
and incentives to ensure consistent

classification.




Dropdown Menus & Mandatory Fields:

— Incorporate dropdown menus and required fields
for easy selection and classification of
campaigns.

Validation Checks: Before finalizing a campaign,
run validation checks to ensure that content,

audience, and incentives align with the campaign
Type.

Tip: Automate error alerts for misclassified

campaigns to maintain accuracy.



Analyzing Campaign Performance

Metrics for Success

p Loyalty Campaign Metrics: Measure point

redemption

rates, repeat purchases, and tier

advancements to assess success.

» Engagement Campaign Metrics: Track open rates,

click-throug

N rates, survey completions, and event

attendance

o determine effectiveness.

Tip: Align metrics with campaign

objectives to ensure accurate

performance evaluation.

Dashboard Integration

Use real-time dashboards to analyze
loyalty and engagement campaign
performance side-by-side, enabling
comparative analysis.

o Implementing advanced analytics
2 o /o can increase marketing efficiency
by 20%. (Gartner, 2023).

Tip: Customize dashboards to highlight
key metrics for each campaign type,
allowing for deeper insights and faster

decision-making.




Case Study: Automated Campaign
Classification in Action

A mid-size retail company implemented a rule-based classification system
o o
Application - N

Rea I -Worl d within their CRM. The results were significant:
~
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and 257 307%

increase in loyalty rise in overall customer

Resu I.I.s program participation. engagement.
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How It Worked:

The company used automated logic to correctly tag campaigns, ensuring
that loyalty-driven offers reached program members, while
engagement-focused campaigns targeted the broader audience.




Challenges and Solutions

Data Accuracy
Use regular audits and validation checks to

p maintain data integrity.

Tip: Incorporate
System Integration ongoing support and
Implement phased rollouts to ensure smooth resources to address

p adoption. user concerns and

refine the system over
User Training time.
Provide hands-on training sessions for

p marketing tfeams to understand the new

classification system.



Conclusion

Integrating a rule-based classification system in your CRM isn’t just about better organization—it’s about
maximizing marketing efficiency, boosting customer engagement, and driving higher retention rates. By clearly
distinguishing between loyalty and engagement campaigns, marketing teams can deliver more relevant content,

improve conversion rates, and enhance the overall customer experience.

This playbook serves as a strategic roadmap for CRM and marketing leaders seeking to optimize their campaign

strategies and make informed, data-driven decisions.




Appendix: Decision Tree for Campaign Classification

Use this decision tree to guide campaign creators in classifying campaigns effectively:

» Does the campaign involve loyalty rewards or tier-based incentives?

Yes: Classify as a Loyalty Campaign.

p Isthe campaign focused on events, feedback, or brand stories?

Yes: Classify as an Engagement Campaign.




2000+ 9 55+
Brands Years Cities Col

DISCLAIMER

The presentations are created merely to guide the delive

eWards. The content includes indication about the product
content presented are free from any plagiarism and cop

copyright act.

& wwwmyewardscom  (&)+9198300 87676 info@myeward



https://calendly.com/aceewards/ewards-inquiry?month=2022-11
www.myewards.com
https://www.sejda.com/call/%2B919830087676
info@myewards.com
https://www.facebook.com/MyeWards/
https://www.instagram.com/myewards/
https://www.linkedin.com/company/myewards



