Understanding
Insights and Campaign
Performance



Reading CE Insights

Conversations received
by the contact, excluding
those that bounced

Conversations
which got initiated

|~ Performance'insights

Conversations with at least
one reply from the contact

Qualified conversations, excluding
human review

Conversations which were
opened by the contact

Conversations with more than
one reply from the contact, is
qualified, or in human review
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Campaign-Specific Results And Benchmarks

5205 2171 284 55 68 a 673 399 259 0 0

5605 93% 42% 5.5% 11% 1.3% 0.79% 1% 71% 4.6% 0% 0%

Started Reached Opened Responded Qualified Not interested Not interested now Unresponsive Bounced Canceled Paused Human review

1. Enrolled — how many email recipients have been enrolled into the campaign

2. Started — how many email recipients started in the campaign (may be less than enrolled because of domain limits)

3. Reached — % of email recipients who received the email (compared to those who have bounced) (Target 90%+)

4. Opened - email recipients who have opened at least 1 of the emails in the campaign (Target 40%+)

5. Responded - email recipients who have responded to 1 of the emails in the campaign (Target 2% - 10%+)

6. Qualified - email recipients who have expressed positive intent and we looped in a sales rep for a meeting (Target 0.2% - 1%+)
7. Not interested - email recipients who were not interested

8. Not Interested now - email recipients who were not interested now (time based)

9. Unresponsive - email recipients who go through the entire sequence of emails in the campaign without a single response

10.Bounced — email recipients who bounced (compared to Reached) (Target <10%+)

11.Canceled - email recipients who had their conversations manually cancelled

12.Paused - email recipients who had their conversations manually paused

13.Human review - email recipients who were pushed to human review for a human to take action on
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Campaign Performance: What to Consider

High Bounce Rate (Low Reached Rate)

Who is being enrolled? Is the data stale?
What is the data source?

How old are the email addresses?
Upsell for Sl data?

Low Open Rate

Can the subject line be improved (less "market-y")
A/B Test different subject lines

Add first name into the subject line

Keep it short <5 words

Low Response Rate

Is the copy too “marketing” sounding?
Body of email should have 50-150 words
Does it have a good call to action

Low Qualification Rate
Does the audience align with the campaign message?

Is the copy too “marketing” sounding?
s the CTA strong?
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