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About National Instruments
Å Leaders in Computer-based Measurement and 

Automation

Å Corporate headquarters in Austin, TX , established in 
1976

Å Revenue: $821M 2008 /$152M in Q2 2009

Å More than 5,000 employees; operations in 40+ 
countries 

ÅCƻǊǘǳƴŜΩǎ άмлл .Ŝǎǘ /ƻƳǇŀƴƛŜǎ ǘƻ ²ƻǊƪ CƻǊέ млǘƘ 
consecutive year



The Challenge

1. NI has over 6,000 part numbers

2. Sells to 30,000 companies in 90 countries

3. No industry represents more than 12% revenue

4. Our products are modular in nature, and the same 
product can be used to achieve different results

How do Sales & Marketing get insight into what 
prospects are interested in?  



About ni.com

1,000,000+ pages 9 languages
500,000 + monthly 
referring keywords

15+ 
implementations of 
faceted navigation

150+ custom page 
events, meta data 

and elements

Multiple functions: 
eCommerce, support, 
company information, 

support sales team

Hundreds of 
people creating 

content



Ideas

Web 
Visits

Recency and 
Frequency

(peoples visit 
history by date)

Engagement

(Score based on 
online activity)

Person/Page 
Details             

(logs of who visited 
what pages)

Essence

(Summary of Visits)

Prospectsô website behavior should give 
insight into their interests, engagement, etc.



What is Essence?

Maureen.thormann@ni.com

tpc 2512

tpc monitor

ni pxi 5142

5661

pxi-5142

labview hmi

touch panel

industrial touch panel

Essence Score

5.1

5.1

4.4

4.0

3.3

2.9

2.9

2.8

The central meaning or theme of a visit



Essence Opportunity
Known Web Visitors

(300,000 )

Leads 
(20,000)

Engage Sales
(4,400)

1,300 

Orders

Leads 
(20,000)

Engage Sales
(7,400)

2,220 

Orders

22%

30%

1%



How it works



Results from Essence

ÅDatabase Marketing received higher or 
equivalent results compared to Data 
Warehouse lists (where applicable)

ïMore marketing contacts earlier in the process

ÅSales identifies contacts in a specific areas

ïMore contacts less cold calling



Other Uses of Essence Data



The Web Analytics Solution 
Perspective
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Two uses of Web Analytics:
Aggregate and Individual Level

Data Warehouse Integration

Personalization

Campaign & Lead Management

Key Metrics
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