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Prospect Data to Revenue
Å Director of Digital Marketing for Sokolove Law, the 

largest legal services advertiser in the US.

Å Interactive Manager for a business unit of 
Thomson Reuters focused legal services.

Å Digital Strategist for Christian Science Monitor. 

Å 4 years management consulting to CPG, high tech 
and state e-government initiatives.

Dave Wieneke

@usefularts

www.usefularts.us
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Everything we do leads to invoicing



Connecting B2B Marketing to 
Sales can be a Challenge

ÅCompany Relationships Longer than Human 
Lifespan

ÅConsidered Purchases + Long Sales Cycle

ÅComplex Value Proposition

ÅMarket and Non-Market Forces



¢ƘŜ aŀǊƪŜǘƛƴƎ CǳƴƴŜƭΩǎ IŀǊǾŜǎǘ 
Metric: Quad. Leads



TIME MATTERS!

TIME & INFO IS THE 

ERNEST MONEY OF 

ONLINE BUYERS.

Sinbadôs Second 

Law:

There is no vanity in 

comedy.

¢ƘŜ aŀǊƪŜǘƛƴƎ CǳƴƴŜƭΩǎ {ŜŜŘ 
Metric: Engagement



ROI Measurement is Now a 
Social Media Fetish



My Pedestrian Social Media Metric: 
List Growth + Engagement

ÅNecessary

ÅMeasurable

ÅDrives Sales



Tactics You Can Use Monday

ÅWake the dead.

ÅUse discounts to spot interest.

ÅChange behavior with offers.

ÅInvest in writing people read.

ÅPick a segment and keep ringing the bell.



Wake the Dead
>20k

Data Cleansing

44%

Bad Addresses

56%

Sets, twice daily for a week

40%

Opened

2%

Bounced

47% Did Nothing

-Offer no good

- Fear of spam

-Bad time of day

-Opened in error

- No interest

44%

Opted IN

9%

Opted Out

57%

Unopened

18%+

Opted IN



Prize & News in Five Sentences



Customize the News with 
Offers to Spot Interest

Win Back Inactive

Accounts



MY FAVORITE CALL TO ACTION IN A 
5h²b¢¦wbΥ άŀŎǘƛǾŀǘŜ ȅƻǳǊ ǎŀǾƛƴƎǎ ŎƻŘŜέ

Growth-ready

account



Layers of Innovation
INTEGRATION AUTOMATION OPTIMIZATION

{targeting} {action} {improvement}




