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CHAPTER 5: CAMPAIGNS AND SEGMENTATION

This chapter contains the following sections:

Introduction to Campaigns and Segments

Setting Up Campaigns

Creating Campaigns

Creating Segments

Creating Interactions for Segments

Creating Segments by Reusing Logged Segments
Creating Segments by Reusing Saved Segments
Campaign Pricing

Campaign Statistics

Exercises
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Introduction to Campaigns and Segments

In the Sales & Marketing application area, you can create campaigns and set up
segments of your contacts for mailings and other types of interactions. You can
use these features to create and keep track of mass mailings and other
interactions in connection with your sales and marketing activities.

Campaigns

A campaign can be any sort of activity that involves a number of contacts. It
could be anything from sending out catalogs and special offers to organizing a
special event (in which case the contacts might be both vendors and customers).
You can record contact responses to campaigns as interactions.

There is a statistics window for each campaign that provides information about
the costs and success rates of the campaign.

Segments

Segments are groups of contacts that you create using filters. You can create
segments for use with campaigns or for other purposes. You use segments to
create interactions, such as mailings, and to view statistics about your sales and
marketing activities for that segment of your contacts.

If the interaction is a fax or an e-mail, you can have the program automatically
send these to the contacts in the segment. If the interaction is a letter, you can

have the program print the letters and mailing labels for the letters. Whichever
type of interaction you choose, it is registered as an interaction for the contact.

Once you have created a segment, you can reuse the actual group of contacts or
you can reuse the segment criteria to create a new segment based on the same
criteria.

Setting Up Campaigns

Before you can use your campaigns, you must set up campaign status codes. You
can use these codes to manage your campaigns by assigning a status to the
campaign. As you work through the stages of the campaign, you and other users
of the program can quickly see which step a campaign is at and which step is
coming next.
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Setting Up Campaign Status Codes

To set up campaign status codes, follow this procedure:

1. Click SALES & MARKETING—MARKETING—SETUP—CAMPAIGN—
CAMPAIGN STATUS. The Campaign Status window appears:

B Campaign Status |g@| IEJ

Code Description
C p[1PLAN Planned
| 2-AFP Approved
|3MIT Initiated

|45cH  Scheduled
|SSTART  Started
| 9-DONE Done

JE: >

Click F3 to add a new line.
In the Code field, enter a code for the campaign status.

In the Description field, enter a description of the campaign status.

A

Repeat the procedure for each campaign status you want to set up.

Creating Campaigns

You can view general information about your campaigns on the campaign card.
You create a campaign card for each campaign that you want to keep track of.
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Creating Campaigns
To record a new campaign in the program, follow this procedure:

1. Click SALES & MARKETING—MARKETING—CAMPAIGNS. The campaign
card appears:
& CP1001 Increase sale - Campaign Card
(General |I_nv2c|ng :
Salesperson Code ., . . . |DC _|E|I|
| Last Date Modified . . . ‘
| Ackivated, . ..
StartingDate . . . . . @I@\ |
EndingDate. . . . . . . ’_Tlﬂ‘t_ﬁ1
Campaign v] l Functions v] [ Help ]
2. Press F3 to create a new campaign.
3. Inthe No. field, press ENTER. The program automatically enters the
next available number in the number series for campaigns.
4. In the Description field, enter a description of the campaign.
5. Click the AssistButton to the right of the Status Code field. The
Campaign Status window appears.
B Campaign Status
== Code Description
| b|1-PLAN Planned
|_| 2-APP Approved
| |aIMIT Initiated
| |4-5cH Scheduled
| |5-5TART  Started
| |9-DOME  Done
-
-
—
||
|l >
6. Select the appropriate status code, and click OK.
7. In the Stating Date field, enter today’s date.
8. In the Salesperson Code field, enter the responsible salesperson.
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Creating Interactions Linked to Campaigns

After you have created a campaign, you can record interactions for that
campaign. You can create interactions involving a contact and that are linked to
the campaign using the Create Interaction wizard. For information on using this
wizard, see “Using the Create Interaction Wizard.”

Entering Campaign Information in the Create Interaction
Wizard

You can enter information about the campaign that an interaction is linked to on
the last page of the wizard. You can select which campaign the interaction is
linked to, specify if the contact is a target contact for the campaign, and specify if
the interaction records the response to the selected campaign.

To enter information about the campaign, follow this procedure:

1. On the contact card, click Create Interact. The Create Interaction
wizard appears.

2. Fill in the mandatory and any relevant optional fields of the wizard.
On the last page of the wizard, click the AssistButton to the right of
the Campaign No. field.

3. Select the campaign that the interaction is linked to and click OK.

= CT000008 New Concepts Furniture CT100152 Belinda Newma... IZ]E|E|

The Following fields are optional.

tor

E3]

[] This cantact is being targeted as part of a campaign.

|:| This interaction is a response to a campaign.

Hes: = [ Firish ] [ Cancel ]

If the contact is part of the target group for the campaign, place a
check mark in the Campaign Target field.

4. If the interaction is a response to the campaign, place a check mark
in the Campaign Response field.

5. Click Finish.
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When you click Finish, the program automatically updates the Interaction Log
Entries window for the contact and enters a new entry in the Campaign Entries
window for the relevant campaign.

Viewing the Interaction in the Campaign Entries Window

You can see this interaction in the Campaign Entries window for the relevant
campaign.

To open the Campaign Entries window, click SALES & MARKETING—
MARKETING—CAMPAIGNS. Find the campaign card for the campaign and click
CAMPAIGN—ENTRIES. The Campaign Entries window appears.

E= CP1004 Spring offer - Campaign Entries |Z“EIEJ
_____ Enkry Mo, | C.. Date Description Cosk (LCY) Duration (Min.3 | ko .
|_b_i 1 25-01-01 iInteractions 8,00 a0
|
||
||
L
|
|
;——..

-
||
L€ Ll
[ Enkry v] [anctinns v] [ Help ]

To see the interaction log entry linked to the campaign entry, select the campaign
entry, and then click ENTRY—INTERACTION LOG ENTRIES.

The Interaction Log Entries window appears.

EE Interaction Log Entries

At Interaction Contact Cost Duration | Salesper... Campaign
_ Can. Failed Date Templat.., Descripkion Attachment Mo, Ev.o (LCYY | {Min ) Code Mo, Entry I
| 25-01-01 BUS Discuss advert design For sprin... Yes CT100152 8,00 30 IR CP1004

Contact Name Contact Company Name

Belinda Mewman New Concepts Furniture

Entry  v| [Functions w| [ show | [crestelnteract] [ Help |

Changing the Status of the Campaign

Once your campaign is under way, you must modify the status of the campaign.
You can do this directly on the campaign card.
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To modify the status of the campaign, follow this procedure:

1. Click SALES & MARKETING—MARKETING—CAMPAIGNS.

2. On the campaign card, click the AssistButton to the right of the

Status Code field.
3. Inthe Campaign Status window, select the appropriate option and
click OK.
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Test Your Skills — Creating an Interaction Linked to a
Campaign
Scenario: As part of the Increase Sales campaign, you are planning to hold a
press conference at the Hotel Continental to present a new product. You have an
initial meeting at the hotel that goes well and you book their conference room.

Record this meeting as an interaction linked to the Increase Sales campaign.

When you have created the interaction, the last window of the Create Interaction
wizard will look like this:

B8 CT000024 Nieuwe Zandpoort NV CT100215 Kenneth Cools - Cr.... [ |[E]3X]

The Fallowing Fields are optional,

‘what campaian is the interaction linked ta?
|Increase sale E3]

[ This contact is being targeted as part of a campaign.

i‘l’his interaction is a response ko a campaign. |

MEsxk = Firish ] [ Cancel
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Creating Segments

You can create segments, for example, if you want to select a group of contacts
according to specific criteria, such as the industry the contacts belong to, your
business relation with the contact, the interactions you have had with the contact,
and so on.

You can, for example, create a segment to select the contacts you want to target
with a campaign.

There are two steps in creating a segment in the program: entering general
information about the segment and selecting the contacts to be included within
the segment.

Entering General Information

Before you can select the contacts within the segment, you must create the
segment in the program. To do this, follow this procedure:

1. Click SALES & MARKETING—MARKETING—SEGMENTS. The Segment
window appears.

B8 SM00004 Target for Spring Offer - Segment

General E.interacéion .Campaign
D A S o004 = DALEe SRR b ) [ 250101
Description . . . . . .. lTargetfor-_Spﬁng_OFfer_ o _._; Mo, of Lines. & + . .+ o
SalespersonCode. .« MD_ [#]) Mo, of Criteria Actions . . o
Conktact Co
_No. T.. Contack Corpany Mame Contack Name Drescripion
[+
s >
Segment v] [Fgﬂctiuns v] [ Log ] [ Brink v] [ Help ]

2. Press F3 to create a new segment.

3. Inthe No. field, press ENTER to have the program automatically enter
the next available segment number.

4. In the Description field, enter a description of the segment.

5. Inthe Salesperson Code field, enter the responsible salesperson.
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Selecting Contacts for the Segment

After entering general information about the segment, you must select the

contacts to be included in the segment. You can use a variety of criteria to select
contacts. For example, you can select contact persons working at a customer site
or prospective customer site who are responsible for purchases at their company.

You use filters to add contacts according to, for example, the job responsibility of
the contact person or the business relation or industry of the contact company.
Once you have added contacts, you can then remove contacts using other filters,
such as mailing groups or another filter not used previously.

Example: Adding Contacts to the Segment

To select the contact persons whom, for example, have the business relation
Customer and are responsible for purchases, follow this procedure:

1. Inthe Segment window, click FUNCTIONS—SEGMENT—WIZARD. The
Segment Wizard appears.

= SM00004 Target for, Spring Offer - Segment Wizard |Z||E”g|

This wizard helps you to segment vour contacts. It uses the
most corman criteria For defining segrents.

If wou want to define your segment using other criceria, vou
can do this in the Segment window by clicking Functions,
Segment, and then Add Contacts or Remove Contacts.

Do you wank bo:
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2. Select the option Add Contacts, and click Next. The second page of

the wizard appears:

= SM00004 Target for Spring Offer - Segment Wizard

=1
Select the criteria in any of the following pages to define which

contacks you want to add ko your segment,

Business relations

st @l
Salespersons
%1

Industry groups

Iailing groups

R 3]

Job Responsibilities_

PURCHASE]

[

< Back, ][ Mext = ] I Finish ] [ Cancel ]

3. Click the AssistButton to the right of the relevant criteria, in this
example the Business Relation field, select Customer, and click

OK.

4. Click the AssistButton to the right of the Job Responsibilities field.
Select the job responsibility Purchase, and click OK.

5. Click Finish.

The Segment window now looks like this:

B8 SM00004 Target for Spring Of

fer - Segment

.
D R B SMO0D04 &= Dats ety e 25-01-01
Description . . . . . .. [Target for Spring Offer T e e [ 26
Salesperson Codz. . . . |k E3] Mo, of Criteria Actions . . | 1
Contack L
Mo, T.. Conkact Company Mame Conkack Name Description
CT100202 Afrifield Carporation Janice Galvin Target For Spring Offer =\
CT100189 Bilabankinn Ragnar Eirksson Target For Spring Offer T
| CTi00232 Candoxy Konkor &)5 Ingelise Lang Target for Spring Offer
CT100172 Englunds Kontarsmibler A8 Britta Siman Target For Spring Offer o |
8 J 2
Seqgment v] [ Functions v] [ Log ] [ Print v] [ Help ]

In the No. of Lines field, the program has automatically entered the
number of contacts selected according to your criteria.

Microsoft Official Training Materials for Microsoft Dynamics ™

Page

Your use of this content is subject to your current services agreement

123



Microsoft Navision Relationship Management

Test Your Skills — Creating a Segment
Scenario: This year at Cronus, you have decided to sponsor the biggest national
golf tournament and would like to invite some of your contacts to attend this

event.

Create a segment with contacts that are members of the press.
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Removing Contacts from the Segment

Once you have added contacts to your segment, you can also remove contacts
using other criteria. For example, you could remove all contacts in a specific
mailing group or those on a certain organizational level. If you have made a
mistake and want to remove an entire group that you added previously, then you
can use the same criteria to remove the contacts as when you added them to the
segment.

To remove contacts from a segment, follow this procedure:

1. In the Segment window, click FUNCTIONS—SEGMENT—WIZARD.

2. On the first page of the wizard, select the option Remove Contacts,
and click Next.

3. On the second page of the wizard, select Reduce your segment, and
click Next.

- £ SM00005 Golf Tournament - Segment Wizard IZ”E”Z|

‘You have chosen to remove contacts Fram your segment., You
can do this in bwo ways,

Do you wank kot

{define the contacts you want to remowe from wour
segment)

OReFine Your segrnent

{define the contacts vou want to keep in your segment)

T T | T

4. On the next pages of the wizard, click the AssistButton to the right
of the criteria you want to use, for example, the Country field.
Select the relevant country, and click OK.

5. Click Finish.
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After you have reduced your segment by excluding, for example,
contacts from GB, your Segment window could look like this:

B8 SM00005 Golf Tournament - Segment

General E.iﬁteracéion .C.ampaign |

DA A s [Smoo00s [m] DAL SRk [ 250101
Description . . . . . .. |@olf Tournament _ Ienseplinessan s g
Salesperson Code. . .+ |DC Mo, of Criteria Actions , . | ]

Contack &
_____ Mo, T.. Conkack Company Name Conkack Name Description
L_}J m UpTownSvea Anna Lidman Golf Tournament -~
| |CT200026 UpTownSvea Eenjamin . Willet Golf Tournament
—
| |CTz00034 UpTown3vea Eirgitte Vestphael Golf Tournament
—
| |cT200043 UpTownSvea Jens Toft Golf Tournament ~
— ¥
L |« #
Segment v] [ Functions v] [ Log ] [ Print v] [ Help ]

The Go Back Function

If for some reason you need to reverse the addition or removal of a group of
contacts from a segment, you can do this with the Go Back function. The
program allows you to undo your segmentation actions.

To add contacts you have just removed, go to the Segment window and click
FUNCTIONS—SEGMENT—GO BACK.

The program automatically replaces the contacts that you have removed.

Saving Segmentation Criteria

You can save your segmentation criteria so that you can reuse the segment for
other campaigns and interactions.

To save the segmentation criteria that you have defined, follow this procedure:

1. In the Segment window, click FUNCTIONS—SEGMENT—SAVE CRITERIA.
The Save Segment Criteria window appears.

&5 Save Segment Criteria

Code et s sEcchmoz |
Descripkion . . . . . :-Ess Group ko GDETDumaLnent
[ oK ] [ Caricel ] [ Help ]

2. Inthe Code field, enter a code for the segment criteria.

3. Inthe Description field, enter a description of the segment criteria.
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4. Click OK.

Linking Segments to Campaigns

You can link segments to specific campaigns. To do this, follow this procedure:

1. In the Segment window, on the Campaign tab, click the
AssistButton to the right of the Campaign No. field. Select the
relevant campaign and click OK.

2. Ifthe segment is the target of the campaign, click to insert a check
mark in the Campaign Target ficld.

Creating Interactions for Segments

You can create interactions for all the contacts within a segment. You can do this
directly from the Segment window. In the Segment window, on the Interaction
tab, you can specify interaction-related information. You can, for example, select
an interaction template and an attachment that will be applied to all the contacts
within the segment.

Entering Interaction Information for a Segment

To enter information related to an interaction for a segment, follow this
procedure:

1. Inthe Segment window, click the Interaction tab.

2. Click the AssistButton to the right of the Interaction Template
Code field. Select the relevant interaction template and click OK.

When you leave the Interaction Template Code field, the following
message appears:

Microsoft Business Solutions-MNavision

P ¥ou have modified Interaction Template Code.

Do wou want ko update the seament lines with the same Interaction Template Code?

[ e l [ Mo ]

3. Because you want to send the attachment to all the contacts, click
Yes.

The program automatically applies the interaction template to all the contacts
within the segment.

The program uses the information defined for the interaction template in the
Interaction Template window to fill in the different fields on the Campaign tab.
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The Interaction tab looks like this:

B8 SM00004 Target for Spring Offer, - Segment

Conkack
Mo
» | CT100163
| |cTiooi4s

|cTio0148

| |cTiooi4s

(IES

'.G.enerai.é Inkerackion :.C.a.mpéi.gn i

Interaction Template ... |

I Attachment .,
Ignore Contact Corres...

B

Language Code (Default)

Information Flow . . . .
Initiated By . . . . . . .

Subject (Defaulty . ., L |

| Unit Cosk (LCYy L L

..... Yes  [w)

Correspondence Type ... |Hard Copy =]

Unit Duration {Min.) . . .
Send Word Docs, as A, []

Cor Sale:
Type  Contact Company Mame Conkact Name Drescripkion Code
Har... Lowvaina Contractors Dioris Hartwig Target For Spring Offer MDA
Har... Marsholm Karmskol Michael Lund Target For Spring Offer MO
Har... Meersen Meubelen IManica Brink Target For Spring Offer M
Har... Michael Feit - Mabelhaus Christian Kleinerman Target For Spring Offer MD %
| b
[ Seqgrnent v] [ Functions v] [ Log ] [ Prink v] [ Help ]
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Test Your Skills — Sending a Letter to a Segment

Scenario: Send a letter to the segment you created earlier, using the Business
Letter interaction template.
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Personalizing an Interaction for One Contact

You can personalize an interaction for one contact in a segment, for example, by
adding a sentence to a letter.

To do this, follow this procedure:

1. In the Segment window, find the line with the relevant contact.
2. On this line, in the Attachment field, click the AssistButton.

The program launches Microsoft® Word and opens the letter for the contact.

3. Add the personalized text to the letter.
4. Close the Microsoft Word document.

5. Confirm the subsequent message.

Microsoft Business Solutions-Mawvision

»-..? Impoart attachrent SMO0004 Targek For Spring OFfer?

The program automatically enters Unique in the Attachment field to
show that the attachment is personalized.

i SM00004 Target for Spring Offer - Segment

GEI‘IEF&[ Interaction 'Eampai;;rl-

Interaction Template ... iBUSiH‘I Information Flow . . . . @Eﬂ}
Language Code (Default) | - ji; Initiated By . . . . ... \_U;s — _7@
Subject (Default) . . . | ] unibCost@Le) . L [ 8,00
Attachment. . . . .. . Ves [ Unit Duration (Min . . . | T
Ignore Contack Corres, ., Send Word Docs, as A, []

Correspondence Type ... :Hﬂ Copy E_I]

rraction | Language Campaign
| _|plat..‘ Code Subject E.. Cost(LCV) Duration {Min.)  Target Attachment
| ‘ 8,00 30 Inherited el
[ | 8,00 30 Inherited
D iw o T
[ | 8,00 30 Inherited v
L = £
[ Seament v] [anct\ons v] [ Log ] [ Prink v] [ Help ]

Printing Segment Labels

In order to send letters, you can print labels with the names and addresses of the
contacts within the segment. To do this, follow this procedure:
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1. Inthe Segment window, click PRINT—LABELS. The Segment - Labels
window appears.

H Segment - Labels
| Options

| Farmat
|

()36 % 105 mm ¢2 columns)
(57 % 105 mm €2 columns)

[ Print... ] [ Prewvisw ][ Cancel ] [ Help

2. The program automatically selects the option 36 x 70 mm (3
columns). Select other dimensions if necessary.

3. Click Print.
4. Inthe Segment - Labels - Print window, check the printer settings

and click OK.

Printing Letters

You can print letters created as interactions and have them recorded in the
program. Follow this procedure:

1. In the Segment window, click Log. The Log Segment window
appears.

2% Log Segment

| Options

Send Attachments, . . . ¥ |
Create Follow-up Seg... []

[ oK ] [ Cancel ] [ Help ]

The program enters a check mark in the Send Attachments field by
default.

2. As you want the program to print the letters, leave the check mark in
the Send Attachments field.

3. Click OK.
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The program automatically prints the letters, and logs the segment. Because the
segment has been logged, you will not be able to find it in the Segment window
any longer.

The program has automatically recorded an interaction for each of the contacts
within the segment and has created an entry for the campaign.

Viewing Interaction Log Entries Linked to the Segment

You may need to view an interaction (such as a fax or a letter) that has been sent,
for example, if the contact calls you about the interaction, and you do not
remember the details. To view the interaction again, follow this procedure:

1. Click SALES & MARKETING—MARKETING—CONTACTS.

2. Find the contact card for the contact, and click CONTACTS—
INTERACTION LOG ENTRIES. The Interaction Log Entries window for
the contact appears.

B8 CTO00037 EXPORTLES d.o0.0. CT100195 Elizabeth Keyser - Interaction Log Entries

att.. Interaction Contact Cost | Duration | Salesper.. Campsign E..
Can... Faled Date Templat... | Description Attachment No. Ev.. (LCY)  (Min) | Code o, Mo, C..
» 25-01-01 BUS Target For Spring Offer Ves CT100155 5,00 30 MD CPLOD4 9

Contact Name Conkact Company Mame
Elizsbeth Keyser EXPORTLES doo,

Entry ) [Functions w| [ show | [CresteInteract] [ Help

3. On the line with the relevant interaction, click the AssistButton to
the right of the Attachment field.

The program automatically launches Microsoft Word and opens the interaction.

Viewing Campaign Entries Linked to the Segment

When you logged the segment, the program automatically created a campaign
entry for the campaign. You can view this in the Campaign Entries window for
the campaign.
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Click SALES & MARKETING—MARKETING—CAMPAIGNS. Find the campaign card for

the campaign and click CAMPAIGN—ENTRIES. The Campaign Entries window
appears:

Ent... Ca...

—_— = . = h. o |
B8 CP1004 Spring offer - Campaign Entries IL'[E”‘E'
Date Description Cosk (L) Duration... Mo, of Inter...
25-01-01 Interactions g,00 1

25-01-01 Target for Spring Offer 208,00

Entry v] [anctions v] [ Help

You can see the cost of the interaction and how many contacts you sent it to.

Creating Segments by Reusing Logged Segments

You can save time by creating segments from segments that have already been
logged, instead of starting from the beginning. For example, you might want to
create a segment similar to an existing segment, except for certain contacts. To
create a segment by reusing a logged segment, follow this procedure:

1.
2.

Click SALES & MARKETING—MARKETING—SEGMENTS.

In the Segment window, place the cursor in one of the fields in the
header and press F3.

In the No. field, press ENTER to have the program automatically enter
the next available segment number.

In the Description field, enter a description of the new segment.

In the Salesperson Code field, enter the desired salesperson code.

Click FUNCTIONS—SEGMENT—REUSE—LOGGED SEGMENT. The Logged
Segments window appears.

E= Logged Segments

Enkry Mo, Creation,.,  User ID Seqgment. ., Description Mo, of In... Mo, of C...
: 1 19-03-03 SMO0004  Target For Spring Offer 26 1
]
]
[ oK | [ concel | [toageds.. w] [Functions | | Help ]
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7. Select the line with the relevant logged segment, and click OK.

The program automatically fills in the lines of the Segment window with the
contacts contained in the logged segment.

Now, you can manually remove any contacts that you do not want included in the
new segment. To remove a contact, in the Segment window, select the line with
the contact to be deleted and press F4. Then confirm the subsequent message.

Repeat this procedure to remove any other unwanted contacts from the segment.

In the No. of Lines field, you can see the new number of contacts in the segment.

Recording Interactions

You can record interactions for an entire segment. If you are conducting a sales
campaign, for example, and a large number of contacts have responded to your
initial interaction, it is practical to set up a segment for the contacts that have
responded, and then create their responses as interactions all at once, instead of
creating an interaction for each contact individually.

Follow this procedure:

1. Inthe Segment window, click the Interaction tab.
2. In the Interaction Template Code ficld, click the AssistButton.

There is no interaction template for recording responses to
campaigns. You can create one:

3. In the Interaction Templates window, press F3.

4. Inthe Code field, enter RESP, and in the Description field, enter
Campaign Responses.

5. Click OK.
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6. Select the appropriate interaction template in the Interaction
Template Code field. The following message appears:

wicrosoft Business Solutions-Navision

<P ou have modified Interaction Template Code.

Do wou want to update the segment lines with the same Interaction Template Code?

7. Confirm this message.

Entering Campaign Responses

To specify that these contacts have responded to the campaign, follow this
procedure:

1. On the Campaign tab, in the Campaign No. field, click the
AssistButton.

2. Select the appropriate campaign and click OK.

3. Leave the Campaign No. field, and confirm the subsequent
message.

Microsoft Business Solutions-MNavision

P ou have modified Campaign Mo.,

Do wou want to update the segment lines with the same Interaction Template Code?

I Yes l [ Mo l

4. In the Campaign Response field, insert a check mark, and confirm
the subsequent message.

Logging the Segment

To log the segment and record the interactions, follow this procedure:
1. Click Log.
2. Inthe Log Segment window, click OK.

3. Confirm the subsequent message.
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Viewing Campaign Information

When you log the segment, the program automatically creates an entry for the
campaign to record this action. You can view it in the Campaign Entries window
for the campaign.

E8 CP1004 Spring offer - Campaign Entries E|E]EJ

.. Date Description Cosk (LCY) Duration. .. | Mo, of Inter...

25-01-01 Interactions
25-01-01 Target For Spring Offer

Entry v] [anctions v] [ Help

Creating Segments by Reusing Saved Segment Criteria

You can use saved segmentation criteria to create new segments. Follow this

procedure:

1.
2.

Click SALES & MARKETING—MARKETING—SEGMENTS.
Place the cursor in the header of the Segment window and press F3.

In the No. field, press ENTER to have the program automatically enter
the next available segment number.

In the Description field, enter a description of your new segment.

In the Salesperson Code field, enter the relevant salesperson code.
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6. Click FUNCTIONS—SEGMENT—REUSE—SAVED CRITERIA. The Saved
Segment Criteria List window appears.

B Saved Segment Criteria List

Descripkion
: Press Group to Golf Tournament

l Ok | [ cancel | [ criteria w] [ Help |

7. Select the desired saved segment criteria and click OK.

The program automatically fills in the lines of the Segment window with all the
contacts currently fulfilling the defined criteria.

Campaign Pricing

Companies operating in price-sensitive markets with diverse customer bases
often need to set up promotional campaigns offering items at special prices for
targeted segments of the market. The campaign pricing functionality greatly
facilitates this process. It offers two different ways of setting up a promotional
price campaign: Using fixed sales prices (see “Creating Sales Prices for a
Campaign” below) and using discount percentages (see “Creating Sales Line
Discounts for a Campaign” below).

Creating Sales Prices for a Campaign

When you have set up your campaign, decided what segments you want the
campaign to cover, and set the Starting Date and Ending Date for the campaign,
you register the sales prices for the individual items on the lines in the Sales
Prices window.
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To create sales prices for a campaign, follow this procedure:

1. Click SALES & MARKETING—MARKETING—CAMPAIGNS, browse to the
relevant campaign, and then click CAMPAIGN—SALES PRICES. The
Sales Prices window appears.

B8 Campaign CP0002 Loadspeaker Promotion - Sales Prices

General dpt‘ions
Sales Type Filter. . . . . ;_Cam_gaign IZI Itemn Mo, Filker, . . o |I|
Sales Code Fileer . . . CPDDDZ I Starting Date Fiter . . ]

Sales Type | Sales Code | Item Mo, Unik of M... | Minimurn Qua... Unit Price Starting ... Ending Dake
| »|campaion cpoonz LS5 10,00| 30,00 01-02-01 280201

2. The Sales Type Filter field will be filled in with Campaign, and the
Sales Code Filter field will contain the campaign number. As the
campaign will cover the period defined on the campaign card for all
items with sales prices, you cannot change the starting and ending
dates on the individual lines. The program transfers the values from
the Starting and Ending date fields on the campaign card to the
lines in the Sales Prices window.

3. Fill in the fields on the lines with the Item No., the Unit of Measure,
and the Unit Price to be campaigned. You can also show the Variant
Code column and specify the Variant Code if there are several
variants of the item.

4. If the customer has to purchase a minimum quantity in order to
obtain the campaign price, fill in the Minimum Quantity field.

5. Using the Show Column facility, you can also specify the Currency
Code and indicate whether a line discount and invoice discount
should be allowed.

Repeat steps 3-5 for every item for which you want to create a Sales Price.

Creating Sales Line Discounts for a Campaign

When you have set up your campaign, decided what segments you want the
campaign to cover, and set the Starting and Ending Date, you register the
discount % that the customer will receive on the individual items on the lines in
the Sales Line Discounts window.
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To create sales line discounts for a campaign, follow this procedure:

1. Click SALES & MARKETING—MARKETING—CAMPAIGNS, browse to the
relevant campaign, and then click CAMPAIGN—SALES LINE DISCOUNTS.
The Sales Line Discounts window appears.

EE Campaign CPO002 Loadspeaker Promotion - Sales Prices

General O‘pt‘\‘ons

Sales Type Fiker, . . . |Campaign lzl. Ttem Mo, Filter, . . . o | 3
Sales Code Filker . . . . CPDDDZ EI Starting Date Fiker . . . 1

| Sales Type  Sales Cods | Ttem Mo, Unit of M. .. | Minimum Qua... Unit Price Starting ... Ending Date
| »|Campagn cPODDZ LSS 10,00] 50,00 01-02:01 250201

2. The Sales Type Filter field will be filled in with Campaign, and the
Sales Code Filter field will contain the campaign number. As the
campaign will cover the period defined on the campaign card for all
items with sales prices, you cannot change the starting and ending
dates on the individual lines. The program transfers the values from
the Starting and Ending date fields on the campaign card to the
lines in the Sales Prices window.

3. Fill in the fields on the lines with the Item Type (item or item
discount group), the Item Code (this can be either the item number or
the item discount group code), the Unit of Measure, and the Line
Discount %. You can also show the Variant Code column and
specify the Variant Code if there are several variants of the item.

4. If the customer needs to purchase a minimum quantity in order to
obtain the campaign discount %, fill in the Minimum Quantity
field.

5. Using the Show Column facility, you can also specify the Currency
Code.

Repeat steps 3-5 for every item for which you want to create a Sales Line
Discount.

Activating/Deactivating Sales Prices and Line Discounts
in a Campaign
When you have set up the sales prices and/or line discounts and specified the

segments on the campaign card, you must activate them to allow the campaign
prices/discounts to be reflected on the lines.

To activate sales prices/line discounts in a campaign, follow this procedure:
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1. Click SALES & MARKETING—MARKETING—CAMPAIGNS, browse to the
relevant campaign, and then click CAMPAIGN—SEGMENTS.

2. On the Campaign tab, place a check mark in the Campaign Target
field.

B SM00002 Loadspeaker Promotion - Segment

General | fnLaractiunf Campaign

Campaign Mo, . . . . . | S 3]}

Campaign Description . . Loadspeaker Promation

Campaign Target . . . .

Campaign Response, . . D

Contack Ly
= Ma. T.. Contact Company Mame Contact Mame Description
| »|cTioot4s Meersen Meubelen IMonica Brink. Loadspeaker Promotion
L' CTLO00152 New Concepts Furniture Belinda Mewman Loadspeaker Promaotion
| |cTzooo09 wioonbouleward Kukenbrouwer — Michael Devoe Loadspeaker Promotion
—
-
(E: >
[ Seqgrent v] [anctions v] [ Lag ] [ Print v] [ Help ]

3. Close the Segment window.

4. On the campaign card, click FUNCTIONS—ACTIVATE SALES PRICES/LINE
DISCOUNTS. A check mark appears in the Activated field.

EE CPO002 Loadspeaker Promotion - Campaign Card

General | Invoicing

NGRS e Y EC-PDEDZ_ il I-:_II zJ Salesperson Code, . .. e ]

Description » . . . . . . |Loadspeaker Promotion | LastDate Modified . . .

Status Code - EI' Activated, . .
Starting Date
EndingDate, . . . . ..
Campaign v] ngnctans v] l Help

NOTE: In order to activate the sales prices/line discounts, the Campaign Target field
on the Segment card must contain a check mark. If the sales prices/line discounts
cover all the contacts in the segment, place a check mark in the Campaign Target field
on the Campaign tab of the Segment card. If the sales prices/line discounts are not to
be offered to all the contacts in the segment, you can remove the check mark from the
Campaign Target field for the lines in question.

If, for example, you want a campaign to stop before the ending date you specified
when you set up the campaign, you can deactivate the sales prices/line discounts
for that campaign.

To deactivate sales prices/line discounts, follow this procedure:

Page 140 Microsoft Official Training Materials for Microsoft Dynamics ™
Your use of this content is subject to your current services agreement



Chapter 5: Campaigns and Segmentation

1. Click SALES & MARKETING—MARKETING—CAMPAIGNS and browse to
the relevant campaign.

2. Click FUNCTIONS—DEACTIVATE SALES PRICES/LINE DISCOUNTS.

The sales prices/line discounts are deactivated, and the check mark disappears
from the Activated field.

NOTE: If you remove the check mark in the Campaign Target field on either the
segment card or the segment line, the sales prices and line discounts will be
deactivated for either the segment or the segment line.

Campaign Statistics

You can get a precise overview of how a campaign is going. You can view this
information in the Campaign Statistics window.

To open the Campaign Statistics window, on the campaign card, click
CAMPAIGN—STATISTICS, or press F9.

The Campaign Statistics window looks like this:

&= CP1004 Spring offer - Campaign Statistics QE _

General | Cpportunities

Target Contacks Conk...

Contacts Responded |, ]
Response Rate %, . . . 0,0
Easkl-E G R 216,00
Awg, Cosk per Response. 0,00
Duration {Min) . . . . . g10
Awg. Duration per Res. .. a

In the Response Rate % field, you can see the percentage of contacts contacted
by the campaign who have responded to it.

In the Avg. Cost per Response field, you can see how much you have spent on
each response that you have received.

In the Avg. Duration per Response field, you can see how much time you have
spent on each response that you have received.
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Test Your Skills — Planning a Campaign

Scenario: You are going to start a new national campaign to promote your new
Millennium office furniture series. You need to plan the campaign, decide which
contacts to target with the campaign, and save the segmentation criteria that you
use so that you can apply them again next year.

1.

Record the new campaign in the program and call it Promoting
Millennium Series.

After a few weeks, you publish an advertisement, and the campaign
is actually started.

Modify the status of the campaign directly on the campaign card.

In order to promote the new Millennium office furniture series, you
have planned another action that consists of sending a mailing to a
specific group of contacts. The mailing will consist of a letter
introducing the office furniture series.

Create a segment (called Target for Millennium Campaign) made up
of contacts with the following characteristics:

— Include contact persons who are prospective customers and
responsible for purchases at their company.

— Do not include contact persons who received the Christmas card
because they have already received the letter, so you do not want
to include them in the segment.

Save the segmentation criteria that you have used to select this
segment so that you can apply the criteria next year to your database.
Link this segment with the campaign you have created for the
promotion of the Millennium office furniture series.

Set up the letter that you would like to send to all the contacts within
the segment. You can do this directly from the Segment window.
You have already created the letter that you want to send to your
contacts. You have inserted it as an attachment for the CANVAS
interaction template.

Personalize the letter to Amy E. Alberts from EXPORTLES d.o.0.,
one of the contacts within the segment, by adding the following
sentence at the beginning of the letter. “It was a pleasure meeting
you at the trade show last week.”

Print labels with the names and addresses of the contacts within the
segment.

It is now time to send the letters for the campaign. Print them and
record them as interactions in the program.
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Test Your Skills — Recording Responses

Scenario: Now you need to create another segment to record the contacts that
have responded positively to the Millennium office furniture campaign. You can
create this new segment, using the segment that you have already logged.

1. Create a new segment containing the same contacts as the first
segment, except for one contact (Shelley Dick) who has not
responded to the campaign. Create the segment using the segment
that you have already logged.

2. Record as an interaction that the contacts in this new segment have
responded positively to the campaign by asking for more
information.

3. Log the segment and record the interactions.
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Test Your Skills — Using Saved Segmentation Criteria

Scenario: A year has passed, and you have got a new office furniture series to
promote, the Futurus series. The campaign you made last year was a great
success, and you would like to target the same category of contacts. As you have
added several prospective customers to your database since last year, you cannot
use the logged segment to create the new segment. But, last year you saved the
segmentation criteria that you used for the first segment.

1. Create a new campaign called Target for Futurus Campaign.
2. Create a new segment called Target for Futurus Campaign.

3. Use the saved segmentation criteria to select the contacts to target for
the new campaign.
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Quick Interaction: Lessons Learned

Take a moment to write down three Key Points you have learned from this
chapter:

L.
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