
The Evolution of a Marketing Campaign 

The first step most businesses take is to capture leads and nurture them in an automated way, ultimately attempting to 

increase sales. The picture below represents that lead capture and auto-responder system. What I want you to notice is 

the lack of connection between the sale and the responder. There is no intelligence in this system.  

An example of this type of system is a business that captures leads for a newsletter and then continues to send that 

newsletter, regardless of whether the prospect has become a customer. 

 

The next stage of the process is to build intelligence into the marketing. This requires that the lead capture become 

more specific, the auto-responder to be more targeted, and the auto-responder to shut off when the purchase is made. 

An example is a lead capture like “The 5 Essential Marketing Strategies you NEED to grow your business” with an auto-

responder that delivers this and then pushes for the sale. This sequence is connected to the sale, indicating that it will 

stop communication when the sale is made.  

 

The next stage of marketing evolution addresses the question: What happens if the prospect reaches the end of the 

auto-responder and has still not purchased? The addition of a longer nurture sequence allows you to automatically 

attempt to follow up and make additional offers to the prospect. It is generic, because you do not know anything about 

the prospect’s engagement with the previous material. 

 



Assume that our auto-responder is a 3 part video series for the next example. The next stage in the evolution addresses 

the fact that we can track engagement, and would probably make a different offer to those who were highly engaged 

versus those who were not. The sequence would look like: 

 

This sequence looks pretty stout, but it can still get better. Again using the assumption that the auto-responder is a 3 

part video series, we can break that sequence up to include multiple attempts of getting the prospect to engage with 

each video. 

 

Even this campaign could get more targeted. However, at this point, the marketing campaign is tracking engagement for 

long term analysis, and is making targeted offers (should the prospect not buy).  


