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Business Objective
Mitsubishi Materials U.S.A. Corporation has earned an international reputation
as a first-class manufacturer of high quality turning, milling, and drilling products.
While displaying at the 2010 International Manufacturing Technology Show,
the largest of its kind in the U.S., Mitsubishi wanted to learn more about each
attendee who visited their booth. Using the email information scanned at the time
of each visit, Mitsubishi assembled a list of over 1700 unique addresses. MMUS
wanted to get to know each visitor better and understand not only which product
they were interested in, but also their current purchasing habits.

Project
Mitsubishi Materials U.S.A. Utilizes
Cross-Media Personalization to
Capture Event Booth Traffic Data

Working with NPN360, Mitsubishi developed a personalized cross-media
campaign that would:
Gather important details about each visitor’s current suppliers and budgets by
offering a chance at an I-Pad for completing a short survey.
Demonstrate the quality of Mitsubishi products by linking to videos of their cutting
tools in action. Which video displayed was dependent on each visitor’s answer to
the emailed survey.

Business Application
• Direct Marketing
• Lead Generation
• Data Gathering

The goal was to use this data to develop an ongoing relationship with this new
audience, and convert visitors into customers.

Results
The campaign generated high response rates. A response was counted when an
individual visited their Personalized URL, completed the online survey, and was
entered into the drawing for the IPad
28.2% response rate to email
98.9% conversion rate from click-through to completion
Gathered specific product usage/purchase information and updated/extended
contact information on 464 qualified leads
Analyzed data to segment respondents into two categories: Current Customers
and Prospects
Gained insight into prospects’ opinions of Mitsubishi Materials USA
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Campaign Architecture
NPN360˚ worked with Mitsubishi Materials U.S.A. to develop a cross-media
direct marketing program that would connect with the visitors to their booth at the
IMTS show. MMUS wanted to showcase the benefits of personalization in all its
outbound communications.

Personalized Site
Contacts for Mitsubishi Materials received a personalized email. The email
encouraged recipients to visit a Personalized URL where they could provide
information on their current purchasing habits as well as their preferences with
regards to Mitsubishi Materials U.S.A.’s products. The incentive was a chance to
win a new iPad.
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Once at their personalized landing page respondents were asked to verify their
contact information and complete a short survey about the type of cutting tools
they use and their yearly budget.
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Business Application
• Direct Marketing
• Lead Generation
• Data Gathering

To optimize the likelihood of successful responses, the communications were
sent in three phases:
1645 emails – first phase
1390 emails – second phase
1288 emails – third phase
Follow-up emails were sent to non-responders referencing the visit at the IMTS
show and encouraging the recipient to visit their personalized URL and enter the
contest.
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Target Audience and Messaging
The target audience for this campaign was manufacturing professionals attending
the 2010 IMTS show. The campaign encouraged recipients to respond so that
Mitsubishi Materials could send them targeted information via email that would
specifically interest them.

Offer
A new IPad was offered to entice recipients to visit their personalized URL and
complete a online survey.
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List
The list of 1711 contacts came from Mitsubishi’s visitor log at the IMTS show.
These contacts had been collected the barcode scans on show badges.

Strategies for Success

Business Application
• Direct Marketing
• Lead Generation
• Data Gathering

Best practices learned from this campaign:
Know your customer. Researching your audience and understanding
what will move them to action is key to the success of a campaign. In this
case NPN360, who developed the campaign strategy, polled their partners
at Mitsubishi to see what data and information they wanted gathered. Many
Mitsubishi personnel had also attended the IMTS conference in the past and
understood that the IPad would serve as a compelling incentive to participate.
Track Results and Gather Key Data. One of the key benefits of using a
Personalized URL as a response mechanism is that it allows you to immediately
see the results of a campaign. By including a survey mechanism you can also
gather further information about prospects which can be used in follow-up
communications and sales calls.
Build a strong relationship with your partners. The key players in this campaign
were willing to collaborate and learn from each other. Mitsubishi Materials USA
was willing to learn about the integrated marketing process including PURLs.
While this type of cross-media campaign was a new experience for MMUS, their
insight and creative input made the overall program stronger.
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