NEW CRM FEEDBACK LOOP LED TO 47% DECREASE IN CPL &
S207K INCREASE IN POTENTIAL REVENUE

YoY In-channel leads (MQLs) vs cost per lead (CPL)
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. Identified MQL and SQL targets while improving CRM feedback loop 200
through access to CRM system data 100 $100
. Used client’s CRM data to deliver effective and efficient optimizations 0 %0
driving to higher quality leads and lower CPL Q32021 Q32022
. Eliminated wasted spend and optimized towards high performing ads m MQLS = CPL
resulting in 217% increase in CVR and 68% increase in SQLs Key
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