
CREDAI-MCHIWebinar:KeytotheLockdown– Episode21PresentedbyDeceuninckIndiaand
GodavariPaintsEpisode:21
 
Date:6thMay,2020(Wednesday)
 
Timing:10:30am
 
Venue:Zoom videoMeetings
Topic:DigitalMarketing-AStrategicApproach

Speakers:Mr.GovindRai,Co-Founder-Insomniacs|Blueprint|RealtyX

Moderator:  MrAadityaShah 
__________________________________________________________________________________

Mr.GovindRai : 
Wewill understandcasestudieswhichyoucanimplement inyourworknowandpostCovid. 
ZeroMomentofTruth

Whatquestionyoushouldaskbeforestartingacampaign?
 Decideyourgoal
 Usedatainabestmanner
 Whoisyourtargetaudience?
 DecideKeymeansofcommunications–Facebook,googleprovideplatform.
 PlanyoubudgetanddurationofCampaign

Platform touseyourcampaign
 BrandAwareness

Considerdrivinganawarenesscampaignduringtheprojectlaunchtoincreasethebrandre-
callandgainhighestreach

 LeadGeneration
Considerdigitaloneofthefastestmediumstogenerateleadswiththemostefficientcost
thananyothermedium availablescreening

 Traffic
Populatingthesitewithrightsetofaudienceswhichcanbecapturedwithhelpofpixel&can
bere-targetedatanypoint

 VideoViews
Drivingviewstothebrandorprojectpromotionalvideosonfacebookandyoutube

 Registrations
Considerdrivingcampaignsforregistrationincaseofonsiteevents

Whyshouldnotrelyontraditionalmedium?Whydigital?
Justthreewordsanswer

 Lowcostperlead,thuslowcostofsitevisit,aswellasbooking
 Controltheexpenseswheneverneeded
 Customiseyourcommunicationwheneveryouwant



Frictioninthepathtopurchase
Awareness:Poorcreative;lackofclarityonwhatshouldbedone;lackofcompleteinformationon
pricing/offers
Consideration:Limitedtrustforthebrand;lackoftestimonials,feedback;commoditisedspacetoo
manybrandsadvertisedwithoutclearUSP
Intent:Notabletocontactrealestatecompany;TATaftersubmittingaquery
Purchase/PostPurchase:Noupdateonpropertypossessionstatus;don’tknow how togoabout
interiordécor,furnishingetc.

Whenit’sdigital,itisnotjustaleaditisalotmore
 Medium whichprovidesthebiggestbreakdownofaconsumer
 Audienceinsightstothemostgranularlevelcanbeobtained
 Youhavethedataofwhoreactedfrom aparticularlocationusingaparticularphoneon

viewingyourcontestonaparticularplatform
 Onothermarketingmedium thandigitalcangiveyouthemostprecisestatsoftheinflow
 Nomatterhowexpensivetheleadcostindigitalmaybe,itisalwaysgoingtobelowerthan

theleadthroughanyotherpromotionalmedium
 Dataworld’sbiggestresourceincrispandtopointwithdigital

Howdoyouincreaseyourqualityratio?
 Understandwhattheaudiencessearchingwhileyou’regettingaconversion
 Theinsightswhichshowisthebestperformingagegroupandgender.

Insightsfrom digitalhelpyouplanyourcampaign
 Datathatsuggestswhicharethemostfavourabledaysoftheweektogoaggressive
 Theinsightswhichshowwhichisthebestperformingagegroup&gender

HowtoplanyourT.G.foryourcampaign?
 Affinity–Audiencetargetingonthebasisoftheiraffinity
 Marketaudiences–whoarelookingforspecificproductandservicesinthemarket
 IncomeBracket–Targettheaudienceonthebasisoftheirinterestanddevicesbeingused
 ConsumerClassification–TargetingonthebasisofNationallevelconsumerclassification
 Profession:Audiencetargetingonthebasisofwork
 SpecificApp–Targetingtheaudienceonspecificapplication

Leadgeneration–BestPractices
Customisetheleadexperiencetoattractonlyqualifiedleads

 Addqualifyingtextontopofthequestionstocontextualisethefulldetailsoftherequest
 Addupto5custom questionstorefinethequalityofthelead.Askingtherightquestionsgets

youtherightleads.Accessleadsinreal-timeviaAPIoryourCRM solutionandfollow up
immediatelytodriveresults

 WhenbackedwithCP supportandoneanothermediaatleast.Digitalyieldsevenbetter
results.

 Mobilefirstadsarewatchedforlongerandaremorememorable

DigitalCampaignsduringtheLockdown
 WinningAuctionsatlowestcostandgettheCPLreducedby60%-70%
 Chancetogeneratemoreleadsatthesamecost
 Redefinethequalificationratiosbykeepingintacttheprevratios



 Goingoutwithbrandingexercises,itsalwaysgoodtohaveabrandbuilt&thisisthetime
whenbrandingexercisecanbeeffectivelycarriedout

Advancedrealtyshowcaseandcustomerengagementplatform
- Mostinteractiveformattotransform yoursitetourtovirtual3Dwalkthrough tocreateanew

technologyadvancedexperienceevergiveninRealEstate.
- Takeasitetourwithyourprospectandconverseasifinperson,whileyounavigatevirtually

withthefirstevervoice-basedco-navigation

E-bookingnowinRealEstate
Beamongthefewrecorde-bookinguponsuccessfuljustbyintegrationofsharppaymentgateways
Consolidatedtrackingsystem forsales&visitswithreal-timeinsightfuldashboard

QuestionandAnswersession:

Q. DigitalMarketingdoesnotgowellformorethan 4CRprojects,isitadistillplatform ?

Ans: 4croreprojectistheluxuryprojecthenceFacebookandGooglewouldnotbetherighttarget.
Lessnumberofpeopleavailableforluxuryprojects.Youhavetogivemoreforluxuryprojects.

Q. Youwere usingTIKTOkforamedium asmarketing ,whatkindoftarget youwerelookingat
andhowyouexecutedthis?

Ans. TikTokpickupsowellinIndia.Thismedium isdefinitelyformedium andaffordableprojects.
weknowwhereouraudiencesare,affordable &midsegment,wewantedtoreachthiskindof
audience,anditcompetedwithnoofFBviews 

Q.  Firsttimeuserofdigital marketing,whatdoyousuggesteasyway?

Ans.:FacebookandGooglehavealwaysshowcased,asthereissomuchdepthinit,youcanstart
withabasictargetthroughFacebook,givebudgets, youareabletobackwithtechnologyand
CRM formidterm &affordableprojects.80%to90%canwetakencareofinhousecapacity
itself. 

Q. Social Mediamarketing,intherecentpasthasreallypickedup,inthenearfuturesocial media
pickingup,doyouseenawayinthenextfewyearssocialmediamarketingtakingoverfrom
searchenginemarketing?

Ans:Therearetwodifferentthingscustomerwantsomethingandthensomethingpopsup.Social
mediastrategyisapushstrategy.Infuturesomuchofcompetitioncomein.Socialmediahas
somelimitation.SEO elementtopicIdon’tthinkiscomingtimeitsgoingawaytillthetime
googlesearchexist.ForanygooddeveloperhavingarightmixbetweenSCOandSCM isvery
importantphenomena.SoSCO isveryorganicphenomena.Buildingupyourownyoutupe
channelsonormalsearchyouarecontinuouslyappearing.Inlongterm SCOshouldalwaysbe
important.

Q. How doyoustriketherightbalancebetweencontentandalsomarketingyourselfbasically
betweenhardsalesandhardmarketing?

Ans :Creativityisgoodbutnotgoingthrough thepoint,itmaybegreatuse. Soshowcasethe
technicalityisthebestmixedthatyouactuallygetbutifyouaredoingsomethingforveryniche
audiencespossibilityisitwouldnotreflectwellandindigitalmarketingtheaddsarenotjust
goes outfacebook decides itis relevantornot.Creating a mixbetween creativityand



technicalitywhererealsolutionlaysgrabtherightattention.
 

Q. WhatwouldyouthinkforafewthinglookoutforsothatyourcampaignonDigitalmarketing
doesnotfail?

And: Youaresustainingenough,once youpauseyourcampaignandagainstartthewholesetting
goesforachangethatonethingyouhavetotakecare,Secondthingnotoptimizingthe
campaign.

Q  Youtubeisexpensivemedium toadvertise,howeffectiveYoutubeis?

Ans: WhenRealEstategenerateanycampaignourobjectiveisalwaysregeneration,andYoutubeis
experimentingthesame,RealEstatedeveloperstheywantresultinrealtime.Soyoutubeisnot
aplatform toreachinrealtimebutasaplatform tobuildawareness.Itwouldbehelpforluxury.
ButasacontentVideoformatisamazinghascontent.MostinterestingphenomenainCovidis
ODTplatform likeHotstar,Vootetc.youcanreachoutyourcustomerwithODTplatform.

Q.  What doyouseeinthemarketafterPostCovid?

Ans: Inthislockdowneveryonerealizethattherenoassetlikehomethatanyonecanown.Wedon’t
knowwhentheCovidsituationendandhoweconomicallycountrygoingtobeplacedforsureif
there100buyerswemayhave50willbebuyersforsure.Itwillhaveimpactoncustomer.

Q. Youdidn'tsayanythingaboutLinkedin,throwsomelightonthat? 

Ans: Linkdinisquitewell,ithasnotbeendirectregenerationplatform foranyofthestrategiesapart
from luxuryspace.Itcomeupon5thpositionbecauseresultnotatparasperthecost,quality
hasgreat.Butnumberofchangesthataregoingexperimentingonluxuryspaces.

Q. Ourpresidenthasaquestionthatcanyougivesusfivemostimportantpointshow wecan
negotiatewithFacebookandGoogletogetthebestratesandgetbetterCPS.

Ans.:Ibelievenowadayswhatthey'redoingthat,youknow,FacebookandGooglebothareopenall
thetimes,that'stheconversationthatwehavehadwiththeirPartners.Theyarereadytomake
surethatyouknow,they'reabletogiveandpassonthetrainingtotherespectiveteamsarenot
withonlytheagencypartnersbuthaveforthedevelopers.AlsoFacebookandGoogleare
continuously,youknow addressingandtradingeventsforRealEstatesothattherealestate
peoplecancomeinandthetrainingsessionsarebeinggivenallacrossIndiaBombayandDelhi
thesesessionshappenquitearegulartotwiceayearandintermsofthenegotiationsortobe
veryhonestonceyouknow,theteam isunderstandingitisallaboutthenegotiationalwayswith
thethingishereifyouunderstandtheplatform,well,ifyou'reabletooptimizeitthisinvariably
nothingcheaperthanfacebookandgooglerightnow.Wearedoingtwocamerasrightnow.
We'rebeginningaleader200rupeesforourinventoryofonecoloroneandahalfcrorewhat
cheaperthanthisthatthingscango?SoasIsaiditisallabouthowdoweusetheplatform well,
thatisveryimportantonFacebookandGoogleandtomakethathappentheyarereadyto
trainedandtheyarecontinuouslytrainingourteam usandwehavebeen wecanengagenow
withtherealestatedevelopersaswell.Andthat'swhatwe'retryingtodowithMCHIiftheygo
wellwiththisnextsessions,wewillhavemoresharewiththem.

Q. Thereisagreatdistancebetweenthesalesteam thatiscurrentlytherewithmajorityofthe
developersandtheirdigitalmarketingordigitaladaptationcapability.So,it'slikeIhavea
wonderfulcar,butIdon'tknow how todriveit.So,how canwehaveaseriesoftraining
sessionsmaybefrom youmaybefrom otherdigitalpeopleofFacebook,Google,youknowina
verystructuredmanner.Soforthenextthreetofourmonthswherethetakeawaycouldbe



that90%ofthesalesteam,whichisthereinourindustry,youknowhasthebasicsofdigital.
ThisismyfirstrequestastodayMCHI.Secondiswhatwouldbethemostfiveimportant
takeawaysfrom youorfivemostimportantthingsthatyouwouldsayintheentirething,you
knowthatthesearethemostimportantthingsthatthesearemytwoquestions?

Ans.:Ibelievetheresponsibilitylaysinthehandsoftheleadersbasefrom whereIam comingfrom,I
believethesearethetwothingswehavetounderstandandthewaytheyaresothere'sathing
calledyoutakingmakingyourcompanydigitizedandonethingisgoingdigital.Wegotto
understandisthey'renotsamethingsaretwodifferentthings,gettingdigitizedistheirinternet
isnotoneimportantforcebutgettingdigitalinternetisaveryimportantforce.Sowhythey're
twodifferentthingsyourmarketingteam oryourdigitalteam willgeneratetheleadsbuthow
theyarebeingtakenintothefunnelintotheparticularsoftwarethatyouareusingortheCRM
system thatweareusingandhowstrictlyyou'remakingsurethatallthesalesrepresentative,
andnottakinganyshortcutsandaremakingsurethattheyarefillingallthedetailsasmuchof
them ontheplatform'sandthatplatform isreadytogiveyouactionableinsights.Nowthatthree
stagewhichIexplainthedigitalteam generatingtheleadsyourteam,youareforcingthem to
usetheplatform intherightmannerwillallthedetailspossibleandthentheplatform shouldbe
readytogiveyouinsightswhenthesethreeplaysthingsarehappeningsimultaneously.What
happenshereisyouhavethecaryouaremakingsurethatthere'sadriverwho'sdrivingit
becauseyourdigitalmarketingteam isgoingtodriveit,butotherpeoplewhosittingtheycan
alsolearnandbeingseenwithhim byensuringthattheyareinthecarandthey'redoing
everythingthatisneededwhichisneededforahygienetobemaintainedtorunagooddigital
marketingcampaignandtocreatetherightleadfun.Sothatishappeningyouwillseeahuge
amountofzincallacrossbetweenthedistalmarketeers,betweenthesalesteam andresponse
system becausethissalesandmarketingforcesareactuallyconnectedkeepingthem separate
astwodifferentdivisionsisnotthefuture,thefutureismakingsurethatthesetwophenomena
anddomainsarecomingtogetherasoneandtakinginsidesfrom eachother.Sosalesteam
tellsusbossthisisinsidewegotthecustomercomefrom thisangle.Whydon'tyoustartyour
campaigninthisparticularcatchmentareaalso,youknow,wesawthisinsidethatthepeople
withfrom TamilNadutheyareapproachingwhydon'tyouopenspecifictargetingandyouuse
TamilasalanguagetoMarketyourself.Sotheseinsightsfrom salesandmarketingwillform a
circleandwilldoeffective,willfetcheffectiveresults.

So,IwillensurethatFacebookandGooglehavegiventheirapprovalsintermsoftheywillbe
joiningusonthedaythatweclosenowindonenextweekMondaytoWednesdayanytimeand
wewilleventalktolinkedinandTicktokteam ifneededforthem todothesessionandoneof
thesessionswewillcreatefrom youknow,makingsurethathow doweensurethat?Allthe
processesbetweensalesandmarketingcangetautomated.Sowegettherightpeoplefrom
thisdomainalsowhowillberepresentingtheirtechnologiesaswellandfew peoplewhocan
weaveittogetherandgiveconductthefewsessionaroundthisonthisparticularplatform.So,
wewillarrangeitwithinthenextcomingweekitselfandwewilldothesessions.

Ibelievethevicefivemostimportantmostimportantthingsare
OnethingasIsaid,noyourtargetaudienceswell.
planyourkeepyourcommunication.Verystartdonotconfuseyourselfnottoconfusepeople.

Thethirdpointisdonotforgettoreadbetweenthedata.Donotundermine.Justtryto
understandatthesuperficiallevel.Trytoseetheveryfineinsightsofit.

ThefourthpartasIsaid,keepoptimizingthecommunicationbasedontheresponsesinterms
ofwhichcashnetareasaredoinggood.Intermsofwhatisthefeedbackthatiscominginfrom
eachandeverycallthatyouaremaking,thecallcentresanddigitalmarketshouldalwaysbe



connectedintherealtime,youcanactuallygetthefeedback,from makingthecalls foryour
leadssothatyoucanoptimizeyourcampaigns.

Thefifthpartisalwaysbeentouchedwithyoursalesteam,that'saveryimportantphenomena
butdon'tjustrunthecampaignonyourownbelievingthatwhatyoubelieveisgoodorthisisthe
datathatyouaregetting.Thesalesteam onthegroundtheyhaveagreatamountofinsight
because they're interacting with the customers in realtime.Theywillhave a lotmore
discoveriestrytousethosediscoveriestoaccelerateyoursalesandyourdigitalmarketing
gameplan.So,thiswillbefivealignmentformyside.

Q. Whatis the CRM platform thatyou found veryeffective fordevelopers to have good
integrationbetweenallDigitalplatforms.SobasicallyIwouldinterpretthisquestionasseeall
CRMsarecustomizableasweallknow.SobasicallywhatIwouldaskyouishowdowebest
customizeourCRMSandtomonitorourdigitalmarketingcampaignsinthebestpossibleway?

Ans.:SowhenyouarelookingoutforCRMS,asIexplainedmulti-touchattribution.Youshouldalways
rememberthatifyourplatform orCRMswhatkindofinsidestheyaregivingsoitisvery
importantwhetheryourplatform ishandlingloudtelephonywellornot,youknowsothatyou
canrunvirtualnumbersanddatafrom otherplatformsofloudtelephonyisimportantofcourse
userinterfacesomethingwhichisverypersonalwhatyoubelievesaboutyourteam likeit,buta
thirdpartwhichisthemostimportantpartishowitisinterpretingthedataandyouknowhowit
isputtinghowmuchofdatathatitisreadytogiveyouandhowitisstructuringthedatatogive
youabetteroutputistherealrequirementmostoftheCRMsthatwehaveseeninIndiaright
nowtobeveryhonestisahugescopeofimprovisationinthisspacebecausealsoofcourse,
USisalsostrugglingwiththesame.So,customizationandyes,youcanprovidestocktoyour
CRMsguysandimprovisedataimplementationofitbecausetheinsightsareveryraw.Itisnot
thatyouknow,whatyoucandoonexcelinthesameinsightsarecomingonCRM thereisa
certainproblem inCRM.So,theinterpretationthatyoucanfetchfrom Excelifthesamethingis
thereissomethingwhichiswrong.Seetoithow manydatacancomeareyoutrackingthe
customersbehaviourisinanywaywithanyofyourinterfaces,yourcoreyourchannelPartners
behaviourandyourengagementwiththem arethosethingsautomated.So,thesethingsare
goingtobeplayingaveryimportantparameterorabitoftimetheCRM spaceisgoingtoevolve
alotinthenexttwotothreeyearsisfrom whereweseeaandbasedonwhoever,whichever
CRM wearedealingwithrightnow trytoshow theseopportunitieswiththem tomakeyour
platform technologicallyreadyforthetimestocome.


