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D ig it a l  M a r k e t in g
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https://value.marketing/
https://www.linkedin.com/company/valuemarketing/?originalSubdomain=gr
https://www.instagram.com/value__agency/


4 0 %  p e r f o r m a n c e  
im p r o v e m e n t  o f  

m a r k e t e r s ,  b a s e d  o n  
H a r v a r d  U n iv e r s it y



P e r f o r m a n c e
O p t im iz a t io n

C o n t e n t

P e r s o n a liz a t io n C R O  
O p t im iz a t io n

U I /U X  



C o n t e n t



● S p e a k  a  p re d e fin e d  te x t  in  d iffe re n t  la n g u a g e s .
● C h a t w ith  y ou r c u rre n t  & fu tu re  c u s tom e rs .
● E le va te  y ou r b ra n d  in to th e  d ig ita l w orld .
● R e p la c e  y ou r a d ve rt is in g  m a te ria l w ith  a  

d y n a m ic  c h a t  w h ic h  c a n  c om m u n ic a te  w ith  
y ou r c u s tom e rs  e ve ry  t im e  th e y  a re  w a tc h in g  
y ou r a d .

● C re a te  th e  p e rfe c t  e n viron m e n t for  y ou r n e w  
e m p loy e e s .

● C re a te  a  “S h oc k ”  to y ou r c om p e titors .
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● SM Content
● Live Chat
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● Emails
● SMS Campaigns

R e t e n t io n
● Appreciates in value
● Interactive
● Gamification / Hero’s 

journey

P lu s

● Video Chat
● Banner Ads

C o n v e r s io n



A N D  B E C A U S E  W E  L O V E  
T O  T U R N  O U R  W O R D S

I N T O  A C T I O N

The Next Gen Influencers



M e e t

M ila  
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http://drive.google.com/file/d/1niufMEtnKlroIw6RRkH2wVzDrvaYgVqE/view
http://drive.google.com/file/d/1dqgda8Q33A1KmRSSFEjrsjKEuSAiXwrn/view
http://drive.google.com/file/d/1s5wNN0rV8l1d3pCHDwtxlMKdZaorqHgP/view
http://drive.google.com/file/d/18H1jSqnXYnzs4NimEl3vNLymyrq86HtY/view
http://drive.google.com/file/d/10Za_G9_OUMr3DqVzpLfsSwsRiEg9HJeo/view


A I  
C h a t b o t



http://drive.google.com/file/d/1udAZahHVqWP0eotBxrcgeMT3pBvnpAGr/view


Customer Support Product Catalogue1.

2.

3.

4 .Lead Generation HR
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U I /U X





C R O



T h e
U s e r
J o u r n e y !



- A/B Testing
- Navigation
- New vs 
Returning

- Copy & Products



In t u it iv e
n a v ig a t io n

A
Ii

n
D

ig
it

al
M

ar
k

e
ti

n
g



P e r f o r m a n c e
O p t im iz a t io n



S e t
t h e  r ig h t
K P I s



PURCHASE
Th e y  b e c om e  p a y in g  
c u s tom e rs .

● P u rc h a s e s
● R e ve n u e
● A vg . O rd e r V a lu e

4 .

CONSIDERATION
Th e y e xp re ss  th e  in te n tion  to 
m a k e  a  p u rc h a se .

● A d d  to C a rt
● In it ia te  C h e c k ou t

3 .

AWARENESS
P ote n tia l c u stom e rs  d isc ove r you r 
p rod u c t.

● N e w  U se rs
● S e ss ion s

1.

INTEREST
Th e y a c tive ly se e k  m ore  
in form a tion  a n d  sh ow  in te re st.

● P rod u c t V ie w s
● S e ss ion  D u ra tion s
● P rod u c t V ie w s p e r V is it

2 .
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B e
W e ll
E q u ip p e d !



A m  I  a lr e a d y  b e h in d ?



Q  &  A
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