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Here in the digital age, consumers watch traditional TV with
laptops, tablets and smart phones in hand, ready to react to
programming polls via text and web, as well as commercials.
When consumers see a Direct Response TV (DRTV) infomercial
or short-form, they have three choices to respond:
·
·
·
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They can call the 800# on the screen.
They can go to the website on the screen.
They can go to Google or Bing or any other search
engine.
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Most DRTV marketers can track 800# calls. Few can accurately track web
orders from specific DRTV media placements, and even fewer understand
the impact DRTV has on search and how to track and allocate sales and
expenses that come through the search engines.
Now, imagine that your DRTV campaign has produced a lot of sales, but a
large majority of them come through search. Chances are pretty high that
your media buyers are only looking at phone orders, and consequently,
don’t understand why the campaign appears to be failing.
The search engine marketing people, whether in-house or at an agency, are
high-fiving each other because their results are spectacular. Orders are
pouring in online via keywords they buy. What these folks may not know,
or may not be communicating, is that many or most of these orders coming
via search are actually driven by the DRTV campaign.
Now imagine that the CEO calls in the CMO to explain why the DRTV
campaign looks like a failure and search is off the charts. Hopefully he/she
will connect the dots and explain that DRTV drove all the search channel
sales.
But what he likely won’t be able to do is allocate them back to specific
networks, dayparts, creatives and offers.
So what’s the CMO supposed to do?
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“ARE YOU AWARE: DRTV-DRIVEN SEARCH” Key Takeaways
CMOs that find themselves in this situation need to put into place a new
tracking system that takes into account all three response channels
itemized earlier. Phone is easy, so let’s concentrate on the others.
Takeaway #1: Develop a tracking system for orders coming direct to your
web site based on the URL shown on the TV screen. Ten years worth of
tracking data has proven to us that “suffix” URLs (i.e.
www.company.com/tv/offer32) never work, while “prefix” URLs (i.e.
22.company.com) work 85-plus percent of the time, and with additional
algorithms, prefix URLs work 95-plus percent of the time (learn more about
this topic at http://A129.acquirgy.net).
Takeaway #2: Get your TV media buyers and search people on the same
page, starting with a face-to-face meeting. Your media people need to
provide an airing schedule to the search people so they know when TV ads
are running. Require your search people to benchmark SEM results for all
keywords prior to the launch of your next DRTV campaign, so that they can
measure the increase once the campaign launches.
Takeaway #3: Insist that both groups provide frequent reports that prove
that they are implementing this cooperative plan. Neither team can afford
to be territorial.
Bonus Takeaway: Develop a keyword strategy based on the content of the
infomercial or spot. What we do is create keywords of our clients’ company
name, product name, models, and buzzwords that are spoken or shown on
the screen.
“ARE YOU AWARE: DRTV-DRIVEN SEARCH” Conclusion
The impact of DRTV on search (and other offline and online tactics) cannot
be over-emphasized. The faster you institute a strategy to track all
responses, the faster you will realize additional sales, revenues and profits.
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Original article on Agency Post:
http://www.agencypost.com/are-you-aware-dr-tactics-drtv-driven-search/
More Content That Might Interest You:
“86% of Americans Say that TV Advertising Still Has the Most Impact on Their
Buying Decisions” at: http://D5G.acquirgy.net
Acquirgy eBook: “DRTV Derailers – How Internet-Age Issues Can Turn A Promising DRTV
Campaign Into a Train Wreck” at: http://DD127.acquirgy.net

Questions or Comments on This Executive Brief?
Contact Irv Brechner, EVP Corporate Communications
irv@acquirgy.com, 732-321-1924
To Learn More About How We Grow Our Clients’ Businesses:
Contact Linda Chaney, SVP Business Development
lchaney@acquirgy.com, 727-576-6630, Ext . 158
About the Acquirgy “Customer Acquisition IntelCenter”
Get your head around acquiring customers in the digital age with valuable and
important content written by experts who have produced tens of millions of customers
worth billions in revenue, offline for 30+ years and online since 1996. Major areas of the
IntelCenter include “Nuts & Bolts” (Green Papers, Executive Briefs), “Millions & Billions”
(Cases, Testimonials), “Winner’s Circle” (Creative That Sells), “Points of View” (Key Stat
Analyses, In the Trenches, Blog) and “News & Milestones” (New Clients/People,
Published Content). Get your share of important acquisition intelligence at:
http://www.acquirgy.com/intel.
About Acquirgy
Acquirgy (www.acquirgy.com) is an Acquisition Marketing Agency developing and
executing accountable marketing programs driven by immediate and measurable
response metrics across all digital and traditional platforms. Proprietary tracking
systems integrate all transactional media, logistic and response data from all platforms
to optimize client profitability.

www.acquirgy.com/intel

877 Executive Center Drive W, Suite #300, Saint Petersburg, FL 33702 | P: (727) 576-6630

4

