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Marketing
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INDIVIDUAL CORPORATE

•Age 19-30 years, SES B+
•Looking for a public speaking course

•Still confused about which training program to 
choose or have not yet decided on the type of 
training (public/private

•Looking for courses based on recommendations
•Actively looking for information on social media

•Number of Employees 100-1000 people,
•Have employees who need Public Speaking
training
•Looking for courses based on employee skill
improvement prospects

•Looking for courses that can be customized
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Target Audiens
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Premise

The strategy will be aimed at potential consumers who are looking for a place for "Public Speaking" training for 

the following reasons: (1) Afraid of speaking in public; (2) Not knowing how to present properly; (3) Wanting a 

job promotion; (4) Wanting to give a graduation presentation.

Guerilla Marketing

Owned Channel

Paid Channel leads Microsite
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Strategy

PULLPUSH

Pushing the COMPANY 

into the market or 

‘proactive’ to individuals 

and companies who may be 

interested.

Target an audience that 

already has an interest in 

the COURSE to convince 

them of their choice.

MAINTAIN

Management strategy to retain 
registered participants by enhancing 
the brand experience.
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7 platforms most frequently used by target 
audience to access information.
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Individual target, 

potential customers, use 

Instagram, Telegram and 

Tiktok a lot

Companies target, company 

leaders/managers, use 

Linkedin, Telegram, Facebook, 

and Google a lot.

Audience Media Habits
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Channel Mapping



THROUGH

THE LINE

PROMOTION
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ABOVE 

THE LINE

PROMOTION
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RADIO
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TELEVISION
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NEWS PAPER
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MAGAZINE
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BELOW 

THE LINE

PROMOTION
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Total Ads Impress

2,955,447

Total Clicks

15,543

Telemarketer Tracking. Every Database that 

comes from your advertising results will be 

automatically recorded for monitoring and 

quality control processes. The data obtained 

are:

1.Name of prospective client

2.Email address

3.Mobile number

4.Training program of interest
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WhatsApp 

Email Blasting

20deni@uhamka.ac.id Jl. Limau II, Kebayoran Baru (+62 21) 73944451, 7208177 0858 1300 1400 www.uhamka.ac.id

mailto:deni@uhamka.ac.id
http://www.uhamka.ac.id/


Connected to microsite

Connected to Customer Service number

Connected to Company services

Connected to Individual services
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SALES 

FUNNEL
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Portal or website specifically for 

accepting new potential customers

Packed with Persuasive and 

interactive

Increase the number of 

registrants to acquire quality 

customers

As a company branding

LANDING PAGE

LEADS PAGE
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Campaign Period: January - July (6 months)

Results:
1. Conversion Rate 3,95%
2. Customer Acquisition Cost: IDR 8,333,333 or 4,63% from Customer 

Value
3. Return of Ad Spent: 20,60x

Total Ads Impression

1,944,698

Total Clicks

7,925

Total Leads

456

Total Sold

18

Features:

DataBase

Leads Management

Value per customer:
IDR 180.000.000

Landing Page 

Nurturing Email

Alfa Company
Alfa Company Program Campaign for 6 months. 

The goal of campaign is to increase number of 

student application form purchase.
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Advertising Team

MARKETING 

DIVISION

Sales Team

Advertising 

Target

Content 

Target

Sales Target

Key Performance Indicator

All Target
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CUSTOMER 

RELATIONSHIP 

MANAGEMENT
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