CHANGE AGIHLEE

| WHY THE BEST TEAM WINS IN CHANGE |

=

EXERCISE: YOU MAKE THE CALL - PURSUE/PIVOT/ABANDON THE -
KINETIX MARKETING TEST e

To play with a live example, let’s return to the Kinetix example of the Social Recruiting Audit. Earlier, you wrote
a hypothesis to guide a test for the problem/issue description outlined below:

The Kinetix Marketing Team routinely brainstorms new ways to engage prospects to be
interested in the recruiting services our company provides. With this is mind, our team
brainstormed the Social Recruiting Audit as an idea of choice, designed to provide a free
analysis of a company’s careers site and social recruiting presence. The team believed that by
providing this free analysis, prospects would become more familiar with our expertise and be
interested in using our recruiting services and recruitment marketing services moving forward.

Here’s what happened in real life at Kinetix with this test:

What Kinetix Did — A 5-person team brainstormed the format for the audit, developed some situational template
text to use and a process that resulted in a pretty slick audit format that came out of our creative services team.
The marketing team split up the work and did at least 15 audits per week across the team. They generated a
review process to evaluate quality and keep errors low. The test resulted in 80+ audits being delivered to
prospects during the test period. Example of the look and feel appears below.

#YOUREMPLOYMENTBRAND

You offer visitors more than
just a list of jobs.

o

You highlight real people from
your company.

You customize content to
target the candidates that
you want.

You use social widgets to
promote your employer
brand.

You have a can't miss
“Apply Now!” button.

o
0
0
o

hat we're going to say. Its not that
e value, you just haven't had the time or
c f the worl narketing team
too much on their plate to fc the careers sideof your
web presenc only the basics
= Serving up obs an a way t 3py.

You show off your company’s.
awesome culture.

You actively engage your
online community.

You promote careers-specific
content from your Talent
Acquisition function.

You circulate content that
leads candidates back to
Your Careers Site.

You have steady growth
over time on all your
social accounts.

76- 100

We took pictures of your employment brand and are
selling them for profit.

employment branding. Y¢

d

utes your content. You average multiple page
Views per visit to your site (the sure sign your strategy is
working).

51-75

You're not half bad, but that fact makes you want even

s better than nothing but
ated. You have a social careers presence and
post updates every now and then... but you'd like to take it to the
next level.
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What Kinetix Found Out Via the Test — The Audit tool was most effective for warm leads, specifically the ones

we were already talking to in our sales process at some level. Cold leads have been more problematic, resulting
in no revenue.

Final Metrics Were As Follows (we’ll hand out a sheet to supplement this):

Total Revenue Across Prospects Receiving Audit 5281,646

Total Revenue per all Audits Completed 53,724
Total Revenue per Warm Audit 55,992

Total Revenue per Cold Audit S0

% of All Audits Resulting in Revenue 7%

% of Warm Audits Resulting in Revenue 13%

% of Cold Audits Resulting in Revenue 0%

% of all Audits Leading to Continued Convo 58%

% of Warm Audits Leading to Continued Convo B5%

% of Cold Audits Leading to Continued Convo 27%

Breakdown of time spent on audits

Writing Copy A5
Editing 30
Formatting 115
Total 1:30

We'll break up into groups and discuss the results. Your team should prepare to make the Pursue/Pivot/Abandon
decision for Kinetix and make a brief presentation to backup your decision.
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