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Before implementing a direct response advertising campaign, we must understand 
your fundamental goals and expectations. This section will help you define your 
business objectives, segment your audience, create solutions for your business 
challenges, and identify and measure Key Performance Indicators.

Determining Your Marketing Objective
Your marketing objective and target audience will determine how your campaign 

is structured and the creative services needed to achieve your goals. We can even 
determine a test plan that will properly measure the effects of given variables in 
relation to the Lifetime Value (LTV) of your customers. Our goal is to understand your 
business objectives and help you to define the Key Performance Indicators (KPIs) that 
we can use to evaluate and optimize performance. 

The chart below will assist you in better understanding the metrics that can be 
utilized in your campaign planning:
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• Build brand top-of-mind-awareness, equity, affinity,
 and consideration.
• Change attitudes and perceptions of a brand.
• Engage with existing customers to promote retention 
 & grow LTV by attaining top-of-mind consideration.

• Generate interest, demand, and consideration in the
 brand’s products, services, or offers (online/in-store).
• Grow LTV by driving consideration for new product lines or
 services by existing customers to cross and upsell.

• Entry point to get people to demonstrate purchase intent 
 through an action (i.e. sign up, subscribe, install app.)
•  Grow LTV by engaging with existing customers through 
 new avenues like newsletters or mobile apps.

• Fulfill demand from consumers with explicit purchase intent 
 for specific products or services.


