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!   Kasia Meerman 

!   Senior account manager 

!   11 years of online experience 

!   A mother of two 

!   k.meerman@yonego.nl 

!   +31 (0) 765 24 62 46 

!   nl.linkedin.com/in/kasiameerman 



! Sebastiaan van de Greef 

!   Data Marketeer 

!   4 years of online marketing  

!   Training fanatic 

ROI DRIVEN INTERNET 
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Intro Speaker 

!   greef@justlease.nl 

!   +31 (0) 30 850 15 88 
!   nl.linkedin.com/in/sebastiaanvandergreef  
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CASE: 



7,9 million passenger cars  
507 thousands passenger lease cars 
A person drives on average 11.800 km/year 
A car is used 4 out 10 times for traveling 
 
New car sales have dropped by 30% 
Lease market share has dropped 25 -> 20% 
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CASE: 

Automotive industry 
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Privaat 50% 

Zakelijke koop 25% 

Leasing 25% 

Marketshare car sales 
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OLD SALES MODELS NEW SALES MODELS 

Shifting sales models 



CASE: 

Shrinking 
economy… 

Shrinking 
pensions... 

Mortgage costs 
increasing... 

Money and 
savings can only 
be spent once… 

Why private lease? 



ONLINE 
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Taking the company to the next level 







CASE: 

From idea to succes 

Introduction 
campaign 
Groupon 

TV 

(Radio) Campaign 

 
National 

Campaign 
 

SEA	
  

SEO	
  



!   Traffic (media budget) 

!   Generate leads (cost per lead) 

!   Generate sales (cost per sale) 

Online CR 

Sales CR 

CASE: 

Maximising ROI 



!   Traffic media budget 

!   Cost per lead €	
  20,- 

!   Cost per sale €100,- 

Online CR 

Sales CR 

CASE: 

Maximising ROI from cost to profit 

Revenu per sale:  
€ 4000 
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Maximising ROI per channel 

!   Start with your cost and conversion 
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!   Start with your cost and conversion 



CASE: 

!   Start with your cost and conversion 

	
  Additional Revenu € 400.000,00  

Maximising ROI X-channels 



Maximising ROI per channel 

Source:	
  Thinkwithgoogle.com	
  -­‐	
  The	
  Profit-­‐Driven	
  Marketer	
  Win	
  more	
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  and	
  drive	
  beHer	
  business	
  results	
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Results 

Sessies	
   Adwords	
   Linear	
  (Sessies)	
   Linear	
  (Adwords)	
  

Maximising ROI Effects 
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Maximising ROI per customer journey 

Henk 

The thinker and 
researcher with 
thorough 
approach 

Rozanne 

Impulsive and 
quick decision 
maker 

Lodewijk 

Comfort and  
ease seeker  
with money to 
spend 



CASE: 

Your customer journey 
Identify what your customer is worth through out his customer 
journey and choose the right channel €32,50	
  CPL	
   €26,25	
  CPL	
  

€28,50	
  CPL	
  

€17,50	
  CPL	
  

€19,50	
  CPL	
  

€14,50	
  CPL	
  

!   Overall CPL: €20,- 
!   CPL Henk: €21,50 
!   CPL Rozanne: €18,25 

awareness consideration purchase rentention advocacy

PR

Radio
TV
Print

Word of Mouth

Online Ads

Email

PPC
Social Ads

Reviews

Blog

Media

Direct Mail
Email

Ecommerce

Store

Website

Community
Forum

FAQ
Knowledge Base

Promotions

Blog

Social Networks

Newsletter



CASE: 

From Leads to Sales 

!   Rozanne  
 ! 1/17% * €18,25 = €107,- CPO 

17%	
  	
  	
  	
  	
  	
  	
  	
  	
  21%	
  

!   Henk  
 ! 1 / 21% * €21,50 = €102,- CPO 
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TIPS 
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Solid and Flexible IT 

BUILD
TO

CHANGE

BUILD
TO

LAST
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Bring all your processes and customer touch points in view 

Sales kwalification “not hot” Not reached Received an flow e-mail already 
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CASE: 

Work with External expertise 

! Don’t reinvent the wheel if you  
do not have to 

! You cannot be an expert in 
everything 
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Company culture 
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THANK YOU 


