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In the past few years, the 
landscape for marketing leaders 
has changed in dramatic and 
sometimes unprecedented 
ways. Not only is there increased 
competition for consumer 
attention in nearly every industry, 
but COVID-19 has disrupted  
the way many companies can 
interact with customers.

With this continually changing business 
environment, it’s difficult to build brand 
awareness. Creating sales pipelines and 
increasing sales velocity while growing 
revenue is an even greater challenge 
than before. And more than ever, 
marketers are faced with the need to 
prove that every campaign achieves a 
positive return on investment (ROI) to 
justify department budgets.

It’s essential to reach customers and 
create human connections with them, 
especially in situations where one-on-
one meetings are no longer possible. 
But popular digital marketing strategies 
like email appeals are no longer working 
like they once did—they are proving 
less and less effective in fostering 
communication (and sales) between 
companies and customers. What’s a 
marketer to do? 

Thankfully, direct mail and corporate 
gifting—once thought to be legacy 
methods of interacting with customers—
are on the rise. They are especially 
effective in this ongoing pandemic era 
and the various distances it has created.

With their tactile and personal nature, 
mailing and gifting can help increase 
top-level revenue, deliver brand affinity, 
and cultivate customer engagement.
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Yet, there is good news. Direct mail, 
which includes corporate gifting  
(the sending of personalized gifts),  
is steadily increasing in popularity  
and effectiveness.

In a recent study, “Unwrapping 
the American Corporate Gifting 
Opportunity,” Coresight Research 
surveyed 300 corporate gift buyers 
across various industry segments.

The survey found that “the corporate 
gifting market is a big opportunity 
for retailers and gifting platforms.” In 
addition, gifting is expected to reach a 
value of $306 billion by 2024, growing at 
a compound annual growth rate of 8.1%.

For much of the past two decades, 
email marketing was on the upswing, 
eventually becoming the dominant 
channel for reaching potential 
customers, prospects, and other 
audiences. However, recent email 
opening and engagement rates  
have begun to soften. 

Much of this erosion of impact  
can be attributed to over-saturation: 
Frankly, people receive too many  
email messages too frequently.  
Add in the phenomenon of screen 
fatigue exacerbated by the shift to 
remote working, and audiences are 
increasingly apt to ignore email-based 
marketing and sales messaging. 

Trends shift.  
We can too.

https://coresight.com/research/unwrapping-the-american-corporate-gifting-opportunity/
https://coresight.com/research/unwrapping-the-american-corporate-gifting-opportunity/
https://coresight.com/research/unwrapping-the-american-corporate-gifting-opportunity/
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(B2B) environment as well. In many ways, 
the business-to-consumer (B2C) and B2B 
worlds have converged into an inclusive 
human-to-human (H2H) environment.

Recently, our Sendoso team surveyed 
hundreds of B2B marketing, sales, and 
customer experience decision-makers. 
We learned that most have increased 
the “human touch” element in their 
campaigns. Notably, we found that:

88%  
said their engagement strategies have 
taken a more H2H approach. 

80%  
agreed that their target audiences  
are fatigued by virtual engagement 
efforts like email.

90%  
agreed that building a personal or 
human connection with their buyers 
and customers has become increasingly 
important in closing sales.

Other takeaways from the study:

• With the rise of widespread remote 
working, almost six in 10 professionals 
gifted at the same rate or more in the 
past 12 months than they did  
in previous years.

• For those responding that they  
have been gifting more than  
usual, two-thirds cited keeping 
employees motivated as a key  
reason for the increase.

• Corporate gift-giving is not  
confined to any particular part  
of the calendar year, including  
the traditional holiday season. 

• Less than two-thirds of respondents 
cited gifting more for employee 
recognition and celebrating 
milestones than for holidays. 

• Direct mailing—including gifting—
provides a personalized approach 
emails can never offer.

This concluding emphasis on the power 
of physical, tactile gifts is a crucial 
finding. According to Forbes, “direct 
mail marketing allows businesses to 
focus on the sensory experience of their 
customers. Sensory marketing plays a 
major role in buying decisions, as it can 
help strengthen B2C connections. Both 
vision and touch are key senses that 
influence product perception.”

This increased desire for tangible 
messaging goes beyond a preference 
for gifts that can be “held”—it’s a signal 
for increased overall human connection. 
It extends into the business-to-business 

Gifting is expected to reach  
a value of $306 billion by 2024.
“Unwrapping the American Corporate Gifting Opportunity,” Coresight Research

https://sendoso.com/resources/ebooks/2021-state-of-sending/
https://www.forbes.com/sites/pamdanziger/2021/09/01/the-242-billion-business-of-corporate-gifting-turned-from-a-routine-to-a-priority-in-the-pandemic/?sh=6164a5566ac2
https://coresight.com/research/unwrapping-the-american-corporate-gifting-opportunity/
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Andrea Kayal
Chief Marketing Officer at Electric

“I fundamentally believe in 
direct mail as a marketing tool 

 … [and] sending platforms are 
probably one of the most critical 
technologies in my tech stack.” 
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With strategic direct mailing, marketers 
can move beyond the decreasing 
effectiveness of email communications 
and break through virtual noise. It  
allows you to build relationships with 
customers through Physical Impressions™ 
(any experience or tangible item you 
can interact with offline) to drive better 
response rates, foster faster deal cycles, 
and encourage more renewals. 

Direct mailings, such as corporate 
gifts, leave lasting impressions and 
help marketing, sales, and customer 
experience teams stand out, inspire 
action, and drive results. 

According to Board Advisor Carol 
Meyers, “sending platforms…help the 

sales team really differentiate themselves 
from the competition, [and] I think 
the future of ABM (account-based 
marketing) and gifting is just going  
to be huge for B2B marketing.”

Direct mail hasn’t always  
been easy 

For many marketing leaders and their 
teams, direct mailing campaigns in 
the past were complicated, inefficient 
experiences using numerous, 
disconnected platforms to send 
everything from branded merchandise 
and edible treats to personalized 
clothing. Using non-integrated platforms 
led to difficulties in gift customization, 
packaging, inventory management, 

Send and deliver

ROI.
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shipping accuracy, achieving recipient 
response, and tracking ROI. 

Today, Sending Platforms™ help 
marketers avoid these pitfalls.

Get to know a Sending Platform

A Sending Platform is a software-as-a-
service (SaaS) solution that integrates 
your company’s or organization’s 
existing technology stacks, uniting sales, 
marketing, customer experience, and 
other teams like never before. Sending 
Platforms allow your teams to deliver 
Physical Impressions at strategic points 
throughout the customer lifecycle while 
easily measuring ROI. The power behind 

a Sending Platform comes from the fully 
automated fulfillment and logistics service 
that ensures quality, on-time delivery.

Sanjay Sarathy, VP of Marketing at 
Cloudinary, shares his insights on the 
power of automated logistics from a 
Sending Platform:

“We are a global company… 
with customers in countries where  
we don’t necessarily have a field 
presence…[the ability to] send to 
anywhere [with] people around the 
world…is critically important.”

“sending 
platforms…
help the sales 
team really 
differentiate 
themselves 
from the 
competition”
Carol Meyers, Board Advisor
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All a Sending Platform can do

A Sending Platform is more than just  
a “gift.” It’s about the impact it’s making 
to establish and maintain long-lasting 
relationships with customers. It brings 
delight and wonder to their doorstep, 
and at the same time helps drive 
customer engagement and revenue.

“If there’s anything that we’ve learned 
in B2B marketing over the last decade,” 
says Meyers, “it’s that we don’t sell just  
to companies—we sell to people in  
those companies. People love getting  
an unexpected surprise…and you’ve 
taken the care to give them a gift  
you researched.”

An integrated Sending Platform offers 
many benefits for teams:

Deliver engagement

Engagement is the process of offering 
something of value to customers and 
prospects and creating meaningful 
interactions over time. It can be 
something that delivers intrigue—for 
example, do-it-yourself donut decorating 
kits complete with customized campaign 
printed collateral materials—and creates 
a feeling of awe and increased goodwill. 

Direct mailings like this example, sent 
at the right time within the customer 
relationship cycle, strengthen brand 
awareness and affinity while also 
encouraging two-way communication.

Send and deliver

delight.
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and gifting campaigns, they can achieve 
top-of-mind status with customers  
and enable buy-in. 

Even better, tactile direct mail campaigns 
can be essential in building relationships 
with hard-to-reach buyers and even 
reviving prior sales deals that have  
gone cold.

Deliver customer loyalty 

Especially in today’s remote working 
environment, it’s essential to achieve 
and foster continual brand awareness 
with clients, constituents, prospects, 
customers, and others. 

At the top of the sales funnel, the 
innately physical qualities of direct  
mail—such as a branded wine tasting 
kit with a personalized message—can 
increase the likelihood of positive 
responses in follow-up conversations. 
Mid-funnel, after targeted accounts are 
aware of your brand, continued direct 
sends help differentiate your brand from 
the competitors. And, at the bottom of 

Send the wow factor 

Sending is exceptionally effective in 
creating lasting impressions and forging 
deeper connections with prospects, 
customers, employees, and others by 
leveraging Physical Impressions. 

For example, collateral swag is popular 
with many recipients, especially items 
like branded hoodies, water bottles, and 
backpacks. These items have lasting 
power and can be worn or used by 
recipients for years. 

A study conducted by the Promotional 
Products Association International 
(PPAI) discovered that 80% of consumers 
enjoy receiving promotional products 
and 71% welcome receiving branded 
merchandise more often.

Deliver pipeline 

Direct mailing is a powerful tool for 
driving the sales pipeline by helping 
build relationships with new customers. 
Following meetings with prospects,  
sales teams can send personalized  
gifts to fertilize, as it were, newly 
sprouting relationships. 

Gifts not only serve as an H2H “thank 
you,” they incentivize future meetings 
and sales by creating rapport,  
ultimately leading to more revenue. 

Deliver acquisitions 

Physical Impressions offer right-time, 
right-place messaging and are uniquely 
positioned to help accelerate the sales 
cycle. When sales teams leverage 
repeatable and scalable direct mail  

“People love 
getting an 
unexpected 
surprise…”
Carol Meyers, Board Advisor

https://www.ppai.org/media/5482/ppai2019consumerstudysummary.pdf
https://www.ppai.org/media/5482/ppai2019consumerstudysummary.pdf
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the funnel, you can send gifts to extend 
the sales lifecycle, increase product 
adoption, and even turn customers into 
advocates, which delivers renewals. 

Deliver deal closures 

Account-based marketing (ABM) is a B2B 
growth strategy that targets current top 

customers with a deliberate and focused 
process. It cultivates relationships with 
existing key accounts to grow revenue 
and foster long-term relationships,  
and is a prime environment for  
a Sending Platform integration. Using 
direct mailings and corporate gifting, 
such as sending branded clothing items 
to customers, you can deliver more 
success with these targeted campaigns. 

Deliver brand affinity 

When it comes to sales prospects, 
creating demand is essential in the  
sales process. And once you have  
won customers, keeping them engaged 
is valuable, and frankly necessary.  
Direct mailing can spark initial interest 
and sales conversion, and follow-up  
targeted gifting can keep the sales  
and relationship cycle in motion.

Send intrigue 

With the pandemic-driven decrease 
of in-person events like conventions 
and symposia, pivoting previously 
H2H events into virtual ones has had 

Gifting and the sales funnel: a perfect match

Top
Get the sales conversation flowing 
with a personalized gift experience
such as a branded wine-tasting kit 
and handwritten message. 

Bottom
Close deals and extend the sales lifecycle 
with special deliveries and timely thank you 
gifts that turn customers into advocates.

Middle
Stand out from the competition with 
direct sends to key accounts that will 
give potential customers a reason to 
smile—and remember your brand.
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Deliver smiles 

A brand is about more than customer 
loyalty—it’s also about the commitment 
employees show to the company and 
the product. Today, many employees 
are still working remotely, and the 
trend is likely here to stay for many 
industries. Reinforce positive onboarding 
experiences for new virtual employees 
by sending surprises such as custom 
welcome kits or branded T-shirts and 
sweatshirts. Or easily and effectively 
send joy: Recognize existing employee 
successes and celebrate life milestones 
with direct-mailed gifts.

Across all aspects of sales and marketing, 
the old methods of direct mailing and 
gifting—using unconnected software 
platforms (if not downright hands-on 
package management)—are inefficient 
and out-of-date. Sending Platforms are 
the new industry standard and the future 
of direct mail and gifting.

increasingly less impact. Although  
field marketing has adapted where  
it could, there are other repercussions, 
like participants suffering from screen 
fatigue, just as with email marketing. 

However, direct mailings of gifts like cup 
holders, phone mounts, and portable 
chargers can be persuasive enticements 
to encourage virtual event attendance, 
creating interest in your offerings and 
resulting in lead generation. In addition, 
marketers can leverage swag in real time 
with interactive giveaways and contests 
that delight participants during both live 
and virtual events.

Deliver conversions 

Surpassing quotas is a core aspect 
of successful sales efforts, and doing 
so involves meeting ongoing goals: 
increasing response rates, reviving  
lost leads, and booking more meetings.  
A Sending Platform can increase  
success rates and sales conversions 
across this continuum by sending gifts 

such as flowers and succulents, spa  
kits, or custom oil paintings to key  
clients or prospects. 

Aligning sales and marketing is essential 
for this strategy to work. Peter Issacson, 
CMO for Replicant, says that “when  
there is a technology that actually 
facilitates that coordination, like a 
sending platform, it’s magic.”

Deliver good will

Gaining new customers is just the 
beginning of the sales cycle. Delivering 
an excellent customer experience  
is paramount. Successful introductions 
create long-term customers or  
affiliates, and thoughtful follow-up  
extends relationships. 

Sending a welcoming kit with 
educational materials makes for a  
perfect introduction, and following up  
at milestones with branded merchandise 
keeps initial customer excitement going. 
These efforts can even diffuse negative 
customer experiences that might arise. 
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Peter Isaacson
Chief Marketing Officer at Replicant

“...when there is a technology 
that actually facilitates that 
coordination [between 
sales and marketing], like a 
sending platform, it’s magic.”
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One platform.  
Many technologies.

Until recently, companies relied  
on un-integrated avenues to reach 
customers by using physical messaging 
tactics like these: 

• Direct mail automation software to 
engage prospects and customers 
offline by sending printed materials 

• Corporate gifting software that 
created touchpoints with prospects 
and current customers by sending 
personalized items like T-shirts,  
food and beverage gift baskets,  
and other options 

• Branded merchandise  
management platforms to send 
company-branded items like  
pens, coffee cups, and more 

Unfortunately, these separate 
applications have limitations:

• Often not robust

• Provide little opportunity for  
follow-up communications 

• Offer scant ROI reporting capabilities 

Send and deliver

impact.
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As a result of these challenges, many 
companies and organizations now 
look for reliable, easy-to-use, all-in-one 
SaaS solutions that integrate direct 
mail, corporate gifting, and swag 
management. They want platforms 
that handle all the “moving parts” from 
sourcing, personalization, shipping 
and engagement tracking, to ROI 
measurement with the click of a button.

Sendoso, the leading Sending  
Platform, easily integrates these three 
essential solutions for our customers—
and much more.
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We have created the perfect SaaS 
solution—one that integrates with your 
existing technology stack and allows your 
teams to choose from unlimited sending 
options that include customized gift 
boxes, branded merchandise, food, wine, 
and much more to fulfill your campaigns. 

By using our Sending Platform, you can 
choose from nearly limitless packaging 
options like box style, crinkle paper, and 
personalized typed messages that look 
like handwritten notes. Choose your 
recipients, and our warehouse team 
follows your detailed instructions to 
promptly fulfill your order. 

Because our solution includes our 
proprietary Send Tracker, you can 
follow the progress of your order, which 

includes when your mailing arrives. This 
information allows you to schedule follow-
up communications and mailings with 
specific data, not guesswork. Finally, our 
dashboard lets you accurately measure the 
effectiveness of your campaign spend. You 
can track how Sendoso delivers revenue 
and reduces costs.

Salesforce Integration

Our Salesforce integration is powerful.  
It allows marketers visibility into 
pipelines. Use it to track anything you 
send, connect items to your campaigns, 
and automatically execute personalized 
“sends” when there are updates in 
Salesforce fields. Even better, you 
can view ROI reports with Salesforce 
Analytics Dashboards.

Send and deliver

revenue.
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What Sendoso can do for your company

We’ve become the industry leader with our comprehensive and innovative integrative software platform that includes: 

Limitless sending possibilities

With Sendoso, your Physical Impressions can  
drive revenue throughout the customer journey  
with modern direct mail, personalized gifts,  
virtual events, and beyond.

• Sendoso Experiences 

• eGifts

• Meeting Scheduler

• Gifts from Amazon 

• Sendoso Choice 

• Handwritten notes

• Address Confirmation

• Sendoso Direct

Worldwide fulfillment and inventory management

With Sendoso, you access warehouse storage nearly 
anywhere in the world, so your branded collateral, 
swag, and gift items can reach global customers. 

• Inventory updates  
and alerts

• Packing and shipping

Intelligent analytics and reporting

Make decisions with actionable marketing  
insights with our platform. We help you quickly  
see when items are sent, received, or redeemed. 
Track overall campaign performance.

• Analytics dashboards • Send Tracker

Scalability across teams and budgets

From marketing to sales and even HR teams, achieve 
your goals with our SaaS-based Sending Platform.

• Team sending

• Team budgets

• Team permissions 



Activate seamless integrations (under one integrated platform)

Sendoso is powerful and flexible, integrating seamlessly with all major customer relationship management (CRM) and corporate customer 
communication platforms.

• Trigger direct mailings and eGift sends.

• Include unique eGift URLs in your  
email templates.

• Keep teams inspired by adding  
interesting moments.

• Track Sendoso campaign ROI.

• Automate mailings based on any  
HubSpot criteria.

• View any send’s status within your HubSpot 
activity feed.

• Measure ROI on all your campaigns through 
HubSpot CRM to track send success.

• Keep your sales team aligned by leveraging 
email alerts and updates on Sendoso sends.

• Add Sendoso events to Outreach’s  
activity feed.

• Embed Sendoso functionality within emails.

• Add dynamic eGift links to your  
Outreach Sequences.

• Send directly from within Salesloft.

• Add Sendoso to ensure timely follow-up.

• Leverage real-time visibility on the status of sends.

• Send personalized gifts directly.

• Track the status of your Amazon sends.

• Personalize Amazon purchases to fit your brand.

• Implement personalized sends at scale  
to match budgets.

• Get visibility into sales pipelines.

• Track anything sent in Salesforce and connect 
sends to campaigns.

• Have mail sent automatically.

• Enable teams to send directly from Salesforce.

https://sendoso.com/integrations/marketo/
https://sendoso.com/integrations/hubspot/
https://sendoso.com/integrations/outreach/
https://sendoso.com/integrations/sfdc/
https://sendoso.com/integrations/amazon/
https://sendoso.com/integrations/salesloft/


Other Sendoso platform integrations

https://sendoso.com/integrations/calendly/
https://sendoso.com/blog/activecampaign-integration
https://azure.microsoft.com/en-us/
https://sendoso.com/integrations/bombora/
https://sendoso.com/integrations/chilipiper/
https://www.demandbase.com/
https://www.datagrail.io/
https://crowdvocate.com/
https://sendoso.com/wp-content/uploads/Eloqua-Sendoso-Integration.pdf
https://sendoso.com/integrations/enboarder/
https://influitive.com/
https://sendoso.com/integration/groove/
https://www.withlantern.com/
https://sendoso.com/integrations/microsoft-dynamics/
https://www.okta.com/
https://www.pingidentity.com/en.html
https://www.onelogin.com/
https://sendoso.com/integrations/rollworks/
https://sendoso.com/wp-content/uploads/Sendoso_Datasheet_SurveyMonkey_11-18.pdf
https://www.pardot.com/
https://info.sendoso.com/rs/757-WXD-176/images/shopify-integration-2021.pdf
https://sendoso.com/integrations/terminus/
https://sendoso.com/integrations/zapier/
https://sendoso.com/integrations/workato/
https://transcend.io/
https://sendoso.com/integrations/xant/
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Customer wins with Sendoso

We help thousands of companies 
improve their direct mailing, corporate 
giving campaigns, and much more. 
Learn about some of the successes our 
customers have realized with Sendoso 
solutions in diverse situations.

Send and deliver

success.
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Anaplan
Best-performing campaign 
results in $65M in pipeline 
prospects and $30M in revenue

Account-Based Marketing 

Anaplan, a publicly traded enterprise 
software company, incorporates sending 
as an integral piece of its ABM program 
to create new pipeline opportunities, 
increase deal velocity, and drive revenue. 
Direct mail, gifting, and branded 
merchandise are central components  
of various campaigns. 

In Q4 2020, Anaplan’s marketing team 
launched a holiday campaign, working 
directly with Sendoso’s send curation 
team to source items for a gift bundle: 
a holiday card, sweet treats, the latest 
high-value company content, and a 
handwritten note. Once the items were 
inventoried, the Sendoso warehouse 
team built 350 bundles, and the 
organization’s marketing team shipped 
them to their target accounts.

Anaplan’s team used Marketo to email 
over 800 executives with an invitation 
to opt-in by confirming their mailing 
address. When a recipient’s address  
was confirmed, it automatically triggered 
a Sendoso send. Using our Salesforce 

integration, Anaplan was empowered to 
get real-time delivery notifications and 
send timely, personalized follow-ups.

Results

35% opted-in, resulting in the company’s 
best-performing marketing campaign of 
the year. It influenced $65M in pipeline 
prospects and $30M in revenue. 
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Electric
26% of all qualified meetings 
confirmed with Sendoso, 
revenue doubled

Demand Generation

Electric is a technology company that 
provides enterprise-level IT support to 
small and midsize businesses. Before 
partnering with Sendoso in 2019, 
Electric’s small marketing team relied on 
manual sending, which was inefficient 
and time-consuming. 

Since then, Electric has used Sendoso for 
fulfilling its account executive’s monthly 
budgets to send eGifts for coffee, lunch, 
Amazon, or charitable donations to 
potential customers through Outreach  
or Salesforce. With Sendoso, the team 
can now scale its giving as needed and 
can measure results better than before.

The team also builds on triggered sends 
at certain stages of each buyer’s journey, 
usually by sending swag items from 
S’well bottles with a Miami Vice–style 
Electric logo to dad hats, beanies,  
and insulated mugs. 

Results

26% of all qualified meetings in Q1  
2021 were confirmed using Sendoso. 
Even better, the sales team doubled 
company revenue.
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FireMon
$4M added to pipeline, ROI 
goal exceeded by 570%

Field Marketing

FireMon helps cybersecurity teams 
automate their security policy processes. 
The company launched Sendoso in early 
2020, and direct mail became a key part 
of its opportunity generation strategy. 
Today, FireMon uses Sendoso across 
field marketing, business development, 
demand generation, and channel 
marketing endeavors. 

On the field marketing side, the team 
launched an always-on account-based 
everything (ABX) campaign to qualify 
leads at target accounts. Each week, 
field marketers identify a low-performing 
territory and send roughly 800 Cravory 
cookie packages to contacts at target 
ABX accounts, using intent data  
through 6sense.

Using Sendoso’s Address Confirmation 
feature, FireMon’s field marketing team 
can be confident that packages are 
delivered to wherever their prospects  
are currently working. Over six weeks in 
Q4 2020, the campaign generated 39 
new meetings and even influenced a 
$150K closed-won opportunity.

The company also launched Sips  
& Security, a series of virtual cocktail 
classes targeting high-value security 
professionals at established companies.

To drive attendance, the BDR team 
sent personalized H2H messages to 
qualified ABX targets via email, LinkedIn, 
and phone. Because this was such a 
unique event idea, the team saw a 
57% conversion rate from registrant to 
attendee. Once a prospect registered, 
the BDR team used Sendoso to send a 
Crafted Taste cocktail kit, which included 
a bottle of bourbon and ingredients to 
make an old-fashioned cocktail. 

Results

The Sips & Security series drove an 
impressive $1.8M in net-new pipeline 
and influenced over $4M in the sales 
pipeline, surpassing the team’s ROI  
goal by 570%.
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Gong
Campaign generates 14% 
conversion rate, $33M in 
revenue prospects

Sales Development

Gong is a conversation intelligence 
platform that leverages artificial 
intelligence to enhance CRM  
and sales teams. 

Ahead of the 2020 holiday season, 
Gong’s sales team added reindeer 
piñatas to its Sendoso Direct offerings. 
The mailing’s messaging highlighted 
that a piñata is like customer-facing 
interactions—the real value is inside.  
All follow-up messaging was 
personalized to the prospect’s  
business, with a few resonating  
piñata puns sprinkled throughout.

The campaign was so successful that 
Gong relaunched it for Valentine’s Day, 
this time with holiday-specific pink 
unicorn piñatas.

Results

The piñata campaign generated  
a more than 14% conversion rate  
in enterprise and strategic segments. 
Overall, “Project Piñata” sourced $5.5M 
in pipeline sales and influenced nearly 
$33M in pipeline prospects.
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OneLogin
220% ROI increase from  
re-engagement campaign

Customer Experience

OneLogin is a company that  
offers secure identity and access 
management services. In 2019, 
OneLogin implemented Sendoso  
to enable its sales team members  
to send surprise gifts in their  
outbound campaign efforts. 

In 2020, the early days of the  
COVID-19 crisis, OneLogin hosted  
a Virtual Summit for its IT decision-
making potential customers. Using 
Sendoso’s powerful functionalities,  
the company was able to host a live 
cocktail-making “happy hour” with  
our Address Confirmation capabilities. 

Results

OneLogin saw an 82% positive  
response rate, and 87 top prospects  
and customers attended the festive 
virtual event.

Beyond this virtual event, OneLogin’s 
sales team obtained a 220%  
ROI increase from a closed lost  
re-engagement campaign and 21% 
ROI from an opportunity acceleration 
campaign—all with Sendoso’s innovative 
and inclusive SaaS solution.
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It’s time to integrate and start sending.

Get ahead of the shifting landscape 
of modern marketing—a challenging 
environment where tired old standbys 
like email messages don’t work anymore 
and in-person interactions are limited. 

Transition to direct mail and corporate 
gifting strategies with the leading 
Sending Platform. 

It works. Our customers see significant 
positive results from custom send and 
deliver campaigns.

Send and deliver

deeper 
connections.

Request a demo and learn how to send 
delight and deliver customer loyalty today.

https://sendoso.com/demo-request?utm_source=Web&utm_medium=&utm_campaign=send_and_deliver&obility_id=1101&utm_content=ebook_landing_page
https://sendoso.com/platform/
http://sendoso.com

