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DemandGen Helps Change Company Culture at Accela

CASE STUDY

Accela’s creative use of marketing automation to boost employee brand awareness—with help from DemandGen—
turns in impressive results, and wins an award from the Employee Management Association
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Highlights

Market: Internal staff

Industry: Government

software solutions

Solution: DemandGen’s
lead nurturing and lead
scoring—creatively repur-
posed for brand awareness

e Survey game
o Weekly email touches

e Survey scoring,
displayed on custom
results dashboard

The marketing department at
Accela, a leading provider of gov-
ernment automation software
solutions, was tasked with getting
employees on board with the Ac-
cela brand and focused on com-
pany goals and objectives. They
had a great idea—Accela Pursuit, A
Game of Company Knowledge—

but they needed to bring it to life.

The requirements? The program
had to be automated, easy for
employees to use, and have mini-
mal impact on the marketing de-
partment’s regular responsibilities.
In addition, the marketing team
needed to show the company
management the full value of their

investment in Eloqua.

The team turned to DemandGen to

help make their inspiration a reality.

Survey Game Builds Brand Knowledge, Keeps Employees Involved

Using Eloqua, DemandGen created
a 10-week long automated email
campaign consisting of weekly
surveys with questions specific

to each internal department at

Accela.

Accela’s executives helped cham-
pion the game and even created
the game questions for their re-

spective areas.

ACCELA PURSUIT
Game of the week! o "%

Executive sponsorship and a clever
idea, however, could only take the
program so far. For true success,
the marketing team had to keep
the employees engaged. Weekly
and grand prizes for respondents
with the highest scores helped.

So did a series of email touches
throughout the week that kept
the game at the top of employees’

minds.

i g ey s Sy st e

ik i e B of Wl CRCF {1

e  On Monday, employees re-
ceived an invitation to play

that week’s game

e  Once employees completed
each survey, they received

thank-you emails

e On Wednesday, those who
hadn’t played were reminded

e On Thursday, results were

announced

Survey scoring was completed in
real-time and the program pre-
vented employees from playing
more than once. Throughout the
program, the marketing team was
able to measure success with a
custom results dashboard that

DemandGen created.
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Unprecedented Results Showcase the Value of Eloqua—and DemandGen’s Expertise

The results were astonishing—enough so that Accela was awarded sec-
ond place in the national Creative Excellence Awards competition,

hosted by the Employee Management Association.

90 percent of Accela’s employees participated at least once during the
course of the game and 63% played every week on average. In a post-
program survey, the vast majority (89% and higher) said the game was a
valuable learning tool, fostered better understanding of other depart-
ments and better communication among employees, was valuable for
expanding their knowledge about Accela and its products and services,
and helped change the way they thought about the company. 73% said
they’d want to play again. “DemandGen was integral in the success of
this campaign,” says Accela Marketing Director Cici Arabian. “They un-
derstood our goals and worked with us closely to build in as much pro-
gram automation as possible as well as creating the reports we needed
to measure success and show clear results to company executives.” A
modified version of the program is now used by the Human Resources

department as orientation tool for new hires.

What'’s more, the Accela team was able to showcase the value of
Eloqua to company management, gain additional ROl from the
system, and get ideas for other ways to leverage Eloqua for both

internal and external marketing.

“DemandGen

was integral in
the success

of this campaign .”

“Because we used this tool in a unique way from the beginning,
we are more inclined to use it in unconventional ways,” Arabian
says. “For example, we now use Eloqua to manage and track
reference activities for our customer base—also something

DemandGen built!”

About Accela, Inc.

www.accela.com

pricing and exceptional customer service.

Accela’s solutions open up new and better ways for federal, state and local governments to serve the public by automating activities
related to asset management, emergency response, permitting, planning, licensing, public health, public works, and more. Backed by

nearly 30 years of development, Accela products enable agencies to reduce workload and increase efficiencies. value, with transparent

@ DEMANDGEN

DemandGen is a global team of marketing automation and lead
management experts, with centers of excellence across North
America and Europe. Best known for its award-winning lead
scoring and nurturing methodologies, DemandGen has helped
hundreds of clients establish best practices, implement effective
lead management programs, and produce measurable results.
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