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And it’s something we 
hated while we were in 

school 
Type to enter text 

We’re	  not	  in	  school	  anymore.	  	  
And	  now	  we	  love	  quizzes	  









The worlds’ simplest quiz tool 
	  





The platform for people who create  
world-class interactive content 



Right answers	   No right answers	  

Two types of quizzes for email 



Fit Marketing Case 
Study 









Turn this Into this 













Promotion 
Owned Earned Paid 



Engagement 

TIMES TAKEN 

516,704 
LEAD IMPRESSIONS 

455,929 
LEAD CONVERSIONS 

29,410 
CONVERSION RATE 

6% 

AVG TIME SPENT 

0:24 

COMPLETION RATE 

82% 



ROI 

Top revenue-generating channels included:  
•  Organic Search: $143,692 
•  Email: $126,674 
•  Paid Search: $103,545 

Traffic to the quiz landing page: 573,338 unique visitors  
Revenue: $1,167,746.21 
 
 

9,655% 
Return on Investment: 



Tips for graded quizzes 

Choose a compelling title: 
 
•  Are you a ____ expert? 
•  Can you pass the ___ test? 
•  The world’s hardest ___ quiz 
•  Are you a true ____? 
•  ____ or ____ 



Make graded quizzes the hardest ever 
 (or at least say it is) 



Tips for graded quizzes 

Limit the number of 
answers to each 
question 
 
Remove any friction 
from the experience 
 



Tips for graded quizzes 

Show feedback:  
give more information 
about the right answer 
 
Now you’re entertaining 
and educating  



Tips for graded quizzes 

Make people feel good 
about their results 
 
45% of shares on 
graded quizzes come 
from 100% scores 



Tips for graded quizzes 

Assign outcomes  + CTA 
 
 “You got 90%. You’re a 
genius!” 
 
Other geniuses subscribed 
to our newsletter…. 



Tips for outcome quizzes 

Choose a compelling title: 
 
• Which ___ are you? 
• What ___ do you actually belong in? 
• What kind of ___ are you? 
 
 



Tips for outcome quizzes 

 
Create shareworthy outcomes: 
 
invoke awe, laughter or amusement  
(BuzzSumo) 
 
make it a “feel-good, look-good” mechanism 



Tips for outcome quizzes 



Tips for outcome quizzes 

 
The most “efficientive” process: 
 
• Identify outcomes 
• Map differentiating factors 
• Be creative with your questions  



Work backwards – tie to CTA 

Write	  these	  first	  and	  decide	  on	  the	  CTA.	  	  
	  
Make	  sure	  people	  would	  be	  proud	  to	  share	  
	  
This	  is	  buyer	  persona	  data…	  	  
	  
Make	  sure	  your	  CTA	  relates	  to	  the	  outcome.	  	  
	  
Hey	  3PO	  –	  you’re	  research	  driven,	  so	  why	  
subscribe	  to	  our	  weekly	  email	  about	  the	  best	  	  
findings	  in	  robo>cs	  …	  





Now that you have all these leads, 
what do you do with them?



Customer Buying Journey

Awareness

Interest

EvaluationPurchase

Retention

Upsell



STEP 1 = Determine Your 
Customer’s Location In Journey


AWARENESS	   INTEREST	   EVALUATION	  

eBooks	  
White	  Papers	  
Webinars	  
Blog	  Visits	  

VisiMng	  Homepage	  

Look	  Books	  
VisiMng	  Product	  Pages	  

Request	  A	  Demo	  
	  

Case	  Studies	  
TesMmonial	  Pages	  

Pricing	  Page	  



STEP 2 = Respond According To 
Their Location In Journey


AWARENESS	   INTEREST	   EVALUATION	  

eBooks	  
White	  Papers	  
Webinars	  

Blog	  ArMcles	  
Social	  Content	  

Look	  Books	  
Spec	  Sheets	  

Links	  To	  Product	  Pages	  
(Possible)	  Sales	  Rep	  

Outreach	  

Case	  Studies	  
TesMmonial	  Pages	  
Social	  Content	  From	  

Customers	  
Live	  Social	  Feed	  

(Possible)	  Sales	  Rep	  
Outreach	  



Let’s take a look at real�
brand examples






By using web cropping & API integrations to 
display the latest product deal & businesses 
can automate much of the email production 
process when running similar deals.

In this email, eBay used an API integration to 
crop a send a daily product email. As the data 
changed, so did the content in the emails. 
That way, the team could send the emails 
without actually changing the details.  



Product Offerings

Awareness



Clothing brand ivivva used geo-targeting to 
display the closest showroom to the recipient 
at the time the email was opened.  

This helped to drive in-store visits, given that 
recipients were shown the showroom that was 
closest to them at the moment of relevance 
(eg: when the opened the email) instead of the 
showroom that was closest to the recipient’s 
mailing address.


Geo-Targeting

Interest



Live Social Content
Creating a real-time social experience in an 
email can combine the engagement of social 
media with the ROI of email marketing.

Hyatt decided to make emails more engaging 
and interesting by adding a live Instagram 
feed through a custom API Integration. 

Evaluation



User Generated Content
Dunkin' Donuts leveraged a social API 
integration that showcased the latest Twitter 
and Instagram photos tagged with 
#DDPerksLove. 

By emphasizing user-generated content with 
this integration, Dunkin' Donuts more or less 
built a self-generating customer testimonial 
machine that is both entertaining for customers 
and builds loyalty for the brand. 

Evaluation



Lenscrafters wanted to allow recipients to book 
eye exams from right within the inbox – taking 
out the extra step for the customer to make 
that decision to purchase.

By using geo-targeting to show the closest 
locations to the recipient and using an API to 
flow in available appointments, Lenscrafters 
improved click-through rates by 30%.  



Leverage the Inbox

Purchase



Communication doesn’t stop just at the first 
purchase. Retain those customers and turning 
them into loyalists.

Yahoo used an API integration to live poll their 
customers directly from within the inbox. 
Knowing which vacation spot they prefer, Tahiti 
or Hawaii will allow them to further segment 
and send relevant vacation deals.



Retention and Upselling

Retention



There’s nothing worse than an email with 
irrelevant content.

Sprint customized one of their emails to react 
to the recipient’s device and send much more 
targeted offers. If recipients opened the email 
on an Android phone they were shown offers 
for the latest phones. If the email was opened 
on a tablet, the content changed to show a 
tablet promotion.



Be Extremely Relevant

Upsell



DATA CONTEXT RELEVANCE





Want to learn more? 
 

Get in touch, we'd love to hear from you!

go@boombox.com
www.boombox.com

Visit our blog:
Blog.boombox.com

contact@movableink.com 
www.movableink.com 
Download our eBook: 

"7 Ways to Use API Integrations in Your Email 
Campaigns”


