o Transforming University Lead
m Generation: The VijayBhoomi
‘ | Success Story

A comprehensive case study on how integrated digital marketing strategies
increased qualified student leads by 35% while reducing acquisition costs by 34% for
India’s first liberal professional university.




Project Overview & Challenges

As Digital Marketing Executive,, | led a comprehensive lead generation initiative for VijayBhoomi University during July-December 2022. The
university was struggling with:

Low Lead Quality Fragmented Marketing

High volume of inquiries but poor conversion to applicants due to Disconnected SEO, SEM, and SMM strategies with inconsistent
unqualified leads messaging

Inefficient Lead Capture Poor Lead Tracking

Landing pages with high bounce rates and low conversion rates Inadequate CRM integration made measuring campaign

effectiveness difficult

Our objective: Create an integrated digital strategy to attract, capture, and nurture qualified prospective students across multiple programs.



Integrated Channel Strategy

We developed a cohesive approach across all digital channels, aligning

messaging and targeting specific funnel stages:
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1 Unified Keyword Strategy

Developed a comprehensive keyword matrix across channels

focusing on program-specific terms and intent-based queries

2 Cross-Channel Content Alignment

Created consistent messaging and value propositions across

organic search, paid ads, and social platforms

3 Funnel-Stage Targeting

Aligned specific channels to each stage of the student decision
journey, from awareness to enrollment




Landing Page Optimization

We completely overhauled the landing page experience, focusing on conversion

optimization:

e Created program-specific landing pages with tailored messaging, faculty
highlights, and career outcomes

e Simplified lead capture forms, reducing fields from 12 to just 5

e Added trust elements including student testimonials, accreditation badges, and
placement statistics

e Implemented rigorous A/B testing on headlines, form placements, and visual

elements

e Improved mobile responsiveness for better user experience across devices

These optimizations resulted in a 63% increase in conversion rates, with program-

specific pages outperforming generic pages by 2.8x.
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Facebook Lead Ads Campaign
Strategy

Audience Segmentation

1 Developed targeted campaigns based on demographics (age 17-24),
interests (higher education, career development), and location (key Indian
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Lead Form Customization

3 Implemented Facebook's native lead forms with contextual questions to
pre-qualify prospects before CRM entry

Retargeting Strategy

4 Launched dynamic retargeting campaigns for website visitors who

abandoned inquiry forms, offering additional program information




CRM Integration & Lead Nurturing

We established robust systems to capture, track, and nurture leads

through the enrollment funnel:

Lead Flow Automation

&
k Integrated all lead sources into a centralized CRM with
automated routing to appropriate counselors

Lead Scoring Model

i\(:) Developed scoring based on engagement level, program
interest, and demographic fit

Nurturing Workflows

< Created automated email sequences tailored to specific
programs and inquiry types
Performance Dashboard

! Built real-time tracking of lead sources, conversion rates,
and cost per lead

The CRM integration dramatically reduced lead response time from 24

hours to just 45 minutes, increasing conversion likelihood by 3x.
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Measurable Results

6-Month Performance Impact
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Within just 6 months, we achieved significant improvements across all key performance indicators, demonstrating both quantity and quality gains.



Cost Efficiency & Channel Performance

Reduction in Cost Per Lead

From 21,850 to 21,220 per lead, saving approximately 820,000 over 6
months

35%

While Facebook Lead Ads generated the highest volume of leads, SEO-

generated leads showed the highest application conversion rate at
32%, demonstrating the importance of our integrated approach.

Facebook Lead Ad CPL Reduction

From 2950 to 2620 per lead, making it the most cost-efficient

channel

427%

Leads from Facebook

Facebook Lead Ads delivered 42% of all leads at the lowest cost per

lead



Tools & Technologies Utilized

Our integrated approach leveraged a comprehensive technology stack to execute, measure, and optimize the campaign:
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SEO & SEM Tools Social Media

Google Ads, SEMrush, Google Search Console, Google Analytics 4 Facebook Ads Manager, Instagram Business, LinkedIn Campaign
Manager
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Landing Page Tools CRM & Automation

Unbounce, Google Optimize, Hotjar for heatmaps and user behavior HubSpot, Zoho CRM, Mailchimp for automated nurturing sequences

analysis
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Analytics & Reporting Tracking & Attribution

Google Data Studio, Tableau, Supermetrics for comprehensive data Google Tag Manager, Facebook Pixel, UTM parameters for multi-touch

visualization attribution



Key Insights & Strategic Takeaways

Integrated Digital Ecosystem Quality Over Quantity

The project demonstrates how a cohesive strategy across SEO, Pre-qualifying leads through targeted content and optimized forms
SEM, and social media creates a sum greater than its parts, increased both lead volume and quality, resulting in a more efficient
amplifying results across all channels. admissions process.

Response Time Matters Data-Driven Optimization

Reducing lead response time from 24 hours to 45 minutes had a Continuous testing and refinement across all elements of the
dramatic impact on conversion rates, highlighting the importance campaign allowed us to maximize performance and ROI within a

of operational efficiency. relatively short timeframe.

This project transformed VijayBhoomi's digital presence into a predictable, scalable lead generation engine supporting enroliment objectives while
delivering measurable ROI.



