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Company information
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Company information 

We are Sendt. A creative Online Marketing Agency that is
specialized in generating qualitative traffic & qualified
leads.

Founded in 2013

Based on the outskirts of Amsterdam

25+ employees

Active in more than 10 countries

Office in Belgium

Consolidated annual turnover 2021 > €10,000,000



Help companies find consumers who are looking for a product or service and
want to be called or emailed by the company to receive more information or a

quote/proposal, for example. - Leads  

We help companies in/with generating new potential customers. 

Core Business 



Client challenges 

Gain more potential customers

We mainly help companies with the
following challenges:

Increase the quality of leads

Reduce the lead cost per sale 



Step by step - what we do 
Creation 
Traffic 
Data Management (leads) 
Optimalization 
Development 



How we do it.

Concept & Creation Traffic Optimalization Development 



Concept & creatie 

Lead profile & stage in funnel (AIDA model)

Follow-up on leads 

Best practices (historical data)

Science & technology 

Inspiration (brainstorm: UX flow + content + design + action) 

Advertisements 

E-mails 

Prelanders

Landingpages 

Thank you page 



 Smart Media Buying 

 Dashboard (real-time insight, KPI)

 Targeting

Technology (algorithm, conversion, relevance score, cpm)

Historical data

Reach (Mainstream, Exclusive, Owned, Publisher)

Volume agreements 

Selecting sendt

Dedicated team 

1.

2.

3.

4.

More views 

More  clicks 

More visitors

More Leads

Traffic 



Data Management (leads) 

Landingpage
 client

Landingpage
Sendt 

Data check Data delivery

Validation 

Undoubling 

Algorithms 

Opt-in proof

Transparency via portal 

API or portal (exchange results)



Data 

Feedback clients 

Experimenting (A/B testing) 

Analysing results 

KPI  

continu optimalization 

Optimalization 



Market developments

Client and internal needs 

Efficiency 

Comfort 

 Quality 

Development  



Development 

New Tooling 

New attributions  



Our approach
Overview client approach 
Start-up phase: Intake, agreement and Kick Off 
Pricing model 



Overview client approach 

Agreement Kickoff Concept &
creation

Digital
publishing

Publishing
management  &
Media Buying 

Intake meeting

Data
Management 

Optimalization



 Introduction
team 

Pricing model 

Align clear
 KPIs

We discuss the kpi's, (number, target cpl, budget) 

Identification of leadqualifications and leadprofile  

We getting to know the team, operational issues, do's

and don'ts 

Collaborate with clients to start a project
that results in their need in leads. 

Start-up phase: Intake, agreement and Kick Off 

Mapping
Buyer persona 



Pricing model 

Leadprofile and Leadqualifications 

Target CPL

Volume 

Publishing & project management 

Lead data exchange & reporting 

CRO (optimization)

Execution services: 

Execution budget 

Kick off meeting. 

Concepting 

Creation materials lead campaign 

Digital publishing

Set up data exchange & KPI dashboarding

Standard one-time setup fee of  € 1.750,-  

(Not charged for repeated campaigns)

Execution services: 

Fixed costs 

We can agree on a

fixed CPL-based

pricing model

Fixed CPL 



Focused on CPL with Lead quality
risks 

Approachable lead campaign,
conversions are high and it is
focused on marge per lead:

Traditional pricing model 

Low conversions on sales 

Supply of leads can suddenly
stop

Sendt pricing model 

Focus on the lead quality and the
result at the end of the sales
funnel. 

Space to optimize campaigns 

Market Influences
Campaign, fase of the sales
funnel  

Flexibility in average pricing: it is
inpossible to be consistant: 

End goal: That the total lead
cost for a sale is not exceeded

Pricing model 



More information 
Our team of proffesionals 
Promises 
Dashboard 
Sign up history 
Campaign examples 



Copywriters Marketing managers 

Campaignmanagers

Creative director  

Data-analists

Designers  

UX marketers 

Front- & backend developers   Media Buyers 

Channel managers

Data privacy officer

Our team of professionals  

 Inhouse
capicity Experience Knowlegde



Dashboard

Monitoring KPIs

Lead collection

Reports

AVG / Opt-in 

Finance 



Dashboard



Examples of campaigns

Joint campaign example
Dedicated campaign example 



Thanks  Summary / questions  


