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The Ensighten platform enabled the global 
telecommunications company to develop a 
two-way conversation with prospects and 
customers, resulting in 44% reduction in 
acquisition costs and a 52% increase in   
web traffic
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In addition to engagement campaigns, the marketing team 

devised an acquisition strategy to focus on driving traffic to the 

website, thereby driving new subscribers to products and

services. With paid media programs bringing the majority of new 

prospects to the website, it was critical to get tags up quickly to 

get the most ROI from the media spend. The team also needed 

to generate customer behavior data in order to create targeted, 

personalized campaigns that would drive down the cost per 

acquisition.

This initiative prompted a re-thinking about tag management and 

ways to boost marketing agility.

The telecommunications industry is extremely competitive in 

their quest for customers. With more people shopping online 

for new phone products and services, a sluggish website or 

non-relevant messaging can be reasons enough for visitors to 

seek another vendor. That’s why one large telecommunications 

company made it their mission to improve the customer 

experience.

Challenge
Long wait times for tags; high acquisition costs 
for customers

For a major telecommunications company with a global customer 

base, the mechanisms for implementing marketing campaigns 

and creating a relevant customer experience had grown stale. 

Web pages included hundreds of tags, and as a result, customers 

experienced extremely slow load times.

Furtermore, the company’s digital marketing organization felt 

restricted by the process of implementing simple JavaScript 

tags. They had to wait for the IT department to work the request 

into the schedule, which meant tags often took anywhere from 

two weeks to three months to be added to the website. In 

the meantime, marketing campaigns and improved customer 

engagement from those campaigns were put on hold.

"The more you take ownership over 
the data, the more you understand 
the customer journey."

Senior Manager, Web Traffic
Global telecommunications company

Their web pages included hundreds of tags, and 
as a result, customers experienced extremely 
slow load times

For the global telecommunications company, 
the mechanisms for implementing marketing 
campaigns and creating relevant customer 
experiences had grown stale



3

Results
44% reduction in acquisition costs, 52% increase 
in web traffic

The Ensighten platform enabled the telecommunications 

company to develop a two-way conversation with prospects and 

customers. By adding tags to the site easily, and accessing useful 

and actionable data to drive advertisement campaigns, the cost 

per order decreased by 44 percent while web traffic increased 

by 52 percent.

Even more, messaging became personalized and relevant to 

customers and prospects by addressing their specific needs. 

This allowed for smarter ways to target audiences while being 

conscious of budget constraints.

The senior manager of web traffic explains, “With Ensighten, 

we can now feed our own customer journey and get the right 

target audience to our site, all in a way that’s efficient and within 

budget. Also, we are able to be surgically precise about the type 

of prospects we want to visit our website and see the full stream 

of what a user did.”

In the future, the telecommunications company will use 

Ensighten Activate™ with their data management platform 

to increase site traffic, enable optimization programs, boost 

campaign performance, cross-sell and up-sell, and develop 

business intelligence data.

Solution
Ensighten tag management brings data out of 
the shadows and into the light of day

By leveraging the power of Ensighten Manage, the marketers 

of the telecommunications company significantly reduced the 

time it took to add new tags. They were able to share valuable 

and useful data between tags and systems in order to deliver 

the right experience to the right customer. Furthermore, they 

immediately were able to:

• Manage and audit site tagging

• Get complete customer information

• Accelerate the execution of their analytics and 

personalization

• Increase user satisfaction with fast-loading and 

responsive pages

And through the Ensighten Data Layer, the company was able 

to open up new variables that were tied to an actual cookie. 

Actionable data became exposed, enabling effective remarketing 

tactics and audience personalization. For example, the company’s 

marketing team now understands where a user originated, what 

that person was doing on the site, and where the conversion and/

or drop off occurred. 

More impressively, the Ensighten data layer allowed for 

hundreds of different ways to segment the company’s audience, 

all based off the site-level variables gathered on each user.

"Ensighten allows us to respect the 
needs and interests of our customers 
and prospects."

Senior Manager, Web Traffic
Global telecommunications company

Ensighten Manage brought tag management 
under control and made rich data available to 
create customized messaging
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About Ensighten
Ensighten is a global cybersecurity leader, offering next generation client-side protection against data loss, ad injection and intrusion. 

Through the Ensighten solution, organizations can assess privacy risk and stop unauthorized leakage or theft of data, as well as 

comply with CCPA, GDPR and other data privacy regulations. Ensighten’s MarSec™ platform protects some of the largest brands in 

the world from data leakage whilst ensuring maximum web page performance.

Ensighten is headquartered in Menlo Park, US with the European HQ in London, UK. To learn more visit www.ensighten.com and  

join the conversation on LinkedIn and Twitter.

https://www.ensighten.com/
https://twitter.com/ensighten
https://www.linkedin.com/company/ensighten

