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Email Frequency - Third Party

Informa Engage Best Practice
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For Third-party we recommend that a user receive a maximum of 1 email per audience per day, although
exceptions can be made in exceptional circumstances as judged by the market owners. We manage this
using a few methods:

Clear Process

From placing a third-party order to delivery there is a clear process in place that ensures clear
communication to everyone involved.

1. Sales enters the order via Salesforce, which
automatically places it in Workfront

2. The Workfront system automatically sends a
request for materials, and reminders if these
are not received

3. The deployment team builds and tests emails

2-3 days prior to the deployment date

4. Once clients approve the email then the list is
loaded, scheduled and deployed

5. After deployment tracking reports are sent to
the engagement managers and sales team for KPI
tracking. These are also sent to clients on request.
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Co-ordination with Vertical Market Teams

Our Third-Party team work closely with each market group to manage email frequency to ensure that we
do not over deploy to any one audience in one day. Most groups have a marketing manager that helps
track email deployments via a shared calendar, and this person will work with the sales team to determine

whether a particular audience is available that day.
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Figure 2: A sample shared calendar tracking all deployments, including third-party

Note that this audience is not a fixed brand or market but a segment within a market. Using Agriculture as
example there may be multiple deployments within a single day for the same publication, however only if
the recipient audiences are distinctly separate, such a deployment to corn growers and a separate

deployment to wheat growers.
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Additionally, all Marketing Managers
and Sales teams have access to the
Workfront system in order to review the
schedule directly at any time.
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Figure 3: Planned third-party deployments as
viewed directly in Workfront
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Within our third-party deployment system, frequency can be tracked directly and in addition a monthly
report tracks frequency at the list level. This looks at the percentage of records within a list that have

received 0 to 11+ emails, so tracks both unused data and potentially over-used data.
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 Assetintelligence  AlEloquaPentonEquipWatch  100% 0% 0% 0% 0% 0%
Meetings  MT-Specialévents  100%  O%  O%  O%  O% 0%
Technology IT-Eloqua-Data Center Knowledge 96% 2% 1% 1%
Wealth Management  WM-Eloqua Penton-WRE 97% 2% 1% 1%
Food & Restaurants FR-Masterfile-Food 98% 1% 1% 0%
Technology IT-Masterfile-IT 97% 2% 1% 1%
Waste & Sustainability WSs-WasteExpo 98% 0% 1% 0%
81 UK B1-UK-ALL 94% 3% 1% 1%
Technology IT-Eloqua-10T 9a% 2% 2% 1%
Food & Restaurants FR-Catersource 79% 15% 5% 1%
Food & Restaurants FR-Nation's Restaurant News £8% 7% 7% 3%
Public Infrastructure  Pl-American City & County 9% 1% 7% a%
Public Infrastructure  PI-IWCE Show
\

Figure 4: Sample list-level frequency report
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Email Frequency across our brands and products

Because our emails are managed by market managers at the market level we are not able to implement
cross-market restrictions on how many messages a specific record received, which is why we also track
this at the list and record level. It's rare for records to exist in multiple markets so we don't see records
being excessively contacted as a result of this, however nothing is formally in place to restrict at the user
level.
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Figure 5: Direct frequency reparting within our third-party database

Opt Outs

Our opt-outs are processed every 24-hours and are processed at either a brand, market or global third-
party level depending on the brand preference. These are processed in QuickPivot and applied back to
the source system either via QuickPivot or via Usercare. This ensures that anyone opting out of third-party
as a result of one of our messages has that opt out honoured across Informa.

Third-party opt outs do not roll up to first party opt outs, so anyone choosing to be opted out of third-
party is still contactable via their source market for newsletters or promotions. The exception to this is
anyone who requests to be globally blacklisting via direct contact with our Usercare team.

In Summary

In order to accomplish the critical process of email frequency management, Informa Engage employs
several tactics including having a clear process and coordination with Vertical Market Teams and utilizes
reporting to collaborate and monitor activity including schedules in WorkFront and Frequency Reporting.
Please contact the Informa Engage team (listed on the cover page) with any questions.
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