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Marketing automation is no longer a nice to have. It’s a need to 
have in today’s digital world. Organizations that have successfully 
implemented marketing automation experience a 14.5% increase in 
sales productivity, a 12.2% reduction in marketing overhead, and a 77% 

uptick in lead conversions1. 

Leveraging Dynamics 365 Marketing can help you realize these benefits 
by accelerating the customer journey from prospect to business 
relationship. By using the app’s built-in tools and out-of-the-box features, 
your marketing team is better able to generate, manage, and nurture 
leads at scale. 

The result is more strategic and effective campaigns across multiple 
touchpoints that drive more conversion and more revenue. While there 
are numerous uses for Dynamics 365 Marketing, we will be focusing on 
the core features and functionalities of the platform in this eBook. 

Flip the page to get started. 

Introduction 
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What is Dynamics 365 Marketing?

Dynamics 365 Marketing is a marketing automation solution that helps companies build customer 
relationships at scale. It’s the next generation of business applications that seamlessly integrates with 
CRM to drive tighter sales and marketing alignment, facilitate interdepartmental collaboration, and 
serve as the single source of information for the entire organization.

The goal of the marketing app is to provide marketers with a 360-degree view of the customer journey 
to enhance the delivery of customer experiences that engage and convert. Companies that deliver 
superior customer experiences bring 5.7 times more revenue than those that don’t, and marketing 

automation is the key to attaining that goal2.

Dynamics 365 Marketing provides various benefits that go beyond your marketing department. Keep 
reading to find out what they are.

“Companies that can attain 
a marriage between the 

two departments generate 
208% more revenue from 

their marketing efforts. “

Digital Marketing Institute

Tighter Sales and Marketing Alignment 

To drive revenue in today’s market, 
organizations must strive for tighter sales and 
marketing alignment. 

Companies that can attain a marriage between 
the two departments generate 208% more 
revenue from their marketing efforts. They also 
see 36% higher customer retention and 38% 

higher sales wins3.

The marketing app helps you accomplish this 
by integrating with CRM to ensure that sales 
and marketing are working from the same data 
source. The software leverages the built-in 
business intelligence tool to deliver insightful 
customer data that leads to better customer 
conversations. 

It also features robust lead scoring and 
management tools to arrange proper lead 
handoff to sales at the right time in the 
customer’s journey.
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Personalization at Scale 

Today’s customers expect brands to deliver 
personalized interactions at every touchpoint of 
their buying journey. They already expect you to 
understand their unique needs and expectations 
when they are ready to make a decision. 
Yet 60% of marketers struggle to develop 

personalized content4.

With Dynamics 365 Marketing, you can deliver 
tailored messaging consistently across all 
your marketing channels. The marketing 
app aggregates data in real-time so you can 
agilely tweak your campaigns based on your 
customer’s behavioral patterns.

Increase Revenue and Marketing ROI 

A common pain point across many marketing 
organizations is attributing marketing’s efforts 
to ROI. About 59% of companies report a lack of 
culture around measurement and accuracy as 

the biggest barrier5.

Because the marketing app integrates with 
CRM and other systems like ERP, you can easily 
create a culture of measurement and accuracy. 
The robust analytics tools provide insights 
that tie your department’s contribution to ROI 
while helping you make smarter decisions that 
increase the bottom line.

 “About 59% of companies 
report a lack of culture 

around measurement and 
accuracy as the biggest 

barrier.”

AdRoll

Accelerate Revenue via Pipeline

The demand for more leads is never-ending. But 
it’s quality and not quantity that matters most 
in today’s digital world. To successfully deliver 
results, data and insight are musts to identify 
areas of improvement while helping marketers 
attribute ROI to their efforts.

With its closed-loop reporting features 
and analytics powered by built-in business 
intelligence, Dynamics 365 Marketing helps 
marketers optimize the sales funnel to deliver 
high-quality leads to sales effectively. It also 
gives marketers the power to attribute their 
efforts to ROI. 



www.alithya.com | 6

Understanding the App via the Customer Journey

Delivering personalized content across the customer journey is at the core of generating and 
nurturing leads into loyal customers. With its easy-to-use interface and data-driven insights, you can 
strategically deliver personalized marketing campaigns at scale across the customer journey with 
Dynamics 365 Marketing.

The latest feature, known as the customer journey, is the most robust and developed of any marketing 
automation solution in the market. This feature allows you to build custom customer journey maps 
for all of your campaigns to ensure the efficacy of your strategy. You can even save your customer 
journey maps as templates that you can reuse as needed.

By having a comprehensive view of your customer’s buying journey, you’re better able to breadcrumb 
valuable content throughout the marketing and sales funnel while optimizing your campaigns in real-
time. To give you a full view of the app’s features and functionalities, it’s best to look at it through the 
lens of the customer journey. Let’s get started.

Social Media

Chances are your prospective customers came across your company information on social media. 
Like most marketing automation platforms, Dynamics 365 Marketing allows you to schedule and post 
your content across all your social channels directly from the marketing app.

However, Dynamics 365 Marketing’s new integration with LinkedIn sets it apart. Now you can connect 
LinkedIn lead generation forms to the app and pull those leads into an email nurture workflow. You can 
also pull in leads from employees running campaigns using different LinkedIn profiles.

Because everything is now working in sync with LinkedIn and the marketing app, you can leverage 
LinkedIn to run campaigns that target your audience more accurately. Plus, you can use the data 
generated to track and compare lead generation sources to determine which channel performed best, 
making your future marketing campaigns more impactful.
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Marketing Pages

After digging around your social media 
accounts and checking out a few website 
pages, your prospect will land on a marketing 
page. A marketing page, more commonly 
known as a landing page, is where a prospect 
turns into a lead by submitting a form to gain 
access to a piece of content. It could be a white 
paper, an infographic, or an eGuide.

Dynamics 365 Marketing has a host of 
marketing page templates that you can easily 
customize with drag and drop features. You 
can even build out your own branded templates 
without using code and leverage the design 
across emails and forms to provide a consistent 
brand experience. 

Marketing Forms

Once a prospect lands on a marketing page 
and inputs their information into the form, they 
have officially become a lead you can nurture 
into a loyal customer. The marketing app makes 
it easy for you and your team to create forms, 
allowing you to develop reusable templates.

Before we dig deep into how simple it is to 
generate these forms, let’s first talk about the 
three different ways you can use them in the 
marketing automation platform. The first way is 
to simply reuse the forms that currently exist on 
your website or marketing pages. The Microsoft 
app will allow you to capture that data without 
reinventing the wheel.

The second way is to create one that you can 
later embed on your website or marketing 
page. Because the forms can be generated 
by dragging the information fields you want, 
building them is painless. On the right-hand side 

of the form builder, you have all of the design 
elements, CRM fields, and subscription lists that 
you want to add.

After building your form template, you can use 
the WYSIWYG HTML editor to make any edits 
or styling changes you wish. You can get as 
custom as you want. The third way to use forms 
is with LinkedIn. We covered this earlier under 
social media. Like all the features on this app, 
you can preview your forms on desktop, tablet, 
or mobile.
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Segmentation 

When a lead submits a form, you can have them 
automatically added into a segment. A segment 
is a list of contacts. They can be dynamic, 
static, or compound. Compound refers to the 
act of combining one or two segments.

It’s important to note that there is a difference 
between a segment and a marketing list. 
Segments are created using the marketing-
insight service on the marketing app. Marketing 
lists can be created through any of Dynamics 
365’s apps and add-ons.

Segmentation is important because it allows 
you to deliver better, tailored messages based 
on that specific lead’s attributes or interaction 
with your marketing assets. You can segment 
based on an ideal customer profile, account 
information, or behavior. For example, you can 
create a segment based on the number of views 
on a webpage, whether they submitted a form, 
or they registered for an event.

Automation

We mentioned that after a prospect turns into a lead, they can be put into a segment. Alternatively, 
you can leverage segmentation early on when building out your campaign. This is where automation 
comes into play in the form of the customer journey.

As referenced earlier, the customer journey is a feature that Dynamics 365 Marketing offers to help 
you map out the buying journey for each campaign. It’s essentially a series of automated tasks based 
on the lead’s action. The goal is to allow you to continue the conversation with your target audience. 
To build the customer journey, you leverage segmentation to produce the intended result – a new 
customer.
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Emails and Messaging 

The next step after a prospect has converted 
into a lead and entered into a segment is 
leveraging automation to continue nurturing 
that lead. Once the form for that content offer is 
submitted, an email is sent, which triggers the 
next steps of your customer journey.

Typically, you build out a series of activities 
based on that first email and messaging that 
will push them further into the marketing and 
sales funnel. Because the app allows for text 
messaging as well, nurturing doesn’t have to 
be solely based on emails. Just make sure to 
include the choice to opt in for text messaging 
on your marketing page and form.

Like the marketing page and form, you can 
either use the email templates provided by the 
app or create your own. You can also use the 
personalization tool to add any information 
from CRM that will tailor the email to that 
specific lead by using the assist edit button.

Another great feature under emails is the A/B 
testing tool and the reusable content block. 
With the A/B testing tool, you can conduct 
tests to see which subject lines or content 
offers perform best to make your campaigns 
more impactful. Likewise, the reusable content 
block makes it easy to build emails quickly by 
removing manual work.

One of the best features under the email portion 
of the marketing app is the spam score. It 
determines the deliverability of your emails on 
a scale of one to five, with five being the worst. 
Not only does the app score your emails, it also 
gives you tips on how to lower the score to 
make sure they get delivered.

Lead Scoring

At some point in the customer journey the lead 
will transition to sales. Like most marketing 
automation platforms, you can automate this 
activity with lead scoring. However, what sets 
Microsoft’s marketing app apart from the 
competition is its flexibility and intuitiveness.

Similar to the customer journey tool, the lead 
scoring functionality allows you to develop 
different scoring models for each of your 
campaigns. From there, you can grade or rate 
your lead based on the actions they take. You 
can also add negative or positive attributes to 
the actions to assess the lead’s sales readiness.  

For example, you can have a lead scoring model 
for a demo. Within that lead scoring model, 
you can have four actions or conditions, as 
Microsoft calls them, that can be used to qualify 
a lead. So, if a lead sees a page, the marketing 
app will give them a score of 25 points. If they 
submit a form, 100 points. Likewise, if they 
failed to open an email, it can drop their score 
by 50 points. 

Video: Introduction to Microsoft 
Dynamics 365 Marketing

https://www.alithya.com/en/insights/videos-and-webinars/introduction-to-microsoft-dynamics-365-marketing
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Customer Insights and Analytics

Once you have established your criteria for what 
constitutes a qualified lead, you can trigger an 
email or customer journey that gets sent to the 
appropriate salesperson. And this is where the 
marketing app shines because the email that 
the salesperson receives contains a record of 
all the interactions they had with marketing.

The salesperson can view these interactions 
under the insights tab. This is huge because 
it gives the salesperson visibility into how 
to tailor their conversation to drive the best 
results. It shows them any email, web page, 
event, marketing form, and subscription list 
interactions for that specific customer, allowing 
the salesperson to know what they opened or 
didn’t open and when.

At first, the salesperson will get an overview. 
That overview will have a timeline of all 
interactions, not related to just one topic. The 
salesperson can also see more information, 
such as a journey the buyer was a part of and 
the timeline. They can also dive into the nitty-
gritty details. 

For example, there is a setting in the marketing 
app that allows you to group interactions. This 
means you can view a 20-minute segment of 
a customer journey that shows all the links 
clicked or all pages visited within that time 
frame. And all of these interactions are then 
considered one visit.
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Event Management 

Microsoft Dynamics 365 Marketing’s event management tool is arguably the best in the industry. It 
provides a comprehensive suite of features that marketers can use to natively manage, track, and host 
onsite events, webinars, or both.

When you create an event, it’s truly a 360-degree view. All you have to do is provide the details of 
your event such as name, type, and format, and the marketing app will create an event website with a 
unique URL. If you’re hosting a webinar, the app will even integrate with your webinar platform.

Because the information displayed under the event URL is coming from your event records, any 
changes you make will be automatically reflected on your event site. A multitude of options are at your 
disposal, making it easy to handle the logistics of your event, like enabling anonymous registrations 
and adding unique fields for information such as T-shirt sizes or diet restrictions.

Through the event management tool, you can also create portals for your event attendees. This allows 
them to create their profiles and manage their registrations for specific workshops or learning tracks 
they want to participate in. The possibilities are endless.
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Getting Started with Dynamics 365 Marketing

Companies that are laser-focused on delivering exceptional customer experiences are 60% more 

profitable than companies that do not6. And marketing automation is at the core of this outcome.

If you’re already using Microsoft Dynamics 365 Customer Engagement (CRM) or any of its apps, 
then the marketing automation component is the missing link you need to start delivering strategic 
campaigns at scale. Unlike the other apps within the Dynamics 365 ecosystem, the marketing app 
is not licensed by the user. It’s licensed by the number of marketing contacts. This should not be 
confused with your entire CRM database of contacts. 

If you’re interested in exploring the marketing app for your organization and would like to understand 
how you can make it work for you, then tapping into an implementation partner is a great first step.

Ready to take it to the next level? 

Get in contact with one of our specialists to learn how.  

alithya.com | MSsales@alithya.com | 866-420-7624

About Alithya ALITHYA GROUP INC. IS A LEADER IN STRATEGY AND DIGITAL 
TRANSFORMATION IN NORTH AMERICA. Founded in 1992, the Company 
counts on 2,000 professionals in Canada, the United States and Europe. 
Alithya’s integrated offering is based on four pillars of expertise: strategy 
services, application services, enterprise solutions and data and analytics. 
Alithya’s Microsoft practice covers a wide array of capabilities, including 
Dynamics, Azure, IoT, AI, business and advanced analytics, digital solutions, 
application development and architecture.

https://www.alithya.com/en/contact-us

