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Overview

• What channels to use?

• How to budget for marketing?

• How to measure results?

Museum 
services

Google
Adwords

Google 
search, 

SEO

Social 
media

Facebook
Ads +others

Email

Content
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Experience
• First computer program 1985... Internet 1993...

• Web projects 1995...

• Ad agency 1996...2002

• Web development 2000...

• Digital agency 2002...

• Content marketing / blogs 2005...

• Google Analytics 2005, Google Ads 2006...

• Facebook 2008, Facebooks ads and campaigns 2009

• Speaker and trainer 2005...

• Conferences, seminars, workshops 560+

• Articles 1500+

• Readers 11 million

maraton 3:09:00



training

What are your goals?

1. Connect: social media, live streams, ads

2. Stay connected: email, groups, subscriptions

3. Revenue: digital offerings, donations

Read: How museums can generate revenue

through digital content and virtual experiences
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Services
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Social

Web

In-person

App

What channels to use?

Social media 

posts
Awareness Interest

Website
Educational 

programs

Planning the 

visit

Visit Followup
Museum 

store

Educational 

app

Pocket Docent, 

audio guide

Virtual tours E-commerce
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1. Connect:
Free social media

• For outreach and promotion

• Facebook, Instagram, Twitter, 
Youtube(ers), Tiktok
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Social media works 
only if they share
your stuff!
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Directing visitors

1. Send people from social 
networks to your website...

2. On your site convert them!
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Content hook

• Why should I care? You have to offer value!

• Free resources on your website for authority
and for  search engine visibility

• Content upgrades: subscribers and revenue
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2. Stay connected:
Email, social media, apps

• For staying in touch after getting attention

• Email subscribers: the most valuable channel

• Facebook groups, WhatsApp, Telegram
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Create Autoresponders
Automatically sending initial stream of messages to the new contact

Subscribes 

to updates

1st  

message

Regular

communication

Following 

message 

every 3-4 

days

After autoresponder 

sequence moves to 

regular messaging 

cycle

2nd 

message

3rd 

message

Nth 

message

Send 1st message 

immediately. 

Thanks for signing 

up, here's our best 

content and offers

Frequency 

at least 

once a 

month

... ... ...
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There’s no

„too much info“

only  boring info!
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Advertising for sales 
and promotion

Social media ads: boosting posts and sales

Google Ads: content and sales



training

Google Ads
Keyword targeted search ads
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Display
Display network is a collection of websites that show ads to 

their visitors. The Network consists of regular websites, mobile 

apps, and sites like Gmail and Youtube, etc.

Banners                             Videos                          Mobile ads
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https://www.facebook.com/business/ads-guide/
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Remarketing
Google and Facebook

Customer
Your 

website 

User 

tracking

Customer 

leaves 

your site

Your ad on 

other sites

Web and 

social 

media

1. Potential 

customer looks 

for information

2. Customer finds 

and visits your 

website

3. The website 

tracks visitors 

interactions

4. Visitor gets 

distracted and 

leaves

5. Visitors see 

targeted ads on 

other sites

6. Visitor remembers 

you and returns to 

complete the purchase
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How to budget 
for marketing?

• What services can you offer?

• How much can you charge?

• Revenue from the service



training

Average order value
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Number of 
transactions
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Customer Lifetime Value
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How much money 
do you need?

• You can start with a very low budget 
and scale up if you see results.

• Starting with couple of euros per 
day is OK.



training

Customer Acquisition Cost
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Cost per action
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LTV – CAC > 0
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How to 
measure 
results?
Revenue, cost per acqusition , ROI
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Revenue!
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Conversion

Visitors' action related to business goals:

• Contact form

• Newsletter subscription

• Registration

• Purchase
€
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%

Conversion rate
Conversions / Visitors

Conversion rate indicates the effectiveness 
of marketing and lets you compare:

• Channels

• Ads

• Content on your site

• Offers / Products / Services
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Channels and 
transactions
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Thank you!
Priit Kallas, priit@dreamgrow.ee


