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1. Introduction 
 

 
 A Multi-Channel Campaign with INOMICS is a complete 
online marketing package that includes online 
promotion, social media boosts and content marketing. 
At its core, a Multi-Channel Campaign serves as an 
impression tool, constantly ensuring applicants to know 
about your institution and opportunities, by utilizing 
various channels to convert views into relevant and 
meaningful applications. The Multi-Channel Campaign 
uses our star-product – a dynamic online announcement - and combines it with a series 
of the most effective online marketing tools including editorial content in INOMICS 
‘Insights’(our blog where users can find the latest news, information and tips relevant to 
their career, conference or study hunt) and social media boosts. This Campaign 
strengthens your institution’s reputation and study program visibility, catapulting 
the best applicants to your doorstep and converting them into highly valuable talent for 
your institution.   
 
The INOMICS ‘Insights’ articles include promotion among other well-known and reputable 
institutions. Additionally it uses a series of the most effective online promotional tools, 
taking advantage of social media promotion on the INOMICS Network, paid 
advertisements in social media, email promotion with partners; advertising of articles in 
our email alerts, and on-site promotion with banners and much more. 
 
A Multi-Channel Campaign is the premier method of getting your study program out there 
for the most qualified candidates to see while building the reputation and standing of your 
institution. INOMICS’ unique ‘Insights’ articles provide a permanent backend link to your 
institution that will still exist in the near and distant future. It also adds another portal 
through with users can find out about your institution and its programs. 
 
 
 
 
 

Boost your 
Recruitment with a 
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Fig 1. 2016 Summer school promotion with Multi-channel Campaign 

 
Institution: Research Institute in France 
Type of Opportunity: Summer School 

Topic of Opportunity: Development, Microeconometrics, Industrial 
Organization, Macroeconomics 
Type of Promotion:  

 

 2016 Multi-Channel Campaign 

Option Featured announcement 

Additional 
Promotion 

Extra Email Alert Advert 
Extra Social Media Post 
Inclusion on INOMICS Insights 
Extra Deadline Boost (repost + social media mention) in May 

Period of 
announcement 

25 February to 27 May 2016 

 
 

2. Methodology 
 
 
In order to demonstrate how effective our Multi-Channel Campaign is, we analysed the 
sources of traffic on our website for that Campaign, how the traffic was spread across 
media and how high in volume the traffic was. Also, our customer case provides a 
successful result from our Extra Deadline Boost. Our objective is to visually capture how 
valuable a Multi-Channel Campaign on INOMICS is to the entire recruitment campaign. 
 
 
 

3. Results and key findings 
 
 
Figure 2 depicts the source of the Campaign’s overall traffic. The Email Alert was the most 
effective source among others accounting for 43% of total traffic, followed by search 
engines and social media. Almost 20% of views came from social media promotion as this 
customer booked an Extra Social Media Boost in addition to the social media promotion 
on the INOMICS network. 10% of traffic comes from the Summer School Offer (inclusion 
in our Insights), which is described below. 
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Fig 2. Overall traffic during the Multi-Channel Campaign 

 

 
Source: Google Analytics 

 
 
Fig 3. Distribution of traffic sources for Multi-Channel Campaign using Summer School Offer 
(Editorial Content in Insights) 
 

 
Source: Google Analytics 
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The editorial content in Insights included the listing of the customer’s summer school in 
the article of “Top 10 Economics Summer Schools 2016”.  Its inclusion in the Insights, as 
part of the Campaign, accounted for 10% of traffic to this announcement. Therefore 10% 
of traffic generated from this source, is a superb figure, given that it was promoted along 
with other summer schools. Our top Insights include channels for promotion such as (1) 
Insight article (2) paid advertisement in social media (3) social media promotion in 
INOMICS Network (4) on-site promotion with banners and more (5) email promotion with 
partners (6) advertising of articles in our Email Alert. Furthermore, the fact that the traffic 
from search engines is much higher when compared to announcements that do not utilize 
the Multi-Channel Campaign provides ground for reasoning that the backend relevance 
of the Campaign becomes higher when included in the Insights. This means that the 
permanence of the backend link generated by inclusion in the Insights has most likely 
brought an increase in traffic from this source. 
 
 
Fig 4. Traffic sources after Deadline Boost 

 

 
Source: Google Analytics 

 
 
Lastly, Figure 4 shows the effectiveness of our Extra Deadline Boost. The Extra Deadline 
Boost includes a Repost (making the announcement appear as if it was new) and a Social 
Media Round-Up. The extra repost allows the announcement to be refreshed on top of 
the search results and provides an extra inclusion in the Email Alert. Thus, the Email Alert 
has contributed to more than 50% of the campaign traffic during the final days of 
recruitment. 
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4. Conclusions  
 

 
Upwards of 70% of the traffic for the Campaign came from the diverse and amped-up set 
of media sources used, which also significantly increases the visibility and accessibility 
from search engines. This in turn leads to the institution’s relevance in terms of search 
listings and by implication, an increase in the institution’s reputation, popularity and 
visibility.  
 
 A Multi-Channel Campaign, because of the method of active and diversified promotion, 
is the instrumental and the best way to strengthen and develop your recruitment campaign 
holistically, and get the most relevant views for your study program, and turn them into 
successful candidates. 
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