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Module: Learning Outcomes

Module 2- E-marketing

Introduction text: E-marketing, also known as digital marketing or internet marketing, refers to the use of digital channels,

such as websites, search engines, social media, email, mobe apps, and display advertising, to promote products, services,

or brands to target audiences. It involves creating and implementing marketing strategies that leverage the internet and other

digital technologies to reach customers, build relationships, and generate sales or leads. E-marketing combines various

tactics, including search engine optimization, social media advertising, email marketing, content marketing, and mobile

marketing, to create a cohesive and effective digital marketing campaign.il

Knowledge

Statements of what a learner knows:

Skills

Statements of what a learner

understand:

Competences

Statements of what a learner is able to

do on completion of a learning process:



Unit 2: E-Marketing Skills



Topic 1.1 Objectives of e-marketing

● Increasing brand awareness: E-marketing can 

help businesses reach a wider audience and 

increase awareness of their brand, products, 

or services.

● Generating leads or sales: E-marketing can 

be used to drive traffic to a website, landing 

page, or online store, and encourage visitors 

to take a desired action, such as filling out a 

form or making a purchase.

● Building customer relationships: E-marketing 

can be used to engage with customers and 

build lasting relationships through email 

marketing, social media, and other channels.



Topic 1.1 Objectives of e-marketing

● Improving customer retention: E-marketing 

can be used to keep existing customers 

engaged and encourage repeat purchases.

● Gathering customer feedback: E-marketing 

can be used to gather feedback from 

customers through surveys, reviews, and 

social media interactions.

● Enhancing brand reputation: E-marketing can 

be used to establish a positive brand image 

and reputation through social media, content 

marketing, and other channels.



Topic 1.2 Importance of e-marketing

The importance of e-marketing lies in its ability to leverage digital channels to reach 

and engage with target audiences in a way that is cost-effective, measurable, and 

engaging. E-marketing enables businesses to expand their reach to a global audience 

and target specific groups of customers based on demographics, interests, and 

behaviors. Additionally, e-marketing provides businesses with the ability to measure 

the effectiveness of their marketing efforts in real-time and optimize marketing 

campaigns for better results. This data-driven approach helps businesses make 

informed decisions and achieve higher conversion rates. E-marketing also allows 

businesses to engage with customers through various channels, such as social media 

and email, building trust and loyalty with customers and fostering long-term 

relationships. 



Topic 2: E-Marketing Channels

There are many e-marketing channels available 

to businesses today. The choice of e-marketing 

channels will depend on the specific goals and 

target audience of a business, as well as the 

budget and resources available. A 

comprehensive e-marketing strategy will 

typically leverage multiple channels to maximize 

reach and engagement, the most used e-

marketing channels are: Websites, Search 

engines, Social media, Email, Mobile, Content 

marketing and Display advertising.



Topic 2.1 Websites

A website is the backbone of any e-marketing 

strategy. It provides businesses with a platform 

to showcase their products or services, share 

company information, and engage with 

customers. Websites can be optimized for 

search engines, ensuring that they are easily 

discoverable by potential customers. 

Responsive design, which ensures that 

websites are optimized for mobile devices, is 

also critical in today's mobile-first world.



Topic 2.2 Search Engines

Search engine optimization (SEO) is the process of 

optimizing a website to improve its visibility in 

search engine rankings. It involves optimizing 

website content, ensuring that websites are mobile-

friendly, and building backlinks from other reputable 

websites. Search engine marketing (SEM) involves 

advertising on search engines, typically through 

pay-per-click (PPC) campaigns. This involves 

bidding on keywords related to the business, and 

ads are displayed when users search for those 

keywords.



Topic 2.3 Social Media

Social media platforms are powerful e-marketing 

channels that allow businesses to engage with 

customers, build brand awareness, and promote 

products or services. Businesses can create 

business pages on social media platforms, such as 

Facebook, Twitter, Instagram, and LinkedIn, to 

share content, run promotions, and advertise 

products or services. Social media platforms also 

provide businesses with valuable analytics and 

insights into audience behavior.



Topic 2.4 Email

Email marketing is an effective e-marketing channel 

for communicating with customers and promoting 

products or services. Businesses can use email 

marketing to send newsletters, promotional emails, 

and other email campaigns. Email marketing 

campaigns can be personalized and targeted based 

on customer behavior, interests, and preferences.



Topic 2.5 Mobile

Mobile marketing is an e-marketing channel that 

involves targeting customers through mobile 

devices, such as smartphones and tablets. Mobile 

marketing can involve tactics such as mobile apps, 

SMS marketing, and mobile ads. Mobile apps can 

be used to engage with customers, provide useful 

information, and promote products or services. 

SMS marketing involves sending text messages to 

customers with promotional offers or other 

marketing messages. Mobile ads can be displayed 

on mobile apps, mobile websites, or social media 

platforms.



Topic 2.6 Content Marketing

Content marketing is an e-marketing channel that 

involves creating and sharing valuable content, 

such as blog posts, videos, and infographics, to 

attract and engage customers. Content marketing 

can help to establish a business as a thought 

leader in their industry, build trust and loyalty with 

customers, and drive traffic to a website.



Topic 2.7 Display advertising

Display advertising is an e-marketing channel that 

involves placing ads on websites, mobile apps, and 

social media platforms to reach a wider audience. 

Display advertising can be targeted based on 

demographics, interests, and behaviors, and can be 

used to promote products or services, build brand 

awareness, and drive traffic to a website.



Topic 3: E-Marketing Strategy

E-marketing strategy refers to the comprehensive 

plan and approach that a business uses to promote 

its products or services online. An effective e-

marketing strategy should be tailored to the specific 

goals, target audience, budget, and resources of 

the business and should leverage multiple e-

marketing channels, create engaging content, and 

track performance regularly to drive continuous 

improvement.



Topic 3.1 Goals and objectives and research

The first step in developing an e-marketing strategy is to set clear goals and 

objectives. These goals should be specific, measurable, achievable, relevant, and 

time-bound. Common e-marketing goals include increasing website traffic, 

generating leads, improving search engine rankings, and increasing sales.

Businesses should  also conduct market research to understand their target 

audience, their needs, preferences, behavior, and the competitive landscape. This 

research can inform the development of an e-marketing strategy that resonates 

with the target audience.



Topic 3.1 Marketing Channels and Content 

Businesses should identify the e-marketing channels that are most effective for 

reaching their target audience. Common e-marketing channels include search 

engines, social media, email, content marketing, and influencer marketing.

Later on, a content strategy should be put in place, this  involves developing a 

plan for creating and sharing content that resonates with the target audience. The 

content should be informative, engaging, and relevant to the target audience's 

interests and needs.



Topic 3.1 Budgeting and Tracking

An e-marketing strategy should include a budget that outlines the resources 

required to execute the strategy effectively. The budget should consider the costs 

associated with various e-marketing channels, such as advertising costs, content 

creation costs, and marketing automation tools.

A Business should track and measure the performance of their e-marketing 

strategy regularly. This involves using analytics tools to measure website traffic, 

lead generation, conversion rates, and other key performance indicators. This 

data can be used to refine the e-marketing strategy and improve its effectiveness 

over time.



Topic 4: E-Marketing Metrics and Analytics

E-Marketing Metrics and Analytics are measurements and analysis of the performance of a company's 

online marketing efforts. These metrics and analytics help organizations understand the effectiveness of 

their digital marketing strategies and tactics and allow them to make data-driven decisions.



Topic 4.1 KPIs

KPIs stands for Key Performance Indicators, which are 

metrics or measures used to evaluate the performance 

of an organization, team, or individual towards 

achieving specific goals or objectives. KPIs can be 

used in various areas of a business, including finance, 

marketing, operations, and customer service.

KPIs are typically quantifiable and objective, and they 

provide a clear and concise way to measure progress 

towards achieving specific goals. They can be used to 

track performance over time, identify areas for 

improvement, and make data-driven decisions.



Topic 4.2 Traffic and conversion rate

Tracking website traffic can help businesses 

understand how their e-marketing channels are 

driving traffic to their website. They can use this 

information to identify which channels are most 

effective and adjust their strategy accordingly.

Conversion rate is another important metric that 

helps businesses understand how effective their e-

marketing efforts are at converting website visitors 

into customers or leads. By tracking conversion 

rate, businesses can identify areas for improvement 

in their e-marketing channels and optimize their 

strategy to increase conversion rates.



Topic 4.2 CPA and ROI

Cost per acquisition (CPA) is another important 

metric that helps businesses understand the 

efficiency of their e-marketing channels. By tracking 

CPA, businesses can identify which channels are 

most cost-effective and adjust their spending 

accordingly. 

Return on investment (ROI) is another important 

metric that compares the revenue generated from 

e-marketing activities to the cost of those activities. 

By tracking ROI, businesses can understand the 

overall impact of their e-marketing efforts on their 

bottom line.



Topic 5: E-Marketing Good Practices

Know your target audience: Understanding your target audience is critical for effective e-marketing. Businesses should 

create buyer personas that describe their ideal customer and tailor their e-marketing strategy to meet their needs and 

preferences.

Create valuable content: Content is the cornerstone of e-marketing. Businesses should create high-quality, valuable content 

that provides solutions to their target audience's pain points and interests. This can include blog posts, videos, infographics,

social media posts, and more.

Optimize for search engines: Search engine optimization (SEO) is important for ensuring that your e-marketing content is 

discoverable by search engines. This includes using keywords, optimizing page titles and meta descriptions, and building 

backlinks to your website.

Use multiple e-marketing channels: Using multiple e-marketing channels can help businesses reach a wider audience and 

improve the effectiveness of their e-marketing efforts. This can include email marketing, social media marketing, content 

marketing, paid advertising, and more.



Topic 5: E-Marketing Good Practices

Personalize your messaging: Personalizing your e-marketing messaging can help improve engagement and conversions. 

Businesses can use data such as browsing history, purchase history, and demographic information to create personalized 

messaging and offers for their target audience.

Test and optimize: Testing and optimizing your e-marketing efforts is important for improving effectiveness over time. 

Businesses should use A/B testing to test different messaging, offers, and strategies to identify what works best and 

optimize their approach accordingly.

Use analytics to measure effectiveness: Measuring the effectiveness of your e-marketing efforts is critical for identifying 

areas for improvement and making data-driven decisions. Businesses should use analytics tools to track metrics such as 

website traffic, conversion rates, and ROI to monitor the performance of their e-marketing channels.

Build relationships with your audience: Building relationships with your audience is important for establishing trust and 

credibility. Businesses should engage with their audience through social media, email marketing, and other channels to 

build relationships and provide value. This can include responding to comments and messages, sharing user-generated 

content, and offering personalized support. By building relationships with your audience, you can increase engagement, 

loyalty, and conversions.



Learning Activity 1: E-Marketing Basics
Educational goal Type of activity Content Additional materials

To introduce learners

to the basics of e-

marketing and provide

them with strategies,

metrics, and best

practices for

successful e-

marketing.

Individual exercise / 

sharing

Choose one e-marketing channel (such as email marketing,

social media marketing, or content marketing) and research

best practices for that channel. Take notes on the strategies

and metrics used for that channel.

Use the information gathered to develop an e-marketing plan

for a fictional small business. Choose a target audience,

messaging, and tactics for the chosen channel. Identify KPIs

and metrics to track for measuring success.

Share the e-marketing plan and revise the plan as needed.

Finally, reflect on the learning activity and write a short

summary of what was learned about e-marketing, including

the importance of e-marketing, common e-marketing

channels, key metrics and KPIs, and best practices for

successful e-marketing.

Access to the 

internet, a computer 

or mobile device, and 

a notebook or 

document for note 

taking.



Evaluation



Question 1:

Which of the following is NOT an e-marketing channel?

a) Email marketing

b) Social media marketing

c) Print advertising

d) Content marketing

Correct answer: c) Print advertising



Question 2:

Which of the following is NOT a common e-marketing metric?

a) Website traffic

b) Conversion rate

c) Return on investment (ROI)

d) Gross profit margin

Correct answer: d) Gross profit margin



Question 3:

Which of the following is a best practice for e-marketing?

a) Creating low-quality, keyword-stuffed content

b) Focusing on a single e-marketing channel

c) Ignoring data and analytics

d) Personalizing messaging for your target audience

Correct answer: d) Personalizing messaging for your target audience



Question 4:

What is an e-marketing strategy?

a) A detailed plan for promoting products or services through digital channels

b) A tool for measuring the effectiveness of e-marketing efforts

c) An individual piece of content, such as a blog post or social media update

d) A type of online advertising that targets specific keywords and phrases

Correct answer: a) A detailed plan for promoting products or services through digital channels



Question 5:

Which of the following is an example of personalizing e-marketing messaging?

a) Including a customer's name in an email

b) Sending the same message to all subscribers

c) Focusing on a broad audience rather than a specific target market

d) Using a generic call-to-action in all marketing materials

Correct answer: a) Including a customer's name in an email



Summary

● E-marketing is the use of digital channels to promote products or services.

● E-marketing is important in today's digital world because it can help businesses reach a larger audience, improve 

engagement, and increase conversions.

● Common e-marketing channels include email marketing, social media marketing, search engine optimization, content 

marketing, and paid advertising.

● Successful e-marketing strategies should include clear goals, target audience, messaging, tactics, and measurement 

tools.

● Key performance indicators (KPIs) are important for measuring the effectiveness of e-marketing efforts.

● Key metrics to track for e-marketing success include website traffic, conversion rate, engagement rate, and return on 

investment (ROI).

● Best practices for e-marketing include personalizing messaging, creating high-quality content, testing and optimizing 

campaigns, and building relationships with your audience.

● E-marketing requires ongoing monitoring and analysis of metrics to make data-driven decisions and improve 

performance over time.
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