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Design

Implementation Offer 
Development

Advanced 
Tools

Training & 
Maintenance

A 1–2 week process 
involving workshops 
to understand 
your marketing 
ecosystem and 
suggest an optimized 
offer life cycle.

Munvo works 
with campaign 
developers to create 
targeting data 
attributes and offer 
templates within 
your current system.

Development of 
data flows, creative 
content, customer 
response tracking, 
and follow-up 
campaigns.

Implementation of 
an offer monitoring 
dashboard with near-
real-time capabilities 
and automation of 
offer content input.

Formal training for 
offer managers 
and “run service” 
maintenance to 
ensure long-term 
performance.

Core Offerings & Deliverables
Munvo provides a “one-stop shop” for offer management, bridging the gap 

Munvo’s Offer Management service provides a centralized, no-code 
solution to deliver highly personalized content to the right person 
at the right time. By architecting a structured offer optimization 
system, Munvo helps non-developer teams efficiently manage 
inbound and outbound offers across multiple channels, including 

Munvo Offer 
Management

SERVICE OVERVIEW:

Define

Assign

Build

Track

The “Low Level” Offer Process
Munvo helps organizations master a cyclical offer lifecycle:

Set offer specifications and personalization attributes.

Create offer templates and the offers themselves.

Deploy offers to specific campaigns or channels.

Log contact and response history to drive reporting and analysis.
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Key Benefits & Outcomes

This service is ideal for organizations at any maturity level—from those 
seeking Foundational process implementation to Experienced firms 
looking for platform optimization. It is particularly beneficial for:

S T R A T E G I C  N E E D E X P E C T E D  O U T C O M E

Personalization Delivers 1:1 marketing using highly specific data points.

Efficiency Reduces human intervention through automated “offer engines”.

Revenue Growth Proven results include a 15% increase in customer acquisition.

Cost Reduction Can lead to a 25% reduction in technology and execution costs.

Engagement Typically results in a 50% increase in touchpoint traffic.

Companies with High 
Customer Lifetime 
Value (CLV)

Enterprises with Large 
Product Suites across 
multiple lines of business.

Marketers leveraging 
Event-Based Data to 
increase offer relevancy.


