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Campaign performance

falling short?
Here's where to begin

. A practical guide for marketing growth
/ and revenue leaders

The problem most
teams don't see

By the time a campaign reaches market, the decision behind it is often already outdated.
Not because your data is wrong, but because it takes too long to turn insights
Into action.

In many organizations, there's a built-in lag between sourcing and preparing data,
building and refining audiences, and activating and launching campaigns.

In fast-moving acquisition and credit environments, that delay is costly.
This guide isn't another list of best practices; it's a practical framework to help you

identify where your campaign performance is breaking down and how to close the gap
between insight and execution.




Step 1: Understand the root cause

Campaigns don't fail in one place; they lose effectiveness within the systems
that support them. Each campaign relies on multiple ongoing workstreams:

@ Creative development — ongoing testing and iteration

a_ﬁ‘ Modeling and analytics — constantly refining audiences and strategies

"f[b) Campaign planning — forecasting outcomes and allocating budget

~a- Audience creation and execution — data sourcing, segmentation and activation

Measurement — tracking results and feeding insights back

Each of these is improving over time. But they don’t always stay in sync.
And every gap between them introduces a delay:

In some cases, data can be up to 8-10 days old before teams can begin

campaign work

Models are built, then sit before activation

Campaign plans are set based on assumptions that age

Campaign results are slowly incorporated into future targeting and decisioning

Individually, each step works. Collectively, they create a system where decisions
can lag behind reality.
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Step 2: Determine where you're losing performance

To understand where performance is being lost, start by pressure-testing your
current approach across three areas:

’I Time to decision: How fast can you move?

How long does it take to go from insights to a live campaign? How many steps,
teams and partners are involved? And when your campaign finally hits the
market, how old is the data behind it? If execution takes more than a few weeks,
you're already behind.

2 Use of available data: Are you making the best decisions?

Most teams already have access to strong data, often across multiple sources.
The question is whether you can use it at the moment decisions are made.

Can different data sources be combined easily? Can models be applied directly
during audience creation? If not, decisions are being made with only part of the
available picture.

3 Performance and optimization: Are you improving?

Do your campaigns improve over time, or do you start from scratch with each
one? Can you clearly identify what's working and act on it quickly? Are modeling,
execution and measurement connected or sequential?

If these loops are slow or disconnected, performance can plateau.




Step 3: Rethink what “good” looks like

Modern campaign execution should feel fundamentally different. Instead of
stitching together tools and vendors, leading teams are moving toward a
more connected way of working, where:

@é Data can be accessed and applied without delay.
/ Modeling and audience creation happen in the same environment.
@ Campaigns launch quickly and can be adjusted in real time.

Performance insights directly inform the next campaign.

In this model, the goal isn't just faster execution. It's reducing the time from
insight to decision, and from decision to activation, because that's where
performance is ultimately won or lost.




Step 4: What changes when you reduce the lag

When you close the gap between data and execution, three things happen:

» You move faster
Campaigns go to market faster, allowing you to act while demand and
eligibility are still relevant.

moment of audience creation, not weeks before.

p You make better decisions
Because more data, models and constraints can be applied at the

You improve continuously
Because data, targeting and execution are connected, every campaign
becomes a learning loop that drives stronger results over time.

Step b: Explore what this looks like in practice

Organizations that have modernized their approach and have a more connected
underlying system are seeing tangible impact:

Q
Faster testing and iteration cycles

yO More precise targeting with less wasted spend
&9 Stronger response and conversion outcomes

Not because they changed their strategy, but because they removed the friction
between insight and execution.




Where Ascend Marketing™ fits in

Our Ascend Marketing™ platform is purpose-built to reduce the delay between
data, decisioning and execution.

It replaces fragmented campaign processes with a single platform that brings
together the timeliest credit data, audience creation, optimization and execution.
Instead of coordinating across tools and vendors, your team works within one
connected system, from ideation through launch and optimization.

This allows teams to:

» Leverage continuously refreshed FCRA-regulated data covering 245+ million
credit-active consumers, reducing reliance on data that may be days or weeks
old before campaign execution begins.

* Apply models, business rules, and targeting criteria directly at the point
of audience creation, so decisions are made using the most complete and
current information available.

» Create, refine, and activate audiences within the same environment,
eliminating unnecessary handoffs between analytics, execution and
activation teams.

* Launch campaigns in days rather than weeks, enabling teams to act while
demand, eligibility and market conditions remain relevant.

» Feed performance insights directly back into audience strategy and campaign
planning, creating a continuous optimization cycle that improves results
over time.

With the ability to bring data, audience creation, optimization, activation, and
measurement together in a single platform, Ascend Marketing helps organizations
reduce the lag between insight and execution. Teams can move faster, make more
informed decisions, and continuously improve performance, all while reducing
operational complexity and dependence on technical resources.




Ascend Marketing™
A practical next step

Most teams don't need a complete strategic overhaul; they need clearer visibility
into where their system is slowing them down and what's possible once those
barriers are removed.

A strong starting point is a comprehensive review of your current campaign
process. Look for where decisions stall, where valuable data goes underused,
and where feedback loops lose momentum or break entirely. These friction
points often hold the biggest opportunities.

From there, the opportunity becomes much clearer.
If you're ready to move beyond optimizing individual campaigns and start

strengthening the system that powers them, connect with an Experian®
expert today.

( Set up time to explore optimization opportunities >

( Learn more >
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https://www.experian.com/business/products/ascend-marketing
https://us-go.experian.com/contact?cmpid=fy27-q1-asend-guide

