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  The Challenge

Zoetis develops, manufactures and 
commercializes a diverse portfolio of animal 
health products for veterinarians and the 
livestock farmers and companion animal owners 
they support. Traditionally, Zoetis has focused 
on a B2B strategy targeting veterinarians. The 
Companion Animal Division (CAD) wanted to 
increase brand awareness by marketing to pet 
owners. CAD established a goal of building a 
consumer database of one million pet owners. 
In order to build a B2C database and launch 
their first direct consumer marketing program, 
Marketing Automation (MA) was needed. 

Zoetis operated independently across the 
brand managers, investing individually across 
channels and marketing by brand with varying 
degrees of success. They wanted to build 
an over-arching, digital consumer marketing 
strategy that would enable different divisions 
to work together and leverage assets and best 
practices, utilizing a central customer database. 
Establishing a foundation of tools and expertise 
would also enable them to better support those 
brands with fewer resources. The Companion 
Animal Divison (CAD) would be the pilot group 
to leverage Marketing Automation and build  
the B2C database.

  The Solution

Marketing Automation
Zoetis chose The Pedowitz Group (TPG) 
to implement Marketo because TPG had a 
proven level of expertise, not only with the 
Marketing Automation component and a 
deep understanding of analytics, but also in 
understanding the importance of achieving 
measurable, scalable and repeatable  
business results. 

The implementation of a robust MA tool 
enabled CAD to consolidate 13 different 
databases of consumer information into one 
central database. 

How Much Do You Love Your Pet?  
TPG built an integrated B2C campaign, 
leveraging multiple technology platforms, for 
CAD. Careful attention went into how this first 
consumer marketing campaign was developed 
so that it could be repeated in future.

Knowing how passionate people are about 
their pets, TPG presented three different 
concepts for campaign ideas that would foster 
engagement with pet owners. The winning idea 
was a photo contest with the theme – Make 
Your Pet a Star. The concept of the campaign 
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was to engage pet owners and get them 
excited about participating, while fostering 
organic growth as the owners told their friends 
about the contest via social and email channels. 
The first email was sent to the existing pet 
owner database, encouraging owners to 
register their pets into one of six categories and 
then use social channels to solicit friends and 
family to vote on their entries.

  How TPG Helped

TPG was more than just a technology partner, 
becoming an Agency partner focused on 
a revenue attribution model for Zoetis. 
Education was a crucial element, since MA 
was new to Zoetis. Training for marketers and 
the support team included best practices 
and recommendations to leverage MA and 
standardize its use to help the business move 
forward. Change management support was 
integral, so that marketers understood what’s 
in it for them as new processes and technology 
were applied.

MAKE YOUR PET A

PHOTO CONTEST
STAR THE WINNER WILL

BE ANNOUNCED
ON 5/15

“This was a very cost-effective 
campaign with very successful 
results. Winning the Marketo Revvie 
award was huge because it was 
our first campaign. Being able to 
go from zero to hero quite quickly 
with TPG was really impressive. The 
ultimate results were fantastic and 
we really set a benchmark for the 
rest of the group.”

– Ed Stening, Associate Director, Digital Strategy 
& MultiChannel Marketing
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An integrated B2C campaign that leveraged 
the capabilities of multiple technologies was 
developed, and a microsite was created that 
fully integrated with Marketo and still had 
robust capabilities of photo upload, voting, 
sharing, and others. 

TPG created a fun campaign that resonated 
with the audience. The “Love Your Pet” angle 
drove organic growth by 67%, which lowered 
acquisition costs (TCO), and grew the database 
to half a million names with the first campaign. 
This addition of net-new names can be leveraged 
by several brands, across divisions, and enables 
under-resourced teams to market promotions.

  Results

Campaign success was spurred by organic 
social activity – viral growth that happened 
because people are passionate about their pets 
and were excited to inform their friends and 
other pet owners about the contest. 

Highlights:  

of entrants are pet owners 
who are new to database

is organic growth from social 
platforms: Facebook, Twitter, 
Marketo’s Forward to a Friend

 social media impressions
 

email open rate from 
existing database

Award Winning Consumer Campaign:
Most notably, Zoetis’ very first B2C marketing 
effort won a Marketo Revvie Award for Most 
Creative Integrated Marketing Campaign, B2C.

“The organization sees the 
opportunity here and knows that 
it doesn’t just happen on its own, 
which is a bit of an ‘aha’ moment for 
us. The expertise that TPG brought 
to the table gave us a taste for what 
the potential is, but you have to put 
the effort in – investing in people 
and the right planning to make it 
successful going forward.”

– Ted Gannon, Director of Marketing, 
Veterinary Business Solutions

78%
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3.8 Million

20%
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