A Smart WhatsApp
Strategy for Enroliment,
Engagement &
Advocacy




A Smart WhatsApp Strategy 02

Contents

O1 02

Introduction Target Segments

1.1 Purpose of the Strategy 2.1 Hot Leads (Prospect Students)

1.2 Why WhatsApp Marketing? 2.2 Converted Leads (Current Students)
1.3 Key Goals 2.3 Old Converted Leads (Alumni)
Execution Framework Content Strategy

3.1 Frequency of Messages 4.1 Welcome Sequences

3.2 Content Formats 4.2 Polls, Quizzes, and Interactive Elements
3.3 Automation Tools and CRM 4.3 Success Stories and Testimonials
Integration 4.4 Event Invitations and Career Updates

3.4 Drip Campaigns and Lead Tagging

05 06

Measurement & Conclusion
Optimization
6.1 Summary of Strategy

5.1 Key Performance Indicators (KPIs) 6.2 Next Steps
5.2 Feedback Loops 6.3 Long-Term Vision
5.3 Iteration and Scaling



Introduction

03

Why This Strategy Matters

11 Purpose of the Strategy

The purpose of this WhatsApp marketing strategy is to create a targeted communication
approach that helps us:

« Nurture and convert prospective students.

- Engage and support current students throughout their learning journey.

« Build long-term relationships with alumni for referrals, advocacy, and upselling
opportunities.

By leveraging personalized messaging and automation tools, this strategy aims to increase
enrollments, boost student satisfaction, and strengthen brand loyalty.

1.2 Why WhatsApp Marketing?

* Wide Reach — Instant access to students
through a popular platform.

* Personal Interaction — Real-time,
trust-building conversations.

* Rich Content — Share videos, images, voice
notes, and documents.

e Automation & Scale — Run targeted
campaigns with CRM tools.

* High Engagement — Messages are more
likely to be seen and acted upon.

1.3 Key Goals

Convert leads by

building trust,
sharing
personalized
content, and
sending timely
reminders.
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Keep students
motivated with
updates, quizzes,
feedback, and
community
support.

Engage alumni with
career updates,
referrals, and
networking
opportunities to
strengthen brand
connections.
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Student Lifecycle Segmentation

A Smart WhatsApp Strategy

2.1 Prospect Students (Hot Leads)

Who They Are: Students who enquired but not enrolled yet.
Objective: Nurture -» Build trust > Convert to enroliment.
Lead Stages Covered:

+ Lead (Captured)

- MQL (Qualified)

« SQL (Ready for Sales)

- Demo (Scheduled/Attended)

- Pipeline (Considering enroliment)

2.2 Converted Leads (Current Students)

Who They Are: Students actively enrolled in live batches.
Objective: Engagement » Satisfaction > Referrals.
Lead Stages Covered:

- Deal (Enrollment confirmed)
« Closure (Payment completed/active learning stage)

2.3 Old Converted Leads (Alumni)

Who They Are: Students who completed their course.
Objective: Maintain recall » Upsell » Build advocacy.
Lead Stages Covered:

« Alumni (Post-closure, course completed)
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Execution Framework

3.1 Frequency of Messages

To ensure consistent engagement without overwhelming users:

-

Hot Leads (Prospects) 3~4 messages week
Current Students 2~3 messages week
Alumni 4~5 messages quarter
Dormant Leads 1~2 messages month

3.2 Content Formats

Use rich, engaging formats that WhatsApp supports best:

>

PR S W—

Short Videos (trainer intros,
success stories)

Polls & Quizzes (high
engagement)

A mix of informational + interactive content improves response and retention.

A Smart WhatsApp Strategy

)

Infographics & Visual Notes  Voice Notes (personalized
mentoring touch)

&

Documents/PDFs (career Quick Reminders &
guides, schedules) Countdown Nudges
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3.3 Automation Tools & CRM Integration

Seamless, scalable communication using automation:

+ Integrate WhatsApp API with CRM tools like: WATI / Interakt / Zoko / Zoho CRM
« Smart journey automation & drip campaigns

« Chatbot for FAQs + agent handover for sales

+ Auto-assign tags based on behavior

Automation ensures personalized messaging at scale, without manual chasing.

3.4.A Drip Campaigns & Lead Tagging

Track every lead movement and trigger flows dynamically:

- Lead-stage tags: Lead » MQL » SQL » Demo - Deal -» Closure - Alumni
« Behavior-based triggers:

o Link clicked » Demo reminder

o Class missed » Recap

o Positive feedback > Referral invite
« Auto-segment: High interest, Inactive, Unreachable, Dormant

Clear Tagging + Automation = No lead left behind

Outcome of Execution Framework

- Timely messaging

- Better conversions

- Stronger engagement

« Increased referrals & loyalty

A Smart WhatsApp Strategy
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Execution Framework

3.4.B Sample Drip Campaign

Contact added to Workflow

Marketing Ready

[ Update Stage: Raw Lead to ]

Send Welcome Message

( User has read / clicked / respond )

Update Stage: Marketing Ready
to Marketing Engaged

Send Trainer Video Message

Send ‘Demo Invite’ Message

( User has read / clicked / respond )

( User has read / clicked / respond >

Send ‘Quick Note’ Message

( User has read / clicked / respond )

(©  Send Success Story Message (©  Send ‘Quick Reply/Poll Message

( User has read / clicked / respond )

Update Stage: Marketing Engaged
to Marketing Qualified

N

Add follow-up task for sales

(©  Send ‘Soft Reminder’ Message

( User has read / clicked / respond ) Update Stage: Marketing Engaged
to Marketing Qualified

N

Add follow-up task for sales

( User has read / clicked / respond >

to Marketing Qualified

[ Update Stage: Marketing Engaged ]

N

Add follow-up task for sales

)

Send Social Proof Push

Update Stage: Marketing Engaged
to Marketing Qualified

( User has read / clicked / respond )

E End Journey ]
E——)

Add follow-up task for sales

EnaTorR)
ST

Update Stage: Marketing Engaged
to Marketing Qualified

Add follow-up task for sales

End Journey )
) 8 oo ]

Send ‘EMI + Offer’ Message

( User has read / clicked / respond

Update Stage: Marketing Engaged
] to Marketing Qualified

Dormant

H End Journey J

[ Update Stage: Marketing Ready to

Add follow-up task for sales

End Journey _]
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Content Strategy

4.1 Welcome Sequences

- Instant response after enquiry to build trust

+ Introduce brand, trainer, and course benefits

+ Include demo invite and easy call-to-action

. Goal: Move lead to first interaction (Demo/Call)

First impression content that converts interest into action.

4.2 Polls, Quizzes & Interactive Elements

« Capture intent > PR / Study Abroad / Career Growth
+ Keep engagement high between touchpoints
 Quick knowledge checks for students

+ Helps in auto-segmentation based on responses

Two-way content that boosts response and understanding of user needs.

4.3 Success Stories & Testimonials

+ Real student journeys - builds credibility & FOMO

« Short videos + screenshots of achievements

- Targeted based on learner goals (jobs abroad, certifications)
« Effective for both prospects & alumni reactivation

4.4 Event Invitations & Career Updates

- Webinars, demo sessions, workshops (entry points to funnel)

« Monthly updates on language career demand, migration, job trends
« Encourages ongoing engagement even post-enrollment

+ Alumni remain connected for future course opportunities

Continual value delivery ensures long-term relationship and advocacy.

Content Strategy Outcome

Higher engagement - More demo attendance
Strong brand trust > Faster enrollment decisions
Continuous value > Increased referrals & upsells
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Measurement & Optimization

5.1 Key Performance Indicators (KPIs)

Track performance across each stage of the student lifecycle:

Hot Leads (Prospects)

Response Rate, Demo Booked Rate, Conversion to SQL

Current Students

Attendance Rate, Engagement Rate, Referral Count

Alumni

Repeat Enrollment Rate, Testimonial Count, Referral
Conversions

KPls ensure alignment between messaging goals and business

outcomes.

5.2 Feedback Loops

« Weekly performance review: message delivery, CTR, responses
« Student feedback for experience improvement

- A/B test content formats (video vs. voice vs. carousel)

- CRM insights » auto-retagging for better personalization

Real-time learning makes conversations smarter over time.

5.3 Iteration & Scaling

 Improve campaigns using data-backed decisions

« Expand successful drips to wider audiences

+ Introduce new content formats based on engagement

- Automate repeatable flows to reduce operational effort

Scale what works. Fix what doesn’t. Continuously grow impact.

Outcome

« Higher conversions from prospects
- Stronger engagement across learning journey
- Sustainable advocacy & lifetime value growth

A Smart WhatsApp Strategy
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Conclusion

6.1 Summary of Strategy

Our WhatsApp approach focuses on the complete student lifecycle:

« Convert Hot Leads through personalized nurture flows
- Engage Current Students using reminders, value-added content, and community
« Empower Alumni to contribute through advocacy, referrals, and upselling

Every stage contributes to stronger conversions, better retention, and higher lifetime
value.

6.2 Next Steps

To implement the strategy efficiently:

« Deploy drip automations with CRM integration

- Standardize content formats for each lead stage

« Assign owners for tracking and optimization

Pilot with selected batches - then scale across all segments

Action today leads to compounding results over time.

6.3 Long Term Vision

« Build a connected learning community on WhatsApp

« Transform conversations into trusted relationships

- Enable continuous growth — from first enquiry to lifelong learning

« Make WhatsApp the primary communication and conversion engine

The goal is not just enrollment — it's loyalty, advocacy, and sustained brand impact.

Closing Thought

Conversations don't just inform — they inspire, influence, and convert.
With WhatsApp at the heart of our communication strategy, every message becomes an
opportunity to grow.
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Conversations that Create Impact

From Enquiry to Advocacy — The Complete Student
Journey on WhatsApp

WhatsApp is more than a tool — it is the bridge that connects curiosity with
confidence, learners with opportunities, and alumni with lifelong communities. By
combining personalization, automation, and authentic conversations, we can nurture
prospects into students, engage them through their journey, and transform them into
advocates who carry the brand forward. Every message sent is not just
communication — it's a chance to inspire, empower, and build lasting relationships.

Curated by - Vishal Goyal

This WhatsApp Marketing Strategy offers practical and up-to-date guidance on essentials WhatsApp marketing tasks and
strategies as of 2025. It outlines key areas including audience segmentation, drip campaigns, content strategy,
automation workflows, and performance optimization. Since, WhatsApp marketing trends and strategies evolve
constantly, regular reviews and updates are recommended. For the latest insights, refer to official WhatsApp resources
and trusted industry experts. This document is for informational purposes only; any reproduction, distribution, or use
without prior consent is not permitted. Last Updated: 12-Dec-2025




