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Online	
  Advertising	
  Regulations	
  
• Adopt	
  fair	
  and	
  reasonable	
  business	
  
prac<ces.	
  
• Refrain	
  from	
  engaging	
  in	
  any	
  false,	
  
decep<ve,	
  and	
  misleading	
  adver<sement.	
  
• Disclose	
  informa<on	
  about	
  their	
  business	
  
iden<ty.	
  
• Informa<on	
  about	
  products	
  and	
  services	
  
shall	
  be	
  posted	
  in	
  fair,	
  accurate,	
  and	
  clear	
  
manner.	
  

h%p://digitalfilipino.com/e-­‐commerce-­‐
consumer-­‐protec<on-­‐regula<on/	
  



Online	
  Advertising	
  Regulations	
  
• Provide	
  consumer	
  with	
  sufficient	
  informa<on	
  to	
  
make	
  an	
  informed	
  purchasing	
  decision.	
  	
  
•  Terms	
  and	
  condi<ons.	
  
• Cancella<on	
  policy.	
  
• Payment	
  op<ons.	
  
• Refunds.	
  

• Comply	
  with	
  data	
  privacy	
  regula<ons.	
  
•  Set-­‐up	
  internal	
  complaint	
  handling	
  system.	
  

h%p://digitalfilipino.com/e-­‐commerce-­‐
consumer-­‐protec<on-­‐regula<on/	
  



Number	
  one	
  #1	
  claims	
  

• Provide	
  source	
  of	
  claim.	
  
• Given	
  by	
  disinterested	
  3rd	
  party	
  who	
  
has	
  done	
  research	
  on	
  the	
  subject.	
  
• State	
  period	
  covered	
  of	
  research.	
  
• Criteria	
  used	
  for	
  coming	
  up	
  with	
  a	
  
ranking	
  list.	
  

h%p://digitalfilipino.com/verifying-­‐number-­‐
one-­‐1-­‐specialist-­‐expert-­‐claims/	
  



DTI	
  Sales	
  Promotion	
  
Guidelines	
  
• Need	
  to	
  get	
  promo<on	
  permit	
  with	
  or	
  
without	
  purchase	
  required.	
  
• Applied	
  at	
  least	
  30	
  days	
  before	
  the	
  
start	
  of	
  promo<on.	
  
• Covers	
  premium	
  offers,	
  raffle,	
  
contest,	
  discount,	
  redemp<on,	
  game,	
  
mul<-­‐scheme.	
  	
  

h%p://www.slideshare.net/jane%etoral/d<-­‐
sales-­‐promo<on-­‐permit-­‐applica<on-­‐process	
  





Customer	
  relationship	
  
management	
  
• Customer	
  rela<onship	
  management	
  is	
  
a	
  model	
  for	
  managing	
  a	
  company’s	
  
interac<ons	
  with	
  current	
  and	
  future	
  
customers.	
  	
  
• It	
  involves	
  using	
  technology	
  to	
  
organize,	
  automate,	
  and	
  synchronize	
  
sales,	
  marke<ng,	
  customer	
  service,	
  
and	
  technical	
  support.	
  



Various	
  ways	
  to	
  do	
  CRM	
  	
  
•  Managing	
  queries	
  through	
  forms	
  /	
  database	
  spreadsheet	
  
•  Email	
  communica<on	
  
•  Helpdesk	
  assistance	
  
•  Answering	
  people	
  through	
  social	
  media	
  



Collect	
  information	
  through	
  
forms	
  /	
  database	
  worksheet	
  



Help	
  Desk,	
  E-­‐mail,	
  Social	
  Media	
  

•  Chat	
  messages	
  logged	
  
in	
  e-­‐mail.	
  

•  Divert	
  user	
  to	
  social	
  
media	
  page	
  for	
  iden<ty	
  
info.	
  



Central	
  Repository	
  is	
  key	
  



Record	
  Customer	
  Interaction	
  
via	
  CRM	
  



Consistency	
  
• Update	
  CRM	
  to	
  record	
  customer	
  
interac<on	
  regularly.	
  
• Monitor	
  ac<vi<es	
  of	
  users	
  too	
  in	
  managing	
  
client	
  rela<onship.	
  



Assignment	
  
•  Set-­‐up	
  a	
  CRM	
  process	
  in	
  managing	
  leads	
  and	
  customers.	
  


