White Paper

Winning Business with
Auto Responders

What do Auto Responders do and how can they help you win business?
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Executive Summary

Having been at the sharp end of e-marketing for
some time now, | have seen and been involved
with many great campaigns and strategies that
have achieved fantastic results. All too often
however, your marketing success may not be
quite as meteoric as you expect.

| constantly speak to my clients, partners and
colleagues and between us we have identified a
number of problems that exist;

e  “We get some good enquiries via our
website, but I don’t always have time to
respond to them instantly. By the time we
get round to speaking to the prospect the
lead has gone cold.”

e “We spend money on sponsored links via
search engines but I don’t seem to be
able to find out anything further about
these visitors to my site.”

e “We get lots of traffic passing through
our website each month, but we haven’t
any idea who these people are — we can’t
turn this traffic into enquiries.”

If you can identify with the above, then this
white paper will be a useful tool as you try to
ensure that the traffic passing through your
website parks up, eats at your restaurant and
books a room for the night.

Common Mistakes

A common mistake many companies make when
running marketing campaigns is to expect too
much too soon. Too much emphasis is placed
turning a suspect immediately into a client. This
only works in circumstances where a suspect is
actively looking to buy a product or service and
the marketing message arrives at the right time.

The above scenario happens too infrequently to
be relied upon. The ideal customer for us all is

one who spends money over a long period of
time, remains loyal and can provide us with
other referrals. The secret to finding this type of
customer is to build a relationship that will last.

The slowly slowly approach is one that you may
not feel too enamoured with at present, but our
experience has shown that this provides lasting
and profitable customers. As you nurture them
through your sales cycle step by step, prospects
start to understand more about what you can
achieve for them and their expectations are set at
a sensible level.

Email Marketing Auto Responders

My guess is you are reading this white paper
because;

A. You aren’t sure what Auto Responders
are

B. You know what auto responders are but
not sure how to use them

C. You are using auto responders but want
to increase your success

Let’s start with the basics.




Auto responders are a great way of building a
relationship with prospects. We mentioned at the
start of this white paper that many companies
generate lots of traffic but don’t quite manage to
find out who is visiting the site. Auto responders
can help turn some of this unknown traffic into
prospects. Auto responders are also a great way
finding out more about each new prospect such
as their likes and dislikes. All of this information
Is vital as it allows you to build up your
knowledge about each prospect and tailor your
offer to each of them personally.

“So how does this work — I don’t understand
how | can do this?”

A simple example of how auto responders can
help within a competitive market is to think
about your existing customers. How did they
find you? Did they look at your competitors
also? Do you know what your competitors are
currently doing to generate business?

A simple, yet very effective way of starting an
auto-responder campaign is to include a short
form on your website. The form should ask for a
visitors name and email address. In return for
providing these contact details, you should offer
the visitor something of value — potentially a
white paper or an offer that you know they are
interested in due to the page on your website that
the form is located.

Once the visitor submits their contact details, an
email is automatically sent to them (either
instantly or time delayed — depending on your
preference).

Many existing email marketing campaigns
consist of a generic message that is sent to your
entire customer and prospect list. Auto
responders differ immediately by sending
personalised information that has been requested
by the recipient. By delivering content that has
been requested, you are giving yourself a good
chance of turning this request into a sales
opportunity. By doing so instantly (no matter

what time of day or night) you are giving
yourself an even greater chance.

Create your own 24 hour marketing
team O for free

We identified it as a problem earlier, have you
ever received an enquiry via your website
overnight and followed it up in the morning only
to find a competitor has beaten you to it? The
fact is most of us have, and it can be quite
frustrating.

It may sound unrealistic, but it is possible to
have a marketing support team working for you
and promoting your business 24 hours a day, 7
days a week, without it costing you a penny.
This is done through the use of auto responders.
Some Email Marketing Service Providers offer
this within their application so check if your
monthly license fee or pre-payment includes this
feature and ask them how to implement it.

By running an auto responder campaign, an
enquiry can arrive via your website at any time,
from any country in the world and you are




already prepared to respond (either instantly or at
a time set by you) despite the fact you may be
asleep.

Multiple emails can be prepared with the most
applicable sent to recipients based on their
gender, location, age or by their chosen
preferences.

Why should auto responders be part of
your campaign?

As mentioned earlier, it can be frustrating to
miss out on a sales opportunity because you

haven’t been able to make time to respond to an
enquiry via your website.

Auto responders are strategic, delivering very
precisely targeted messages that are relevant,
useful, and therefore welcomed by recipients.
The antithesis of spam!

e Respond to enquiries instantly and beat
your competitors to it.

e Schedule a series of emails to be
delivered over a set period of time
without having any concern over the time
it will take.

e Send prospects and customers
information and sales literature that they
have asked for.

e Create your own mini-course delivered
via email in multiple parts.

e Show customers and prospects they are
valued by personalising your content
based on their preferences

e Build relationships with prospects

Taking prospects to the next level with
auto responders

This report is designed to show you the
capabilities of running auto responder
campaigns. It’s important when using auto
responders that they are part your sales cycle.
Auto responders based upon a visitor signing up
via a form on your website are a fantastic way of

turning suspects into prospects. Once this has

happened, a series of scheduled emails that are

highly personalised and highly targeted can
move the prospect up each step of your sales

ladder until they are ready to move forward and

commit.




Case StudyOWat er st oneds
eMailCampaigner

Client:
Project:

Waterstone’s
Waterstone’s Loyalty Card
Member Preferences

The Waterstone’s Card is a loyalty programme
which offers competitive deals in-store and also
advanced notification of exclusive book signings
and Waterstone’s events.

Through consultation with the team at
eMailCamapiagner, Waterstone’s decided that
their email campaigns to loyalty card members
should be personalised to meet each member’s
preference.

Upon becoming a member, a welcome email
campaign is sent to each individual which details
member benefits and which stores they can use
their card in.

As part of this welcome email, members are
given the option to select the genre of book they
are interested in with multiple options allowed.
Upon selecting their preferences, a second email
Is sent instantly with applicable offers.

The team at Waterstone’s provided the content
for each of the emails, and the
eMailCamapiagner application ensured that the
response to the initial welcome email triggered
the applicable instant email to be sent.

Following on from this each recipient is
automatically placed into a mailing list within
the Waterstone’s eMailCamapiagner account
with other members who have the same
preference.

Conclusion

This white paper will have given you an insight
into the power of Auto responders and how they
can help you reply to enquiries without having to
take time out from your busy schedule.

a Gergrating sales is all about building
relationships. Auto responders are a great way to

start building trust with prospects and moving
them through your sales funnel to the point
where they become customers.
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eMailCampaigner - Helping you retain
your customers

eMailCampaigner ™ is a practical solution to
your permission based email requirements that
helps you manage, create and monitor your e-
marketing program.

Let us shown you how you can:

e Dramatically reduce costs through
switching from direct mail to email
marketing

e Use advanced reporting in real-time to
enjoy a faster sales process

e Increase profitability with highly
targeted campaigns

e Reduce production time spent creating
projects with our friendly template
system

Just some of the great brands that trust us to
achieve their marketing objectives:

COLLIERS BAA "
CRE
s JAGUA Waterstone’s
Busak Eham@ e

FraserEAGLE

Call us on 0870 770 4990 to find out how we can
help you meet your business objectives or visit
www.eMailCampaigner.com to find out more

today or contact

eMailCampaigner.com

A product from Doctor Net Limited
Pleer House, 1 Fennel Street
Manchester, M4 3DU

T: 0870 770 4990

F: 0870 770 4991



http://www.emailcampaigner.com/

