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How Email Can Boost Your Website’s Performance
By Eric Keiles

Email marketing campaigns can be extremely profitable if done right. By right,
we mean permission-based or opt-in email — not wholesale blasting of emails
you purchased or “found”. People who give you permiss
or who have a business relationship (past clients, for exa
people who will appreciate your efforts to keep them in t
on in your company. With the popularity of spam filters
amount of email received by people each day, email adve
more of a challenge. This permission-based system of e
websites with good numbers of return visitors and prosp
a relationship with your customers and prospects.

On the home page of your website, you should always ha¥®
opt-in form. Your visitors should have the option to pro = ai2
address at multiple points in their visit to your website. DI

up for your newsletter, new product information, podca m N G
whatever you identify as valuable information your prosm i

willing to trade their email address for. Note: try not to bribe the mass market
with offers of flat screen TV giveaways. Make it something relevant to your

product or service or you will have a database of people who like to watch TV —
not who are interested in your product!

Send emails to these contacts as frequently you feel comfortable with. Every
week or two might be good for some, but too frequently for others. Once per
month is the recommended minimum to be frequent enough to develop a
relationship with the reader. Include information on these updates to keep
these visitors coming back to your site. The goal of the email is to constantly
link readers back to the website where they can see all of the good things
happening at your company. Sending emails to your customers is very
important for good customer service to let them know new things that can help
them, the minute they are available.
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Remember, traditional marketing suggests that a visitor to your site usually sees
a product or service five to seven times before committing to a sale. By sending
email reminders about your products and services, you can get visitors to return
to your site to browse (and hopefully buy!). By the way, if the reader of your
email decides they don’t want to receive your messages any more, that’s OK too.
We always give people an easy way to “unsubscribe”. If they don’t want to hear
our messages any more, we certainly don’t want to bother them or create any ill
will. That is a key aspect of permission-based emails.

Email also aids in obtaining referrals to your website.

Businesses can use email to grow referral business by encouraging word of
mouth. The right tools and incentives make all the dlfference in turning

customers and prospects into referral sources through ema
be easily forwarded on to others:

“Frank, I am forwarding this email to you because this co
what you have been looking for”

Most email tools offer a “refer a friend” feature that makes
word by just hitting a button. The new person can be adde
list and so the list grows. The internet is the perfect breedi
mouth advertising, and emails make it much easier to facilJIgletl nrr nry —-in‘
communication has been affected by the convenience and & i 1 i
consistent email campaign that includes valuable content, X

customers (read: fans) something of value to pass along, blM ﬂcRKETI N G
the vehicle with which to pass it.

With permission-based emails, your message can be seen and heard by
prospects that you could never get to any other way. And, when you combine
your referral efforts with other marketing events in your company, you create a
“marketing machine” able to sweep prospects into a regular communication
program educating them on why your company is the obvious choice to do
business with.

Never before has there been a medium so powerful in electronically introducing
your business to a warm market, and keeping subscribers up-to-date on the
exciting things your company has to offer. Start quarterly and move up to
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monthly to get started on a program that can jumpstart your prospecting efforts
today.

Eric Keiles (eric@square2marketing.com) is the Chief Marketing Officer at Square 2 Marketing. Square
2 Marketing practices Reality Marketing™, a realistic way small- and medium-sized businesses can
generate more revenue - without the “fluff”. More information and free resources to help your business
can be found at www.square2marketing.com.

SQUARE 2
MARKETING

Copyright © 2005, Square 2 Marketing, Inc., All Rights Reserved. 3



