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Businesses often fall prey to the idea that marketing is
the best area to cut back in during a recession. However
the reality is that it's absolutely imperative to increase
your presence at a time when your competitors will be
looking to scale back argues Volker Wiewer, CEQ at
eCircle.

What's more, with experts predicting that online spend will
continue to grow in 2009 as brands ditch traditional
methods of marketing in favour of email and online, digital
marketers must ensure they continue to focus on the areas
that set them apart; namely measurability and accountability if they are to prove their
worth in the following twelve months.
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In our ‘9 for 2009" we discuss the top tips for digital marketing during the current
economic climate.

1) Make sure your boss understand the value of marketing

Marketing is one of the key lifelines to surviving a recession and helps you to reach new
customers as well as target existing ones cheaply and effectively. It should be seen as
an investment, not an expense which will soon become apparent with proper
measurements in place showing the true ROl

2) Focus on measurable marketing

During a recession it's fair to say that marketing tools which fail to provide measurable
ROl will fall victim fo a cull so focus on relationship-based tools such as email and web
analytics which can deliver same-time results. Concentrate on spending where it can
have the greatest impact.

3) Put more intelligence in your email marketing

Your email marketing campaigns will depend on two things, firstly the quality of your
contacts and secondly accurate targeting. The good news is that by utilising a
professional email marketing software the costs of realising this are low compared to
the benefits you will reap. Through profile enrichment and segmentation capabilities
that email software nrovides increased clicks and sales conversinns are anaranteed



T) Customer Service

Mever underestimate the value of excellent customer service. Make your customers
feel special and they will come back to you to spend more money. Make sure you're
engaging them. Talk to your customers about how the credit crunch is affecting them
and then address their concerns with relevant and personalised offers. This will only
help to strengthen your bond with them further.

8) Remember to make the best of what you've already got

Remember it's cheaper to look at your existing resources rather than trying to source
new ones. Allocate some more time to marketing to the prospects and clients you
already have. Getto know their needs and carry out some lead-nurturing campaigns
offering good deals and new content as well as cleaning your database with further
profiling. Customer references, testimonials and accolades can make your
organisation more appealing to a nervous prospect. Providing access to whitepapers
and best practice advice is a good way of showing that you are experienced and
knowledgeable in your field.

9) Remember Pareto’s Law

As we all know, the rule of thumb is that 80% of your business comes from 20% of your
clients so this is well worth remembering when allocating your budget and resources.



