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Expert’s Corner

Maximising your business’ potential by using the Internet as a marketing tool

Part 2: Online marketing

In last month’s column, we looked at what an effective Internet marketing strategy encompasses and how businesses can leverage the power of the Internet to drive cost-effective, measurable online marketing campaigns. This month, we will look at the various components of online marketing, which include website advertising, sponsorships, surveys, newsletters as well as promotional emails.

Website advertising 

This option provides unique branding opportunities and affords businesses the creative freedom to design an advertising solution that is best suited to a particular campaign. Website advertising enables businesses to choose between solutions such as banners, pop ups, skyscrapers and cursor followers.

A banner is placed at the top of a web page and is a good way of drawing the attention of website visitors. Banner advertisements should typically be placed on websites that your prospective customers might visit. For example, a bed and breakfast should advertise its special offers on travel portals, whereby visitors will be directed to the advertiser’s website.

Pop-ups are effective when used for promotions, competitions and limited special offers. The click through rate for pop-ups is five to fifty times higher than banner advertisements, as they are typically used for price-related special offers. Pop-ups should always have a close button and not stay live for more than five seconds, as they have a high irritation factor.

Sponsorships 

Through sponsorships, businesses can establish cost-effective online visibility, aim to own relevant space on the Internet and promote brand messages through association with specific content. For example, a bank can sponsor a section of a property website and include sponsor specific content or advice areas.  

Online surveys 

These surveys are quick to conduct and provide a valuable snapshot of the needs of online consumers. Surveys are typically incentivised through prizes or the offer of exclusive content, and provide advertisers with an understanding of the levels of awareness and usage of products, or to test specific product/service preferences in new or forthcoming ranges.

Newsletters 

Permission-based marketing through electronic newsletters is a very effective way of communicating to your customers. It can be used to highlight your company’s latest products or services and communicate special offers. 

Email 

According to e-business research and analysis company, eMarketer, the immediacy of email makes it five times more effective than direct mail and 20 times more effective than banner advertisements. Not only is it an effective communication tool, it reduces communication costs by between 40 and 65%.

Email is also highly measurable and trackable as businesses are able to monitor which URLs customers are clicking on and what information they read. Built-in reporting functionality provides businesses with information such as which recipients opened the email, whether it was forwarded and which emails were not delivered. Promotional emails that advertise a special offer, typically have a 15% open rate, which leads to a 5% conversion rate.      

As an affordable and cost-effective supplement to your traditional marketing efforts, a well-designed online marketing campaign can be used successfully to generate traffic to your website and most importantly, generate new business.

Next month we will look at how eBilling and SMS can be integrated into your business’ Internet marketing strategy. 

#ENDS#  
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