Subject: Targeted Messages - Relevant Communications 
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Why hire help for editing and writing services? 
You can maximize your  employees' time and enhance credibility by:   

· giving your employees time to do what they do best  

· leaving the sometimes dreaded task of writing to someone who loves it  

· relying on an expert to improve the clarity and flow of your existing messages

AMi has added the talent to provide you with writing and editing services.  We can help with clear, easy-to-read promotional material, press releases, and business articles.  Send us your project specifications to solutions@amidirect.com or call us at 703-370-0882 and we will promptly respond with pricing and time frame for completion.  
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Getting the right message to the right person at the right time!  
In today's fast-paced data-driven world, we are expected (it is demanded of us) to provide relevant and meaningful communications continually. You've addressed the basics, changed up your messages and artwork, and added personalized color variable printing to your arsenal.  These efforts are an appropriate attempt to give you a leg-up on the competition for response, but they provide only part of the equation: who are your customers, donors, and prospective members?

 

You can't target personalized messages if you don't know who your audience is.  It is crucial to identify the correct prospects and much more.  You must identify the audiences you need to reach and the method of communication you want to use. You also need to acquire and analyze data that's available to describe your prospects (This is also true for your existing customers, donors, and members).   

 

Where to start?  Request and retain detailed and extensive information for those on your house file.  If you acquire outside lists, review what options you have available for more comprehensive information, including demographics, interests, age, income, household structure, buying or donation history, etc.

 

Data is key to creating relevant communications and to building bountiful relationships. 

  

If you have any questions under the marketing umbrella, let us know.  Send your questions to us today.  We are here to help! 

 
Key Data Analytics Practices
[image: image9.jpg]


Incorporate and segment.   

 

Increase response, improve your customer's or donor's experience with your organization, and improve ROI.  How?  Get to know your list personally.
 
To start, decide what data you really need.  Would you have more marketing success if you could target individuals in a particular region?  Income class?  Industry?  Would you like to know an individual's previous purchases or donations?  Frequency of activity?  Date of last activity?  Determine the information you need to better target your promotions, and then go find it: 
 
1.  Seek outside sources.  You can find specific data about individuals in a census, geodemographic data, compiled demographics and lifestyle, and social-networking data.  Each source has varying degrees of accuracy and expense, so ask questions and get details about the depth of information available beforehand.
 
2.  Seek outside help.  Profiling your database requires advanced analytical equipment.  If you don't have it, find someone who does.  If it's done right and well, you'll recover the cost of the service easily from the analytics-enhanced marketing you create. 
 
3.  Ask them.  Patrons usually offer information about themselves willingly when they're asked a limited number of questions from organizations they already have a relationship with, the questions are highly structured and the answers are single-response or multiple choice, and the reasoning behind the question has an obvious connection between the requestor and the service/product provided.
 
Once you have your data, incorporate it into your database so that you can use that information to better select the list for your next marketing campaign.  Then, start sorting.  Whether you do simple segmentations that allow you to select individuals from a particular state or more complex segmentations, selecting individuals from a particular state who also made a donation in July of 2010, you can maximize the impact of your message with minimal effort. 

 

Check out this month's blog for key questions you should ask your list broker about available list segments.  

Open New Revenue Streams
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Be creative to activate support and leverage loyalty. 
Now that you know where your buyers or donors work, how much they spend, and what gets their attention, it's time to prove it.  Show your customers and prospects that your message was written specifically for them by incorporating what you know into your next marketing campaign.  Here's how:

 

         Divide and conquer.  Instead of mailing one catch-all campaign, create multiple campaigns based on segments of your list--donation size, profession, products purchased, etc.--and tailor the message in each campaign.

         Continually seek new ways to add value.  Consider what motivates your list to act, what obstacles they encounter, and what issues they face, and then modify your approach or your services to meet their challenges.

         Recognize preferred communication.  Go ahead--think beyond your normal routine.  If you always mail promotions but find that most of your response comes through email, incorporate web- and email-based marketing into your plans. If your email responses are waning beef up your direct mail that drive them to your website.  

 ·         Continually seek ways to educate. The more an individual knows about your mission, products, or services, the more comfortable he or she will be with your organization and the easier it will be for him or her to do business with you. 

         Check out your competitors.  We're not recommending you copy what they do, but we do think you should study their approaches: you may gain a little insight into your audience. 
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AMi Direct provides marketing solutions that increase your response rates and ROI.    

 

With more than 30 years experience, AMi's deep understanding of direct marketing makes us your ideal partner for developing high-quality, solution-based marketing programs.  Team with us and experience nothing but top customer service, on-time, high-quality and the best results from your marketing initiatives.  Services include:  Fulfillment Services, Print and Logistics Management, Strategic Campaign Planning, Cross-Media Marketing, Mailing Services and Data Management.  For more information visit www.amidirect.com or call 800-663-2415.  

 

Solutions at AMi Direct
AMi Direct Marketing Solutions 


	
	Promo code:  AMi102910
 

We Have A Greener Way To Print! 

We want your total marketing experience to be a positive one.  Send us your project specifications to solutions@amidirect.com, and we will promptly respond with pricing and time frame for completion. 
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                ·      Chemistry-free imaging                          ·           Reduced paper waste 
                     · High quality waterless offset printing       ·         Wide range of recycled stocks
                                         ·                    Fast affordable short-run color
 
We always work to provide fair pricing and top customer service.  Reference the above promotion code on an order placed before 11/30/2010 and receive a 10% reduction on your printing order up to a $300 maximum. 


	


