
The Power of Newsletters



Marketing Strategies or Flavours

• Pro-active / Disruptive / Offensive

• Reactive / Search

• Defensive



Pro-active / Disruptive / Offensive

• Inform an audience of new products or services

• Raise awareness of your business and presence

• Educate and inform

• Generate Leads

• Opening a new branch

• Have a special offer to promote (2 for 1 Pizza)

• Change of name, strategy etc.

• Want more people to know about you

• Promote something new or revolutionary



Pro-active / Disruptive / Offensive

• Sales, Telesales

• Advertising (Media, Direct Mail, TV, Radio etc.)

• Email Marketing and Newsletters

• Social Media (Organic and Advertising/PPC)

• Networking, Exhibitions, Conferences



Reactive / Search

• Response to an enquiry (search)

• Reacting to buying signals (E-Commerce)

• Delivering knowledge and advice (Wikipedia , Maps etc.)

• Comparison sites
• On-line shops

• Service Providers (Plumbers, builders etc.)

• Professional Services (Legal, Accounting etc.)

• Hospitality and Travel

• Data holders



Reactive / Search

• Search Engine Optimisations (SEO)

• Pay per Click, Website (PPC)

• Trade Directories

• Professional Groups (Check a Trade etc.)



Defensive

• Marketing aimed at keeping your customers secure

• Build Loyalty

• Keep informed on company news and services

• Gain greater share of their spend
• Customer Visits / Telephone or Email Contact / Hospitality

• Contact – Newsletters, User website accounts

• Deliver good service, 

• Loyalty Schemes, 

• Rebates and Volume Discounts



Why Newsletters

• Cover two strategies, complement strengths of Search

• Proactive
• Who you Are, What you Do, What you know
• Demonstrate Expertise
• Raise awareness
• Industry News
• Become Familiar (people trade with names they know)

• Defensive
• Maintain Contact
• Keep audience aware of new products and services
• Testimonials, Success stories



Newsletters – Getting Started

• The Database
• A Digital Newsletter campaign is useless if you don’t have a 

relevant and accurate database to email it to. Ideally, you 
should have a database of your existing customers and one of 
prospects.

• Web-Clubs can help you clean up your own data as well as 
providing a suitably targeted prospect audience.

• Style and Layout
• Adopt a familiar layout and style. Be consistent in your logo 

positioning and use of colour and typefaces.

• Use multiple columns for readability.



Digital Newsletters Tips

• Adopt a regular mailing date, ideally every 4 or 6 weeks

• Aim for one main topic per issue
• Enhance with images and diagrams

• Keep it brief, easy to digest and to the point

• Be interesting and informative
• Link to your website for more information

• Only gently promote your services and products

• Include company news and other interesting updates

• Present your business, make it personal / unique to you

• Summarise what you do in a consistent footer/sidebar



Digital Newsletters Avoids

• Don’t just copy available content, make it yours

• Avoid temptation to ask for name and email

• Keep it brief, easy to digest and to the point

• Don’t use to advertise, keep those separate

• Minimise the file size



Getting Help from Web-Clubs

• Consumer contacts

• Business contacts

• Template design

• Advice on topics and content

• Subject lines

• Cleaning and maintenance of 
databases

• Email sending and reporting



www.web-clubs.co.uk/knowledge


