( Marketing Magic (
Word of mouse

by Kathryn McCann

Word of mouth is widely recognised as the most effective form of marketing. People are more likely to believe good things about you and your business from someone other than you, and more ready to trust a product or service if it comes recommended by a friend. But in this age of e-everything, word of mouse is becoming an influential force.

According to Revolution magazine (July/August 2004) if people are sent an email attachment by a friend, more than 85% of them will open it. So if you send something of interest to your contacts it’s worthwhile encouraging them to send it on. This is known as viral marketing, and is an increasingly popular way of disseminating marketing messages. It’s also very cost-effective. 

Add a ‘send to a friend’ option to emailers, ezines or enewsletters. If you send out a promotion to your past clients, why not think about offering them an incentive to pass it on? Like a discount the next time they use your services if you get work from someone they’ve directed your way. Or you could run a competition or special offer, which will encourage people to spread the word to their friends who will then, hopefully, get in touch with you themselves, giving you the opportunity to add them to your list for future mailings.

A word of caution, in October 2003 a European directive came into force that means companies can only send out email marketing to people who’ve agreed to receive it. You can still send out emailers to those you’ve dealt with in the past, but only about the same or similar services to the ones you’ve offered them before. And you must provide an opt-out clause, or the opportunity to unsubscribe from your mailing list.

A good way to gain explicit consent to send emarketing to your current contacts is to do a customer survey. You can send out a short questionnaire, or a link to an online version, by email. There should be an option to send it back to you anonymously – this gives people the freedom to be very honest, even if they’re not completely happy. Although it can be disheartening, it’s very helpful to find out what clients think you could be doing better so you can improve for the future and show that you’re responsive to your market. Again, perhaps offer an incentive to encourage people to include their contact details.

If respondents send their forms back with glowing praise (and declare their identity) it’s a good idea to check if they’d be happy for you to use some of what they’ve said as a testimonial in your promotional material. This is a great way to use the words of others to give credence to your offering.

If you are going to do a survey, don’t forget to include a box for people to tick if they would like to receive further information from you. Add the ones who tick the ‘yes’ box to your list for future mailings and make sure to delete those who don’t.

For local assistance with email marketing try www.liaiseonline.co.uk.
Word of mouse is an easy and effective way to promote your business and the results can be truly miraculous!
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Kathryn McCann is a freelance writer, editor and marketeer. She writes advertisements and marketing material for her clients for print, radio and the web. She has also written for a variety of magazines.  

Email: kathryn@katcreative.co.uk
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