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The Modern Approach to Marketing

Marketing Integration: Putting It All Together

Presented by 
Corissa St. Laurent
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What Is The Modern Approach?

Building Relationships of Trust & Value

■ Connecting with people who have chosen the relationship
■ Informing them by delivering messages they care about
■ Growing your business through targeted & integrated 

marketing
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Relationships Are an Asset

Connect through effective communication
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Acquiring Customers Takes…

Time… Money… Energy… Effort

On average, it takes 7 touches for a sale to occur.

■ Some buy right away
■ Others research and try
■ Some show interest but 

don’t trust you

Challenges?
Education & Differentiation
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Keep Them Coming Back

The Value of a Customer (Client/Member)

■ You’ve already paid for them
■ It’s 6-7 times more expensive to gain 

a customer than to retain a customer 1

■ They spend more
■ Repeat customers spend 67 percent more 2

■ They are your referral engine
■ After 10 purchases, a customer has 

already referred up to 7 people 2

Sources:
1. Harvard Business Review
2. Bain and Company, 2002
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Why Communicate Online?

Because almost everyone your business or 
organization needs to reach is online:

■ Over 1.8 billion people using the internet
■ Over 1.4 billion people using email, many 

using it every day
■ Over 400 million people are on Facebook
■ Over 105 million people have a Twitter 

account

And because it’s cost-effective

Sources: eMarketer
Radicati Group
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What is Email Marketing?

■ Delivering outbound 
professional
email communications

■ To an interested
audience 

■ Containing information 
they find valuable
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Build Your List Where You Connect!

Website Signup
Service or
Sales Calls

Events
and Meetings Email Signature

Customer & Prospect 
Database

In-store Guest Book

Build a Quality List of Subscribers

57% of those surveyed will fill out 
a card to receive email alerts when 
asked to.

Source: Transact Media Group
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Informative 
Email

Advice, research, 
facts, opinions, 

tips

QualityKnowledge

Savings   

Relational 
Email

Special privileges, 
acknowledgement

Promotional 
Email

Discounts, 
coupons, offers, 

incentives.

Send Content That Has Value
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Call Your Audience to Action

Calls to Action Include…

■ Links to click on
■ Information to print out
■ Phone numbers to call
■ Instructions for reading the email
■ Instructions for saving the email

Describe the Immediate Benefits…

■ What’s in it for your audience?
■ Why should they do it now?
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Email Tracking CodeESP Interaction

+

Review Your Campaigns
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Target Your Follow Ups

Use click tracking to determine…

■ Audience interests
■ Clicks tell you what 

topics were interesting
■ Save clickers in an interest 

list for targeted follow up

■ Goal achievement
■ Use links to drive traffic 

toward conversion
■ Compare clicks to 

conversions and improve



Understanding Inbound Media

Social sites and your website are INBOUND 
marketing channels. Your audience needs to 
visit them in order to interact with you, so:

Monitor Regularly

Answer Effectively

Update Regularly
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Email Social Media/website
Outbound-driven
Interaction

Integrate With Email Marketing

Inbound-driven
Interaction

Pull people into your content and stay connected



How Do You Integrate?

Make social media 
opt-in available in 
all emails

Make email list 
opt-in available on 

all social media 
platforms and on 

website

Allow readers to share email content 
to their social media networks

Link back 
to your 
website
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Steps to Successful Integrated Marketing

■ Write a series of objectives – point all marketing activities 
toward those objectives

■ Diversify your marketing activities – use multiple 
channels and mediums to best reach your audience

■ Integrate collection methods – connect email, social 
media and website signups

■ Think before you start – make sure your audience is 
communicating/listening in your chosen channels, that you 
have time generate content and interact regularly

■ Write once, post twice – reuse content whenever possible
■ Create a schedule – know how all of your marketing 

activities (online and offline) are working together to move 
the needle forward
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Thank You!
cstlaurent@constantcontact.com
866.460.7018

@CorissaCTCT

Constant Contact New England

mailto:cstlaurent@constantcontact.com
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