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Section 1: Finding Your Target Audience

e Steering your target audience.

e Conducting surveys and feedback sessions to determine interest.
e The benefits and functions of your product.

e What problem is your product solving?

» High vs peripheral route to persuasive communication.

Section 2: Getting the Right Attention Online

e Effective promotional content.

e Programmatic advertising and how it can benefit you.
e Accessing numerous data points to find your audience.
e Narrowing down your reach to specific types of people.

» Key features of effective online marketing.

Section 3: The Right Channels for Your Digital Marketing

e Choosing between social media platforms.

e How each platform can benefit a business.



e Utilising marketing features to achieve your goals.
e Automation methods and time-saving.
e Cost saving to remain within budget with your marketing procedures.

e Positioning your online offering.

Section 4: What Your Customers Expect

e The changing state of customer engagement.

e The service that customers expect.

e Solving marketing problems.

e Improving your accessibility.

e Tracking your customers’ attitudes to your products.

e 4 consumer attitudes to engagement.

Section 5: Using Analytics

e Accessing useful analytics.

* How to use various reporting systems.

e Drawing conclusions from your results.

» Creating investment appeal.

¢ Using your analytics to make a future roadmap.

e Assessing consumer attitude metrics.

Section 6: Benchmarking Your Engagement

e Reviewing your engagement against competitors.

e Staying ahead of the game.

e Strategic implications of not meeting customer expectations.
e Turning attention into engagement.

e Cognitive vs. affective strategies.

Section 7: Creating Your Strategic Engagement Plan

e Your 5-year engagement plan.

e Funnel engagements.

e Gamification to increase engagement.
e Review and audit success metrics.

e Mean-end chain analysis.

¢ Changes and reviews.
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Unveiling The Welcome Call: Your Key To Customer Engagement

Discover the power of welcome calls in customer relations. Learn why they are important,
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.how to build relationships, and key elements for a successful welcome call




