


Harnessing the Power
of SMS and Beyond

Curious about how to optimise your email marketing
strategy in an increasingly crowded market? Want to
ensure your newsletters and outbound campaigns
integrate seamlessly into your omni-channel strategy?
You're in the right place.

Email's decentralised nature and ability to form deep
personal connections have made it a favourite among
marketers. It continues to be one of the best channels

to enhance lead generation strategies and build long-
term loyalty.

Unlike social media, where Al models can hinder genuine
connections, or search engines and paid advertising
platforms that present similar challenges, email remains
unparalleled. It stands as one of the rare channels that Al
algorithms cannot obstruct.

It's also - quite simply - a channel that people prefer for
receiving information, making buying decisions and
keeping up to date on brand news.

However, no marketing channel is an island. Omni-
channel marketing signifies a departure from individual,
disconnected channels toward a unified strategy, reaping
plenty of benefits along the way. In fact, research from
HubSpot found that businesses that implement a unified
approach tend to see more ROI from their marketing
efforts than those that operate in silos.

Read on to discover how integrating email marketing with
SMS and other channels will help you create a customer-
centric, future-proofed marketing strategy that will get

your brand the attention it deserves.

Let's begin.

Page 2



https://blog.hubspot.com/marketing/b2b-marketing
https://blog.hubspot.com/marketing/b2b-marketing

The Enduring Power of

Email Marketing

Email is considered to be the heavy lifter in the

world of digital marketing. In theory, it has one of

the most challenging jobs in a brand’s marketing
arsenal; competing with urgent requests, out-of-office
notifications and the dynamic nature of subscriber
lists. Then there’s negotiating the fine balance between
grabbing the reader’s attention and disappearing into a
spam folder. It certainly has its work cut out.
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The Strengths of Email Marketing

Email marketing offers a versatile and direct
communication channel, enabling businesses to deliver
captivating content peppered with personalisation.

It offers the perfect canvas to treat your audience to
visually appealing graphics and images, and it provides a
consistent user experience across a variety of devices.

Email is a great format for sharing compelling and
engaging stories, offering valuable insights and sending
targeted promotional offers. With the right subject line,
messaging that resonates and a killer CTA, marketers
can instigate swift actions and reach thousands of
potential customers in a blink. Furthermore, email is
cost-effective compared to traditional forms of
marketing, with increased sales potential and the ability
to track and optimise campaigns. This should make you
popular with your finance and sales teams, as well as
your lucky recipients.
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But email endures because it can quickly reach a
large, targeted audience with beautifully personalised
content. It continues to be a trusted tool for nurturing
customer relationships and engaging new audiences.
When executed well, email marketing can be a
powerful — and low-cost — driver of conversions.

In fact In fact, 18% of companies achieve email
marketing ROI greater than $70 per $1 invested.

Let’s take a closer look at email marketing'’s benefits.
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And if that wasn't enough, email marketing’s power is
magnified when combined with SMS and omni-channel
strategies. This integrated approach helps you deliver a
streamlined communication plan, while leveraging the
unique strengths of each channel.

If this sounds good, stay tuned — there’'s more on
this shortly.
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18%

of companies
achieve email
marketing ROI
greater than $70
per $1 invested.




Adapting to the Evolving

Marketing Landscape

As consumer behaviours shift and technologies advance,
businesses need to adapt their approaches to stay
relevant and to cut through the ever-increasing digital
noise. We all know how it feels to check our inbox and
find its saturated with promotional content. A fresh
perspective and innovative strategies are needed to

capture your audience’s attention and make your mark
among the mails.

Enter omnichannel and SMS marketing. |
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The Need for Innovation

and Differentiation

The best marketing campaigns are born from the sweet
spot between genuine innovation, deep customer
knowledge and a sense of purpose. Businesses must
continually experiment with creative content formats,
interactive elements and meaningful personalised
experiences to differentiate themselves from the crowd.

For example, incorporating interactive elements into
emails such as product previews, gamification, polls
and quizzes provides a unique and memorable user
experience. Furthermore, carefully tailored and curated
content, driven by data analytics, ensure emails are
tailored to individual preferences, increasing relevance
and resonance.
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Integrating Email Marketing

with Omni-Channel Activities

Customers expect a consistent experience across all
touchpoints — from social media to websites; from emails
to mobile apps. By aligning your email marketing efforts
with other channels, you can create a unified brand

voice and reinforce your messaging. The result? A loyal,
engaged customer base who are well on their way to
becoming brand advocates.

Pro Tip: Enhancing Email Marketing
with an Omni-channel Approach

One invaluable strategy to elevate your email marketing
within an omni-channel approach is to leverage customer
data effectively. Every business is flooded with customer
information but few optimise its potential.

The best way to get your data ducks in order is to
implement a robust Customer Relationship Management
(CRM) system that consolidates data from various
channels. First, carefully analyse this valuable information

The benefits of an integrated
omni-channel approach.

If you're finding marketing across all your customer
touchpoints difficult to get to grips with, you're going
to love this approach. Here are just some of the handy
benefits of an integrated omni-channel approach.

Increases Brand Loyalty: Fosters stronger connec-
tions with customers by delivering personalised and
relevant content, building brand loyalty and trust.

Boosts Conversion Rates: Optimise the customer
journey, making it easier for customers to make
purchases, resulting in higher conversion rates.

Provides Data-Driven Insights: Offers comprehen-
sive data across all channels, enabling businesses

to make informed decisions and refine marketing

strategies.
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to gain a profound understanding of customer behaviour,
preferences, and engagement patterns across various
channels such as emails, social media, websites, and
other touchpoints. Then take the time to delve into the
data to uncover meaningful insights that can inform,

and transform, your marketing strategies.

By gaining deep insights into your customers’ journeys,
you can create the highly targeted and personalised
email campaigns that get your brand the attention it
deserves. Furthermore, you'll save valuable time and
mitigate errors by using automation tools to synchronise
your email marketing with other channels. For example,
if a customer abandons their cart on your website, try
automating an email reminder coupled with a social
media retargeting campaign. This synchronised approach
ensures that your messaging is consistent, timely and
relevant, enhancing the overall customer experience and
increasing the chance of conversion.

Enables Better Targeting: Allows for precise
targeting of specific customer segments based on
their behaviour and preferences, leading to more
effective marketing campaigns.

Increases Revenue: By providing a seamless
experience and improving customer satisfaction, an
omni-channel approach can lead to increased sales
and revenue.

Enhances Adaptability: Enables businesses to
adapt to changing market trends and customer
expectations by staying agile and responsive across
various channels.

Provides a Competitive Advantage: Sets
businesses apart from competitors by delivering
superior customer experiences, ultimately gaining
a competitive edge in the market.




Integrating Email and SMS:

A Winning Strategy

SMS goes hand-in-hand with email marketing. While

emails provide detailed information and visuals, SMS can

serve as a teaser or reminder, encouraging recipients to

check their emails and boosting the campaign’s impact.

Integrating SMS with email is simply a winning strategy.

It can:

Q& Encourage users to text their emails in exchange for
special deals.

€ Leverage SMS to warm up subscribers for detailed emails.

€3 Ensure messaging consistency across channels.

'é Align content and destination links for a unified

experience that customers will love.

You have to be smart in how you use SMS in combination
with email marketing.

Use concise and strategic messaging:
SMS messages have a strict character limit so make
every word count. Avoid overloading your readers with

5 Benefits of SMS

High Open Rates: SMS messages boast exceptionally
high open rates - up to a whopping 98% according to
Slick Text - with a majority being read within minutes of
receipt. This high engagement level ensures that your
messages capture immediate attention, making SMS an
invaluable tool for urgent announcements or exclusive
FOMO-inducing offers.

Unified Messaging: Craft a consistent message across
both channels to reinforce your marketing campaign’s
core theme. Whether it's a product launch, a special
promotion, or a personalised recommendation, make
sure the messaging aligns and provides a cohesive
brand experience.

Making a Deeper Connection: SMS provides a direct
and personal channel to communicate with customers.
Personalised SMS messages tailored to individual
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information and schedule messages strategically.
Complement your email campaigns by sending reminders
or time-sensitive alerts via SMS.

Ask for permission and make it easy:

Like email opt-ins, always get permission from customers
before sending SMS messages. Make it easy for your
customers to unsubscribe. Publicise SMS enrolment
keywords - the word(s) that a person texts to confirm

an action — and set up an auto-responder. Build trust by
making opting out easy and acknowledging unsubscribe
requests promptly.

Delivering the right content to the right people
SMS marketing relies on customers opting in to receive
messages. This ensures recipients are genuinely
interested in the content they receive, leading to higher
engagement rates and a more receptive audience.

preferences enhance customer engagement and loyalty
and make sure your brand feels like a valued companion
rather than a robot.

Increased Customer Engagement: SMS marketing
encourages active engagement by prompting customers
to respond via text. Whether it's participating in polls,
surveys, or contests, SMS interactions create valuable
two-way communication, enabling businesses to gather
feedback and insights straight from their audience.

Increased ROI: SMS marketing offers a cost-effective
solution for reaching a wide audience. According to
Postscript, SMS marketing can offer an ROl of as much

as $8.11 per message. So, compared to traditional

advertising methods, SMS campaigns are relatively
inexpensive, making them accessible to businesses of
all sizes, including startups and SMEs.




Mastering Email and SMS

with Effective Strategies

Now let’'s explore how to optimise the dynamic duo that is
SMS and email marketing using possible strategies.

Timely and useful updates: SMS can be used for
customer service notifications, such as appointment
reminders or support ticket updates. Its immediacy
ensures that customers are well-informed, boosting
customer satisfaction and loyalty.

Geo-Targeting Capabilities: SMS marketing allows
businesses to target specific geographic locations. This
geo-targeting feature enables localised promotions,
event announcements, or store-specific offers, making
it a valuable tool for businesses with brick-and-mortar
locations.

Integration with Mobile Apps: SMS can be integrated
with mobile apps, allowing businesses to send app-
related notifications, updates, or special offers directly
to users’ smartphones. This integration enhances user
engagement with the app and encourages users to use
the app more.

Personalised Follow-ups: After sending an email, use
SMS to follow up with personalised messages based on
the recipient’s interaction with the email. For example,

if a user clicks a link in the email but doesn't make a
purchase, try sending a targeted SMS with an exclusive
offer to incentivise conversions.

Abandoned Cart Recovery: Abandoned carts are every
marketer’s nightmare. If customers slip out of the buyer
journey try sending an email reminding them about their
abandoned cart. Follow this up with an SMS with an
additional incentive, such as free shipping or a discount
to encourage them to complete the purchase.

Event Invitations: Send event invitations via email and
follow up with SMS reminders closer to the event date.
Include a link to the event details in the SMS for quick
access, enhancing event attendance rates.

Customer Surveys and Feedback: Email customers
a survey link and send an SMS thanking them for their

participation. Provide a discount code in the SMS as a
token of appreciation, driving further engagement.




SMS Marketing Best Practices: Dos and Don’ts

Dos:

@ Obtain Explicit Consent: Always ensure you have

@ Utilise Personalisation: Personalise SMS messages

explicit consent from customers before sending SMS
messages. Use clear language to explain the type of
messages they will receive and how frequently.

Segment Your Audience: Segment your SMS
subscribers based on their preferences, behaviours
and demographics. Tailor your messages accordingly
to make them more relevant and engaging.

Include a Clear Call to Action (CTA): Clearly state
the desired action in your SMS, whether it's making
a purchase, visiting a website, or participating in a
promotion. Make it easy for recipients to understand
what you want them to do from the get-go.

Timing Is Key: Send SMS messages at appropriate
times, considering your audience’s time zone and daily
routines. Don't risk being the ill-timed message that gets
swiped away during the busy journey to work.

Don’ts:

@ Don’t Spam: No one likes a spammer so always avoid

sending overly-frequent or unsolicited messages.
Respect your audience’s inbox and only send messages
that are relevant and provide real value.

Don‘t Ignore Opt-Out Requests: Honor opt-out requests
promptly. Failing to remove unsubscribed users can lead
to legal issues and harm your brand reputation. Always
include an option for recipients to opt out of receiving
further messages. Respect their choice promptly and
remove them from your SMS list right away.

based on recipients’ preferences and past interactions to
enhance engagement and make customers feel known
and valued.

Test and Analyse: Conduct A/B testing to determine the most
effective message formats, timings and CTAs. Regularly
monitor SMS campaign analytics and use the insights to
refine your SMS marketing strategy. Ignoring performance
data prevents you from understanding what works and
hampers your ability to optimise future campaigns.

Comply with Regulations: Familiarise yourself with local
and international regulations governing SMS marketing,
such as the Telephone Consumer Protection Act (TCPA)
in the United States or the General Data Protection
Regulation (GDPR) in the European Union. Adhere to
these regulations to avoid legal complications.

Don’t Overuse Abbreviations: While SMS messages
have character limitations, avoid excessive use of
abbreviations or shorthand that might confuse recipients.

Don'’t Overwhelm with Messages: Avoid bombarding
customers with too many messages in a short period.
Respect their time and space to prevent irritation.

Don‘t Rely Solely on SMS: Don't put all your messages
in one basket. While SMS is a powerful tool, don’t

rely solely on it for your marketing efforts. Integrate it
effectively with email, social media and other channels
for a holistic approach.




Exploring Additional

Omni-channel Strategies

- Chatbots and messaging apps
Chatbots and messaging apps provide real-time
interactions, answering customer queries instantly and
offering personalised assistance. This handy technology
replicates human interactions so its important to hone
your activities and approach well. Here's how to create
and deliver a winning chatbot and messaging strategy.

Seamless Integration: Embed personalised URLs or QR
codes in emails, guiding customers to chat interfaces for
instant support or purchases. Ensure consistent branding
across platforms for a unified experience.

Intelligent Responses: Implement smart chatbots using
Al to comprehend queries and deliver relevant answers.
Train chatbots to handle complex inquiries, providing
accurate information and enhancing customer trust.

Interactive Emails: Create interactive emails with
clickable buttons, leading customers to chat interfaces
for product exploration or personalised offers. Boost
engagement through interactive elements.

Automated Follow-ups: Use chatbots to automate
follow-ups based on email interactions. For instance,
if a customer doesn't convert after clicking an email
link, the chatbot can send tailored messages, nurturing
leads effectively.

Data Utilisation: Analyse chatbot data for customer
preferences and purchase history. Personalise email
content and segmentation using this data, crafting
targeted and engaging email campaigns.
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Enhancing User Experience with
Email and Website Personalisation
Effective marketing personalisation can mean the
difference between winning and cultivating a loyal
audience and losing out to your competitors. Here's how
to create meaningful connections that will keep your
customers coming back for more.

Unified User Experience: Utilise email data to
personalise website content for users who interacted
with email campaigns. Ensure a seamless transition from
email to website by tailoring content based on their email
engagement.

Behaviour-Driven Personalisation: Analyse user
behaviour from email interactions. Use this data to
customise website content, displaying products, offers, or
information aligned with their interests and actions from

the email.




Targeted Recommendations: Implement algorithms
that recommend products or content based on email
interactions. Showcase these recommendations
prominently on the website, enticing users with
personalised options they have previously engaged with
in emails.

Dynamic Landing Pages: Create dynamic landing pages

triggered by email clicks. Craft personalised landing
pages displaying content related to the specific email
campaign. This continuity ensures users find what they
expect, enhancing user satisfaction.

Optimised Call-to-Actions: Tailor website CTAs based
on email interactions. If a user clicks on a specific
product in an email, direct them to a landing page where
that product is prominently featured, increasing the
likelihood of conversion.

Emerging Technologies in
Omni-Channel Marketing:

The future of omni-channel marketing is likely to be
heavily influenced by emerging technologies. Artificial
Intelligence (Al) and Machine Learning (ML) are
revolutionising customer insights, enabling businesses
to accurately predict behaviours and personalise
interactions in real time. Augmented Reality (AR)

and Virtual Reality (VR) are reshaping immersive
shopping experiences, while Internet of Things

(loT) devices provide exciting new touchpoints for
customer engagement.
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Smart businesses will be focusing on getting a deep,

data-led understanding of their customer’s behaviour and
buying habits and making sure they are the first in line,
with the most appropriate offer and messaging to win the
hearts and minds of their ideal customers.

Predictions for the Future of

Email and SMS Marketing:

The future of email marketing lies in hyper-
personalisation. Delivering highly tailored messages
based on real-time customer behaviour will become the
norm. Interactive emails that integrate elements like polls
and shoppable features, will boost engagement and more
integrated systems will create faster connections across
channels and touchpoints. This will help businesses to
deliver the fresh, timely and relevant communication that
their customers need and expect.
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