Car Company E-mail Marketing 
Campaign

Proposal 

Background
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A new Car Company dealership in London is projecting to sell between 100 and 120 car this year. However, this is below its forecasted / budgeted projection of 250 cars. Adv Agency is working with Car Company Corporate to assist the dealer with a local market campaign. Adv Agency’s integrated proposal includes print advertising, mall displays and a “toy drive” for the local children’s hospital. (Car Company will donate a toy for every test drive).

Recently Car Company companies are becoming much more active with electronic marketing. Examples in the appendix show that e-mail is a cost efficient customer touch point and grooming tool. E-mail is highly measurable and can easily be tracked through open and click-through-rates. Given the affluent target market, e-mail is an efficient marketing vehicle. E-mail can be easily integrated into the program as a teaser, prospecting tool and a viral marketing tool. 

Marketing Objectives

· Increase top of mind awareness of the dealership with the key target market (see below).

· Drive customers to the dealership in London for a test drive.

· Acquire prospect names and sell vehicles.

· Obtain viral referrals

Target Audience Profile

The local London CMA consists of 300,000 (exact # TBD) households. A typical Car Company driver has the following profile:

· Ranges in age between 25 and 40 

· High income

· Well educated

· Upscale business traveler

· Actively online 

· Family oriented

· Motivations include safety, reliability, quality, responsibility, functionability, fun, style and excitement.

There are approximately 80000 London CMA households that fit this target profile. 

Strategy

Below are a few preliminary creative ideas to reach the target market. 

1) Rent a targeted permission e-mail list.

2) Sponsor local e-mail marketing newsletters. 

3) Integrate an online contest with an e-mail grooming/referral program.

Strategy Details 
1) Inbox’s relationships with several list brokers can ensure efficient list rental. However, due to it targeted nature it may be difficult to obtain from list brokers. 

Typical rental fees average $0.40 per name with minimum quantities usually set at 5,000.  From our experience, given a $0.40 cost you must be very selective on your list to ensure an excellent target market fix. 

One of the most successful ways of collecting e-mail addresses is using traditional direct mail. Customers want to be kept informed of when their service is due and various promotions at their local dealership.

2) Car Company could place sponsored e-mail tags on various e-newsletters that would be seen by Car Company’s target market. Examples include various business e-newsletters such as Canadian Business, Forbes or Digitrends. As mentioned above Car Company’s target audience consists of business travelers, therefore sponsoring an American Express e-newsletter or a specific travel newsletter such as TravelNow.com. Placing an e-mail tag with a charity would also be effective.

3) From our experience with the affluent market, the grooming program would consist of four messages with a softer sell. 

1. Welcome 

2. Thank you 

3. Toy drive update which announces the winners

4. Test drive confirmation which includes date of appointment 

The contest is a strategy to get prospects in the door. By answering a few short questions the participant will automatically be entered into the contest to win. 

For every person they refer, the participant receives 1 bonus entry. 

The contest is set up to build their customer profile which allows Car Company to send customized e-newsletters if permission has been given.  

Another strategy to increase the amount of contest participants is to have a live computer in the mall where Car Company is displaying their vehicle. The individuals would input their e-mail address right there and an immediate follow up thank you is sent to their inbox. 

Contest prizes could include,

· roof racks or other high end accessories

· 1 Year lease

· $50.00 service certificate

· $1-2,000 off the purchase of a new Car Company
· Free gas for the year 

Some of the other tactics of Car Company companies have been to give away free gas for a year or a free short-term lease. You can see details of the Pontiac contest in the appendix.

Additional methods for obtaining e-mail addresses

· Customized E-newsletter – Car Company could have an e-newsletter sign-up page on the Car Company London Web Site. The recipients provide profile information in terms of what Car Company products they are interested in, their price range, what features they look for in a specific Car Company and so on. This is in addition to their name, e-mail address and phone number if they wish for someone to contact them personally. This builds an effective opt-in database for Car Company.

Recipients could periodically receive mailings, which include full colour graphics and detailed descriptions of Car Company’s latest innovations and products. This stimulates the customer’s interest, driving them to the dealer.

· E-mail Coupons – Virtual coupons will drive the customers to the Car Company dealership for service and other coupons. For example, 

· Print and Bring this Coupon in for an Oil Change, Only $24.99

· $50.00 Bonus Discount on Parts and Labour

· Tire Rotation $14.95

· Viral E-mail Coupons – Encourage the recipients to pass the coupon on to friends and family. This could help Car Company build an effective opt-in database.

· Arrange Car Company Appointment – For every customer that uses e-mail to arrange his or her next Car Company service, a toy will go to the local charity. This could be advertised through the local London newspaper or radio. 

· E-flyer – An e-flyer could be used in the form of an e-coupon. An e-mail informing potential or current customers on a weekend blowout sale. Examples: 

· From Friday to Sunday, don’t pay GST!

· 0% Financing, No Money Down!

An e-flyer could also stimulate interest and drive customers to dealer.

· Viral Referral – For every current customer that refers a friend or colleague to Car Company between January 1 and April 30 could receive a free service, free gas or a major accessory from the Car Company dealership.

Recommendations

Inbox highly recommends that Car Company implement a direct mail campaign to drive people to the web site and follow-up with an e-mail grooming campaign. 

There are a lot more direct mail lists available that Car Company could rent and could therefore be more successful at reaching their specific target audience. Direct mail is highly effective for receiving e-mail addresses. 

Budget
Car Company has $12,000 to $15,000 to spend on an e-mail marketing program.

Resource Team

The Inbox team will work closely with the Adv Agency team to provide turnkey execution. Geoff Linton, our Director of Marketing will help architect the program and coordination will be led by Kim McDonald. Inbox Professional Services will translate creative into HTML messaging format.
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