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STRATEGIES FOR MULTI-CHANNEL RETAILING

Step 4: Define events broadly
It is not only customer-initiated contaet that

should serve as the "trigger" for event-triggered
marketing. Often, unexpected business circum­
stances create a situation in which a tailored
campaign or offering can payoff substantially.
For example, Cabela's Inc. once discovered an
abundance of assorted large-sized men's shoes
in its warehouse. But due to the limited quanti­
ties of each unique shoe style, the company
was stymied by how best to offer them without
disappointing would-be buyers.

Through the Art Technology Group Inc.'s
online registration feature, Cabela's pulled out
contact information for all customers who speci­
fied they wore a size 14 or 15 shoe. An e-mail
was quickly sent to these customers, along with
a hotlink to Cabela's web site featuring photo­
graphs and descriptions of the boots and sandals,
and within one week, the company had sold 132
pairs of shoes destined for the bargain basket.

Step 5:Automate the process
To infuse relevance into each customer

interaction, a next-generation approach to elec­
tronic marketing is required. Companies who
understand that customers want their interac­
tions to be relevant and consistent, regardless
of channel, are turning to tools like ATG
Outreach to closely integrate web site and
e-mail campaigns to ensure that all customer
communications are continually consistent
and relevant. Customer data for both chan­
nels are shared from existing databases, which
means there is no need to replicate or create
new databases. Today's advanced software can
create efficient, profitable processes that allow
organizations to treat each customer with the
personal touch she requires.

Frequent, well-choreographed customer
interactions centered on relevance are the
most rewarding-for both the retailer and the
customer. An effective approach to event-trig­
gered marketing helps companies leverage the
rich understanding of their customers gained
through their web interactions, preferences and
behaviors, and use this insight as a basis to help
create more relevant, compelling, and personal­
ized e-marketing and proactive customer service
campaigns.•
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Affiliate Marketing

We can help you find extra revenue

• Generate additional profits with
your customer list.

• Create a new revenue stream through
selective rentals of your domestic or
international customer database.

• Profit from including advertising inserts
in your outgoing packages.

www.acton.com/listprofits/ • 1-800-875-6581
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