Lost Sales Found Here

communications as a minimum. But
there are other ways to drive traffic
to your wehsite as well, such as e-
mail marketing (think e-mail news-
letters), direct mail, Search Engine
Optimization (SEQ), and online ads,
among the options.

Toler works hand in hand with
Whereoware and their suite of mar-
keting tools to aggressively market to
his customers. “We collected e-mail
addresses before we were developing
our sire,” Toler says. “Thar allowed us
a head start to matket to them when
we were ready.” www.MyEvergreen.
com is promoted in print through
catalogs and mailers, through
word of mouth by their territory man-
agers and online through online pro-
grams and e-mail newsletters. The
response from their customers has
only been positive.

“There are two types of quali-
fied Web traffic—new customers
and existing customers,” Dean says.
“What’s eritical is to make proac-
tive marketing a company initia-
tive, build it into the overall mat-
keting plan and the consistently
execute it.”

OverCoffee Productions offers
several marketing opportunities for
their clients, from e-mail newsletters
to housing a Catalog Library of manu-
facturer-provided images for retailers
to upload to their own sites quickly
and easily.

it’s All in the Details

Both OverCoffee Productions and

Whereoware regularly launch new
softwatre and programs to better meet
the needs of their customers. For
example, OverCoffee Productions
launched their Personalized Imaging
rendering software which allows end
consumers to design their own per-
sonalized items such as bracelets with
a loved one’s name.

“Ninety percent of our customers
use our personalization feature,” says
Gudai. “It has been indispensable for
our product, as customers want to see
the produet with their information
before placing the order.”

Recently, Whereoware consoli-
dated their three main Web solutions
—wehsite/e-commerce development,
Acrive Merchandiser, and Web mar-
keting, into affordable packages that
can. truly solve the problem of how
to sell online. “These offerings do
more than provide a website for our
clients,” says Dean. “They give them
the foundation and plan for success
online. A systematic, high quality site
with superb product presentation and
integrated e-mail campaigns, com-
petitively priced, creates a road map
for that success.”

Active Merchandiser provides a
flexible online catalog service that
allows a manufacturer to put their
catalog online and even create tar-
gered and niche catalogs easily. Also,
a retailer can ger more information
about a product by placing their com-
puter mouse over the product and
reading the pop-up that appears.

And, as mentioned earlier,

OverCoffee Productions offers its
Catalog Library for manufacturers to
upload their high-resolution images
and product information for retailers’
easy access. “Many retailers with a
wehsite presence know first hand the
frustration of not having good quality
product shots or up-to-dare products
on their site,” Walters says. “When
an item sells our quickly on their
site and the retailer wants to update
it with a new product, the process
can take hours and days. They usually
call their representatives or manu-
facturers for new images or try
shoot it themselves. The Catalog
Library gives the control of accessing
images to the retailer so the retailer
doesn’t have to go on a hunt for
good images—the retailer can access
a product and upload it to their web-
site within minutes.”

Looking forward, the next stage in
websites is to provide more personal-
ized information to customers, Walters
adds. “As a website owner begins col-
lecting customer preferences, then
more targeted information can be
made available—via a website or e-
mail, This personalized information
can take the form of product specials,
new product announcements, sales
tracking notification—that is geared
specifically to a customer. This is a
big change from sending announce-
ments to your entire customer base.
Personalization and customer seg-
mentation allows your customer to
only hear about the things that are of
most interest to them.”
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Having a partner like OverCoffee
Productions or Whereoware working
with you can become a true part-
nership as your success is dependent
on having the latest information
and technology available for your
customers.

It Never Ends
And yet all of the people we spoke

with agree—it never ends. As our
experts say, having a website is
like having another business. [t
evolves and it gets better every time
you work on it.

www.StorkieExpress.com has gone
through many generations. The first
generation took three months and the
second took more than double thar at
seven months. It is currently working
on its third generation and that is
scheduled to take about four months.

www.CollectorsGallery.com, too, is
working on another phase. As is www.
WorldFinds.com. The Internet is just
another method to reach out to your
customers, Once you discover the ben-
efits and success of maximizing your
website’s capabilities, you'll wonder
why you didn’t do it sooner. 8@

Megy Karydes, former marketing
executive for the Chicago Merchandise
Mart, is a writer and president of
marketing/pr consulting firm  Karydes
Consulting. She enjoys writing magazine
articles and working with her gift and
home accessories clients — all of whom
have active websites! Check in with her
by e-mailing megy@KarydesConsulting.
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