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3 Ways You Can Generate New 03
Customers Today

Customer retention is essential but it’s
impossible for any business to grow
without attracting new customers.
Even if you do a great job of keeping
your existing customers engaged and
buying from you, you need new customers if you want to
increase your profits.

With that in mind, here are three proven ways to generate
new customers today — without breaking the bank.

Al Chatbots are Your 24-7 Sales Rep 07

Here’s Why You Need One
AN It wasn't that long ago that artificial
f@ @\\ intelligence was the stuff of science
v;. ‘ fiction novels and movies. Computers
« ¢ | were only as good as the information

you put into them. They couldn’t learn
and they couldn’t be expected to communicate in any
meaningful way.

That’s no longer the case. Artificial intelligence has improved
vastly in recent years. The use of Natural Language
Processing (NLP) means that chatbots and virtual assistants
are increasingly common.

That means you should have one, too. Chatbots aren't as
expensive to develop as you might think. Let’s talk about
why you need to stop delaying and incorporate an Al chatbot
into your sales and marketing strategy.

Why Your Business Will Fail in 2021 ]2
Without SEO

Have you been getting by without

@ paying serious attention to local SEO?

A Some businesses do. Maybe they're

A A located in areas where competition

is minimal. Perhaps they have a great

referral program that helps them attract new customers

even with a website that’s not optimized. Whatever the
reason, they're doing fine without SEO.

If this sounds like you, there’s good news and bad news.
The good news is that you've survived. The bad news is that
you've been lucky, and all luck runs out eventually. In 2021,
SEO is more important than ever before. Here’s what you
need to know.
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Marketing Umbrella
Magazine

The best source to generate more sales
for your business with online

marketing.

Each month we break down the com-
plexities of a few key digital marketing

strategies.

We make it easy to understand so you
can decide if they should be
implemented in your business.
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out, or an established business owner,
you will benefit from harnessing the
power digital marketing.
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Umbrella Local is the leading digital
marketing agency focusing on helping
small businesses grows with digital
marketing.

Umbrella Local, has local marketing experts
in almost every market.

We provide dependable growth strategies
that will increase your sales. Many of our
services are result based, which means you
only pay when we reach the agreed goal.

If you want experts to handle your
marketing for affordable prices and
dependable results, reach out to Umbrella
Local.
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Customer retention is essential but it's impossible for any business to grow with-
out attracting new customers. Even if you do a great job of keeping your existing
customers engaged and buying from you, you need new customers if you want
to increase your profits.

You probably know the story when it comes to new customer acquisition — that
it can cost anywhere from seven to 10 times as much to attract a new customer
as it does to retain an existing one. That canzbe true, but it doesn't 7eed'to be.

With that in mind, here are three proven ways to generate new customers today
— without breaking the bank.



ff1: Start a Referral Program

One of the best ways to bring
new customers into your busi-
ness is to ask your existing cus-
tomers for help. You've proba-
bly asked a friend for a referral
at least once in your life. Most
of us have. Your job, then, is
to turn that instinct into a co-
herent program that helps you
attract new customers. The
statistics don't lie: a customer
is four times as likely to make
a purchase when they get a
referral from someone they
know.

The first step is to decide how
you will track referrals. Don't
skip this step. There's no point
in Mvesting your time and en-
ergy n a referral program if
you're not going to track your
results and see how your pro-

gram is performing. Your track-
ing method can be as simple
as a spreadsheet. If you use a
marketing automation pro-
gram, it may have a built-in
tracking system for referrals.

The next step 1s figuring out
how you will reward people
who provide you with referrals.
For example, you might offer
customers a free or discount-
ed product. If you provide a
service, the reward might be a
free month of service or even
a cash bonus. Whatever your
reward is, make sure it's some-
thing that will incentivize peo-
ple to participate in your refer-
ral program.

Next, you'll need to let people
know about the referral pro-

gram. If you have an email or
text list, then you can use it to
give subscribers the details and
let them know how they'll be
rewarded for successful refer-
rals. Make sure to specify when
the rewards will kick in — for
example, after a new custom-
er makes their first purchase or
signs on for a service.

Finally, track your results and
adjust your program as need-
ed. If you're not getting the re-
sults you want, you may need
to revisit your rewards to in-
centivize your customers to
make more referrals.



f#2: Partner with Other Businesses in Your Area

There is no business that's so
specialized that it doesn't share
customers with other busi-
nesses. That means that you
can partner with other busi-
nesses m your area to expand
your customer base and grow
your business.

It's important to note, here, that
were not talking about part-
nering with direct competitors.
That doesn't make sense and
it won't help you. Instead, look
for businesses where there is
some overlap with your target
audience and theirs. For exam-
ple, if you own a bakery, you
might partner with a wedding
planner or event venue. If you

run an insurance agency, you
might form a partnership with
a local real estate agent or car
dealership.

Once you've identified poten-
tial partners, approach them
to talk about doing some joint
marketing. In some cases, your
relationship may be a mutual-
ly beneficial referral program
where you offer a discount if
they refer people to you - and
vice versa. Or you could pack-
age your products or services
together to entice customers
to patronize both of your busi-
resses,

The key here is to choose your

marketing partners wisely. If
there isn't a clear link between
your audience and therrs, it
won't be a good investment to
partner with them. You should
know going in that there's a
reasonable likelihood that thetr
customers are in the market for
your products or services.

Once youve decided on a
partnership and figured out
how to proceed, you'll need to
advertise your packaged ser-
vices or deals to the appropri-
ate audience. Social media is a
great place to do it and sending
emails to your respective lists
can be effective, as well.



f#3: Focus on Social Proof

Even if you already understand the importance
of online reviews, there's a possibility that you're
not using social proof to its fullest extent to at-
tract new customers. Here's what you need to
do.

The first step 1s to clam your listing on every
online review site where your business appears.
To be sure you have them all, Google “Your
Business Name reviews.” Visit every relevant link
and, if you haven't already done so, claim your
listing.

Once you have claimed every listing, you should
review your listings to ensure that the informa-
tion about your business is accurate. Even if
you have previously claimed the listing, double
check information including:

> Your business name

> Your address

> Your contact information (phone and email)
> Your hours

> Your prices

You should also review any uploaded imag-
es and replace them with updated pictures as
needed. For example, if you have installed a new
sign outside your business, you should include a
picture of it, so people can find you.

If you have not responded to reviews in the past,
it's time to start. Responses to positive reviews
don't need to be long but you should post a
quick thank you and a "Hope to see you again
soon’ to let reviewers know you appreciate their
feedback.

For negative reviews, make sure to respond to
new reviews within 24 hours. If the customer’s
problem has a quick fix, you can try to resolve it
on the review site. More complex issues should
be resolved offline, either on the phone or via
email or chat.

Finally, consider putting a widget on your site
that displays reviews from sites such as Yelp and
Google on your website. That way, anybody
Who Vvisits your site will see the social proof they
need to overcome potential objections and
convince them to choose you over your com-
petitors.

As you can see, it doesn't need to be prohibitive-
ly expensive to attract new customers. If youre
willing to invest a bit of time and effort, you can
implement all three of these suggestions right
away — and start reaping the rewards for your
business.




Are Your 24/17 Sales Rep &
Here’'s Why You Need One

I t wasn't that long ago that artificial intelligence was the stuff of science fiction
novels and movies. Computers were only as good as the information you put

into them. They couldn't learn and they couldn't be expected to communi-
cate in any meaningful way.

That's no longer the case. Artificial intelligence has improved vastly in recent
years. The use of Natural Language Processing (NLP) means that chatbots and
virtual assistants are increasingly common.

That means you should have one, too. Chatbots aren't as expensive to develop
as you might think. Let's talk about why you need to stop delaying and incorpo-
rate an Al chatbot into your sales and marketing strategy.
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~ Chatbots Can Help You

Make More Sales

|_Make MoreSales ____

Let's face it, the most important thing you want
to know about chatbots is whether they can in-
crease your profits. That makes sense. After all,
if you're going to invest in a chatbot, it's reason-
able to want some reassurance about what the
results will be.

While chatbots are relatively new, there are some
promising statistics you should know about.

- 41.3% of consumers report using a chatbot to
make a purchase in 2020.

- Consumer willingness to use chatbots for pur-
chases rose by about 150% from 2019 to 2020.

- Companies that incorporated a Facebook
Messenger bot to interact with customers who
abandoned their shopping carts saw an increase
in revenue between 7% and 25%.

- 55% of companies that use chatbots in lead
generation said they saw a significant increase
in the number and quality of leads.

Overall, chatbot usage has seen a 92% increase
since the beginning of 2019. As usage contin-
ues to grow, so will consumer adoption — and
that means that companies who adopt now are
likely to see significant ROI on their chatbot in-
vestment.
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‘ Chatbots for sales can
e programmed to make
oduct recommendations
it can increase your

s at any time of day.

Chatbots Are

~ Always Available

When consumers were asked about the benefits of interacting with a
chatbot, the most common response was the availability of 24-hour
service and assistance.

While that survey focused on customer service chatbots, the same

benefit applies to sales chatbots. We live in a world where every-
thing is available all the time. If someone is up in the wee hours
of the moming and wants to go on a shopping spree, they can

do it, provided that they have access to the web.

Human sales representatives serve an undeniable purpose. They can provide personal attention in
a way that bots can't. However, they can't work 24 hours a day and 7 days a week. Only chatbots
can do that.

A customer who needs help at a time when a human representative isn't available can get what
they need from a well-programmed chatbot. Chatbots for sales can be programmed to make prod-

uct recommendations that can increase your sales at any time of day.
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While chatbot adoption overall is on the rise,
adoption varies by industry and company size.
Perhaps surprisingly, companies with between
one and 10 employees have the highest chatbot
adoption rate at 407%.

Mid-size companies have the lowest adoption
rate and B2B companies only have a 0.5% adop-
tion rate. If your competitors have not incorpo-
rated chatbots into their marketing and custom-
er service, you have an opportunity to step into
the gap they've created and capitalize by offer-

A Sales Chatbot Can Help You Steal
Customers from Your Competitors

ing the 24-hour service that they can't.

The key is to understand how and when your
customers are most likely to use a chatbot and
provide a seamless experience that makes adop-
tion a matter of course. Some companies identi-
fy their bots as bots and others don't. If you're in
an industry where you think it might take some
work to get customers over the hurdle of deal-
ing with a chatbot for the first time, you have the
option of presenting it as a “live chat” option.
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Attracting new customers is expensive. Youneed
to retain your existing customers and spend as
little as possible to attract new ones — and Al
chatbots can help you do both.

Let's start with customer retention. It's easy for
human sales reps to get caught up in chasing
their next commission. They may not give the
same attention to existing customers that they
do to the elusive new customer. Over time, your
existing customers may find what they need
elsewhere.

A well-programmed chatbot can fulfill the need

for instant gratification by providing immedi-
ate responses to common questions, directing
customers to self-help resources, and flagging
more serious problems for human agents. These
things can all help with customer retention.

In terms of attracting new clients, chatbots can
interact at any time of day, providing basic in-
formation about your company and products
and gathering information on leads. Prospective
clients get the impression that you care about
them and want their business because they get
immediate attention and quick responses to
their questions.
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Most small businesses need to work |
within a budget, so let's start there.

How much does it cost to develop

a chatbot for your business?

There's a wide range of potential
costs. For the simplest of chatbots,

it's possible to use free software and

do the designing yourself. This option
will necessarily limit the chatbot's abili-
ties, unless, of course, you happen to be an
ace programmer in your spare time.

If you want a chatbot that does more than
offer standard responses, you will need to
invest some money to hire an experienced
chatbot programmer. Some chatbot designers
might charge about $15,000. At the high end, it
can cost $50,000 or more. At Umbrella, we offer
a far more affordable altermative, with chatbot de-
velopment fees ranging from $1,000 to $5,000, even . .
for complex bots. We'll work with you to design a bot e I
that does what you (and your customers) need it to do. - ey O

The bottom line is that chatbots are a worthwhile investment be-

cause they are less expensive than expanding your sales or customer service depart-

ments to provide around-the-clock service. Customers expect them — and by providing them, you
can get more leads and grow your business.
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