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A well-thought-out loyalty program
provides benefits to customers that
can range from reduced prices for
products to giveaways to exclusive
access to special events and offers.
For businesses, they help with customer retention by
incentivizing loyalty – a true win-win for everyone. So, with
that in mind, let’s talk about loyalty programs. What benefits
and features are best for your customers and you? Here’s
what you need to know.
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Email marketing remains one of the
best ways for local businesses to
build customer loyalty and attract
new customers. It’s affordable and
accessible – but it won’t be effective if
you don’t make the most of it. Every dollar spent on email
marketing generates $44 of revenue. That’s crazy ROI by any
standard. So why isn’t email marketing a priority for you?
Here are some pointers to help you navigate the potential
pitfalls of email marketing and get the results you deserve.

7 Ways You Can Make Sure Your
Website Isn’t Falling Behind the Times

12

Is your website hip and modern – or is it
out-of-date and sad? If it’s been a while
since you updated your site, there’s
a chance that it’s a become outdated
and doing your business more harm
than good. (Hey it’s your job to be on top of this stuff, not
mine!) Fortunately, updating doesn’t necessarily mean a full
redesign. Here are 7 simple things you can do to make sure
your website is offering the user experience and value your
customers deserve.
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17

Facebook has more than two billion
active monthly users. Obviously, not all
of them are in your target audience –
but many of them are and it’s important
to understand how to use Facebook
to encourage your existing customers to talk about your
business and recommend it to their friends. Facebook offers
a variety of tools – some old, some new – that enable small
business owners to connect with their customers. It’s time
for all small business owners to make full use of it to increase
their visibility on social media and attract new customers.

Fresh Trend Digital IS BROUGHT TO YOU BY

Creative Web Design is the leading small
business marketing service. We help small
businesses connect with more customers
online.
If you want to build your business, you need
to market, it’s that simple. But you can lose
thousands of dollars if you don’t know what
you are doing. So we urge you to take action
with some of the strategies we recommend.
For a more “hands off” approach, we offer
affordable solutions and can deliver results.
We hope you enjoy this issue of Fresh Trend
Digitaland feel free to reach out to us anytime.

CREATING A

LOYALTY
PROGRAM
THAT KEEPS YOUR CUSTOMERS

COMING BACK!

Loyalty programs are everywhere. I’m willing to bet you have several loyalty cards in your wallet. You may even have loyalty memberships you’ve forgotten about. Customers love them – and with
good reason.
A well-thought-out loyalty program provides benefits to customers that can range from reduced prices for products to giveaways
to exclusive access to special events and offers. For businesses,
they help with customer retention by incentivizing loyalty.
The trick, of course, is creating a loyalty program that does both.
There are lots of different options, including referral programs.
So, with that in mind, let’s talk about loyalty programs. Should you
create one? What benefits and features are best for your customers and you? Here’s what you need to know.

The
Benefits of
a Loyalty
Program
Let’s start by talking about the benefits you’ll
reap if you start a loyalty program that appeals
to your customers. There are several that make
loyalty programs a must for marketers and business owners.

that makes us feel that we should return a favor
when someone does something for us.

5. Research shows that loyalty programs increase sales. According to one study, members of loyalty programs generated between
1. They can help you retain customers. One 12% and 18% more revenue for businesses than
study found that a 5% increase in customer re- non-members.
tention led to an average 25% increase in profits.
6. Loyalty programs can help you learn about
2. 60% of loyal customers say they buy more your customers. It may take a bit of trial and erfrequently and make more purchases from the ror but creating a loyalty program allows you to
collect valuable data about your customers and
brands they love.
their buying habits. You can use what you learn
3. Surprisingly, loyalty programs don’t cost com- to fine-tune your loyalty program and to create
panies as much as you might think. It costs far offers that will appeal to your most loyal cusmore to acquire a new customer than to keep tomers.
an existing one. When you offset the cost of a
loyalty program against the cost to attract new Loyalty programs offer benefits to you as a business owner while also giving your most loyal
customers, it’s still a far less expensive option.
customers a reason to return to your business,
4. Customers who participate in loyalty pro- increase their purchasing, and recommend your
grams feel valued and that triggers a cognitive business to their friends and social media folbias known as Reciprocity. That’s the instinct lowers.

Features of a
Successful
Loyalty
Program
What features should your loyalty program
have? There’s no one correct answer, but there
are some things that most successful loyalty programs offer. Here are the ones that you
should seriously think about working into your
program:
- A structure that incentivizes customers to
purchase frequently and spend more money
than they normally would. A good example is
the beauty supply store ULTA. Loyalty
members earn one point for each
dollar they spend and may redeem points for over 20,000
products. There are platinum
and diamond levels with additional incentives.
- Early access to special offers and products. A lot of
loyalty programs offer members insider status where they
get first access to new offers and
a heads-up on the release of new
products. It’s a good way to make
your loyalty program members feel valued
and special.

- Ease of use. Providing a frictionless experience
is a must if you want members to participate
in your program. It shouldn’t be difficult to join,
and you should make it simple to accrue rewards and use them.
- Personalization. It’s a great idea to create a
mailing list for your loyalty members and personalize what you send to them.
- Freebies. Customers must accumulate points to earn rewards, but there’s nothing
wrong with offering them
something just for joining
your program. A key example here is Sephora, which
offers a free birthday gift to
members every year. It’s a
nice reminder that they care
about their customers – and
who doesn’t like a birthday present?
- Brand relevance. Finally, your program should
be relevant to your brand and deliver what your
customers want.

Ideas for
Loyalty
Programs
Here are some suggestions for how to structure - Gamify your loyalty program. Everybody
your loyalty program in a way that makes cus- loves a game and there are lots of ways to
make loyalty fun for your customers. For examtomers want to participate.
ple. Safeway offers an annual Monopoly game
- Use a simple point-based system. I’ve seen that gives shoppers game pieces based on how
some loyalty programs that are convoluted. Here much they spend. They can earn rewards inagain, ULTA’s “one point for each dollar spent” is cluding free groceries, prizes, and cash rewards.
a role model. Nobody’s getting confused about
- Create a tiered system to further reward
how their system works.
big spenders. It makes sense to give your most
- Charge a fee for access. This option might loyal customers – the ones who buy the most
seem counterintuitive but it’s often quite effec- from you – additional rewards. Creating differtive. Two examples are Amazon (Amazon Prime) ent reward levels (Gold, Silver and Bronze, for
and REI, which charges a $20 fee for lifetime ac- example) will incentivize people to buy more to
cess and pays dividends to customers based on earn the extra rewards you’re offering.
how much they spend during the year.
Different products require different structures.
- Build your program around shared val- A restaurant owner might choose a straightues. Not every reward needs to be monetary forward “Buy 10 meals, get one free” approach,
– and some can be both monetary and do while a retailer might be more interested in a
good in the world. A great example is Patagonia, points program.
which offers a “Common Threads” program that
allows members to resell their used clothing on Once you get your loyalty program going, track
the Patagonia website. Since their customers the results and use what you learn to fine-tune
care deeply about sustainability, this offer makes your structure and rewards. Your customers will
let you know if something’s working – and your
sense for them.
bottom line will reflect their increased loyalty.

THE UNOFFICIAL
EMAIL MARKETING

ROADMAP
FOR LOCAL BUSINESS

Email marketing remains one of the best ways for
local businesses to build customer loyalty and attract new customers. It’s affordable and accessible –
but it won’t be effective if you don’t make the most
of it.
The good news? Every dollar spent on email marketing in the United States generates $44 of revenue.
That’s crazy ROI by any standard. Welcome emails
generate 320% more revenue than other emails –
something that underscores the importance of attracting new subscribers.
Convinced? Good! Here are some pointers to help
you navigate the potential pitfalls of email marketing and get the results you deserve.

BUILD YOUR LIST
It’s important to begin at the beginning. You can’t launch a successful email marketing campaign
without subscribers. So, what can you do to attract them? Here are some things to try:
Simplify your opt-in form. A
lot of companies add fields they
don’t need. Stick with the person’s email and – if you want to
personalize your communication – a field for their first name.
That’s all you need.

Add a unique call to action. Instead of just including a “Subscribe” button, try
adding something a bit more
exciting. “Yes” statements
are great – Yes! I want to be
the first to know about new
promotions!
Create a lead magnet. A lead
magnet is a giveaway to entice
people to sign up for your list.
Examples include cheat sheets,
templates, and reports.

Put opt-in forms in more than one place
on your website. The goal is to make it
easy for people to subscribe. Make it easy for
people to find and complete your form.

Use a
a pop-up
or lightbox
to
Use
pop-up
or lightbox
to encourage
encourage subscriptions.
subscriptions.
get bad press, but
Pop-ups get bad press,Pop-ups
but they
work.
Using
a
simple
overlay
they work. Using a simple overlay lightbox can
lightbox can increase subscripincrease
subscriptions
tions by making
it impossible by making it impossible
for
people
to
miss
your your
form. form.
for people to miss

Consider segmenting your list. List segmentation allows you to send content
that’s tailored to your customers’ specific
needs. You can encourage self-segmentation
by asking subscribers to choose the topics or
products they want to hear about.

Ask people to subscribe when they
check out. The cash register is the ideal
place to gather email addresses. Let’s face
it – somebody who’s already bought from
you is an ideal subscriber!
Have a tablet for people to subscribe.
An electronic form is better than a paper
one since it means you won’t need to
worry about bad handwriting.
Collecting new subscribers will
allow you to reach more people
with your email campaigns.

MAKE THE MOST OF YOUR LIST
Once you’ve got a robust subscriber list, the next step is to use it well. Here are some things to try
to get the most from your list.

Commit to emailing
at least once a week.
A good way to do it
is to create a short
weekly newsletter that
will keep subscribers
up-to-date on your
business.

Post about your newsletter on social media.
Chances are you’ve got
social media followers who aren’t on your
list – so hit them with a
little FOMO and let them
know what they’re missing by not subscribing.

Give your subscribers something special.
Anybody who subscribes to your list should
feel that they’re a priority to you – so give them
sneak peeks at new products or a heads-up on
an upcoming sale.

Keep your emails
visually simple. A
newsletter that’s too
crowded or visually
cluttered isn’t going to
be read. Your emails
should be clean and
easy to read with outgoing links to longer
material.

Optimize your
emails for mobile
users. Every email
you send should be
easy to read on any
device a subscriber
is using, including
mobile phones and
tablets.

Create customer surveys and email
them. Surveys are a great (and cheap!)
way to do some customer research, and
many email automation services offer
templates to create them.

Track your results. One of the most common mistakes small business owners make
is not tracking the results of their email campaigns. Tracking allows you to identify the
types of content that perform best.

Test your content. Emails can be tested
the same way web content can. Sending
out different headlines and content can
help you focus on what your subscribers want. Remember that you can test
everything from your subject line to the
headlines of individual articles to your
call to action.

I can’t tell you what your subscribers want to
read, but these guidelines can help you identify
their interests and preferences and tailor your
campaigns to them.

RETAIN YOUR EXISTING
SUBSCRIBERS
You already know that it costs way more to at- as many as 50 emails – but it needs to include
tract a new customer than it does to keep an valuable content and relevant offers.
existing one.
- Use a double opt-in. A double opt-in is when
Your existing subscribers are the same. So, what a subscriber fills out your opt-in form and you
can you do to keep the people who are already require them to click on a verification email before they subscribe. That might seem like a hason your list happy? Here are some ideas:
sle – and it might seem to run counter to what
- Send a killer welcome email. I already told you I said earlier about simplifying forms. However,
that welcome emails generate more than three it’s one of the best ways to eliminate spammers
times as much business as other emails. That and guarantee that the people on your list want
means that hitting your new subscribers with an to be there.
irresistible offer – a coupon or BOGO or whatever it is that works for you – will help you get Email marketing has been lucrative for small
businesses for a reason. Even Millennials prefer
that all-important first order.
to communicate by email – and because email
- If you really want to ramp things up, create a marketing is affordable, it’s a cost-effective way
welcome series. It doesn’t need to be long – al- to build brand recognition and loyalty, attract
though some companies create long series of new customers, and grow your business.

Is your website hip and modern – or is it outof-date and sad? If it’s been a while since you
updated your site, there’s at least a chance
that it’s a dud. That doesn’t mean it’s poorly
designed, but it does mean that it’s your job
to give it an honest evaluation and update it
if it’s not good enough.
Fortunately, an update doesn’t mean a full
redesign. Here are 7 simple things you can
do to make sure your website is offering the
user experience and value your customers
deserve.

#1: Optimize for Voice Search
One of the biggest problems I see with websites
is that many are using keywords that haven’t
been updated in years. The days of short, generalized keywords are long past. Instead, focus on
voice search, which is already important and on
the rise.

As of 2020, 50% of all searches will be voicebased. With virtual assistants like Siri, Alexa, and
Cortana more popular than ever, it’s safe to assume that a hefty percentage of the people who
land on your site will get there via voice search.

#2: Add Structured Landing Pages
Structured landing pages have content that’s ture data around people, places and things on
easy for Google to interpret. They provide con- the web.
text for your content and identify how it relates
to your metadata.
When you add Schema markup to your site, it
delivers rich snippets and rich cards as part of
The best-known tool for structuring your con- your search result on Google -- making it easy
tent is Schema markup. Schema provides a vo- for users to choose your site over the others that
cabulary that web developers can use to struc- are available.

#3: Update Your SEO
Optimizing your website takes times, which is
why a lot of companies do it only when they
notice a big drop in their traffic. If it’s been a
while since you updated your SEO, then it’s time
to take another look. Why? Because Google updates its algorithm constantly.

which is now part of Google’s search algorithm,
prioritizes sites based on their overall relevance
to the term being searched. It measures bounce
rates and the amount of time visitors spend on
your site.

The longer you can get them to stay – someThe most important update in the past few years thing that’ll happen if you provide tons of relehas to do with relevance. Google Rank Brain, vant content – the better off you’ll be.

#4: Be Ready for Mobile
There’s really no reason for any website not to
be mobile optimized at this point. Google rolled
out its Mobilegeddon update back in 2015. That’s
when they started to penalize sites that weren’t
mobile optimized.

using a desktop computer regardless of which
device they’re using.

Some things that are particularly important are
having buttons that are right-sized for mobile
users, content that’s easy to read with no teeny
It’s not enough to have a mobile site now. You fonts or horizontal scrolling, and access to ALL
need a site that’s perfectly optimized for mobile the relevant content on your site – not just a
users. That means that mobile visitors can get few things.
the same content and functionality as a visitor

#5: Gather Some Social Proof
Social proof can take many forms. Some of the most common kinds of social proof are:

Customer
Reviews

Customer
Testimonials

Consumer
Ratings

“Best Of”
awards

Industry
awards

Industry

certifications

There’s plenty of research that shows that people give just as much importance to third-party
reviews online as they would to a recommendation from a trusted friend. If you’re not including
some type of social proof on your website, then you’re missing out on an opportunity to show
casual visitors to your site that they can trust you.

#6: Improve Your Page Loading Time
How quickly does your website load? If the answer is more than four seconds, then it’s a virtual certainty that you’re losing visitors as a result.
After just three seconds, approximately 53% of
mobile users will navigate away from a site and
try another one. The numbers are just as bad
for desktop users.
The problem with not updating your website
often is that technology keeps moving. You

can use a free online site loading speed testing
tool such as Pingdom to see how fast your site
loads. If it’s not making the grade, you’ll need to
upgrade it to ensure that you’re not losing customers faster than you can attract them.

“Calls to action are every-

where – in every marketing
email you send and on every
landing page you create.”

#7: Update Your Call to Action
However, not all CTAs are created equal. And if tion of subscribing. Here are some opt-outs that
your calls to action are outdated and tired, then could pair with the calls to action above:
you might be losing subscribers and leads as a
result.
- No, saving money is not for me
- I don’t need any weight loss help – my abs are
perfect.
Think about the opt-in form for your mailing list.
What’s the call to action? Does it just say SUB- - No thanks, I’d rather pay more somewhere
else.
SCRIBE or SUBMIT? If it does, then it’s time to
rethink it and give it some spice.
Those are goofy, but I’ve seen a lot of opt-in
I’m a big fan of calls to action that emphasize forms with similar wording – and for good reasomething positive about subscribing to your son. They’re effective. Let’s face it, it feels a little
silly to click a button to say you don’t like money.
list. Here are a few examples:
- Yes! Send me special offers each week!
- Download our “10 pounds in 10 Days” Workout
for FREE!
- I’m ready to save 20% on my car insurance!
I also like the idea of using humorous opt-outs
because I think they nudge people in the direc-

Your website might be out of date, but it doesn’t
need to stay that way. The 7 quick fixes here will
help you give your Google rank a boost and ensure that you’re not missing out on leads and
subscribers because your website’s more vintage than modern.

How to Use

facebook
Local Followers
to Connect with Your

You probably already know that Facebook has more than two billion active monthly users.
Obviously, not all of them are in your target audience – but many of them are. For that
reason, it’s important to understand how to use Facebook to encourage your existing customers to talk about your business and recommend it to their friends.
Facebook offers a variety of tools – some old, some new – that enable small business
owners to connect with their customers. I It’s time for all small business owners to make
full use of it to increase their visibility on social media and attract new customers. Here’s
what you need to know.

PINPOINT YOUR
LOCATION ON
FACEBOOK

Your customers can’t buy from you if they don’t know where
you are. When you log in to Facebook, you’ve probably noticed that you have options when you post a status update.
They include tools to tag your friends, post photos or videos,
or express emotions. One of them is the Check In, which allows you to say where you are.
When Facebook users click the “Check In” pin, they get a list of
nearby places. They can choose where they are or even add a
new location if they don’t see their precise location on the list.
People even add their homes to Facebook for fun.
When this option was first introduced back in 2010, Facebook
called it Places. You’ll still see a Places tab when you do a
search on Facebook.

It’s a geolocational tool that
pinpoints a user’s location and
broadcasts it to their Facebook
friends and followers.

UPDATES TO
FACEBOOK
FOR SMALL
BUSINESSES

In the early days of Facebook advertising, it was easy for
local businesses to grab their share of organic reach on
Facebook. The algorithm was simple and posts that got a
lot of engagement got pushed to the top of the feed.
That’s no longer the case. Facebook’s algorithm now prioritizes contact from people, not businesses. It’s become
increasingly difficult to get any kind of organic reach –
which is, of course, part of the reason Facebook earned
$16.6 billion from advertising in the fourth quarter of 2018.

In August of 2018, Facebook announced several - Expanding the “Events” feature to make it easy
key updates specifically designed to help local for local businesses to plan and sell tickets to
businesses increase their visibility and connect events on Facebook.
with customers. They included:
- Creating a standalone “Facebook Local” app to
- Redesigning mobile Pages so users can view help users find and connect with local businessFacebook Stories, make appointments, view re- es on Facebook.
cent content, and more.
As you can see, Facebook has recognized that
- Changing “Reviews” to “Recommendations” their algorithm changes, which have made it inand making them more prominent on business creasingly difficult for local business to get their
pages.
share of organic traffic, had made Facebook a
less attractive marketing option for local busi- Expanding their ‘Job Finder” tool to make it nesses. These updates alleviate those concerns
easier for Facebook users to find jobs with local by making it easy for your customers to find you
businesses.
on Facebook.

If you want customers to be able to check in at your
location on Facebook, you must add an official Place
for your business. You will not automatically get one
because you have a business page. Most businesses already have a Place, but if you don’t, here are the steps to
follow to add your business to Facebook Places:
When you are in your place of business, log in to
your Facebook account.

HOW TO ADD A
PLACE FOR YOUR
BUSINESS ON
FACEBOOK

Click the “Check In” link where you would create a
Facebook status.
Click the Add button to the left of the Check In box.
Enter the name of your business and a brief description.
Click the Add button at the bottom of the form.
That covers creating a Place, but you’ll also need to verify that you’re the owner. To do that:
Search for your business in the Facebook search
bar and click the result in the Places tab.
Click the “Is this your business?” link on the left
side of the page.
Follow the instructions to verify your business
via phone.
If you try to add your business and discover that there is already a Places page for it – users can
create them if they want to check in someplace – then you can simply click the “Is this your business?” link and follow the instructions to claim your business.

HOW TO MAKE
YOUR BUSINESS
MORE VISIBLE ON
FACEBOOK

Once you’ve set up Facebook Places for your business, there
are some cool features you can take advantage of.
Let’s start with the obvious. It’s great to encourage people to
check in at your business when they visit. You can accomplish
that with a sign in your store or by having employees ask people if they’ve checked in on Facebook.
You can also update your Places page with relevant information about your business. The main things to add are your address, phone number, business hours, a profile picture and a
cover image.
You can also share photographs and general information about
your business.
Facebook will create a map with your business pinpointed on
it. It will show up on your “About” tab along with the “Get Directions” button.

CUSTOMER RECOMMENDATIONS
ON FACEBOOK

When Facebook Places first launched in 2010, customers could leave reviews and star ratings on business pages. As of 2018, Facebook renamed this feature “Recommendations.”

Recommendations show up at the top of your
page. Facebook displays customer recommendations, including brief written reviews. Your
customers can also:
- Upload photographs
- Choose which things they recommend
(for example, a specific service or product)
- Write reviews within a set character
limit
Facebook also displays a question
underneath the Recommendations:

Would you recommend
Business Name?
There are Yes and No buttons right there, making it easy for your customers
to recommend your business to their friends.
To turn on Recommendations, you’ll need to go to Settings, Edit Page, and then go to the
section called Tabs. From there, you’ll simply choose the option to “Choose Default Tabs” and
then add the Reviews tab to your page.
Going forward you can increase your visibility on Facebook by:
- Asking customers to check in when they arrive at your business
- Encouraging them to leave recommendations and upload photos
- Include a Review button in your marketing emails and on your website

People are often willing to leave recommendations but may not think to do so until you ask. Recommendations increase your visibility and make it more likely that customers who are on the
fence about visiting your business will take the plunge.
The bottom line? Facebook Places and Facebook Recommendations make it possible for local
businesses to work around the algorithm limitations on organic traffic and grow their businesses.

Want to reach more local customers on Facebook?
Schedule your complimentary strategy session today!

YOU HAVE A GREAT BUSINESS
WE WANT TO HELP YOU TELL EVERYONE ABOUT IT

Contact Us Today To Learn How You Can
Start Reaching More Customers In As
Little As 72 Hours From Right Now!

Visit us online today: www.freshtrenddigital.co.za | contact: info@cwd.co.za

