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Marketing ( continued) 

	



Meeting summary 
Quick recap
The meeting focused on discussing marketing strategies and tools for McKenzie branches, with particular emphasis on email marketing and webinar campaigns to build databases of potential customers. Participants shared their experiences using email platforms like Bravo and Mailchimp, discussing how they automate campaigns, track metrics like open rates and click-throughs, and import contact lists from events and conferences. The discussion covered strategies for running webinars, including both thematic webinars and regular overview sessions, with Belgium reporting conversion rates of 3-7% from webinar attendees to course enrolment. Branches shared their approaches to creating engaging content, offering free resources as incentives, and managing privacy compliance when collecting email addresses. The conversation also touched on resource sharing between branches, including the possibility of recording webinars and sharing them as templates, as well as the potential to support smaller branches by providing Faculty for webinars and creating marketing materials like posters and infographics.
Next steps
Tanya
· Create and share some "gift" resources (posters, infographics) that branches can use for their webinars and marketing.
Marissa
· Share recorded webinars from the US as files with other branches.
Collaboration
· All Branches: Consider implementing a backend marketing funnel strategy, including email campaigns and database building.
· All Branches: Explore the possibility of using existing webinars from other branches, potentially with translation.
· Tanya: Evaluate and potentially allocate marketing budget to pay faculty or others for contributing to webinars and other marketing activities.
· Head Office: Organize regular virtual branch collaboration meetings to share successful strategies and resources.
· All Branches: Investigate the use of professional marketing tools (like Bravo or Mailchimp) for email campaigns and database management.
· All Branches: Consider offering free webinars or other products to collect email addresses and build a contact database.
· All Branches: Share successful webinar formats and strategies with each other.
Summary
Marketing Tools and Campaign Strategies
Belgium discussed the marketing tools used by their branch, focusing primarily on their use of Bravo for email marketing campaigns. She explained how they utilize Bravo to manage email templates, automation, and statistics for campaigns that run 4 months ahead of course modules, sending emails every 3-4 weeks to audiences ranging from 600 to 10,000 people. They also mentioned their use of Air table for CRM purposes and noted that while Bravo costs 70 euros per month for their basic package, they occasionally pay an additional 130 euros for larger campaigns.
Course Marketing and Engagement Strategies
Tanya discussed strategies for promoting courses and engaging with participants through email marketing, including the use of tools like Prevo and Mailchimp. She explained how they track webinar attendance rates and measure engagement, noting a typical 65% attendance rate. The group also discussed using follow-up emails after one-day courses to promote further training, with some reporting conversion rates of 3-4 participants enrolling from email campaigns.
University Engagement Strategy Discussion
There was discussion on strategies for engaging universities and building contact databases, suggesting the offer of free products or webinars as effective hooks. Belgium described the success of thematic webinars in attracting larger audiences compared to regular overview webinars, noting a 7% conversion rate from webinars to courses. Tanya also mentioned challenges with email saturation in some regions and the importance of building on existing relationships rather than starting from scratch.
Belgium Marketing Performance Update
Tanya reported positive news about Belgium's marketing performance and expressed confidence in Facebook and Instagram platforms. She discussed strategies including buying email lists to reach bulk audiences and emphasized the importance of having specialized team roles rather than everyone handling multiple tasks. When asked about webinars, Tanya, suggested using existing English-language webinars that could be translated for other branches, acknowledging that while language and time zone challenges exist, this could help leverage the existing network.
Webinar Content Sharing Strategies
The meeting focused on strategies for sharing webinar content and building databases across branches. Tanya noted that creating a central database of contact information may violate privacy laws. Branches could share recorded webinars and resources to learn from each other's approaches. The group discussed how smaller branches could leverage content from larger branches or paid presenters, with Marissa offering to share US webinar recordings as files. The discussion also covered different strategies for collecting emails through webinars, with examples from France showing varying approaches to registration and follow-up.

