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Latest Book from Constant Contact Shows SMEs
How to Use Engagement Marketing to Create
Word-of-Mouth Referrals That Help Business
Growth
~ Engagement Marketing: How Small Business Wins in a Socially Connected World translates
theory into practical tips to help SMEs engage fans in ways that matter ~

LONDON--(BUSINESS WIRE)--While UK small businesses understand the value of engaging with their
audience, new research demonstrates that they don’t necessarily recognise when they are doing it well.
Enter Engagement Marketing: How Small Business Wins in a Socially Connected World, the latest book from the
small business experts at Constant Contact®, Inc. (NASDAQ: CTCT).

The book explains the theory of Engagement Marketing and offers practical tips and real-life examples to help
time-starved SMEs find easy, meaningful ways to put that theory to work for them and engage online with their
customers to generate word-of-mouth referrals and repeat sales.

“The great news here is that British small businesses are using Engagement Marketing to their benefit without
even realising it,” said Tamsin Fox-Davies, small business evangelist at Constant Contact. “Building a
passionate online fan-base is neither costly nor complicated. What the book outlines is how SMEs can build on
their initial success and make it work harder for their business – the best part being that doing these things
takes just a few minutes a day.”

The new book, written by Constant Contact CEO Gail F. Goodman, centres around the Engagement Marketing
Cycle, a three-step approach to driving word-of-mouth referrals and turning them into socially visible, public
endorsements that bring new customers to a SME’s door:

1. Provide a WOW! experience
Before even thinking about ‘going social,’ SMEs should turn to what they’ve been experts in for a long time:
providing a truly fantastic experience for customers. WOW! moments can be big or small, and they don’t have
to cost a lot of money. It can be as simple as greeting customers as they come in the door or providing (free!)
advice to help a customer best use a product or service. Done well, WOW! moments turn average customers
into raving fans.

2. Entice people to keep in touch
Once a customer has been ‘WOWed,’ give him a reason to stay in touch through social media or an email
newsletter. If the SME doesn’t ask, the customer won’t connect. And if the customer doesn’t connect, he’ll forget
about the SME – and pretty fast, too. Keeping in touch keeps a SME top of mind. To entice people to connect,
give them something of value in return – a report, discounts, or information all work well.

3. Engage people through content that inspires sharing
In the world of social media, ‘content’ doesn’t have to be ‘big.’ Post new products or tips, share links to articles,
share photos or videos. The goal is to create content that engages people through Likes, comments and shares
– all of the actions that make you socially visible to your fans’ friends or network.

Fox-Davies comments: “SMEs are customer-centric by their very nature and many see the majority of their
revenue come from repeat sales. For them, Engagement Marketing is simply growing the 99 per cent of their
business that comes from repeat sales and word-of-mouth referrals – and when done properly, this can be a
huge source of new customers.”

The Engagement Marketing Cycle is just the beginning. Engagement Marketing also provides actionable tips and
real-life examples to help SMEs get moving and get successful – quickly and easily. To learn more, go
to www.engagementmarketing.com or visit the Facebook Page.
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SMEs can also take advantage of the upcoming Social Media Week London, taking place from September 24-28.
Constant Contact’s social media and small business experts will speak at two sessions during the week-long
conference, and will also host surgeries where small businesses can get one-on-one feedback on their social
media and email marketing efforts.

To sign up to the events, register for free here, or for more details visit http://www.constantcontact.co.uk. Follow
Constant Contact on Facebook or on Twitter.

NOTES TO EDITORS

About Constant Contact

Founded in 1998, Constant Contact is headquartered near Boston, Massachusetts in the USA and has an office
in London. Constant Contact wrote the book on Engagement Marketing™ – the new marketing success formula
that helps small organisations create and grow customer relationships in today’s socially connected world. More
than half a million small businesses, nonprofits and associations worldwide use the company’s online marketing
tools to generate new customers, repeat business, and referrals through email marketing, social media
marketing, event marketing, local deals, digital storefronts, and online surveys. Only Constant Contact offers
the proven combination of affordable tools and free KnowHow, including local seminars, personal coaching and
award-winning product support. The company further supports small organisations through its extensive
network of consultants/resellers, technology providers, franchises and national associations.

Constant Contact and the Constant Contact Logo are registered trademarks of Constant Contact, Inc. All
Constant Contact product names and other brand names mentioned herein are trademarks or registered
trademarks of Constant Contact, Inc. All other company and product names may be trademarks or service
marks of their respective owners.
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