
  



Have you been in touch with your clients this month? 
 
How about in the last quarter? 

One of your competitors probably has  
 
 

They want your contacts 
 

THEY WANT YOUR BUSINESS 



Your own branded 

e-magazine 

A regular electronic 
‘knock on the door’ 
To all your contacts 

Keep Your Clients Close 

Be remembered 
Be the first name they think of – 

 

Be the people they do business with 



Much more than a newsletter, 
An e-magazine with compelling content  
 
Not a pitch for a sale -  
An ongoing campaign of 
Engagement and communication 
 
•  Maximise the power of your database 
 
•  Show clients they’re more than just a signature  
 
•  Differentiate yourself from competitors 
 

Build the value of your relationship 



•    It puts you in your client’s ‘in box’ every month with something of interest 
 they welcome, rather than a sales piece they dread. 
  
•   Is a ‘knock on the door’ to ensure you are the first name that comes to mind.   
Even if they never read it, opening the email and seeing the E-mag is a good contact.  
 
•   It has direct links through to your own web site. 
 
•   Is a means of keeping in ongoing contact with clients in a way that  
does not elicit the ‘‘oh no, not them again’’ response.  
 
•   Offers an excuse to get a client’s email address-  
and to verify that it is still valid when you need it. 
  
•   Adds value to the relationship with your client- and with your potential client.  
  
•   Demonstrates a level of expertise in related fields of concern to  
your clients and potential clients. 
  
•   Enhances your image in the marketplace. 
  
•   Differentiates you from competitors. 
   

It’s not about you – 
             It’s about your client 
 



 Get your name out in front 
 
•   No effort from you 
 

We do all the work 
 


