
Tha
tho
 
Tip
cus
  
If y
in y
acq
per
acq
  
Ge
we
as 
of l
mo
  
The
the
be 
pay
  
Wit
the
can
con
con
  
Ex
A g
tho
mo
ana
you
geo
pot
hav
'wa
seg
env
  
If y
com
  
Un
  
Me
Dir
Ro
 
P.S

 

anks for subsc
ought-starters 

p – Use data a
stomer base 

you’ve been co
your database
quisition camp
r order is lowe
quired. 

enerally speak
re most recen
they haven’t b
less active seg
ost recently lap

e explanation 
ere are many o

as follows: ho
yment method

thout sophistic
ere are specia
n identify thos
ntacting those
ntribution. 

ample 
good way to a
ose customers
onths) along w
alysis, the dat
ur unique busi
ographical are
tential to be re
ve the most up
armest' past cu
gments of inac
vironment. 

you’d like to dis
mpany who co

til next time. 

el 
rector 
cket Science 

S. Save $500*

cribing to the 
for your own d

analysis to in

onducting dire
e. Most compa
paigns (as a se
er (or net contr

king, companie
ntly active the 
been gone for 
gments fluctua
psed segment

for this, is tha
other indicator
ow often did th
d did they use

cated internal 
list direct mark
e customers t

e that are least

pproach this c
s who have res
with a file of ina
ta specialist co
iness environm
ea who have h
eactivated. Th
p-to-date cont
ustomers iden
ctive custome

scuss this app
ould assist you

Strategic Serv

* on your next 

Email not d

Rocket FEED
direct marketin

ncrease your 

ect marketing a
anies include c
eparate segm
ribution per or

es tend to seg
most, as it's b
too long. How

ate, with some
ts. 

at recency is o
rs that could b
hey purchase 
, where did the

systems, it m
keting compan
that are most l
t likely to resp

could be to pro
sponded to a 
active custome
ompany could
ment. For exa
had an averag
e data of all in
tact records fo
ntified and trac
rs to definitive

proach to reac
u, contact me 

vices Pty Ltd 

direct market

isplaying correct

 e-Newsletter
ng challenges

reactivation 

activities for a 
customers who

ment) and most
rder is higher) 

ment their ina
believed that th
wever, it’s not 
e longer term 

only one indica
be considered.
(frequency), w
ey live etc. 

ight be difficul
nies that can h
likely to respo
ond, which co

ovide a trusted
reactivation ca
ers who haven
 identify the m
mple, this mig
e lifetime spe

nactive custom
or each. Follow
cking their res
ely understand

ctivation in mo
on (02) 9572-

ting project. Of

ly? View it in you

. I hope you fi
s and opportun

rate and to m

while, it’s like
o haven't bee
t find that the 
for reactivate

active custome
hese are the c
uncommon to
lapsed segme

ator of the like
. Other data th
what did they b

lt to conduct th
help, and is lik
nd to a particu

ould result in s

d specialist da
ampaign withi
n’t been react

most common 
ght reveal that
nd of greater t

mers would als
wing this, you 
ponse rate an

d if this approa

ore detail, or if 
-6636. 

ffer ends 31 M

ur browser.  

nd the tips an
nities. 

more cost-effe

ely that you'll h
n active for th
response rate
d customers t

ers by recency
customers tha
o see the resp
ents performin

liness of a pas
hat could help 
buy, how muc

he necessary 
kely to be well
ular offer, you 
significant savi

ata provider wi
n a specified p
ivated to date
indicators of a
t customers wh
than a certain
so need to be 
could test seg

nd other KPIs 
ach is likely to 

you require a

March 2011. C

d examples a

ectively grow

have some ina
e last 12 mon

e is greater an
than it is for ne

y and market t
t are most like
onse rates an

ng better at tim

st customer re
complete the
h did they spe

data analysis
 worth the inv
can also stop

ings and a gre

ith a complete
period of time
. After perform
a reactivated c
ho live in a ce
 amount have
validated to e

gmenting out t
against the ot
be effective w

 referral to a d

Click here for fu

re useful 

w your active 

active custome
ths in their 
d the net cost
ew customers 

to those that 
ely to come ba
d sales activit

mes, than thos

eturning, but 
 picture could 

end, what 

 internally, bu
estment. If yo

p blanket 
eat overall net 

e data file of al
 (i.e. last 12 

ming the 
customer with
ertain 
e the strongest
ensure that you
the group of 
ther general 

within your 

data specialist

ull details. 

er

t 

ac
ty
e 

t 
ou

ll 

in

t 
u 

t 


