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Constant Contact – Email & Newsletter Marketing 
Transcription 
 
When you are doing your email and newsletter marketing to your database, it’s 
a perfect opportunity to reinforce and add value to your chosen niche.  When 
you are directly communicating with your database, use the opportunity to make 
them look forward to receiving your emails.  Make them funny, engaging - even 
quirky.  Remember, different is good.  No one, no one wants another dull email 
with just the dates of the next camp and to get your application forms in quick.  
You are so much more creative than that.  Use this opportunity to give value - 
perhaps by including a brilliant article that supports your niche.  I would send 
information on how to improve confidence in your children, or the physical and 
emotional advantages of singing in a choir.  Parents like to know that they are 
doing the right thing, so show that what they are giving their children by 
attending their camps is incredibly important.  Or you could send something for 
the kids, like a link to YouTube of the amazing finale song that they will be 
singing at the upcoming camp.  Whet their appetite a little which is a very good 
technique.   
 
And we also want our customers to actually open and read our emails, not 
disregard them like spam.  There is a fine line between email marketing and 
bombarding.  As a general rule, email the entire database twice before a camp.  
Once, to advise that you have an early bird rate where if you pay before a certain 
date you get a substantial discount (this is important for cash flow).  The next 
email would be to advise that the date of the camp is fast approaching and to 
give an absolutely concrete, couldn’t bear to miss out reason to attend.  A well-
known rule of thumb is to be in contact with your database at least once within 
every 90 days.  It’s psychologically proven that after 90 days, content in your 
memory moves from short term into long term.  We want to remain fresh in their 
minds, to be their first thought when they think of the approaching holidays.  
Remember, to include some value adding information to your email as I 
mentioned earlier.  You have to give them a little something for their time after 
all! 
 
One of these value-adding extras was a post-camp a super-quick and easy 
photo movie.  This took me about 20 minutes to do and was always a HUGE 
success both with the kids and with the parents.  Basically you take a whole 
bunch of photos that you have taken during the camp and turn them into a 
slideshow with a music-backing track.  Kids love looking at photos of 
themselves, especially on the computer!  You can then post this on You Tube 
and embed the link in your emails out after the camp, congratulating all the kids.   
 
 
 
 
I used iMovie on my apple Mac, though there are lots of photo programs you 
can do this on easily and quickly.  If in doubt, just ask one of the eight year olds 
you teach, they will more than likely be able to tell you how to do it!  Now 
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remember, when the application forms were processed, ensure that they signed 
the terms and conditions stipulating that the parents agree that photos of their 
child may be used in promotional activities.   
 
If you have a Facebook page for your business (which, if you don’t, get one 
asap), invite the kids to like your business and post the photos videos there, as 
well as updates during the camp about what a fabulous job everyone is doing.  
Share what songs you are singing and dancing to, the out of this world surprise 
that you organised - anything that shows just how awesome a time you are 
having.  Invite all the children to share the link with their friends.  This all just 
spreads the word about what a fun time your camp is, and keeps them talking 
about your business well into term time.  The advantage of this is that when 
those next holidays start approaching on the horizon, those happy memories 
are still very much in the front of their minds.  It’s a good idea to keep your 
Facebook page active even in Term Time too - perhaps run a quiz on what song 
they’d like to sing at the next camp.  There is a special program I’ll be running 
soon which you will be able to watch all about Facebook and your studio.  The 
strongest studios will be the ones really connected in the social media world and 
I’ve researched the most powerful and cutting edge ideas specifically for our 
industry designed to increase your customer involvement and boost your profits.     
 
In terms of the off-line world, receiving mail via the post can be very exciting for 
children!  They probably are only used to receiving mail on their birthdays.  Send 
the letter addressed to the child, enclose something really fun for them, perhaps 
a little gift - it could be a voucher for a local business that you have arranged for 
them.  Wouldn’t the kids love to receive a credit to download one song on the 
iTunes store.  Tell them that next camp you will be singing this number one hit 
that is all the rage - why don’t you use this credit to download the song and 
practice before the camp.  Now with one song costing around $2, you wouldn’t 
do this all the time, but perhaps you could do it as a Christmas present for a 
select group of kids.  Also make sure you include a printed out copy of your 
application form.  This will create raving fans of the 11 year old variety better 
than any technique I know!   
 
 


