Frequently Asked Questions – List Management
This month we turn our attention to the process of renting your list out for other companies to mail – List Management.   This will take us into areas relating to data bureaux and these will be more fully considered in my next article, imaginatively entitled Frequently Asked Questions – Data Bureaux.

· How big should my list be before I put it on the market?

Once you reach 5,000 0-12 month buyers you should consider renting your list.   This is the minimum quantity a mailer will consider when testing a list.  It is true that at this level there is no rollout potential.   However, you will see interest from small to medium size companies.   As your file size grows they will return for more names if the test is successful.

Some list managers present mixed files of buyers and enquirers and do not give an option to rent just buyers.   While this increases the volume of names available, enquirers perform at a much lower level than buyers.   Think about the difference in performance between your own buyers and enquirers when you mail them.   When launching a new list you want to maximise the number of successful tests.   It is difficult to persuade brokers to reinstate a list that has been dropped from their recommendations because it failed.   Even if you grow to a size where you can split buyers and enquirers, you may find that early experience mars the reputation of your list.

· How much money will I make?
The projections from your list manager should show the net income due to you before the cost of fulfilling the list orders.   This will comprise the base rental less commissions, plus selection, format and delivery charges.   We typically see an annual minimum of £1 for every 0-12 month buyer, rising to several times this for very successful lists.   Income depends on many factors, including:

· How well the list performs for mailers

· The ability of your list manager

· Your propensity to swap names rather than rent

· The restrictions you place on who can rent your list and the dates they can mail

· The growth in your file size

Note that income is primarily a function of volume not price.  Pricing your list at £30 per 1,000 higher than the average is only likely to deter brokers and mailers, unless performance warrants the premium.   You want as many mailers as possible to test your list to maximise repeat business.   Your list manager will be able to advise you on the correct pricing structure for your list.

· Will renting my names affect my own response rate?

Tests both in the UK and US have repeatedly shown that when a list owner compares performance of names rented versus names not rented, there is either no difference or the rented group is better.

As your customers become more exposed to mail order and purchase more by mail, they become better customers for you.

Your own list is not as exclusive as you may think.   If you generated your buyers from outside lists, other companies have many of these same people on their lists.   Even if you are not renting your names out, other companies are.

· What do I need to get my list ready for market?
Your list manager can advise you on all of the following:

· A List Owner Warranty,  guaranteeing that the data is yours to rent and that you comply with Data Protection legislation 

· The names on the list must have been given the opportunity to opt out.   Exclude those that have opted out.

· Clean your file against the Mailing Preference Service list, suppressing any names that match.   This should be done on at least a quarterly basis

· Include seed names in the rental file, allowing you to track the use of your list.

· The best way of fulfilling list orders, comparing the cost of using a bureau against the in-house option

You will need to determine the rental file specifications.   This will depend on the types of selections you want to offer and the data you have available from your own system.   We will cover this next time.

You will also need to agree with your list manager a procedure for handling updates, customer complaints and enquiries.

Set out the type of mailing that is not acceptable.   Your list manager will then submit all other requests to you for approval. 

· What is stopping me doing all this myself?   Why do I need a list manager?

If you manage your own list you will still need to offer brokers a commission for ordering the list. You will save the standard list management commission of 10% of base rental.   That saving will have to pay for the following:

· Staffing to manage order processing,  liaison with the bureau, promoting and advertising your list and preparing mailings to brokers and mailers

· Monitoring performance of your list 

· Advertising and other promotional costs

· Seeking out potential new mailers

In addition you must be confident that you can equal the level of income a good list manager will generate.

Ask yourself what business you are in and where your core skills lie.

· How do I choose a List Manager?

Your best choice is a company that specialises in marketing catalogue lists.  Here is a checklist to help you decide:

· How well do they know your market segment?

· Are they aggressive, focused and creative?

· Do they understand the financial aspects of list management?

· What other lists do they manage? 

· Do you believe what they tell you about the income you will receive?

· Do they have a brokerage arm that specialises in the same part of the market?

· Do they advertise and promote their lists aggressively?   Will they guarantee to advertise your list?

· Ask for references and talk to their current list owners.

· Will they help you with the answers to the questions in this FAQ?

I realise there are many more questions relating to list management but as usual I have run out of space.   I hope your list manager can help you resolve any outstanding points. Next time we move on to data bureaux and look at issues relating to the processing of your data for mailing and for list rental. 
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