Questions and Answers

1. Should my primary recruitment method be lists or advertising?

Ideally, you should be prepared to test all forms of recruitment – lists, two-stage advertising, catalogue inserts, off the page advertising and a host of other methods.   Wouldn’t we all like unlimited budgets?

However, one of the priorities when starting out is to get the circulation up to economic quantities.   Printing 10,000 catalogues is just too expensive and unless you are selling an amazing product, will not give adequate return.   There are many lists to test and with 5,000 minimum quantities for each list this will give you volume.   Achieving equivalent volume through two-stage advertising will cost much more in up-front expenditure on media.   

The other volume alternative – catalogue inserts, relies on big volumes (hundreds of thousands, even millions of catalogues) to get the cost per catalogue down to pennies and may not be suitable for your product offer.

As you develop, a mixed approach, using the best of everything you have tested will be optimal.

2. There seem to be an increasing number of catalogues.   Should I be concerned about the competition?

Of course you should be monitoring competitive catalogues – after all you may learn something to your advantage!

However, the impact of a new catalogue on your business will usually be quite limited.   Most new catalogues start with small volumes and limited product ranges.   Your awareness of the competition is enhanced because you are seeing most of the catalogues in circulation.   The average consumer, or even your own customer is not.

Also, your competition extends beyond the catalogue market.   When that new gift shop opens in Harrogate selling much the same product range as your catalogue, you probably are not even aware of its existence.

The primary determinant of success is not the economy, the competition or the weather.   You determine your own success.
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