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• 
hy is email marketing booming over the past 5 years? 

Advantages of direct interactive marketing: 

• Infinite segmentation possibilities 
• No representatives, no salesmen, no shops 
• Full control on expenses: no surprises 
• Variable geometry of actions (from 100 up to 100.000 

contacts) 
• Reduced fixed costs 
• Prospection costs split by half, even by 3 
• Easy concept and kick off (maximum of days) 
• Personalised and customised messages 
• High transformation rates 
• Agility and reactivity of campaigns 
• Measurable results in real time 

Why integrating emailing in your business 
strategy? 

• To expand your reputation 
• To enlarge your prospection area 
• To identify your prospects 
• To succeed your contacts 
• To acquire new customers 
• To test new offers, products, actions, ... 
• To launch new services / products 
• To commit your buyers 
• To stimulate your customers' portfolio 
• To propose matching products 
• To conduct studies and researches 

Email marketing offers 
a great opportunity: 

• To optimise your sales strategy 
• To enlarge your geographical markets 
• To contact the right person in the right 

place on the right time 
• To react much more alert 
• To manage the relationship with the customer 
• To rationalise expenses 

An email-marketing campaign 
is 3 to 5 times cheaper than a classic 
post mailing. Emailing significantly 
reduces, even suppresses: 

• Routing expenses 
• Administrative expenses (fulfilment) 
• Stamping expenses 
• Return management expenses 
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Email-Brokers commits itself to respect the following 
rules, listed in its procedures, rules and contracts: 

1. Tailor-made and customisation 

As from the start, we will deploy our expertise to fully un­
derstand your needs and convert them into a project or a 
performing communication plan. This human relationship will 
last until the completion of the project. 

2. Commercial transparency and detailed 
quote 

Our estimations and quotes are FREE OF CHARGES, our general 
conditions are published together with our sales policy. After ex­
changes and discussions, you will receive a detailed quote listing 
all steps of the project, qualitative objectives, for approval. This 
quote also reports our duties and your insurances together with 
the financial issues. No catches of hidden expenses. 100 % trans­
parency. 

3. Qualification and update of data bases 

Our data bases are fully validated, tested and qualified. Autho­
risations have been checked. Data bases are updated daily. 
Preventing eventual pitfalls: overexploitation. 

4. Settlement upon result 

Your settlement will be based upon performance and final re­
sult : no payment for mail addresses you already have, no 
invoices for undeliverable mails. 
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5. Advice, easy usage and comfort 

The synergy of your and our services can cover the overall 
management of marketing development: relations with sub­
contractors, concept, different reply messages, management 
of rejections, etc. 

6. Traceability and reporting 

Thanks to information technology, one exactly knows who is 
where and when doing what. As email-marketing client, you 
will receive detailed reports on your campaigns : number of 
messages sent, reading rates, conversion rates, together with 
the details of these conversions, etc. 

7. Confidentiality and security 

Our data and development servers as well as our marketing 
platforms are highly protected and follow strict safeguard and 
back-up procedures. There is no risk whatsoever that filed or 
trusted data could be hacked. Our employees are also com­
mitted to severe professional secrecy. 

8. Rights and Ethics 

E-marketing is strictly regulated in Europe. We not only have 
to subscribe to high legal requirements (black lists, rejec­
tions, etc.) but we also have to compel to very high ethical 
standards. 
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EMAIL-MARKETING lists 

1. Find your way in the jungle of listings 

A large number of listings are created from a prime sour­
ces, completed and achieved by their editor; most of them 
compiles other sources; others start from a research, poll or 
contest data bases or are issued out of an authorised or illegal 
behaviour list (buyers or subscribers)_ 

2. Do you have the consent 
of your addressees? 

Business-to-consumer communication requests a very clear, ex­
plicit and upfront consent for mail advertising (Opt-in principle). 
For business-to-business communication, an opt-out agreement 
would generally be sufficient. Do you know how the data is col­
lected ? Do you understand the legal entity of the contacts ? 

3. What is the market share 
of your list compared to your target? 

A large number of micro-listings are travelling around, but 
what is their relevance if you do not reach at least 10 % of 
your target? 
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4. What are your segmentation criteria? 

Are at least compulsory: the address, the area of activity, 
the turn over and the number of employees. Be careful re­
garding the business activity: the company might be known 
for a primary activity but have switched to the secondary 
one due to business priorities. Some very expensive listings 
give you access to defined financial backgrounds. High qua­
lity lists use data format benchmarks and standards. 

5.ls the list active and regularly updated? 

Fight obsoletes. Between 10 % to 30 % of information regar­
ding persons becomes obsolete after one year: not only pre­
ferences and behaviours, but also functions, addresses, etc. 
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6. Check if the list is not overexploited ! 

Addresses are rented more than ten times a week and auto­
matically lose their reactivity and hit rates. 

7.lmplement a good scale unit 

Do not broaden indefinitely your communication target. The 
more you step away from your "heart", the more reactivity 
towards your campaign will decline. 

8. Skimming or high insight? 

"Light" and cheap lists will tolerate a skimming strategy, but 
certainly not permit a high insight policy. Therefore, give 
priority to high quality lists with names and job titles of the 
addressees. 

9. Segmentation of lists for customised 
communication 

Ten highly customised messages will have more impact than 
one common text without any contempt or subtlety. 
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10. Test your new lists 

Do not take any risk. Are you convinced that the "affinity" of 
your list matches your communication? Launch a first try-out 
of your campaign and test your list together with your commu­
nication on a representative sample. 

11. Gather and clean out lists before usage 

Do not forget to clean out your lists from doubles en delete 
rejections or potential buyers from a previous campaign, etc. 
A proper routing contract will avoid expenses for non delive­
rables. 

12. Guarantee of delivery 

The delivery rate of a high quality list must be superior to 90 %, 
even 95 % (excluding firewalls and anti-span wear). 

13.Do not forget your home made lists 

Nothing is more valuable than your own customers or relations 
files, patiently built up and updated. So do not hesitate to use 
them for obtaining better results. 

Our data bases are from a prime source 
and certainly not compiled or exchanged! 

Which quality may I expect? 
Our data bases are active and updated daily. 

Moreover, they gain in value thanks to our partnerships. 
And finally, every input is checked manually. 
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Available countries 

Algeria 

Estonia 

Malaysia 

Russia 

Taiwan 

Germany 

Finland 

Holland 

Slovakia 

Czech 
Republic 

Great-Britain 

France 

Poland 

Slovenia 

Ukraine 
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Austria Belgium Belarus Canada Spain 

India Italy latvia Lithuania luxemburg 

Portugal 

Switzerland 

--

USA 
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EMAIL-BROKERS BELGIUM EMAIL-BROKERS FRANCE 

(los Paul Duquenne, 12 
1435 Mont-St-Guibert 

Tel: +32 (0)1061 72 17 
Fax: +32 (0)1061 5462 

TVA BE: 0476 769 351 
RC Nivelles: 92765 

157, rue Anatole France 
92300 Levallois Perret 

Tel: +33 (0) 1 49687437 
Fax:+33149687500 

Contact: info@email-brokers.com 
CEO: William Vande Wiele 
wvw@email-brokers.com 
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