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3 ‘golden questions’ of engagement
1. What is the objective?
2. Who are you trying to influence? (And who are you excluding?)
3. Why should they - your target audience - care about what you are saying?

3Wednesday, 26 June 13



Answering the ‘3 golden questions’
1. Consumer insight
2. Segmentation
3. Barriers
4. Competition
5. Benefits

7. Try and Test and Evaluated (PDSA)
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Techniques to try
Which channels work for you? What is relevant for your audience?

1. e-direct mail / newsletter
2. Phone call (intern/volunteers)
3. PR
4. Networking / referrals
5. Testimonials
6. Marketing materials
7. Digital / social media
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1. Make is easy and pleasant for people to act
2. Create/restate the social norm so people ‘follow the herd’
3. Create fast benefits & reward ‘good’ behaviour instantly
4. Make it interesting to gain momentum and ‘viral spread’
5. Avoid fear /recrimination unless people resist the positive
6. Get tangible commitment – don’t let people delay acting
7. Chunk up action in easy steps - make success achievable
8. Give alternatives not big sacrifices – swaps not costs
9. Use insight into how people think to engage emotionally
10.Remove excuses  – erect barriers to back-sliding
11.Build coalitions for impact and credibility

Source: DH/NHS Social Marketing Review 2010

What works? 5-6 of the following...
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Thank you
 

John Isitt

john@resonantmedia.co.uk
020 7498 8055

If you have any questions or would like any more information, please 
don’t hesitate to contact us
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