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Introduction

The sales funnel, a graphic representation of the buyer's journey
through a business’ sales process, has been instrumental in helping
determine what motivates buyers to seamlessly reach the
decision-maker stage and ultimately convert into frequent buyers. In
a nutshell, the funnel graphically represents a business'’s interaction
with its prospects, how many of those are qualified, what needs the
product or service offers address, and ultimately, how many of the
qualified leads make a purchase.
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Since its development in 1989 by E. St. EImo Lewis, the sales
funnel continues to be instrumental in lead generation and
nurturing business-to-client communication through different
marketing and sales channels, and a focus on customer
satisfaction®. Over the past few years, it has become more

and more essential, however, for businesses to relook
traditional sales methods and redefine these according to the
current market. This includes what attracts, motivates, and
triggers the modern buyer's actions, and what can be done to
stand out in the currently highly saturated market.

In this whitepaper, we look at corporate
gifting as a core and multi-focal lead
generation, motivation, and retention
tool and delve into how well-planned

corporate gifting campaigns can optimize
sales funnel activity at every stage,
resulting in better ROL.
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Why Corporate Gifting Works

As highlighted by Cindy Chan's study of the psychology of gifting?,
gifting has been part of human civilization for as long as scrolls
and ink exist. Whether for religious, personal, or commercial
purposes, gifts have always represented reverence and continue
to be used to display how much the giver values their relationship
with the recipient.

Getting a physical item in the hands of your lead deviates from what
they'd expect to see from a company. There's never been an email,
voicemail, or direct message that you could hold in your hands, but
you can hold a gift.? It has also been shown that recipients are more
appreciative of experiential gifts that are representative of the giver,
and this triggers the need to reciprocate. When mirrored by brands,
emotion-centered gifting tactics can:

TL; DR

Getting a physical item in the hands of your
lead deviates from what they'd expect to see
from a company. There's never been an email,
voicemail, or direct message that you could
hold in your hands, but you can hold a gift.

® Help increase a prospect’s confidence in the brand.

® Trigger the recipient’s curiosity, leading to more meaningful
business-to-prospect engagement, enabling the business to
understand their prospects’ needs and better position
themselves to curate offers that address these needs.

e Positively influence the buyer's decision to become a customer.
e Influence referrals from existing customers.

® Increase overall brand familiarity, preference, and loyalty.
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Awareness:
Breaking Through The Noise

The initial outreach and introductory stages are arguably the most
critical. Here, businesses are introducing their products or service
offerings to cold audiences. Much like casting a net in open waters
and hoping the catch matches expectations, launching awareness
campaigns and doing sales prospecting can be daunting, especially
when dealing with modern-day buyers who are armed with more
information than ever before. The following are the most common
ways businesses attempt to archive maximum brand awareness
and how each method can co-function with corporate gifting:

e [anding pages: When attempting to direct landing page traffic
to pages that harbor key information about a brand’s product
and service offerings, most businesses experience high bounce
rates as users aren't immediately drawn to sales pitches. To
remedy this and offer unique experiences, businesses can offer
gifts as incentives to gauge users’ attention.

® Targeted Ads: Be it through social media or Google Ads,
businesses can use targeted ads as lead magnets and
incentivize prospects that engage with certain elements, such
as forms, with gifts. This way, meaningful business-to-prospect
communication is achieved.

e Personalized emails: Emails have had the highest ROI of all

digital marketing channels* for an impressive while now, but an
estimated 76.4 billion daily emails to be sent and received by
2025° means a decrease in the probability of your pitch-centered
emails being read. To remedy this, businesses can incorporate
gifting in their email outreach as a tool to break through the noise
and increase their overall response rates.

TL; DR

While well-planned branding and multi-platform focussed
marketing efforts inspire action, a well-curated gift campaign
motivates action and creates a profit-conducive environment
for businesses.
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Engage more leads
& improve customer
loyalty with gifts!

Take your corporate
gifting strategy to the
next level with Giftsendz
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Interest: Engage With Hand
Raisers and Gauge Their Interest

Once over the introductory bridge, prospects are now familiar

with the brand and the goods and services on offer. At this point,

it would be correct for brands to assume that their products and
service offerings do address one or more of the hand raisers’
problems. They should therefore find engaging ways to highlight
their solutions and create opportunities to understand further how
to best personalize offers to suit each prospect’s needs. While 71%
of buyers want to hear from sellers early in the buying process’,
there is also an insatiable need for reward-driven and personalized
offers. Brands can therefore engage prospects through well-curated
gifting campaigns as follows:

TL; DR

Once prospects are familiar with the product/
services on offer, the interest-retention ball
bounces solely in the brand’s court, and their
ability to retain their prospect’s attention highly
depends on the messaging and methods used
to communicate and offer unique experiences.

e Send surveys to collect more data about prospects’ needs and
offer gifts as a participation reward.

e When offering improved product versions to existing clients,
add value by offering gifts to reignite brand familiarity and
foster loyalty.

e Send a gift offer accompanied by promotional material, a white
paper, or a case study to pique their interest. For example, tell
them that they will receive a gift if they request a demo or call.
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Consideration: Motivate Action

‘According to the 2017 online survey of 1,000 consumers, the
appeal for personalization is high, with 80% of respondents
indicating they are more likely to do business with a company if it
offers personalized experiences and 90% indicating that they find
personalization appealing™. So, utilizing the data gathered during
familiarization and interest gauging stages of the sales funnel, you
should curate experiences that not only tell the story of goods and
services on offer will address prospects’ problems, but also
highlight why your brand is different from the competition.

e Webinar invitations - add that special touch by sending a gift
once someone has accepted an invite, expressing
eagerness to meet them.

® Meeting invites - send coffee vouchers along with meeting
requests.

e Thank prospects for honoring meeting requests with small
personalized gifts.

¢ Send gifts to thank prospects for using your free trials, and to
follow up on their experience - actively nudging them along the
sales pipeline.

TL; DR

When using gifting to motivate action, utilize
the data gathered during familiarization and
interest gauging stages of the sales funnel to
offer your clients experiences that will highlight
your product or service offers, while setting you
apart from competitors.
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Action: Onboard and Reward
Your New Customer

All of a brand’s efforts lead to this desired outcome - to close as
many deals as possible. But, the customer’s experience does not
end there.The next step is to make the onboarding process as
seamless and reward-driven as possible. It is therefore essential
for businesses to remember that converted leads made conscious
decisions to silence the noise from your competitors and do
business with you, so adding a reward element highlights
appreciation, shows that the brand cares, and adds a human
touch to the entire experience.

TL; DR

The customer’s experience does not end
when the deal has been closed. Adding a
reward element highlights appreciation
for patronage, shows that the brand
cares, and adds a human touch to the
entire experience.

Here, brands can launch more personalized gifting campaigns
that appeal to both the decision-makers and their teams at
large. While SWAG items may do the trick, it would most likely
be more meaningful if ‘dollar-sparing’ tactics are put aside, and
gifts are more recipient-centric, for example, personalized golf
balls for an enthusiast of the sport, self-care packages, and
vouchers for corporate moms, signed books for avid readers,
personalized wine bottles for collectors, and e-vouchers for
online shopping enthusiasts. The possibilities are endless!
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Use The Giftsenda Corporate
Gifting Platform

Giftsenda is an international corporate gifting platform that has
been designed to help your business engage your prospects and
retain your customers through high-quality gift experiences. By
using our gifting platform you can take the hard work out of gifting,
and employ automated gifting tools to allow you to seamlessly
send gifts to prospects in more than 200 countries worldwide.
Some helpful features include:

® Personalized gift invites

e Shareable gift links that allow recipients to choose gifts from
a specific gift collection

e Shareable gift links that allow recipients to choose gifts within
a specific price range

e The ability to manage your spend by sending gifts that will
only be charged to your balance after being accepted by the
recipient and approved by you

® The ability to create a single gift campaign that will cater to
various countries

® Tracking and reporting on all gift campaigns to measure your
RO

TL; DR

In a nutshell, gifts are exceptional conversation
starters, can be utilized as the cornerstone upon
which seller-buyer relationships are constructed,
are excellent when delighting is the objective,
and can be used as core retention tools.
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READY TO GET STARTED WITH
CORPORATE GIFTING ON A GLOBAL SCALE?

BOOK A 30-MINUTE DEMO WITH ONE OF
OUR GIFT CAMPAIGN MANAGERS TO SEE
HOW OUR GIFTING PLATFORM WORKS AND
TO GET ACCESS TO A FREE TRIAL.

BOOK A DEMO

+1 (857) 529-5151 sales@giftsenda.com www.giftsenda.com


http://www.giftsenda.com
https://www.giftsenda.com/request-demo
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