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Schubert Communications’ New Approach to Online Marketing
Boosts B2B Sales 

DOWNINGTOWN, Pa. (Oct. 30, 2007) — Business-to-business marketing communications agency Schubert Communications Inc. (Schubert) launched FETCH, an interactive marketing approach designed to help B2B companies use the Internet effectively to attract sales. FETCH, the latest addition to Schubert’s interactive marketing capabilities, provides clients with best-practice Web strategies, technologies and tactics to find qualified leads and increase sales performance.
“FETCH prepares your Web site to face the challenge of being your company’s best salesperson,” said Christopher Raymond, Schubert’s interactive director. “The Internet has changed the B2B research phase and buying habits, and a potential customer’s first visit might be a company’s only opportunity to turn that prospect into a sale.” 

FETCH (Find-Engage-Track-Capture-Hold) provides a stepwise, ongoing approach to Web site development. Schubert uses FETCH with Nilfisk-Advance America, a B2B supplier of industrial vacuums and accessories, to develop search engine optimization, rich (online) media ads and an e-commerce Web site. To date, Schubert has placed Nilfisk rich media ads on 10 industry related Web sites and portals. Their success is marked by hundreds of click-throughs and conversion rates as high as 31 percent for changing visitors into sales leads.
Using FETCH, Schubert evaluates B2B companies for what interactive technologies will best help them to find better prospects such as using strategic search engine optimization and marketing. The program also offers the opportunity to engage prospects by continuously delivering relevant, fresh content to them through latest Web technology such as blogs, podcasts and video. 
Companies implementing FETCH with Schubert receive monthly analytics reports that track the activity of site visitors. These reports help B2B companies identify trends and target potential buyers’ interests with personalized products and services. Utilizing Web 2.0 technology to customize information compels would-be customers to take action and make contact for a sale, as well as hold the interest of prospects to keep them coming back to your site until they convert into customers.
Companies interested in receiving a free Web site review and learning more about how FETCH can help boost sales are invited to visit www.schubert.com and click on the “Free Web site analysis” button on the home page.
About Schubert Communications Inc.

Schubert Communications Inc. is a full-service, 100 percent B2B marketing communications agency with more than 28 years in the industry. Clients market products and services to pharmaceutical, technology, chemical and other industrial sectors. The agency’s custom-crafted integrated B2B Sales-Centric Marketing™ programs work to grow both revenue and profits for client organizations.
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