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“What do you think about a recession?” he responded, “I thought about it and decided not to

participate.” Sam Walton, the founder of Wal-Mart.

1929, 1987, 2000, 2008 market collapses forever changed the way one reaches consumers,

clients and investors. 2020 is no different.

I’ve researched several articles from the likes of Harvard, Millward Brown, Forbes and

academic white papers responding to the 2008 global financial crisis. These look at

marketer’s past performance through previous recessions to help unpack the implications of

marketing through the current financial crisis, with a leaning towards financial services.

I have broken this into 3 parts to sum up the facts and reasons why you absolutely must

invest in a clear and bespoke marketing strategy assuming a few lean years ahead.

Part 1 – Consumer Behaviour – Emotions and Tactics during a recession.

Part 2 – What financial services marketing teams need to consider during a recession

Part 3 – Reasons to invest in digital marketing strategies and infrastructure

“Proactive marketing in a recession has defined as the organization’s interpretation of the

recession as an opportunity (recession opportunity interpretation) and the development and

execution of a response to capitalize on the perceived opportunity created by the change

(offensive marketing response)” (Srinivasan et al., 2005).

“Consumers live in a climate of uncertainty in this recession and are looking for safety,

reliability, brands and businesses they can trust. Brands act as a beacon of light in the dark

times and guide consumers; reassure them to make safe choices” (Koehn, 2008).

COMPLIMENTARY DOWNLOAD 

“Digital Tool Kit For Financial Professionals”
CLICK HERE
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Part 3 – Reasons to invest in digital marketing strategies and infrastructure.

Parts 1 and 2 highlighted the emotions and tactics that play out amongst consumers during a recession

and that if a brand responds empathetically and consistently, this can be key to brand loyalty and

differentiation to see you through an economic downturn or a crisis like we are currently experiencing.

In reality, marketing budgets are slashed, team numbers reduced, leaving many marketers wondering

how to adapt with the little budget that remains and how to respond to their superiors still expecting

growth. You are now faced with a challenge to do things very differently because the world has changed

like never before.

Never has the time for digital marketing been more important or accessible, and what a pleasure it

is to be living in 2020 with access to video, peer-to-peer, smartphones, video conferencing and

digital infrastructure to automate your marketing message with the likes email and social media.

Having access to multiple platforms (as we do in this age) allows marketers to reach greater and more

concentrated audiences and the ability to deliver the same message over and over again. Let me remind

you that the RULE OF 7 in digital marketing is frequency and repetition and if you find the best

performing message or video you can retarget a select audience to get the best ROI.

The squeaky wheel gets the oil.

Below are some quotes from the article “5 reasons you should continue investing in digital marketing

during a recession”:

1. Digital marketing is the most appropriate channel during a recession – it’s the most cost-

effective with quicker turnaround times to traditional media. You can pivot and adapt content to

specific marketing channels that generate more and measurable leads.

2. Re-marketing can retain more customers during a recession – it’s significantly easier to retain a

client than find new ones and a digital strategy is the most cost-effective means of remaining in

touch.

3. Online marketing is measurable – the buying process for most consumers begins with online

research driving traffic to websites, social media and video content. All of this can be measured to

see what works best, so as to optimise your campaigns to get the very best ROI.

4. Digital marketing keeps your brand awareness … during the most difficult economic crisis -

instil your values in the minds of your customers by consistently engaging with your target audience,

remaining visible and memorable.

5. Digital marketing can improve the perception of brand strength during recessions – a

consistent online presence during a recession sends a strong message to your customers - stability

and being strong enough to survive these hard times.
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In Summary of the 3 parts …

With the ability to segment and identify your exact audience, you can design bespoke messages with the

most appropriate content and deliver it frequently, professionally and digitally. This same message and

content can evolve and adapt way faster in the digital marketing environment because it’s measurable,

therefore giving you the best ROI.

Video is hands down the most popular format to deliver your message and grow your brand while

you focus on your immediate roles and responsibilities. The digital tools available to us today allow for

cost-effective content production, quick turnaround times and exponential distribution across the web and

social media, mostly thanks to the smartphone.

As marketing teams are downsized, the need to engage with your existing clients is more important and

significantly cheaper than sourcing new ones. A carefully curated digital strategy is easily available when

you consider content (video and PR), distribution channels (web, social media and email marketing) and

technology to measure the impact. Check out “Digital Tool Kit For Financial Professionals”, a great start.

Contact us to learn about BLACK ONYX LITE a quick turnaround video service to digitise and distribute

your firms' messages during social distancing, suitable for asset managers and wealth advisors. Ask us

about our bespoke tools to measure the engagement and how we can optimise your ROI and the various

platforms we own supporting firms and individuals who wish to BE BETTER INFORMED.

BLACK ONYX serves a digital community with over 20, 000 subscribers to the BLACK ONYX Monthly

Dispatch (direct email advertising), who engage with award-winning asset manager video interviews and

research on freely accessible platforms like FUND HUB, the BLACK ONYX YouTube channel and

LinkedIn. Our partners then have access to a range of platforms through various partnerships with access

to over 450,000 financial professionals and HNWIs (in South Africa).

Written by Andrew Ludwig (BLACK ONYX) April 2020.
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