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Why Is Customer Acquisition Strategy 

Important? 
 

In the last six years, the cost of acquiring new customers has increased by 60%. Some 

companies find that marketing activities have become more complicated and customers are less 

trusting of brands. Does it mean that you need to give up on your marketing investment? The 

answer is no!  

 

Let me ask you some questions. How well do you know your target audience, customers or 

clients? Do you know whether they still have interest in your offerings? Do you know what 

factors are affecting your business performance? People usually do not know the correct 

answers most of the time. This is because of the constantly changing environment and political 

situation such as COVID, war, natural disasters and so on. Therefore, customers’ demands and 

requirements are continuously evolving and corporations need to progress with them.  

 

Without a customer acquisition strategy, it is likely that businesses cannot continue to sustain. 

Customer acquisition comes hand-in-hand with retaining your loyalty base and also building and 

growing a business. Not only is it highly recommended but it could be the difference between 

success and failure.  

 

 

1. What is Customer Acquisition and Lead Generation? 

 

In online marketing, lead generation (or lead marketing) is the acquisition of potential customers 

in the form of data, such as e-mail addresses. Lead generation is therefore a fundamental 

component of customer acquisition, which focuses on transforming potential customers into 

actual clients. 

 

In other words, it can be said that the customer indicates their interest in the product or service 

on the website or through social media as part of the lead generation. By sending personal data 

(email, name, mobile and so on.), the user makes his interest clear and thus differentiates 

themselves from the usual “traffic”. Leads obtained can have different quality levels. If the user 

deliberately, voluntarily and correctly, provides their data and reveals more information about 

themselves, the lead can be defined as a qualified lead. When it comes to winning new clients, 

customer needs are paramount. With the right strategy and a correctly aligned customer 

journey, leads can be won as customers. There are different strategies for this process.  
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Take-Aways 

There are multiple types of leads, but the most common are normal and quality. For example, 

normal leads refer to people who leave their contact details without further interest. A qualified 

lead is defined as people who express interest in the products/services. 

 

Customer acquisition comprises several stages in the customer journey, with lead generation 

making up a significant part of it. 

 

To address potential new customers using as many touchpoints as possible, you should be 

active at different levels and use several strategies. 

 

2. Finding the right strategy to acquire new customers: 

 

1) Email Marketing 

Email marketing is an extremely effective way to promote high-quality content, product 

information, promotions, and events. E-mails make it possible to establish a direct 

connection to (potential) customers/clients and to easily connect with your audience. 

One of the great advantages of email marketing is the ability to monitor consumer 

behaviour by evaluating opening click, and conversion rates. Email marketing is also the 

most important conversion booster and the leading driver for Return of Interest. 

Compared to other strategies, email leads are the most cost-effective method in relation 

to lead quality. Thus, email marketing should be treated as the top priority and the first 

option for you to deliver messages to potential customers. In order to maximise the 
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effectiveness of email marketing, it is important to customise the email campaign 

template based on the target market characteristics. Personalisation and relevance 

email is also critical for ensuring that EDM is received and viewed given the increasing 

number of received emails and spam. Further, the customised EDM will allow 

differentiation from the competitors with professional marketing skills.  

 

 
 

THE ADVANTAGES AT A GLANCE:  

 

Efficiency 

Compared to other online marketing disciplines, email marketing has the best ROI. You 

can reach a large number of recipients with little effort in creating emails. 

 

Highly Targeted 

EDM can be highly targeted. Personalised Emails can be sent to segmented audience 

groups and customers’ needs can be considered in accordance with targets. 
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Optimised Control Options 

EDM offers immediate and measurable results. Just a few minutes after the send-out, 

you can evaluate the user's behaviour. Usually, email campaigns can be measured 

already three days after send-out, as this period reflects the average response period. 

To measure the effectiveness of the EDM, business owners can take advantage of the 

industry benchmark including average open rate, click-through rate, unsubscribe rate, 

etc.  

 

Enormous Reach 

The number of email users is increasing worldwide and this trend is expected to keep 

growing. In addition, emails are used by all generations and are an extremely popular 

communication channel between companies and customers. 

 

 

 

2) SEM  

Search engine marketing (SEM) is essential for a successful customer acquisition 

strategy. Search engines such as Google are the most frequently used tools for actively 

searching for products, services and solutions. The SEM includes both search engine 

optimization (SEO) and search engine advertising. The SEM strategy should be 

assessed regularly to align with the market changes and business objectives. For 

example, the SEM strategy should focus on Baidu if the market moved to China.  

 

Search engine optimization (SEO) 

Search engine optimisation can improve your website ranking and subsequent traffic by 

taking into account a range of factors including broken links, SEO writing style, 

keywords, relevant content and technical requirements 

 

Search Engine Advertising (SEA) 

With search engine advertising, it can generate traffic by placing ads on search engine 

results pages. Various types of SEA exist which may be utilised and chosen according to 

the ad/business objectives. For example, Google Ads Display would be a relevant tool 

for design demonstration. Google Ads Search would be an appropriate tool for 

advertising a ‘solution’ to people. The type of SEA is also determined by the consumer 

buying process, particularly the different stages the buyer is at - looking for a solution, 

comparing the solution, looking for a specific brand or knowing what they want. If you 

use SEA correctly, this type of ‘paid’ traffic delivers particularly good conversion rates 

due to the pre-qualification. That’s why search engine advertising is part of the standard 

repertoire for online advertisers. 

 

 

THE ADVANTAGES AT A GLANCE:  

Increase Online Visibility 
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This medium is the best way to reach a wide online audience. 

 

Qualitative Leads 

Search engine marketing can address users based on their search intentions. By 

providing valuable information, qualitative leads can be generated. 

 

Reliable Costs Control & Measurement Of Results 

With SEM you keep complete control of the daily, weekly or monthly budget and the 

online marketing campaigns can be set up independently from each other. Cookies can 

be used to understand and measure the results. 

 

Precise Target  

As part of the strategy implementation, you can precisely choose the target market 

based on research. Therefore, SEA provides high flexibility for companies to implement 

their marketing campaigns accordingly.  

 

Useful Tools:  

Google Search Console 

Measures the search traffic of the company website and provides solutions for 

optimization. 

 

Google Analytics 

A tracking tool that analyses your website traffic gives suggestions for improvement. 

 

3) Social Media 

Social media marketing lends itself particularly well to brand awareness. Qualitative and 

well-thought-out content can build and strengthen a corporate image. If used correctly, 

the company can establish strong relationships with customers and followers through 

engaging communication, which will help with understanding the audience even better. 

Social media exists in both organic and paid forms. While the organic reach should be 

used to build loyal followers, the paid version offers the opportunity to share content with 

a larger audience. 

 

THE ADVANTAGES AT A GLANCE:  

 

Wide Reach 

Nowadays, social media is part of everyday life for many people and every generation. 

As a company, it is important to choose the right social media channel in accordance 

with active users and your target audience. 

 

Qualified Targeting 

Tailored content can be shared with potential customers with your niche offering. 
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Customer Loyalty 

If you use the medium correctly, you can build familiar and personal relationships with 

users. 

 

Particularly suitable for brand awareness and customer loyalty 

 

Useful Tools:  

● Facebook 

● Instagram 

● LinkedIn 

● Website 

 

4) Content Marketing 

Content marketing is an effective method of customer acquisition for all types of 

companies. Through exciting and relevant content, your audience’s attention can be 

gained and potential customers can be directed to your website. Especially nowadays, 

when users are often overwhelmed with false advertising messages, content marketing 

is a good way to build trust with customers and to share helpful and free knowledge. 

 

This content can be shared in the form of blogs, white papers, posts, books and so on. 

In exchange for personal information such as email addresses and names, the website 

visitors get access to the content offered. This strategy is therefore an important part of 

customer acquisition and lead generation. 

 

THE ADVANTAGES AT A GLANCE:  

Sustainability 

Content marketing focuses on value and sustainability. Helpful content builds trust with 

the website visitors or content consumers, which in turn leads to long-term customers. 

 

Various Distribution Options 

Self-created content can be shared in different forms and on different channels such as 

Facebook, LinkedIn, Instagram and so on. In addition, old content can be revisited and 

quickly updated to current and relevant content. For example, an old blog post can be 

updated and reshared in the newsletter or as an infographic on social media. 

 

Information Hub 

You should maintain the website as a source of information for the content you have 

created. Then the average session duration per user will increase. If you also work with 

internal and external links to high-quality sources, the method will have a positive impact 

on your organic search engine ranking. 
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Each strategy has its own advantages and it becomes obvious how well these customer 

acquisition methods work together. For example, social media marketing is a good way 

to promote SEO-optimised content that includes a call to action to join an email list. 

 

The key to a good strategy is to combine, try and experiment with many methods. Online 

marketing is in a constant state of change, and according to the strategy, it should be 

adapted, optimised and further developed. 
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2. What Haines Media Will Do To Customise Your Customer 

Acquisition Strategy: 

 

A] Define Your Strategy 

Define your project strategy to develop a comprehensive approach to align projects to your 

business strategy. Tracking and managing projects are critical to your business success. Having 

a well-defined project strategy is better positioned to reach their goals because they can distil 

high-level strategic visions into tangible actions.  

 

B] Pre-estimate Customer Acquisition Cost Market 

Cost of customer acquisition (CAC) determines how much value a customer will bring to your 

business. Thus, this is vital to define customer value and the aim is to gain a high ROI. 

 

C] Know Your Audience 

Knowing your audience is fundamental for a successful marketing strategy. Defining the target 

audience and their persona can avoid wasted acquisition efforts. Based on this, Haines Media 

work together to determine the channels for your customer acquisition strategy and create 

campaigns that meet the needs of potential new customers. 

 

D] Decide On The Right Acquisition Channel 

Haines Media will find ways to contact your target customers, research and conduct surveys. 

Through collecting email addresses, and analytical tools, we will find the right customers for 

your products. After that, we will segment them according to their wants, needs, and 

behaviours. HM will create reach through various channels according to the characteristics of 

each segment. 

● Use Content Marketing To Acquire Customers 

The best use of content marketing as a method of customer acquisition will be assessed 

by Haines Media in accordance with the defined strategy and target audience. Relevant, 

unique and easily shareable content will grab the attention of your audience and 

facilitate leads. With the professional.  ` 

 

● Manage Social Media Marketing 

Haines will help you to optimise social media marketing by assessing the most 

appropriate social media platforms and mix of organic and paid media. 
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● Practice Search Engine Optimization 

Practice SEO to create content that shows up on the first page of search engine results. 

This will make searchers want to click on your webpage. This method does not only 

drive traffic to your website but also offers you an opportunity to convert your visitors into 

leads. 

 

● Attain Customer With Email Marketing 

Email marketing is not only effective in promoting high-quality content, it informs 

subscribers about products, discounts, and events. It is also a great way to simply 

communicate with your audience to create brand value. Therefore, Haines will assist you 

in building an email list and converting your subscribers into customers with customised 

email marketing campaigns. 

 

E] Build Optimizable Web Pages 

Generate a sophisticated and intelligent landing page that urges and engages leads and 

prospect customers and encourages conversion. We will help your company create pages that 

are well-designed and contain calls to action. Through regularly A/B testing your pages to 

improve them and increase page speed if necessary, we will ensure that your web pages are 

viable. Haines Media will also make sure your pages are mobile-responsive and user-friendly.  

 

Acting as a 'Homebase', website customisation and optimisation are important for building trust 

and improving the customer purchase journey. Haines identifies and actions problems and 

weaknesses to facilitate this purchase journey. Additionally, your ‘Homebase’ -  website must be 

optimised as it is the most important platform to build trust and affect your visitor’s purchase 

journey. As already mentioned, the customer journey consists of several steps. Before visitors 

become customers, they need to get to know the brand and build trust. In order to successfully 

accompany the customer on this path, it is important to know the problems and weaknesses 

and to offer solutions. Authenticity is also important, as well as a consistent cross-media 

marketing strategy that presents the same image of your company on all channels. 

 

 

F] Build Sustainable Relationship With Customers 

Build a comprehensive relationship with your customers to increase your revenue since loyal 

customers tend to always buy from the same business. Also, it is very likely that they will 

recommend you to their inner circle. This will bring you more visitors and leads to acquiring new 

customers thanks to your healthy relationship with the existing customers. 
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G] Ask For Customer Stories 

Besides boosting your own company via social media or paid advertisements, let your 

customers do it for you. Ask them to share how they discovered your business, why they love 

your brand, and what they favour in your company characteristics. You will acquire more 

customers with this method because people tend to become a customer if they see other happy 

consumers engaged with this brand beforehand. 

 

H] Show Testimonials 

Persuasive sales messages mostly come from your current satisfied customers. Your business 

will be perceived as credible in the eyes of prospects if they are exposed to social influence 

before buying behaviour. Therefore, show your testimonials on your website, demonstrating 

how you care for your customers. This will give a valued reason for visitors to purchase from 

you. 
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About Haines Media 

 

BREAKING BOUNDARIES 

To put us simply...we are growth and goal-oriented specialists. We absolutely love working with 

clients like yourself to generate noise, excitement and direction for your brand. We believe that 

consistent engagement with your key target audience as well as up-to-date design and 

technology, is essential for any company to grow beyond competitors. 

 

COMMITMENT TO SUSTAINABILITY 

We believe that nothing should go into landfill. Sustainability is critical for our future generations. 

Helping all our clients achieve net zero sustainability goals is part of our core beliefs and 

missions. Minimising the impact on the planet by supporting and assisting sustainable 

companies will help our planet’s future. We believe that each generation should be leaving the 

world in better condition than when they entered. 

 

WHAT WE DO 

 

BRANDING 

Creating your identity: personality, lifestyle, voice and experience. 

 

MARKETING 

The sweet spot between reaching your target audience and developing a relatable 

narrative. 

 

PUBLIC RELATIONS 

Connecting people to your brand through story and all forms of communication. 

 

STRATEGY 

Develop personalised strategies for your business to best communicate with your 

audience. 

 

DESIGN 

Bringing your brand to life with engaging and innovative visuals that tell your story. 
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SOLUTIONS  

We offer intelligent, highly personalised and data-driven email marketing solutions for new 

customer acquisition. 

 

DATA-DRIVEN MARKETING 

We define your ideal target audience and the current business gap based on 

data. From there we can plan and execute customised relevant marketing 

plans to exceed your customer acquisition and revenue goals. 

 

 

 

FINE DESIGN FOR THE BEST CUSTOMER EXPERIENCE 

A straight up dedicated creative design team: with marketing, PR and business 

experience, to ensure your brand and narrative is captured perfectly and with a 

clever twist! 

 

 

 

 

STRATEGY 

Our strategy team doesn't waste time, doing a full deep dive into your business, 

to help understand and create the brand you always imagined. We have the 

tools to bring your brand to life and create noise in your industry, strategically. 

 

 

 

LEAD GENERATION  

With our lead generation, you can win prospects for your company. Those pre-

qualified leads, which are acquired based on your target criteria, can be easily 

turned into new customers. Lead generation is provided on a scheduled or real-

time basis. We only provide leads that match your segmentation criteria. 
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CONTACT US 

 

Haines Media HQ 

P: +61 487 111 626 

E: media@hainesmedia.com.au 

A: 286 Park Street, South Melbourne, VIC 3205 

 


