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How To... Reach the End-user

Who are your end-users?
Define your end-users and put them into groups. Examples of end-users groups:

e Students

e Teachers

e Researchers

e Scholars
You can split up certain groups even more specific. For example you can separate users into light, average
and heavy users. The more specific you put your users into groups, the more targeted you can focus your
communication and marketing towards them.

What are their needs and wishes?
Get to know your end-users. What are their specific needs? What are their ICT wishes and what do they

expect to get from you? A user survey is a good way
to get to know your end-users. To really get to know
them, it is necessary not only to perform quantitative
surveys, but also qualitative surveys; talk to the end-
users in groups and find out about their daily routine
and their ICT usage.
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A good way to get a good picture of your end-users, is
by making a profile of a typical student / teacher /
researcher. Give him or her a fictional name, face and
description. The archetype characteristics are formed
by the output of the user survey.

Print out these profiles in a large poster and hang
them out in your office, so everyone can see on their
working days for who they are actually working. Example of an end-user profile
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What do you want to sell to whom and how?

Not only can user surveys determine your company’s activities, but it can also help you to find out what you
want to sell to whom and how you want to sell it. For example, students can tell you they get their
information about useful ICT tools and services via their teacher. In this case it can be wise not to put your
marketing effort directly towards students, but focus your marketing on teachers instead.

Ways to reach the end-user

There are a number of ways to actually reach the end-user and there are various choices you'll have to make
before you can decide upon the activities you want to carry out. What is your budget? What are your
resourses? What do you want to do yourself or what other parties do you want to get involved? Do you
want to focus on the mass, groups or individuals?

Below you can find some examples of activities you can enforce with a short description.
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Marketing campaigns

Marketing campaigns come in every size and scale. You can think of a marketing campaign on a local level,
for example just in the cities with the largest end-users population, or on a national level and put you poster
on every train station. You can make flyers, postcards, advertisements, send out a promotion team, you
name it - everything is possible. Marketing campaigns however can be expensive and to make the effect
durable, you'll have to repeat the campaigns.

Competitions

A good way to get end-users to know your product, is by organising a competition. Let them play with the
technique and let them playfully get to know your service. For example, if you provide a streaming video
service, set out a video competition with attractive prizes and a sensational final so everyone attending will
remember your company’s name.

Community building

Facilitate end-users who want to organise themselves. It is most likely that within your end-users groups
there a people with the same interest around a service you provide. For example, get all the security people
together and let them exchange ideas and best practices. Facilitate these Special Interest Groups by giving
them a place to come together or make a website where they can exchange ideas with each other and where
you can put the information about your relevant services.

Workshops

Organise workshop for end-users about your services. Attract them by giving them a unique opportunity to
meet the experts and ask them everything they always wanted to know. Make the workshop preferably
hands-on, so end-users can get down to it right away afterwards. It can be a good plan to organise these
workshops on location; end-users are more willing to participate when a workshop is taking place on their
own institute. And let end-users participate for free. Workshops aren’t expensive to organise - especially
when you can use the facilities of an institute - and they have a lasting effect.

Users as ambassadors

Make use of the inner circle of end-users your companies has already close contact with. Make them your
ambassadors and let them spread the word. Let them give presentations to their own people about how they
use your services - hearing a selling story from you own colleague is much more convincing.

These are just examples of activities you can carry out to reach end-users, but of course there are a lot more
options. To name a few:

e End-users panels - Make end-users feel special by inviting them to participate in a panel around a
service. It give them the unique opportunity to be involved in the development of (new) services
and you'll get very useful direct feedback.

e Support — Create cookbooks, best practices and other (online) documentation to disseminate
knowledge and to help users to use your services.

e Give-aways — Sell your name, let end-users get into contact with you company. A simple pen with
your logo on it, could be enough.

e Participate in conferences — Make sure you're giving presentations on relevant conferences. Be there
with a stand and promotional material.
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