
B2B MARKETING DURING THE CORONAVIRUS: 

WHAT GIFT, HOME, AND FURNITURE 
MARKETERS NEED TO KNOW



• 20 years of experience 

• Gift, Home, Furniture, + Other Clients 

• Digital Strategy 

• Email Marketing + Digital Ads 

• Personalized Websites / E-commerce

• Customer Acquisition, Retention, Maximization

• Marketing Optimization

• Consulting, Data Integration, + Analytics 

We drive smart growth through digital 

marketing strategy and activation.

ABOUT US





HOW SHOULD I SHARE 
COVID-19 UPDATES?



WEBSITE

• COVID-19 landing page

• Global banner linking to landing page

• Updated FAQ page

• Add a comment field to Contact Us 
form to collect COVID-19 questions 

EMAIL



• If sending a COVID-19 email, ask yourself: 
Is this new info my customers need right now?

• Add a banner to one-offs, linking to your 
COVID-19 landing page

• Allow subscribers to “Snooze” emails

• Monitor performance metrics, like email open 
and clickthrough rates. Send to active lists to 
avoid negative impacts on deliverability

EMAIL



EMAIL 
• Review one-off and continuous campaigns for insensitive 

themes, messaging, and tone. Check for:

o Playful tones (proceed thoughtfully)
o References to travel or markets
o Invitations to in-person events
o In-person-only promotions

• Consider pausing or revising automated programs

o Reorder/No order campaigns 

• Coordinate customer service and sales with your 
marketing database. If a customer closes, suppress them 
from your mailing lists or mark them to segment later



Social:

• Boost your social presence – be responsive to 
comments and questions 

• Share what you’re doing about COVID-19 on 
LinkedIn, or in an Instagram/Facebook Story

• Feature your retailers, share their website or 
social page to help support their business

• Show how you’re supporting employees and 
independent retailers

SOCIAL AND PPC

PPC:

• Review all ad copy and creative for insensitive 
language or imagery

• Review keywords to make sure they’re still 
relevant during this time

• Monitor all social ads and posts for negative 
comments and engagement levels



HOW CAN I SUPPORT 
MY SALES TEAM?



HOW TO KEEP REPS ENGAGED WHEN RETAILERS ARE CLOSED?

• Set virtual meetings, using video to mimic 
in-person appointments

• Provide COVID-19 talking points for customer 
communications

• Give each rep a personal, trackable coupon code 
to share with customers for online purchases 

• Update reps on changed promotions, 
strategy, and buying seasons.



HOW TO KEEP REPS ENGAGED WHEN RETAILERS ARE CLOSED?

• Encourage reps to stay active in the Industry 
and community – pay attention to open 
businesses and new methods of getting product to 
the consumer

• Create helpful content reps can provide retailers

o Product imagery and descriptions to support 
their website

o Pre-written promotional/copy for them to 
share on social



HOW TO KEEP REPS ENGAGED WHEN RETAILERS ARE CLOSED?



HOW CAN I PROMOTE 
MY COMPANY AND 

DRIVE REVENUE?



HOW DO I KNOW WHAT/WHERE TO PROMOTE?
Match Content to Consumers’ Interests Using Data

• Focus efforts on engaged channels 

• Review website performance – what pages and products are users browsing most? 

• Review website search terms to see if trending keywords have changed 



v

SHOULD WE STILL PROMOTE HOLIDAYS/SPECIAL DATES?

• Review buyer and search behavior to gauge audience interest

• Update campaign copy/themes to not promote irrelevant items (ex: in-person specials; display ideas)

• Consider how events will change (ex: baby showers cancelled, but guests still send gifts)

Still Popular? Promote Mindfully



HOW CAN I SUPPORT RETAILERS FACING STAY-AT-HOME?

BE FLEXIBLE

• Allow customers to delay ship dates

• Offer free order cancellations for retailers with closed stores

• Offer credits toward future orders, instead of refunds

• Extend terms and credit lines

• Re-evaluate order/re-order minimums and accepted methods of 
payment

• Look into supporting drop shipping retailers

• Reduce order minimums



IDEAS/CAMPAIGNS TO DRIVE REVENUE?

• Run a Virtual Market event on your 
website – introduce show specials to 
mimic traditional markets

• Consider investing in your e-commerce 
website, selling on Amazon, or targeting 
B2C 

• Boost your loyalty program with double 
points/incentives for online orders.

• Try “Buy Now, Pay and Ship Later,” dating 
promos, and shipping/freight discounts.

• Promote easy to ship items to encourage 
customers gifting or reselling your 
products.

• Try an Overstock After-Season sale – sell 
excess seasonal inventory at great margins 
to support customers, while driving traffic 
on your website 



BEST SOCIAL MEDIA TO COMMUNICATE/REACH CLIENTS?

• For prospecting, Facebook and Instagram 

• For networking, LinkedIn

• Humanize your brand. Share photos. Respond to 
comments and questions

• Create content: design inspiration, work from home 
tips, or anything helpful to your retailers

• Test promotions, copy, and imagery on social, and 
apply learnings to email, PPC ads, or your website 

• Run a Question and Answer on Instagram story



HOW CAN I PLAN FOR 
THE FUTURE?



HOW CAN I PREPARE FOR THE REBOUND IN SALES?

Get a head start:

• Analyze marketing performance to identify future optimizations 
and campaigns. 

• Create or clean up your marketing/editorial calendar 

• Create new content to get ahead of future seasons 

• SEO optimization: update product names/descriptions and older 
content for important keywords and SEO best practices

• Run diagnostic and quality assurance (QA) testing on website 
and email code



NEED HANDS-ON HELP?

14399 Penrose Pl #450
Chantilly, VA 20151

Contact us:

facebook.com/whereoware

@whereoware

Follow us on:

sales@Whereoware.com

THANKS FOR WATCHING!

Email sales@whereoware.com to set up a 
free 30-minute consultation with a digital marketing expert.
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