What You Need to Know About

MARKETING FOR SMALL BUSINESSES

Regardless of what type of business you have,
chances are that there's a lot of stiff competition in
your area. Designing and executing a great marketing
strategy can help you stand out from the crowd and
show customers your value and why they should
choose you over all the options that they might have
with your competitors.
As a start-up or small business, most of you reading
this are working with limited or set budgets. To make
the most of your budget, you’ll need to understand
how to market your business with laser focus and
how to optimize your strategy to make sure that
you’re spending your dollars effectively.
This guide will help you understand how to get
started on establishing a strategy, and where and
how to allocate your budget in order to meet both
your short-term and long-term goals.
Whether you’ve just launched your business or you
already have established customers, there are always
ways to make your marketing more effective and
show your target market that you’re the obvious
choice. Let's improve your marketing plan and
explore new channels you may not yet be familiar
with!

GETTING STARTED
GOAL

Things You Can Do
This Week

Things You Can Do
This Month

Things You Can Do
This Year

To get the results you desire from your marketing efforts, you need a plan. Keeping your
marketing plan simple, clear, concise, and focused on results will help ensure your methods
will work and you will follow through with them. As a business owner, you're probably wearing
quite a few hats. One trick to keep your marketing plan simple is to build it in three partsweekly, monthly, and yearly- so you can keep focused to execute both short and long term
goals.

THINGS TO CONSIDER WHEN
CREATING YOUR PLAN

UNDERSTAND WHERE YOU ARE AND WHERE YOU WANT TO GO
Different situations and businesses require vastly different marketing plans. A boutique that’s
set to open up soon will most likely focus on making sure that they have a successful grand
opening to attract many new customers. A boutique with a well-established customer base
will most likely focus on how they entice their existing customers to come back. In any
scenario, you need to be focused on your customers and their wants. Take some time to
analyze where your business is now and what goals you’re trying to accomplish. Then, decide
how to make those goals a reality. This will help you understand where you can best focus
your efforts and budget for maximum impact and ROI.

SET CLEAR AND DEFINED GOALS
Once you determine where you are and where you are headed, you'll need to establish clear
goals and how you will measure progress. Having metrics to analyze progress will allow you to
have something to aim towards. Be ambitious- but also realistic. As we stated before,
sectioning out the goals that can be achieved this week, this month, and this year will help you
stay on track. Weekly or monthly goals should be well-defined with a clear path for success.
These short-term goals should all work to support your overarching ambitious long-term goal.
Make sure that you choose a goal that is high, but still in the realm of possibility to keep
yourself and team motivated.

IDENTIFY YOUR TARGET MARKET OR IDEAL CUSTOMER
Too often, small businesses neglect to put time into establishing their target market, leading them to waste
time and money as they seek out potential clients/customers. Buyers have specific traits, characteristics,
and situations. Defining these allows you to tailor your message to your ideal buyer and showcase this
message where your market hangs out, using words and enticements that specifically speak to their needs.
To segment potential customers into a target market, you need to answer the following questions:
- How old is your ideal customer?
- How much money do they make?
- Is your product or service most suitable for men, women, or children?
- Are they homeowners?
- Where does your target market shop?
- Where do they live?
- What type of education do they have?
- What problems, needs, or wants do they have that your product or service will fill?

The more you understand about whom you are trying to sell to, the more you can cater your
marketing efforts to the right audience. You'll know where to find your ideal customer and will
be able to get your business in front of them.

DETERMINE YOUR BUDGET
Your marketing budget consists of both “soft” and “hard” costs. Not every marketing effort has
a “hard” cost. Some have "soft" costs, or an opportunity cost, like listening to customers. Soft
costs do not cost money but do require you to invest your time and effort. Make sure to
evaluate how much time you have to spare on your marketing efforts. When it comes to
spending actual dollars, or "hard" costs, be realistic about what you can spend on your
business comfortably. Once you determine what you are willing and able to spend, set a goal
based on what you’re looking to get in return for that amount of money . Not all businesses are
the same so it’s important for you to determine what you are comfortable with and not spend
too much money on campaigns that you can’t afford.

TAKE ADVANTAGE OF THINGS YOUR COMPETITORS AREN'T
Take note of the areas and services where you see your competitors picking up business, and
then determine the areas and services they are ignoring. These areas with a lack of competitor
presence or lack of service offerings are a great opportunity for you and could give your
business a competitive edge.

MARKETING STRATEGIES TO
CONSIDER
While not all of these strategies may be right for your business’s budget or goals, all of them are strategies that you should
consider.

GOOGLE MY BUSINESS
Your Google My Business listing is most
likely the first impression your customers
will have of your business. Your listing is the
profile that appears on the right side of the
customer’s screen when they do a Google
search for your business.
You need to claim your Google My Business
profile. This is an easy, FREE process that
will allow you to make changes to your
profile. Uploading high-resolution photos
and having up to date, accurate information
including address and contact information
will help people choose your business.

ORGANIC SOCIAL MEDIA
Make sure your social media platforms are
optimized and you are active on them. New
studies suggest that customers are
significantly more likely to buy from a brand
if they are following them on social media.
Make an effort to be responsive and
engaged with customers who reach out to
you on any platform. Post meaningful
content that resonates with your target
audience while staying true to your brand's
look and feel. Having a consistent brand fed
to your customers will establish brand
recognition, eventually aiding in your
customers trusting you and viewing you as a
go-to in your industry. Just make sure you
are keeping your expectations realistic, as
social media can take some time to nurture.

CONTENT MARKETING
Publishing content such as blogs, podcasts,
webinars, and videos is a great way to build
trust over time and establish yourself as an
expert in your field. Be sure to provide
valuable tips to become a trusted source
and eventually your audience will become
your clients. The hardest part of content
marketing is that it takes time to see resultsso be patient! You can't build and audience
and gain credibility overnight. If you need to
attract customers quickly, content
marketing is not the right strategy for you.
However, content marketing does not
require you to pay money when potential
clients view your posts or videos. Though it
is a slower process, content marketing can
be more cost-effective than a strategy like
Google Ads for businesses on a tight budget.

GOOGLE ADS

When you search for a service on Google, you’ll
probably notice a few results that are marked
“Ad” at the top. This is a Google Ad. These ads
put your business in front of customers who are
looking for relevant information using
keywords and specific parameters. Google Ads
are a great option for small businesses who are
willing to spend money to get in front of their
audience. Google Ads can get complicated if
you’re bidding on a lot of keywords, so start
small with just a couple, analyze your results,
and adjust accordingly. Because these are
pay-per-click, your budget is spent every time
someone clicks on one of your ads, so be
careful to keep a close eye on how much you’re
spending.

FACEBOOK ADS
Facebook allows you to allocate a budget for
paid advertising- putting your business in front
of potential new customers. These ads will be
seen as they scroll down their news feed. You
can create hyper-targeted, custom social ad
campaigns designed based on objective
and boost highly-engaging posts to maximize
reach to target market.
A few things to keep in mind before running
Facebook Ads:
- How many people who come into your
business actually buy?
-How profitable is their first purchase?
-How many of them come back and how often?
Facebook can get folks to walk into your
business, but if your don't know the answers to
these questions setting an appropriate budget
may be diffiuclt.

ONLINE REVIEWS
A survey by BrightLocal revealed that 88% of
consumers trust and rely on online reviews as
much as personal recommendations, despite the
fact that most online reviews are posted by people
they don't know. This means that neglecting to
offer reviews could alienate 88% of your buying
population or potential clients.
Utilizing company reviews has many benefits
including:
- A positive effect on your company’s organic
search rankings in search engines
- Higher click-through and conversion rates
- Building a trusting relationship with potential
customers
- Improving landing page conversions
- Customer feedback, negative or positive, can help
improve your business
A strong online reputation will help make all of
your marketing efforts more effective.

TIPS TO MAKE YOUR MARKETING
MORE EFFECTIVE

Have a strong online presence and
reputation.
It’s been estimated that 97% of search engine users
search online to find a local business. Regardless of
how a potential client heard about you, chances are that
they are going to Google you. Make sure everywhere
that your business is listed has accurate and up to date
information. Optimize your website and emails for
mobile devices. Even the best marketing strategy won't
be effective if you aren't easily found online or your
information is inaccurate.

Sweat the details.
When it comes to marketing, details are crucial. A typo
or a grammatical error can leave a potential customer
with a bad impression of your business, especially if it's
their first interaction with you. If you’re not detailoriented when it comes to your own marketing copy,
people might get the mistaken impression that you’re
not detail-oriented when it comes to delivering quality
services as well and will advert from using your service
or buying yor product.

Remember your existing clients.

Be persistent and patient.

Studies show that there’s a 60-70% chance of selling to
an existing customer, compared to only a 5-20% chance
of selling to a new one.

Show up for your business every day. Take small steps
to achieve big goals. Making steady, incremental effort
will yield results- but be patient. Though spending
money on paid advertising can lead to immediate
results, it can take time to see results from other
strategies such as content marketing. While it may be a
longer process, building loyal audiences through content
is still an effective strategy and important to position
yourself as an expert. Don't get frustrated if you don't
see results right away- they will come!

When you think of marketing, its easy to think about
how to attract new customers to your business. But,
your existing customers already trust you and have a
level of familiarity with your brand. As long as they had a
good experience, they are likely to keep purchasing
from you.

Are you still struggling with
creating a marketing plan that
will work for you?
Marketing can be confusing, and
determining where to spend your
money and time to yield the best
results can be intimidating.
We offer 1:1 Training to help you
determine an effective strategy you
can implement on your own. Or if
you want us to take your marketing
over so you can focus on your
business, we offer monthly
marketing packages and services.

BOOK YOUR SESSION TODAY

Connect@Slantics.com
614-929-9118

