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The author and publisher of this eBook and the accompanying materials have used their best efforts to ensure the accuracy 
of the information within said materials was correct at the time of publication. The author and publisher make no represen-

information contained in this eBook is strictly for educational purposes. Therefore, if you wish to apply ideas contained in 
this eBook, you are taking full responsibility for your actions.  The author does not assume and hereby disclaims any liability 
to any party for any loss, damage, or disruption caused by errors or omissions, whether such errors or omissions result from 
accident, negligence, or any other cause. 

All links are for informational purposes only and are not warranted for content, accuracy or any other implied or explicit 
purpose. 

No part of this eBook may be reproduced or transmitted in any form or by any means, electronic or mechanical, including 
photocopying, recording or by any information storage and retrieval system, without written permission from the author.

© 2016 Melissa Forziat Events. All rights reserved.   First Edition 



   SMALL BUSINESS MARKETING ON A BUDGET WORKBOOK      3

About the Author
Melissa Forziat is the founder and principal of Melissa Forziat Events, an events and marketing consult-

A competitive artistic gymnast for 18 years, she faced “retirement” at the age of 22 and did not like it.  
Finishing her journey as an athlete, Melissa decided to stay involved in sport in another way.  This led 

Through this work, Melissa developed a core understanding of how to create and represent a brand.  

version of the knowledge she had gained on the world stage.  It became clear that small business own-

in managing their marketing and events in a smart, strategic manner.  Melissa is driven to help small 

guide them through the action steps of the journey.  The most rewarding part of her work is seeing the 
way her clients’ lives change as successful marketing yields business growth.
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A Note from Melissa 
Marketing a business is not an easy task. It is even less so when you feel restricted in the resources you 
can invest towards marketing activities. And aren’t most business owners in that situation when they 
start a business?

It is a rare occurrence indeed for an entrepreneur to launch a business from a position of abundance, 
happy to angel invest in all the start-up costs and marketing campaigns necessary until the balance 

marketing advice out there does not take into account the very real decisions small business owners 

Let’s talk about you. You wear multiple hats in your business. You pour personal funds into start-up 
costs. You need to start seeing returns so you can pay the bills.  Then a fancy “marketing expert” tells 
you to pump oodles of money into the new-kid-on-the-block marketing platform and you end up seeing 

-
tomers with your message. 

I appreciate that you have taken the initiative for your business. The act of investing in this workbook 

Marketing on a Budget eBook, most of these marketing methods require time and effort to get them 
across the line. 

I believe in working with people who are looking to move forward. The ideas presented here can only 
make you money if you put energy into carrying them out. The fact that you are taking the next step 
and investing in this workbook tells me that you are ready to roll up your sleeves and start implement-
ing the suggested tactics for your own business.

In creating this workbook, I went back through each section of the eBook. I asked myself what exercis-
es you would need to go through and what resources you would need to have in order to activate each 
marketing approach for your business.

are getting stuck, but you see the value in that marketing method for your business, I encourage you to 

you make money and clients from these exercises.

I know I have already reiterated the boring term and condition once, and I am about to do it again. I 
ask that you not share or distribute the eBook or workbook without my permission. A huge amount of 

eBook series, I encourage you to share the sign up page so they can get their own copy.

brainstorming and applying these strategies to your own business will help you do exactly that. 

 
Melissa
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 BUILDING REFERRALS 

1) Tell your family and friends
In order to tell your contacts about your business, you need to know to whom you should reach out and 

Exercise 1: Brainstorm Your Contacts

This is a simple exercise to brainstorm your contacts. You do not need to make decisions in this moment 
about who you will contact and how. This is a process to jog your memory of all the people who are or have 
been in your life.

Not every advocate for your business is going to be someone who you currently have on speed dial. There 
may be people on this list with whom you have not spoken in a while, and that is okay. In fact, there may be 

with whom you have lost contact who are actually interested to regain contact. Or others who have their 
own business or appreciate small businesses and feel more connected to you through learning about your 

not limited to the number of lines on this page.

Family:

Immediate Family (Nuclear):

Step-Family:

In-Laws:

Extended Family:

Aunts:

Uncles: 
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Nieces:

Nephews:

Friends and Other People You Know:

:

Work  
.

 

School  
:
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Networking Groups/Events 
: 

Hobbies 
: 
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Childrens’ or Caretaking groups 

: 

Category 1:   

  

Category 2:    

 

Category 3: 

 

Stores, Health Providers, or Service Providers 
: 

Category 1:  

Category 2: 

  

Category 3: 

 

 

Travels 
: 

Category 1:  
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Category 2:  

Category 3:   

 

Neighbors:

 

Childhood Friends:

Other:

Social Media Connections :

there are any others to add to the previous categories. If not, add them here:
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Exercise 2: Classify Your Contacts

You have already gone through the step of remembering and writing down your contacts. Now, let’s try 
organizing them in a different way. 

Just because you know people from the same place does not mean that you have the same depth of 

out to people with targeted messages based on the level of contact you have with them. Organizing 
your list in this manner allows you to have two options for structuring your outreach: By how you know 
the contacts or by how closely you know them.

This exercise involves taking all the names you wrote down in Exercise 1 and putting them into one of 

· The Inner Circle
your day-to-day life.

· Close Friends and Relatives
of what is going on in your life, but not everything.

· Acquaintances 

· Contacts 

· Distant Friends and Relatives

The Inner Circle 

Close Friends and Relatives 

Acquaintances 

Contacts 
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Contacts Cont. 

Distant Friends and Relatives 

Now that you have been through the process of writing down and classifying your contacts, I am sure 

write to a close personal friend is certainly not what you would write to someone you talk to once every 
few years.

If there are people on the list who you are actively not reaching out to, then by all means do not reach 
out to them. If there are people who are on – let’s say – a list of distant relatives and the last time you 
saw them they were pinching your cheeks to tell you how cute you were, then perhaps you never had 
much of a connection to follow up with here. Use your discretion.

The Inner Circle

speak in shorthand. They have probably been living the saga of your business with you. Your key objec-
tives in your outreach with them now:

· Inform them of the key details to know by heart. You want them to tell people the correct business 
name and correct mission when they bring it up in conversation.

· Make sure they have the right links for any website, social media, or other tools that you have.

· Consider giving them business cards

gift under their own name. 

· If you are able to give them a sample of what you do, go ahead and do it. Enabling them to have an 
experience with your business will give texture to their language when they describe you to others.

You are not just trying to tell them about your business. You are trying to give them the tools to become 
ambassadors for your business.

If you feel squeamish about asking your closest contacts to support you like this, just remember that 
this does not have to be a hard sell. Offer them a sample of what you do, and you automatically give 
them something to talk about. Or preface your message with “Just in case you run into someone who 

the most correct information.
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Close Friends and Relatives

As much as you can, try to do one-on-one outreach here by phone, email, or in person. If you do a mass 
message to this group, it will detract from your ability to tailor the message with any thoughts about 

personalize the name, here is a base template to use:

I can grow my customer base and get more of the work I love.

or

2. I wondered if you would want to sample my services/product? I would love to get your feed-
back.

(note: once you give them a freebie, you can go further with your ask. This plan gives you time to 

Acquaintances

This group may include people you see often but do not talk to in depth (such as book club friends, 

The Acquaintance level can be the land of missed opportunities. This is probably a larger group than the 

actually have little or no idea about your endeavors.

This group is worth some attention. They are close enough to you that they may be more likely to care. 

are doing. Acquaintances are warm leads just because of their connection to you, and they can be 
immediately impactful.

The volume of outreach here is likely going to be higher, so you may not have the bandwidth to tailor 

I wanted to update you with an important personal message. You are one of the people in my life 
that I want to make sure has all the details on this, but we just haven’t had enough time for me to 

-
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1. If you ever want more information about this, let me know. I would love to chat with you about it.

Contacts

The people you know at this level are right at the edge. You see them infrequently. You probably do not 
have a ton of contact with them when you do see them. There may be a big spectrum of awkwardness 

off your email list. 

who know you and think quite well of you even though they have not had much chance to build the 
-

-

Your email client likely has a limit on how many emails you can send per day, so if your list grows past 

For as many people as you want to include in an email, do a simple outreach message:

I am reaching out with an announcement. I thought about the people I wanted to update, and it 
was important to me to connect with you about this.

I am so proud to be doing this work, and I am experiencing all 
the wonders and challenges that come with small business 
ownership.

I am always happy to chat about this, but if you prefer  
to read more, here are some great resources: (links to  

I appreciate any support from those who are keen to like  

 
forward to seeing you again soon.

Remember:
There will be people who 

are not interested. Keep 

moving. Getting bogged 

down in their lack of in-

terest or support is no-

where near as important 

as celebrating the people 

who care about you and 

your work. Your goal is to 

run with them!
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Distant Friends and Relatives 

The people you have put on this list are here for a reason. You may have no working connection with 
this group, in which case you are welcome to hang onto this list for a rainy day without doing targeted 

Resource: Sample Facebook and Twitter Posts

particular. 

A built-in feature of social media is the social proof it provides. As your friends start to react to and like 
your post, other people will see it and see how popular and important your message is. It will make 
people take a second look who might not have done so otherwise.

If you are interested to use social media in this way, here are a couple of post templates to use:

Facebook or LinkedIn: 

or similar online resource with a wealth of information. If it’s a social media page, ask them to fol-

Twitter:

such as a blog, website, or a social media post on a platform such as Facebook that allows you to 

2) Recruit Marketing Partners
One of my absolute favorite methods of increasing marketing reach is this strategy of recruiting mar-
keting partners. The idea is that you are creating a win-win relationship through cross-marketing in 
which each partner can get exposure to the other’s audience. If you are both dialed in to exactly who 
your target markets are and those target markets are in alignment, a partnership like this can create an 
exponential increase in your audience for hardly any additional budget or time investment. The key is 

Exercise 1: Identify Your Target Markets

-

If you have never been through an exercise to identify your target markets, drop everything and do this now. 

Whatever money or time you spend on marketing is wasted if you are not reaching the correct peo-
ple with it. If you are purposely casting a wide net you may not realize the true result is that no one is 
being cued to pay attention to your message. If you want to get your friend’s attention, you would call 
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Resource: Relevant Social Media Blogs from Melissa Forziat Events

Resource: Upcoming eBook!

For those of you interested to learn more about best practices for social media marketing, I am excited 

Are you on Facebook and looking for support with your page? I have a couple of recommen-
dations for you. First, if you want to meet a community of small businesses owners who are 
engaging on each other’s pages on a weekly basis, come to my page and check out the “Fan 

Join

I am active on Facebook and would love to talk with you if you need support on building your 
Facebook strategy. I have aggressively pursued all of the lessons that Facebook marketing can 

11) Small Business Marketing on a Budget” Private Coaching

stuck on some questions that are preventing you from moving forward? 

to apply basic principles, even when it is clear how to apply those lessons to others’ businesses. If this 
is happening to you, it is a normal phenomenon. That is why we go to friends for advice and to coaches 
for input.

I know that part of the appeal of this book is that it provides affordable marketing support. As you go 

in the workbook. 

are already working on and get you over that next hurdle. Our objective is to unlock a new level of prog-
ress so you can keep moving forward in your own marketing plan. 
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SPECIAL OFFERS:

Discounted 30-minute session: $47

one-on-one support from me to help you advance.

Two-on-One 30-minute session: $67

Are you working through the workbook with another business owner? You and your colleague can split 

hearing different kinds of tips for their business – which very well could be relevant to you later on.

New to Business package: $185

the target markets you want to reach, the message you need to send them, and then how to market to 
them. You and I will determine the pace of these sessions based on where you are with each step, and I 
will walk you through a logical marketing plan to guide your business to success.

Sponsorship Marketing Master package: $185

sponsors for your marketing event? There is a particular dance involved in negotiations between spon-
-

ate a win-win relationship. In two one-hour sessions, you and I will talk through the types of partners 

List Builder Pro package: Price Per Lead

The longer your targeted list is, the more earning potential you have from it. BUT you have to have the 
time and computer smarts to build it. If you see the lifetime value in a new outreach list of thousands of 
people in your target market, but you do not have the bandwidth to create that list now, let me help you. 

Social Media Strategy Boost: $137

Are you trying to navigate the mysteries of social media? Uncomfortable with the number of followers 

schedule makes sense for you. Establishing your purpose on social media is a huge step towards social 
media success.

As you consider your threshold for investing in coaching, just remember the potential revenue that 
awaits from implementing even one of these marketing methods effectively. Think about how many 
people you will reach with the tactic you are working on and how many sales you would need to make 
at your price point to earn back your investment. There is potential to make hundreds, thousands, and 
tens of thousands of dollars from a smart marketing campaign. It is within your grasp right now.
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you to take action on the ideas of the eBook that are most valid for your business and will now allow you 
to grow your business and your audience within your budget.  

effort into applying this marketing advice to your business, and I look forward to learning how it goes 
for you.  I encourage you to reach out to me directly or even join in on other conversations happening 
every day on the Melissa Forziat Events Facebook page.

I wish you much success in acquiring new customers, retaining old customers, and making more money 
-

Melissa


