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Marketing
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Marketing Ideas
 
Let’s be specific about marketing.  “Dean, how about a list of some marketing ideas for the small 
business”, was a reader’s suggestion for this column for today.  So, I dug out a few notes and thoughts 
and here they are.  
 
Last week I stated that the reason we “market” is because in order to succeed, entrepreneurs must 
attract and retain a growing base of satisfied customers. Marketing programs, though widely varied, are 
all aimed at convincing people to try out or keep using particular products or services. But how do we 
do that on a day to day basis?  OK, here we go…
 
First, let’s start with some general marketing ideas:
ü      Never let a day pass without engaging in at least one marketing activity.
ü      Determine a percentage of gross income to spend annually on marketing.
ü      Set specific marketing goals every year; review and adjust quarterly.
ü      Maintain a tickler file of ideas for later use.
ü      Carry business cards with you (all day, every day).
ü      Create a personal name tag or pin with your company name and logo on it and wear it at 

high visibility meetings.
 
Last week I wrote about “Target” marketing.  Here are some more specific ideas:
ü      Stay alert to trends that might impact your target market, product, or promotion strategy.
ü      Read market research studies about your profession, industry, product, target market 

groups, etc.
ü      Collect competitors' ads and literature; study them for information about strategy, 

product features, benefits, etc.
ü      Ask clients why they hired you and solicit suggestions for improvement.
ü      Ask former clients why they left you.
ü      Identify a new market.
ü      Join a list-serve (e-mail list) related to your profession or your target market..
ü      Participate in a blog that serves your target market.
 
Have you updated or added to your product or service recently?  How about:
ü      Create a new service, technique, or product.
ü      Offer a simpler/cheaper/smaller version of your (or existing) product or service.
ü      Offer a fancier/more expensive/faster/bigger version of your (or existing) product or 

service.



ü      Update your services.
 
What are you doing to educate your customers and potential customers?  You could be a resource.  
Your are the best source of information for your products or services.  How about:
ü      Establish a marketing and public relations advisory and referral team composed of your 

colleagues and/or neighboring business owners;  share ideas and referrals and discuss community 
issues. Meet quarterly for breakfast.

ü      Create a suggestion box for employees.
ü      Attend a marketing seminar.
ü      Read a marketing book.
ü      Subscribe to a marketing newsletter or other publication.
ü      Subscribe to a marketing list-serve on the Internet.
ü      Subscribe to a marketing usenet newsgroup on the Internet.
ü      Network through a professional media structure like LinkedIn.
ü      Train your staff, clients, and colleagues to promote referrals.
ü      Hold a monthly marketing meeting with employees or associates to discuss strategy and 

status and solicit marketing ideas.
ü      Join an association or organization related to your profession.
ü      Get a marketing intern to take you on as a client; it will give the intern experience and 

you some free marketing help.
ü      Maintain a consultant card file for finding designers, writers, and other marketing 

professionals. Hire a marketing consultant to brainstorm with.
ü      Take a creative journey to another progressive city or county to observe and learn from 

marketing techniques used there.
 
OK, I have run out of space for today’s column.  If these thoughts are helpful, let me know and I will 
continue with a few more ideas.   Remember that you can learn more about marketing your small 
business, by contacting America’s free and confidential source of small business mentoring and 
coaching. 
__________

Dean L. Swanson
South East Minnesota SCORE
c/o Rochester Area Chamber of Commerce
220 South Broadway, Suite 100
Rochester, MN 55904
*Dean is a volunteer SCORE Counselor.
__________
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