
Taking Your Business Idea To The Market
 

In the last SCORE Column, I stated that “Commercial success is not defined as a good 
idea, but as the ability to make a profit on the idea.  Your early efforts to bring an idea to 
market must be focused on answering that key question of can my idea make money?”  
The next step in this path to success is to be able to effectively bring that new business 
product or service to the market place.

 

You’re excited to spread the word about your business. But how can this be done in an 
effective manner?  The process can be daunting, so let’s break it down into some 
marketing “must-haves” to help you successfully brand and promote your business. I 
was reminded about these from a company by the name of Vistaprint that provides 
business owners with quality, affordable printed and digital marketing products to help 
them look professional and promote their businesses.

Here is a list of some of those “must have” suggestions for your marketing tool kit: 

1.     A brand identity

2.     An elevator pitch

3.     Promotional tools

4.     A social network

5.     An experienced mentor

 

A Brand Identity: The key to great marketing is asking the right questions. What 
exactly are you offering and who will you offer it to? Understanding these simple 
questions will help develop your brand, which is the first step to marketing your 
business. Think about a brand as the story that informs who you are and what you want 
to be known for. Will you be a company with outstanding customer service? Or will you 
be known for high-quality products at a great value? Everything that shapes the public’s 
perception of your business is part of your brand identity, so all of your marketing 
efforts should build and promote the story you want to tell about your business.

There are 5 elements you should consider when you start to build your brand identity:

Description: How do you define your business? What is your product or service?

Audience: Who are you specifically trying to connect with? New moms? Urban 
professionals? Small business owners?



Customer needs: What are your customers looking for in a product or service? What is 
most important to them? And what are they looking for beyond just the product or 
service you offer? Is it a great price? The best quality? One-on-one support?

Key benefits: How will you fill a need or solve a problem? What is the most important 
thing you offer your customers?

Key differentiator: What makes you different from the competition? Why would a 
customer be better off doing business with you rather than your closest competitor?

Once you’ve answered these questions, you will have defined your position in the 
marketplace and be able to answer the most important question about your business – 
why should customers buy from you?

 

Next week, I will give some suggestions on the remaining four marketing “must haves”.
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