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What is marketing?

· It’s everything from concept, to sold, to follow-up.

· Marketing includes all of the following:

A) production of product/service.

B) Price.

C) Packaging.

D) placement/distribution.

E) People.

What is ‘Marketing in A Tough Economy’?

· Basically not giving up on marketing because now is when you need It the most.

Marketing using ‘RUDUM’

· Research your business market information.

· Understand your customer, competition and industry.

· Develop accurate market information to facilitate more effective and efficient marketing (advertising) campaigns. Be more competitive!

· Utilize the proper tools to successfully market your product and/or services.

· Measure how your marketing strategies are working to fine-tune your marketing approach, save on costs and maximize your profits!

Research to understand:

· Research will help you to:

A) define your business

B) define your customers

C) define your plan and budget

· Understand to develop and utilize:

A) Understand your customer.

B) Understand your competition.

C) Understand your industry.

Do you know your customer?

· Who are they?

· What are their basic needs vs. wants?

· What’s in their psych?

· How do you find them?

· Narrow down who your customer is to 2-3 target markets.

· How do you keep them happy?

A) Know their needs and wants.

B) Collect information (keep data base, follow-up, stay in constant contact, ask questions, survey, research).

· Market pull vs. market push

A) Relationship must benefit both you and the customer!

What is your competition doing?

· Know who they are.

· Keep them close.

A) How about a partnership? Big corporations do it.

· Learn from your customers.

· Secret shop.

· Don’t be afraid to change.

What is taking place in your industry?

· What trends are taking place?

A) Information can be found in different areas.

Develop:

· What your image and brand is going to be.

· What words, images  and sounds you are using with your current and potential customers.

· Based on what you know about your customers, analyze what customer service and sales processes you already have in place.

A) These have to be top notch!!

Develop a simple marketing plan, defining:

· What makes my business unique.

· Where my primary customers are and what they want.

· What benefits I provide.

· Who my competitors are and why I am better.

· That my price covers costs and provides a profit.

· How my business will be promoted.

· What my sales and service plans are.

· Why customers will buy from me.

· What mu budget is in terms of time and dollars.

Determine:

· What terms you are using.

· What tactics you are using.

Utilize tools

· Traditional
newspapers, magazine or Yellow Pages advertising; radio or television advertising; direct mail; telemarketing; public relations, such as community involvement, sponsorship or press releases, ads in trade/professional journals, directories, or brochures; networking- membership in professional/trade business associations, donating/volunteering, attending meetings, giving lectures/seminars/workshops, teaching, free media exposure, newsletters, business cards, etc.

· New tools
A) Email (both personal and professional)

Business Email should be totally professional; develop a signature for your Email that is informational.

B) Website ( not hard to do or costly and is an excellent way to show rather than to    tell)

C) Social media (Twitter, blogs, Facebook, Linkedin, Youtube)

See definitions of each in Wikipedia.

D) Other tactics (membership rewards, subscriptions, bundling products/services, pricing, referral incentives, etc.)

Measure:

· How your marketing strategies are working.

· Fine-tune strategies, as necessary, to save on costs and maximize profits.

· Determine how customers learned about you.

Bottom line:

· Environment is extremely competitive and tough.

· Be ready for challenges, by being on top of trends and innovative, plus adjusting quickly.

· Always remember
Time + Talent = Treasure
Best ways to increase chances of success:

· Make a commitment.

· Cross promote.

· Have a plan.

· Be constant and consistent.

· Don’t be alone.

· Use available resources.

· Network, Network, Network!!

