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What is successful marketing?
Successful marketing means you will :

· Attract new customers

· Have existing customers spend more per purchase

· Have existing customers  spend more often

 And, yes,  there are subtle nuances involved in how and when to go about this but the fact is: Customers = business

It’s true that without customers you don’t have a business but also beware there are ‘must have’ customers and those that you should avoid.  Not all customers are equal.

Successful marketing is also dependent on strategic marketing.

When the term marketing is mentioned thoughts often spring immediately to brochures, websites and advertising which I will refer to as tactical marketing.  The analysis and planning that precedes tactical marketing is known as strategic marketing and is essential to the success of your marketing activities.  I will go as far to say that if the strategic marketing planning has not been undertaken you will be wasting time and money in going ahead with any marketing you may be planning.
In the column to the right are some of my favourite definitions of marketing but I can make it even simpler by saying that the purpose of marketing is 

· Providing the right product

· At the right price

· At the right place/time

· To the right customers

· At a PROFIT to your business
That sounds easy enough but it requires significant planning to achieve the desired result.
How I will help you

We will develop a strategic marketing plan to ensure your marketing hits the spot with your [image: image4..pict]customers and gives you good return on your investment in time and money.  I will also try to keep it as marketing jargon free as possible!  Your time and effort should be spent in running your business and developing your products and services, basically doing what you’re good at.  My expertise is marketing and I will become your virtual Marketing Director to help you grow you business and find the right customers.    I will work with you and provide you with a marketing plan tailored for your business.  
What’s in the plan?

As promised I’ll try and keep your plan as free of marketing jargon as possible!  So let’s take a look at the 7 steps of the marketing plan. 
You will note that I’ve placed customers at the centre of the process.  In today’s competitive markets it is necessary to build real relationships with customers and nurture them to become loyal and spend more,  and more often. 

How will we work together?
As with all working relationships there will be a mixture of meetings, phone calls and emails.  I suggest the following steps:

· Initial meeting to understand your business and marketing needs

· Collation of market research from you and any extra required

· Analysis and planning stage

· Produce marketing plan

· Advise on implementation of plan 

· Telephone contact to check progress
What next?
I suggest you answer the questions in Appendix 1 and then contact me to discuss the best way to create your plan for successful marketing.

I look forward to a successful and rewarding working relationship.

Appendix 1

20 questions to kick-start your marketing

1. What do you believe to be your strengths, weaknesses, and opportunities and threats – in the context of your business?

2. What are your values and beliefs for your business?

3. How do they relate to your brand?

4. Do your customers share those values?

5. Do you have a brand image?

6. Is it consistent and clear?

7. What makes you and/or your product/service different from the rest?

8. What is your ‘elevator pitch’?

9. What do you want to achieve over the next 3 years?

10. What marketing have you done so far?

11. What has worked well/not so well?

12. What market research have you done?

13. Who do you consider to be your target market ie your customers?

14. What is your proposition to that market?  What benefits do you offer them?

15. Where will you find them?

16. Why would they want to buy from you?

17. If your customer is a third party ie shops, galleries – what sort of people visit and actually buy your product?  That is your customer’s customer.  

18. Thinking about your competitors in that market – where do you fit in?

19. What can you learn from them?

20. Have you set a budget for marketing?[image: image1.png]
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7 Step Marketing Plan


Where are you now?
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Action plan 


Is it working?














 7 Ps of Marketing


Product


Price


Place


Promotion


People


Processes


Physical Evidence





‘Marketing is the management process responsible for identifying, anticipating and satisfying customer requirements profitably.’  Source: Chartered Institute of Marketing (2005)





The key to business success is in making sales.  And the key to making sales is in understanding the needs of your target customers and persuading them to buy from you and not someone else. Source:  EnterQuest – website info for SMEs (2005)





“…everything in marketing comes down to one thing: the emotional connections you build between your product and the consumer.” Source: Gail Cork, Fuel4Arts, Australia (2006)

















 

































































For more information please call:


Carole Lomas (ACIM)


07885 417106


carolelomas@btconnect.com
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