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Disclaimer

This book was written as a guide only, and does not claim to be the final
definitive word on any of the subjects covered. The statements made and
opinions expressed are the personal observations and assessments of the
author based on his own experiences and were not intended to prejudice any
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publisher does not accept any liability or responsibility for any loss or damage
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Introduction

| want to personally thank you for subscribing to #meallBiz Marketing Tips
Newsletter This newsletter is specifically written to help all small busiroegasers
grow profits through the power of strategic marketing.

Il t does no tarenha donty employed of g sonlatime business or have a
larger 508person company, the strategies outlined in this book will help you market
your business and increagaur revenue.

There are a lot of sitegies outlined in this guide, so take your timeead through
them all anddentify the ones that will have the most impact on your business.

I n todayods wortl da,n mgankcadsity.rBgsinedsbsiteooffer
more opportunities than ever to market your products and seraiwe$o find out
exactly what it is your customers want (You do have a business website, right?)

These strategies are not listed in any particular order so feel free tanjuvherever
your interest leads.

| wish you the best of success in growing your business and, as a valuable customer,
encourage you toontact me through my websitgth any questions you may have.

Hereb6s to higher profits for your s mal

e

Corte Swearingen
Integral Marketing Coach
SmallBiz Marketing Tips

Copyright © 2009 Corte Swearingen. All rights reserved. 8
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Section 1
Building Prospect & Customer Relati ons
Strategy #1. Your Cust o me Gaals Come Before Yours

The onlysuccessfulvay to approach a potential customer is with

the honest desire to understand their problems and needs. The
days of the Ahard sell 6 are over
the Web, to control thmformation that comes to them.

To ensur e Yy goalsareanetsypuwsmply ngexl to
repurposeyour main marketing message (also known as your

Value Proposition). Instead of placing the focus on selling,

explain how your product or service willmakeo ur cust omer
lives better Prove it through '8 party testimonials, free downloadable product guides,

tip sheets, and contebhtised newsletters.

What 6s wrong with pPAbsolutelgnothing@s afbusinass on s ¢
owner, your ultimate god5t o s el | . But you caanmupthe sel | u
prospect by showing them directly how they will benefit from your offering.

If you want to meet your business goals, you smyWySTf ocus on your cu
goals first. Many of the strategies in this guide will help you do just that.

Copyright © 2009 Corte Swearingen. All rights reserved. 9
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Strategy #2: Define Your Buyer Personas

T X : = The best way to truly understand the wants and needs of your
| customers is to creay@ur Buyer PersonasA Buyer Persona is
a segment of customers or prospects that share similar
demographics and interests.

One of the most famous personas of all time isSthecer Mom
Another popular persona is tNASCAR Dad? He's the middle
aged working class guy who drinks Pabst Blue Ribbon (or maybe
it's Schlitz) and loves spending the weekends in front of the TV watthhSCAR

racing (and footb&l& professional wrestling too).

While the Soccer Mom and NASCAR Dad may seem almost cartoonish, keep in mind
that they were specifically marketed to by both the Republicans and the Democrats in
past elections.

Break your custmers down into well defined buying categories as best you can. You
don't have to be perfect here, just do the best job with the current data you have.
Buyer persona profiles can contain age, gender, income level, occupation, education
level, hobbies, andnything else you can think of.

Here are some additional resources to help you define your personas.
1. The Integral Marketing SystemModule 2 of thesmall bughess marketing system

shows you exactly how to construct your various personas and why this is important
for increased profitability.

2. The New Rules of Marketing & PRDavi d Meer man Scottodés bo
discussion on the importance of Buyer Personas.

Copyright © 2009 Corte Swearingen. All rights reserved. 10
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Strategy #3: Define Your Unique Value Proposition
Defining yourUnique Value PropositionXVP) is the first
step in clearly identifying how your products and/or services
are different from the competition. If you can't define some
. unique feature or benefit that makes you stand out, your
/ customers may default to the only othetion - price. You
don't want to be forced to play the low price gameen

Cust

omer )
! Value\

when you win, you lose!

You might already have something that makes you stand apart, but if not,ghen it'
time to discover, define, and create a value proposition from scratch. Be prepared to
alter some of your products and/or services in order to support your vision for
standing out.

The first step in creatingunique value propositionis to find out whayour
competitors do well and then find a way to either do it better, or offer a guarantee that
puts you on a completely different level.

Here are a few ways to better understand your competition.

1. Buy from them. | know this might be a bit painfubutting money in your
competitor's pocket, but this is one of the best ways to determine how well they
perform from start to finish.

2. Sign up for their newsletter. Many companies have a regular newsletter they send
out to clients via email. Find the mpetitors that do this and sign up for it. What

types of information are they providing to their customers? Are they offering real
value in their newsletter or are they simply pushing their products?

3.Request your compet it o Raysestpoureanpatitore s and
catalogs and brochures. Study them to find ways you can add value and differentiate
yourself. Does your competitor offer a full year warranty? See if it makes sense for

Copyright © 2009 Corte Swearingen. All rights reserved. 11
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you to offer a 2year warranty. Your competitor offers a-88y moneyback
guarantee? Offer a double moregck guarantee.

Defining yourUnique Value Propositionhelps set you apart from the competition
and communicates your compelling value to prospects and customers.

Strategy #4: Create a Marketing Communicatio ns Folder

When a prospect shows interest in your business, what
do you give them in order to further develop trust and
confidence?

You should be sending them a compleiarketing
communications folder. | recommend a basic two
pocket folder that has notches on one of the inside
pockets for your business
at VistaPrintfor custom folders with your logo on the front.

H e rs evlitat | recormend you include in your folder

1. The Compelling Story 1 Everysmall business owner should be able to tell a
compelling story about their passions artdywhey started their business. A
greatstoryabout why you started your business can create instait Tiny
and craft your story so that it appeals to the emotions, is fun to read, and
provides a sense of passion.

2. The Business Advantage On this page, you will want to summarize all the
advantages of doing business with your company. Communicate your unique
approach, the value customers get when they do business with you, and why
your products and services are the best in your field.

Copyright © 2009 Corte Swearingen. All rights reserved. 12
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3. The Problem Solver- This page should summarize several specific problems
and demonstrate how these problems are alleviated with your products and
services.

4. The Product/Services Summary PageNothing difficult herei simply
summarize the various producservices, and package options you offer and
list the benefits of eacklse bullet points to quickly summarize benefits.

5. The Testimonial Page This is the page that summarizes your best customer
testimonials. A testimonial is proof that you have a tradord of delivering
what you promise. Make sure each testimonial focuses on the specific result
that was achieved to help the customer with their problem.

Feel free to add other things into your marketing communications folder, but the
above items are amdatory.

Any time someone calls or shows an interest in your produssraicesnakesure
yousendtheny our mar keting communications f ol di
trust, confidenceand anopen mindset to purchase

Strategy #5: Market to Your Customer Types

Do you market to all your customers and prospects in
exactly the same way? | f so, i
strategy. Every business has the following four customer

types.

Suspects:Suspects are people ythunk might be

interested in one or more of your product/service offerings.

A suspect has not established any contact whatsoever with your company. When you
define a target market, you have essentiallytecka bucket of suspects. Yayoal is

to get thes suspect customer types to raise their hand and give you permission to
market to them.

Copyright © 2009 Corte Swearingen. All rights reserved. 13
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Prospects:A prospect has made some sort of communication with your company.
Maybe they signed up for your newsletter or called your company to ask a question.
At this point, they have made some type of inquiry HAVE NOT made a purchase.
Your goal is to get your prospect customer types to make an initial purchase.

First-Time Customers:Once a prospect makes a purchase from you, they are
classified as a firsime customer. Your goal for firdime customer types is to get
them to become a repeat customer. In other words, you want to retain them as
customers. It is much easier to markeexisting customers than to prospects or
suspects.

Multi -Buyers: A multi-buyer is any customer that has purchased from you more than
once. Once a customer makes that leap into +buiter territory, the goal is not only

to retain their business, butimove them up to more expensive products and services.
Multi-buyer customer types are your most valuable group.

| recommend creating compelling offefor each of these four basic customer types.
Suspects are at a very different buying stage than prespedtcurrent customers. By
designing a compelling offer for each customer type, you will be able to maximize
profits and turn more prospects into customers.

Creating a Marketing Offer for Suspects

There is really only a single goal for marketing to satpeand that is to convert

them to prospect3.he best way to do this is to offer thémae information that helps
them solve a business problem. If they accept this offer of free information, you have
just converted them from a suspect to a prospecadiyely requesting this

information, they telling you that they are interested in what you might be able to do
for them.

Copyright © 2009 Corte Swearingen. All rights reserved. 14
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Here are some ideas you might use to create a compelling offer for your suspects.

Free report

Free monthly newsletter
Free prodat demonstration
Free seminar

Free book

= =4 4 4 A A

Free guide or checklist

Do you see the common word in the above list? Whatever you pick, it must be FREE.
Your suspects do not know who you are. They have not established any trust with
you. This free offer will behe first step in creating that trust. People don't like to be
sold to and if you simply try and sell suspects before creating this trust, you'll turn
them off. Sure, you may get a few to convert, but you'll get a lot more if you're able to
establish trusand competency with a free offer that proves to these customer types
that you're an expert in your field.

Creating a Marketing Offer for Prospects

Once a suspect becomes a prospect, you will have the confidence to begin marketing
your products and serds in earnest. The key here to create an introductory offer that
has a low enough price point that the prospect feels they have nothing to lose in trying
it out.

This offer must only be given to prospects and not regular customers because it needs
to repesent a substantial savings off the normal product/service price. The point here
Is to provide something of value for a price that is almost too good to pass up.

It is important that your prospects understand that this is a special one/time
introductoryprice so that they may test your product or service with low investment
on their part.

Copyright © 2009 Corte Swearingen. All rights reserved. 15
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Creating a Marketing Offer for First -Time Customers

Your number one goal for firdime customers is to get them to purchase something a
second time. With these custentypes, the barrier is much lower now that they have
made their first purchase commitment but that doesn't mean there isn't work to do.
Ask any company the percentage of customers that purchase a single time and never
make a second purchase. | guaratheg percentage will be fairly high.

The key here is to find additional ways to provide higher end value tdifimst

customer types so that they continue to do business with you. You must find a way to
create special package or service offers that tatéem. This could include special
membership offerings, products and services from strategic partners, or upscale
premium services that are not offered to anyone else.

Selling More to Your Multi -Buyers

Once someone has made multiple purchases fromygow job is to entice them with
high profitability products and services. This means you need to create a portfolio of
product and service offerings that will appeal to these fhulger customer types.

Here are some suggestions.

1. Add accessories to @roduct. See if there are ways of adding additional product
addons or related items. This is a great way to continue adding value after the initial
sale.

2. Attach a special serviceMany companies find they can make large profits by
attaching a servic® a product either with the initial sale or afterword. This could
take the form of special ihouse training programs, maintenance contracts, or even
consulting services.

3. Offer bundled packages.See if there is a way for you to bundle products,
accesaries and services in a fixgutice package. These larger packages can be
extremely profitable and you will be marketing them to your mulers. When you

Copyright © 2009 Corte Swearingen. All rights reserved. 16
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come up with a package, make sure to give it a great name and market that name on
your website andales materials.

If you can find ways of creating additional value for your rrultyers, you will be

able to sell them high ticket items at high margins. Offering discounts to your multi
buyers is not a good strategy. You've built up confidence andattisthese

customer types, don't mess it up by offering steep discounts. Sell them your valuable
products and services at full price!

Strategy #6: Communicate Frequently With Your List

You never know when a prospect or customer is
CQMA,\UM ICATE | ready to pull therigger and make a purchase.
Therefore, it is important you develop a consistent
marketing commuications plan and stick to it.

| recommend communicating to prospects and
- L customers 4.0 times per year. This may sound
Ilke a lot but conS|der this if you have a monthly newsletter, your already
communicating to those registrants 12 times per year!

With a combination of direct mail and email, you can set up a schedule on an EXCEL
spreadsheet that segments your communications by customer type (SusppettPro
& Buyers) and focuses on a compelling ¢aHaction per unique customer type.

|l f you donét have many Suspects on your |
| i st broker that has ebepakingimera &eutthisnin your i
Strategy #23.

Copyright © 2009 Corte Swearingen. All rights reserved. 17
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Strategy #7: Give Stuff Away

The best way to attract new clients and to convert
Suspects to Prospects is to give away quality content.
This meansiot onlyfree content on your website, but
also the creation and giveaway of free downloadable
guides tip sheets, white papers aabdooks This also
includes forms for sending out free product samples or
scheduling a free demo.

The more qualitystuff you give avay, the more trust and
credibility youdl !l buil d aagdressivienarketersr e c | i
give away95% of what they produce in order to sell the remaining 5%. This may
sound like a poor strategy but it has literally made milliondier anillionaire.

My personal recommendation is to give away information in the form of ebooks, tip
sheets or white papei®n the very last page of your download, you can add a little
commercial about your products and services as well as your welBditartdl

complete contact info.

It is also important thatou capture the pers@first name and email address before

allowing them to downloaglour giveawayBetter yet, askhem to sign up for your

monthly newsletter in exchange for the download. Yowbddbn have a mont hl y
newsl et tworyWebDdondtal k about that in the n

Copyright © 2009 Corte Swearingen. All rights reserved. 18
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Strategy #8: Start a monthly newsletter

Rt
c Wl

One of the best ways of building trust and credibility within

your target market is to offerfeee periodic newsletteron

your website. In addition to building credibility, it allows you

to capture your visitoroés name
communications.

There is one caveat to starting an electronic newsletter

must be focused ogenuinely useful contentIf you use your newsletter to simply
push your products and services, youbol |l
primary reason for starting an electronic newsletter gréa andmaintain business
relationships.

While there are many newslettengee providers, there are two | particularly
recommend. Both these services will automatically manage your newdiditery,
including thesignup forms which you will need to place on your website.

1. AWeber Commauicationsi AWeber is considered to be the industry standard for
integrating newsletter campaigns into your business. | highly recommend them as |
know of many business owners that are extremely happy with their services.

2. Vertical Response | used to us&ertical Responsewhen | was the Marketing
Manager for an instrumentation company. What | liked about them was how they
chargedAWeber charges a flat fee per month wher®astical Responsecharges
only by the number of emails sent. Otherwise, their services are very similar.
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Strategy #  9: Surprise Your Best Customers

Whends the | ast time you sent a
value without asking for anything in return?

| t d o eddoconiplicatesl er expensive. Identify some of
your top customers and make a note to send them something
useful from time to time.

Here are some suggestions to get you going.

Email them an article of interest related to their business
Send them a freeeport
Send them a free book related to their business

= =4 =4 A

Mail them a small tin of cookies on their anniversary as a customer

Keep it simple and dondét make it extrava
info every now and then is a great way to let themw they are valued as customers.

Strategy # 10: Provide a link on your business card

When you reprint your business cards, place a URL address on the back for a free
downloadHer eds what | currently have printed

Find out what the
Integral Marketing Systern
Can do for your business

www.integral-marketing.com

Copyright © 2009 Corte Swearingen. All rights reserved. 20


http://www.integral-marketing.com/

101 Powerful Marketing Strategies for Growing Your Business Now!

This URL takes them to mintegral Marketing sales page where they can download
the introductory chapter for free.

Think of something you can give away free report, white paper, tip sheet, or mp3.

Strategy # 11. Focus on Benefits, Not Features

Youbve probably heard this one over and ¢
that focus way too much on product features.

Prospects are not going to care about t he
out how the product will solve a grtem they are facing.

Strategy # 12: Conduct Surveys

Customer feedback is essential for every business. One way to get feedback is to
solicit it in the form of a survey.

Your survey can be placed on your website or be hosted Byar8/ service like
Survey Monkey

To help increase the response rate, have a small giveaway, raffle or discount card for
everyone that completes the survey.

Strategy # 13: Develop a Compelling Guarantee

There are many ways to stand out from the crowd that don't rely on a particular
product or service offering. Another way to do this is to create a compelling guarantee
that no one else in your industry offers.

How about offering a-¥ear product guarandanstead of the-Year guarantee your
competition offers? How about double your money back if not satisfied? How about a
lifetime guarantee? Even if you offer a commoditge product, you can easily set
yourself apart by creating a compelling producsenvice guarantee.
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Strategy # 14 Create a Logo
|l i ke a cherry on top of a sundae.
make or break a delicious sundae, but it certainly adds to the
In the same way, skipping on a logo is not going to undo all the

a & work of marketing your businessHowever, spending the time

and money on a nice visual logo can really help make your company look more

i i Creating a logo that supports your primary marketing message is
v appeal angbrovides for a complete experience.
professionabnd complete.

A company logo should have the following three elements:

91 Supports your Unique Value Proposition (see Strategy 3)
1 Has visual appeal to your primary target market
1 Includes your company name

There are two ways you can create a logo. Youheae one designed especially for

you OoOr you can create one using a softwart
recommend the did-yourself projects when a professional is a better choice, there are
some very good online logo creation services that | recamdnihey are:

www.logoyes.com

LogoYess an awarewinning online program that allows you to create all the logos
you want for free. If and when you create one you want, you simply purchase it for a
flat fee and downlad all the higkresolution files.

As of this writing, the fee is $69 for the logo or $99 for the logo integrated with a
matching business card design. The $99 fee also includes 100 free business cards.
This is a great little program that | have used fgrawn business cards and | highly
recommend it.
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I f you canodt <cr eat eLogaYebndl greate bne fromsaratch s at i s 1
for fixed fee of $289.

www.logodesignguru.com

Logo Design Guruoffers seversingle-priced packages depending on your logo
needs. They can also provide custom Flash logos, business cards, brochures, and
stationaryi all with your logo integrated into the design.
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Section 2
Database Marketing

Strategy # 15 : Maintain Your Customer Database

Your customer database is one of your most important business assets. There are
many different types of databases availableom off the shelf programs lik&CT!
to fully customized solutions that are designed specifi¢dallyour business.

No matter what type of database you use, it is important you keep it as updated as
possible with your customer data. That also means purging old data from time to time.
For larger databases, this can be challenging. Fortunately ateedatabase hygiene
services to helplean up incorrect address and email information.

If you are having difficulty keeping your customer database clean, or find you get too
much returned mail, | recommend you check in Witlwer Data They can help

improve deliverability by correcting address info, appending and verifying phone
numbers, and adding demographics and profiling info to your existing list.

Strategy # 16 : Code Your Database Properly

By coding your database witkecency FrequencyandMonetaryv al ues, Yy ouol
able to quickly select customers that are most likely to respond to promotions. Let

briefly discuss these three values.

Recency

Recency is the term used for the date oftlastsaction. Why is this important to
code? Because the best predictor of future customer behavior is past customer
behavior. Customers that are more redenieir transactionare more valuable to
your business than customers that are less rddake sure you have the ability to
sort your database by customer Recency.
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Frequency

Frequency is simply the number of transactions that a customer has made with you
since they have been added to your database. Again, the best predictor of future
behavior is past behavior. Someone that has purchased from you three times in the
past year idikely to purchase agaiiMake sure you are able to aggregate and sort by
the total frequency of customer purchases.

Monetary

The term AMonetaryo si mpl monayspergbbyss t o t he
particularcustomerBeing able to sort your custers by theiMonetary value

allows you to zone in on your most profitable customers and accounts.

The real power oRecencyandFrequencyvaluesis when they are combined into a
2-digit composite score called &F ScoreWe 61 | be tal kiinng mor e
Strategy 19

Strategy # 17 : Measure Your Customer Latency

Latency is simply the average time between two of the same
customer interaction events. These events could be a purchase,
a phone calla web visit or any other measibte activity.

The purpose of measuring and using Latency data is that by
measuring the average time between two events, say
purchases, you can set up what is call@dtarwii pr event. For purchases, the trip

wire is the average number of days between purchases. Whdraye some

customers that do not purchase in this average time frame, we say they have passed
the tripwire.

The longer you wait to market to people that have not purchased within this average
time, the higher the chance that the customer has detectieel competition or has
simply lost interest in your product or service.
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