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}Who else is doing what you are in the area 
that you want to sell your product or service? 
Your competition. 

}Who will buy your product? Your potential 
customers.



}You will need to do research for similar 
companies in your area that area. 

}This will also help you create differences in how 
you will sell your product. 

}A simple internet search will give you loads of 
information. For example, you want to start a 
take - out wings restaurant. 

}Use Google or another search engine and search 
for òtake-out wings in 30303(your zip code)ó. 

}There should be a number of returns on this 
search term. If not change it until you get what 
you want .



}How will you market your business? 

}The internet, local newspapers, flyers, 
coupons, etc. 

}How will you get the message out? 
ƁYou might attend neighborhood meetings to 

announce your company. 

ƁIf you are a restaurant you might even supply the 
food for a neighborhood meeting.



Marketing is the process of 
planning, executing the 
development, pricing, 

promotion and distribution of 
products and services to 
satisfy customer needs.



}Product

}Price

}Promotion

}Place





}Using Google again just enter the zip code for 
the area you want to service and you will find 
a report in the return hits that contains the 
demographic information for this area. 

}There will be different reports. Find the one 
that has the information you need to support 
your idea. 
ƁUsing the Take - out Wings restaurant, you might 

find that there is a college, sports stadium, or park 
in the area. You might also find that there are a lot 
of young people that live in the area and we know 
who eats a lot of wingsé.



}Use the internet

}Develop simple customer surveys

}Review maps

}Use trade association/Chamber of Commerce 

}Review US Census or Labor Dept data and 
publications

}Learn from competitors





By definition, a ògrowth 
customeró is one who 

contributes to the expansion 
objectives of the company.



}Base/existing customers

}New customers

}Customers who, through their own progress 
have become larger customers  of the 
company

}Highly profitable customers

}Influential customers who will bring other 
customers with them.



}Invest in the relationship

}Increase trust

}Expand product line

}Cross selling

}Marketing partnerships

}Foster customer loyalty

}Barriers to competition

}Improve communication



}Understand important factors to keep 
customers
}Develop good customer database
}Implement communication strategies 

specifically based on customer retention
}Develop a win/win mindset with 

customers and deeply appreciate them
}Develop and implement a focused 

approach to retain and grow current 
customers



}Have a great list of previous customers

}Develop a communications strategy to re -
connect to them

}Tell them you want them back

}Understand why they stopped buying

}Make it right if it was wrong

}Remind them about your business



}Study what was successful for you in the 
past
}Develop a detailed, ideal customer 

profile
}Test new strategies as an experiment
}Develop a specific customer target list
}Look for òbest practicesó regarding new 

customer acquisition
}Investigate industry specific marketing 

programs





} Industry (SIC/NAICS code)

} Geography/Location

} Size ðRevenue levels

} Size ðEmployee count

} Length of time in business

} Business function or 
department

} Distribution strategies

} Management practices

} Demographics

ƁAge

ƁGender

ƁRace/ethnicity

Ɓ Income

ƁHome Ownership

} Psychographics

ƁPersonality

ƁAttitudes

ƁLifestyles

ƁSocial Tendencies

} Fashion/music tastes

} Shopping preferences

} Hobbies

} Geography



}To move TOWARD something

}To move AWAY from 
something



}Money back/satisfaction guarantees

}Favorable, convenient return policies

}Warranties

}Quality statements/standards

}Sampling programs/free trials

}Testimonials

}Customer forums

}Make contact information very visible



}Same Store Sales ðBeat Yesterday Book

}Sales per square foot
ƁTotal Net Sales / Sq ft of Selling Space = Sales per Sq Ft of 

Selling Space

}Sales per transaction
ƁGross Sales / Number of Transactions = Sales per 

Transaction

}Other Measurements
ƁSales per Linear Foot of Shelf Space

ƁSales by Department or Category Code

ƁSales per Employee





1. Set up a sales incentive program

2. Encourage your sales staff to up - sell

3. Give your customers the Inside Scoop

4. Tier your customers

5. Set up a Customer Rewards Program

6. Distribute free samples to customers



}Use value - added strategies

}Focus on back - end sales

}Be proactive about referrals

}Know your competition

}Communication   (AIDA method )   
Awareness/Interest/Desire/Action

}Post- purchase follow - up



}Identify exactly who you are going to sell to

}Find multiple ways to segment your 
customers into more specific groups

}Segment your customer base into existing, 
previous and new

}Get serious about customer retention

}Develop a customer database ðkeep it up

}Develop approaches to reduce customer 
fears

}Make ôfocus on growthõ an organizational 
priority ðnot just owner/manager


