It’s all about marketing. Active and consistent
marketing is essential to the growth of any business.
You might have the best product or service, but if no
one knows about it, it doesn’t matter. In order to keep
your market share, you need to actively promote in
every facet of a business.
Here are some mistakes that are all too common in
small business and franchise ownership. Avoid these
mistakes and you’ll be
on a path to success, regardless of size, budget or
location.
Underestimating the power of networking
Networking is a great way to make professional connections that can serve you well in the future. As a
small business owner, you’re a tiny fish in a very large pond. Get to know other business owners in your
community – you can gain valuable perspective, meet a mentor and get the word out. Make sure to go
prepared with business cards, a clear purpose and, most of all, a passionate attitude.
Not budgeting for marketing
My rule of thumb is putting 6 percent of sales toward marketing activities.
Networking is cheap – talking to neighbors and community members doesn’t cost a thing, and is a great
way to connect with your client base.
Only going after new customers
The best customer is the one you already have. Be courteous – send thank you notes and give unparalleled
service. If you go the extra mile for your customers, they’ll go the extra mile for you. Word of mouth is
powerful, so be sure to give them the best service possible and introduce them to all the things you do to
keep them coming back. Your goal is to help them grow their business so they, in turn, can give you more
business. It’s not about selling; it’s about solution selling. Give timely service, meet deadlines and exceed
expectations. Always keep their goals in mind.
Not being proactive
Marketing occurs from the outside in, and from the inside out. Outside in means getting customers in the
door through activities like direct mail, email marketing, use of SEO and Google Analytics, online
marketing, BNI groups and other networking opportunities, and simply interacting with your community
and neighbors. Inside out, means going the extra mile to keep the customer happy with the best timely
service possible. And don’t get discouraged: it takes several times for a marketing message to stick. Be
repetitious.

Relying on name recognition alone
If you’re buying into a franchise, you might think that having a well-known name above your door will
bring customers in. Name recognition isn’t everything. The worst location with an active owner does
wonders, while a prime location with a lazy owner performs terribly. Remember that you get out what you
put in – hard work plus perseverance = success.
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