
Seven Steps to Effective Marketing

StepStepStepStep 1:1:1:1: BecomeBecomeBecomeBecome 'Marketing'Marketing'Marketing'MarketingMinded'Minded'Minded'Minded'

When many people think of marketing they think of meeting customers needs.
Understanding and responding to changing customer needs is essential, but there is
another dimension. In meeting customer needs it is essential to do it in a way that
is different from your competitors. If you can't find this point of difference you're in
danger of becoming a price-based commodity.

Ask yourself: Do my customers really see me as different from my closest
competitors? How/Why?
What can I do to make my business more distinctive and appealing to help secure
them as long-term and profitable customers?

StepStepStepStep 2:2:2:2: MonitorMonitorMonitorMonitor thethethethe ChangingChangingChangingChanging EnvironmentEnvironmentEnvironmentEnvironment

We live in a rapidly changing world of many threats and opportunities. Few
business managers take adequate time out to stop, look around, and reflect on how
these changes might have an impact. As a result, most companies die young.

Ask yourself, at least once a quarter: What are the changing consumer trends,
competitor activity, legislation, economic trends or technology developments that
might have an impact on my business?

StepStepStepStep 3:3:3:3: HaveHaveHaveHave aaaaMeaningfulMeaningfulMeaningfulMeaningful VisionVisionVisionVision

A Vision (or Mission) has a number or roles: most important of which are to inspire
and guide. Too many business Visions include words like 'leader', 'best', 'preeminent',
'most successful'. Words like this can mean many different things to different people.
Because of that they are of limited help in inspiring or guiding the behaviour of the
business team.

(Editor's note: your mission and vision is NOT a statement! Rather it is about the What,
Why, Who, Where, When, How and If aspects about your business. )

Ask yourself: When there are major business decisions to be made, is my business
Vision really of use? How might I improve my business Vision, so it is both an
inspiration and guide?

StepStepStepStep 4:4:4:4: BuildBuildBuildBuild YourYourYourYour BrandBrandBrandBrand 'From'From'From'From thethethethe InsideInsideInsideInside OutOutOutOut'

Building a brand is not just about advertising or 'marketing communications'. Nor is
it just about your 'product' or 'service'. Your brand is really what your customers
think of you, and how much trust they have in you. To build a strong brand you
have to have a clear idea of how you want to be thought of, and then consider



everything that you say and do.

In everything that you say and do, ask yourself: Will this get me closer to where I
want to be in the mind of my customers?

StepStepStepStep 5:5:5:5: PlanPlanPlanPlan forforforfor SuccessSuccessSuccessSuccess

There is a phrase: "If you don't know where you want to go, any road will get you
there". This is true in life, and it is true in business. If you want to succeed you have
to have clear, measurable objectives - you have to know where you want to get to!

Ask yourself: Do I have a marketing plan with clear, measurable objectives? (And am
I measuring the things that are really important!).

StepStepStepStep 6:6:6:6: BecomeBecomeBecomeBecome aaaa 'Learning'Learning'Learning'Learning Business'Business'Business'Business'

Continuously improving your marketing effectiveness is essential to long-term
success. The best way to achieve this is to ensure that you take a little time to become
a 'Learning Business' by building learning into your processes.

For every marketing initiative you undertake, ask yourself: How can I build learning
into this, so that I can find out what works and what doesn't, and do it better next
time?

StepStepStepStep 7:7:7:7: BeBeBeBe PreparedPreparedPreparedPrepared totototo ChangeChangeChangeChange

What worked in the past may not work in the future. If you can achieve steps 1 - 6
that's great, but you have to go one step further. You have to be prepared to change.
Don't just do the same things better, look around for new ways of pursuing your
vision and your desired brand. Explore, experiment and anticipate.

Ask yourself: Is there an opportunity to break out, and achieve a step-change from
where I am now?

(Source Unknown)


