
RisaB Hoag

GMG Public Relations, Inc.

845-627-3000

risa@gmgpr.com
www.gmgpr.com

Creative Marketing!

© 2010 Risa B. Hoag.



·PLAN! (use our marketing worksheet to start)

·Budget, commit the annual dollars and stick with it

·Be consistent in all forms of marketing
·Keep message & image consistent ɀthink branding

·Keep your eyes and ears open for opportunities

·Connect with others and connect others
·Great way to stay top of mind with referral sources

·"Å ÆÌÅØÉÂÌÅȠ ÉÆ ÓÏÍÅÔÈÉÎÇ ÉÓÎȭÔ ×ÏÒËÉÎÇ ÁÆÔÅÒ ÔÉÍÅȟ 
switch gears

·Seize opportunities



·Assessment first
·Annual marketing budget (figure 3% of gross)
·4ÁÒÇÅÔ ÍÁÒËÅÔ ɉÐÒÉÍÁÒÙȟ ÓÅÃÏÎÄÁÒÙȟȣɊ
·Fine tune your description! The clearer, the better you will market!

·Geographic target area
·Positioning statement
·Elevator speech; keep it simple! 

·2010 quantifiable goals
· Increase sales by X%, etc.

·Roadblocks to success (weaknesses, competition, trends, etc.)
·Opportunities for success (new products, strengths, trends)
·Marketing vehicles you have used with success ɀwhy?
·Marketing vehicles without success ɀwhy?
·Upgrade your marketing tools (website, cards, etc.)
· Make sure your image (branding) is consistent



Extraordinarily flexible marketing tool!

·Geographic: 
·Target within 5 mile radius or the world

·Demographic:
·Select specific websites that reach target audiences

·Keywords
·Put in 5 or 100+ key search terms

·Cost per click, per month, etc. 
·Set the cost per click from $.10+ and the monthly 

amount from $30 to $100,000; adjust as necessary



·Multiple ads
·Test several ads at once, adjust as necessary

·TV, audio, print campaigns
·Bid on TV, audio and print campaigns, NY Times to local 

papers and station

·Analytics and Webmaster tools!!
·Access Google analytics to track exactly who is visiting 

your site, how long they stay, where they come from, etc.

·Open an account and play with it!
·Plug in Google AdWords to find registration location



·Double your marketing $ instantly!

·Double your reach instantly!

·Think of logical connections first
·Existing connections
·Clients, vendors? Complimentary services

·Potential connections
·Who can introduce you?

·Consider a tri-partnership! Triple your budget!
·Host networking events, workshops, or holiday parties 

this year with several companies, share expense and 
contacts



·Create a joint promotion (buy x here and get x there)

·Distribute announcements/info to both email lists

·Host a combined event

·In-store promotional material

·Holiday/seasonal promotions

·Presentations together

·Mastermind group (search internet to find info)

·Give something free to their clients



HOW MUCH OF YOUR BUSINESS IS WORD OF 
MOUTH!?

·How often do you say thank you!?!?!!
·How do you say Thank You?

·How often do you randomly send a card?

·Do you send gifts for new business? Referrals?
·Set up a structure for it

·Surprise someone!

·Forget mass mailings ɀtarget your mailings

·Try SendOutCards for free (www.sendoutcards.com/risa)

http://www.sendoutcards.com/risa


·Yes you can! 
·You have a lot to say!
·Totally Free!
·Use your area of expertise to impart tips/wisdom
·Do not be self-serving
·Become a source to the media for objective information
·Send to only one pub at a time
·Use reprints!!!
·Articles take on a life of their own on internet, longevity
·Take a good headshot
·Provide FREE useful information on website ; drive people 

to it



·Vista Print! (vistaprint.com)
·FREE EVERTHING! 

·Go Promos! (gopromos.com or epromos.com)
·Check specials

·Merchant Circle
·Free place to advertise; offer coupons, etc. 

·Trade associations (offers, lists, journal ads, etc.)

·Take clients/referrals to breakfast instead of dinner

·Phone company discounts; ask for them!

·Negotiate everything! 



·Car magnets; not just for painters and electricians!

·Theatre on-screen advertising

·Dry Cleaning bags! (Charles  Schwab did it!)

·Mini sample giveaways 

·Lawn signs

·Church or temple bulletins

·Billboards

·Inflatable advertising

·Contests and giveaways

·Scholarships at local high schools or colleges

·Surveys and polls, publish results



·Value add ɀoffer coupons to other businesses and give theirs

·#ÁÒ 7ÒÁÐȦ 7ÒÁÐ ÙÏÕÒ Ï×Î ÏÒ ÏÔÈÅÒ ÐÅÏÐÌÅȭÓ

·Donate gifts to charities

·Use your on-hold commercial

·Teach a course through local adult ed or college 

·Diner Placemats; use coupon or call to action to be effective

·Gift Certificates

·,ÉÔÔÌÅ ,ÅÁÇÕÅ ÓÐÏÎÓÏÒÓÈÉÐȠ ÙÏÕȭÌÌ ÇÅÔ ÓÉÇÎÓȟ 4-shirts, good will

·Board positions; great way to build referral base

·Think like the big guys and scale it back to fit your business!

·7ÈÅÒÅ ÄÏ ÙÏÕ ÎÏÔÉÃÅ ÓÏÍÅÏÎÅ ÅÌÓÅȭÓ ÁÄ ÏÒ ÌÏÇÏȩ #ÁÎ ÙÏÕ ÕÓÅ ÔÈÁÔ 
idea?



·Get yourself on line
·LinkedIn

·Plaxo

·Twitter

·Facebook

·Your own blog

·Commit time each day to updating and interacting

·Provide free infor./content to drive people to your site

·Be a resource, not a salesman! 
·4ÈÉÎË ȰÔÈÏÕÇÈÔ ÌÅÁÄÅÒÓÈÉÐȱ



·PLAN! (start with the marketing worksheet)

·Commit the dollars and stick with it

·Be consistent in all you do; most give up before giving 
proper marketing a fair opportunity to work

·Keep your eyes and ears open for opportunities

·Connect others and become a resource 

·"Å ÆÌÅØÉÂÌÅȠ ÉÆ ÓÏÍÅÔÈÉÎÇ ÉÓÎȭÔ ×ÏÒËÉÎÇȟ ÔÒÙ ÓÏÍÅÔÈÉÎÇ 
new

·Seize opportunities!!

·Stay positive and stay active!


