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Most small business can’t afford to waste their
marketing budgets and dilute the effectiveness of their
actions. However, the path ahead to more customers
isn’t always clear. There are so many ways to get your
message to your target market. How do you pick the
‘right’ path?
This Kit discusses the seven common missteps that
many small businesses make, strategies to avoid them
as well as the options available for getting help.
Avoiding these seven missteps will save you money,
make better use of your resources and allow you to
better connect with your customers. All of these
benefits add up to increased sales.
There are so many options available for getting help
with your marketing that making the right choice for
your business can be difficult. We’ve put together a
guide to the different options available as well as a
handy chart outlining the type of help that best suits
different types of businesses.
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#1.
Common
Missteps
that can derail
your marketing

SOLUTION

Strategic approach
ACTIONS

»» Create a cohesive strategic plan
based on the capabilities and
goals of the business

»» Ensure the plan covers what

platforms your brand will be on
and how it will appear so that
you maintain consistency across
all platforms you’re on

»» Review your marketing
Mixed messages =
confused customers
A lack of cohesive branding sends
confusing messages to your
customers which dilutes what you’re
saying and leaves them unclear
about what solutions you can help
them with. This is often due to a
haphazard approach to marketing
and lack of an overall strategic plan.
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collateral to make sure that
its also in keeping with your
brand message

»» Be clear about what problem

you are solving for your
customers and try to distil it
down to one phrase or sentence

»» Know who your customers are
& talk to them – directly
address the concerns of your
target market rather than
trying to talk to everyone and
appealing to no one

»» Get experienced marketing

advice that focuses on what to
do, how to implement it and
provides training and support to
fill in any knowledge gaps you
or your team have

#2.
SOLUTION

Build Momentum by
Following Your Plan

Stopping, starting &
not getting any traction
This type of knee jerk approach
comes about because there is a lack
of planning and underestimating
what is involved in pursuing different
strategies. This is often because
there is little understanding of what
marketing options are available,
what will work best for your
business and how to implement
them so they work together to get
you more business.
This approach can look worse than
not starting something in the first
place, particularly with respect to
social media. A profile that had a
burst of activity and then hasn’t been
updated for several months will
make potential customers wonder
if the business is still operating.

5

MARKETING KICKSTART KIT

ACTIONS

»» Allocate adequate resources
to implement each facet
of the plan and set up an
implementation schedule

»» Make it clear who is

responsible for marketing
activities

»» Assess each new opportunity

in the context of whether it fits
with your strategic plan, your
business goals and your
available resources

»» Get support so any problems

that arise can be quickly dealt
with and won’t derail your
efforts

#3.
SOLUTION

Achievable Goals
& Tracking
ACTIONS

»» Set up Google Analytics on your
website and become familiar
with the top reports

No way of accurately
measuring your returns
 ithout information on your key
W
marketing metrics, you could be
wasting money on activities that
aren’t bringing in new customers
or encouraging repeat business
from your existing customers.
Gut feel is important but not
always accurate.

»» Determine what the key

marketing metrics are for
your business. These will vary
for each business depending
on the types of activities you
undertake and whether you sell
online but you should be able to
distil it down to the top 5-8 key
indicators

»» Get a weekly or monthly report
that provides on update on the
marketing stats you need to
track.

»» Set up a dashboard so you can

see at a glance where you’re at
and make decisions about what
to cut and what to ramp up.

6

MARKETING KICKSTART KIT

#4.
SOLUTION

Establish relevance
for your target market
ACTIONS

»» Make the benefits you offer
Unclear benefits
A visitor to your website, a
customer stepping into your
business or someone looking at
your brochure, should be able to
tell within the first few seconds
what your business can offer
them and the key way that you
can solve their problem.
Many small businesses feel that
the benefits of their product
are obvious and don’t need
explaining. But they do.

clear in headline statements
on your collateral and on your
business signage

»» If in doubt, provide more

information and don’t be worried
about repeating yourself on
different collateral, as visitors
don’t always read all information
you provide or flow through it in
exactly the same way

»» Make the benefits of your

product features clear upfront
and don’t hide them deep within
your website or brochure

»» Create case studies that

demonstrate the benefits
customers have experienced
by using your products

»» Provide practical examples

of how customers use
your products – this will
demonstrate how helpful your
product is (increasing your
credibility) and generates ideas
on how to use your product that
other customers may not have
thought of
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#5.
SOLUTION

Training & Mentoring to
Implement Your Plan
ACTIONS

»» Complete a diagnostic to

analyse what
is needed for YOUR business

Following others
& getting distracted
What works for one business in one
market doesn’t necessarily work for
other businesses.
Just because everyone is doing
social media training or jumping
on to Instagram doesn’t mean you
automatically need to do that too.
Sometimes zigging when everyone
is zagging can become a competitive
edge if it’s done deliberately and in
the context of an overall plan.

»» Get training and mentoring to

implement your strategic plan –
this helps focus your attention,
solve problems as they arise
and reduces the urge to flip to
different options for the sake of
‘doing something’

»» Implement your plan and

measure the results so that you
gain a sense of progress

»» View your activities as testing

your way to success – by
entering into a testing phase to
find profitable paths to market
you’ll be less likely to jump at
other activities because you’re
busy enough following your own
tailor-made plan

»» Get the resources in place to

assess each new opportunity
in the context of your existing
marketing activities and the
needs of the business
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#6.
SOLUTION

Demonstrate your
expertise
ACTIONS

»» Create content – articles,
No information that
explains your expertise
Right after a potential customer has
worked out what your product can do
and whether it can help them solve
their problem, they want to know
how you can support that claim.
What credibility can you offer?
This is not only to ensure that your
business is legitimate but also
provides a deeper understanding of
your authority in that area. Potential
customers want to know the why
behind the what.

blogs, case studies – that you
can share with your existing
and potential customers to
demonstrate that you have
‘earned the right’ to offer
assistance in this area

»» Explain the story of how you

came to develop your business,
what problem you were trying
to solve and what unique set
of experiences you’ve had
that meant you were in the
right position to get it started.
Put this information on your
‘about us’ page and include
an abridged version in your
company brochure.

»» Gather testimonials from your
customers and include the
feedback in your marketing
collateral

»» Include content for each

product that explains why that
particular product was created
and how it solves a specific
problem
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#7.
SOLUTION

Review
POSSIBLE ACTIONS

»» Introduce regular reviews of
your business

»» Create repeatable and scalable

systems to make your business
more predictable and logical

»» Do an audit of your website
Making it hard
for customers
There are a number of things that
need to come together to make it
easy for customers to order from
you. Just having a website that looks
great is not enough, it needs to be
as user friendly as possible both in
terms of navigation and content.
Relying on your customers to
be committed and seek out the
information they need is not a
good strategy for success.

from a customer’s perspective
and see where the sticking
points are

»» Collate all the questions that

customers typically ask into a
FAQ page

»» See if there are any common

threads or opportunities
for improvement based on
customer feedback you receive

»» Ask each staff member for the

top 5 things they would do to
improve how you communicate
with customers and check it
against the top comments from
customers. Implement the
most common as quickly as you
can and schedule the others
into your diary to rollout over
the next few months.

»» Use heat maps to see how

customers typically behave on
your site so you can identify the
problem areas and get them
fixed.
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Freelancer

Getting Marketing Help
»»
»»
»»

Lower costs
Hire what you need
Test a supplier before committing

Access to range of skills
Mix of advice and implementation
Experienced marketing help available

Online contractor

»»
»»
»»

Employee

Contractor

»»
»»
»»

»»
»»
»»
»»

Consultant/employee/contractor

TYPES OF HELP AVAILABLE

Agency

»»
»»
»»

ADVANTAGES

»»
»»
»»
»»
»»
»»
»»
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Cost savings
Can hire more than one resource
No increase in FTE count

Get help when you need it
May be able to scale up or down based on needs
Build familiarity with your business

Familiarity with your business
More spontaneous and interactive
Faster reaction time
Develop your own internal resources

Can get right mix of skills to cover all areas you need
Can be scaled up
 uilding your internal marketing expertise with
B
experienced guidance
Spread knowledge of your business
 ou won’t need to be as closely involved in training
Y
and management
 ustomised training for your staff to help with
C
implementation

Marketing more dependable and set up for growth
MARKETING KICKSTART KIT

»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»
»»

DISADVANTAGES
Time difference can be problem
Communication is usually written
Need to search to find what you want
Need to be specific about what you want
 an feel trapped with full-service agency rather
C
than picking exact skills you want
You’re one of many clients
There may be high staff turnover
May receive little input from experienced marketers
Turnaround time maybe slower
No training for your staff
No incentive to reduce your reliance on them
 elay changes through chain of command can
R
slow process down
 ose all your marketing intelligence and history
L
if you change agencies
 evel of expertise varies and extra training may
L
be needed
Language barriers can be frustrating
Need close supervision to get results
 ork harder to motivate and engage remote
W
contractors
Rely on your input to drive agenda
 ay not have scope to increase hours due to other
M
client commitments
Reduced flexibility
Impact on business if they leave
Minimal notice period required
Big impact on business if staff member leaves
 ess scope to adjust needs based on business
L
performance
Employee may not have all experience you require
 arketing junior may need experienced guidance
M
and support
 inding the right resources to make setup work
F
can be a challenge
 an be more expensive but will likely have more
C
benefits in longer term
 eed to commit to this approach for 12+ months
N
to see returns

Right Help for Your Business
BUSINESS
BUDGET
OWNER’S LEVEL
TURNOVER AVAILABLE OF INVOLVEMENT
< $2
million

$2-5 million

$5-10
million

GOAL

BEST OPTION

Minimal

High

Short-term fix

Hire freelancers for
specific jobs

Moderate

Medium

Short-term fix

In-house contractor

High

Medium

Short-term fix

Marketing Agency
with specific skills

Moderate

High

Short-term fix

Online contractors

Moderate

Low

Long-term solution

Strategic consultant/
mentor/trainer +
junior marketer

Moderate

High

Medium-term option

Part-time employee
+ in-house contractor

High

Medium

Short-term fix

Marketing Agency
(one stop shop)

High

Low

Medium term option

Marketing Manager
+ contractors

High

Low

Long-term solution

Marketing Manager
+ junior

High

Low

Long-term solution

Marketing manager
+ team of 2-4

High

Low

Long-term option

Marketing manager
+ Marketing agency
+ team of 1-2

The above suggestions are a rough guide. Other factors that will have
an impact on your marketing choices are your product, target market,
competition and how aggressive you want to be with your marketing.
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Weighing up Your Different Options:
OUTSOURCED
MARKETING RESOURCES
Marketing
Online
Freelancers agencies contractor

INTERNAL
MARKETING RESOURCES
Permanent
staff

Engaging a
contractor

BLEND OF
OUTSOURCED
& INTERNAL
RESOURCES

Cost

$

$$$$$

$$

$$$$$

$$$

$$$$

Speed of
service

★★★★

★★★

★★★★

★★★★★

★★★

★★★★★

Level of
expertise

?

★★★★

★★

★★★★

★★★

★★★★★

Reliability

?

★★★

★★

★★★★★

★★★

★★★★★

Control

★

★★★

★★

★★★★★

★★★★

★★★★★

Strategic
alignment

★

★★★

★

★★★★★

★

★★★★★

Sustainability

★

★★★

★★

★★★★★

★★

★★★★★
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Want a more detailed assessment
of your marketing?
Take our online marketing assessment to see how your marketing
measures up. It only takes a few minutes to complete online. You’ll
then get a custom report that analyses where your business is at with
marketing, in particular, how you fared when it came to marketing
planning, expertise and implementation.
Click here to take the online test today.
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How can we help?
Many agencies provide a one-stop marketing service. But if that relationship
doesn’t work out and you need to move on, what do you have left?
Often, not much. The historical data, detailed information on what
worked and what didn’t, customer insights, details of marketing activities
undertaken and processes are usually gone too.
Our approach is different. Our 16 month “Marketing Essentials for Small
Business” Program guides you through the development of your own
internal marketing resources. We work with you to create a strategy for your
business. We then train, monitor and manage your staff to implement an
action plan based on that strategy.
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Want to find out more?
Email more@harbren.com
to find out how we can make
your business SMARTER
by laying the foundations
for growth.

About us
Harbren Marketing, founded by
Jill Brennan, works with ambitious small
businesses that want to take control and
develop their own marketing engine.
Jill, a published author, has been in
the small business trenches for many
years. She has generated thousands of
leads and sales for businesses in very
competitive niches and realized there was
a gap in the market for mentoring and
training to empower small businesses
to develop their own marketing skills
tailored to suit their business.
Harbren is known for providing hands-on,
practical help for small businesses.
Visit Harbren.com to find out more.

more@harbren.com
0418 481 341
harbren.com

