


66 LOCAL

LEAD GEN TACTICS

66 Tactics To Generate Leads
For Your Local Business

The goal of this eBook is to present you, the business owner, with a
list of local lead generation tactics that are proven to be highly
effective for local businesses. This is not meant to be a list of
recommendations or a ‘how to’ guide, but rather as a tool to help
motivate you to take action in generating more leads for your
company.

Please note that these tactics, as with all marketing tactics, are most
effective when implemented as part of a professional marketing plan.
In other words, using one of the following as a random ‘tactic of the
week’ is unlikely to create a windfall of new business for you.

It's also important to note that not all of these tactics may be
appropriate for your company. As you develop and improve your
marketing plan, be sure to select those that are a good fit for your
business. Also, don’t always give up on the first try. If one of these
tactics isn’t effective the first time around, but shows promise, we
encourage you to tweak your approach and experiment some more.

While many small business owners may feel comfortable with some
DIY experimenting, others may want to consider working with a
qualified professional to ensure effectiveness and maximize return on
investment.

With that said, let’s have some fun with marketing tactics! We

cover everything from direct mail to SEO and everything in-
between.
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Local Listings & Citations

1. Google My Business (local maps profile): Google gets
approximately 70% of all local search traffic. Be sure to claim your
company profile on Google+ and brand it (many businesses miss this
opportunity) and complete your profile with videos, photos, company
logo, key customer information and most importantly, customer
reviews. After you get a few reviews your star rating will trigger and
be visible in search results, helping you stand out from the
competition. Your Google My Business profile is critical for local
search and map search rankings. This is a top priority for ALL local
businesses.

2. Yahoo and Bing Local Profiles: Yahoo and Bing local get
approximately 30% of local search traffic. It's worth putting these
profiles on your marketing task list but Google should be your top
priority. Just like Google, make a robust and complete profile with
photos, videos and full descriptions.

3. Online Citation Listings: The term citation refers to the places
where your business is listed online. This includes sites like Yellow
Pages, Angie’s list and hundreds of others. Having a consistent NAP
(name, address and phone number) on all of these sites it important
to build trust with Google — and thus an important search engine
ranking factor. Focus on the top citations for your business and city to
start. The MOZ Local U provides a resource to find the top priority
listings for your business category and location by category and by
city. This will start to set a solid foundation for your local online
presence.
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4. Yelp!: Many small business owners have problems with Yelp!
because of bad reviews. Some small business owners feel that Yelp!
is rigged to highlight bad reviews over good reviews. Since you can'’t
opt-out of Yelp!, its best to be proactive with your review program and
make it easy for happy customers to review your business online.
Here is exactly what Yelp! says to do to encourage reviews while

following their guidelines:

1. Put a badge and link to your Yelp listing on your website using Yelp's review
badges - we provide the code, you just paste it into your website. The review
averages and counts even update automatically as new reviews come in!

2. Put a "Find us on Yelp" sign in your place of business, on the front counter or
window. These have even been spotted on business-branded vehicles. You
can make your own using our brand assets, or request one from Yelp
using this form.

3. Include a link to your Yelp business listing in your email signature with the
words, "Check us out on Yelp!"

5. Local Niche Website Directories: There are often niche local
directories that can further boost your company’s citation and link
profile. Look at search results you’d like to rank on and see if any
sites come up that you should be listed on. Focus on quality sites that
are Google-friendly, and stay away from spammy and low quality
directories. Every city will be different.

6. Local Lead Generators & Online Aggregators

More and more niche-specific resource sites are coming online to
help drive leads to different types of local businesses. What works for
one business might not for another. You will have to make the
decision on a case-by-case and determine if a lead aggregation
service has potential for your business. We have heard many
complaints about the quality of leads and high costs from various
sources. So we suggest testing these services with an entry level test

Generate More Leads | LocalLeadGenBook.com



66 LOCAL

LEAD GEN TACTICS

budget with no long term commitment so you can “try” the service
whenever possible. Here are a few lead aggregator websites that
local businesses can consider: Zaarly, Localmind, Thumbtack,
Homeadvisor, Angies List, Redbeacon, Urgnt.ly, Taskrabbit, Craftjack
and there are many more.

Paid Advertising

7. Google AdWords: Google AdWords is a tried and true way to
advertise directly to people at the precise time they are searching
online to buy your products and services on Google. You can
completely control the geo-targeting, budget and keywords, so you
only pay for highly targeted clicks. It’s critical to drive people to a high
quality page that differentiates you from your competitors and
provides a great initial reason (aka “call to action”) to buy or contact
you for the exact product or service they desire. Create targeted ad
groups and drive that traffic to a specific page that introduces you as
the logical choice for your ideal customers. Be sure to optimize your
campaign so that you do not pay for low quality or junk clicks — this is
a service where consulting a professional pay-per-click (PPC) agency
may make sense for your business.

6. Google Remarketing: With Google Remarketing you continue to
market to people online after they have left your site. It works like
this: you pay for a click via AdWords, the visitor leaves your site, and
then that same visitor sees your graphic display ad on a 3rd party
website(s). You can gently remind them of your special offer — or
present a different call to action that may not have been triggered on
the first visit to your site. This tactic will help increase your ROI from
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your advertising efforts. Once set up local remarketing is affordable
and can be used indefinitely.

9. Google Display Ads: Google display ads are the graphic ads you
see on websites you visit all across the web. Local businesses don'’t
typically use display ads except when remarketing. Yet every
business is different, so in some cases display advertising could be a
great online marketing tactic for many local businesses.

10. Facebook Ads: Facebook Ads can be very highly targeted, so if
you have a good idea of who your ideal customers are, they can be
very effective. In order to get the best results, you'll need to regularly
change your ad creative (i.e., the copy and design of the ads) so
people don’t get sick of seeing the same message over and over
again in their news feed. Keep in mind what people are doing on
Facebook, they aren’t looking for your business specifically, so add
some value and give them something of value in exchange for a ‘like’
or opting in to your email list in exchange for some valuable content
(such as an eBook) or an enticing special offer or discount. It's about
adding value not just placing ads.

11. Facebook Local Ads: Facebook Local Ads are perfect for
businesses with a specific location(s) to market. You can set a radius
around your business and Facebook users who enter that radius with
their mobile phone will be added to the list of people who will see
your ad. This is a great way to present a highly relevant offer or just
to reach a new audience of potential customers.

12. Facebook Retargeting: With Facebook Retargeting you can

develop your own custom audience of users who have already visited
your website. You can place a specific ad for only these people on
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Facebook and gently remind them of your special offer.

13. Yahoo Bing Ads: Although most local businesses focus their
resources on Google AdWords, it is worth considering a Yahoo Bing
Network advertising campaign. A smart way to go may be to start on
Google and once you have effective campaigns in place and
optimized, then export your campaigns over to Bing. This will
absolutely increase your reach and Bing / Yahoo clicks are often less
expensive and are reported to convert at a higher rate than Google
clicks in many industries.

14. Craigslist Ads: Many businesses generate a respectable amount
of leads from Craigslist. You need to study and follow Craigslist’s
guidelines or your ads may be removed or flagged. Special offers and
deals can work as well as the more common ‘services offered’ and
‘for sale’ posts commonly seen on Craigslist. Also, many people post
wanted ads for local goods and services on Craigslist — so you may
be able to proactively find leads as well. You can monitor with email
alerts or through an RSS feed (see the RSS link in the bottom right
hand corner of any Craigslist section).

Texting Tools

15. SMS Texting Tools: There are a wide variety of text systems out
there today. One great tactic is to use texting to build a targeted email
list. With systems like Join by Text, there is no easier way to get
people on your email list from an offline environment (face-to-face or
from print collateral). Face-to-face is great but you can also add a
simple text call to action on any advertising material you may have
including your business card. People ALWAYS have their phones,
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and will be interested in this new tool.

Social Media

16. Social Media Marketing: Social media continues to be a hot
advertising medium. Each business should determine which
networks make the most sense for their company. Most B2B
businesses can benefit from LinkedIn prospecting. For some
businesses, Instagram or Twitter could be a good fit. Each platform
has its own creative ways of targeting prospective clients. Search for
keywords like “LinkedIn prospecting” or “Twitter prospecting” to find
more information.

Almost all local businesses can find prospects and generate organic
social media leads through Facebook. Having a robust branded
profile with creative posts and regular activity is a great start.
Maintaining an active website blog and other great content like
eBooks, videos and infographics are great ways to ‘soft sell’ on
Facebook while giving people real value in the process. You can
easily pay to boost your posts on Facebook to expand the reach of
important and high-value posts. Other tactics include a call to action
on your Facebook cover image, posting image posts with links back
to your blog posts in the caption, and email opt-ins with a great offer
and call to action on one of your page tabs. Tools like ShortStack and
others can help. Don’t forget the amazing advertising options on
Facebook as well. Refer back to our Facebook Advertising section
above.
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Offer Sites

17. Groupon / Living Social: Groupon and Living Social deal sites
came out to the market with a bang, but many businesses ran into
problems using these platforms at first. The requirement of a 50%
discount pushed some businesses (such as restaurants for example)
into the red in terms of profitability. Business owners also reported
that many “deal site” customers came in for the deal only and rarely
converted into repeat buyers. Yet, we've received an equal number
of reports from local businesses that have been able to use group
discount sites very effectively. The companies that are having the
most success are being very creative and strategic with how they
structure their deals. We encourage you to experiment and be
creative as well.

18. Amazon Local Deals: Amazon Local is Amazon’s version of the
Groupon and Living Social model. Not only can consumers search
and find these deals on the Amazon Local site, but Amazon also
pushes out daily deals out to their local email lists. Many small
businesses have been able to generate high quality leads from this
platform. It is free to create a deal on Amazon and you only share
your revenue on the deal with Amazon when someone buys. How
you structure your specific offer is critical for success.

Referrals & Strategic Partnerships

Intro: The key to a successful business is keeping a steady stream of
customers coming to you at all times. One of the best ways to do that
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is through referrals and strategic partnerships. In other words, you
need to use word of mouth to give your company a boost. You
probably did that when you first started out, but the important thing is
to keep that process going. Then, as your company grows, your
customer base will as well.

19. Customer Referrals: In the business world, one of the most
powerful marketing tools you can possibly use is your own customer.
Imagine if each of your satisfied customers told just ten other people
about your business, or even five. That would lead to a huge boost in
your sales, and chances are that a truly satisfied customer will tell
even more than ten people. Word of mouth is a powerful thing, which
is why you need to focus on providing something special that keeps
your customers satisfied, happy, and most importantly telling other
people about how great your business is.

20. Strategic Partner Referrals: One great way to build up your
referral network is to build friendships with business owners who are
in fields related to yours. That doesn't mean partnering with the
competition, but rather having a “you scratch my back and I'll scratch
yours” relationship with businesses that go hand-in-hand with your
own. For example, someone who owns a computer repair company
might want to forge a friendship with a local electrician. That would
allow them to refer customers to each other. If you form strategic
partnership referrals, every business involved comes out ahead.

21. Create Your Own Referral Network: Creating your own referral
network for your business should be considered an essential part of

your marketing strategy. However, you can't just add anyone to your
referral network. Your clients need to trust you, and by extension you
need to trust any businesses to which you refer your clients. There
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are many ways to build up a great referral network, from simply
chatting with other local business owners to online networking. The
important thing is to make sure that every business in your network
benefits your customers, and that those businesses will refer
customers to you in return.

22. Endorsements: Getting an endorsement from a well-known local
celebrity can go a long way. Good examples include radio and TV
personalities, columnists for the local newspaper, or local sports
stars. If you have any clients already who fall into this category, see
if they’d be willing to help you in exchange for free or discounted
service. Be sure to follow all FCC regulations regarding disclosures
of financial compensation for endorsements.

23. Direct Calling: From a marketer’s perspective, none of us want
to see a business in today’s world rely on cold calling. There are so
many great ways to take a more sophisticated and scalable approach
today. With that said we do know some very successful realtors and
even business bankers that use cold calling in a fairly tasteful way to
generate leads. In the real estate world there are phone services that
provide numbers in a geographic area around recent home sales for
example. The systems can even automatically dial and only connect
to the realtor when a live person answers.

24. Special Offers / Perks: This can be a great tactic to use with
strategic partners. For example, offer customers of a strategic
partner a special perk not available to the general public. Just make
sure the offer makes financial sense—know your approximate
average customer acquisition cost and plan accordingly.

25. Product Bundling: Bundling products and services and giving
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them a catchy name can be a great way to upsell existing customers
and differentiate you from the competition. You can even create
packages that you don’t even expect anybody to buy, just to help sell
other packages. For example, if you have a basic service plan,
standard plan, and deluxe plan, the deluxe plan could simply be
something you create just to make the standard plan look more
affordable by comparison.

26. Print Ads: Results can vary greatly depending on a number of
factors. If you're running print ads, make sure to have a strong call to
action that will allow you to track the results closely. For example,
use the ads to promote an “enter to win” sweepstakes and track how
many entries you get.

27. Postcards: Postcards can be a great way to generate leads.
They can also be a complete waste of time and money. Postcards
are merely a means of communicating a message to a target
audience. Get the right message in front of the right audience, and
you'll get good results. Keep in mind that “good” results for a direct
mail campaign are only 1-5%.

SEOQ & Websites

28. Location Pages: If you are a local brick and mortar business it is
critical to have a professionally optimized page on your site that has
your address and contact information displayed. Your accurate
company name, address and phone number (NAP) should be listed
on all the pages of your site, but having a dedicated page is good for
Google and users alike. Provide users with a map and directions or
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better yet a widget that gives them directions from their specific
location. This page will help anchor your site to relevant local
searches.

29. Local Service Area Landing Pages: By creating web pages
and blog posts that are optimized for other cities and communities
that your company services, you can extend the geo-targeting of your
website and cast a wider organic search net. Include pages, blog
posts, images, video content and basic SEO on-page optimization
that target not only your metro area, but also for suburbs and maybe
even specific neighborhoods that are in your company’s service
radius. Make sure that each page has unique content as the search
engines do not like duplicate “doorway pages” that only exist to
capture keyword searches for similar content.

30. Email Capture: There are several ways you can use your
website to build up your email subscription list, but one very effective
way is to use a popup plugin that triggers after a certain period of
time that a visitor spends on your site, or on scroll down action, or on
several other types of visitor actions. There are a number of free and
premium plugins for WordPress for email popup capture forms.

31. Keyword Research: Search engine optimization, that is ranking
highly in the non-paid (aka organic) Google search results, all starts
with knowing what and how your ideal customers are searching for
your product and services online. Google provides a free keyword
tool in AdWords (Keyword Planner) that enables you to research
keyword search activity in your area. You can then use this
information to optimize the content on your site as well as create new
blog content based on this keyword data.
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32. Website Testimonials: Visible customer testimonials are an
important conversion element to include on your website. Combined
with other elements such as trust badges from organizations and
affiliations you belong to, authentic client testimonials inspire
confidence and will help trigger a call to action on your site. Make a
habit of getting happy customers on each and every sale and post
these testimonials every time you get a good one. Also be sure to
amplify these praises in your social media channels.

33. Search Engine Optimization: SEO is one of the most coveted,
yet frustrating and difficult aspects of online lead generation — or at
least that is the way it is often perceived. SEO is comprised of on-
page SEO, which relates to things you do on your website, and off-
page SEO, which relates to all the things you do off your website that
directly and indirectly relate back to your site. An SEO-friendly
website coupled with active content marketing and online reputation
management is all many small businesses need to start getting SEO
traction.

34. On-Page Search Engine Optimization: In order to optimize
your website for Google and the other search engines, you need to
have the right content and site structure to communicate to Google
that your site should be served first in the search results. To
maximize your website’s on-page potential, do your keyword
research and make sure your page content and blog post contain the
words and locations you are targeting. Also make sure that your
website coding is SEO friendly in terms of page titles, meta
descriptions, image alt tagging. For a more detailed list visit: Moz
Web Developer’s Cheat Sheet.

35. Off-Page Search Engine Optimization: Off-page SEO refers to
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the way the Internet relates back to your website, both directly and
indirectly. All reference back to your website has either a positive or
negative search engine value, from how and where your business is
listed in major directories, to backlinks and citations from relevant and
high-authority website and blogs as well as social media signals.
While natural and organic SEO can help your site gain rankings,
manipulative and unnatural SEO methods can get your site penalized
and even de-indexed from the search engines. Be careful of buying
SEO packages or services from untrusted sources. Exercise caution
with back-linking activities as many forms of link building are
prohibited by Google. In general, if you are proud to have your
website listed on a given website and you are proud of the way it got
there (ie you earned and did not pay for it) it will likely help you with
your rankings.

36. Blogging: Of the 200+ ranking factors that Google uses to rank
your website, blogging may be one of the most heavily weighted in
search engine optimization today. Google will regularly visit your
website and check for sites changes. High quality, relevant content
that is media-rich and inspires user engagement all counts for your
websites ranking potential. Most businesses should blog weekly for
best result or at least twice per month minimum. Target 500 words
minimum for each blog post if possible.

37. Guest Blog Posting: This is when you write a blog post for
another website, or when you accept a guest post from another
author and post it on your websites. Guest posting is a great way to
generate new content on your website, provided that it is high quality
and relevant to both the author’s and the publisher’'s audiences. Use
your existing business network to identify strategic guest blogging
partners, but keep in mind that no more than 30% of your blog
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content should come from guest bloggers.

38. eBooks: Creating and offering eBooks will help your small
business in many ways. First, it demonstrates authority and builds
trust with prospective customers. Second, eBooks can be used as an
incentive to get people to subscribe to your email list. Free eBook
offers also generate social engagement and attract quality links back
to your site. Consider creating an eBook of useful tips (like this one!),
create an eBook from a collection of previous blog posts or consider
hiring a freelance writer for help.

39. Online Video Marketing: Not only is YouTube the second
largest search engine in the world, effective online videos are proven
to improve conversion rates, spur social media engagement and
improve SEO rankings. Consider investing in a local video
production company to create a professional introductory video for
your website. In terms of an overall content marketing strategy, take
videos often with your cell phones and make a habit of uploading
these to your YouTube channel. When appropriate, embed videos on
your web pages and blog posts. When possible, get customer
testimonials on video — sometimes these are harder to get, but they
make for awesome website content when you can get them.

40. SlideShare Slide Presentations: Use slide sharing sites as part
of your online content distribution channel. Many of these sites have
search engine value and sometimes a presentation can achieve its
own organic rank, thus becoming a lead generator in and of itself.
Some slide presentation websites enable you to embed presentations
and make it easy to share this form of content on social media
networks as well. Your business likely has some, if not many,
PowerPoint presentations from previous meetings, workshops or
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seminars — any of these that are quality, relevant and are non-
proprietary can and should be posted on a slide sharing account(s).

41. Industry Sites & Profile Pages: Your membership and
participation on industry websites and forums helps to demonstrate
authority in your niche. Find the major forums and websites in your
industry. Join and actively participate in discussions that are relevant
to your business. When appropriate, link to or reference your content
on third party sites that help solve a problem or answer a question.
Do not post advertorial or inflammatory content, but do encourage
discussion and debate. Be sure to complete a membership profile
and provide your website address, contact info and social media
links.

42. Press Releases: Online press releases are a great way to quickly
get newsworthy announcements to targeted industry groups. Make
room in your marketing budget for one to several press releases
every year, but again only issue press releases for newsworthy
events and achievements. Only use reputable online press release
distribution services and be sure that the service gets PR Newswire
distribution. Do optimize your release for SEO, but do not over
optimize or use keyword rich links.

43. Webinars: Like many of the tips on this list, webinars help to
establish authority and educate prospective customers in a way that
puts them on the path to conversion. Webinars are also a great, cost
effective way to connect with a targeted audience while building trust
and making a personal connection. Hold webinars regularly and find
a strategic partner to co-host with — this will bring more value to the
webinar and get you free exposure to your partner’s audience (and
vice versa). Be sure to include a call to action at the end of each
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webinar and provide a follow-up email with free content related to the
content they just watched.

44. Reputation Management: Online reviews, social proof and
sentiment help generate leads. Your best salesforce is your existing
(happy) customer base. Online reviews — through Google, Yelp,
Facebook, etc. — are excellent sources of leads and new business
that costs you very little to acquire. Be sure to have a plan to
respond (positively and honestly) to negative review as well, but
encourage your customers to “Give You Five Stars!”

45. Social Media Integration: Social media signals are becoming
an important SEO ranking factor. While it is very important to
maintain an active blog and social media pages, the search engines
are giving more weight to blog posts that show audience engagement
via the likes, shares, pins, tweets and comments an article
accumulates. In order to make your website ‘social media friendly’,
it's important to make sure that your visitors can easily find the
sharing and voting buttons on your site. Further, adding social media
widgets to your website such as a Google+ company page badge, a
Facebook like box and / or a Twitter feed not only sends additional
social signals to the search engines, but also can help with
conversion rates.

Email & Engagement

46. Email marketing: Second only to having a strong lead
generating website, email marketing is the most important online
marketing activity you can do. Build your online presence through
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asking for email addresses at all points of contact and use free or
very affordable tools like Mailchimp, Constant Contact, or AWeber to
stay in touch with your customers and prospects by sharing
educational content and special offers.

47. Direct Outreach: You do not have to write 100% new content
with each email — curate and share other’s useful content, share links
with strategic partners (they should share yours) and make it easy to
share your emails through forwarding to potential partners. Make
sure links go back to strong pages on your website.

48. CRM Customer Relationship Management: Even if it begins on
a spreadsheet, keep track of your customer and prospect information
— contact info, purchase history, notes on contacts, etc. There are
many affordable CRM systems available today, many integrated with
billing and accounting software that will enable you to know your
customer relationship history quickly and easily so you and your team
are always updated on your customers. As you grow, you cannot
keep it all in your head. Build a system for customer information
management!

49. Email Signature Marketing: Links, social IDs, email addresses,
time-sensitive offers, should all be included in your email signature
(instead of your favorite quote). Use every touch, including this one,
to encourage engagement with your content and web presence.

50. Email Prospecting: Unless you can guarantee (and prove) you
have an opted-in, fully anti-spam compliant email list, do not prospect
through email to contacts you do not already know. The costs are
simply too high, both in good will and possibly in fines, to buy an
email list and assume you have the right to abuse it. Build your list
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organically and you’ll be much better off.

51. Sponsored Emails: (other partners and providers with your
audience)

Make your list available to relevant offers from your strategic
partners, and get the same in return from them. This does not mean
you have to hand over your list, rather offer to send an email on their
behalf (and vice versa).

52. Create a Lead Generation Funnel: Understand how your
customers buy and what process they go through in deciding, then
create offers for each stage in the process. Maybe the first offer is
educational content, then a trial/demo offer, then an extended trial,
then a full subscription. Know what happens in terms of conversion
in each stage of the funnel and you’ll be miles ahead of your
competition.

Local Offline Presence

53. Speaking: This one is not for everybody. If you are good at
public speaking and enjoy teaching others, this can be a great way to
capture leads. On the other hand, if public speaking is not a strong
suite, you should probably steer clear of this.

54. Meetups: Search meetup.com for business-related groups in
your area (or clubs related to your industry, or that your ideal
customer might be involved in). For example, if you are a financial
planner, see if there are any meetup groups for real estate investors.
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55. BNI: Business Networking International is the world’s largest
business network and referral organization, and can be an excellent
way for a local business to get more referrals. That being said, itis a
franchise, so each region is independently owned. Results may vary
depending on your region and which chapter you join. Visit several
chapters near you before deciding which one to join.

56. Networking Events: You need to spend time using “shoe
leather” to get to know prospective customers and partners in your
market. Get out and Network! Chambers, BNI and other groups all
exist to make it easier for you to share your expertise and learn of
others that might be complementary to your business.

57. Workshops: It may seem intimidating, but hosting your own
workshop — even if it’s only for 10 people will give you a captive,
dedicated audience to hear your expertise. Co-sponsor a workshop
with strategic partners to build strength in numbers and share lead
lists. Plus, workshop content is excellent for re-purposing on your
blog, YouTube, social media, etc.

58. Event Sponsorships: Sponsorships for leads should only go to
organizations and events that have your target customers in them.
Otherwise, they are donations and shouldn’t be viewed as marketing
costs. Getting your name and logo associated with other powerful
names in your target market can definitely generate leads, but have a
plan for actually capturing those leads — and of course following up
with them.
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Traditional Media

59. Broadcast (Radio, Television) Advertising: Unless you have a
significant budget that can be sustained for months on end to
measure results, you should avoid this form of advertising. If you
must do it, make sure your message is clear — who you're talking to,
why they should buy from you — and that you include a clear and
compelling offer for them to engage. And MEASURE the results! Do
NOT rely on the advertising sales person to tell you how your ad is
performing — they do not know; only you do! Use call tracking
services to make sure your phone number (or web address) is unique
to that ad so you can attribute results to it.

60. Get Interviewed on Radio or Television: “Earned media” — such
as giving interview on radio or television — is an excellent way to
generate business. Educate your target market (without being
“salesy” — just be a subject matter expert) and be sure to provide
clear and compelling content for the listeners/viewers. Make sure
you ask where new customers learned about you to help attribute
leads to these marketing efforts (or use a call to action in the
interview if allowed).

Direct Mail & Advertising

61. Direct Mail: Direct mail marketing is a method of advertising that

doesn't get as much credit as it deserves these days. Think about the
low amount of actual paper mail most people are receiving. Thanks to
the days of computers, so-called “junk mail” is getting more and more
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uncommon. So, if you advertise locally using direct mail, your ads are
more likely to be seen, rather than just lost in a pile and eventually
discarded. Not only that, but direct mail feels more personal than e-
mail and can help you to build up your local client base.

62. Direct Mail / EDDM: One of the greatest things about direct mail
these days is something called EDDM, or Every Door Direct Mail.
When you use EDDM to market your business, you don't need to
worry about the limitations of email. You know that your ads will be
seen because there are no junk mail folders. There are also not any
bad email addresses that bounce mail back to you. The best thing
about EDDM is that you can use the USPS website to select exactly
which area you want to cover. The post office will ensure that each
home or business in that selected area receives your ad. It couldn't
be easier.

63. Direct Mail - Purchase a High Quality List: Although you could
use the USPS website to send out direct mail without creating any
sort of actual mailing list, you're likely to get more of a response by
purchasing a high quality mailing list. Mailing lists can be customized
according to almost any demographic or specification. You can select
lists based on locations, business types, potential client ages, and a
lot more. The customization makes a purchased list a much safer bet
than just sending direct mail ads to everyone in the surrounding area.
They allow you to target specific businesses or individuals that you
think will benefit your business and also potentially benefit from it.

64. Thank You Cards and More: One of the best ways to keep your
business fresh in the mind of your clients is to use direct mail to
participate in appreciation marketing. Simply put, you can mail cards
and notes to your clients. You could even make a list of each client's
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birthday and mail them a coupon for their special day. You would be
amazed at how such a simple thing can get clients to not only come
back, but also encourage everyone they know to use your business
services.

65. Contact New Businesses from Fictitious Business Listings:
Even if your business is fairly well-established, it's still important to
network with other businesses. Building up a rapport with area
businesses can help to keep your clients coming in the door. One
way to do that is to find and contact new businesses through fictitious
businesses listings. Each business owner has to register their
company's “doing business as” or DBA name. You can use that
information to send personalized direct mail to them and introduce
your business.

66. Send An Amazing Intro Piece: The Internet is an important tool
for building any business these days. You can use it to find contacts
and businesses that you think should be added to your client base or
your referral network. Once you find those new contacts the next step
will be to introduce your business to them in a memorable way. That
could include regular direct mail, personalized notes or cards, or even
a DVD of your business and all it has to offer. Anyone who receives
such a personalized introduction is likely to not only remember your
business, but want to make an effort to investigate it and get to know
you better.
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