GETTING REAL ABOUT Marketing

“I’ve tried marketing before, and it just didn’t work!”

How Long Does It Take?

Good marketing does produce new business, but it requires patience and persistence. Researchers have found that on average your name must penetrate a person’s mind nine times before he/she is ready to purchase your services or products. The problem is that the first few times you put yourself out there, people are probably not paying attention, so you probably need to put out the word three times for each penetration.  That means that you may have to imprint your prospects’ minds 27 times before they will actually buy. 

This is where most people give up and say that marketing does work. They haven’t given it enough time. 

Decide what methods you’re going to use, and make the commitment to do at least one thing per month to promote yourself!
How Much Time Should I Spend On Marketing?

That depends on whether you have an established business with a lot of referrals or are just getting started.  If you’re brand new, you should be spending 75-80% of your time marketing. It also depends on how fast you want it to work. As with everything else, more effort yields faster results.

How Much Does It Cost?

The average small business spends 4% of its gross income on marketing.  That figure is low because some businesses don’t market at all.  If you’re just starting out, you need to invest in yourself.  Healing practitioners often make the mistake of spending large amounts of money on their educations but fail to budget the marketing dollars they need to get their businesses going.  Figure out what you need, estimate costs, and prioritize. Some costs will be one-time investments, others will be ongoing. Marketing costs are tax deductible, so keep good records!
There are a lot of low cost ways to market your business. You can do a lot of things yourself if you are willing to spend the time to learn the tricks of the trade.
Keeping Track of Your Progress

Once you’ve made the commitment and planned your activities, keep track of your results using the form on the next page. Give each activity a letter grade of A-D, remembering that it will take some time to really determine how effective something has been. 
At the end of the year, evaluate your efforts and make your plans for the following year eliminating those activities that didn’t produce an A or a B. 
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