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Businesses and associations each have their own unique
way of operating. However, their marketing approach is s
similar. While planning, ask yourself these questions:

1. Do you have a great product or service?

2. Is your website up to date with persuasive messaging to your target
audience(s)?

3. Have you developed an innovative marketing strategy that incorporates
and supports all your touch points with your client?

Knowing what your key unique selling feature is, and over delivering to
your clients is vital. And, your web presence is more valuable than you
think.

Your website is the most common place your potential client will go to find
out more information about you. But don’t forget about the rest of the
internet. Your web presence beyond your site is just as important. You
understand your audience but what about their habits? This will help
determine your overall digital strategy.
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Your marketing objectives should be closely linked to your
annual business objectives and vision statement.

Get all your audiences’ access points aligned. Yes, your
potential clients will continue to telephone, email, or meet
with you to learn more. The way you respond and the
impression you leave will determine the next steps to winning that
business.

Do you have what it takes? Today’s marketplace is different than it was
five years ago. Linking collateral, touch points, and marketing vehicles
together can drive more business your way - leaving your competitors
behind.

Need some expertise to help pull your marketing strategy together? Want
to develop a winning strategy that will turn heads in your office and
increase the bottom line? Contact us directly at 613-884-7714 or
Senbes@InfuseFive.com to get started today.

"In a good-to-great transformation, people are not your most
important asset. The right people are."

- Jim Collins, Good to Great shamwav@InfuseFive.com
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