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Where to start A St’% |
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®*  Why you?

What is your Unique Selling Point
(USP)?

What problem is your product or

service going to solve?

® Where are you really adding value?
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Marketing communication tools A small

Advertising and sponsorship

Marketing materials, including:

— Brochures, flyers, promotional items, branded clothing

®  Public Relations (PR)

® Events, including:
— exhibitions, trade shows, seminars, corporate hospitality, lunches, networking events
® Digital marketing, including:
— social media, e-shots, e-commerce
®  Direct mail
®  Point of Sale material
[ ]

Internal marketing, including:

— presentations, newsletters
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What to put in a marketing

communications plan?

Who are your customers?

® What do they read/watch etc?
® Where are they?

® What is your USP?

When will you promote it?
Why are you communicating?

How are you going to do it?
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What your marketing

communications need to do

Your comms should:

® Gain people’s Attention
® Keep their Interest
® Createa
Desire
* Call them to Action
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Your customer will then:
® Be aware of your product or service
Be curious and find out more

Want the product or service

Take action, contact you
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Hints and tips A small
| D

®* Focus!
— Be clear who your audience is, you can’t please all the people all the time - particularly as a start
up!
® Tell ‘em, Tell ‘em and Tell ‘em again!
— Dripping tap approach, repeat your message in different ways, they won’t take it in first time,
keep telling people what you do
°

People talk — use it to your advantage

— Use the power of referral and who you know (network)
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Hints and tips Asmall
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® Good product or service sells
— Get testimonials asap, then someone else is telling your potential customers how good you are
® Long term relationship not a one night stand
— It’s not about a one off sale, it’s about building advocates of your product/service so you get
repeat business and they spread the word
°

Be consistent and credible

— If you can’t seem like you are sure about your product or service, how do you expect customers

to believe you
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Free stuff!

That needs time not money

® Social media

— your time but that’s cheaper than

advertising at the start

— pick what’s right for your market

® Facebook, LinkedIn, Twitter, YouTube,

Pinterest, Instagram, Google +,
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Scheduling your social media
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Free stuff!

That needs time not money

What?
When?
Where?
Who?
Why?
How?

Make sure you answer the so what

factor!

’ @CityRegionMag

Cadet trainee officers at Brinsworth Academy of Engineering.

Qil giant welcomes cadets '

Brinsworth Academy of Engineering hosted
| | cadet trainee officers from BP Maritime
Services on a two-week engineering course.

Trainees used precision hand fitting skills
to produce high quality work in line with
standards set by the oil giant.

In addition, torque training was provided
to gain skills to meet the requirements of
the tightening of fasteners in the industry.
The group also covered the correct use of
abrasive wheels, learning about the safety
standards for a range of portable tools used
for grinding - an essential skill used on board
ship.

BP Maritime Services, based in Singapore,
runs BP's international fleet of oil tankers
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and liquefied petroleum gas carriers. It
employs around 1,000 seafarers worldwide.

The course was supported by BP's
Maritime Services general manager Mark
Fortnum who flew in from Singapore to
check on progress.

Paul Reeves, business development
director, at Rotherham-based Brinsworth
Academy of Engineering, said:"Working
with BP is a major coup. For us to be able
to provide crucial training to these trainee
officers who will be fulfilling highly skilled
engineering roles is a great accolade.

“Following the success of this course we are

looking forward to building on the content
to assist future trainees from BR’
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Free stuff!

That needs time not money

® Awards entries

— free PR

— added credibility

Ltrictly business at prime
awards neght
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Free stuff!

That needs time not money

Networking — go tell people what you
do, your passion and enthusiasm will

sell!
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Entrepreneurs’ event, Sheffield

It was an exdusive, invitation-only event for
business leaders that promised 1o go ‘inside:
the mind of three entrepreneurs’

Business club Connect Gazelles arganised
an event in Sheffield that featured Richard
Doyle, founder of IT company Esteem
Systems, Go Outdoers founder John
Graham and OSL Group founder David
Grey MBE. Pictures by Steve Taylor

From left, Kirsty Walker, Nick Butler,
Richard Dayle (right) with Ancrew Vernon Kate Betss Iefi) and fackie Cook Michcel Hockett and Simon Wedsworth,
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How to be successful at marketing...

Understand your market/sector
Set clear targets and budgets

Be clear about the profile of your

target market

® Decide on the brand and USP you

want to promote

Produce a marketing plan
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Decide how you will measure your
performance - increased sales, direct
responses, editorial coverage in press

etc...

Monitor and evaluate the results of

your plans

Learn and adapt for future campaigns
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Contact Us

CQ Strategic Marketing Ltd

Westthorpe Business Innovation Centre,

Westthorpe Fields Road, Killamarsh, Sheffield, S21 1TZ

Tel:

Mob:

E-mail:
Website:

Skype:

Follow us on:

0114 399 1600

07789 683373

jackie@cqstrategicmarketing.co.uk
www.cqgstrategicmarketing.co.uk

jackie.cqmarketing
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