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Chapter 9: Your (Fabulous) Marketing Plan

Marketing for Reluctant Entrepreneurs
Many generic marketing-plan templates for small businesses assume that
your business will be a storefront operation and that you’ll be marketing
to local customers. The techniques that work for that market are often
not effective for one-person professional businesses because we tend to
get our business through referral rather than advertising, and we often
don’t have a storefront where we could post signs or entice passersby.

One of the most important goals in designing your marketing plan is
to attract clients rather than chasing after them. With very few
exceptions, cold calling and direct mail are not effective ways to bring in
clients; your clients are much more likely to go to someone they know
personally, through a referral or recommendation, or by reputation. Your
marketing plan will include various activities for engaging your
prospective clients rather than just talking to them.

The steps you take to raise your profile with your clients depend on
your clients and the products or services you offer. Following are three
categories of marketing that are usually effective for entrepreneurs. You’ll
find plenty of specific ideas in Chapter 10, Brand “You.”

Word-of-Mouth Marketing
Eventually most of your clients will come to you because they heard

about you specifically. But that word-of-mouth marketing has to start
somewhere, and you have to be that first mouth. Activities to create

word-of-mouth referrals include public speaking, publishing an e-
newsletter or blog, actively networking, offering workshops and seminars,
and so on.

Building this kind of marketing momentum takes time; people will
recommend you to others after they’ve already gotten to know, trust, and
value you. This doesn’t always mean that you have to meet people one-
on-one or take people out for coffee every day. Rather, you’ll use the
techniques described in Chapter 10, Brand “You,” to get in front of
prospective clients regularly so that they see you as a reliable, trustworthy
professional.

Becoming a Trusted Expert
People like working with people they trust. Your marketing plan will

include a variety of activities that enable you to establish a reputation as
someone who is an acknowledged expert in her field. This can be difficult
for those of us who absorbed the childhood message of not bragging
about oneself or, as Australians say, cutting tall poppies down to size.

Thankfully, there are plenty of marketing activities you can use to
promote yourself without feeling overly boastful. Having strong content
on your blog and website, writing for publications your clients read, taking
on a leadership role in a professional group, and offering webinars on
research-related topics are all ways you can establish your credibility
without feeling that you are overtly tooting your own horn. In fact, the
most difficult aspect of becoming seen as an expert is being brave enough
to see yourself as a thought leader. (And if you are hyperventilating right
now, return to Chapter 3, The Mind of an Entrepreneur, for some tools to
see yourself as the expert you are.)

Creating News
The final category of marketing activities is creating publicity about
yourself. This might include sending out a press release about a survey
you conducted, being featured in an article or interviewed on the radio or
a webcast, or even having your web site linked to from an influential blog.
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Becoming media-friendly involves thinking like a reporter—you need to
offer something that is truly newsworthy to your potential clients and the
reporter’s readers, and to package it in a way that makes it easy for the
reporter to turn your news into a story. A useful resource for raising your
visibility through getting media exposure is Steven Van Yoder’s book,
Getting Slightly Famous: Become a Celebrity In Your Field and Attract
More Business with Less Effort.
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Sound interesting? You can buy The Reluctant
Entrepreneur through Amazon at owl.li/yVLdM


