
Proven Principles to Help You Achieve Your Business Goals

THE COMPLETE GUIDE 
TO EFFECTIVE MARKETING



Advertising plays a significant role in 

guiding people in their purchasing 

decisions. Without continuous promotion, 

customers forget about your unique 

offerings and will often purchase from 

one of your competitors that is actively 

marketing.

MARKETING IS VITAL TO YOUR COMPANY’S SUCCESS

Competition today — locally, nationally and online — is vast, 
aggressive and ever-changing. Your business must advertise to stay 
relevant and top-of-mind to current and future customers. 

Marketing plays a significant role in guiding people in their purchasing 
decisions. Whether launching a new business, selling existing products 
or services, educating customers on new offerings, or reminding 
people about the advantages your company provides, advertising is a 
proven method of delivering your business’s valuable message to the 
public.  

Even if your company has been successful for the last 50 years, and 
everyone in the community knows about the products and services you 
offer, advertising creates sales opportunities by inviting people to 
purchase from you on a regular basis.

This handbook will assist you in accomplishing your business goals by 
applying the proven principles of effective advertising.
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THE CONSUMER 
PURCHASE FUNNEL

To increase the likelihood that customers progress 

through the funnel and select your company in the 

purchase stage, it is vital to inform, engage and 

entice customers throughout their buying journey.

At every stage of the buying 
cycle, advertising helps 

entice buyers to purchase 
from your business. 

Advertising used to be much simpler than it is today.  In the past, people 
relied on companies, family members or friends to tell them about superior 
products and services.  Today, the decision-making process is more 
complicated.  The Consumer Purchase Funnel is the four-step process 
customers take to guide their buying decisions.

HOW CONSUMERS BUY TODAY

AWARENESS
 Buyer becomes aware of your products and services, as well as your

company’s unique advantages.

CONSIDERATION
 Buyer is influenced to learn more or is enticed to make a purchase.
 Buyer visits your website to explore information.
 Buyer visits your competitors’ websites, as well as other popular sites.

PURCHASE
 Buyer calls your business or visits your website or company to make a

purchase.
 Buyer becomes a “lead” by requesting additional information and the

business converts them to a new customer.  (Lead  Conversion 
Purchase)

LOYALTY
 Buyer is satisfied with the purchase and recommends your company

to others via social networks, blogs and review sites.
 Buyer continues to be exposed to your advertising, which reassures

the person that he/she made a wise buying decision.
 Buyer continues to become aware of new product and service

offerings and frequently purchases from your company.
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THE THIN MARKET
& WHY IT IS 

IMPORTANT TO 
YOUR BUSINESS

 While the market is small, those actively seeking information to
help them decide where to buy are those that represent the
greatest potential for you.

 The members of this thin market keep changing. Customers
decide to either make the purchase or choose not to buy and
leave the “hot prospect” list.  These shoppers are now “out of the
market,” and new ones have entered.  Therefore, to reach this
evolving group of buyers, you need to maintain a constant
market presence.

 Finally, while people may not be in the market to buy today, your
advertising reminds them why they should buy from you when
they have a need in the future.

 Frequency is essential in advertising because you must maintain
ongoing awareness as shoppers come in and out of the market.

The ‘thin market’ describes the small 

number of people who are actively in the 

market for a product or service at any 

given time. They are your “hot prospects,” 

your prime targets. 

The total number of people 

actively in the market to buy most 

products or services is small 

~ on average, 1 to 3 percent ~ 

regardless of the merchandise or 

the price (excluding grocery or 

personal items).
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Businesses with extremely thin markets sell large appliances, services, real estate, jewelry, 
automobiles and items that are infrequently purchased.  

Businesses with thicker markets include sell women’s shoes and clothing, pet supplies, 
books, music, athletic gear and items frequently purchased.



1. Increase the number of shoppers to
your business or website.

2. Entice shoppers to buy and increase
their spending.

3. Invite shoppers to return to your
business and buy.

4. Encourage shoppers to recommend
your company to others.

4 GOALS
OF ADVERTISING

While your marketing efforts influence all four of the above goals, 
its greatest strength is in achieving the first goal ~ getting people to shop, call 
or visit your website.  The sales and service professionals at your business are 

responsible for accomplishing goals two through four.

The success of a marketing campaign is not simply measured 
by the total sales of the products or services promoted.  It is 
about the opportunity to build overall profits for your business. 
Increasing the below will assist you in advancing your success.

 Number of Shoppers / Callers / Visitors

 Conversion Rate of Shoppers, Callers or Visitors to Customers

 Average Ticket

 Customers Frequency of Visits

 Number of Customer Referrals

Other important measurements include an increase in:

 Web traffic and time spent on website

 Online brand searches

 Customer database
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Ultimately, the success of a company
is decided by its customers.

Advertising is not just about today.  It is about 
the future growth of your company.

All advertising your company does or doesn’t do 
today will affect your business tomorrow and 

months down the road!  
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More than ever, the customer experience is key to success.  Every 
customer touchpoint has the potential to make or break a relationship with your 
company.  

Either you fulfill customers’ needs, so they make significant purchases, buy 
again in the future and tell others about your superior products and services.  
Or, you fail to deliver on your brand’s promise, and customers turn to your 
competitors.

How do you know if you are fulfilling the needs of your customers?  Ask and 
ask often.

Advertising can, but rarely does, 

produce significant instantaneous 

results.  This happens only with 

an incredible offer appealing to a 

large audience.



TODAY’S MULTI-SCREEN CULTURE
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Most people use multiple 

devices sequentially 

throughout the day, based 

on task and location. 

Many people commonly begin online activities on smartphones and complete 
them later on a desktop computer or tablet.    

People regularly check a second screen while watching TV.  Often customers 
use their device to look up information related to the TV content.  Many people 
shop for products or services being advertised, and others write or read social 
media posts about the content they are viewing.

TODAY’S FOUR SCREENS

 Mobile phone

 Tablet

 Desk computer

 Television



NOT JUST CLICKS
Customers take after being 
exposed to your ad message

1 Click on the ad

Some customers will click on your ad to learn more; however, this 
number is only one minor measurement of your advertising’s 
success.  Plus, click-through rates are dropping.  Your ad may be 
achieving incredible success with very few clicks.

2 Call your business

Many customers are intrigued and want to inquire about your 
products and services.  These people will call your business to 
speak directly to one of your representatives to order your services 
or set appointments.

3 Visit your business
Many customers want to touch and feel the merchandise you offer 
or speak to one of your salespeople about your services.  These 
shoppers visit your business to make their purchases.

4 Go directly to your website

Many customers are interested in learning more about your product 
and service offerings. These people go directly to your website to 
learn about what makes your products and services superior in the 
market and why they should purchase from your company and not 
the competition.

5 Conduct a brand search

Your advertising message will encourage some customers to learn 
more about the options you are offering.  These interested 
shoppers conduct searches to review companies that offer similar 
products and services, compare choices and determine where they 
will purchase.  

6
Do nothing until              

there is a need in the future    
and then proceed to #s 2-5

Many customers do not have an immediate need for your products 
or services, so while they may review your message, they do not 
take immediate action.  This does not mean the ad did not perform.  
A few months later, when these people need your merchandise or 
offerings, they will remember your ad and either conduct searches, 
call or visit your business or website to decide where to buy.

ACTIONSREVIEW THE SIX

WHAT IS YOUR BEST CONVERSION OPPORTUNITY?

While there are numerous actions a customer can take after 
being exposed to your advertising message, it is essential to 

determine each campaign’s ideal outcome.  This will help 
guide your creative message and/or offer. 

 Call
 Email
 Visit business
 Visit website & provide contact information (lead)
 Clickthrough destination:  ________________
 Other:  _______________________
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12 REASONS YOU SHOULD ADVERTISE

Every day your competitors 
are attempting to 

steal your customers!

FIERCE COMPETITORS

Direct Competitors  
Companies selling similar products or services with 
comparable business models.

Indirect Competitors
Companies selling similar products or services in addition 
to other offerings.

Online Competitors
Companies selling your products anywhere in the world.

Every Business
Every company in your community and online is 
competing for customers and disposable income.
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1. There is a small number of people in the market for 
most goods and services.   Marketing messages must be 
consistent to attract this small and changing group of 
consumers.

2. Competition for disposable income is fierce, vast and 
global.  If you are not actively inviting customers to buy from 
your company, they will more than likely spend their money 
elsewhere.

3. Marketing stimulates immediate and unplanned 
purchases by sharing information about new products, 
services or discounts.  Advertise to entice customers to buy 
each week.



12 REASONS YOU SHOULD ADVERTISE

4. Marketing encourages people to shop locally, resulting in profitability for your company and economic growth for your
community.

5. Advertising invites new customers and encourages add-on sales, which helps increase profits. Not only does
advertising encourage shopping, it also helps increase profits.  Once a person enters a store, calls or visits a website, a business
has an opportunity to promote additional purchases.

6. The market is constantly changing.  People move in and out of the area, acquire new jobs, buy new homes and increase
their family size.  Advertising invites new people or those with new needs to become your regular clientele.

7. Marketing reminds consumers of your company’s advantages and the superiority or value of your products or
services.  Without continual reminders, they may turn to a competitor or not purchase at all.

8. Advertising attracts new customers and those who are dissatisfied with other brands. When buyers become unhappy
with a business, they actively turn to advertising for alternative places to buy.

Advertising is a sign of a healthy business. 
When a company loses its current hold on 

public awareness, it is much more 
challenging to rebuild.
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With very few exceptions, people will not 

know a company’s unique benefits unless it 

communicates them through advertising.  

It is critical to launch a business with a 

powerful marketing program, and equally 

important to continue promoting to ensure 

ongoing success.

9. Advertising reassures recent buyers they made
the correct decision. Many people continue to review
advertising after purchasing to reassure themselves they
made wise buying decisions, as well as investigate other
accompanying products and services available.

10. Consumers look to advertising to find the
information they need to finalize their buying decisions.
Advertising reaches consumers when they are seeking
information or when they are ready to buy.  If a company’s
advertising is absent, consumers often respond to a
competitor’s promotional message.

11. Customer loyalty is disappearing because most
people eagerly shop at any business (local or online) that
offers the best quality at the most affordable prices.

12. Marketing generates awareness, shapes
consumers’ attitudes toward a brand or company, and
builds, maintains and increases top-of-mind awareness.

12 REASONS YOU SHOULD ADVERTISE
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MARKETING DRIVES TRAFFIC, SALES & PROFIT

Advertising is essential 
to survival and growth. 

Bottom-line, marketing is the 
key to increasing sales.  If your 
company does not have a strong 
advertising presence, sales will 

more than likely suffer.
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A FEW OTHER CONSIDERATIONS

 Advertising corrects false information or inappropriate
misconceptions and allow your company to send accurate and
compelling messages.

 Advertising shapes consumers’ attitudes toward a brand or
company and directly impacts peoples’ preferences. Consumers
like to purchase familiar products.  The more familiar they are with
your business, the more likely they are to buy from your company.

 Marketing maintains internal morale.  Employees like to be
associated with a company that is proud of its brand and thriving in
the market.



OUR GOAL IS YOUR SUCCESS

Contact us for more information about 

developing a customized strategy 

to achieve your business goals.

(816) 749-2842 
sales@NewsPressNow.com

mailto:sales@kesq.com



