MARKETING INSIGHTS

Do You Know Your Competitive Edge?
In business, you can never be everything to everyone. To be successful, you need to come up with a
specific proposition or compelling claim targeted at your customers, in such a way that they would be
foolish to go elsewhere. This is your point of differentiation…. your 'competitive edge'.
In developing your 'competitive edge', you need to consider what you have to offer, that someone else
doesn’t.
•
What competitive edge can your business present?
•
Does your business have happy customers?
•
How do you create happy customers?
•
What benefits can you offer to your customers that other businesses cannot?
•
Have you considered what the 'moment of truth' is in your business? A 'moment of truth' occurs
every time your business and a customer come in contact. This may be direct contact (as in face-toface), by telephone, by direct mail, by using your business’ website or, indirectly, by way of the
delivery firm that you use as a subcontractor.
Your customers’ experiences at these times will leave a lasting impression on them. You need to know
when a 'moment of truth' will occur and ensure your team members and subcontractors have been
appropriately trained on how to react at that time.

Ask “How” Questions
In many business situations, be it marketing, sales or a team meeting, ‘how’ can be a great word to start
a question.
•
How long has this been happening?
•
How much longer is this going to happen?
•
How does that make you feel?
•
How does that impact on your family?
•
How long has it been like this?
•
How would you like your world to look in 12 months’ time?
•
How would you rate your business overall, out of 10?
•
How many days, weeks or years can your business survive without you?
•
How soon would you like to see the changes in your business?
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Suggest Alternative Uses
There are times when customers buy things, a mobile phone for example, but they don’t always
understand all of its features. A good sales technique is to build rapport with customers, by letting them
know all about the features and alternative uses of the product. This will add to their satisfaction and
hopefully encourages them to buy.

Past Customer Event
Why not invite past customers to an event? This could be a sporting event, movie night or party. This
could be a great way to network their business or ideas.
The intent is nothing more than a way of saying ‘thank you for their business and an opportunity to
network, and don’t forget us next time you, or someone you know, is looking to buy a product that we
can supply’.
You could organise this type of event, in conjunction with other businesses, so you get to meet potential
new customers, and your past customers could get the opportunity to network with other business
people.

Free Upgrade
Free upgrades are a great enticement for more sales. You can offer a free upgrade on any product or
service that you are selling. Think long term, and think about the ‘lifetime value of your customers’. In
most cases, it would be viable to offer some incentives at the beginning of the relationship, to attract a
customer’s loyalty for a long time.

Keep On Marketing
In difficult economic times, it is tempting to stop marketing. However, if you wish to take advantage of
the business upturn when it arrives, you have to be thinking differently, to take advantage of the changed
economic circumstances.
•
Why not consider giving guarantees on your products or services?
•
Have a vision. Don’t try to be ‘all things to all people’.
•
You don’t need to spend huge sums of money on advertising.
Have you considered being proactive with the use of public relations and communications, by issuing wellprepared news releases on products/services/activities that your business is undertaking? The news
release could be sent to your local news outlet, included in a newsletter, and placed on your website.
If you have some slow moving stock, is it possible to package that stock with other stock items and sell
the total as a packaged product?
Have you explored the opportunities of marketing your business, in conjunction with other businesses in
your area, whereby you share the customers and jointly market and promote the businesses?
You need to be thinking differently in the current economic conditions, by being proactive in marketing,
public relations, communicating with the market and targeting products and services directly to specific
customer segments.

Disciplined Approach To Marketing
Having a disciplined approach to marketing the business can make the difference.
Marketing is a process, not a one-off event. It’s not advisable to copy what your competitors are doing.
How do you know if they’re doing it successfully?
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When you examine the marketplace, only 3%-4% of your potential customers are ready to buy at any
one moment in time.
The main reason for marketing is to generate some interest by using a time-based process, such as a
‘drip’ campaign of communicating with potential customers until they’re ready to buy. This can be built
around four words – interrupt, inform, educate and offer.
It’s a good idea to give consideration as to how you might be able ‘interrupt’ potential customers. This
could be done via email or a telephone call, to advise them of your product or service at some particular
point, followed up with information which will inform the potential customer of how your products can
assist them in their day-to-day business operation.
Business owners and consumers receive hundreds of offers every day, directly and indirectly. Therefore,
you need to determine how you’re going to ‘educate’ your prospective customer on the services you’re
providing. You’re then in a position to make an ‘offer’ to your prospective customer, having gone through
the process of ‘interrupt, inform, educate’, as part of the disciplined marketing process, to inform and
educate your customer on the products and services your business is offering.
If you would like to have a discussion with us relative to the development of a marketing process for your
business, please contact us or have a discussion with a marketing consultant. If you don’t know a
marketing consultant, we’re happy to give you an introduction to a marketing professional.

Professional Advice
If you are interested in any of the work discussed in this article being undertaken, we invite you to visit
www.esssmallbusiness.com.au to utilise the “Find an Accountant/Adviser”. Simply enter in your postcode
and the Find an Accountant/Adviser directory will identify accountants located in or near your postcode,
who are able to supply a range of business advisory services, including the types of services mentioned in
this article.

