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The Official Entrepreneur Certification 

MODULE 11: Take Action! Begin Testing Your Marketing and Sales Plans  

1. Begin your first Marketing Campaigns, Online and On-Land 

ONLINE STRATEGIES 

Develop brand name and image before starting communications 

There are times that you are going to want to use a company name and times that you’ll want to 

brand under your own name. Decide which one works best for you, and then commit to it.  

If you are selling more personal products or if you are creating a small business idea, like 

coaching programs and consulting, you’ll want to use your own name from the very beginning. 

When you are working closely with clients, it’s easier to establish trust with an individual than a 

large corporation. However, if you are trying to create a product line or sell things like business-

to-business products, using a strong company brand name as your starting point might be the 

right way to go.  

Whatever you choose to do, remember that you should avoid changing your name later to make 

the most impact. Choose something that is memorable and will help people understand what you 

do from the very beginning! 

Set the objective for the marketing campaign 

Once you have decided on your brand name, it’s time to start thinking about what you want your 

marketing to do for you in real terms. Set long-term and short-term goals as specifically as 

possible, as we’ve talked about in some of our previous modules.  

One way to do this is to look at your direct and indirect competition and see what types of 

marketing they use and how their growth was affected by those methods. 
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Study your competitors 

Competitors are important sources of information for any business You can learn a lot from 

someone who has already figured it out! 

There are several ways to study your competitors’ advertising methods. You can see what types 

of ads they are running in newspapers and magazines, on TV and in online video ads, and on 

social media.  

NEWSPAPER & MAGAZINES 

You should go through the magazines and newspapers that your competitors are advertising it. 

Study their copy, their headlines, and their images.  

TELEVISION AND ONLINE VIDEO ADS 

Go on YouTube and Facebook and study the types of video ads your competitors are producing. 

What types of ads are they creating? Do they use humor in their ads? How long are their ads? 

Who do they target with their ads? Do they even use video ads at all? These are all important 

things to consider when creating your own ads. 

Additionally, if your competitors advertise on television, be sure to pay attention to their 

messaging there as well. You don’t necessarily have to do TV ads, but it helps to see what others 

in your industry are doing to attract their clients and customers. 

SOCIAL MEDIA 

This is probably the richest source of competitor data you’ll find on the market to date. Facebook 

is especially useful for finding customer and advertising data. Follow your competitor’s pages 

and watch how they advertise. Take screenshots of their ads and see how they write their copy 

and what their customers interact with most.  

You can also use tools like FanpageKarma.com and Facebook’s Audience Insights to look up 

this type of data.  Spend some serious time going through and studying what your market – and 

the market of your competitors – are looking for and responding to on social media.  

Start with SEO 

SEO is becoming less important in today’s world, mainly because social media is helping 

companies rank quickly without all of the complicated work. However, it never hurts to start 

with good SEO practices.  

If your website runs on Wordpress (which we highly recommend), you can install a plugin called 

SEO Yoast that makes optimizing your site for keywords extremely easy. With every page and 

post you create, you can set a “focus word,” which makes your site more searchable on Google. 

http://www.fanpagekarma.com/
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The more pages on your site that have a high SEO score, the better your page with rank in 

Google results.  

Begin building an email list 

Perhaps one of the most powerful online marketing tools available, email is a way to engage in a 

private conversation with your customer – at any time of day, anywhere in the world. Email 

marketing – when done correctly – provides you with the chance to speak to the heart of your 

customer, and invite them to do business with you. Email lists can be developed through existing 

customers, sign-up forms on your website, blogging platforms that allow people to follow your 

postings. Because of spam rules, you will need to ensure that your email recipients have agreed 

to receive your emails before you send to them. However, this means that you have an audience 

that has chosen to hear what you have to say. Regular email updates allow you to keep your 

customer informed about new products, offerings or specials. It also allows them to engage in 

conversation with you and helps generateF a feeling of connection that will help build your 

business. Email marketing programs are available to help you quickly and easily send out 

newsletters and more. 

Run online ads 

For a targeted approach to online marketing, you can buy ads through platforms such as 

Facebook or Google.  You can select your target market demographics, and then the ads are 

funneled to users based on their identification through Facebook, Google, etc. This direct sales 

method gets your company’s information in front of the consumers you want, increasing the 

potential to gain their business. This method of advertising can be extremely cost-efficient  when 

done correctly. Success can be mixed, which is why it’s important to run shorter campaigns, 

assess their successes/failures, and tweak until you get your messaging right. 

Find an online campaign manager 

You’ve developed your list of what online marketing techniques you’re going to use – but who is 

going to do it? Engaging in a marketing campaign can be a full time job – which would be fine if 

you still didn’t have to do your other job(s). Divvy up the responsibility for specific tasks among 

people in your company. Do you have an employee on staff who tweets every move he makes? 

Put him in charge of developing a social media presence. Do you often find Pinterest up on 

computers during lunch? Assign that person the task of pinning product ideas on a company 

board. Once you have identified the methods behind your online campaign, make a schedule – 

how often will things be updated? Who is responsible for coming up with the material? Who is 

doing the actual posting? If you’ve decided on including techniques that are beyond the skills 

you possess, or will take time that you don’t have, find avenues to outsource the task – the 

potential revenue may be worth the added expense. 
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Track your results 

You’re almost ready to embark on your internet campaign – but there is a final piece of 

information that you’ll need to begin. How will you know if the process is successful? Beyond 

that, how will you know which methods are working – and which ones aren’t? Make sure that 

you take advantage of the analytics that social media offers to track your campaign. Notice 

where the trends are: does a new tweet increase the number of visitors to your website? If you 

pin something on Pinterest, do you notice a jump in sales for that item? Set a schedule for 

evaluation. Spend time with statistics and charts and find out where your strengths are. Revisit 

the analytics periodically to ensure that you’re spending time and effort on things that are 

working – and change the things that aren’t. 

Launching an online marketing campaign can be exciting and horrifying and exhausting. It 

requires attention and planning – but the potential growth for your company can be huge. 

 

ON-LAND 

 

1. Create pamphlets or brochures.  

 

As stated in previous modules, having these types of visuals will help you at trade 

shows, during sales interviews and sales pitches, and beyond.  

 

2. Customer Testimonials 

 

When you have customers that love your product, be sure to grab testimonials from 

them and post them on your website and place them somewhere prominent in your 

printed marketing materials. Often, people who see glowing reviews from other 

customers are more likely to buy your products! 

 

3. Seek out community exposure: 

 

Providing sponsorship for a local sports team is a great way to become better recognized 

in the community. In return for your contribution you should be able to get your company 

logo on the team’s shirts and perhaps even around the ground where they play. 

 

Offer your product as the prize for a local contest, whether it’s for a church fete raffle or 

a school pageant, this will really cast your business in a positive light. 

 

Hold a writing or design challenge for a local school or community group and 

incorporate the winning entry into one of your products or marketing campaigns. People 

are always happy to support friends and family in their endeavors! 
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Offer a specific discount to a particular group. You may choose to target a club or 

attendees of a certain event, or perhaps offer standard discounts to students, nurses or 

members of the armed forces. As well as encouraging these individuals to make 

purchases with you, this generosity is also likely to generate word of mouth promotion 

amongst people they know. 

 

4. Get involved in networking 

 

Creating a business network can be endlessly useful when it comes to sharing marketing 

costs and attracting business through referrals. The trick is finding another business that 

doesn’t compete with you but offers complementary services or products – and working 

from there. 

 

Participate in trade shows to enhance your business network. By getting a booth and 

making sure your display is eye-catching and memorable you’ll be able to access people 

you’ve never reached before – and stay in their minds long after the show is over. 

 

Never miss an opportunity to chat about your business with the people you meet. Lots 

of other businesses will be in the same position as yours – i.e. looking for new customers 

– so you’ll probably find they’re keen to share experiences, learnings and perhaps even 

marketing ideas. 

 

Make sure your business card stands out. It’s easy to get standard business cards that 

cost next to nothing, but these types of cards are also very easy to forget about and throw 

away. Use bold colors, unusual design and plenty of imagination when putting together 

your business card to ensure it fulfills its potential as a marketing tool. 

 

Send out surveys to your customer or potential customer base. Asking relevant questions 

that gather important information about what your customer wants is extremely valuable! 

In the end, giving the customer what they desire and communicating that you fulfill their 

needs are, after all, the key to a successful business! 

 

2. Revise and Refine Your Plans, Then Test Again by DOING. 

After you’ve worked with a few methods, evaluate how well each one did. Use statistical tools 

like Google Analytics and Facebook analytics to track the amount of traffic, conversions, and 

responses you received based on each, and then refine, refine, refine. This is a process that 

should be done over and over again. Business planning is something that should constantly be 

revisited! If you work diligently to research, release, and revise your marketing processes, you’ll 

soon have a lean, efficient business that profits consistently. 
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Now it's time to take the short Module 11 Assessment. A 100% on this assessment allows 

you to move on to Module 12. You may take it as many times as you like. 

 


