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Companies always strive to create the perfect marketing tools – tools that create brand history, create buzz for products, and earn these products an unshakable place in a customer's life. Big companies have the luxury of throwing thousands of advertising dollars into marketing budgets, but small companies rarely can. I find that the strongest marketing device a small company can develop is its story. Tell
your company's story. Everyone likes to know the story behind the story, especially when the outsider or hero is involved. I recently spoke to the owner of a direct management agency who told me that he started a business because another company bought the one he worked for and asked him to let go of most of the team. Rather than do that, he himself left and founded his own company, brought the
whole team up to his new venture, and successfully avoided firing many people. Learning his story helped me see the kinder side of the business, which otherwise seemed heartless, and I immediately felt myself rooting for the owner. Tell the story of your product. At the fair this weekend, I stopped by the booth of a Japanese company that makes very traditional Japanese-style screens to decorate and
divide rooms. As someone who loves clean modern lines, this type of product is not something I would usually look closely at. So what made me stop? The company restored its workshop space at the fair and brought a traditional Japanese craftsman to the booth to show how it built its product. The complexity of the work was overwhelming and the craftsmanship was fascinating. This made the product
beautiful in a way I would never have noticed if the owners hadn't told me the story of how it was made. Tell your personal story. If you have a service-based business, your personal story and why you do what you do are not only a great attention grabbers, but can also be a striking testament to your expertise. The real estate agent who helped my husband and I found our apartment was a successful
psychologist before she became a real estate agent - and points out that in literature she provides potential clients because she knows that buying or selling a house can be a difficult and emotional experience. She sells herself as a sovereign negotiator and adviser to illustrate how she gets her client through sales in good financial - and mental - condition. Of the hundreds of agents we could choose, she
got our business. Tell your customer how to get involved in your story. Involving your customers in your story can be as valuable as engaging them in your product. There is an independent bookstore around the corner from my house with shelves that I have often walked through. I rarely bought a book there until the store put up a sign on the door begging customers - who like the opportunity to shop
locally and want the bookstore to be able to keep its doors open - in support of independents purchase from them. Now I buy something every time I go to the store - even though I really don't need it. The next time you decide to get customers, think about the bulletpoints of your product. As Lewis Schiff of the Inc. Business Owner Board once told me: The facts get recorded; the stories they remember.
Marketers commonly refer to the marketing mix as 4 Ps: Product, place, price and promotion. This mix still applies to services, but the mix becomes 7 Ps. Three other elements are physical evidence, process, and people. When you write a marketing plan, you include your services as if you marketed the product while addressing distinctive features: Services are inseparable, intangible, perishable, variable,
and heterogeneous. The consumer buys the service at the time it is produced. An example is getting your hair cut and styled. Intangible means that quality cannot be checked before purchase. It is automatically, in that it can not be stored in stores. Services also have properties that are variable and heterogeneous. On the one hand, they cannot be accurately replicated; your hairstyle may vary slightly
depending on who cuts it. On the other hand, heterogeneous features are the reason why some consumers are looking for hairdressing chains; they know that there are certain features they can expect every time they visit. Physical evidence is the environment surrounding the service. It includes your website, the building where consumers get their services, and your branded materials such as brochures,
logos, advertising and business cards. This physical proof is what engages consumers to your service, and it becomes part of their experience. Most physical evidence has distinctive features - such as an unforgettable logo - and consistency that helps customers remember and reuse your service. The process is the way your service is provided, and the service is best approached from the customer's point
of view. For example, your hairdresser may have a file on your tastes and preferences, your lifestyle and even your personal information such as your birthday. The salon staff can offer you a glass of wine. This process becomes part of the provision of services. People apply to everyone involved in the production of your organization's services, including the customer. In a hair salon, this includes a
receptionist and an appointment-seeder; The hostess who greets you at the door and brings you a drink while you wait. stylist who cuts and styles hair; and a cashier to check you out. Each person changes their behavior based on your preferences. You, in turn, not only make your preferences known, but can learn first names so you can get the perfect meeting time, for example. December 16th, 2002 1
min read Opinions expressed by entrepreneur contributors are their own. The key to unlocking opportunities for interaction is to be aware of the conformity of any setting you and others are Be open to having a conversation with someone in the same environment as you. Here's my experience: While quickly walking down the hallway in a large hotel, on my way to a seminar, I noticed a woman walking in the
same direction and at about the same fast pace. When I set out the same situation, I asked her: What brings you here? Her brief comments indicated that we were heading to the same seminar. Only that little delicacy of interaction caused us to start a conversation during a break in the seminary and offer opportunities to learn about each other's business. Craig W. Campana teaches G.U.T.S.Y. marketing
strategies for small businesses and hosts a weekly teleconference challenge for traders (Tuesday at 4 p.m EST). Sign up to participate or pick up a copy of his 101 G.U.T.S.Y. Grabbers at Get a hoarding of discounts on books you love delivered directly to your inbox. Every week we will include a different book and share exclusive offers that you will not find anywhere else. Increase your business
knowledge and reach your full entrepreneurial potential with entrepreneur insider exclusive benefits. For just $5 a month, you get access to premium content, webinars, ad-free experiences, and more! In addition, you can enjoy a free annual subscription to Entrepreneur magazine. Discover a better way to hire independent workers. From business to marketing, sales, finance, design, technology and more,
we have the independents you need to solve your most important work and projects on demand. According AllBusiness.com, the marketing concept is a philosophy used by businesses that focuses on meeting the needs of consumers instead of the needs of society. The marketing concept uses customer satisfaction to determine whether a product or service is successful. The marketing concept defines
the strategy that companies use to sell their products or customer service. The goal of marketing is to promote the benefits of the product. For example, a cosmetics company can use marketing to explain how its products make a person feel more attractive, confident and happier in order to influence their purchasing decisions. The marketing concept also allows companies to gain a competitive advantage
in the industry. Marketing concepts became popular after Word War II. After the war, people had higher disposable income and could choose between several product offerings. Therefore, the marketing concept has given companies the opportunity to focus on product development that would appeal to different customer groups and increase profits by meeting customer needs over a long period of time,
according to NetMBA. In modern businesses, the marketing concept relies on marketing research on target markets, market size and marketing mix. The marketing department of the organization is responsible for implementing marketing strategies. Marketing is the basis of business operations for companies and non-profit organizations. Understanding different marketing services and helps a profitable or
nonprofit organization achieve its goals. Marketing is the process of persuading potential consumers to purchase an organization's product or service. Marketing services are methods used in the overall marketing plan of production, pricing, promotion and distribution. The main marketing services consist of market research, advertising, promotion and public relations. Market research involves the collection
of statistical data to develop the marketing strategy and plan of the organization. Advertising and promotion focuses on communicateing information to the consumer and increasing demand for a product or service. Public relations are engaged in activities that build a strong and credible image among the public. The purpose of marketing is to increase profits. Focusing on achieving a particular market,
along with a communications report that stands out versus merging with competitors, gives the organization the best possible chance of success. Success.
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