Marketing...
are you up to speed?

why
market
my business
at all?

Marketing lies at the heart of your business’ success - it connects
you with the people who have a need for what you offer and
provides a way for them to get to know, like and trust your brand.
Effective marketing strategies are designed to make sure your
message reaches your customers; there are many avenues for
businesses to promote themselves, the trick is to use the right
ones to reach your target audience.
Business-led marketing can help you:
• Boost sales from current and new customers
• Increase sales conversion through successful
lead management
• Strengthen brand and reputation
• Improve efficiency and reduce task repetition
through automation
• Increase sales through targeted demand generation activities
Don’t forget, more isn’t always better – quality is more
important than quantity. Make sure that everything
you do is relevant, not only to your reader, but to your
business goals too.

For more information please visit: www.55connect.co.uk

who
is my target
audience?

Marketing success relies on marketing to the right people, which
means that the first step in developing a strategy is defining your
target audience – it’s impossible to create an effective marketing
strategy without a defined target.
Creating a specific audience profile allows you to focus your
marketing on attracting the clients that will most benefit your
business. Identify your most profitable clients – what do they have in
common? What niche do they represent? Use that as your starting
point to identify who you want to attract in future.
The more specific you can be when identifying your target
audience, the more directed your marketing can become and the
more valuable the leads it produces will be.
Don’t be afraid to narrow down your audience – you
can be far more targeted, more relevant and more
engaging to a smaller audience than by trying to appeal
to everyone.

For more information please visit: www.55connect.co.uk

how

do I get my
message across?

Today we have a huge range of tools through which we can interact
with our audience, and because of the popularity and accessibility of
online marketing tools, offline marketing is often forgotten.
It’s true that offline marketing strategies can be more expensive than
online ones, but that doesn’t mean they can’t be extremely powerful
tools when used correctly.
When building a campaign that includes offline components, such
as ‘snail mail’, leaflets, brand advertising and even billboards, it’s time
to really focus on your target audience.The more defined you made
your audience profile, the more useful it will be in directing you to
the right offline channels.  
It’s also important to remember that we read and absorb
information differently in print than on-screen, so don’t forget
to factor that in to your design and copy for printed materials.
Don’t forget, marketing the old fashioned way is still
effective. Some of your clients are more likely to pick
up and read an attractive brochure rather than bin that
unwanted email!

For more information please visit: www.55connect.co.uk

what
tool have I not
considered?

Think about marketing online – It’s not just Twitter and Facebook.
With the availability of so many channels through which to
communicate with our audiences, online marketing will almost
always form a key part of any marketing strategy.
It’s impossible to get away from the importance of social media
in marketing today, and end users rely heavily on these platforms
during the research and buying process. Having a presence across
the key social areas is vital.
Facebook, Twitter and Google+ all provide effective methods of
interacting directly with your audience. LinkedIn - which is often
considered the more serious, or B2B platform – boasts a vast array
of intelligent, engaged users.
Videos and blogs are a great starting point for content strategy,
providing tools for content production, curation, syndication
and sharing.
Don’t forget about review sites – whilst you can’t
control the user-generated content, proactive
monitoring and consistent responsiveness is essential.

For more information please visit: www.55connect.co.uk

www.
what’s the point?

Today a business website is an absolute must in today’s digital
world – without it, your online presence is lacking its most crucial
component.You need it to deliver what your audience is looking for,
easily and effectively.
Your website is one of your most powerful marketing tools and
should include:
• Responsive design – consider how many people access the 		
internet through mobile devices. Responsive design is essential
for a consistent user experience
• Newsletter sign-up – capture the details of people who are 		
interested in your product or service
• Appropriate SEO tools – to optimise your presence in search
• Links to social media profiles – providing further engagement
opportunities once a user has left the site
• Arresting and powerful imagery - catch readers’ interest with 		
striking visuals to keep them interested for longer
Remember... your website is your shop window!

For more information please visit: www.55connect.co.uk

ping!
you’ve
got mail!

Studies indicate that 84% of businesses have never sent an email
to their client database, yet a survey by Epsilon found that 71%
of people remember emails that a company has sent them when
shopping.
It’s cost-effective too – the Direct Marketing Association found that
every pound spent on email marketing generated an average return
of £26.
The key features of an effective marketing email are that it is
customised, relevant and interesting.
Content for email campaigns generally follows some key themes:
• Information about new or updated products
• Details about sales and promotions
• Post-purchase emails that detail similar or recommended products
• Discount coupons, targeted to customers who haven’t been active
for a defined period of time
• Tips related to your products
Don’t forget, to most effectively use email marketing,
ensure you have a newsletter sign-up button
easily visible on your website, and track metrics
such as open rates and click throughs.

For more information please visit: www.55connect.co.uk

who
else can
champion
your business?

One aim of marketing is to show potential customers why your
product or service is the best. Testimonials and case studies
provide real-world evaluations, through unbiased feedback from
existing users.
For example, I could tell you that my business, 55 Connect,
can implement marketing strategies that positively affect sales.
Or, I could publish the following testimonial, from a satisfied client:
“{55 Connect} developing a clear and concise marketing strategy for our
product range helped increase sales and successfully increase awareness
across a range of business units.”
Case studies are a way of providing quantifiable information about
the claims you make throughout your marketing. If you have a
particularly happy customer, don’t be shy about approaching them
for a comment or case study.
Don’t forget, ask your customers for testimonials.
The content can be publicised in numerous places –
offline in printed brochures/flyers, on your website
in email marketing and across social media.

For more information please visit: www.55connect.co.uk

why
not ask
55 Connect?

I’m Sofia Dahlqvist, an experienced and passionate marketer.
With a background in budgeting, project management and general
management, I know how important it is to bring marketing into the
commercial side of the business.
My business, 55 Connect, does just that; we drive effective
marketing strategies that align with commercial goals.We don’t ever
follow a one-size-fits-all approach – it doesn’t work for a marketing
strategy, and it doesn’t work for our clients.
I’m often asked, “why use a marketing agency, rather than in-house
resources?” Well, some of the reasons my clients come to me are:
• Specialism – a lot of people think marketing’s simple, and 		
just about anyone can do it. I have the experience and training to
know that’s not the case! We also have relationships with useful
contacts, and access to professional services you may not
have considered.
• Finances – quite often you’ll find that external marketing
costs less than a full time member of staff – especially if you 		
want access to the level of skills, expertise and experience we
can provide.
• Creativity – it’s easy to get stuck in a particular way of
thinking about your business or product; an external
perspective is the quickest way to refresh your thoughts.

For more information please visit: www.55connect.co.uk
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