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“The aim of marketing is to know and understand the 
customer so well the product or service fits him  

and sells itself.” ~ Peter F. Drucker  



If you have started at the beginning you would have found your 

business passion, built your website and set up your success 

systems and now it’s time to get to having fun and getting your 

business noticed.  

 

There are so many ways to gain business exposure, not the least 

of which is paying thousands of dollars for advertising.  There are 

however far better alternatives.   

 

I’m not saying advertising isn’t necessary, but it is very easy to 

spend a lot of money and not gain a lot of exposure so it needs to 

be done carefully and be well planned.  

 

The most effective and by far the cheapest way to promote your 

business is Facebook.   Coming a close second is blogging and 

commenting on other people’s blogs.    From there it is a matter 

of finding other low cost ways to gain attention, entice new 

customers and reward ongoing customers. 

 

It is far cheaper to reward an ongoing customer and gain their 

repeat patronage than it is to find a new customer every time.  

 

Throughout this guide you will find ideas on what to post on 

Facebook, what to blog about and some innovative ways to get 

your business noticed.   

 

Ultimately it all comes down to effort, imagination and 

perseverance.  

 

The most important rule to remember is to test, test test.  Keep 

statistics of every promotion you run so you can compare and 

alter as need be.  Without these stats you will have no idea what 

worked and what didn’t!  In the end you waste time and money 

and lose valuable clients.   

 

Let’s get marketing! 

 

Yours in business 

Kathie Holmes 
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SOCIAL MEDIA 
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Social Media 
Customers no longer want to be sold too.  Those days are long 

gone.  Today it is all about social engagement.  Interacting with 

your clients/customers, sharing the goings on of the business, 

involving them in decision making and making them feel like they 

are part of your team.   

 

Once you achieve that you achieve life long support from your 

customer base and endless word of mouth referrals. 

 

So what is Social Media?  It encompasses many things including: 

Facebook; Twitter; LinkedIn; Google+. 

 

This list is by no means complete, there are thousands of sites to 

use and some are very specific towards particular topics.  The 

ones above are the most common and the most influential.   

 

I believe that if you can’t do them all you should do one or two 

very well.   There is no point posting one update a week on each 

of them—you will not engage your readers and nobody will 

bother following you.  The best way is to start with Facebook and 

build up a following that way first.   In conjunction with Facebook 

if you start blogging and link your blog to Facebook this will also 

help you interact with your readers.   

 

If you don’t have a Facebook account now is the time to set one 

up.   It is upto you whether you want to interact with friends and 

family on Facebook but you will need to start an account to be 

able to create a Page for your business.  It is your business page 

that we want to focus on not your personal account.   You should 

not give your personal account to business associates or 

customers unless you want them to see everything you or your 

friends post on your timeline.  

 

The idea behind Facebook is to create conversations that people 

can join in with.   It is not to sell directly to them from your timeline.  

You can promote the odd product but the majority should be 

about interacting with your readers.  
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Once you have opened your account just follow the links and 

create a page for your brand/business.  

 

You then need to upload a timeline cover photo that represents 

your business but does not contain more than 20% text or any links 

to your business i.e. it cannot blatantly sell your business, no 

contact details, no domain name etc.  Check Facebook rules if in 

doubt.  

 

When setting up your business page make sure you secure the 

business name as the page name.  Sometimes you have to get to 

25 likers before you can claim the business name and sometimes 

you don’t.  Either way it is imperative that you check your business 

page profile to see that you have secured the page name as 

your business name otherwise it is open for someone else to use it. 

 

The best way to get to your 25 likers is to share the link to your 

page amongst your family and friends and ask them to help you 

get to the 25.  That way you can secure the name early on and 

not have to worry about it later.  

 

As a rule you should be posting at least three times a day to your 

Facebook page.   Your posts can include absolutely anything you 

want for e.g. you can post important information regarding your 

business, jokes, recipes, pictures, photos of events, details of staff, 

customer of the week and so much more.   The sky is the limit but 

make it informative and interactive.  The more people interact 

with your posts the more you stay at the forefront of their minds.  

 

Tip to remember:  Only use images that you have the copyright 

to.  It is okay to share something that someone else has already 

shared but it is not okay to simply copy images from someone’s 

website and use them.  You must purchase a stock image for this 

purpose so you can use it commercially.  

 

Facebook allows you to schedule posts in advance which is a 

fantastic way to stay on top of your social media.   Once a week 

just sit down and write your posts and set them to post 

automatically at random times during the week.    
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There are online sites that allow you to program all your social 

media and it will post it for you however these sites are frowned 

upon by Facebook so it is best to steer clear.   

 

Below are 12  tips for things to post on Facebook: 

 

1. Monday morning:  Post a funny Monday saying or image or 

ask your readers what they got  up to for the weekend; 

2. Friday afternoon  Post a message wishing everyone a great 

weekend and to enjoy their time off; 

3. Ask if it is anyone’s birthday?  Be sure to follow up with a 

Happy Birthday message for the person and make them feel 

special; 

4. Use free stock images or purchase stock images and create 

your own funny images to post—we have all seen the funny 

animal images with quotes written over the top of them—

create your own and include your domain name on the 

bottom of the image.  This way whenever someone shares 

your image your domain name is being seen by others; 

5. Post a personal story; 

6. Post a link to a current news story and write about your views 

on it; 

7. Highlight a customer of the week/day/month—whatever 

works for your business; 

8. Thank someone for shopping with you or a business associate 

for their support; 

9. Share the link to your latest blog post (use Networked Blogs to 

post your blog posts automatically to your Facebook page; 

10. Share stories you have read; 

11. Share jokes you have read; 

12. Ask for your readers opinions (Facebook has a built in survey 

feature so utilise it for this purpose). 

 

Familiarise yourself with Facebook’s rules—they are crucial to your 

success.  Breaching them could mean you lose your page.  

 

Note:  As this book is for new businesses and showing affordable, 

quick and easy options we will only focus on Facebook for social 

media.  The remainder can be found in the resources 

section of our site as your marketing and business expand.  5 
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BLOGGING 
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What is a blog? 

 
In a nutshell, a blog is a web log, an online diary of sorts.  It is a 

place to write stories, to publish articles, to share information and 

to interact with readers.   

 

It is easy to set up your own blog and easy to get started.    

 

You can either set up your blog as part of your site if you have 

used Wordpress to build your business website or if it was built on 

another platform you should be able to access Wordpress on 

your hosting account to set up a blog.  Speak to your web host 

about this.  

 
DO NOT USE WORDPRESS.ORG or WORDPRESS.COM FOR BUSINESS 

BLOGGING PURPOSES.  IT IS NOT A COMMERCIAL FACILITY AND YOU 

CANNOT PROMOTE YOUR BUSINESS ON A BLOG BUILT THERE. THIS IS PURELY 

FOR THOSE WHO WANT TO BLOG AS A HOBBY. 

 

How to start a blog: 

 

Choose a name; either use your business name i.e. Fix My 

Business/blog or create a different name that means something 

to you.   If you are building it separate to your website then 

purchase a separate domain name for your blog.  You can then 

add a link to your website so people can read the blog while 

visiting your main site.  

 

Next is to theme your blog.  It is entirely upto you whether you 

want to keep it the same branding as your business or if you want 

it to have its own personality.  There are thousands of free 

wordpress themes on the net or you can purchase more 

advanced themes.  

 

Final step—start writing and don’t stop.  Write every single day.  

Don’t structure it too much just write from the heart.  Write what 

matters to you.  What affects your business.   What is happening in  

your world or your business world.  Just get it written down.   
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The best way to blog is to schedule your posts.  Once a week 

spend time writing and planning your posts and then input them 

all.  You can then set the publish time on your blog so that they 

post at different times throughout the week.   

 

If you want to schedule all your social media in one place you will 

find our Social Media Planner located in the Document Templates 

section of the members area of the website.  

 

Below are some of the things you can blog about: 

 

1. Your story; 

2. Your family; 

3. Life experiences you have had; 

4. How you ended up in business; 

5. Why you started your business; 

6. Achievements and Accolades; 

7. Write about a business associate and promote their business; 

8. Write about current affairs and newsworthy events; 

9. Funny stories; 

10. Jokes; 

11. Recipes; 

12. Tip for making life easier; 

13. Tips relevant toyour business; 

14. Special Offers; 

15. Day to day life. 

 

As you can see the list is really endless when it comes to blogging.  

The main thing is that you entice readers to come back time and 

time again.  Keep them engaged and they will keep coming 

back 

 

Be sure to Guest blog:  Write for other blogs as a guest blogger 

and invite bloggers to write for you.  It provides fresh content and 

added exposure for your business and theirs.  

 

Sign up to Networked Blogs and link your blog to your Facebook 

page.  That way every time you post on your blog it will 

automatically post a link to your Facebook page.  Just 

another way to spread the word and intereact with your 

readers.  
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Marketing on a Budget 
 

As a home based business owner, I am only too aware of the 

struggles that go on day to day.  Juggling family, business & daily 

life can, at times, be quite overwhelming.   It can also be a 

struggle to financially juggle life & business when you are just 

starting out.  

 

I have compiled the following section to provide you with some 

easy and affordable alternatives to market your business.  Whilst 

none of them will be life changing on their own, the concept 

behind them is that if you put each one in place over time, you 

will continuously have your brand in front of the consumer and 

they will begin to recognize your business & products.   

 

Remember that nothing is set in concrete and that what works for 

one business may not work for another.  Keep trying and tracking 

your efforts so you can re-use the ideas that worked well for you.   

 

I have broken the ideas down into three sections: 

 

The List—is all about capturing the customers contact details.  

Whether you have a bricks & mortar store, an online business or a 

party plan business, this is the most crucial step.  Capturing 

names, email addresses and if possible mailing addresses to build 

your customer list.  

 

The Love- is to convert first time customers or those who have 

signed up for your mailing list into “returning customers”.  Being 

able to market to a database of customers who already love 

your product or business, is a lot more cost & time effective, than 

having to find new customers. 

 

The Lifetime-you have captured the customer’s details, created a 

network of returning customers and now it’s time to provide them 

with some lifetime rewards to keep them coming back.  Reward 

your existing customers for their support and you will guarantee 

an ongoing customer base and word of mouth referrals.  
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The List 
 
List Idea 1 

 

Offer sample products in exchange for signing up to receive your 

newsletter.  

 

Perhaps you have products that are not mainstream and people 

might be skeptical to buy if they don’t know what the quality is 

like.  Offer to send sample packs of selected products to allow 

them to try for themselves. 

 

An example of this would be an eco friendly washing powder. This 

isn’t something most people would buy due to the cost involved 

however if they receive a free sample pack and realise how 

much better it is, then you will be able to convert them to 

becoming a regular user. 

 
List Idea 2 

 

Hold a competition and offer FREE entry to anyone who visits your 

store, attends a party or visits your website.   

 

Everyone wants to win something!   Use stock you want to clear or 

sample packs and create a prize basket.  Customers can then 

enter by filling in your entry form which will include their name and 

email address for you to use in future marketing campaigns. 

 
List Idea 3 

 

Conduct a survey.  This can be done in store, at a party or online.  

Offer a % off voucher for all participants who complete the survey. 

 

This option gives you valuable feedback on your business, your 

target customers, your products and your service as well as 

contact details for future use. 
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List Idea 4 

 
Free Information via email or e-book.  

 

Offer new subscribers or customers a FREE information leaflet or e-

book relating to your products.  

 

An example of this would be if you sold party products, you could 

offer a leaflet or e-book suggesting party games and food ideas.   

 
List Idea 5 

 

Free Demonstrations. 

 

If you have a product that is best when demonstrated, hire a 

space at a busy shopping mall and spend time demonstrating 

your products to the public.  Combine this with Idea 2 and 

capture details of visitors to your display.  

 
List Idea 6 

 

New customer incentives.    

 

Offer an exclusive deal to people who sign up or provide you with 

their email/contact details.   Make the offer enticing so they want 

to come back and spend money with your business.   Offer things 

like a FREE product with each purchase.   
                                           

 

Hot Tip 

 

At initial contact, customers will be reluctant to provide too much 

personal information.  The most crucial information to obtain is 

their name and email address.  You can then market to them via 

email and hold competitions and events to encourage them to 

provide you with their mailing details.   
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The Love 

 
Idea 1 

 

Freebies.  Everyone loves a freebie.  

 

If you have sample products, promotional products or an excess 

of stock or you have a small and inexpensive product available, 

you can send out an email campaign to your mailing list offering 

an exclusive FREEBIE.  The only condition to receive the FREEBIE is 

that they email you with their Full name, Address & Mobile/Phone 

number.       

 

Once you have these details you can then send them their 

FREEBIE and update your database to reflect the added 

information you have about each customer.  

 
Idea 2 

 

Postcards.    

 

People associate postcards with holidays and news from friends.   

This makes them a great way to communicate with your 

customers.   

 

If you live in a tourist area then use postcards purchased from 

your local Souvenir store.  This looks more appealing and is likely to 

be kept longer than a purely marketing style postcard.    If you 

don’t live in a tourist area then have some postcards printed with 

your logo on the front and a catchy phrase or saying.     

 

Handwrite a message on the back of the postcards.  Keep it light 

and friendly and be sure to include a special offer “exclusive” to 

your customers who receive your postcards.   
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Idea 3 

 

Thank you cards. 

 

A great way to make your customers feel special and keep your 

business in the forefront of their minds is to send a thank you card 

whenever they order from you.    Rather than send the card with 

their order, send it a week or so later as a follow up to thank them 

for their continued business.  Be sure to include a discount 

voucher for their next purchase or even a voucher for a free 

product.  

 
Idea 4 

 

Regular Newsletters via email 

 

Utilising your mailing list is the best way to retain customers and 

increase sales.  The most effective way to do this is via regular 

newsletters.  Be sure to make your newsletters, newsworthy!    

Sending an email that is purely text and only advertising will 

entice customers to opt out of your mailing list.   

 

Use an email service such as Mail Chimp or Mad Mimi to create 

professional looking emails.  With everyone competing for the 

same business, your newsletter needs to stand out when it arrives 

into a customer’s Inbox.   

 

Provide your customers with information and benefits via your 

newsletter.  If you sell jewellery, include tips and hints for caring for 

jewellery.  Give the customer a benefit to reading your newsletter.   

Include websites of interest that you may have come across, hints 

& tips, specials you have in store – anything that captures the 

customer’s attention.  
Hot Tip 

 

Whenever you send an email newsletter always ensure that there 

is an option for the customer to opt-out of your mailing list.  Not 

only is this a legal requirement but it also provides the 

customer with a feeling of security. 14 



 
Idea 5 

 

Joint Promotion. 

 

Team up with another business that has the same target market 

as you.  Utilise each other’s newsletter mailouts, provide each 

other with helpful tips & hints for customers and include special 

offers.  

 

By teaming up, you then open your business up to a wider target 

audience.   For example a children’s clothing store could team 

up with a toy store and cross promote each other’s business.  Both 

businesses have the same target demographic and by providing 

specials, freebies and information you are increasing the 

awareness of each other’s products, services and businesses.  

 

This method is a cost effective way of promoting your business 

and keeps costs to a minimum therefore allowing you to spend 

more in other areas of your business.  

 
Idea 6 

 

Product Swap 

 

Perhaps there is another business you work closely with and they 

have an inexpensive product that you could provide your 

customers with as a freebie.  Identify a product from your range 

and then offer to swap products as giveaways for each other’s 

customers.    This provides you both with an affordable way of 

obtaining new stock without any cash outlay.  

 
Idea 7 

 

Guarantees 

 

It is essential that you provide your customers with a guarantee.  

Put yourself in their shoes, do you purchase goods that don’t have 

a guarantee?  Would you buy from someone that doesn’t 
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behind their product?   In addition to this there are standard legal 

requirements that you must adhere to regarding faulty products 

and refunds etc.  Check with your State or Territory Fair Trading 

Office for these requirements.  

 

Offering a Money Back Guarantee gives your customers 

complete faith in you, your business and your products.  A lot of 

business owners instantly say “no way, I’ll get ripped off by my 

customers”.  In actual fact, the opposite happens.  Most 

customers are happy to purchase a product and not bother with 

the guarantee unless they have a genuine problem with the 

product, in which case you are required by law to replace the 

product anyway.     
 

Idea 8 
 
Offer a Trade In deal 

 

Invite your customers to “trade in” an existing product and 

receive a large discount on purchase a newer model.  This is 

common in car yards where you see “Minimum $3000 trade in” 

advertised.   It can however work for any business that sells 

products.  

 

Perhaps you sell baby goods, offer a $100 trade in on an old pram 

when the customer purchases any new pram over a certain 

dollar amount.   Be sure to use a product you have a good 

margin on so you can allow for the trade in.    Remember that a 

high end product that might retail for $500 probably only cost you 

$100-$200 therefore if you give a $100 discount you are still 

making a good profit margin and have a very happy customer.  

 
Idea 9 

 

Lay Buy/Payment Plans 

 

Do you sell high end products?  Products such as computers, 

baby goods, furniture are all expensive products and at 
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times might be out of reach of a lot of customers.   

 

If you were to offer a payment plan then you take away the risk 

of losing the customer and not making the sale!   

 

Be sure to have your terms clearly set out and have the customer 

sign an agreement for a payment plan.   Set a deposit amount of 

25% which is non refundable if the purchase is not completed.  

This then allows you to cover yourself for administration costs and 

loss of sales that may have occurred had the product not been 

put on hold.   You can then offer to spread the repayments over 8

-12 weeks at set repayment amounts.  

 

This can work for an online store as well as it does for a bricks & 

mortar store.  

 
Idea 10 

 

Free Gifts 

 

Offering a free gift with every purchase is always enticing 

however you can take this one step further by offering the 

customer, the chance to purchase more of the FREE gifts at a low 

price.    

 

If you own a jewellery store, you could offer a free pair of earrings 

with every necklace sold.  You can then offer your customers the 

opportunity to share the stunning earrings with friends by buying 

additional pairs at a greatly reduced price!   The only way to 

purchase the FREE gift is to have purchased the necklace.  The 

offer is not available to just any customer of the store.  

 

The customer then feels privileged to be given the chance to 

purchase additional gifts for friends and family when other 17 

 
“Don’t find customers for your products, find products for 

your customers.”  ~ Seth Godin  



The Lifetime 
 
Idea 1 

 

Pre-Sale Opportunities!  

 

Give your existing customers, priority access to an upcoming sale.  

Perhaps you have a new product you are about to launch or are 

having a massive clearance sale, send a mail out to your existing 

customers inviting them to take part in your Pre-Sale Sale!    

 

A great way to convert this into sales is to hold the Pre-Sale for a 

limited time, i.e. on Monday the 24th between 7pm and 10pm 

ONLY our existing customers will be given the chance to purchase 

our entire range at xxxx discount prior to the release of the sale to 

the general public.   You can issue a discount code or activate 

the sale prices during this time for online stores or only open the 

doors to your bricks & mortar store during these times for 

customers who hold an Invitation.  

 
Idea 2 

 

VIP Customers 

 

Create a member rewards system to reward those customers who 

use your services or shop with you on a regular basis.  Nothing 

creates loyal and happy customers like the feeling of being 

treated as a VIP.  

 

You can offer incentives that are exclusive to them, i.e. 

permanent discounts, regular freebies and bonuses etc.    

 
Hot Tip 

 

Present your VIP customers with something to make them feel 

special and continuously remind them that they are a VIP of your 

business.  This can be as simple as a key ring printed with your 

business details and including the word VIP!  
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Idea 3 

 

Cash payment for referrals!  

 

Nothing talks quite like money does!  Offer your VIP customers a 

cash incentive to refer friends and family to you.  Simply tell them 

that when their referred person purchases from you  they have to 

let you know i.e. if it’s in store then they can say that John Smith 

sent me to you or if you are an online store then have them note 

the referrer’s name in the comments box at checkout.   

 

You can reward your VIP customers with either $5 cash or a $10 

voucher to be used in store.  (Of course the figures are totally up 

to you to alter to fit with your business) 

 
Idea 4 

 

SMS Sale 

 

If you have captured your customer’s mobile phone details you 

can send them an SMS to notify them of an exclusive offer.  Word 

the message so the offer looks like it is purely for the person 

receiving the SMS.   

 

Word it something like “today is your day to be our super VIP and 

receive a huge 50% off in store. Simply use this code at checkout 

– be quick – offer expires at Midnight tonight.     

 
 

Hot Tip 

 

This method could be considered a form of spam if you do it too 

often but if you isolate the customers that spend the most with 

you and only send it to them every 6-8 weeks then you shouldn’t 

have any problems at all. 
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Idea 5 

 

Local Club Discounts 

 

Let your VIP members know that you would like to support any 

local clubs they are involved with as a thank you for their support 

of your business.   The member then feels important as well as 

grateful as clubs generally need all the support they can get.    

 

You can offer an exclusive deal for their members on an ongoing 

basis or you could set a limited time frame and then offer a 

product incentive back to the club.  The club can then raffle off 

the products they receive from you.  This way the club hasn’t paid 

money for the product, you have gained the added sales and 

the club can earn funds by raffling the product.   

 

The other option is to hold a sale for a limited period of time and 

issue the club with a specific sale code to be entered at 

checkout.  You can then set a tiered incentive system i.e. total 

sales of $500-$1000 will earn the club 30% discount on all 

products.  They can run it like a normal fundraiser by taking orders 

for set products or alternatively you can offer a cash back offer of 

30% once the sale has finished.   

 
Idea 6 

 

Free Delivery 

 

Either for a limited time or as an ongoing member benefit, you 

could offer FREE DELIVERY on all purchases from your store.  Whilst 

this works best for online stores you could still put it in place for 

bricks & mortar stores that have large products that need to be 

delivered.   20 

 
“The aim of marketing is to get customers to know,  

like and trust you.” ~ Unknown  



Maintain Awareness 

 
The following ideas are ones I believe every business should be 

utilising to maintain awareness of their products and services: 

 
Banner Ads 

 

Banner advertising relates to having your business banner 

displayed on websites that suit your target market.  It is essential 

for all online businesses that you have a set of banners available 

at all times to allow you to take up these opportunities. The 

standard sizes are 125 x 125 pixels and 468 x 60 pixels and you can 

have them static or animated.  Obviously, animated banners look 

good and attract attention however they are a little more costly.   
 

Directory Advertising 

 

You can list your business for free on the Yellow Pages website 

(within Australia).  There are also a number of online business 

directories you can advertise in.  Some of these are free and 

some charge a minimal fee.   

 

It is crucial that you have your business listed in as many online 

directories as possible to allow wider exposure of your business.   

 
Your Car! 

 

Having your business details on your car is one of the best forms of 

advertising in your local area, especially if your car is on the road 

a lot!   

 

You can buy one line website address stickers through EBay for a 

minimal amount or you can have the car professionally sign 

written with your logo and details – the sky is the limit really.  

 

Think of your own reaction when you see a car that is brightly sign 

written and you are stuck in traffic?    Get this same response for 

your business. 
21 



Well, that as they say, is that!   

 

We have found your passion, built your website, created your 

systems and now got your business moving with some low cost 

and innovative marketing ideas.  

 

From here it is all about maintaining your business.  Continuing to 

gain exposure and building a rapport with your customers.  

 

You now have the basic structure of creating a very profitable 

business.  Now its down to the hard work of keeping it going and 

building the business to the level you want it to be at.  

 

 

Yours in business 

Kathie Holmes 
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“Instead of one%way interruption, web marketing is about 

delivering useful content at precisely the right moment 
when a buyer needs it.” ~ David Meerman Scott,  

Author, The New Rules of Marketing and PR  



 

Disclaimer & Copyright 
 
Disclaimer 

 

Fix My Business aims to keep information provided in it’s member-

ship area and eBooks, as up to date as possible.  Any errors in the 

information that are brought to our attention will be corrected as 

soon as possible. Fix My Business reserves the right to change at 

any time, without notice, any information contained within the 

site or eBooks.  

 

Fix My Business provides links to a number of external websites. 

Monitoring and reviewing content of these third party external 

websites is not the responsibility of Fix My Business. 

 

Fix My Business accepts no liability for any loss or damage a  

person suffers because that person has directly or indirectly relied 

on any information provided by Fix My Business.   

 

Fix My Business provides information of an in indicative nature only 

and suggests that legal and accounting advice be sought before 

entering into any business agreements or contracts. 

 
Copyright 

 

Fix My Business owns the copyright to the information provided on 

the website or in it’s eBooks, unless stated otherwise.  

 

Material on this site is subject to copyright under Australian law 

and through international treaties and applicable law in other  

countries. 

 

All material provided by Fix My Business may not be reproduced 

for commercial purposes without prior written permission of Fix My 

Business. 
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