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These 5 common advertising 

mistakes cause you to lose sales. 
But you can easily avoid these 

mistakes once you become 
aware of them. 

 

1. “Stop And Go” Advertising 

Many businesses reduce their 

advertising when they are getting 

plenty of sales. Then they increase 

their advertising when sales 

decline. This pattern of stop and 

go advertising creates a repeating 

cycle of high sales volume and low 

sales volume. It also prevents the 

business from growing. 

 

Develop and follow a plan of 

regularly scheduled advertising 

regardless of your sales volume. 

Continuous advertising produces 

steady growth. It also reduces the 

time you have to spend on making 

advertising decisions. 

 

2. “One Shot” Advertising 

Businesses often devote all of 

their advertising efforts to 

attracting new customers. But 

they devote little or no effort to 

cultivating these prospects for 

future sales. 

 

Most prospective customers will 

not buy the first time they hear or 

see your sales message. But many 

will buy later if you follow up with 

them. Your follow up can be as 

simple as contacting them 

periodically with a new offer. 

 

3. “Copycat” Advertising 

Businesses often copy their 

competitors’ advertising ideas. 

This can be effective for a short 

time. But results quickly decline as 

more and more competitors copy 

the same idea. 

 

Instead of copying your 

competitors’ advertising ideas, 

improve on them. Create 

something better - something 

your competitors cannot copy. 

 

For example, give your customers 

a reason to buy from you instead 

of from a competitor. This can be 

as simple as including a unique 

bonus only you can offer - or 

providing the personal attention 

your competitors are not willing 

or able to provide. 

 

4. “Scatter Shot” Advertising 

Many businesses get poor results 

from their advertising because 

they reach too many prospects 

with little or no interest in what 

they are selling. This often occurs 

because they choose the cheapest 

advertising instead of looking for 

low cost targeted advertising. 

 

Take some time to research and 

plan your advertising efforts. Look 

for ways you can reach 

concentrations of prospects likely 

to be interested in your product 

or service. Then design your 

message to appeal specifically to 

their interests and needs. 

 

5. “Self-Focused” Advertising 

Advertisers often promote facts 

about themselves or their 

products in their advertising. But 

facts don't sell.  Benefits sell. For 

example, which of the following 

has more impact? 

 "We provide complete marketing 

services for starting your own 

business" 

 

 "No more time clock. Work 

when you want. Take long 

vacations" 

 

The first focuses on the company 

and describes the service it 

provides. It's boring and 

unattractive. The second focuses 

on the benefit provided by that 

service. It attracts attention 

and creates excitement - and 

generates more sales. 

 

These 5 common advertising 

mistakes cause you to lose sales  

How many are you making? Apply 

the information revealed in this 

article to avoid these mistakes - 

and maximize the results you get 

from your advertising efforts. 
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Important Notice 
© Copyright 2015, Bizezia Limited, All Rights 

Reserved 

 

This article appeared in Better Business Focus, 

published by Bizezia Limited ("the publisher"). It 

is protected by copyright law and reproduction 

in whole or in part without the publisher’s 

written permission is strictly prohibited. The 

publisher may be contacted at info@bizezia.com 

(+44 (0)1444 884220). 

 

The article is published without responsibility by 

the publisher or any contributing author for any 

loss howsoever occurring as a consequence of 

any action which you take, or action which you 

choose not to take, as a result of this article or 

any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at the 

time of publication, it is not a substitute for 

obtaining specific professional advice and no 

representation or warranty, expressed or 

implied, is made as to its accuracy or 

completeness. Any hyperlinks in the article were 

correct at the time this article was published but 

may have changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant primarily within the 

United Kingdom but may have application in 

other locations. 

 

These disclaimers and exclusions are governed 

by and construed in accordance with English 

Law. 
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