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Marketing is an essential tool that 
you need to master, in order for 

your business to succeed. Marketers 

help you target the right audience for 

your business, consequently turning 

passive customers into active buyers. 
Marketing is the best way to increase 

your engagement with customers and 

in turn, your profits, referrals and 

repeat business. 
 

If any of the points below 

resonate with you, perhaps you 

could use some help with your 

marketing! 

 

You find advertising, content 

writing, scheduling and social 

media overwhelming. These 

are key ways to market your 

business, and if you currently do 

not implement any of these 

marketing strategies, your 

business is without a doubt losing 

out on lots of potential 

opportunities. 

 

Your company is not easy to 

find on Google – or even worse, 

it is lost among other similarly 

named businesses. An easy way to 

lose potential customers is to 

make it difficult for them to find 

your website, so it’s essential that 

your website is search engine 

optimised (SEO) and trademarked 

against competitors. 

You haven’t got a regular, 

consistent flow of new and old 

customers. Marketing is an easy 

way to bring regular, returning 

customers as well as new 

customers through the door. If 

you find that your customer base 

is dropping, or that it is always the 

same customers who return, it 

may be that you need marketing 

to promote your 

services/products to appeal to a 

new audience. 

 

Your customers do not 

realise the full extent of your 

products or services. If you find 

that your existing customers have 

started shopping elsewhere for 

something that you can offer 

them, it is likely that they are 

unaware that your business 

provides the same product or 

service. This is a key indicator that 

you need to better promote your 

business in order for you to stop 

losing potential and existing 

customers. 

 

You aren’t targeting your 

adverts and promotions. 

Centring your marketing towards 

your target audience is a must for 

any campaign to succeed. If you 

are unsure of who exactly your 

target market is, it is essential that 

you find out through market 

research, and then apply this to 

any campaigns that you are 

running. 
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Important Notice 
© Copyright 2018, 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). (Some images in this article are taken from 
Creative Commons – such images may be subject to 

copyright. Creative Commons is a non-profit 
organisation that enables the sharing and use of 
creativity and knowledge through free legal tools). 

 
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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