50 MARKETING IDEAS
TO GROW YOUR
SMALL BUSINESS

About Hunter & Scribe
Hunter & Scribe is a small business marketing agency that specialises
in content, websites and design.
We offer stress relief for small businesses.
You know all those annoying marketing tasks that you know you need to do …
but never seem to find the time to do?
Dump those problems on us.
Give yourself one less stress to worry about.

Content

Websites

Design

}} Blogs

}} Basic websites

}} Brochures

}} Social media posts

}} Standard websites

}} Flyers

}} Website text

}} Ecommerce websites

}} Word documents

}} Company newsletters

}} Static websites

}} Logos

}} Ebooks

}} Custom-built websites

}} Email templates
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START BY
MASTERING
THE BASICS
1.

Get a professional website and email

2.

Sign up with Google My Business

3.

Turn your voicemail message into a billboard

4.

Turn your email signature into a billboard

5.

Add marketing to your invoices

6.

Make a statement with your business cards

7.

Stock up on print marketing

8.

Brand your vehicle

9.

Collect testimonials

10.

Do pay-per-click advertising on Google Ads
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START BY MASTERING THE BASICS

1. Get a professional website and email
If you don’t have a unique website and email, you need to fix that right now.
Nothing screams unprofessional like www.yourbusiness.tumblr.com and
yourcompany@gmail.com. Do it immediately.

2. Sign up with Google My Business
This is another must-do – and it’s free. If you register with Google My
Business, your profile will appear when people search for your business or
similar ones on Google Search and Google Maps.

3. Turn your voicemail message into a billboard
Do you own, say, a shoe shop? If so, “It’s John. Remind me to tell you about
our amazing new Converse shoes!” is a much better phone message than “It’s
John. Leave a message.”

4. Turn your email signature into a billboard
Advertise hot products and special offers in your email signature. “The new
Penfolds Grange is flying out the door!”, for example, or “All sofas 20% off in
May!”. Change the text each month.

5. Add marketing to your invoices
Do your clients pay close attention to your invoices? Yes! So take advantage by
using your invoices to advertise hot products and special offers. You’ll never
have a more captive audience.

6. Make a statement with your business cards
Would you win more business if more people remembered you? Obviously!
So invest in memorable business cards – think unusual shapes, bold colours
and quirky taglines.
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START BY MASTERING THE BASICS

7. Stock up on print marketing
Anytime you meet a potential customer, you need to be able to hand them
a classy flyer, brochure, booklet, etc. High-quality print will build trust and
differentiate you from your rivals.

8. Brand your vehicle
Got a company car? If so, get it ‘wrapped’ with your small business’ logo,
tagline and contact details. A one-off investment will turn the vehicle into a
permanent billboard on wheels.

9. Collect testimonials
Contact your happy customers. Ask them for testimonials. Many will say yes.
Upload these testimonials to your website. Repeat the process for all happy
customers in the future.

10. Do pay-per-click advertising on Google Ads
Bid for keywords that people type into Google Search. This can work well
for local businesses (“Smithville plumbers”) and niche businesses (“Dog yoga
classes”) with minimal competition.
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MAKE WAVES
IN YOUR
LOCAL AREA
1.

Sponsor a local sporting team

2.

Let community groups use your premises

3.

Post fridge magnets to your local area

4.

Find a local marketing partner

5.

Join BNI and the chamber of commerce

6.

Do a guest spot on local radio

7.

Get creative with a sidewalk sign

8.

Join a local club

9.

Host an educational seminar

10.

Record a virtual tour of your premises
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MAKE WAVES IN YOUR LOCAL AREA

1. Sponsor a local sporting team
There’s no better way to integrate yourself into your local community than
by supporting a cherished local club. Pro tip: for maximum effect, show up to
games and club functions as well.

2. Let community groups use your premises
Another way to win local kudos is to give non-profit groups free access
to your shop after hours. For example, your premises might be used for
Toastmasters, book clubs or even AA meetings.

3. Post fridge magnets to your local area
Fridge magnets allow you to take out free, long-term advertising in people’s
homes. But you have to give people a reason to keep the magnet – so include
an evergreen special offer.

4. Find a local marketing partner
Do a deal with another local business: you place your flyers in their shop and
they do the same in yours. It should be a complementary business, not a rival
(e.g. a butcher and a bottle shop).

5. Join BNI and the chamber of commerce
Joining local business groups will position you at the heart of the local
business scene. You’ll not only meet potential referral partners and suppliers,
but also pick up valuable business advice.

6. Do a guest spot on local radio
Local radio stations will give you airtime if you can offer them interesting
content relevant to your field of expertise – e.g. an accountant offering to
discuss tax deductions people often miss.
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MAKE WAVES IN YOUR LOCAL AREA

7. Get creative with a sidewalk sign
Place a chalkboard outside your shop (if the council lets you). Advertise a new
special every day. By mixing it up, people will become conditioned to look for
your new marketing messages.

8. Join a local club
Joining a local club is another way to enhance your local prestige. Sign up
for Toastmasters, Parkrun, a sporting team, a book club, a mother’s group, a
community garden and more.

9. Host an educational seminar
Hold a free event inside your premises. For example, a restaurant might put
on a cooking class; a mortgage broker might run a first home buyer seminar;
a salon might offer a beauty workshop.

10. Record a virtual tour of your premises
If you create a ‘virtual tour’ of the inside of your shop, and add it to your
Google My Business page, you’ll make your small business more familiar and
trustworthy to potential customers.
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BUILD YOUR
PROFILE WITH
CONTENT
1.

Publish daily social media posts

2.

Publish weekly blogs

3.

Publish monthly company newsletters

4.

Turn blogging into prospecting

5.

Get free publicity in another company’s newsletter

6.

Comment in online forums

7.

Comment on social media

8.

Create catchy infographics

9.

Record helpful YouTube videos

10.

Record a webinar
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BUILD YOUR PROFILE WITH CONTENT

1. Publish daily social media posts
Write one social media post per day. Make your posts educational, not salesy.
Focus on LinkedIn if your customers are white-collar professionals and
Facebook in other demographics.

2. Publish weekly blogs
Want to win trust, boost your profile and demonstrate your expertise to
existing and potential customers? Then publish a weekly blog. Just make sure
your content is educational, not salesy.

3. Publish monthly company newsletters
Compile your blogs into a newsletter and send them to your database each
month. Again, make sure your content is helpful not spammy. Also, get a
designer to make you a nice template.

4. Turn blogging into prospecting
Write blogs that include expert quotes from your dream referral partners.
Giving them free publicity will help you build the relationship – and make
them feel they owe you something.

5. Get free publicity in another company’s newsletter
Pitch articles to businesses in complementary industries. For example, a
gardening business might offer to write about lawn maintenance for a real
estate agency’s monthly newsletter.

6. Comment in online forums
Find out where your customers hang out on the internet – and then go there.
It might be Quora, Reddit or another forum. Display your expertise by making
comments and answering questions.
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BUILD YOUR PROFILE WITH CONTENT

7. Comment on social media
Do the same with social media. If you’re a local Smithville business, engage
with posts written by Smithvillians. If you’re a printer, engage with posts about
#printing, #marketing and #design.

8. Create catchy infographics
Fun, interesting infographics work well on social media – and will often
generate likes and shares. There are plenty of free tools out there to help you
make high-quality infographics.

9. Record helpful YouTube videos
Reassure customers by recording videos that demo products and answer
FAQs. For example, a sports retailer could demo exercise equipment and
answer questions about injury prevention.

10. Record a webinar
Download free webinar software. Record an evergreen, educational webinar
that will be relevant to your target market for at least 12 months. Upload it to
your website and email it to prospects.
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BECOME A
PERSON OF
INFLUENCE
1.

Master your elevator pitch

2.

Share one article per day

3.

Share one lunch per week

4.

Share one book per month

5.

Launch a podcast

6.

Become a media commentator

7.

Get free media coverage

8.

Self-publish a book

9.

Speak at events

10.

Apply for business awards
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BECOME A PERSON OF INFLUENCE

1. Master your elevator pitch
Find a memorable way to tell clients and referrers what you do. Make sure it
invites a follow-up question. “I make people look good,” a barber might say.
“How?” will be the inevitable reply.

2. Share one article per day
Each day, email one article to someone in your network. “Hi, Jane, I know you
love China, so I thought of you when I read this fascinating New York Times
article about the Terracotta Army.”

3. Share one lunch per week
Organise one lunch per week with a contact you already know or someone
you want to add to your network. Don’t try to sell during these lunches – just
work on relationship-building.

4. Share one book per month
This is the article strategy on steroids. Post a print book to one person per
month. “Hi, John, I know you’re interested in US history, so I think you’ll love
this biography of JFK I just read.”

5. Launch a podcast
Use a podcast as a relationship-building tool. Interview guests who you want
to convert into clients or referral partners. Now you’ve got a pretext to initiate
contact and keep following up.

6. Become a media commentator
Register as a source on sourcebottle.com. The idea is that when a journo
needs quotes from someone in your field, they will go to SourceBottle and
contact you. Hello free publicity!
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BECOME A PERSON OF INFLUENCE

7. Get free media coverage
Local papers and trade publications are generally hungry for content, so pitch
them an idea for a news story or guest column. If they say yes, you can show
off the article to future prospects.

8. Self-publish a book
Want a huge credibility boost? Write a book your prospects would want to
read – e.g. a DIY store could write a book about home improvements. Print
1,000 copies. And give them away.

9. Speak at events
Public speaking is a great way to boost your credibility, enhance your profile
and generate leads. Make sure you’ve got a free resource to send people in
exchange for their email.

10. Apply for business awards
Enter business awards, whether they’re local or industry. You can still win
even if you don’t win: simply being named a finalist will provide your small
business with valuable social proof.
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ATTRACT AND
CONVERT
MORE LEADS
1.

Grow your subscriber list

2.

Give out free product samples

3.

Offer free strategy sessions

4.

Send targeted prospecting letters

5.

Seek new business from old customers

6.

Ask for referrals

7.

Get a booth at a trade show

8.

Send thank-you cards to your customers

9.

Pay staff referral incentives

10.

Bundle products into a limited-time offer
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ATTRACT AND CONVERT MORE LEADS

1. Grow your subscriber list
Use lead magnets to build your database. These can be ebooks, templates,
checklists and the like. Let prospects download them for free from your
website in exchange for an email address.

2. Give out free product samples
Get customers through the door with freebies that are cheap to you but
valuable to them. For example, that might be a free workout for a gym, a free
tea for a cafe or a free sample for a deli.

3. Offer free strategy sessions
Likewise, you can hold phone consultations that have a low value for you but
a high value for your target market – e.g. tax advice from an accountant or
tech advice from a web developer.

4. Send targeted prospecting letters
Make a dream client list. Send each prospect a personalised letter (not an
email) that offers specific solutions to their specific problems. ‘Personalised’
and ‘specific’ are the keys.

5. Seek new business from old customers
It’s a lot easier to get repeat business from someone who trusts you than to
win new business from someone who doesn’t. So email a loyalty discount
offer to all your happy customers.

6. Ask for referrals
Speaking of happy customers – they’re often happy to provide referrals, both
as a reward to the business and a favour to their friends. So ask! Warm leads
have good conversion rates.
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ATTRACT AND CONVERT MORE LEADS

7. Get a booth at a trade show
You want to fish where the fish are. So if your customers are at a trade show,
you should be there too – provided you have a strong value proposition and
lots of print marketing to hand out.

8. Send thank-you cards to your customers
Would you make more sales if you were able to make your customers feel
special and think of you more often? Obviously! Send them handwritten
thank-you cards and you’ll tick both boxes.

9. Pay staff referral incentives
Small business staff are often untapped goldmines. They know potential
customers – but it usually won’t occur to them to make referrals unless they’re
prompted and incentivised.

10. Bundle products into a limited-time offer
Take two or more of your products/services. Bundle them into an enticing
package. Offer the package as a limited-time special. Now, you’ve got
something new and exciting to market.
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