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Marketing Your Business




Focus on your Products or
Services

For any business to market effectively, first
it must think about whether customers want
the products or services it intends to sell.
Customers tend to buy in terms of what
they want, rather than what you think they
need. It is important to focus on the
benefits you can offer and think about how
people will value them. Remember that the
quality of your product or service is not
based on what you put in, but on what the
customer takes out. Even if it costs a lot of
money and uses all the best skills and
materials available, customers will still only
pay for what provides value for them.

How to understand the
benefits of your products or
services

Stage 1

Draw up a table of the key features of each
of your products or services.

Try to look beyond just physical features.
All products and services will have an
element of design to them, which will
emote an emotional response from your
customers.

Stage 2

Take each feature and then challenge it by
following it with the statement “which
means that...” and fill in the appropriate
answer. Think about the difference each
feature makes and avoid the temptation of
defining a feature with another feature.
Consider an everyday product, for
example, a hairdryer, whose features might
look like those in the chart below:

Feature Benefit

200W Motor Dries faster
saving the user
time

Thermal Cut Stops it burning

Out your house
down

Compact Easy to take

Design away with you

Stage 3

Look at each benefit and ask yourself
whether the benefits are unique to your
product or service, or whether there are
competitors offering the same benefit.

Stage 4

Begin to explore how you can create more
benefits, what other features could you
create to bring about these and what could
you do to make some of the standard
benefits unique?
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Positioning your Products or
Services

Once you have identified the key benefits
that you can offer, the next step is to think
about which types of people will most value
your services. Customer groups can be
segregated across numerous different
criteria, the aim for you being to find the key
segment that will value your product more
than anyone else. All your marketing effort
should first be focused on this segment, as
they will be the easiest to sell to.

To identify your key segments requires a
significant amount of research and analysis
on your part. Look at the market in which
you operate. You need to find the answers
to the following questions:

1. Which type of customer most closely
matches your product or service offering?
Think about whom buys from your
competitors or which type of customer you
feel will be most interested. This helps you
to narrow down your search.

2. What issues are of most concern to your
prospective customers? Try to prioritise
these to see where you could offer the
most benefit.

3. How have people’s concerns changed
over the past twelve months? Try to find
out if the customer wants the product more
or less than in the past. This should help
to tell you whether this is a growing market.

4. Do they see a benefit in your product or
service offering? You need to establish
what motivates people to buy your product
SO you can use this as part of your
marketing message.

The customer segment whose wants most
closely match your products or services is
your key target market. This niche is the
one where you will have the most success,
helping you to create a profitable business
with many satisfied customers.

Properly positioning your business will help
you follow the right path to future growth

Creating
Message

your  Marketing

Now that you have developed your product
or service and established who your key
target market is, you need to work out what
message you will use to encourage them to
buy from you. As part of the process of
positioning your product, you will have
identified a number of key issues that will
encourage people to buy your product or
service. These should form the basis of
your marketing message. You how need
to present the features and benefits of your
product and service. For this you need a
promotional plan.




Exercise - How to Develop
Your Marketing Message

This exercise aims to help you understand
first hand what needs to go into a
marketing message, by examining
successful companies and the strategies
they use. Look through a newspaper or
magazine. Find three advertisements that
appeal to you and evoke an emotional
response. Write these down on a piece of
paper. You should now try to come up with
three sentences for each one that describe
their marketing message. Look at:

Who are they targeting?

What are the key features of their
product?

What kind of emotional response do
you feel from their advertisement?
What does the advert focus on? Is it
the products features, or does it look at
other qualities?

Once you have done this, try to fit your
product or service into a similar advert.
Look at where it works and what needs
changing to match your own key segment
and product features.

Case Study: The Apple iPhone

The Apple iPhone is an excellent example
of how companies can create a very
effective marketing message by listening to
their target customers. No one really
needs an iPhone. All of its features are
available on a standard mobile phone, mp3
player or personal computer. What Apple
did was to combine its own product, the
iPod, with the features of a mobile phone
and PDA. This allowed people to carry one
item that offered all the features of three.
Given that a mobile phone is an essential
piece of kit to most people, the combination
with the Apple iPod is an excellent match.

In order to sell to their target market, Apple
didn’t focus on the functions of their
product. Instead, they focused on its
creative aspects. Their research showed
that young people in urban areas tended to
be open to new technology and enjoy
innovations that allowed them to interact
more easily. This is why iPhone marketing
always focuses on these interactive and
creative features. Take for example its
ability to locate where a particular band is
playing a gig while you listen to a track.
This allows someone to combine their
music library with live performances, and
then to invite their friends along with them.

Promotional Plan

The next stage of your marketing process
is to establish how best to promote your
business within your target market.

Depending on the nature of your business,
the mix of promotional tools will differ
greatly. For a service based company,
there is no substitute for face-to-face
contact with prospective customers. This
can be achieved through networking,
where your message can be delivered
directly to choice prospects. You may want
to combine this with web and direct
marketing, as this will support your efforts.
Services are often intangible, meaning you
cannot just promote the features of what
you do, rather you need to talk about the
benefits and outcomes that prospective
customers will enjoy.




Products, such as consumer goods, tend to
be marketed in a different way to services.
The promotional channels tend to focus on
more  direct methods, such as
telemarketing and advertising, where the
features and benefits can be showcased.

Useful Links and Websites

- The Chartered Institute of Marketing
Moor Hall, Cookham

Maidenhead

SL6 9QH

01628 427 500

WWW.cim.co.uk

- Marketing Week Magazine
www.marketingweek.co.uk

- The Marketer Magazine
www.themarketer.co.uk

- Business Link
www.businesslink.gov.uk

About VC Consulting

VC Consulting is a full-service business
consultancy firm based in Birmingham.
The company specialises in providing
support to pre-start, start-up and micro
businesses, in the areas of finance,
marketing and business planning. VC
Consulting aim to offer cost-effective
support, where we will facilitate you with all
the resources you need to make a success
of your business.

If you would like more information about
how we can help please contact us at:

VC Consulting
Branston Court
Branston Street
Birmingham

B18 6BA

Tel: 0121 551 2555
Fax: 0121 551 2141

www.vc-consulting.co.uk




