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EFFECTIVE MARKETING
Extracts from ‘The Essential Marketing Guide – How to Get Back to Basics’
written by Sandra O’Neill, The Marketing Division. For a copy of this Guide or other Marketing Guides please contact The Marketing Division Gold Coast.
www.themarketingdivision.com.au 
The difference between Marketing and Advertising

Commonly confused, marketing is considered advertising and advertising is considered marketing. However, they are both very different functions and here are the key elements.

Marketing

There are many varied explanations and definitions, but simply put; Marketing involves the researching, planning, implementation, measuring and testing of a controlled mix of activities, intended to reach a specific targeted audience and persuade a potential customer to buy from you.

Advertising

Whereas Advertising is a public, non-personal and paid for message, placed via media to reach the audience of the reader, listener or viewer of that media. 

Advertising is often the largest expense of the marketing mix, but conducted well it can be very effective. Used in conjunction with other strategies, it is powerful for reaching a wider audience.

Simplify the Difference

The easiest way to make the distinction is to imagine a pie, with advertising being one of the slices. Others slices will include various pieces of the marketing mix such as direct marketing, public relations, website and sales promotions. All of these aspects make up your integrated marketing strategy. 

Marketing Strategies


If you don’t have a plan how do you know where you are going?
As with most aspects of business and life in general, you need some sort of plan or path.  You have started a business for a reason; so think back to the beginning - what were your goals? Are you achieving them? It is important to step back and look at the holistic picture as objectively as possible.  As part of your overall goals you need a plan or strategy of how you are going to achieve them.  

Presumably part of the plan was to make some money 

To make profit, you need revenue, produced from sales, derived from customers.  How do you retain, maximise and acquire more customers? Marketing. So if you don’t have a strategy to retain, maximise and acquire customers how are you going to get them or make sure you don’t lose them?

Identify your Customers
There are two key questions here. 

Who are your customers? 

and…
Who do you want your customers to be?

It is important to evaluate if the customers that you currently have are the same as the customers you would like to acquire.  Ask yourself if they are good customers, i.e. profitable, regular, loyal and easy to deal with?  

