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Marketing on a shoestring

Micro business owner Shery Ann of Cho & Ann Bakery in Magallanes, Cavite, Philippines gets a helper.

The idiom "on a shoestring" hints at its roots in the 20th century, possibly originating from
Baby Boomers or their predecessors, the Greatest Generation. However, there's a fascinating
earlier possibility. English prisoners would lower a shoe from a window by its laces to collect
money for their release from gaol. This origin sparks the imagination, much like the title
itself.

In a landscape where Canadian SMEs collectively pour billions into marketing annually, it's
easy for smaller players to feel overwhelmed and outmatched by marketing giants with
seemingly boundless budgets. However, financial limitations need not equate to marketing
ineffectiveness. With a reservoir of creativity, strategic insight, and a deep understanding of
their target audience, small businesses can make a substantial impact without breaking the
bank. Here are some thrifty yet effective approaches to marketing on a tight, or no budget.

Define your Unique Value Proposition (UVP):  Before drafting tactics and strategies
without much thought, ensure a clear understanding of what sets your business apart from
competitors. Craft a compelling UVP that resonates with a general target audience (Z, Y, X,
Boomer?) and perhaps, their segments. Conduct a SWOT Analysis (strengths, weaknesses,

https://www.credential.net/ce4c4850-8ef5-488f-96c0-47d3f39a490c#gs.k8e88o
https://studiofourteen.ca/
https://aglmarketing.com/wp-content/uploads/2018/07/CA14Broch-3.pdf


opportunities, threats, and market trends), and a PESTLE Analysis (political, economic,
social, technological, legal and environmental). The company’s purpose, mission and vision
will sharpen the focus of your UVP.

Leverage email signatures: Every email sent is an opportunity for free promotion by
including a standard signature with the sender's title, coordinates, and corporate logo.

Business cards are a must-have:  All key individuals in a small business must have a
business card, printed both sides including a QR code. There are numerous free QR code
generators to direct people to websites and social media pages from a business card. Cards
must be distributed at every opportunity to promote the corporate brand and identity, UVP,
and holder’s credentials. Free online design tools can help you create professional-looking
designs.

Harness the power of content: Websites, social media, and email newsletters are cost-
effective platforms to share valuable content like blog posts, informative videos, and social
media posts. Relevant content establishes your expertise, attracts organic traffic, and builds
brand awareness. Interesting, useful content is used to attract prospects and retain
customers.

Social Media is about friendly relationships: Maximize the advantage of free social
media platforms such as Facebook, Instagram, and LinkedIn to connect with potential
customers and manage the online experience of existing customers. Identify relevant
platforms frequented by your target audience(s) and consistently share engaging content to
build brand awareness.

Email marketing campaigns made easy:  Email marketing remains a powerful way to
create newsletters and target content to keep your audience engaged. A managed corporate
email database that includes at least first name, last name, and email address is a
fundamental business asset. Build an email list by offering exclusive promotions and
personalized recommendations. Databases can be created on csv files for upload to a platform
or built on the platform itself. Once a list of customers, prospects, stakeholders, friends, and
government connections is built, it an be used for developing leads and drive sales without
breaking the bank.

Get listed and increase local visibility: A free Google Business Profile listing can serve
as a mini-website. Optimize it with detailed information, photos, and positive reviews to
increase local search visibility. The listing can direct traffic to social media pages or online
storefronts, especially for businesses without dedicated websites. 

Canva to the Rescue: Canva is a graphic design tool that lets you create flyers and
brochures for online and offline use. This allows you to develop a suite of digital marketing
materials you can share on social media and in newsletters. It has limited templates and
editing in its free account, but the features are enough for a small business with no design
budget to create visually appealing promotional material.

Innovation is for everyone: Research and development are crucial for small business
growth and success. These activities are well within the reach of small business entrepreneurs
and should be welcomed. Adapting products and services to meet evolving customer needs is
essential for staying competitive. Monitoring and adjusting company brands and corporate
identity are also important to align with changing customer perceptions. Understanding
shifting demographics and customer personas provides valuable insights for marketing and
business strategies. Abundant information on these topics is readily available online and
through government agencies at various levels, often at no cost. Accessing this information is
vital for informed decision-making and staying relevant in the market.

Building bridges by networking and collaborating:  Building relationships with other
businesses in your community or industry can lead to cross-promotional opportunities, and
collaborations. Look for ways to partner and leverage each other's networks. There is a cost to
networking, but it need not be prohibitive, and along with word-of-mouth promotion can be
very effective in generating sales or advancing a notion.



Give back and be recognized: Participating in local events, sponsorships, or charitable
initiatives increases brand visibility and fosters goodwill within the community. This is
Corporate Social Responsibility (CSR) in action, a powerful business management tactic.

Local media matters: Local media outlets are open to press releases about new products,
company milestones, or community involvement. Building relationships with journalists,
editors, and cable television producers can lead to free feature articles or mentions. Never
underestimate the reach of local media outlets.

Track your results - analyse and adapt: Embrace the power of free data analytics to
track marketing and business performance, and suggest strategic adjustments based on
information such as website traffic, social media engagement, and conversion rates. With the
right metrics and insights, small businesses can optimize their business and marketing tactics
and strategies.

This is the beginning
With a little creativity and planning, a small business can achieve marketing success on a tight
budget. By embracing free and inexpensive communications and analytical technology, while
focusing on building relationships, you can compete effectively in markets that best suit the
purpose of your business and its mission and vision. Change is constant, so be willing to adapt
your marketing approach to be one of the first to change to a new idea or way of doing
business that later becomes the norm.

 

Land Surveying: A girl's dream can come true

By Tracy Rouse | February 27, 2024

Some little girls in my time probably dreamed of being a
teacher, an actress or a singer, but not little old me. I had
my sights on something better. Something that matched
my love of building things, working with numbers, being
outside and solving puzzles.

When I think back on my childhood and how I went from
there to here, now owning my own surveying company, I
recall a time where our neighbour decided to put up a rail
fence around their yard. It looked lovely, but my mom was
furious. Why was she so furious? It may have had
something to do with the fact that our neighbour had
mistakenly taken over a significant chunk of our property,
including a large number of our trees. Needless to say, my
mom called in the local land surveyor to officially mark-up our property lines and claim our
trees back.

Reprinted with permission from Tracy Rouse, O.L.S., O.L.I.P., Principal | Rouse
Surveyorsrousesurveyors.com

Read the article: CLICK HERE

FastTrack Learning for
Small Businesses

https://rousesurveyors.com
https://rousesurveyors.com/blog/land-surveying-girls-dream-can-come-true/


From Data to
Decisions: Practical
Market Research
By the end of the workshop,
participants will know where
to go for market insights,
metrics, published national,
provincial, regional and local
economic and demographic
information; the nature of 4
generations of customer,
brand attributes, and how to
hold customer loyalty."

CA14, business partner of AGL Marketing Limited
and Grant Lee has launched a series of hour-long
workshops to get small businesses on the right
track for effective marketing. Here are the dates.
Click on "Registration" to see details, workshop
fees and registration.

From Data to Decisions - Practical
Market Research
Facilitator: Grant Lee
March 21

Leveraging LinkedIn: Is It
Working For You?
Facilitator: Sue Walker
April 11

Getting Started Writing A BLOG
Facilitator: Kathy Majkut,
April 18

From Data to Decisions - Practical
Market Research
Facilitator: Grant Lee
April 25

Dos And Don’ts Of Managing A
Website
Facilitator: Lori McCabe
May 9

AI Image Generation - Intro To
The Latest AI Technology For
Image Creation
Facilitator: Peter Perko
May 14

Know a business in the
precast concrete industry
that could use help in
marketing
communications?

https://ca14.biz/workshops/


That's a rhetorical question, as I'm well acquainted
with the answer when thinking about the public
communications of numerous companies in recent
years.

My experience spans various roles within the
precast concrete industry, both as an association
executive in Canada and the USA, and as a
marketing consultant since 1992, a role I still fulfill
through AGL Marketing Limited.

Over the years, I've observed a significant positive
shift from the confrontational atmosphere of the
90s to a focus on technical marketing, education,
and professional development, led by the top
precasters of today who have mastered effective
marketing strategies. However, many smaller and
newer precasters, as well as their suppliers,
continue to grapple with marketing
communications, tactics, and strategy.

I'm acutely aware of the challenges that companies
face in maintaining marketing endeavors among
unforeseen demands for technical presentations,
training, and workshops to explain the benefits,
features, and applications of precast concrete
products and associated technologies. Often, staff
members find themselves wearing multiple hats,
juggling administrative, operational, and
production responsibilities alongside marketing
duties.

Additionally, the construction industry's seasonal
nature and unpredictable weather patterns
frequently disrupt even the best-laid marketing
plans. Furthermore, turnover and retirements
within the industry result in the departure of
individuals with specialized technical
communication skills, leaving behind skill gaps
that are challenging to fill.

Consider the marketing services of Grant Lee of
AGL Marketing and his technical marketing
communications partners at CA14. Our experience
in the precast concrete industry includes
management of marketing programs, graphic
design, technical papers, social media content, and
websites. We can even "patch-up" some sites to
keep them useful for "just a little longer."

You know how to contact me. This is my
newsletter!



 
Credentials from CIMMO
affirm services of a
Professional Marketer
The Chartered Institute of Marketing Management of
Ontario (CIMMO) grants the Chartered Professional
Marketer (CPM) certification to people seeking a life-long
career in marketing. Certification requires a formal
education in marketing from a university or college,
professional exams, and mandatory continuing education.
CIMMO is chartered by the Ontario government, but
membership is not legislated and overseen by a
government agency. Membership is voluntary and no
licence is required to practice marketing.

Without a licencing requirement to practice marketing, the industry is wide open to anyone
wishing to call themselves a marketer without any formal education, training, and skills
development. CIMMO's membership recruitment from marketing schools, people working in
government with marketing responsibilities, and marketers in private practice is a daunting
challenge. For CIMMO, the draw to membership is certification by a chartered institute,
mandatory continuing education, and a global reach of its purpose – to make the world a
better place through ethical marketing.

Grant Lee is a Fellow of the Chartered Institute of Marketing Management of Ontario.

CIMMO

AGL Marketing partners with Peter Perko, RGD and Studio Fourteen when design concepts
require the services of a Registered Graphic Designer. Peter is a founding member of CA14,
which is a business partner of AGL Marketing limited.

Studio Fourteen provides graphic design and related creative services to the public and
private sectors including technology/industrial, retail, B2B, arts and culture, government, and
education. Perko's success is a result of customer service, care of execution, integrity, cost
effectiveness, and timeliness.

https://www.cimmo.org/cpm/
https://www.cimmo.org/cpm/
https://www.cimmo.org/


Studio Fourteen

The CA14 connection
Experience and Capacity-Building
AGL Marketing Limited combined strengths, creativity and resources
with the CA14 Team to bring a new level of service excellence on a global
scale to a wider range of clients.

Combined portfolios ensure practical strategic marketing and
communications for micro and small to medium-sized enterprises.

See the CA14 brochure that summarizes the CA14 team and the services
that help many companies improve business performance.
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Grant Lee
glee@aglmarketing.com
+1 416-705-5369

Website

  

AGL Marketing Limited | 46 King Street, Georgetown, L7G 2G4 Canada

Unsubscribe glee@aglmarketing.com

Update Profile |Constant Contact Data
Notice

Sent byglee@aglmarketing.compowered by

Try email marketing for free today!

https://studiofourteen.ca/
mailto:glee@aglmarketing.com
https://aglmarketing.com/
https://www.facebook.com/professionalconsultingmarketer
https://www.linkedin.com/in/grant-lee-a709784/
http://www.constantcontact.com/legal/about-constant-contact
mailto:glee@aglmarketing.com
http://www.constantcontact.com/index.jsp?cc=nge&rmc=VF21_CPE&pn=chambermembers&nav=0548ebe5-4ab6-4ffd-af58-562f49c6c2a3
http://www.constantcontact.com/index.jsp?cc=nge&rmc=VF21_CPE&pn=chambermembers&nav=0548ebe5-4ab6-4ffd-af58-562f49c6c2a3

	Cabbages & Golf Balls
	FastTrack Learning for Small Businesses
	Leveraging LinkedIn: Is It Working For You?
	Getting Started Writing A BLOG
	Dos And Don’ts Of Managing A Website
	AI Image Generation - Intro To The Latest AI Technology For Image Creation
	Know a business in the precast concrete industry that could use help in marketing communications?


