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What is Marketing?
Marketing is the strategies and tactics that you use to get your

ideal market to know you, like you, trust you, and become a
customer. This includes advertising, promotion, branding,

publicity, public relations, sales, and follow up.

What is a Marketing Plan?
A plan for how you are going to do it...that's it!



THREE PHASES OF MARKETING

BEFORE DURING AFTER



BEFORE
Determining who your ideal
market is, what your
marketing message is going
to be and where you will find
these prospects and then
determining the strategies
and tactics that you will use.



DURING
How you are going to gain
the prospective’s trust,
follow up with them, and
get them to become a
paying customer.



AFTER
How you deliver that
service, foster a long term
relationship with them, and
get them to refer you to
their friends and family.



BEFORE

THREE PHASES WORK TOGETHER

DURING AFTER

Most people focus on the before but,  once the prospect knows
about you, you stil l  have to get them to like and trust you.



Vision

BEFORE

Mission
USP
Ideal Customer
Marketing Message
Resources
Strategies & Tactics



VISION
A vision is a vivid mental image of

what you want your business to be at
some point in the future, based on

your goals and aspirations.



"Microsoft was founded on a vision
of a computer on every desk and in

every home.  We have never
waivered from that vision."

 
~Bill Gates

 



Take some time...

If you could wave a magic wand
and have your business be

exactly how you want it to be,
what would it look like?

If you were to create this vision,
how would it change your life?



MISSION
The objective and purpose of

your business. Why you do
what you do right now.

"Start With Why"
Simon Sinek



"Our mission at Starbucks is to
inspire and nurture the human spirit

– one person, one cup and one
neighborhood at a time."

"The mission of LinkedIn is simple:
connect the world’s professionals to make

them more productive and successful."



Take some time...

What is your why?

The objective and purpose of
your business. Why you do

what you do right now.



USP
Your Unique Selling Proposition

What makes you special?  



Niche

Effective USP

Service
Style



Niche Examples

Dog Groomer who
specializes in dogs with

special needs.

Photographer who
specializes in weddings
OR just beach weddings.

Personal trainer who
specializes in female
fitness competitors.



Service Examples

Dry Bar MOD Pizza IKEA



Style Examples

Tattoo artist who is
known for doing single

color flower designs.

Interior designer who is
known for doing soft

feminine designs.

A photographer who is
known for doing dark

edgy looks.



Tough USPs

Price Customer Service



Take some time...
What is your USP?

 

What does (or could) make
you unique?

Niche
Service

Style



Ideal Customer



IDEAL CUSTOMER
Age

Gender
Interests & Hobbies

Location
Average Income

Level of Education



IDEAL CUSTOMER DETAIL
Where do they hang out?

Where do they get their information?

What are their goals?

What is their preferred form of communication?

What phrases and language do they use?

What problem(s) do they have that you can solve?



Take some time...
Who is your ideal customer?

Age
Gender
Interests & Hobbies
Location
Average Income
Level of Education
Where do they hang out?
Where do they get their information?
What are their goals?
What is their preferred form of communication?
What phrases and language do they use?
What problem(s) do they have that you can solve?

1.
2.
3.
4.
5.
6.
7.
8.
9.

10.
11.
12.



WHAT ARE YOU SELLING?
It's NOT your product or service!

Vanity

People buy with emotion and justify with reason!

It's what your product or service will
provide for your customer!

Fear

Profit or Gain
Acceptance

Pleasure
Peace of Mind

Problems
Health



YOUR MARKETING MESSAGE

How can you solve their problem(s) better than anyone else?

What problem(s) does your ideal customer have?

How can you communicate this to them in a way they will relate to?

How can you reach your ideal customer emotionally?



LET'S GET CLEAR

It's NOT about playing with
people's emotions!

It's NOT about being manipulative!

It's about helping people in a
genuine & authentic way!



INSTEAD OF YOUR "MARKETING" MESSAGE

YOUR MESSAGE
I know it can be confusing!

I know you can feel overwhelmed!
I know you can feel scared!

I know you want a better life!

I get you, I understand you,
I really want to help and this is how I can...



Most Important Rules
Don't be afraid to speak directly to

your ideal customer!

Be brave!

Be bold!

Don't be boring and generic!

Be authentic!



That's ok, 
I'm not talking

to you!
 



DIVORCE ATTORNEY FOR WOMEN

CA Divorce Attorneys
Divorce Lawyers with 30 years experience.

Highest Quality Divorce Attorney
Talk to a trusted attorney today.

 

Caring and Compassionate Attorneys
We know you're scared and we're here to help.

Aggressive All Female Law Firm
The sooner you know your rights, the more power you have.

VS



Think about different
themes for your message!

Custom Saltwater Pools

California
Sunshine

Friends & Family

Health Benefits

Less Stress



Take some time...
What is your message?

Think about different themes for your message!

How do you help people?

What are you passionate about?

This Will Be a Work in Progress



Once you have determined...
Where You Are Going  =  Vision

How and Where You Are Going to Market =   Strategies & Tactics
You now need to determine...

Why You Do What You Do  =  Mission
What Makes You Special  =  USP

Who You Are Selling To  =  Ideal Customer

What You Are REALLY Selling?  =  Emotions

What You Are Going to Say  =  YOUR Message



STRATEGIES 
& TACTICS

Strategy is your plan or set of goals. 

Tactics are the specific actions or
steps you undertake to accomplish

your strategy.



OVERWHELM 
INTIMIDATION



CONTENT 

6 TYPES OF MARKETING STRATEGIES

DIGITAL INFLUENCER

ADVERTISING SOCIAL PROOF ONE-TO-ONE



Content Marketing
Content marketing is a marketing approach focused
on creating and distributing valuable and relevant

content to attract and retain a clearly defined
audience — and, ultimately, to drive profitable

customer action.

 I give you something (content), you give me
something (contact information).

Great for targeting "Cold" prospects.



Content Marketing
Blog

Public Speaking
Apps

Videos
Ebooks
Reports

White Papers
Newsletters

Magazines
Workshops
Seminars
Classes

Special Events 
Giveaways
Podcasts 

Meetup Group



Digital Marketing
Digital marketing is the marketing of

products or services using digital
technologies on the Internet, through mobile

phone Apps, display advertising, and any
other digital mediums.

Anything that is done on any digital device.



Digital Marketing

Email Marketing
Text Marketing

Voice Search
Google

SEO
Yelp

Facebook
Instagram
Pinterest
Twitter

LinkedIn
YouTube
SnapChat



Influencer Marketing
Influencer marketing is a form of social media

marketing involving endorsements and product
placement from influencers, people and

organizations who have an expert level of
knowledge or social influence in their field.

Marketing to and connecting with anyone who
has access to and influence over your ideal

potential customer.



Influencer Marketing
Online

IRL
Networking

Joint Ventures
Affiliates

Free Products/Services
Referrals

Endorsements
Shock & Awe

Surprise & Delight
 



Advertising

Advertising is a marketing tactic involving
paying for space to promote a product,

service, or cause.



Advertising

Search Engines
Social Media

Industry Websites
Service Websites

Coupons
Direct Mailers

Groupon
Publications
Television

Radio
Outdoor



Social Proof Marketing

Social proof is a psychological phenomenon
where people conform to the actions of others
under the assumption that those actions are

reflective of the correct behavior. 

I'll have what she's having!



Social Proof Marketing

Reviews
Testimonials

Product Placement
Local Sponsorships

Community 
User Testimonials

Business Credentials

Public Relations
Styled Shoots
Social Media
Influencers

Expert Approval
Celebrity Endorsement

Gifting Suites



One-to-One Marketing

Marketing in which the goal is to connect
one-to-one with the customer to introduce
yourself, make a connection and gain trust.



One-to-One Marketing
Canvassing 
Cold Calling

Snail Mail
Conventions

Shows
Sales People

Personal Shoppers
Customized Recommendations

CRM



STRATEGIES & TACTICS 
WORK HAND-IN-HAND

Don't Get Hung Up
on Labels



Your Resources 
Will Play a Big Part

Time
Money

Creativity



Low on cash???
Blog

Public Speaking
Videos
Ebooks
Reports

White Papers
Workshops
Seminars
Classes

Giveaways
Podcasts 

Meetup Group
Google

SEO
Referrals 

Testimonials
Email Marketing

Networking
 

Joint Ventures
Affiliates

Free Services
Facebook
Instagram
Pinterest
Twitter

LinkedIn
YouTube

Industry Websites
Service Websites

Groupon
Public Relations

Media Appearances
Styled Shoots

Influencers
Canvassing 
Cold Calling

 



Like & Trust Phase

DURING

Website & Social Media
Initial Contact
Communication
Marketing Materials
Social Proof
Follow Up System
Ease of Use/Convenience



Customer Service

AFTER
Performance

Follow Up
Testimonial/Referral System
Loyalty Program
Subscriptions & Memberships



Creating Your
Marketing

Plan



STEP ONE

Website

You are going to want to prepare for all the
new ideal prospects that are going to be

pouring into your business.

Brand

Social Media
Interested Client System

Convenience
Follow Up System



Is it  in line with your vision?

STEP TWO
Go through entire list and ask yourself. . .

Is it  in line with your mission?
Does it  support your USP?

Does it  appeal to your ideal prospect?

Does it  make sense for your business?

Does it  excite you?

If  the answer is no, cross it  off your list!



Complete 
Marketing List

This is now your complete
marketing list...everything that you
may want to do now or in the future

to market your business.
 

If there is a marketing tactic that is not on the list
that you would like to use, add it.

TIP: Put your entire list on a Google doc so that you
can not only organize it but add resources to it for

future reference.



STEP THREE
Out of the items left, is there anything
that you could do very quickly, easily

and for little or no money?  
Circle these items.



STEP FOUR
Now, go through and choose the
top 3 items that make the most

sense to start with, that you have
the resources to do right now AND

that you are most excited about.
Circle these items.

NOTE:  Three items is suggested but if you feel as
though, based on the size of your projects, there are

too many OR too few, adjust accordingly.



STEP FIVE
We are now going to create a new list that

is essentially, your "Marketing Plan"

Start a new list and include the items
that you need to do to "prepare" for
your marketing (step one), followed

by the items you can do quickly,
easily and for little or no money and

your top picks.



STEP SIX
Go through all of the projects on your

"Marketing Plan" and estimate how long
it will take you to complete each one and
set a goal completion date.  Add this date

to your calendar.  Be realistic but also
push yourself at the same time. 



STEP SEVEN
Go through each item on your
"Marketing Plan" and, using a

separate sheet of paper for each
project, write down all of the

steps that it will take to
accomplish. Include steps

needed to research if necessary.



Go through and add each step for
each project into a “to do” list that
is organized chronologically and
based on the completion date of

the project.
 

If there are any items that will be
ongoing such as social media

posts, videos, etc. create a
realistic schedule that you feel

confident you can commit to and
add those to your calendar as well.

STEP EIGHT



STEP NINE
Once your marketing efforts are up

and running, you will want to
continually test, analyze and refine

each one.  When you find a strategy or
tactic that works well, duplicate it.  
If there is a strategy or tactic that is

not working, dismiss it.



STEP TEN
Once you have completed the
initial goals you have on your

Marketing Plan, go back to
your "Complete Marketing List"
that was compiled in  steps one

and two and choose the next
goals you want to work on. 

 Repeat the process as needed.



10 Step Marketing Plan
STEP ONE: Prepare
STEP TWO: Process of Elimination
STEP THREE: Quickly & Easily
STEP FOUR: Top Picks
STEP FIVE: Create Marketing Plan
STEP SIX: Estimate Completion
STEP SEVEN: Write Out Steps
STEP EIGHT: Create "TO DO" List
STEP NINE: Test & Analyze
STEP TEN: Repeat



Woo Hoo!
You now have a
marketing plan!



$99 Road Map
Where do you want to take your business?

What is your vision for the future?
What roadblocks are standing in your way?
What steps is it going to take to get there?

One-on-One Consulting
As needed and monthly One-on-One

Consulting and Coaching to help you simplify
and organize your business, work through

obstacles and challenges and bring in more
clients so you can grow your business and

focus on what you love to do! 



Contact
Information

PHONE NUMBER
949-584-8057

WEBSITE
www.GinaLudwigConsulting.com

INSTAGRAM & FB
@ginaludwigconsulting

EMAIL
gina@ginaludwigconsulting.com

http://www.ginaludwigconsulting.com/
http://www.instagram.com/ginaludwigconsulting

