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here is your business...right now? Is it
there you want it to be? Do you know
where you want it to be? Do you know
what kind of people you want to do business with?
Have you thought of how you are going to market

to the kind of people you want to do business with?

These ae very important questions tha many
business people have not taken time to answer -
answers that can literaly turn your business around.

Imagine what your business would be like if only
did busness with “perfect” customers. Does it
seem unredigtic that you could have “perfect”
customers? That is not to say they are perfect
people because no one is. And yet, they can be
“perfect” for you. Believe it or not you can actudly
attract to yoursdf the kind of people you redly
enjoy doing business with. Part of the atracting
process is dso knowing the most beneficid way to
market to your “ perfect” customer.

It's amazing how much time people will use trying
to cultivate business rdationships with people they
don’'t even want to do business with. There can be
severd reasons for this. One is, agan they just
haven't taken time to think about what they redly
want. Two, they think if they don’t do businesswith
everyone who comes dong they will miss an
opportunity. Actudly, the opposite is true. When
we do business with people who are not a good
match for us, we can spend a lot of precious time

trying to fix problems we would not have with our
“perfect” customers. Additionally, we can waste a
lot of marketing and PR dollars chasng after a
whim.

In order to move closer to doing business with the
kind of people you want to do business with think
of the following:

-Out of dl the people you have done business with,
who did you most enjoy? What was so enjoyable
about the working relationship?

-What would your relationship with them be like?
How would they treat you? How quickly would
they pay ther invoices?

-What ae the primary qudities of your “perfect”
cusomer? Are they honest, have a high leved of
integrity, vaue diversty, spesk only the truth, refer
you to others? What else?

As you get dear on who they are, you will now
need to know how to reach them so they can do
business with you? You will want to know what
associations they belong to, what magazines and
newspapers they read, where they “hang” out, and
what drives them. By understanding these important
points you will better be able to have a laser
approach to informing them of your services. And
thet is what marketing and PR redly is —informing
others of your products or services.

-over-



What stops many people from marketing is limited
funding. There are actudly dozens, if not hundreds
of ways to market inexpensively to your client base.
The more you dlow yoursef to be credtive with a
gpecific focusin mind, the more you will attract.
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