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ONE crucial bit of advice: “Not everyone is your client.”  

Do you want to have a generic, vanilla message to a broad group of people who may or 
may not care; or a clear, concise, and relevant message to a much narrower population 
who you know already care? Don’t waste energy talking to people who can ‘t or won’t 
ever work with you.  

Are you clear about who your audience is? Once you define your target market, refine it, 
getting more specific. Then refine it again. Consider demographics, then add 
psychographics and desirable characteristics to develop a persona, or a personal 
representation, or your ideal customer. Then, and only then, can you craft messaging 
that is focused and relevant to that persona. As a direct result, you will get more 
business, because you are only talking to the right people. Think about it. 



 

On the second day of marketing, the troubadour gave to me TWO tips for staying 
ahead of the competition:  

Be consistent and nail your follow through. Although these things sound like basic skills 
everyone has, everyone does not do a good job with them. Building customer trust is 
the key to customer loyalty, and you can’t build it with inconsistency and poor follow 
through. 

Consistency is more than just following a schedule, although that is extremely 
important. Brand consistency includes telling the same story every time, having the 
same look across everything you do, and creating the same customer experience time 
after time. Consistency shows a commitment to your business and your customers. 
Follow through could possibly be the most neglected business skill of all. Yes, everyone 
is busy, but trust is built on meeting client expectations. Have you heard the saying 
“Under-promise and over-deliver”? Customers love knowing exactly what to expect 
from you, and being informed. Keep your customers informed, and they will think more 
highly of you than your competitors who don’t. We all know that things can still go 
wrong occasionally, but customers who trust you are more understanding when 
mistakes do happen. Don’t focus on what your competitors are doing, leverage what 
they are not doing and do those things better for your business and your customers. 



 
 
On the third day of marketing, the troubadour gave to me The THREE Ms of marketing 
you must master:  
 
Message, Market, Methods. What are you saying, who are you saying it to, and what is 
the best way to say it: these are your basics.  
 
The 3 Ms are like the three legs of a stool, without all three you will stumble. If you nail 
your message but deliver it to the wrong people, you miss opportunities. If you have the 
perfect audience targeted but choose the wrong way to reach them or the wrong 
message, you miss opportunities. It is worth your time to remind yourself of the 3 Ms 
whenever you begin a new campaign, so you can say the right thing to the people you 
want to reach, and increase your odds of success by choosing the communication 
method they prefer. 



 
 

 
On the fourth day of marketing, the Troubadour gave to me FOUR Rs of storytelling: 
 
If your story is RELEVANT and RESONATES with them, they will RELATE to you and 
REMEMBER you. We are hard wired for story, it helps us connect to each other and 
gives meaning to our lives. It’s important to remember that when marketing our 
business, we are marketing to humans. 
 
It’s OK to use emotion in telling your story, story helps us relate to our audience. It’s 
also OK to get a little personal, after all, nobody else can have the same story as you. 
Think about it – the combination of mission, experience, products and services, 
approach, and expertise gives you a unique story that only you have. Own it, use it, 
believe it, and people will remember you. 

 
 



 
 

FIVE golden nuggets you can learn from survey results: 
 
1) what people really think of your customer service 
2) why customers buy from you 
3) what clients wish you did better 
4) the most important purchasing criteria 
5) if they would recommend you to others 
 
A few pointers about performing surveys: tell people your objectives of doing the 
survey, why you need the information, how you’re going to use the information (to 
improve their customer experience ultimately), and how grateful you are to get their 
important feedback. Giving people an extra incentive (besides just being heard and 
being helpful) is a good idea. The incentive does not have to be large, or even given to 
each respondent, but it may increase participation. You could even offer an entry for a 
drawing for each survey completed and have one larger prize to give away in a drawing. 
 
If you have wondered whether doing a survey is worth it, try it! 



 
 

On the sixth day of marketing, the troubadour gave to me SIX habits that make you a 
better marketer: 
 

1) Hustling. Of course you need planning time and break time, but at the end of the 
day, you have to work hard. Really hard. Hustling is not just an action, but an 
attitude. 

2) Having written goals. Setting goals and writing them down not only gives you 
something to aim for, it keeps you on course and helps you measure results. 

3) Listening. Pay attention to what others are doing and saying related to your 
industry and your business. It is helpful to know what your competitors are doing 
and what your customers and prospects think. Listening is particularly easy to do 
on social media and other digital platforms, but don’t underestimate face to face 
interaction. 

4) Giving without expectations. When you give freely of yourself for the purposes 
of connecting or sharing knowledge, you will build relationships. You do need to 
use Calls to Action, but you do not have to be “selling” in every message. 

5) Being responsive. Responsiveness is a mindset. Regardless of how busy you are, 
it’s critical to respond to people. Even if you can’t solve a problem on the fly, let 
people know you heard them and let them know what you can do and when. 

6) Never giving up. You must have a commitment to your business and to your 
marketing. If a particular campaign doesn’t gain the results you hoped for, it’s OK 
to tweak it, but don’t stop marketing. 

 
 



 
 

On the seventh day of marketing, the troubadour gave to me SEVEN ways to maximize 
your networking: 
  

1) Be open and curious: expect to meet interesting people! 
2) Refine your 30-second commercial (aka elevator speech) 
3) Ask questions and be a great listener 
4) Focus on relationship building, not card collecting 
5) Ask permission to follow up 
6) Join organizations that are aligned with your company mission 
7) Show up/Be present 

 
 
 



 
 

On the eighth day of marketing, the troubadour gave to me EIGHT ways to write 
better emails: 
  

1) Use descriptive subject lines (to identify content and to help find again) 
2) CC the appropriate people (don’t create large groups of unnecessary recipients) 
3) It’s easy to misunderstand meaning in emails, practice clarity 
4) If you need a response, ask for it directly 
5) Don’t include too many topics in a single email 
6) Proof for spelling, grammar, and punctuation 
7) Attach any needed or helpful information 
8) Include a signature block (easy identification and contact information) 

 
 
 



 
 

On the ninth day of marketing, the troubadour gave to me NINE things that can ruin 
your writing: 
 
Avoid these common mistakes for writing that really shines! 
 

1. Spelling mistakes 
2. Wrong style for your audience 
3. Being too wordy 
4. Grammar mistakes 
5. Punctuation mistakes 
6. Failing to proof 
7. No clear purpose 
8. Using jargon and/or acronyms 
9. No conclusion/call to action 

 
 



 

 
 

TEN essential components every homepage needs: 
 

1) Contact information in prominent place(s) 
2) Call to action button(s) 
3) Immediate understanding of what you do (am I in the right place?) 
4) Look and feel consistent with your brand 
5) Images to enhance message 
6) Keywords integrated in body text 
7) How you solve their challenges or problems 
8) Page title and description optimized for search engine optimization (SEO) 
9) Links to other pages on your site 
10) H1 headings for search engine optimization 

  
Your homepage often acts as your first impression to potential clients – so make sure 
it’s a good one! These ten things will help ensure you have a sharp homepage that 
makes an impact and allows your clients to get to know you before they even meet you. 



 
 
ELEVEN ways video can boost your business. Videos can: 
 

1) Serve as a personal introduction 
2) Share customer testimonials 
3) Position you as an expert 
4) Help people find you (Google loves video) 
5) Encourage sharing on social media 
6) Strengthen your connection with viewers 
7) Tell your story in an entertaining way 
8) Make it easier for visual learners to absorb your information 
9) Helps prospects understand if you are a fit for them 
10) Provide space for explanations (when damage control is needed) 
11) Drive sales by product demonstrations 

 
 
 



 
 

TWELVE things smart marketers do regularly: 
 

1) Competitive Intelligence (stay in tune with what your competitors are doing) 
2) Continually grow your list 
3) Follow through 
4) Keep learning 
5) Maintain a sense of humor 
6) Ask for what you want 
7) Test and tweak marketing activities 
8) Own your results – good or bad 
9) Never stop networking 
10) Share your message through story 
11) Research industry trends 
12)  Never give up! 

 


