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So you're wondering what all this “roadmap” chat i1s? It
comes from the process of having an aid in finding your
way. Think about it, what Is the first thing we do when we
make major decisions in life? We map out a plan. For a
vacation we need a map (or now in 2012 a gps on our
smartphone), when buying a house we research and map
out our direction, in relationships: “Where are we going?”
often comes up as a topic because there is no written
directions. The need for a map In life is a neccessity. Think
about how great it would be if your newborn came with a
map of personal directions! Why should your business,
your baby, require anything less!

So Marketing Roadmap 101 here we come!

The first step in creating your Roadmap of Marketing
should begin with two key elements: knowing your goals
and where you would like to get to and then knowing how

much budget you have to get you there. Afterall your
budget Is the fuel that will drive you closer to your goal. If
your goal is to be the BEST and highest level pro at what

you do GREAT, but how do you get there... However, | will

just get this off my chest now — setting unrealistic goals will

put you out of business quickly. Knowing your expectations
of where you WANT to be Is great but the great wall of

China was not built in a day If you know what | mean.



So once you know your goal/s and budget you are almost there!

Now you need to create your marketing mix. These elements
will be crucial in determining your products/services unigue
selling point. They can be easily defined by answering the

following questions:

Who are you?
What are you selling?
Why does it matter?
Why are you better?

Targeting your audience through the proper mix of your
marketing Is key. You may want to ask yourself some of the
following questions to figure out where your target market can
be easily saturated with your exposure:

Where does your target hang out?
Are they twitter freaks?
Do they scan through facebook daily?
Do they drop everything for a fresh plush direct mail promotion?
Can you contact them easily?
Should you be packing a bag for some face time?




Once you know WHO you are and WHO you are selling to
you are ready to merge your goals and budget! This Is
when things get very exciting. Remember to always follow
the KISS rule. ( Keep It Simple Stupid). When creativity
and campaigns are combined It's easy to want to promote
yourself everywhere, to everyone! Throwing spagetti up
against the wall is NOT for everyone. Stay within the
borders of your criteria. A simple campaign is all you need.
One that consists of your marketing timeline. | find it easy to
follow the every other month set-up. For instance, if emaill
promoting Is in your mix you will start with an email every
other month. So your email schedule would be:

January
March
May
July
September
November



| like to integrate direct mail as an email promotion follow
up. It's an easy, cost effective way to gain maximum
exposure to the people that are paying attention to you.
With email tracking you can see WHO showed an
Interest in you. If you are utilizing an email service that
allows tracking it will be easy to cross reference them. If
you aren’t | recommend checking them out. It will allow
you to market smart and narrow down your potential
sales to a smaller tangible group. Some of the good
email services out there are:

Constant Contact
IContact
MyEmma
Vertical Response
Mail Chimp
These are only a few. If you want to take your emaill
marketing to the next level and have an extensive
personal list you may want to consider exact target,
sugar crm, or hubspot. These email services are
Integrated with your crm (customer relationship
management) software. This to can be added to your
“goals” in a realistic manner to get to this point.



Bieathe..

A lot of Information to
take In...

we'll get through this
together!

Sketch out ideas for your content.
Visuals, markets and mostly who you are targeting
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So we've learned the first steps to setting up your marketing
roadmap in our previous post. By now If you have not
already done so you should have:

Defined your marketing goals
Have a clear vision of your budget for your marketing goals
Targeted the proper contacts you should be promoting to
Decided on a schedule that works for you
(eg. January, March, May, etc...)
Researched email services that will suit your marketing
needs



Now the next phase will require you to roll up your
sleeves a bit and get bruitally honest with yourself. It Is
where we begin to integrate the different mediums that

you will be utilizing as your avenues of exposure to

your market. There are several avenues and they
should consist of all or some of the list below:

Website
Foliosite
Managed database
Email
Direct mall
Phone calls (aka: connections)
Meetings/appointments
Social networking
Maintaining past clients
Special promotions
Contests



My advice here Is to choose what works best for you!
Obviously doing all of these methods will increase your
exposure and benefit your company the most but, that Is
not always feasible when reverting back to your budget.
Utilize your budget as a guideline that will allow you to
iIntegrate what you want to do, with what you can afford
to do. Marketing Is not supposed to make you feel
stressed. You should set up a plan that you can time
manage into a set schedule throughout the year. A year
IS the perfect amount of time to run your campaign and
gain the maximum exposure through consistency and
hard work. A good example of an integrated campaign
based on marketing for a commercial artist with an
annual budget of $ 5000.00 might look like this:

Website ($ 1,500)
Database ($ 796)

Email Marketing Services ($ 300)
Direct Mail ($ 1,000)
Phone calls ($ FREE!)
Social Media ($ FREE!)
Appointments ( $ 400)
Special Promotions ( $ 1000)



Marketing Roadmap Sample Schedule
20XX

WEBSITE= WEB PHONE CALLS= CALL
DATABASE= DB SOCIAL MEDIA= SM
EMAIL= EM APPOINTMENTS= APPTS

DIRECT MAIL= DM SPECIAL PROMOTIONS= SPE




Keep In mind the amounts of the mediums will vary
depending on what options you chose. The important
options will be a balancing act of your budget. Weighing
the best exposure with your budget will allow you to get
the most out of your budget. Remember, just because
something is FREE does not mean it will not cost you
something. Social Media and Phone calls obviously will
take your time. Decide what your time Is worth and
manage it wisely. Incorporating social media into after
hours Is a BIG save on your budget. Working one hour
more a day can allow you to set up your social posts
and make 25 calls to potential clients. The payoff can
be HUGE! | find working before or after office hours run
gets you the best focus time with less interruptions!

Now that we have laid out a great sample sit down and
try to put your own together based on: your own goals
and your personal budgets. For steps on getting started
view Roadmap of Marketing 101 here. To set up a
FREE marketing consultation with iHeart Marketing
today click here. Your FREE marketing consult is only
one click away!

~ Thanks for taking time out of your schedule to read
and Happy Marketing until we speak again!
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Abeut Heather...
=

With over 18 years of expertise, a love of marketing, and
compassion for businesses Heather Lefort opened IHeart
Marketing, Inc. Her years of sales and marketing
experience allowed her to bring her personal services to
business owners with a one-on-one strategy. Leading
IHeart Marketing, Inc., with the highest level of integrity she
assists businesses in achieving all of their marketing and
sales goals with a planned effort. Whether you are brand
building, looking for marketing guidance or need assistance
measuring your strategies iHeart Marketing, Inc., can help!

We are a one-stop marketing solutions boutique.

www.lheartmrktg.com
1.833.443.2781 (IHeartl)

Follow Me
Facebook.com/iIHeartMarketing
Facebook.com/HeatherDoylelLefort
Facebook.com/Mindset2Motivate
Linkedin.com/in/heatherlefortny
Instagram.com/heatherlefo



