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Business Sense

Your New Marketing 
Mindset: 4 Steps to  
Success with Proven 
Marketing Tactics

By Kim Douglas Marketing always gets a bad rap. Peo-
ple think that the primary purpose 
of marketing is to make sales. While 

sales are great and necessary for every business 
to grow and thrive, the number one reason 
businesses should market is to attract prospects 
into their pipeline. Sales will come – especial-
ly if you have a great sales team to connect to 
prospects and convert those leads into sales. 
Marketing is all about having a clear plan to 
acquire prospects. Expecting your marketing 
to do the job your sales team is supposed to do 
will waste both time and money.

The four steps to success 
To be successful in your marketing, AEC  
Consultant Group recommends the following.

1. Identify your business needs. Ask if 
your business: needs to market for pro-
spective clients? needs to market to higher 
quality prospects? or needs to stay top of 
mind with your existing client base? 

2. Create a strategy. A famous quote by 
Antoine de Saint-Exupery says, “A goal 
without a plan is just a wish.” Build your 
business on a solid foundation, not just 
a wish. Creating marketing goals that 
support your primary business needs will 
serve as your marketing strategy.

3. Prioritize and execute marketing tac-
tics. Once you have a clear marketing 
strategy, it’s time to prioritize your mar-

keting tactics. Executing the appropriate 
tactics in a way that solves your prospects’ 
problems will help fill your pipeline.

4. Be consistent in your marketing efforts. 
Marketing begs for consistency. You can’t 
send one mailer and hope two years later 
people remember you. So becoming - and 
staying - top of mind with your clients 
and prospects on a monthly, even weekly, 
basis is critical.

Eight proven marketing tactics
Now, let’s dig into the eight proven market-

ing tactics we teach as part of the diy Marketing 
Pro training program. Selecting which tactics 
make the most sense for your business will be 
based on your customized marketing strategy.  

1. Branding. Your brand is the foundation 
of your business. Effective branding helps 
you stand out from the crowd.

2. Marketing Strategy. A marketing strat-
egy is the overall game plan for reaching 
prospects and turning them into paying 
clients. This strategy is not a one-size-fits-
all solution. Instead, it develops out of 
your company’s specific needs.

3. Online Presence. Everything you do on-
line is indexed and cataloged, from shar-
ing content to a review left by a client. So 
the more you do online, the easier it is to 
be found by your target market.

4. Website. Your website has two primary 
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purposes. First, it proves the credibility of 
your business. Second, your website is the 
foundation for everything you do online re-
lated to your business. All content, emails, 
business cards, truck signage, etc., should 
point back to your website. That is why it is 
so essential that your website contains fresh 
content for your prospects to consume. 

5. Social Media Marketing. Social media 
connects your business to the world. Your 
business can share information, interact 
with a broad audience, and market to a 
specific community by being active and 
consistent on social media. 

6. Email Marketing. The purpose of email 
marketing is to promote products or ser-
vices while developing relationships with 
potential clients. Consistently sending 
emails to your subscribers is one of the 
most efficient ways to reach your prospects.

7. On-Site SEO. On-site SEO helps search 

engines interpret your website content. 
If your website content is not optimized 
correctly, you will miss the full poten-
tial search engine optimization offers 
your business.

8. Relationship Marketing. Bottom line, 
people do business with who they know, 
like, and trust. That also includes refer-
rals they pass. So it takes consistent effort 
to stay top of mind with your prospects. 

I hope this brings a better understanding 
of a successful marketing mindset and proven 
marketing tactics you can implement in your 
business. So, where do you go from here? 
First, take time and evaluate where your busi-
ness can improve in one or two of these areas. 
Then, taking the time to plan out what that 
looks like—and who will be responsible for 
implementing each aspect—will get you well 
on the way to having a solid and successful 
marketing strategy.

Kim Douglas is the owner and lead consultant 
of the AEC Consultant Group. Douglas's unique 
background in the green industry helps landscape 
businesses tell their authentic and compelling 
story to their ideal clients through brand-
ing, website design, social media content, and  
email marketing.  Learn more at www. 
AECConsultantgroup.com. | CG
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