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Whether you’re just starting out or refining your strategy, these actionable steps will help you attract and retain 
customers more effectively. As marketing is an evolving process, schedule a follow-up in three months to assess 
progress, identify areas for improvement, and adjust your approach based on what’s working best.
Use this resource to benchmark your ongoing marketing activities against a best practice checklist.

Find new customers 
checklist

	9 Engage and reward your customers

Reward customer loyalty

Run promotions or contests

Offer webinars or workshops

Collaborate with complementary businesses

Participate in trade shows or industry events

	9 Establish authority in your industry

Write thought leadership articles

Host expert interviews or panel discussions

Speak at events

Network locally

Demonstrate expertise through partnerships

	9 Track and adjust your strategy

Review quarterly goals regularly

Analyze marketing campaign performance

Track customer acquisition sources

Gather and analyze customer feedback

Continuously refine your approach

	9 Build a strong marketing foundation

Write a marketing plan

Review your marketing plan

Set a marketing budget

Define your ideal customer

Create a unique selling proposition (USP)

	9 Strengthen your online presence

Design a customer-focused website

Use pay-per-click (PPC) advertising

Blog regularly

Leverage social media

Create a lead magnet

	9 Maximize email and referrals

Send a monthly client email newsletter

Encourage recipients to share it

Ask for referrals

Regularly ask clients for testimonials

Create case studies from customer success stories
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Build a strong marketing foundation

Write a marketing plan
This plan allows you to clearly define your target 
audience, provides consistency in your messaging, and 
enhances your brand recognition. Additionally, it sets 
out the metrics you’ll track and gives you measurable 
ways to refine your strategies and strengthen your 
efforts to find clients. 

It should include a description of your ideal customer, 
your marketing budget, where you’ll focus your 
marketing efforts, the language you’ll use, and what 
your marketing goals are. 

Review your marketing plan
Set clear, measurable goals to track progress and refine 
strategies. Instead of broad objectives like increasing 
brand awareness, aim for specific targets like gaining 
500 new social media followers in three months or 
increasing website traffic by 20%.

Review your plan regularly to make sure it aligns with 
business goals and market conditions. Assess key 
performance indicators (KPIs) quarterly, analyze what’s 
working, and adjust as needed, whether reallocating 
budgets, refining messaging, or exploring new 
channels.

Set a marketing budget
While some marketing efforts, like social media and 
blogging, are free, a budget lets you invest in strategies 
that drive results. Allocating funds to paid ads, 
professional design, or marketing tools enhances reach 
and impact while keeping costs under control.

Focus spending on high-ROI activities by tracking 
campaign performance and adjusting as needed. 
Regularly review your budget so that it stays cost-
effective and aligned with business growth. 

Define your ideal customer
Identify who benefits most from your product or 
service by considering demographics, interests, buying 
behaviors, and pain points. The more specific your 
profile, the easier it is to craft targeted messaging that 
resonates.

Use this profile to guide your marketing—tailor 
content, select the right channels, and refine your 
approach to attract high-quality leads. Regularly 
update your ideal customer profile as your business 
and market trends evolve. 

Create a unique selling proposition (USP)
Your USP defines what sets you apart, whether it’s 
quality, pricing, service, expertise, or sustainability. It 
should be compelling, relevant to your audience, and 
consistently reflected in your branding and messaging.

A strong USP shapes your marketing and gives 
customers a clear reason to choose you. Use it across 
your website, ads, and sales pitches, and update it as 
market trends and customer needs evolve. 

Strengthen your online presence

Design a customer-focused website
Your website works for you 24/7, so it should be 
visually appealing, easy to navigate, and customer-
focused. Clearly showcase your offerings, benefits, and 
key details like products, services, and contact info to 
guide visitors toward action.

Optimize for search engines with relevant keywords, 
fast loading speeds, and mobile-friendly design. 
Compelling content like blogs or FAQs builds trust and 
keeps visitors engaged. Regular updates helps your site 
stay effective, attracting leads and driving conversions. 

Use pay-per-click (PPC) advertising
PPC ads help you reach new customers by targeting 
specific demographics, locations, and interests. You 
only pay when someone clicks, making it a cost-
effective way to drive traffic. Platforms like Google Ads 
and social media means your message reaches the 
right audience at the right time.

To maximize results, use compelling ad copy, high-
quality visuals, and optimized landing pages that drive 
conversions. Regularly track performance and adjust 
your strategy to improve click-through rates and 
maximize ROI. 
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Blog regularly
Publishing valuable content builds trust and positions 
your business as an industry authority. Blogs that 
answer customer questions or solve common 
problems keep visitors engaged and establish 
credibility.

Blogging also improves SEO by incorporating relevant 
keywords, making it easier for new customers to 
find you. Sharing posts on social media and email 
newsletters keeps your brand top-of-mind, increasing 
the chances that potential customers turn to you when 
they need your product or service. 

Leverage social media
Focus on the platforms your ideal customers use 
and post engaging content that educates, entertains, 
or inspires. Share industry tips, behind-the-scenes 
insights, and success stories to keep your brand top-of-
mind. Consistency is key to building an active, engaged 
audience.

Social media is about relationships. Respond to 
comments, answer questions, and foster a sense of 
community. Consider paid ads to expand your reach 
and target specific demographics. A strategic approach 
helps attract new customers, build loyalty, and position 
your business as an industry authority. 

Create a lead magnet
Offer valuable content in exchange for contact details 
to attract potential customers. This could be a white 
paper, industry report, free consultation, discount 
code, or exclusive guide. Basically, anything relevant 
and useful to your audience.

Lead magnets grow your email list and position your 
business as a trusted resource. Once you collect 
leads, nurture them through email marketing with 
more value-driven content, building relationships that 
lead to conversions. A well-crafted lead magnet is a 
powerful tool for engagement and customer growth. 

Maximize email and referrals

Send a monthly client email newsletter 
Email is one of the most efficient and effective ways to 
stay in touch with your clients. You can share relevant 
industry news, helpful tips, new product launches, or 
updates about your business. 

This consistent communication helps reinforce your 
brand’s expertise, builds trust with your clients, and 
keeps your business top of mind.

Encourage recipients to share it
Try to get those in your contact database to share 
your newsletter with colleagues, friends, or family 
who might benefit from the content. Adding easy-to-
use sharing options and a clear call to action can help 
increase your reach and attract new clients. 

Additionally, a well-crafted newsletter nurtures your 
relationship with existing clients and helps establish 
connections with potential customers or business 
partners who may be interested in your offerings.

Ask for referrals
Happy customers are your best promoters. People 
trust recommendations from friends and colleagues, 
making referrals a powerful way to attract high-quality 
leads.

Encourage referrals by implementing a rewards 
program. Offer discounts, exclusive perks, or small 
gifts to customers who bring in new business. A well-
structured referral system builds loyalty, strengthens 
relationships, and helps grow your customer base 
organically.

Regularly ask clients for testimonials
Testimonials build trust and influence potential 
customers. Regularly ask satisfied clients for feedback 
via email or a quick message, making it easy with a 
simple template or guiding questions.

If a client shares positive feedback, request permission 
to use it on your website or marketing materials. 
A steady flow of testimonials reinforces credibility, 
attracts new clients, and increases conversions.
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Create case studies from customer success 
stories
Showcasing real-world examples of how your business 
has helped clients can be a powerful marketing tool. 
A well-crafted case study highlights the challenges 
a client faced, the solutions you provided, and the 
measurable results they achieved.

This is how to provide tangible proof of your expertise 
and build trust with potential customers. Adding 
client quotes and key statistics makes these success 
stories even more compelling, helping you attract new 
business and reinforce your industry credibility.

Engage and reward your customers

Reward customer loyalty
A well-designed loyalty program encourages repeat 
business and attracts new customers. Offering points, 
cash-back, punch cards, or tiered rewards makes 
customers feel valued and keeps them engaged.

Make the program simple and rewarding to maximize 
participation. Happy, loyal customers are more likely to 
return, refer others, and become long-term advocates 
for your brand.. 

Run promotions or contests
These are a great way to attract attention, engage 
your audience, and encourage new customers to try 
your business. Contests create excitement and expand 
your reach through social sharing, while time-limited 
discounts and special offers can motivate hesitant 
buyers to take action.

Make participation simple and rewarding to maximize 
engagement. The easier it is to enter, share, or claim, 
the more impact your promotion will have.

Offer webinars or workshops
This is how to showcase your expertise, engage 
with your audience, and build trust with potential 
customers. These sessions provide valuable insights, 
answer key questions, and establish your brand as a 
go-to resource in your industry.

Make your events interactive by encouraging 
participation and allowing time for Q&A. Clearly 
display your contact information so attendees can 
easily follow up. Webinars and workshops not only 
strengthen customer relationships but also generate 
leads and enhance your brand’s credibility. 

Collaborate with complementary businesses
Partnerships with businesses that offer 
complementary products or services can introduce 
your business to new potential clients. You each open 
your customer base to your collaborator, which can 
lead to increased business for you both. 

For example, a writer and graphic designer might 
partner up to refer business to each other, or a 
wedding planner and florist could join forces. Artisan 
bakeries and coffee shops could also collaborate on 
ways to serve their customers. 

Participate in trade shows or industry events
This is an effective way to connect with potential 
clients, showcase your offerings, and demonstrate 
value in real time through product demos or samples. 
Face-to-face interactions help build relationships, 
encourage meaningful conversations, and influence 
purchasing decisions.

These events also provide valuable networking 
opportunities, allowing you to connect with industry 
leaders, potential partners, and other professionals. 
The credibility and exposure gained can increase 
brand visibility and position your business as a trusted 
authority. To maximize impact, make sure you have 
strong branding, have promotional materials ready, 
and make it easy for attendees to follow up with you.

Establish authority in your industry

Write thought leadership articles
This is how to establish yourself as an industry authority 
by sharing valuable insights and expertise. Consistently 
publishing high-quality content keeps your audience 
engaged, enhances your credibility, and means your 
website and social media remain fresh. Posting at least 
once a month helps position you as a knowledgeable, 
active resource that provides ongoing value.
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The content can be repurposed across multiple 
marketing channels. Transform articles into social 
media posts, email newsletters, or checklists to reach 
different audience segments in various formats. 

Host expert interviews or panel discussions
Engage industry experts, customers, or key 
stakeholders in interviews or panel discussions to 
share valuable insights and trends. 

Featuring respected voices enhances your credibility, 
provides fresh perspectives, and positions your 
business as a go-to resource in your field. These 
discussions can be shared through blogs, videos, or 
podcasts to maximize reach and engagement. 

Speak at events
Industry conferences, local business events, and other 
relevant gatherings provide a fantastic opportunity for 
you to showcase your expertise and establish you as a 
leader in your field. 

By sharing your knowledge and insights with an 
engaged audience, you not only build credibility but 
also attract potential customers and clients who are 
seeking your services. These speaking engagements 
offer an opportunity to position your business 
as an industry leader and can also open doors to 
collaborations or partnerships with complementary 
businesses, helping you expand your reach.

Network locally
These can help you build relationships, identify new 
opportunities, and establish a strong presence in 
your community. Engaging with other businesses 
and service providers encourages trust and personal 
connections, which often lead to valuable referrals and 
new customers.

If you have the capacity, consider hosting your 
own networking event to bring together like-
minded professionals and enhance your visibility. 
Strengthening local relationships can create a reliable 
source of ongoing business growth and community 
support. 

Demonstrate expertise through partnerships
Strategic partnerships with complementary businesses 
help expand your reach and showcase your expertise 
to a wider audience. By collaborating on events, joint 
content, or bundled services, you can engage potential 
customers who may not have discovered your 
business otherwise while adding value to your existing 
audience.

Beyond increasing visibility, partnerships also generate 
new leads through the trust and credibility established 
by your collaborator.

Track and adjust your strategy

Review quarterly goals regularly
You need to make sure that your strategies are 
on track and delivering the desired results. B By 
monitoring key performance indicators (KPIs) like 
new leads, email subscribers, and sales meetings, 
you can assess effectiveness and make data-driven 
adjustments as needed.

A simple scorecard or dashboard helps you stay 
focused on the most important metrics. If goals aren’t 
being met, use the review process to identify areas for 
improvement and experiment with new approaches. 
Consistent evaluation keeps your strategies agile, 
optimizing efforts to attract customers and drive 
growth.

Analyze marketing campaign performance
You need to establish what’s working and what needs 
improvement. Reviewing key metrics like click-through 
rates, conversion rates, engagement levels, and ROI 
provides valuable insights into trends and successful 
strategies while highlighting areas for adjustment.

Regular analysis also allows for efficient budget 
allocation by focusing resources on high-performing 
campaigns. 
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This is a guide only and should neither replace competent advice, nor be taken or relied upon as financial or professional advice. Seek professional advice before 
making any decision that could affect your business.

Notes

Track customer acquisition sources
This is how to understand where your new clients are 
coming from and which marketing channels are driving 
the most leads, whether through social media, search 
engines, email marketing, or referrals. Understanding 
where new clients come from allows you to focus your 
efforts on the most effective strategies.

This data also provides insights into audience 
preferences and behaviors. By evaluating each source’s 
success, you can refine your messaging, optimize 
campaigns, and tailor your marketing to better attract 
and convert potential customers. 

Gather and analyze customer feedback
This is essential for improving your products, services, 
and overall customer experience. When you actively 
seek input through surveys, reviews, or direct 
conversations, you gain valuable insights into what 
your customers value most and where there may be 
areas for improvement. 

Analyzing feedback reveals trends that can shape 
your marketing strategies and business decisions. 
Addressing concerns and refining your offerings 
based on customer insights builds trust, strengthens 
relationships, and enhances customer retention and 
acquisition.

Continuously refine your approach
Staying competitive requires regularly assessing and 
adjusting your strategies as the market, customer 
preferences, and technology evolve. Analyzing 
campaign results, tracking customer behavior, and 
staying informed on industry trends help identify 
opportunities for improvement and innovation.

Refining your approach means testing new tactics, 
optimizing messaging, and streamlining processes 
for better efficiency. Whether through A/B testing, 
content adjustments, or resource reallocation, 
continuous improvements keep your marketing agile, 
maximizing impact and ensuring you attract and retain 
customers.
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