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1. Understanding the Target Market

o Defining specific customer segments through market research ensures marketing
efforts and resources are focused effectively.

2. The Marketing Mix (4Ps)

o

Product: what you're offering and how it solves the customer's problem.

O

Price: pricing strategy relative to value and competitors.
Place: distribution channels to reach customers.
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o

Promotion: how you communicate value to the target audience.
3. Low-Cost Marketing for Startups

o Social media marketing, content marketing, referral programs, and partnerships - often
more cost-effective than traditional advertising for resource-constrained startups.

4. Sales Funnel

o Awareness -> Interest -> Consideration -> Purchase -> Loyalty; understanding where
prospects drop off helps improve conversion.

5. Building Customer Relationships

o Early-stage startups often rely heavily on personal relationships and word-of-mouth,
which builds trust faster than paid advertising.

6. Measuring Effectiveness

o Tracking customer acquisition cost (CAC), conversion rates, and customer lifetime
value (CLV) helps entrepreneurs refine their approach.
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