5 Questions to Help Spring Clean Your Marketing Campaign

Often times, businesses find themselves in a marketing rut.  They have had some success with their campaigns in the first few months of business and stick like glue to those same marketing techniques.  Although these may be tried and true methods, it’s probably time to shake things up.  Strategies should reflect both internal and external market aspects, such as economical change, clientele inflation and product/service expansion.  These 5 questions will help clear the dust, sweep the cobwebs and air out your marketing strategy.  

1. Have you ever changed your marketing strategy?

This might be the most obvious signifier, but you’d be surprised how many companies ignore it.  If its not broke don't fix it, right?  Wrong.  Though one strategy has worked in the past, over long periods of time it can lose effectiveness.  It is important to continuously reinvent your campaign to remain fresh in the eyes of your clients and competitors.  Give it a try; you might be pleasantly surprised by the results.

2. Has your market changed? 

The goal of a good marketing campaign is to appeal to the masses.  In order to affectively do so, companies need to keep their finger on the pulse of their industry.  What are the latest products/services being offered?  What products/services are falling out of favor with consumers?  Are there new dips or increases in pricing trends?  Staying on top of industry research will help your campaign get a leg up on the competition.   

3. Have your company goals have shifted?

It isn’t uncommon for business goals to change as a business evolves.  Perhaps your consumer base has shifted from individuals to companies or you are seeking a more specific type of client.  Does your current strategy line up with your projected goals?

4.  How does the state of the economy affect your clients?

Industry is slowly picking back up, but the affects of the recession are still prominent.  How did the economic downturn affect your buyer?  Have they bounced back?  Even if so, consumers are twice as careful with their hard earned and hard-to-come-by dollar.   Cautious customer bases need more assurance before they make an investment.   

5.  Does new technology play apart in your marketing campaign?  

It is desperately important to keep up with the times.  Classic methods are fine, but companies must stay current with technology, if nothing else but to seize new marketing mediums.  Does your client base welcome coupons via text messaging?  Email?  Facebook or Twitter?  Do some research to find out what technology best suites your customer base, then use that as a springboard for your next campaign.    

