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Achieving Business Advertising Success
By Building Profiles
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Profile building may be critically important for numerous different kinds of business and the success of

their advertising and promotions. If you're a retailer, your customer profile may possibly seem clear, but there is a
basic and inexpensive way to make sure: Ask your customers why they bought what they did at your store. Since
they may not want to tell you, use the same approach suggested for getting aid in defining advertising objectives.
Ask the marketing department of a nearby college or community college for help in wording the questions and
doing the actual interviews. For instance:

« Did your customers check advertising before purchasing a item or service and if so, in which medium?
» Which publications do they purchase and/or get delivered, actually check the ads, read, or just skim?
» Which publications do they like very best? (This is a examine against the “which they read” answers.)

« Demographic information, where appropriate, such as age, education, and income, given in

approximate ranges. As stressed in the article on telemarketing, it's astonishing what people will let you

know, when they're asked politely. Often the solutions are not at all what you expected and lead to

changes in advertising plans. Maybe equally crucial, it never hurts to show professional concern for your
customers’ wants and needs! Manufacturing may possibly require much more sophisticated research—and often
gives equally surprising final results. For example, when a film organization produced a series that would explain
upcoming surgery to patients, the business “knew” its customer profile. It consisted of family doctors who make
the initial diagnoses and surgeons specializing in those fields. But before the filmmaker's advertising

agency did anything about creating advertisements, it did a routine examine to corroborate the customer profiles.
It took only a very brief telemarketing survey to learn that the true customer—ready and eager to order,
immediately, over the phone—was not the doctor. It was the hospitals’ senior floor nurses, who were responsible
for putting the sufferers at ease before surgical procedure. The client saved tens of thousands of dollars in two
methods: by not advertising to the wrong audience and through earning profits by advertising to the correct target
viewers. Even a lot more essential, the company gained insight into the importance of verifying a customer
profile—even whenever you “know” that you know the result before you begin. There’s much a lot more about
profile building and its use in the article on direct mail. So decide to whom you will be advertising before you write
a single word. Often, it's not as clear as it appears. Suppose you've a baby item. Will you advertise to parents,
grandparents, pediatricians, toy store owners, supermarket buyers, and so on? Don’t work on what to say until
you're completely clear about two things:

1. The viewers you are trying to reach. This may, in fact, be a selection of audiences. The question then becomes
one of how numerous different messages you can get into one ad. Usually, you're far better off to concentrate
your advertising on one specific target—the “rifle” instead of the “shotgun” approach. To repeat: Don't expect
any one ad—or any one medium—to do 10 different things or you’ll get one-tenth the outcomes . ! . or none at all.

2. What you would like your viewers to do. Rush to your store ! . !l call for an appointment !!! I . invite you to their
office or home . !'. send money ! . ! send for information . ! I!! authorize a trial subscription !!! . ! Vote! Buy! Try!
Call! Write! Drive! Fly! Run! Walk! Taste! Imagine! Sleep! And that’s just a sampler to get you started.

People who are searching Internet for information about the topic of website traffic, go to the web site which
was mentioned in this paragraph.

You can also find this article published on single file page on filorama.com, and on the tag pages advertising.
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