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Choosing the right marketing strategy is the difference between success and failure. It will save you 
time, headaches, and will help you make more money with less effort. Many people see marketing as 
something complex that only big brands do. Marketing and sales are any actions you or your business 
take to get new business. Without clients or customers, you aren't in business.

To pick the right marketing priorities:

• Block off time for marketing and do it consistently

• Create a compelling vision for where you'd like to take your business

• Effectively communicate the ways you're better than every competitor

• Look at a variety of marketing tactics (Facebook ads, YouTube videos, billboards, etc.). Pick the

2-4 you can realistically focus on, then commit to 6 months  of effort using these tactics.

Please note: You'll get more out of this if you also fill out the worksheet that goes with it. It's on 
the same page as this ebook:  https://jacob-le.com/ebook-download-1
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The weeks I didn’t have work, I’d spend all my time lining up work. Once I had lined up all of the work, it 
required all of my time, attention, and focus. I’d work like crazy to meet client deadlines. Then, when those 
projects were over, it was back to square 1 again. 

Feast or famine

Over and over. It was exhausting. I was ready to give up.

Some of my clients were great to work with, and some were difficult and making me crazy. 

You see, here was the problem. I have a background in marketing. I've  helped businesses market for 7 years 
professionally. But, these were mostly larger companies.

Marketing when you have a $35,000 budget  and several people working on a project is one thing. But, it's 
completely different when it's just you or a small team.

It's completely different when you're responsible for both lining  up the work and doing the work.

The strategies that work for larger companies don't work for small businesses. 

With limited resources, I would get busy with work, and  then I would take my foot off the gas. So, even 
though the marketing actions I was doing would generate results, my actions didn't lead to consistently 
getting work year round.

It was one of the worst days of my 
life... 

I was 2 years into running my business. It was 
5:30 a.m., and I was ready to give up. This was 
my third late night in a week. I was broke, 
exhausted, discouraged, and        depressed. There 
were bags under my eyes, and I felt in my gut 
that my business was over. I hadn't slept well in 
weeks. I was working 7 days a week, and my 
business was failing.

If you're a small business owner, I'm guessing your life tends to be hectic. You may be working 15 hours 
a day, feeling stressed and overworked. I have been there. 
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I decided that the next morning, I would wake up and  start applying for jobs. It was  time to 
throw in the towel and give up on my business.

But...the next morning I woke up, and I didn't start applying for jobs. No...I'm an entrepreneur and I refuse to 
give up. 

There had to be a solution for what I was facing. 

There had to be a way to feel less on edge, overwhelmed, and exhausted. 

There had to be a way to consistently find great customers. There had to be a way to enjoy my business more. 

There had to be a way to enjoy my business more. 

So, I set out to find answers to these questions. I read over 200 books. I started learning 
more about productivity, mindset, and marketing strategies for small businesses with limited 
resources. What I was doing started working. I started using a daily productivity planner and utilizing 
some of the productivity tips you are about to learn. My stress level went down, and my productivity doubled.

I set out to find the marketing strategies that would work best for small businesses and 
develop a system for figuring out what to prioritize. 

After studying, working with a mentor, and trial and error, a system started coming together. I began to 
implement it.

I was able to triple my number of leads and avoid the feast or famine that was killing 
my business. I  attracted better clients who I really love working with. I also gained better clarity 
about my mission and purpose. I woke up each morning excited about what was coming next. I've 
contributed to marketing articles on Forbes, Inc., and Small Business Trends.

I knew that the road map and system that I was developing could help out a lot of other small business 
owners. So, I started helping a variety of small businesses with their customers and clients. I started working 
with 1 or 2, but over the past year, I've helped dozens of businesses grow, gain new customers, and 
start loving their vision more. The focus is always to make more money, while working less and enjoying 
life more. I'm in the process of helping 10,000 entrepreneurs and small business owners gain 
more dream clients and shape their business into something they love. I hope that you'll be one of them.
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This book is an introduction to that system and road map I created. This road map will help you gain more 
consistent clients, be more productive, and identify the top marketing priorities that will have the biggest 
impact on your business. Keep your eyes open for courses, a full-length book, and emails and trainings that will 
go much deeper into these concepts.

Source: https://www.visualcapitalist.com/why-do-businesses-fail/

Is your business in danger?

Many businesses fail, and one of the top 
reasons is a lack of customers and income. 
If you stop bringing in enough clients and 
customers, it's unlikely your business will 
last long.

I want to do everything in my power to help 
you find amazing clients you love. I want you 
to wake up excited about the business you 
are creating and where it's headed. And, I 
really don't want you to leave money on the 
table.

I would HATE for you to miss out on an amazing client because you're missing something which is easy to fix.

You may think of marketing as something that's difficult, complex, challenging, and confusing. It really doesn't 
have to be. 

This guide will teach you how to find time to market, how to get the most out of your marketing time and money, 
and how to start working with more of your dream clients. 100 businesses have used this framework to work on 
their business with new people implementing it every day.

Let's jump into this. I believe in you and your business. The first  thing we're going to cover will help you avoid 
feast and famine. It's how to find time to market and fit it in your schedule.
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SECTION 1: Work Less Without Decreasing Your Earnings

1. How to Find the Time to Do Marketing (Even When You're Busy)

You can find the time in your life you need TODAY. Not years in the future. In this section I ,will show you 
how.

As a small business owner, one of your biggest challenges is finding new customers. So, you spend all of 
your time finding new customers and clients. It takes time–it's unlikely you'll go to a networking event and 
line up a client that exact day. But, you finally find enough clients to keep you busy. Then, things get crazy. 
You're trying toplease a ton of customers at once, and it eats up all of your time (and sometimes your 
sanity). However, then the number of customers go down. And you have to do this process all over again.

This is the wrong way to market. When you're busy with a number of clients, marketing may be the last 
thing on your mind. But, this is key if you want to have customers lined up a month or two from now. This is 
the way out of feast or famine.

In order to find the time to work on marketing, you need to find the time. Here are my top 10 tips for saving 
time as an entrepreneur. I've implemented them in my own business. It's increased my productivity and 
decreased my stress.

 I studied how many of the top entrepreneurs and millionaires are scheduling their days and learned from 
them.

2. 15 Ways to Add More Time in Your Day as an Entrepreneur, Step by Step

1. Notifications pull away your focus and wreck your productivity for the day. This includes email
notifications. Check your email a few times a day and turn off social media, news, and text notifications
during work hours. You’ll get way more done, which means you can be done with work sooner and spend
more time doing what you enjoy. You don’t need to give up texting, social media, and news. Just do it on your
break or when you’re done with work.  It’s estimated that task switching can cut down people’s productivity
by 40% (or 16 or more hours per week).

2. Work in 60–90-minute sprints where you focus like crazy and work toward a goal. You should work on your
most important task before you check your email. Give yourself a short break afterwards.

3. Have an agenda for meetings. Keep them to a reasonable length. Have a time limit and a goal. Keep
meetings with brainstorming versus decision making separate. Make the next steps clear. When you leave the
meeting, every person should know what they should do next (if anything).
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you in the right direction. This will save you time as well.

4. Spend 50 minutes a day:

• Writing your to-do list and goals for the day

•  Doing a 20-minute workout

• Taking a 20-minute relaxing walk

• Doing a 5–10-minute meditation

• Thinking of things that you’re grateful for.

This may seem like a lot, but the extra 
productivity, energy, and focus will save you 
more time than you are spending.

5. The news cycle can pull you into an angry, fearful, or stressed state. This kills productivity. Find news
sources that don’t make you sad or angry. Then, turn off notifications and avoid glancing at the news when
you need to be productive. If you want to keep up with politics, try to do so in the evening.

6. Block off time to brainstorm. Turn off all distractions. Brainstorming sessions each week can illuminate
the best path forward. They can lead to ideas and innovations that will help you succeed, save you time, and
save you money. During each brainstorming session, ask “is there a better way that I could be doing things?”

7. Seeing visual progress as you work toward your goals is powerful. Write your goals down, figure out the
actions you’ll need to take, and then track your progress.

8. Delegating tasks can help you spend more time doing the things you are good at and the things you
enjoy. You can delegate chores, housework, and administrative tasks; I find that these types of tasks are
simpler and cheaper to delegate. If you have more work than you can handle, look into contractors or part-
time workers.

9. Consistently working more than 55 hours per week will lead to feeling burnt out, stressed, and
unproductive. You don’t need to put in 90 hours a week. Ninety-hour weeks can make you less productive.

10. Focus on clients and customers who are easier to work with and are willing to pay more. We’ll go into
how to secure these customers in the next section, but this has an enormous impact.

11. Spend less time in the car. If you’re networking, try to find events close to you with good parking options.
Do some meetings via video call. Try to schedule meetings that are close-by with decent parking.
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12. Put a time limit on venting your frustrations, to others or in your own head. Sometimes people do you
wrong. It’s super frustrating. But, does that jerk who cut you off on the freeway deserve to steal hours of your
productivity and joy? Don’t let five seconds of frustration negatively impact hours of your precious time.
Venting can feel food in small doses, but it can also put you in a bad state of mind.

13. It’s worth looking for a high-quality coach, mentor, or consultant who can help point you in the right
direction. This will save you time as well.

14. Figure out where you want to go, the key steps to get there, and your 1-day, 1-week, and 12-week goals.
Don't make too many assumptions about how people will respond to your product or service.

15. Listen to audiobooks when you’re doing laundry, getting exercise, taking a walk, driving, or doing chores.
These audiobooks can give you information that can have a huge impact on your business and on your life.

3. What's the Best Time To Do Your Marketing?

Here is what I recommend. Set aside 1 hour first thing in the morning. I always check off the most important 
item on my to-do list first thing in the morning. And, I believe that long-term, growing your customer base with 
marketing is going to be THE most important thing to do consistently. So, start with marketing at least 4 days 
a week. Do not check your email before you check off your task!

Here is why: Email will immediately pull your focus in a number of directions. You'll be responding to what other 
people want of you. You'll lose control over the schedule you want to set for yourself. Personally, I check email 
twice a day, but I would like to move to once per day. When I check it, I answer every email until it's done. Your 
job is not answering emails. Have clients call you if it's urgent. Or, hire an assistant to help with emails. 
However, it's so easy to spend half the day responding to emails. As the owner of your business, you have 
important, long-term goals to work toward. Check off your marketing task, then check your email.

SECTION 2: The 6 Key Elements to a Great Marketing Strategy

Understanding this section will put you on a path toward success. You'll have a strong vision for where you are 
going and you'll attract the RIGHT people. You'll learn how to attract the right customers, build a business that 
you love, and gain repeat business.

Your most important marketing priority is understanding your customer and your own message. You must 
know why people should choose you over everyone else.

Your top marketing priority is not Facebook ads, billboards, or email marketing. These are tactics, not a 
strategy. Tactics need to be built on a strong foundation. If you don't understand your customer, tactics will 
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fail. It's important to get crystal clear on what you are selling, who your customers are, what they care about, 
and how you compare to your competitors. After, you figure out those things, THEN it's time to decide which 
marketing channels are worth your time, effort, and money.

1. Create a Compelling Vision for Where Your Company Will Go

Make sure you have a clear vision for your business and convey that vision to others. What impact are you going 
to have on the world? Where do you want your business to be in 5 years? Conveying this message will help you 
drive sales. Knowing where you want to be in 5 years will help you create your overall marketing strategy. You 
need to know where you are going before you create a strategy that will get you there.

2. Who Is Your Customer (and What's Important to Them)?

Do not think of marketing as convincing someone to buy. Persuading someone to buy is an uphill battle. You 
want to find people who already want what you're selling. Or people who have a problem, and your product or 
service is the exact solution. 

Now, with sales and marketing, it's still important to build trust with potential customers and make them 
understand why your product is an amazing solution for their problem. But, so many people spend time and 
money trying to sell to people who don't want or need what they're selling. If you sell wedding dresses, it's in 
your best interest to try to find people who will get married in the near future. You wouldn't spend your time 
trying to sell to 60-year-old men and 8-year-old girls. Don't spend your time trying to sell to people who aren't 
interested. Don't spend your time trying to sell to people who aren't interested.

" If you don't know where you are going, any road will get you there."

— Lewis Carroll

Try to put yourself in your customer's shoes.

Understand what your customers are trying to accomplish. What are their greatest hopes and fears? What 
keeps them up at night? In order to effectively sell or market, you have to understand your customers.
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Here's a useful exercise: Write a page out of your ideal customer's diary. If you can understand exactly 
what they're thinking about and struggling with, you'll be so much better at selling and marketing.

Bad or difficult customers can hurt your reputation and your business. 

Who would you like to work with? Who do you enjoy working with the most? Work with people who you want 
to help the most. 

If you love collaborating and have a passion for a certain group, follow that insight. If you are pursuing a 
customer only because “they have a lot of money,” this may not make you as rich as you think. Many people 
are targeting those with the most money, and you’ll do better work and be better at selling to those that you 
truly want to help.

3. Figure Out How Much a Customer Is Worth to You

How much is a customer worth to you? What is the lifetime value of a customer for you? Knowing this 
number is crucial for advertising. If you received a customer for $50, is that good or bad? You need to know 
this number to succeed with your advertising.

If you don’t know how much a customer is worth to you, you CANNOT know if you are spending the right 
amount of time or money to acquire new customers. Even if you hire a professional marketer to help you, if 
they are good at their job, they’ll ask you for these numbers. 

Basically, you are taking your profit for the first sale (money it makes you minus expenses, not including 
advertising), then adding that to repeat business (average number of times people buy from you again). For 
example, if you earn $400 from a sale, and your expenses are $100, your profit is $300. If, on average, 
customers purchase from you 3 more times, your total profit from each customer is $1,200 ($300 + $900).

Then, you'll also want to account for referrals. 

Let's say 10% of your customers provide referrals, and half of those turn into closed sales. That means 5% of 
customers provide sales that turn into closed business. So, since customers on average spend $300 4 times 
($1,200 total), and 5% of those refer new customers who will spend the same average amount, take .05 x 
$1,200, and you'll get $60 on average from referrals.
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So, in this example, you get $300 from the first sale, $900 in repeat business, and an average $60 worth of 
referrals, or $1,260 in total, per customer. This is your customer lifetime value. Knowing these numbers will 
help you understand how much money you can use to acquire a new customer.

How should I use customer lifetime value to figure out my advertising budget?

It's ideal to make up for your ad spend on the first sale. In our example, we found that a customer would net 
you $300 on the first sale and $1,260 over the next few years.

If you’re spending $600 to acquire each customer, it may take a couple years to turn a profit on that 
customer. It would be ideal to keep the number under $300.

But, if you're a chiropractor, it could make sense to spend $300 to acquire a new customer. Even though you 
need to do the work and don't make a profit on the first sale, every repeat sale and referral will be all profit.

There are times when it makes sense to spend more money to acquire a customer than you make off the first 
sale. One common example is a software as a service company (SaaS). Let's say people sign up for $25 a 
month, but on average they pay monthly for 8 months. In this case, it would make sense to gain new 
customers for more than $25. Even if it costs you $40 a customer, you'll make a profit off that customer one 
month later, and you'll be VERY profitable 8 months later. 

If you can make back the money in a month or two, it can make sense to spend more than you gain from the 
first sale.

How can I improve my customer lifetime value?

My full article on customer lifetime value includes even more helpful tips, but here is a brief summary:

• Ask for more referrals. Mention up front that if you do an incredible job, you'll ask your customer for
referrals afterward.

• Get specific with your referral requests. Don't say, "If you know someone looking to buy or sell a home,
I'd love an introduction." Instead, say, "If you know any young couples who are complaining about
outgrowing their space, I'd love to talk with them." The more specific you are about your ideal customer,
the more likely people are to think of someone.

• Follow up with all past customers at least once per quarter. Send cards, gift baskets, birthday presents,
and helpful emails. If you have an email list, ask people if you can add them to that. Make an effort to
make their day better every time you reach out.
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4. How Does Your Business Compare to Your Competition?

People have a lot of choices for where to spend their 
money. If you own a bakery, you may be competing 
with hundreds of similar bakeries. So, here's a key 
question for your business: Why would someone 
choose your businesss over anyone else? The most 
successful businesses have a very strong answer to 
this question. 

Open up a document and write out a concise answer 
to this question. 

This exercise is challenging. It's actually more difficult to be succinct and clear. 

You get bonus points if you get the statement down to one powerful sentence. It's much easier to write a page 
about your business versus condensing it down to one sentence. Don't include buzzwords in your sentence. 
Make it something that your competition couldn't copy.

Example 1: Misotono Knives cares about creating quality products and being customer-focused while 
providing excellent customer support.

This is not a good statement. 

Here's why: This could apply to every other company on the 
planet. 

What company wouldn't describe itself as creating "quality 
products" and "providing excellent customer service"? Those 
are vague buzzwords. Your statement should be specific to 
you.

Poor Images = Poor perceived quality
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Example 2: At Misotono Knives, each razor-sharp knife is personally and painstakingly crafted by our 
blade smith. Each knife is unique and comes with a lifetime warranty with fast one-to-one phone and chat 
support.

Here's why this statement is much better: It's unique 
to the company. 

Competitors may mass produce knives, not offer a 
lifetime warranty, may not offer chat support or
fast responses. It's also much more descriptive. The
company stands apart and justifies their higher price 
by demonstrating their blades are individually made, 
tack sharp, will last forever, and provide fast and 
convenient support. 

Now, every statement can be improved. The goal isn't 
to get it perfect. The goal is to get it down on paper. 
Improving your statement should be an ongoing process.

I think a real life example will be helpful, so I'll include my response to this question for my business, Jacob 
LE:

"Jacob LE is revolutionizing the way small business 
owners set marketing priorities and find THE 
highest-impact actions they can take to grow their 
business. By providing free tutorials, one-to-one 
consulting, step-by-step action plans, and turnkey 
premium courses, we provide everything a business 
owner needs to create their ideal business."

Shortened bonus sentence:

Jacob LE is revolutionizing the way small businesses 
set and prioritize their marketing actions.

Better images = Higher perceived quality

How Small Business Owners Can Make More by Working Less

13 How Small Business Owners Can Make More by Working Less

https://jacob-le.com/marketing-priorities-small-business/


So, write out and plan out your unique description now.

Once you understand who your customers are and how your company is positioned, you can use this 
summary to clearly communicate the value of your product or service:

• When you are networking

• When people ask about your business

• On business cards, direct mail, posters, and pamphlets

• On any paid advertisements

• On your website

• On any media appearances.

Do you see why it's important to get this part just right? 

Since understanding your customer and your business is so important, this isn't something to do once and 
then put it in a drawer to collect dust. 

Put this statement in a spot where you can see it. Work to update and improve it over time. You should 
update this statement when you have more information about who your customers are and what they care 
about.

When creating your statement, decide what you want to be the best at.

It’s impossible to be the best at everything. Instead, we should be the best at very specific areas of focus.

What can you do better than any other business in town? You just need to be the best at 1 thing and really 
commit to that.
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For example, if you're a pizza shop: 

• You can have the best thick crust pizza.

• You can have the best thin crust pizza.

• You can have the best oven-baked pizza.

• You can have the most creative menu.

• You can have the best combination of toppings.

• You can have the best crust and best sauces in town.

• You can have the easiest, most user-friendly online ordering system.

• You can have the best pepperoni slices, sausage, olives, etc.

• You can have the fastest delivery.

• You can have the cheapest prices.

• You can have the best tasting fairly cheap pizza in town.

• You can have the best tasting medium-priced pizza in town.

• You can have the best tasting pizza in town PERIOD.

• You can be the best trendy spot for young people.

• You can be the best fancy night out experience.

• You can provide the highest level of customer service and friendliest wait staff.

• You can have the fastest in-restaurant service.

• You can be a fun, happening place that’s always packed.

• You can provide a relaxed atmosphere where people can always get a seat right away.  You can be a
good spot to grab a pizza and a drink and watch the game on the screens.
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But, wait. Can't I be the best at most of those? No, because if you try to be the best at everything, you’ll end up 
being the best at nothing. You should have one main focus. 

For this example, let's say you decide to have the most creative menu. It takes work, money, and effort to 
become THE place for a creative pizza menu. Decide what you want to be known for and dominate that area. 
Word of mouth will spread, and you'll build a strong reputation. Write down the one area where you'll be the 
best.

5. You NEED to Build Trust. Here's How...

People are very distrusting of small businesses (and they should be).

Anyone can start a small business. No matter how untrustworthy, incompetent, or unethical they are. Some 
companies are actively trying to scam you. People are on high alert at all times. I receive robocalls, email 
scams, phone scams, and social media scams every single day. Most of them are easy to spot. Some of them 
have been VERY convincing.

Some industries are filled with businesses working to rip you off. And, other businesses aren’t trying to do 
harm, but don’t have the skill, knowledge, or ability to do what they promise.

Small businesses have scammed, ripped off, and stolen from me. And it’s not because I was gullible. You can 
sign a contract with someone, and they can simply not do the work, or not pay you for your work. And going to 
court is a lengthy and expensive process.

There are a few key things that you can do to increase your customers’ level of trust:

Take away the risk with a guarantee. 

Can you guarantee money back if they aren’t happy? 

Can you guarantee a specific result?

Can you offer a longer warranty than your competition? Maybe even a 
lifetime warranty?
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Demonstrate you are competent. 

Is it clear to your customers that you know what you are talking about? Are you truly an expert? If so, here 
are a few ways that you can demonstrate your expertise: 

• Do public speaking

• Create case studies

• Publish blog posts, social media posts, or videos that demonstrate your expertise

• Write white papers, ebooks, or a book on the subject.

Get as many reviews or testimonials as possible. 

Don’t worry about making every review 5 stars. Studies have found that pages with a review score of 4.5–4.9 
actually perform better than those that have solely 5-star reviews. Include customer reviews and testimonials 
on your website.

Have integrity when you are working with clients. 

Be honest with them if you make a mistake. If you have a conflict, try to understand their point of view. If 
they’re a difficult client, don’t work with them again. If their demands are insane, stand your ground when you 
need to. But, seek to have the best customer relationship possible with each person you work with.

Many people see their online presence as separate from word of mouth, in-person networking, and 
referrals. This couldn’t be further from the truth. In-person networking and your online presence are very 
closely connected. Did you know that 97 percent of customers look up local businesses online before bying 
from them? Building trust and expertise with your online presence will have an impact on nearly everyone 
you meet, not only people who find you online.

6. Make More Money from Current and Past Clients

It’s expensive and time-consuming to get business from someone who hasn’t heard of you before. It’s less 
expensive to advertise to someone who is familiar with you but hasn’t done business with you yet. But, it is FAR 
less expensive and time -consuming to gain business from a past customer.
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But how can you prioritize work from past customers?

• Keep in touch. Keep the relationship going. Follow up at least every quarter. Once a month is even
better. You can do this by sending Christmas cards, birthday well-wishes, or helpful articles. Make your
business available to provide support. See if you can improve their day every single time you get in
touch. It’s not as time-consuming as it seems.

• Can you give people a discount or extra benefits if they sign up for repeat purchases? Could you give a
subscription option? A discount if they purchase several products?

• Create a punch card! Having a punch card is another great way that you can prioritize repeat business.
Creating a punch card where people can get a free coffee, oil change, or other service after they’ve
made 5 or 10 purchases is powerful. This is an amazing tool to get people to stick with your business. It
may even incentivize them to use your service if they’re close to cashing in. I know I am more likely to
visit a local coffee shop with a punch card when I’m only a few coffees away from a reward.

• Could you develop an additional product or service that your existing customers would love? What
product would be a great addition to an existing product? You have the potential to generate a
significant amount of business from your existing customers. However, you don’t want to simply
assume you can create an additional product your customers will love. Instead, you’ll want to actually
talk to them and gain a solid understanding of what product they would be willing to pay for.

• Accept pre-orders if you can! Sometimes what people say they’ll pay for and what they actually pay for
are two very different things.

• Make asking for reviews or referrals a part of your process.

• Solicit feedback on how you could have made the experience of working together even better. This will
provide valuable insights for you, but will also make your customers more likely to come back.

How much money should you spend on marketing?

Spending no money on marketing is often a mistake. Once you understand your customer and your message, 
it's worthwhile to spend money, even if it's just $50 or $100 a month. Here's why: Posting to social media and 
networking are often "free," but a big time suck. 
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Spending money on advertising accomplishes a few things:

• You can reach many people quickly.

• You can bring in new customers on a consistent basis (even when
you're busy).

• You can hire other people to help with marketing tasks. You instantly
increase the number of people your social posts reach.

Warning: Before you spend any money, do the previous exercises where you work to understand your 
customers and how you differ from your competition. Then, it's worth spending a bit of money.

This bears repeating: While it's tempting to use fee marketing methods, this is a mistake. Spending money, 
even if it’s a small amount, will save an incredible amount of time and effort. 

Here's the thing: You have a limited amount of time. Let's say you spend 3 hours a week posting to Facebook. 
You're stressed, overworked, and busy. Three hours a week is no small amount. In contrast, if you spent $15 
to get those posts in front of more people, your results could triple, quadruple, etc. Successful companies 
spend some money on marketing.

The average person sees 4,000–10,000 advertisements per day, so it’s challenging to stand out. Many people 
talk about how they are the best and everyone is the worst. There are legitimate reasons why people choose 
your competitors. If you act like you're the best company of all time with no flaws, people will see through 
that. Focus on the areas where you are truly exceptional.

Marketing budgets are a bad idea.

Wait, am I allowed to say that? Spending the exact same amount month after month doesn't make sense. If 
your marketing is not giving a positive return on investment, spend less money and test and test until you 
have you have a positive return on investment.

Now, I understand that you may have marketing employees, retainers, or ongoing programs like Google ads, 
bus stop ads, etc. If an ad is working for you, keep it running forever and contemplate ramping it up. So, there 
will be fixed costs, and I highly recommend small businesses spend at least $200 a month testing ads. 
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But, when ads aren't working, you should spend less and test like crazy. When ads are working well, increase 
your spend until you are at your capacity. The only reason you should spend the same on marketing each 
month is if your ads are working and you are at capacity. If you couldn't possibly accept more leads, keep 
them running but don't increase your spending. The goal is to test out ads until they become profitable and 
then to increase your spending once you hit on something that works well.

How long should I stick with a marketing plan and the actions in it before giving up?

One of the biggest mistakes many people make is giving up too soon. 
Pick a few actions and strategies and stick with them. Entrepreneurs 
have a tendency to constantly switch tactics when they hear about 
something new. Some people refer to this as chasing shiny objects. It 
will take time for your efforts to pay off.  You’ll receive far greater 
results if you stick with your strategy without frequently switching 
things up and changing strategy. 

You aren’t going to be successful by discovering some “secret hack.” 
You’ll be successful by having a solid game plan and sticking with it.

Most marketing efforts take 6 months to have the biggest impact. 
You’ll build momentum over time. People will often need to interact 
with your brand 10, 20, or even 30 times before becoming a paying 
customer. Stick with your efforts and reap the rewards.

Section 3: Choosing the Right Marketing Tactics

Are You Ready to Create and Then Track Your Plan?

OK, now it's time to create a marketing plan and put it into action. 

By the end of this section, you'll gain a better understanding of how your time marketing can be best 
spent, so you can save time while gaining new customers. We'll also score the different marketing tactics, 
so you'll have a good idea of what to focus on.
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Using 60–90-Minute "Time Blocks"

What are time blocks? They're simply a set of actions that you can accomplish in your first 60–90 minutes of 
work. Sometimes it's a single action (write a draft of a blog post), and other times it can be several actions 
(send 3 emails and post on Facebook and Twitter).

Once you decide on what you'll do in the first 60–90 minutes of your day for the next few weeks, you can 
check these tasks off in your spreadsheet.

It's important to plan out your most important tasks and write them down because actions need to happen in a 
specific order. For example, let's say you need to create a Google My Business page, gain reviews, and then 
run Google ads to that page. You'd have one time block to set up the page, you'd then wait for 5 days for 
Google to mail you a postcard, then there would be another time block to ask for reviews and a final one to set 
up ads to the page. 

I recommend that you do your marketing tasks first thing in the morning before checking email. Focus like 
crazy until you get that task checked off. The priorities for every business will be different. Marketing plans will 
vary based on peoples' industry (restaurant vs. construction company) and the stage of their business (brand 
new vs. scaling from 6 to 7 figures).  

Create a Sheet/System to Check Off Your Time Blocks

For my own business, I actually prefer to check off the tasks with sheets of paper and stickers. There's 
something satisfying about having a physical copy and using stickers or check boxes to see your progress.

When I work with clients, I create a shared Google Sheet, so I can see their progress and help them complete 
their tasks. Some people prefer tracking progress in tools like Trello or Asana.

The important thing is you have a list of marketing tasks and a spreadsheet or way to check off each task when 
you complete the task.
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What Should My Action Plan 
Actually Look Like?

In the next section, we're going to compare 20 
different marketing tactics. Some of those 
tactics are posting Facebook, uploading to 
YouTube, networking, cold calling, and email 
outreach.

You have a spot to score each tactic on your 
worksheet. The goal is to pick 3–4 areas where 
you're going to excel. You're going to commit 
to becoming better at these tactics over at 
least 6 months. You'll be able to improve and 
see how well it works if you commit to 6 
months.

If our tactic of choice is cold calling, a few examples of good time blocks would be:

• Make 30 calls to brand new people

• Build your list of connections to call

• Follow up with everyone who seemed interested

• Create an amazing script to follow.

In this example, you'd consistently make the 30 calls, and you'd do the other actions less frequently.

If you want to know the top 14 marketing actions that every small business owner needs to do, I 
created a inexpensive 14 day marketing challenge. It not only tells you what your first 14 time blocks 
should be, but it also gives a step-by-step tutorial on how to complete each action: https://jacob-
le.com/14-day-challenge 

I also have a 2-hour consultation where I help people come up with their top marketing priorities. Then 
they either implement their plan themselves, or I check things off for them.

So you'll get a better idea of what time blocks look like, I'll give 3 examples of real-world time blocks I 
helped a customer create.
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Marketing Strategy Real World Example (Time Blocks)

1. Get a Referral Email Ready to Go

Create that email and get it ready to send. This should be very thought out and thorough. Create an exact 
plan for asking for a 3-6-month commitment with a benefit. Tell people how they can sign up for the "gold 

star service plan" that we created in the consultation. 

Don’t check off block 1 in your spreadsheet until you’re ready to send out a referral email. The sooner you 
start implementing this, the more sales you can make.

2. Add to Your Google My Business Page & Set Up a Yelp Page

If possible, add 50-100 photos to both pages. Name the photos, and make the photos relevant to your 
business. Make sure you use the keywords that we created in your plan so that people can find your pages 

on Google.  I recommend adding in hours as well as a list with your services. 

Do it yourself or hire out? Unless you’re having major issues setting up an account, this is one it makes 
sense to do yourself.

3. Get Google and Yelp Reviews

Focus on Google My Business reviews in particular. Yelp actually marks over 50% of reviews as fake or 
spam. It’s really annoying. I wrote an entire article on how to get more Yelp reviews. You can find it here: 

https://jacob-le.com/how-to-get-more-yelp-reviews/ 
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What Are the Most E�ective Marketing 
Channels?

We're about to go into a brief summary of each marketing channel. No 
channel is best for everyone.

No matter the marketing channel, you'll want to stick with it and 
constantly learn and improve. I typically recommend people stick with 
a marketing method for 6 months. It takes at least that long to build 
relationships, followers, connections, and skills.

In my upcoming book, The Marketing Blueprint for Overtasked Business 
Owners, I give every several pages of analysis on every marketing 
strategy. In this ebook, I'll give a  brief summary of the pros and cons of 
each.

20 Small Business Marketing Tactics Compared

Most small businesses can only truly crush it in a few areas at once. In this section, you'll need to score 
each tactic in 5 areas.

Score them on a scale of 1–10 (10 being high).

1. Enjoyment: How much would I enjoy working on this marketing tactic?

2. Impact: What level of impact would this have on my business?

3. Difficulty: Is it something I could quickly learn how to do? Would I need to outsource it?

4. Effort: How much effort would be required? Would it take hundreds of hours or just a few?

5. Investment: How much money would I need to invest?
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Scoring the enjoyment, impact, difficulty effort, and investment of each tactic will help you select the very best 
tactics.

The most important area is "impact." You can always hire others to do the tasks you don't like. The #1 thing to 
look for is high impact and low effort activities.

The goal is to find 3–6 activities that you'll focus your efforts on. Use your worksheet to score each one.

The worksheet was on the same page as this ebook, but you can find it here: https://jacob-le.com/ebook-
download-1

For an even more in-depth comparison of social media marketing, read my article: https://jacob-le.com/the-

hottest-social-network. 
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OK, once you have everything scored on your worksheet, you're now ready to create some time blocks 
based off of the tactics you'll work on.

We're going to keep it simple and start with 5 time blocks. In the future, you can write them out on paper, 
or my productivity planner for small business owners is perfect for organizing your time, priorities, goals, 
and time blocks. It's a tool I use every day, and it's dramatically increased my productivity: https://jacob-
le.com/planner

Great Marketing Actions for Local Small Businesses

There are just a few actions that I believe make sense for nearly every small business owner:

• A Google My Business page with several reviews

• A Facebook Business page

• A Yelp page with several reviews

• Some ongoing monthly advertising

• Google Analytics and a Facebook Pixel to track web visitors and for future online advertising

• Some face-to-face selling, presenting, or speaking.
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Social Media...It's Overrated?

Don't get me wrong. You can certainly use social media to grow your business. But, I see the same story over 
and over.

A small business owner feels like they "need to be posting on social." They spend their valuable time and 
effort each week, they don't like the process, and they receive 8 likes per post and exactly $0. Many small 
businesses use social media ineffectively.

You don't HAVE to be constantly posting on Facebook, Instagram, or Twitter to get results. It may not be 
the best use of your time. If you are doing social media, put some money behind it and focus more on 
interacting with people, finding the right people, and starting conversations. What you post is often less 
important than who you connect with. If you do decide that social media is the best use of your time, you 
need to be constantly improving, trying new things, and adapting.

Conclusion: The Next Steps to Grow Your Business

You are a rockstar. Pat yourself on the back for making it all the way through this epic ebook.

It's time to create your time blocks. Fill out that part of the worksheet. Set priorities for the next 5 time 
blocks, then check them off when you accomplish them.

What Have You Learned in This Book?

• You've learned 15 ways to save time and be more productive as an entrepreneur.

• You clarified what your business does and who you serve.

• You calculated how much a customer is worth to your business.

• You've created a plan to generate more repeat and referral income.

• You looked at the ways you are different from your competition.

• You learned how to build more trust with potential customers.

• You looked at your long-term vision for your company.

• You scored the main 20 marketing tactics.
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What's Next?

Keep referring back to this book and this worksheet. I hope it will be a compass for your business. 
Improving your vision, the way you communicate your message, and serve your customers is not 
something that you do one time and then you're done. It's an ongoing process. I revisit my marketing plan 
once a month, and many of my clients are getting great results doing the same.

Looking to take your plan to the next level? I truly believe that my productivity planner and 14-day 
marketing challenge will be incredibly valuable tools for your business. I don't want you to miss out on 
checking off the 14 most important marketing tasks for any small business or the productivity bump you 
can get from using the planner.

https://jacob-le.com/planner

https://jacob-le.com/14-day-challenge

And, if you're really serious about improving your business quickly, you can also take a look at my 2-hour 
consultation. You can tap into my 9 years of marketing experience and any areas for improvement that 
you may not have thought of. 

You can learn more about it here: https://jacob-le.com/big-picture-strategy

Thanks so much for reading this! If you have any questions about anything we covered, don't hesitate to 
reach out to me at jacob@jacob-le.com.
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