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A few facts on mobile marketing 

1. Mobile marketing is a growing industry at its very infant stage. Close to 80% of businesses do not have a mobile optimized website presence. With the growing popularity of smart phones, and more and more visitors using their mobile devices for information lookup, searches or purchases, the need for mobile-friendly websites or landing pages is going to grow. 

If you are offering marketing, advertising, design or interactive services to your clients, right now is the time to start building your expertise and portfolio.

2. A medium that SMBs are beginning to heavily invest in. Recent small and medium business surveys show a greater interest in mobile marketing than ever before, with 69% of survey respondents agreeing that mobile marketing is "key to their growth in the next five years and will consider increasing their mobile spend this year." (Web.com) 

3. A great enhancement to any marketing media. The addition of mobile creates a more well-rounded campaign, one with multiple touch points and increased frequency. As we know, frequency is key to increased brand awareness. A recent Nielsen study found that advertising on multiple platforms increased ad recall; nearly 75% of consumers remembered ads displayed on a TV, computer, smart phone, and tablet versus 50% who were exposed to the TV ad alone. 

Mobile can also enhance other channels by adding a cost-efficient and novel way for consumers to respond to your offer, send feedback, join your mailing list, and otherwise get more involved with a brand. QR codes, mobile URL, and SMS call-to-actions make traditional media more actionable and dynamic. 

Whatever medium your current or potential clients currently use to spread the awareness about their brand and services, mobile is probably a great addition to their strategy: 

 Print advertising has seen increased response rates with an addition of an immediate way to take an action on a mobile device (e.g. add a mobile call-to-action to print flyers, coupons, brochures - whether it's an SMS opt-in, a QR code or a short mobile URL, or a combination of all three). 

 Since the majority of us have their phones nearby while watching TV, a mobile call-to-action is a great addition to TV (or radio) campaigns. 

 Obviously, a redirect from a desktop website to mobile, to give the on-the-go visitors a friendlier way to surf. 

 A Google AdWords campaign targeted specifically for mobile devices can bring very rewarding results for a much smaller cost (more on this below). 

The possibilities are endless. Adding a mobile destination that allows interested visitors to take immediate action is a very cost-effective way to bolster any campaign. 


4. A very cost-effective and measurable medium. Unlike most other alternatives, mobile marketing is typically very inexpensive to set up and manage, and if done properly it will also come with the right statistics to measure the results of your efforts. 

What your clients - business owners and marketing managers - love to see is the visibility and transparency on how their dollars are spent. As the old adage says: "If it can't be measured, it doesn't exist." 

A good mobile marketing platform should tell you how many phone calls, leads or form submissions, purchases and coupon redemptions were generated in a particular campaign. (Compare that with most other media where tracking can be a lot more challenging). 

Another reason these stats are important is - they show your client the value of your services. 


5. Yet mobile is not something EVERY business owner wants. 
As good as it sounds, and as much as it makes perfect sense to you and us, not every business owner or marketing manager is going to get excited and jump on the opportunity to spend money on their mobile website. 

Business owners often don't care about what their website looks like on smart phones (just like they may not care about Facebook followers or social mentions), unless they see how that impacts their bottom line. 

What they care about is: 

 Generating more revenue, 

 Attracting more customers, 

 Keeping existing customers. 

Unless they understand how mobile-optimized presence can positively impact their bottom line, a mobile-friendly site is going to be low on their priority list. 

In today's busy world over-saturated with choices and information, business owners have limited time - just enough to consider what they really need or want right now. Unless they understand how a mobile site can help them reach their goals (of more revenue and clients), they will probably not be interested. 


The point is: 
1. It is up to you to educate a business owner or a Sales Agent on how having the mobile presence will benefit their bottom line. 

2. Educating clients in today's information-busy world is extremely difficult. The attention span of your prospect may just be long enough to take a quick look at your 2 minute video or portfolio of your work. If they do show interest, it is up to you to get them excited with ideas and possibilities. 

3. Some may simply not get it. Think of how many businesses today don't use social media, have an outdated website or no website at all! 

Part 2: Mobile website tips and ideas 
Below are a couple of actionable tips and ideas we've put together. 


Tip 1: A few selling points to share with potential clients 
What to mention to a business owner as to why they should consider investing in a mobile website (or mobile marketing). 
 84% of small businesses who have invested in a mobile presence 

say that they see benefits, such as increase in new business activity. (Web.com) 

 Because the vast majority of searches for small businesses are local, and half of these searches are coming from mobile devices. Customers are specifically utilizing mobile channels to look up information and interact with nearby businesses. 

 Mobile has shown extremely high conversion rates compared to traditional or PC marketing. Meaning that (with other variables left equal) the budget you spend on mobile outreach will generate a higher ratio of contacts, interactions (from phone calls, to subscriptions, to people visiting your business) and purchases than any other kind of marketing media today. 

According to Google, over 80% of mobile visits result in an action (of a customer calling the business, visiting their location or making a purchase!) 
(Compare that with the typical desktop web conversions of just a few percent). 

 Mobile visitors and heavy smart phone users are your best customers. According to MobileCommerceDaily, mobile customers tend to be less price-sensitive, more influential and more likely to buy when given an easy interface to do so. The mobile crowd is the one you want to attract most. 

Tip 2 Find businesses who already invest in other types of advertising 

As most of today's advertising campaigns would benefit from a mobile component, convincing a business owner to extend their current marketing efforts with mobile may be as easy as presenting a few ideas: 

 They are already spending money, and you would be helping them get better measured results for (most likely) a relatively small additional cost 

 They are more proactive in taking action than businesses who don't advertise. 

You can find businesses who are already investing in marketing or advertising by: 

 Googling for local businesses and finding businesses with lots of reviews or otherwise highly optimized Google local pages; 

 Looking at local mailers/flyers/coupon packs you get in the mail; 

 Businesses with optimized Yelp, Citysearch or Urbanspoon pages (again, look for the high number of reviews as the business likely made the effort to encourage their customers to review them online); 

 Businesses who still advertise in Yellow pages or similar directories; 

 Groupon and other daily deal sites; 

 Local directories or newspapers. 

Or ask them how they currently advertise, and help them figure out where a mobile channel should be added to improve on what they are already doing. 


Tip 7: Figure out your competitive advantage 
When looking to pair up your mobile services with other types of marketing or advertising offerings, think in terms of your "competitive advantage". What comes easy to you as compared to others? What skills or relationships do you have that would allow you to perform certain projects cheaper and quicker? 

Do you have a creative design background that allows you to come up with beautiful creative artwork? Are you a technical wiz and get the latest web development tricks or platforms quicker than others? Do you have a relationship with an offshore development company or a local print shop? Can you write web or marketing content? Do you have a certain industry experience? 

Any of the related skills, relationships or industry experience can create that competitive advantage and allow you to service your niche better (and faster) compared to your competitors. 

Other types of services you can offer: 

 Social media management 

 Local SEO optimization (Google+ Local) 

 Website development 

 Content writing (blogging, writing white papers) 

 Infographic design 

 Video production, Flash animation 

 Graphics design for web or print fulfillment 

 SMS marketing 

 Newsletter management. 

Offering multiple services gives you more control over the process (which in turn increases the odds of projects having successful outcomes), and also allows you to throw in a bonus.
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