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Marketing Strategy 

"Never put all of your eggs in one basket" 

 

In other words don't rely too heavily on only one method of marketing. 

 

Instead, you should be using a variety of methods to generate those prospects and sales. 

 

This means that if you have a bad month with your online sales for example, then you will still be 

generating leads through direct mail and your PR. 

 

You are left more exposed to seasonality and outside forces if you rely too much upon a single 

strategy. 

 

Yes, you will probably have a dominant method of marketing but what I am saying here is that you 

should have many processes in place to bring in the leads. 

 

I  worked  with  one  client  where  we  generated  over  43  different  ways  to  bring prospects into 

his business! 

 

In order to work out what methods are best, you need to have a clearly defined marketing strategy 

and a plan of action. 

 

The first thing I normally do when working  with clients to formulate  a marketing strategy is to gain 

an understanding  of their customers and their needs - and you should do the same! 

 

The ability to satisfy your customers' needs better than your competitors will help you to build 

customer loyalty and increase sales. 

 

You should also take into consideration  any changes, opportunities  or any threats that currently face 

your industry or may face your industry in the future. 

 

Once  armed  with  your  customer’s  needs  and  desires  you  can  create  a  whole marketing plan 

around them, targeting niche groups with products and services that will solve their problems and 

cater to their needs. 

 

You can then select the most appropriate marketing method to reach your targeted segments at the 

right cost. 

 

An example of marketing strategy statement is as follows: 

 

"We will use a low cost product to attract consumers. Once our organisation, via our low cost product, 

has established a relationship with consumers, our organisation will sell additional,  higher-margin  

products  and services  that enhance  the consumer's interaction with the low-cost product or service." 

 

Every marketing strategy is unique. 
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Here are some questions to ask yourself before designing your strategy: 

 

Do you want to be an industry leader? A rapid follower? 

A challenger to the status quo? 

Do you want to offer specialist services to a segment of your industry and dominate that niche? 

How will your company grow? 

What is your competitive advantage?  

Are you a cost leader? 

Are you a service leader? 

Do you offer the best products?  

Are you innovative? 

Are you a pioneer? 

Where do you want the business to be in 5 years time?  

Where do you want it to be in 6 months time? 

How can you leverage advantage out of your current client base?  

What am I doing to keep my existing customers? 

Do I have a customer retention strategy?  

Do I have a customer acquisition strategy? 

How can I measure the effectiveness of what I am doing?  

Am I making assumptions about what my customers want?  

What is my competition doing? 

Am I trying to do too much, too soon? 

 

 

Thanks again 

 

Sean 

 

Sean McPheat 

Managing Director  

MTD Sales Training 

 

 
  

 
 
 
 
 

 

About Sean: 

Sean McPheat is one of the UK 's leading authorities in marketing. Sean has been featured on CNN 

International, ITV, BBC, Arena Magazine and Marketing Week. Sean helps small and medium sized 

businesses, entrepreneurs and business owners with ways to increase their profits through cost-

effective marketing strategies. 
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About Us 
 

 

 

 

 

 

 

 

 

MTD, the sales training specialists, has been working with a wide variety of clients (both large and 

small) in the UK and internationally since 2001. 

 

Since that time we have delivered training in over 23 different countries to over 2,000 different 

organisations. 

 

Our head offices are based in the Midlands where we have our very own training centre, including a 

multi-media suite that enables us to provide a full range of blended learning solutions including video, 

podcasts, e-learning and online support solutions.  

 

We specialise in providing:  

 

• In-house, tailor made sales training courses (1-5 days duration)  

• Open courses (Delivered throughout the UK at various locations)  

• Ongoing sales development programmes (From 5 days to 2 years)  

• Blended learning solutions (online and offline) 

• Sales coaching (With Sales Directors or Sales Executives)  

 
Our team of highly skilled and experienced trainers and consultants have all had distinguished careers 

in senior sales roles and bring with them a wealth of practical experience to each course. At MTD 

Training we will design and deliver a solution that suits your specific needs addressing the issues and 

requirements from your training brief that best fits your culture, learning style and ways of working.  

 

Our Key Unique Selling Point 
“Bespoke, practical and quality training delivered by a trainer experienced in your industry  

is a “given”. Where we really make a difference is how we help your sales peoples to embed  
and implement the learning after the course. We offer industry leading post course support  

to make this happen so you get a real, tangible return on your investment” 
 

 
 

Head Office:  

MTD Sales Training, 5 Orchard Court, Binley Business Park, Coventry, Warwickshire, CV3 2TQ 

 

Website: www.mtdsalestraining.com 

Email: enquiries@mtdsalestraining.com 

Telephone: 0800 849 6732                                                                                              
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MTD Have Worked With... 
 

Credibility and trust are two important factors when selecting an external training partner as you 

will want to know that you are in safe hands. From multi-nationals through to the small business, no 

matter what your industry, size or complexity is, we have delivered training to over 2,500 different 

organisations that include: 

 

 


