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Theory is splendid but until put into
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Introduction
Whether you are established in business, in a start-up business
or looking to start a business, congratulations on choosing to
invest in your marketing knowledge in order to create the right
future for your business. By purchasing this book you are already ahead of most, and by implementing the proven steps in
this book you will likely succeed more than ever in your chosen
industry.
Traditionally quoted statistics in the UK, the US and elsewhere
suggest that only 10 per cent or 20 per cent of small to medium enterprises (SMEs) reach their fifth birthday, and only 4
per cent reach their tenth. Thankfully, more recent research by
statisticbrain.com states that 45 per cent of American SMEs
reach five years old and 29 per cent make it to ten. This is in line
with New Zealand’s Department of Statistics that claims that
66 per cent of SMEs make it to the age of four. What’s more
important to note however is that statisticbrain.com also found
that 46 per cent of start-ups failed due to incompetence. Of
the seven stated areas of incompetence, three were marketingrelated. A further 11 per cent of new businesses failed due to
lack of experience, with one key area being wasting advertising
budget. As Michael Gerber beautifully explains in The E-Myth
Revisited, being an experienced technician in your field does
not guarantee you business success.
vii
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Statistics state that half of SMEs do have a marketing and/or
business plan. However, in our work around the world we have
found that number to be very misleading. Over 75 per cent of
businesses we meet don’t actively follow a plan each week or
each month. While many have plans, most of them have been
gathering dust after it was used to convince a bank or business
partner to support the business concept. As a result a number
of things happen:
• Many businesses waste time second-guessing and debating
their marketing decisions.
• Some don’t fully commit to their decisions, so even when
they make a right decision they may miss results by stopping
too soon (there is usually a time lag in marketing between
taking action and achieving results).
• Some businesses miss out on opportunities by not planning
to do the right things (busy people often make quick decisions that are not always the right decisions).
• Many waste money on the wrong decisions and/or miss out
on opportunities by not making decisions at all.
The outcome of this is often lower profits, unproductive time,
team demoralisation and ultimately a long-term threat to business survival. Regardless of which business failure statistics
you believe, what is certain is that most of the world’s most
respected companies – in any industry, large and small – are
marketing driven.
Take a moment to prove this: write down 5–10 companies you
believe to be really successful and ask yourself: how strong you
think they are in their marketing compared to others in their
industry? You see, marketing is at the start of the entire business cycle: it defines what you sell, to whom and whether you
have any customers at all for your operations, admin, accounts
and other divisions to serve.

viii

The old approach to marketing was limited to only a few main
communication options: TV, radio, newspapers, magazines
and billboards. As in any basic supply and demand relationship, these limited options and growing demand drove the cost
up. The outcome was that the larger businesses could invest
more and it became an advantage that only larger companies
could truly win, people like Proctor & Gamble, Coca-Cola and
McDonald’s.
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Marketing is changing

Today, however, the world of business is changing – the success
stories are no longer coming from the old economies of scale,
the present and the future belongs to economies of speed: the
Snapchats, the Ubers, the local specialists of the world. This is
what all SMEs have in common: they can make fast decisions,
take quick action and measure quickly to improve. The future
belongs to those that leverage these economies of speed.
The new trend is that SMEs can rival larger companies for customer loyalty (craft beer producers being a prime example). The
globally-connected nature of business means that people can
easily buy directly and indirectly from SMEs worldwide, regardless of their location. Meanwhile people can start businesses
more easily, and as the traditional industrialised workforce model moves into decline, the number of microbusinesses will grow
exponentially. All those businesses have one need in common:
the need to understand marketing in order to have customers.
When we committed to THE Marketing Company full time in
2005, we found ourselves needing to market to a local economy
that barely understood marketing nor felt they needed it. We
would try things that did work and we would try things that didn’t
work. An early breakthrough came when we set ourselves really
ambitious goals, we wrote down our tactics to achieve them,
ix
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and we didn’t take the knockbacks as a sign to stop trying. We
stopped thinking of our business as a local regional marketing
consultancy and chose to become a nationwide marketing and
sales training business. Since that day we have been privileged
to train over 6,000 businesses in over 12 countries across three
continents, helping them to make millions in extra sales. This
book contains many of the lessons we’ve learnt along the way
– both first hand and through our customers. We wish to thank
them sincerely for allowing us to share their stories and lessons.
The great news is that all the things we have found to make
people successful through their marketing are learnable,
measurable and repeatable. If you want to build a sustainable, long-term, profitable business, using proven marketing
techniques, then this is the book for you, regardless of whether
you’re new to business or fully established.
By reading, implementing and re-reading this Authority Guide
you will achieve greater results from your marketing, increased
profit margins, more fun at work, more predictable sales flow,
greater motivation, higher confidence levels and more control
of your business’s future.
You will learn how marketing has changed and yet stayed the
same: how to get your marketing proposition (offering) right,
what traditional marketing tactics you should still use and what
digital tactics you should also be using to grow your business.
Better still, you will learn how to take action, complete a marketing plan and implement that plan to maximise your business
success. Be aware: once you gain an appreciation for marketing
and the results it produces, you may even end up liking this
critical area of business!
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Have you enjoyed what you’ve read so far of this Authority Guide?
There is much more in the full book, which can be obtained from Amazon and all good
bookshops. A mere snip at £9.99!

Available in paperback and ebook here.

In today’s volatile world sales professionals must know
how to build trust in their company, their products and
ultimately themselves in order to win the business. In
this Authority Guide, sales coach Paul Avins shares his
proven, 4-step system to help you contact, connect and
convert more customers with less effort and no pressure.

It’s never too soon to start thinking about how to market
and promote your book. In this Authority Guide, leading
book PR and marketing expert Chantal Cooke, presents
52 tips that will make your book stand out from the
crowd, build your credibility as an author, and ensure you
achieve those all-important sales.

Whether it’s your first presentation or you’re an
experienced speaker, this Authority Guide will give
you the tools, tips and confidence to deliver engaging,
creative and effective presentations. Steve Bustin, an
award-winning business speaker, an executive-level
speech coach and corporate presentation skills trainer,
will teach you simple but effective techniques to keep
your audience engaged.

Enhance your wellbeing, creativity and vitality with
mindfulness meditation.
In this Authority Guide, Tom Evans invites you to
embrace the benefits of meditation in both your life and
your business. With the practical mindfulness meditative
techniques described in this book, you will learn how
to get more done in less time. You will discover how to
generate ideas off the top of your head and how to allow
serendipity to land at your feet. This book opens the door
to a new way to be and do.

In this Authority Guide, forecasting guru Simon
Thompson shows you how to build financial forecasts
quickly, effectively and cheaply through his unique,
proven and easy-to-follow 10-step process. By learning
how to create effective forecasts you will master the
ability to understand the potential financial outcomes
for your business and be able to communicate financial
information in order to successfully raise investment or
loans.

Publishing expert, Sue Richardson, shows you how
to use your expertise, knowledge and experience to
become a published authority in your field and gain the
visibility you and your business needs. This Authority
Guide will help you to create a plan that ensures you
write and publish the right book for your business.

The emotional resilience of those involved in a business
will contribute significantly to the organisation’s success.
This Authority Guide from leading emotional intelligence
expert, Robin Hills, will help you change the way
you think about yourself and the way you approach
potentially difficult situations. You will be able to develop
your own personal resilience and understand how to
develop resilience within the hearts and minds of your
team and your organisation.

Tim Johnson, founder of Meaningful Success, shows
you how to integrate practical business thinking with
practical personal development to build a global network
through your business or charity. This Authority Guide
blueprints how we can embrace the best elements of
entrepreneurial drive and passion, enabling blame-free
culture to lead teams and provide personal fulfilment for
all those involved.

This Authority Guide addresses how businesses can
increase their performance, productivity and customer/
staff satisfaction through focusing on engagement.
Sue Mitchell, an authority in coaching and leadership
development, shows you how to build a team who is
committed, inspired and eager to deliver their best work
in order to make a difference.

Any business wanting to reach new customers should be
embracing public relations to spread their key messages.
If you don’t, your competitors will. This Authority Guide
shows you how to grab the headlines (for all the right
reasons), reach huge audiences and grow your business
by accessing the media to tell your story.

Today’s leaders and organisations need to develop an
agile mindset and take bold risks. This Authority Guide
shows you how to link mindfulness directly to business
challenges and offers practical and accessible tools for
change. Written by an expert on leadership, meditation
and mindfulness, the book teaches you how to manage
your inner landscape of thoughts, emotions and
interruptions so that you can create a compassionate,
innovative and sustainable working culture.

To make your good business a great business you need
to have more than just a strong product or service.
Having a highperforming team in your organisation is
guaranteed to give you a competitive advantage. Andrew
Jenkins helps you discover how to cultivate in your
people the willingness to grow as individuals and as a
group. Packed with easy-to-follow activities, exercises
and models this Authority Guide explains how to build
a high-performing, collaborative, trusting and resilient
team.

Written especially for small businesses, this Authority
Guide shows you how to write and execute your
marketing plans efficiently and accurately. Ambrose
and Jo Blowfield will help you create a plan using
proven, affordable marketing tactics for both digital and
traditional strategies. You’ll have a year long marketing
plan that is structured, well thought out and targeted to
your ideal clients, allowing you proactively to promote
your business.

In this Authority Guide you will explore how to set
expectations, give and receive real-time feedback and,
as managers, become mentors in your workplace. These
are essential to building and sustaining an excellent
performance culture. Work psychologist, Dr Gene
Johnson, teaches you how to focus on a results-driven
culture, how to build it and how to not get muddled up in
the mechanics of the process.

Overcome all your networking fears and learn how to
effortlessly build and leverage the powerful connections
you need to enhance your reputation, raise your profile
and win more business. Networking expert Rob Brown
will coach you on all the essential skills that will help
you meet new people, create new leads, open up
opportunities and grow your business – confidently and
efficiently.

Connect with your customers and make your
business almost impossible to resist using this sharp,
practical Authority Guide that will save you time, money
and frustration. Combine psychology, creativity, logic
and emotion expertly into a brand story that will make
your business stand out from the crowd. And using Jim
O’Conner’s hard-won knowledge and vast experience
give your business the focus, affinity, distinction and
competitive advantage it needs to succeed and thrive.

New titles of the Authority
Guides to come soon.

