
 



 

 

  

Welcome! 

If you are a mum running a business around your family then I guess that you are short on 

time and working to a tight budget.    

When it comes to marketing your business you can’t afford to mess around. 

You don’t have the money to spend on expensive advertising campaigns and you don’t have 

the time available to spend all day on social media to get your message out there. 

In this guide I will give you 24 low cost, effective marketing tips that you can implement in 

your business right away.    Some of them are simple and will take you five minutes, others 

will take a bit more time but the rewards will be worth it. 

 

 

About Nicola Semple 

My name is Nicola Semple, founder of Mumpreneur Mentor.   I am a 

mum of two (my most important job), a serial entrepreneur and winner 

of the ‘Work for Mums Marvellous Mumpreneur Award 2013.’ 

I am absolutely passionate about helping mums to be the best they can  

and develop successful, profitable businesses around their family. 

I know exactly how it feels to build a business with limited resources, restricted time and 

with that underlying feeling of exhaustion which comes from looking after young children 

(I’m told it will fade eventually!). 

In my previous life I was a Management Consultant working with large corporate and public 

sector clients.   I now use my business skills to help mums, just like you and I build successful 

profitable businesses around their family. 

If you would like to contact me directly, I would love to hear from you. 

eMail:   nicola@mumpreneurmentor.com 

Facebook:    www.facebook.com/mumpreneurmentor 

Twitter:   www.twitter.com/mumpreneurment  

mailto:nicola@mumpreneurmentor.com
http://www.facebook.com/mumpreneurmentor
file:///C:/Users/Nicola/Documents/Mumpreneur%20Mentor/24%20Super%20Simple%20Marketing%20Tips/twitter.com/mumpreneurment


1.  Identify your Target Customer 

Identifying your target customer or client (depending on the business that you are in) is THE 

single most important thing that you MUST do before you even start to think about 

marketing your business. 

You CANNOT market your business to everybody.  As tempting as it may be to have the 

entire world as your potential customers you absolutely must target your message to a very 

specific audience in order for your product or service to be successful. 

Let me give you an example.     

Jane is a holistic therapist located in Reading, when we first started talking she aimed her 

services at….. you guessed it ‘people looking for holistic therapy that live in or around 

Reading’.      

Quite sensible you may say?    

Well actually, no it’s not.    

Because there are a number of holistic therapists working in and around Reading and Jane 

did not stand out from the crowd at all.   She was just trying to target too many people. 

The more we talked, the more it became clear that the specific group of clients that she 

particularly enjoyed working with were pregnant women and women who had just given 

birth.    So, we looked at ways that she could package her offerings specifically for this group 

and position her as THE holistic therapist for pregnant women in her local area. 

And what happened? 

Her client base grew exponentially because she was able to target her market at this very 

specific group of women.   Her revenue and her profits grew substantially because she was 

getting more repeat custom.  Large numbers of her clients were recommending her to 

friends because she had made a difference to their lives and they wanted to share the good 

news.    She also started to attract clients from a little further afield than Reading because 

she was THE go to person for treatments in pregnancy so people were willing to travel that 

little bit further. 

Don’t be scared to narrow down your niche.   

The prospect of ruling out a large part of your current customer base as potential customers 

in the future may seem quite daunting but identifying a very specific target client will 

benefit your marketing efforts and consequently, your business, hugely. 

  

  



2.  Social Media 

Social Media has totally changed the way that we do business.   One mum bands can 

compete alongside big brands and still get their message out there.     

The most important thing with social media is to identify where your target client is hanging 

out and then focus on that specific social media platform rather than trying to spread 

yourself too thin across lots of different platforms. 

(Another example of why it is so important to know who your target client is) 

Social Media can be the biggest time waster for your business, you log on to Facebook and 

before you know it 45 minutes have passed, you’ve looked at your school friends holiday 

photos, your ex-colleagues new baby photos, a video about how to ice a cupcake and still 

you haven’t posted that one item on your business page!    

You need to be absolutely focused about WHAT you want to achieve on social media and 

HOW you are going to achieve it. 

Have a clear plan of action, implement it consistently and constantly review to make sure 

that you are getting the results that you want. 

More and more social media platforms are starting to introduce paid advertising 

programmes.  Lots of people are complaining and saying that ‘it’s not fair’ that ‘they’re just 

out to make as much money as possible.’     

I totally disagree.  Facebook, Twitter etc are all commercial businesses and they have been 

set up to make money.   If you want to get a significant number of followers on your 

Facebook page you do need to run a paid advertising campaign but you have the 

opportunity to target your adverts to a high level of detail and track your success in a way 

that has never been possible with traditional advertising mediums. 

Think about it, 20 years ago you would have put an advert in your local paper for say £50.   

You might get a response from it, you might not and generally you would never know if any 

sales that you got were as a result of the advert. 

With a Facebook advert you can choose to target your advert to a highly specific niche – for 

example, ‘women, aged 20-40, living in Glasgow, with an interest in Health and Fitness’ – 

and run that advert for as little as £1 a day, with the opportunity to stop the advert  or make 

changes at any point in time if it isn’t working for you. 

That sounds pretty good to me! 

 

  



3.  eMail Signature 

Every time you send out an email, whether it’s a personal email to a friend, a business email 

to a potential client or a letter of complaint to a large supermarket, you have an opportunity 

to tell the world about your fabulous products and services.  You should be taking that 

opportunity!  You never know who will read your email or who it will be sent on to. 

Most eMail packages will allow you to customise your eMail signature (a small section at the 

bottom of your eMail where you can include contact details) or you can use an application 

such as Wisestamp.  Wisestamp offer a free option which is perfectly adequate or you can 

upgrade to their paid option for a more sophisticated email signature. 

What can you include in your eMail signature? 

 Your name 

 eMail address 

 Website Address 

 Logo 

 Link to social media profiles 

 Link to your latest blog post 

 Link to your mailing list 

 Link to a special offer you are currently running 

You won’t want to include all of the above, pick the things that are most relevant for your 

business.  The great thing is that you can change your eMail signature at any time so if there 

is a particular offer  that you want to promote with your clients you can pop the details in 

your eMail signature to keep it up-to-date and relevant. 

 

4.  Blogging 

Most business owners think they should blog, many even get as far as setting up a blog and 

then scratch their head wondering what they should write, a few even get as far as writing 

something on a fairly regular basis but very few actually have the stamina and staying power 

to blog with the consistency  required to get real results from blogging. 

A blog is one of, if not the best way of establishing yourself as an expert in your chosen field 

and if you already have a website it will cost you absolutely nothing.  Even if you don’t have 

a website already there are various free blogging applications that you can use 

(Wordpress.com, Weebly, Blogger to name but a few)    

http://wordpress.com/
http://www.weebly.com/
https://www.blogger.com/


The biggest question that I am always asked about blogging is ‘what on earth should I write 

about?’    Believe it or not you are an expert at what you do and have way more knowledge 

than you will ever give yourself credit for.     

By sharing that knowledge in the form of a regular blog post either on or linking to your 

website is a great way of providing real value to potential clients/customers and that you 

are the person they should go to when they are ready to buy your product or service. 

Writing one blog post is not going to get any results for your business.  Writing high quality, 

valuable content on a consistent basis will establish you as an expert in your industry and 

will draw customers back time and time again. 

 

5.  Guest Blogging 

A great way to spread your message is to guest blog on other people’s blogs.   Identify 

companies/blogs that your target client would be likely to read and approach the blogger to 

see if they would be interested in either a guest post from you or an opportunity to swap 

blog posts. 

For example, if you are a nail technician you should be looking to be featured in the blogs of 

hairdressers, style consultants and beauty therapists.   

When you write a guest blog your objective is always to provide high quality information 

that will encourage the reader to click through to your website and ideally sign up to your 

mailing list.   You should always include a short bio outlining your skills, experience and your 

business along with a link to your website to make it easy for readers to get in contact with 

you. 

 

6.  Your Mailing List 

Social media is a fantastic free marketing tool but it is also fickle.  Facebook, Twitter, Google 

Plus whatever your social media platform of choice can change the rules at any second, 

close down your account and destroy all of the hard work you have put in building up your 

presence on that platform. 

It is absolutely vital that you build your own mailing list of people who are genuinely 

interested in and want to follow your business.     

You can provide people with an incentive to join up to your mailing list, it could be a regular 

newsletter full of useful hints and tips, a free report, a webinar, a tip sheet, whatever your 

ideal customer will find useful.   This will entice people to join your mailing list and from 

there you have a fabulous opportunity to build your relationship with them. 



With applications such as Mailchimp, Aweber and Madmimi (all have a free or at least a very 

low cost option) you can collect email addresses through your website and then send out 

regular communications that will be useful for your customers whenever you want. 

 

7.  Newsletters 

When you are building a business you are essentially building a network of relationships 

with your potential customers.    Evidence suggests that it takes between 5 and 27 points of 

contact with a supplier before a person is ready to make a purchase. 

Think about it…… your potential clients/customers will need to hear from you between 5 

and 27 times before they are even ready to think about buying from you.   It’s quite 

daunting isn’t it? 

Sending out a regular newsletter to your current and potential clients is a fantastic way of 

building your relationship with them. 

Again, consistency is key with newsletters, you need to get into a rhythm of sending them 

out so that people are expecting and looking forward to hearing from you. 

 

8.  Your Website 

Do you have a website?  If so, are you getting the most out of your website?  Do your clients 

know exactly how you can help them?  The products and services that you offer?  How they 

can find out more information?  Make a purchase?  Join your mailing list? 

Your website is very often your only ‘shopfront’ for the world, you have to make sure that it 

reflects your brand and it is crystal clear what you are offering your clients/customers and 

how they can buy from you. 

The days of spending thousands of pounds on your website are long gone.   You can now set 

up and build a low cost website yourself even if you have limited technical knowledge.    I 

would always recommend that you set up a self-hosted Wordpress.org site as you then have 

complete control of your website and the flexibility that you need as your business grows.  

However, there are other low cost website providers such as Create, Moonfruit and Weebly 

that are worth exploring. 

To make your website look as professional as possible at a very low cost you can 

commission design work  from websites like Fiverr or Fivesquids.    On both of these sites 

you can access designers to complete specific work for five dollars or five pounds 

respectively.    This is a fantastic low cost investment to help you make your website 

eyecatching and appealing to your customers.  

http://create.net/
http://www.moonfruit.com/
http://www.weebly.com/
http://fiverr.com/
http://www.fivesquids.co.uk/


9.  Search Engine Optimisation 

Do the words ‘search engine optimisation’ leave you feeling a little bit queasy? 

For those of us who are not hugely techie it seem far too complicated to even get our head 

round the terminology,  never mind doing anything about it! 

But really ‘search engine optimisation’ is about getting people to find you on Google and 

other search engines.   And there are some really, really simple things that you can do that 

won’t cost you a penny that will increase your chances of rising up the rankings in the search 

engines. 

It is well worth doing a bit of research on Search Engine Optimisation as trends change all of 

the time but some simple things that you must do are: 

 Make sure that the title of your website includes your company name and any 

keywords that you specifically target for your business 

 If you are a local business make sure that your location is included in your website 

title and also is highly visible on the first page of your website 

 Include a link to your website on all of your social media profiles 

 Update the meta-description of your website so that it not only contains your 

keywords but also provides a compelling reason why people should click on the link 

and open your website.   Are you thinking my meta what????   Your meta-

description for your website is the text that people see when your website appears 

in the results of a search engine.    It is effectively your elevator pitch to the world.  

You’ve got 150 characters to engage your reader and encourage them to click 

through onto your website.  Make sure that you use them effectively. 

 

10.  You Tube 

Creating videos is another thing that often strikes fear into people and has them think ‘I 

couldn’t possibly do that’.   Well, if you’ve got a camera on your phone or a webcam on your 

computer then I am here to tell you ‘oh yes you can’. 

Forget about your hair, make up, losing half a stone, getting a new outfit……. Point the 

camera in your direction, look into the lens, smile and record! 

You will have noticed that video has been getting more and more popular and that is only 

set to continue.    Video is a very powerful medium and gives you a real opportunity to 

connect with your potential customers and given them a real insight into you and your 

business. 



Think of knowledge that you can share with your potential clients and the types of videos 

that you can make about your business. 

Do you sell beauty products?  Perhaps you could record some product demonstrations or 

interviews with satisfied customers about the difference the products have made to them. 

Do you make handmade soaps?   You could record a video showing the process of making 

your soap and explaining the benefits of using natural products. 

 

11. Case Studies/Testimonials 

The most powerful way of marketing your business is getting others to do it for you.    You 

should always ask clients/customers for their feedback on your products/services and most 

importantly then DO something with their feedback. 

Positive reviews can be highlighted on your website, social media platforms, leaflets and you 

could even use a really catching one line testimonial on your business card. 

 

12.  Google Local/Free Classified Listings 

If you are a local business then you absolutely must take advantage of listings on Google 

Local and any other free classified listing websites. 

There are also a host of websites (Yelp, Thomson, The Best Of etc etc etc) where you can 

obtain a free classifieds listing.   You will need to do some research to find out which ones 

are most prevalent in your area. 

 

13.  Become active on forums 

You can proactively seek out potential customers using online forums relevant to your 

business.   You should never, ever, ever (I think you get the picture!) try to sell when you 

respond on an online forum but you can use it as a fantastic opportunity to position yourself 

as a real expert in your area and to encourage people to look at your website or find out 

more information about you and your business. 

For example, if you are a fertility specialist you could actively follow the fertility question 

boards on websites such as Babycentre and Bounty.    If questions arise that you are able to 

respond to and add value then people will naturally want to find out more about you 

You need to be selective about the forums that you follow.   If you are a local business then 

you are unlikely to get value from responding to questions on forums on an international 

http://www.yelp.com/
http://www.thomsonlocal.com/
http://www.thebestof.co.uk/


website.   Your time would be better spent on forums or social media pages or groups that 

are specifically for people in your location. 

If you do decide to participate in forums it is very important that when you set up your 

profile that you include details relevant to your business including a link to your website.   

Providing answers and support is all well and good but if you want to reap the rewards for 

your business you have to make it easy for people to find out more information about what 

you do and make contact with you. 

 

14.  Ask your customers what they want 

This may seem like an obvious one but it is overlooked by so many small businesses.   If you 

want to encourage your customers to buy from you then make sure you are giving them 

exactly what they want. 

How do you make sure you are giving them exactly what you want?   Ask them!!!!! 

A great way of raising publicity for your business and gathering some exceptionally useful 

information at the same time is to carry out some market research and provide one of your 

products/services as a prize for one of the customers who has provided feedback. 

 

15.  Your bio  

It is well worth creating a bio for you and your business that you use on a consistent basis in 

all of the articles that your write, blog posts that you produce and information that you send 

out about your business. 

For example, if you want to position yourself as the leading expert in false eyeleashes you 

want potential customers to read or hear about  ‘Joanne Bloggs, The False Eyelash Queen’  

everytime they come into contact with your business. 

Eventually it will sink in to the consciousness of your potential customers that you are THE 

False Eyelash Queen. 

 

16.  Word of Mouth 

Word of mouth is one of, if not THE most powerful marketing tools and it does not cost you 

a single penny.  If customers tell you that they are happy with your products or services then 

ask them to spread the word. 

You might feel a little uncomfortable at first asking people to be complementary about your 

business but the old adage ‘if you don’t ask, you don’t get’ definitely applies here.     



Ask people to tell their friends about you. You could even offer them a ‘refer a friend’ bonus 

such as 10% off a future purchase if they refer a friend to your business.  Ask them to post 

about you on social media sites.   Identify what is relevant for your business and ask your 

customers to act on it. 

 

17.  Joint Ventures 

Teaming up with other small businesses can be a fantastic way of building your customer 

base.  For example, if you are a photographer, you could join forces with a children’s party 

entertainer and a cake maker to provide complete party packages.    Not only will you be 

able to provide a high value service to your existing customers you will also get exposure to 

your joint venture partner’s customers and clients. 

Think about potential businesses that provide products or services that complement your 

business and start to build up relationships with these businesses.    

A note of caution - It is important that you do your research before you formally enter into 

any joint venture partnerships.  You need to make sure that the other business really does 

complement your own and that you are willing and able to work with the other business 

owner. 

 

18.  Business Cards 

As we increasingly operate in an online world, many business mums are forgetting the 

absolute basics in marketing.   A business card provides all of the contact details necessary 

for potential customers or clients to get in touch with you.     

Your business card should include: 

 Your name 

 Your telephone number 

 An address if your business has a physical location 

 Your email address/website address 

 Links to your social media accounts 

 And ideally a ‘call to action’ – what do you want people to do as a result of reading 

your business card?  ‘Download my top 10 winter skincare tips’  ‘eMail today to book 

an appointment’ 

It is worth spending a bit of time on the design of your business card.   This is going to be the 

lasting reminder that somebody takes away of you and your business.    If you can afford it, 

it is worth getting some professional help to design your business card.   Otherwise, the big 

online printing companies such as Vistaprint and Moo have a range of templates that you 

http://www.vistaprint.co.uk/vp/ns/default.aspx?rd=1&GP=1%2f28%2f2014+8%3a32%3a50+AM&GPS=3088392603&GNF=0
file:///C:/Users/Nicola/Documents/Mumpreneur%20Mentor/24%20Super%20Simple%20Marketing%20Tips/moo.com


can customise for your business.    It is well worth joining the mailing list for both of these 

companies so that you can be kept up to date with current offers and discounts. 

 

19.  Flyers 

Similar to business cards, you can now design flyers for your business yourself using 

providers such as Vistaprint or Moo. 

When you are designing your flyer the key to success is asking yourself: 

 Who do I want to read this flyer? 

 What problem does it solve for them? 

 What action do I want them to take as a result of reading my flyer? 

Creating a flyer which outlines all of your goods and services will not get you the results that 

you want.   You need to be highly targeted and make it very easy for people to identify that 

they absolutely MUST have your product/service and then make it very clear how they can 

get in contact with you. 

 

20.  Decals for cars 

Tradespeople have been advertising their business on their vans for many years.    

If you are a local business, it is becoming increasingly popular to advertise your business on 

the side of your car using a stick on decal.     

This is a reasonably inexpensive way to spread the world about your business.    You can 

order a customised decal from Vistaprint with your company name, logo and bespoke 

colours and it is very easy to apply to the side of your car. 

Your company details will be visible everywhere you go and as you drive around your local 

area people more people will become aware of your business.   This method of advertising is 

particularly helpful for keeping your business at the front of potential customers’ minds.    

  

file:///C:/Users/Nicola/Documents/Mumpreneur%20Mentor/24%20Super%20Simple%20Marketing%20Tips/vistaprint.com
file:///C:/Users/Nicola/Documents/Mumpreneur%20Mentor/24%20Super%20Simple%20Marketing%20Tips/moo.com


21.  Local newspapers/trade magazines 

With the increased growth of our online culture, local newspapers and trade magazines are 

not the font of all knowledge that they once were.  However they do still provide a good 

source of information for people looking for products or services in their local area or in a 

particular industry. 

Magazine and newspaper editors are always looking for new products and services to 

feature in their publications.   It is well worth building up relationships with these editors so 

that when they are looking to fill column inches on a topic relevant to your business then 

they know where to turn to for help. 

 

22. Post Sales Follow Up 

Following up with existing customers is absolutely vital in order to encourage repeat sales.    

It has been proven that it is much easier to sell to your existing customer base than to 

recruit new customers so it is well worth treating your existing customers well! 

Something as simple as sending your customer an email a few days after their purchase to 

make sure that everything is OK can be a great way of improving the experience they have 

had buying from your business.   If you sell products online you can even set up an auto-

responder so that they receive this message automatically with no intervention from you. 

You can keep in contact with existing customers via your newsletter and if you sell high 

value goods then you may even want to make personal contact with your customers to see 

if there is any specific way that you can help them. 

 

23. Seasonal Opportunities 

You can use seasonal events to refresh your advertising and bring your business to the front 

of mind for potential customers.     Christmas, Valentines Day, Mothers Day, Easter, Summer 

Holidays and Halloween are all excellent opportunities to make contact with your potential 

customers and remind them about your products or services. 

 

For example, if you sell a range of gifts aimed at women you could run a Mothers Day 

promotion on your social media platforms to really raise awareness of your products and 

generate sales at a potentially important time of year for your business. 

  



24. Networking 

Social Media has been an amazing way for business mums who work from home to build up 

their network and meet other people that can help and support their business.  However, 

from time to time you can’t beat good old fashioned , face to face networking. 

Meeting people face to face allows you to build relationships much quicker than you ever 

would online.     

However, networking like social media can be a huge suck on your time if you don’t do it 

properly. 

Before you attend a networking event (or even select a networking event to attend) you 

need to be crystal clear about what you want to achieve.   Are you hoping to find potential 

joint venture partners?   Do you want to find more retail outlets to sell your products?   Are 

you a multi-level-marketer and you want to recruit more members to your team? 

These are all viable reasons to go to a networking event but the type of event that you 

attend and the way that you approach the event will be different depending on your 

objectives. 

As ever, crystal clear focus is what you need, along with some proper planning and 

preparation to make sure that you get the most out of the event. 

 

 

 

 

  



Now it’s Time for ACTION 

So, there you have it 24 super simple marketing ideas that are suitable even for those on the 

tightest budget. 

DON’T  try and do them all at once. 

Pick ONE and implement it today. 

And then tomorrow, pick another and so on. 

Don’t get overwhelmed by trying to do too much in your business at once.    Even if you take 

one small step towards building your business every day you will reap the rewards in the 

future. 

If you are serious about moving your business forward then you should take a look at the 

Mum’s Business Academy. 

The Mum’s Business Academy is an online training programme covering: 

 Creating the ‘Masterplan’ for your business 

 Simple strategies to help you fit your business around your family 

 How to identify your target clients 

 Getting your marketing plan in place 

 How to use networking effectively to grow your business 

 Building a website that gets you customers 

 How to build your email list and create a newsletter that makes you money 

 Effective social media management 

The Mum’s Business Academy is so much more than that though. 

It is an opportunity to connect with a community of likeminded ladies who are building their 

business around their family.   

Ladies who are in the same position as you, with the same hopes, the same dreams and the 

same challenges.  

Ladies who, along with me, can support you every step of the way and ensure that you have 

the success and profit that you deserve from your business. 

Pop over and take a look for yourself:   http://mumsbusinessacademy.com 

Wishing you success and productivity 

 

http://mumsbusinessacademy.com/

