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How do we finish the client’s power point presentation and the government RFP by tomorrow when we’re so short staffed? Who’s going to 
train the new guy and what if he doesn’t work out?  Do I buy a building or continue paying a blood-thirsty landlord who does not have enough 
parking for my employees? How do we get bigger accounts?  How do we keep from getting too big too fast? How do we generate more profit on 
existing business?  Should we hire a new employee or upgrade our equipment?  Do we get a loan, lay people off, or close our doors?  How do 
we market our product in a bad economy when we’re being overspent?  Should we keep our internal sales force or work with independent 
distributors?  The client wants his order by 4 p.m. next Friday and we can’t get anyone on the phone to confirm shipment.  It’s 4:30, the printer 
is stuck in traffic with 5,000 catalogs and they need to ship by 5 today. Why does the receptionist always call in sick on Fridays and Mondays 
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10 Tips to Harness the  
Power of Local Marketing

If your business is the kind that relies on local clients—such as a restaurant, retail store or 
landscaping service—there are more ways than ever to attract these customers. Try these 
10 tips to harness the power of local marketing.        

1.	 Understand search. It’s important for your business to show up on the big search engines, 
Google and Bing. But it’s easy to get buried there—so make sure your business can also be 
found on local search sites such as CitySearch, Local.com and Yahoo! Local.     

2.	 Build a business website. Customers looking for local businesses don’t use the Yellow 
Pages anymore—they go online. Your website doesn’t have to be elaborate; just be sure it 
provides the basic information (address, phone number, store hours and services) that local 
customers seek.        

3.	 Advertise online. Local online advertising works—that’s why use of targeted online ads is 
projected to more than double next year. Does the idea of online advertising intimidate 
you? There are many companies that will manage your entire campaign, from creating your 
ad to optimizing it.   

4.	 Use location-based services. With location-based services such as Foursquare, Gowalla, 
Google Places and Facebook Places, you can help customers find your business, get coupons 
and earn rewards. These services are simple, free and a great way to drive customers to your 
door.      

5.	 Try “group deals.” Group buying websites like Groupon, LivingSocial and SocialBuy offer 
limited-time discounts on local products and services—if a certain number of customers 
buy. Businesses sign up with the service, then share profits with the site. Group deals are a 
great way to move excess inventory or attract new customers.               

6.	 Get listed on ratings and review sites. Customers look to review sites to decide where to 
shop. In addition to the local search sites in #1, also get listed on Bing Local, Insider Pages, 
Merchant Circle, RatePoint and Yelp!, and on niche review sites for your industry, region or city.      

7.	 Optimize your listing. Make the most of your listing on review sites by adding photos, a 
description of your business, directions or maps, coupons and deals. Most review sites let 
you do this for free.  

8.	 Manage your reviews. Read your ratings and respond quickly (and tactfully) to negative 
reviews before they hurt your business image. Visit Yelp! for advice on responding to reviews.        

9.	 Engage. Local tools’ biggest benefit: They enable you to engage with your customers. By 
learning what customers like and don’t like, you build lasting relationships…and increase sales.        

10.	 Experiment and learn. Track the results of each local marketing tool you use. As you learn 
what works and what doesn’t, you can fine-tune your business for greater success.      

By Rieva Lesonsky

Rieva Lesonsky is founder and President of GrowBiz Media, a content and consulting company that 
helps entrepreneurs start and grow their businesses. Before launching her business, she was Editorial 
Director of Entrepreneur Magazine. Follow Rieva at Twitter.com/Rieva and visit SmallBizDaily.com to 
sign up for her free TrendCast reports.
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SBDC
service Centers:
COLLEGE OF THE CANYONS
Santa Clarita, Antelope and  
San Fernando Valley Areas  
(661) 362-5900  
www.cocsbdc.org

ECONOMIC DEVELOPMENT 
COLLABORATIVE- 
VENTURA COUNTY
Ventura and Santa Barbara 
Counties  
(805) 384-1800
www.edcsbdc.org

EL CAMINO COLLEGE
South Bay Area  
(310) 973-3177
www.southbaysbdc.org

LONG BEACH CITY COLLEGE
Greater Long Beach Area  
and Central/Eastern  
San Gabriel Valley  
(562) 938-5100
www.longbeachsbdc.org

PACIFIC COAST REGIONAL
Downtown Los Angeles, 
Western San Gabriel Valley 
and surrounding vicinities  
(213) 674-2696
www.pcrsbdc.org

SANTA MONICA COLLEGE
Westside Los Angeles  
(310) 434-3566
www.smcsbdc.org

SBDC
LEAD Center:
LONG BEACH COMMUNITY  
COLLEGE DISTRICT
(866) 588-SBDC
www.smallbizla.org


