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The Lure – and Limits – of Advertising 

There is no question that advertising is a basic and valuable marketing tool for any small business. Online advertising via the Internet, whether it be on a dedicated website or through a search engine such as Google, is a virtual necessity in today’s world.  Companies like Google and Yahoo report a resurgence of consumer “clicks” on their online ads with a fast rate of growth.  But developing and placing an ad, whether it be by the traditional print media or online, does not mean it will immediately generate more sales. 

Successful advertising requires substantial research into the various options available—print, broadcast, Web, direct mail, etc.—and whether their potential results are worth the investment. In other words, people may see the ad, but the objective is to get responses that can lead to sales revenue?  So the question is whether the audience is the one that was to be reached in the first place?

Before spending its hard-earned money on advertising, a wise small business will want to understand what to realistically expect from the ads. Only then should a plan be developed for moving ahead. 

Ads can do the following:

• Attract new customers, prospects and leads.

• Encourage existing customers to spend more on a company’s product or service.

• Build credibility by establishing or maintaining a “brand” or unique business identity.

• Enhance the reputation of the business.

• Inform or remind customers and prospects of the benefits the business has to offer.

• Promote the business to customers, investors or others and steadily build sales. 

But here’s what advertising probably cannot do:

• Create an instant customer base.

• Solve cash flow or profit problems by producing an immediate sales windfall.

• Cure poor or indifferent customer service. 

• Create benefits that don’t exist or sell products and services that nobody wants.

In short, advertising won’t guarantee quick sales for products or services by itself, but done right it will get visibility for the business. That means having to know, as precisely as possible, the demographics of the target audience so that a precise message about the product or service will reach them. The customers must be given a compelling reason to call, visit the Web site or stop by the business.

Other considerations include what the ad looks like – something called “curb appeal”, and the context in which it appears. Attempts to be clever may back fire, while something too simple may be overlooked. How often the ad appears is also important. Depending on the goals of the business, a one-time placement may not be enough. When the ad appears many times in many places, there’s a better chance the prospective customers will see it. That entails making sure the cost of multiple placements fits the advertising budget.  It all requires careful thought and analysis of the markets to be reached and the outcomes desired.

To learn more about advertising your small business, contact SCORE.  SCORE is a nationwide nonprofit association of experienced business people who provide free, confidential business counseling to small business owners. The Sandhills Chapter is active in counseling, mentoring and presenting free business seminars.  If you wish to speak to SCORE about your business, please register as a client by entering your information at the SCORE website www.edmisscore.org/0364 and one of our counselors will contact you.  

In addition to counseling by appointment, the Sandhills chapter of SCORE has drop-in service for those who have registered on the website from 10am to noon Tuesdays and Fridays at the Moore County Chamber of Commerce building on Hwy 15/501 in Southern Pines and on Wednesdays from 10am to noon at the SCORE office located in the Workforce Development Center on the campus of Robeson Community College in Lumberton.  The phone number in Southern Pines is 910-692-3926 and in Lumberton is 910-272-3690. 

More information on SCORE’s counseling activity can be found at the Sandhills SCORE website, www.sandhillsscore.org.

