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Welcome!
I am Sonia - For the last 7 years I have been 
growing my balloon & venue decor company. 
I am now on a mission to help other balloon 
business owners to accelerate the  growth of 
their business, make a profit and build a 
sustainable business that pays the bills and a 
few of lifes luxuries too!

The key to growing your business is to 

attract the RIGHT customers for you

They must be Local and able to buy!
But where do you even start? After all there are only x amount of hours in 
the day and let's face it its as a small business owner you already have 
so much to do!  You know you need customers who are local - lets face it 
the further afield you have to travel the less you can fit in your diary and 
the less money you can make!  Unless you are already attracting high 
end clients with massive budgets, if you want to make your balloon 
business a full time business that pays the bills and a few luxuries too, 
you need to get enough work in your local area with the right types of 
orders to help you grow your business.  In this free resource I am going to 
show you how having a mix of marketing activities is perfect for growing a 
strong base of local customers and share with you some of the things I 
did to grow my own balloons and venue décor business!  You don't have 
to do every single thing at once.  Pick one or two to start with and then 
move on to the rest as you go... But start today and grow your strong 
local customer base now!
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•  START WITH THE WHO•

I can't emphasise how important it is to get clear about the types of 
customers you need to attract in your business. Which customers will really 
help you grow your business this year and hit the sales and profits targets 
you are looking for?  Which customers do you want more of? Unless you 
have a huge marketing team then I am guessing most of the marketing lies 
upon your shoulders along with all the other "jobs" within your business.  
Time is limited and you need to make sure the time you spend marketing is 
the most effective it can be.  By working out who you should be marketing 
to you can come up with messages, images and videos that "speak" to 
your ideal customers.  In doing so you will attract more of them in to your 
business and they will also recommend you to their friends and family who 
are also likely to be similar and most likely also your ideal customers.  Your 
marketing gets easier and gets better results allowing you more time to 
spend on your creative journey as the orders in your diary grows.  Spend 
some time working out who your ideal customers are and what messages 
will resonate the most with them before you do anymore marketing!

•  STIR UP YOUR MARKETING MIX•

Speak to anyone who has had their business more than a few years and 
they will tell you that prior to social media there were so many ways of 
marketing your business that was cheap and got amazing results.  Whilst I 
am not discounting social media - It absolutely should be part of your 
marketing plan - but if it’s the only marketing you do not only are you missing 
a trick but you also put your business future in jeopardy as you don't own 
your social media accounts and they can be taken away at any time and 
there would be nothing you could do about it.  Can you just imagine!!! Where 
would that leave your business right now if it was to happen to you?.... You 
also need to consider that not everyone goes on social media… for those 
that do, they see it is as a time to catch up with family and friends - not a 
time to do business… organic reach has never been at such an all-time low 
that only 2-5% of your audience actually see your posts… For those that do 
see your social media posts seeing more of your marketing activities will only 
reinforce why they should bring their custom to you! So what else should 
your marketing mix include?  In this free eBook I have put together 20 
marketing activities to get your imagination working overtime… these 
absolutely WILL Grow a strong and local customer base for your business!
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1 .  LOCAL DIRECTORIES

Every area varies but most will have several local directories, of 
businesses in the area, where you can list your website, social media and 
contact details.  Come up with a message that "speaks" to the type of 
customers you want to attract into your business. Try and keep it concise, 
saying what you do , who for and why it's perfect for them. Make sure it is 
professional and promises to deliver exactly what they are looking for. 
 
I know that it can be tricky coming up with the perfect thing to say, and it 
may seem a time consuming thing to do but once you have identified who it 
is you want more of in your business you can tailor it specifically to them. 
Come up with a preferred longer version and also a short and snappy 
version in case of strict word count and then literally copy and paste it into 
each listing. 
 
Directories are usually great at getting found on the web as often they will 
spend a lot of time, energy and budget on SEO (Search Engine 
Optimisation) and getting your listing found so you may as well ride on their 
wave and drive traffic to your website. Most directories will offer a free 
option and an opportunity to upgrade so at the very least make sure you 
are taking the opportunity to get listed for free!
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2. NETWORKING

Networking is THE marketing activity that over time will really supercharge 
your business growth!  It can take a little time to really gain momentum but 
I encourage you to start networking today because the benefits once it 
does take off are fantastic! Building your own network of businesses who 
share the same ideal customer will not only bring you direct referrals but 
also give you amazing business support as you share best practice and 
brainstorm new ways of working.  You can also come together in your 
marketing activities and get far greater reach than doing it on your own.  In 
order to really get the best from this opportunity it is essential to do your 
homework regarding your ideal customer and the types of businesses that 
are the right fit for you.  You also need to work hard to build relationships 
and a network that is active and engaged but when you do you will see 
your local customer base grow and grow!

3. GET OUT THERE & MEET PEOPLE

I honestly can't stress this one enough.  Prior to social media this is exactly 
what you needed to do to get local customers into your business and it still 
works really well today!  Word of mouth is key to getting the right type of 
customers and you need to make sure as many people as possible know 
who you are, what you do and why they absolutely need your services.  
There are lots of ways you can do this from making sure every balloon 
goes out with business cards, to posters and leaflets, to having a pop up 
stall in the local shopping centre. Look for any opportunity to let the world 
around you know!
 
I encourage all of my clients to really get out and speak to all businesses in 
their local area.  Not only are there opportunities to provide them with 
balloons but often their customers will be interested in finding out more 
about you too!  Its so easy to build it in to your regular work too.  Simply 
look in your diary at what deliveries you have this week and from there you 
can see what opportunities there are to pop in to see potential customers 
on your journey back home.
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4. YOUR WEBSITE

If you don't already have one I strongly recommend all businesses have 
their own website.  Social media is great for building business but you don't 
own it and it can be gone in a flash. How would you reach local customers 
then? Social media feeds are also fast moving and customers can find it 
difficult to find some of your best work depending on when they land on 
your feed.  Websites allow you to showcase your best work, explain what 
you do, allow customers to get to know you better and "speak" to the types 
of customers you want to attract.  Websites are your shop window to the 
world and are such an amazing marketing tool and are the perfect platform 
to get found by local customers.
 
Websites are absolutely essential when selling business to business or 
when looking to attract strong networking partnerships. Businesses will 
often first check out your website to see if you are a good match for them.  
Having a website sends out a message to the world that you are a 
professional business and a legitimate option to partner with.  They are 
also a key ingredient in your marketing if you are targeting weddings or 
high end parties where customers will want validation that you will be able 
to deliver what they need. If you are looking for PR locally you need a 
strong about you page as journalists, editors and bloggers will take the 
information you have on there to use in building a story around you and 
your business.  When it comes to the actual website you don't need an 
expensive all singing all dancing website but you do need somewhere to 
base your shop window to the world!  There are various free or cheap 
options which are easy to set up yourself and allow you to present a 
professional image to the world.
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5. SEARCH ENGINE OPTIMISATION

Search engine optimisation (SEO) is the term used to the actions you use 
to make it easy for search engines to find and recommend you to local 
people searching for your services.  Years ago you would find local 
businesses with pages of key words and towns they serve often set up by 
companies promising you to get featured in the first few search pages of 
google.  Now a days search engines are a lot more sophisticated and your 
website can actually be penalised for stuffing your pages full of key words 
with no real benefit to your browsing customers. Search engines are now 
looking for good quality helpful content that is as relevant as possible to the 
search terms entered.  In order to get found it is essential that the content 
on your website is formatted to get picked up by the long tailed searches 
where you can be specific to what people are looking for but where 
competition is low so you are more likely to rank higher in the searches.  It 
is essential that you update your website regularly so it gives the search 
engine spiders content to crawl over and recategorise your website.  It also 
shows that you are an active business. Back links and image optimisation 
is key to getting found by the search engines as is venue tagging and 
excellent descriptions to your services. Whilst search engine optimisation 
may sound complex it is actually really simple once you understand who 
your ideal customers are and what they are likely to be searching for.

6. GOOGLE MY BUSINESS

Whenever you enter a search into google the first thing that shows up are 
usually sponsored posts, immediately underneath them at the top of the 
page are businesses that appear on google maps.  They suggest 
businesses that are near to the customer and so are absolutely Perfect for 
getting found by local customers.  Whilst Google my business is easy to 
setup there are some key things you need to do to ensure you appear high 
in local searches.  First of all you will need to get your business validated 
and then ensure you are adding regular content including photos and 
articles that are searchable and getting customer reviews. You may have 
heard recently that google is getting rid of its google + services but they 
have reiterated that google my business is here to stay and something they 
are very much invested in developing further so it is essential that you are 
on this platform and you supercharge your profile in order to really grow 
your local customer base.
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7. BLOG REGULARLY

Blogging regularly is essential to help you get found and also position 
yourself as an expert and THE go to person in your area.  Creating blogs 
regularly is a fantastic way to keep updating your website and drawing the 
search engine spiders back to your website and keeping it top of mind 
when customer are searching. It also offers you a totally authentic way to 
get keywords into your website to be found in long tail key searches and to 
show case the work you have done in local venues you want to get more 
work in the future.  It is  perfect for embedding you tube videos and 
featuring customer testimonials as social proof.  
 
Blogging is not just about creating articles for your own website though - 
creating guest blogs for other businesses not only exposes you to a larger 
audience but provides back links to your website.  Good quality backlinks 
are essential for improving your search engine ranking.
 
 Finally blogging allows you to demonstrate to future customers your 
approach to working on events, the fundamental values you hold in your 
business and why you are an expert in your field.  Customers will love 
getting to know you better and it reinforces why they should choose you!
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8. YOUR FACEBOOK PAGE

No marketing mix would be complete without a big old chunk of social 
media and when it comes to local customers then Facebook is most 
definitely the platform to be found on.  With over x million daily users you 
can guarantee there are going to be lots of local customers just waiting to 
purchase your services. Your Facebook page is also searchable and will 
show up on google sometimes even before your website! I am not going to 
lie Facebook is a business and they are dedicated in providing the best 
user experience first and foremost.  Sophisticated artificial intelligence 
software means the algorithm that decides what you see on your newsfeed 
has in recent years reduced the organic reach of facebook pages to as low 
as 2% but if you produce engaging and consistent content there are huge 
opportunities to grow a loyal customer base.  The key thing with facebook 
is to ensure your page is supercharged and the content you put out there is 
of the quality that it gets lots of engagement and interaction.

9. FACEBOOK ADS

Facebook ads are also a fantastic way of bringing customers to your page 
or showcasing what you do to a wider audience but still local enough to 
purchase.  Using the ads manager means you can get really specific with 
your targeting so you can find exactly the right types of people that you 
want to attract in your business.  In my own business I regularly run ads 
with different specific target audiences such as women who have been 
engaged less than 2 years  within 15 miles of my business who are likely to 
need my wedding balloons and venue décor or brides to be who have 
visited the wedding section of my website in the last 6 months or even 
people on facebook who have watched one of my videos within a specific 
timeframe.  The fact I can be so specific in my targeting ensures I get great 
value return on the low investment of running the ads and build into my 
business the types of customers and orders that will ensure strong growth 
over the coming year.
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10. FACEBOOK GROUPS

Facebook is full of local community, selling and wedding groups. It’s a 
fantastic place to show case what you do to a much larger local audience. 
The key to getting the best from these opportunities is to make sure there 
is a balance between selling and being an active and authentic member of 
the group. These are a great place to share helpful and valuable advice in 
the form of your blogs if the group rules allow. There may also be business 
sponsorship opportunities where for a small fee you can really highlight 
what your business has to offer! 
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1 1 .  INSTAGRAM
Instagram is the perfect platform for visually appealing businesses like 
balloons and venue décor and done right it is also great for attracting local 
customers who can purchase from you.  I emphasis the done right here 
though as it is a channel where your really do need quality over quantity 
when it comes to followers.  It is so tempting to get drawn in to the vanity of 
having huge numbers of followers and lots of businesses strive to get to 
10,000 followers so they can add clickable links to posts sometimes 
resorting to third party apps and bots but actually this can be really harmful 
to business if those 10,000 followers are not actually local to you.  Ensuring 
those customers who are local and CAN purchase see your messages 
then becomes like looking for a needle in a haystack.  You also run the risk 
of having more competitor or similar businesses following you for 
inspiration rather than building a strong local customer base and instagram 
is clamping down on what it deems to be inauthentic activity for business 
accounts just to accrue followers.  To get the most out of your instagram 
profile make sure your location is stated clearly on  your profile and you 
include a clickable link to your website.

12.  LOCAL HASHTAG STRATEGY

It is totally possible to build a loyal strong local customer following on 
instagram and it most certainly is a platform that is growing faster than any 
other social media platforms with lots more engagement than other social 
media platforms.  What is key here is to ensure you have a well thought out 
local hashtag strategy that gets you in front of potential local customers.  
Including local hashtags in your captions will grow your audience.  Make 
sure you are engaging with local content in an authentic way to get yourself 
seen. You can also run ads from your facebook manager with specific local 
customer targeting to be shown on your instagram as it is of course owned 
by facebook too and this is a fantastic way to grow your instagram 
following.  Finally networking and tagging in venues and key local 
businesses who share the same ideal customers  in an authentic way is 
great for really driving the growth of your instagram platform.
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13.  YOUTUBE

YouTube is the 2nd largest search engine on the internet and it is owned 
by google - no surprise then that it’s an excellent way to get found by local 
customers. Videos are shown on google search and in the images tab of 
google search so are a great way to show potential customers the stunning 
transformation your balloons and décor makes to local venues! You can 
also easily embed the Youtube videos in your blog posts to really add the 
wow factor and grow know like and trust with potential customers!  Why not 
answer your frequently answered questions in video format and get to 
show a little more of you in your business!
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14. BUILD AN EMAIL LIST

If you go on to any marketing website you will see time and time again that 
you need to build and nourish an email subscriber list and in a noisy online 
social media driven world this has never been more true. Gaining 
permission to send regular updates in the form of emails is priceless. Email 
lists are not driven by complicated algorithms and as long as you use a 3rd 
party platform such as mailchimp and follow the GDPR rules there is little 
to stop you engaging with your customers. Be sure to fill your newsletter 
with great content that your customers will love to get them looking forward 
to the next one! It’s a great way to keep existing customers engaged until 
they have another occasion to order from you and ensures you stay top of 
mind. It’s perfect for show casing your designs for seasonal events such as 
Mother’s Day, Easter, Christmas etc.  And also amazing for upselling 
brides to be with new services you launch ahead of their big day!

15. BUILD RELATIONSHIPS WITH 

LOCAL VENUES

Nothing will supercharge your diary like being the recommended supplier 
for a venue. Busy venues with lots of celebrations happening weekly 
recommending you will absolutely grow your business. Venues varying 
greatly in what they are looking for in a recommended supplier but what I 
have found to be key is obviously doing a great job whilst you are there. 
Using legitimate reasons to communicate with them in the run up to the 
event so you can demonstrate your professionalism. Following up with 
images from the event for them to use on their website/social media and 
taking the time to chat and really get to know the key members of staff 
responsible for booking events. Finding ways to help them has been 
fundamental for me  getting listed as a recommended supplier.Even in 
venues that have their recommended suppliers currently you can start to 
raise your profile by tagging them in social media posts, showcasing their 
venue in blogs and location tagging photos in google maps.
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16. LOCAL BUSINESS GROUPS

Another form of networking is to get involved in local business groups. Not 
only do the members have a business need for your services but many of 
them will host personal events for which your balloons and décor will be 
perfect. A quick google search will bring up business networking 
opportunities. Consider other options too like the women’s institute and 
traders associations. Look for opportunities to speak at their meetings and 
tell your story as to why and how you set up your business. If you have 
found a way of promoting your business and that has worked really well 
share this with them and discuss how it could be applied to
Other businesses. In bringing value you also have the opportunity to share 
your business story. Most small business owners will actively seek to 
support other small business owners and this can bring big rewards further 
down the line.

17. BUSINESS AWARDS

Local business awards are a fantastic opportunity to get great publicity and 
social proof as to the quality of your business. Most areas will have local 
wedding business awards but there are also lots of different types of local 
business awards which would be sensational for your business if you can 
get shortlisted as a finalist. Be sure to read the rules and selection criteria 
carefully so you can create the best application for your business. Build a 
plan of what you will do with the news if you are successful to be selected 
so you can really optimise the outcomes and grow a strong base of local 
customers.
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19. COMPETITIONS

Competitions are a fantastic way of growing a local audience.  Make sure 
you offer a prize that is totally relevant to the types of customers you want 
to attract in your business.  If you can collaborate with other businesses 
within your network to offer a bigger prize which you all promote 
individually it can have an even greater impact on your business.  If you are 
running the competiton on social media make sure you are following the 
rules laid down for competitions and you have terms and conditions 
attached to the competition.

PR is basically a form of free advertising for your business in a more 
editorial format. Local papers, magazines and radio may feature your story 
from a point interest for its audience. Think about the types of content your 
local media may be interested in. Winning an award, moving to new 
premises, business anniversaries big contract, travelling abroad to 
conferences, working collaboratively with other businesses, supporting new 
venues or venue refurbishments with your balloons and venue décor are all 
legitimate reasons to be featured in local press.  What stories do you have 
that you can send to your local editors? Be sure to send an amazing photo 
with it as often the photo persuades them to include
over and above the story itself!

18. PR

20. BUSINESS CARDS & FLYERS

Make sure every single balloon goes out with extra business cards to be 
given out at each event.  When people see your balloons they always ask 2 
questions: "Where did you get them amazing balloons from?" and "How 
much?"  make sure the host has cards to give them with your details.  
Make sure local halls or venues have flyers with your details on.  
Noticeboards where people may be waiting to collect children at after 
school clubs or for appointments are also perfect to display your 
information as they will be waiting with time on their hands!  I can't tell you 
the number of noticeboards I have read over the years 
waiting to collect my children
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If you found this useful it would be amazing to hear your feedback..  
You can find us here:

I hope this was useful!

www.facebook.com/balloonbizacademy

Know someone this could help?
Please dont share this actual pdf but send them to the following link 
to get the full resource
 
https://www.balloonbizacademy.co.uk/3simplestepspricing/
 

I regularly update my blog with lots of 
resources and articles to help you grow 

your business.  
 

www.balloonbizacademy.co.uk
 

I am also working on an amazing course 
to really help you get visible locally and 
grow the right local customer base for 

your business.  More details to follow so 
be sure to check your emails from me 

over the next month or so!

Need more help?

www.instagram.com/balloonbizacademy

sonia@balloonbizacademy.co.uk

http://www.facebook.com/balloonbizacademy
https://www.balloonbizacademy.co.uk/3simplestepspricing/
http://www.facebook.com/balloonbizacademy
http://www.facebook.com/balloonbizacademy
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•  CALCULATE YOUR PRICES•

Quickly & Easily

We have a new blog coming very soon 
which will be packed full of free 
resources to accelerate the growth of 
your business.  Keep an eye on the 
newsletter for more details.

Coming Soon!


