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WELCOME 
 
Starting and running your own business can be a daunting process – I know I’ve 
been there! 
 
Many business owners don’t know where to start when it comes to marketing and 
getting more business, and if they do know, they just don’t have the time and 
money to make it happen. 
 
This is where HOWTOMARKETING™ comes in. 
 
HOWTOMARKETING™ is a unique series of self-paced online courses highlighting 
simple and affordable solutions to help you market your small to medium sized 
business. 
 
HOWTOMARKETING™ will help you attract the customers you need to create the 
life you want. 
 
The howto course series is a complete DIY marketing system comprised of high 
quality content, instructional videos, tried and tested tips, tools, templates and 
samples – all for an affordable once off cost. 
 
It is designed with the needs of small and medium-sized businesses in mind. 
 
Regardless of what type of industry you are in, or what the stage of your business, 
you will discover cost-effective marketing solutions you can apply immediately. 
 
You will discover how to save precious t ime and money and get the 
biggest bang for your marketing bucks. 
 
To find out more go to http://www.howtomarketing.com.au/membership-join/   
 
In the meantime, this starter kit is a great introduction on what to do to market 
the launch of your new business, or even the launch of a new product, service or 
store location.  
 
It also contains some great social media, branding and general marketing 
tips! 
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About me – Kylie Fennell 
 
If you’re anything like me, marketing your business is an ongoing challenge that 
requires time and resources that you often don’t have. 
 
Once I became a mum I was looking for opportunities that gave me flexibility and 
drew on my 20 years of experience in media, marketing, PR and communication 
and business training. 
 
I started my own marketing, public relations and communication business (mypr+), 
which more recently has evolved into an online news and resources site dedicated 
to starting, running and growing small businesses – www.injust5.com. 
 
Over the years I have learnt a lot that can really help others with small business and 
marketing.  
 
I have held roles as a journalist, editor, public relations and communication manager 
and a media and issues director and Business Trainer. My work has been recognised 
with numerous industry and organisational awards, including the Queensland 
Premier’s Awards and the Public Relations Institute of Australia.  
 
I hold a Bachelor degree in Journalism, Public Relations and Media 
Production, an Advanced Diploma of Management and Certificate IV in 
Training and Assessment. 
 
Now I want to share my secrets with you via my HOWTOMARKETING™ 
online course series and www.injust5.com. 

What people say about me 
 
“(Kylie) knows her stuff – her marketing and writing skills in particular are equal to 
Seth Godin.” 
Rod Hyatt, Chief Operating Officer, FullerCenter for Housing, 
Queensland 
 
“Kylie has been able to present and impart her knowledge and business expertise 
in a meaningful and engaging way…her knowledge and skill sets (are) at the 
forefront of modern technology and communication practices.” 
Cheryl Van Leeuwen, Business Manager, Mind Matters Institute 
 
If you want to know more go to www.howtomarketing.com.au or www.injust5.com 
where you can find loads of free and premium small business resources. 
 
Happy marketing and prosperous wishes for your business. 
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Disclaimer 

In the preparation of this document every effort has been made to offer the most 
current (at the time of creation), correct and clearly expressed information possible. 
Nonetheless, inadvertent errors can occur and applicable laws, rules and 
regulations may change and vary from state-to-state and territory and well as 
country to country. The information contained in this document is mainly aimed at 
an Australian audience and was developed in the State of Queensland. 

The information contained in this document is general and is not intended to serve 
as advice. No warranty is given in relation to the accuracy or reliability of any 
information. You should not act or fail to act on the basis of information contained 
herein.  

Any advice contained in this document does not take into account your personal 
needs and circumstances. Please consider if it is appropriate for you and seek 
professional, expert advice, where needed, before making any decision. 

MY PR Plus (trading as mypr+, and owner of HOWTOMARKETING™ and 
www.injust5.com) disclaims all and any liability to any person in respect of anything 
or in consequence of anything done or omitted to be done by any person or user in 
reliance, whether whole or partial, upon any information contained herein. 

Any electronic addresses published in this document are for professional 
communications only and do not constitute an invitation to send unsolicited 
commercial emails which do not relate to MY PR Plus business. 

Certain links in this document may lead to resources maintained by third parties 
over whom MY PR Plus has no control. As such, MY PR Plus makes no 
representation as to the accuracy, currency or any other aspect of third party 
information or the timely, accurate or complete transmittal of such information. MY 
PR Plus does not officially endorse any third parties mentioned in this document. 
Any third parties mentioned are based solely on personal experience.   

Copyright 

No part of this document may be reproduced or transmitted in any form or by any 
means, electronic or mechanical, including by photocopying, facsimile transmission, 
recording, re-keying or using any information, storage and retrieval system, without 
the prior permission in writing from MY PR Plus. Request for permission or further 
information should be addressed to kylie@howtomarketing.com.au 
© 2012-2016 MY PR plus. All rights reserved.  
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DO YOUR HOMEWORK FIRST 
 
Before you dive into specific marketing activities for starting your business or 

launching a product or service, it’s critical to do your homework and build strong 

foundations. 

 

Have a vision in mind – what are you trying to achieve as an organisation? How 

to you envisage your organisation in the future? What is your point-of-difference? 

What are your strategic priorities? 

 

Create a one or two sentence strategic vision statement. An example of a strategic 

vision statement for a boutique real estate agency may be: ‘We find unique 

properties for unique people. We understand that every property and every person 

is different, so we provide one-on-one and customised services to help you find the 

perfect property’.   

 

You can also drill this down into a short phrase that can be used as a tagline or 

slogan on all of your communication materials. Eg. Unique properties for unique 

people 

 

Have a marketing strategy and goal that contributes to your business’s vision – any 

marketing activities need to directly relate back to your business’s strategic vision, 

goals and priorities.  

 

Create a marketing strategy that supports your business plan and strategic 

priorities. 

 

Always have clear goals and objectives in mind before embarking on marketing 

activities. For example: drive more sales; increase awareness; increase store traffic. 
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Specific objectives to help achieve your marketing goal could include: Eg. Inspire 

20% more calls-to-action (likes/share/views/comments) or opt-in to your mailing list; 

Generate 20% more sales leads; Increase customer enquiries by 10%. 

 

Refer to this InJust5.com article on developing your marketing strategy:  

http://www.injust5.com/2016/07/12/5-marketing-foundations-every-small-business-needs/    

Analyse your competitors –	Search on the web using Google, Yellow Pages or 

business directories such as TrueLocal. You can also search industry or trade 

publications. What do your competitors offer that you don’t? What do you offer 

that they don’t? You can also use this InJust5.com competitor analysis tool: 

http://www.injust5.com/2016/06/25/competitor-analysis-small-business-free-handouts-video/  

 

Know your target market inside out – get to know your target market and its 

segments.  

 

Know your target market and market segments inside out. Who are they? What do 

they like? What is their age? Where do they live? What are their interests? What are 

their drivers? What are their barriers? What problem do they have that you can 

solve? What can you offer them? How will you reach them? 

 

Think about your target market as individual people not just demographical facts 

and figures.  

 

You should create customer personas or profiles of your most sought after and 

profitable customers and understand how to speak directly to them directly. Watch 

this InJust5 TV video on creating customer personas. 

http://www.injust5.com/2016/09/12/creating-customer-personas-small-business-needs/  
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Know your unique brand story and make sure it resonates with your target 

market.  

 

If you haven’t articulated your point of difference or one page brand story yet, you 

can watch this InJust5 TV video: 

http://www.injust5.com/2016/09/12/branding-positioning-small-business/ 

 

And once you know your unique brand story make sure it forms the foundation of 

all of your marketing and communication messages. 

 

Consider the industry environment – understand the context for the industry you 

are entering – What are the current strengths and weaknesses for this industry? 

What key factors could affect your business? Search the web for relevant Industry 

Associations and Chambers of Commerce.  

 

For help with the above the many of the steps details below you can 

check out the 5 steps to starting a business at InJust5.com: 

http://www.injust5.com/category/start-a-business/5-steps-to-starting-a-business/  
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GETTING STARTED – FOR NEW BUSINESSES 

Securing your business name 
 

Give some thought to choosing a unique business name. Come up with a few 

options and test them with family and friends and preferably people that represent 

your ideal customer. 

 

The name should say enough about what you do or how you want your business to 

be perceived. Your business name should also reflect your point-of-difference. If 

you already have established a name for yourself in your industry, or would like to, 

you may wish to use your actual name eg. John Smith Landscaping. If not, the 

choices are almost endless. 

 

I say almost, because it can be a challenge to find a unique name that isn’t already 

in use and has an available website domain or website address you can use. 

 

You may like to conduct an initial search for your business name idea via Google 

and see if the name is already in obvious use or is associated already with another 

organisation or topic. You also should check whether your preferred name is 

Trademarked in anyway (refer to the next section for more on this). 

 

Once you have narrowed down your preferred name choices, you need to check 

definitively if the domain name or website address is available. Ideally you want to 

be able to create a website using the same name as your business. Unfortunately 

domain names may be owned by other people, even if they don’t have a live 

website, which prevents you from securing the website address. 

 

If you plan on doing business predominately in Australia you will probably want a 

.com.au address (you will need an Australian Business Number or Australian 

Company Number first to secure a .com.au). If you are planning on having an 
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international presence you may want to secure .com. Some people like to purchase 

the rights to both .com and .com.au to prevent others from using your name. This is 

a good approach to take to protect your brand. 

 

If .com.au and/or .com is not available you can consider using other options such as 

.net or .org (though there are specific not-for-profit requirements for this one). It is 

completely up to you to weigh up the pros and cons of each and whether you are 

absolutely wedded to your business name idea. Currently in Australia .com and 

.com.au seem to carry the most credibility. 

 

Take a note of what domain names are available. If you don’t want a .com.au you 

can immediately proceed to securing your domain name through a website domain 

provider. There are many companies that offer that service, but I recommend a full 

service domain seller, that is, a company that can sell you the domain and provide 

web hosting at an affordable rate.  

 

In Australia, if you wish to secure a .com.au address and you don’t have an ABN or 

ACN yet you will need to go to www.asic.com.au to register your business name. 

Here you can confirm if your preferred name is already in use. You can obtain your 

ABN (Australian Business Number) or ACN (Australian Company Number) through 

ASIC and then formally secure and register your business name with them. 

 

Don’t worry about setting up your website yet. That can be done later. All you are 

doing at this stage is securing your website address (domain name). 

You can also check out these InJust5.com articles on registering business names, 

obtaining an ABN or ACN and domains: 

http://www.injust5.com/2016/08/22/5-point-checklist-registering-business-name/  

http://www.injust5.com/2016/09/06/setting-up-a-website/  

http://www.injust5.com/2016/08/22/do-i-need-an-abn/  
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Protecting your brand 
 

If your name, brand or product is particularly unique and you would like to protect 

it from being used by another organisation, there are a number of avenues available 

in Australia through IP (Intellectual Property) Australia. Securing certain protection 

can take some time and can incur significant cost but for some organisations it may 

be incredibly important. You will need to consider your individual risks and be 

aware though that IP and copyright laws can differ from state to state and territory 

as well as from country to country. 

 

Consider if you want to trademark your name or visual identity (logo)? Are you 

interested in an unregistered trademark TM or a registered trademark ®? A trade 

mark is a right that is granted for a letter, number, word, phrase, sound, smell, 

shape, logo, picture and/or aspect of packaging.  A registered trademark is legally 

enforceable and gives you exclusive rights to commercially use, license or sell it for 

the goods and services that it is registered under. 

 

Consider whether you want to patent a design or invention?  

 

Remember your own written work is usually automatically protected under 

Copyright laws. On your web and other printed material insert  ‘© Year Your 

business name. All rights reserved’ 

 

Although a copyright notice with the owner's name and date is not necessary in 

Australia, it can help prove your ownership of the copyright. 

 

You can read more about IP in Australia in this InJust5 article: 

http://www.injust5.com/2016/08/31/intellectual-property-small-business-5-things-need-know/  
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LAUNCH ACTIVITIES 
 

When starting a business there are a few basic marketing activities you need to get 

underway. 

 

You will only have one ‘grand opening’ for your business, so you should make the 

most of it. 

 

Getting your launch marketing activities right will put you in a good starting 

position and create a great first impression. 

 

Here are my tips for marketing the launch of your new business. You can also use 

some of the same tactics for marketing a new product, service, idea or 

store location. 

The Coming Soon phase 
 

In the weeks leading up to your grand opening, you want to start sharing the 

‘Coming Soon’ message. 

 

Create a ‘Coming Soon’ web page. You don’t need your full website to be up and 

running for this. A holding page or temporary page is fine for the ‘Coming Soon’ 

phase.  

Create your website (if you don’t already have one) 
 

Once you have a domain name, you need someone to host your website on their 

server. Different website hosting companies offer different options and pricing 

structures. If you think ahead about what kind of functionality you need, you may be 

able to find a host that can meet all, or most of your needs.  

 



	

	
howto Marketing Starter Kit | www.howtomarketing.com.au | www.injust5.com | © 2012-2016 MY PR plus. All rights reserved.  13 

	 	 						 	 	 	 	 	 	

Do you need a checkout facility? Email subscription form? Photo gallery? Ability to 

update the site yourself (often called a content management system)? Do you need 

to be able to create and update your site without any knowledge of web coding or 

html? Do you want email addresses with your domain name? Do you want to be 

able to access a support or IT helpline and do you want to do this by phone/live 

chat/email or all? Do you want your site to also be optimised for mobile and tablet 

devices? 

 

Consider all these things and whether you have the skills you need to go down the 

DIY route or do you need a professional web developer? 

 

For example, when I first started out I knew that I wanted to develop my own 

website, using pre-built templates and an easy-to-use content management system. 

I’m not a web developer and I’m not fluent in html or web coding language. I didn’t 

want to have to download or purchase any software. I also wanted a provider that 

offered technical assistance 24-hours via phone and email. I found a full service 

hosting business that I registered my domain name with, offered competitive 

hosting as well as a free DIY sitebuilder facility, templates and technical support – a 

one stop shop.  

 

A lot of web host companies offer similar services so it is worth shopping around 

and calling the web company’s sales teams to ask what exactly is included and what 

is excluded? 

 

Another great option if you do want to go down the DIY path – even just initially (as 

you can always improve or change design and hosts later) – is to create a free 

Wordpress (www.wordpress.com) blog or website. They have great templates, 

which are incredibly easy to use. You can set up a site in minutes. 

 

Let me break down your options for creating a website. 
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Option 1: Engage a web developer and/or designer to build your website. This is 

the most costly option but should yield the most professional results, as long as you 

engage the right person. Do check though that after they have designed it, that 

you can access the content management system yourself and do your own updates 

easily without using html coding. Also ask whether you have to host with them and 

if you do, what would happen if you wanted to move your site to another provider 

in the future 

 

Option 2:  Use a free site builder program already offered by your website host. 

Just check though how it works, what is included/excluded, and what add-ons you 

may have to pay for. A lot of hosts will offer you a free trial, so it is worth asking. 

 

Option 3: Install free easy-to-use website software such Wordpress 

(www.wordpress.org) via your existing website host.  

 

Before your lock in your website host you may want to ask what the process is for 

installing Wordpress. A lot of companies have it all set up for you to install via one 

click or a quick 5 minute process designed for beginners. Once you have it installed 

you will find Wordpress offers a wide range of free templates and ‘plug-ins’ that are 

very easy-to-use. Plug-ins are mini programs already written that give extra 

functionality to your website, such as ‘Book Now’ buttons, image sliders, booking 

systems, paypal checkouts. 

 

Option 4: You can create a free website presence using free blogging platforms 

like www.wordpress.com or www.blogger.com. This way you don’t have to pay for 

hosting and you have access to ready made and easy-to-use templates. Please note 

the free Wordpress blogging platform is different from the Wordpress software 

described above. The Wordpress blogging platform doesn’t have the extra 

functionality of being able to add plug-ins, but it will allow you to customise your 

domain with them (for a small annual fee). If you don’t customise your domain 
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name, you will have to use www.yournameofchoice.wordpress.com or 

www.yournameofchoice.blogspot.com. 

 

There are also lots of other options such as www.wix.com but personally I 

recommend Option 3 if you choose the DIY route (at least initially). This will give 

you a basic website with some extra functionality. If you want to invest a little more 

up-front and get a better long- term option go with Option 1.  

 

Setting up a website yourself the first time can sound incredibly daunting, but 

believe me (from personal experience) even a beginner can do it. It really helps to 

find a web hosting company that offers free technical support for when you do get 

stuck. I have definitely got my money’s worth out of my host. 

 

You can also check out our InJust5 TV video and article on websites: 

http://www.injust5.com/2016/09/06/setting-up-a-website/  

http://www.injust5.com/2016/09/12/tips-small-business-websites/  

 

Tell everyone about your launch 
 

Tell all of your friends, contacts/everyone you know or meet, about your upcoming 

business opening.  

 

Create a contact list 
 

Start building an email/mailing list of people who would be interested in receiving 

information about your business. This will be the starting point of your Customer 

Relationship Management (CRM) system – one of your most valuable assets. You 

may not be able to afford specific CRM software, at least not initially, so you can 

use a simple spreadsheet to capture contact details. 
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You could also set up a simple subscription form on your website and Facebook 

page. You can even create and manage contact lists and email distribution in a free 

web-based tool such as www.mailchimp.com, which provides tailored sign-up forms 

and can be used later to develop and distribute e-newsletters.  

 

However, you must comply with relevant privacy laws and anti-spam laws, which 

you will need to make yourself familiar with. These differ from state to state and 

country to country but generally you can’t send marketing information to anyone 

unless they agree to receive it. For example, if someone agrees to only receive 

certain type of information, you can’t send them different types of information. You 

can’t pass on any person’s contact details to a third party without their permission 

and their details must be kept securely. You must also include an unsubscribe 

option in any email/text message communication.  

 

Don’t ever abuse the right to send contacts information or overload them with too 

many emails/letters. If you do they may unsubscribe. 

 

You could send your current contacts advice initially that your business is ‘coming 

soon’ and a little information about it and follow up with further updates or 

information about opening specials. 

Get active on social media and blogs 
 

Set up your social media accounts and post that the grand opening is ‘coming 

soon’.  

 

You can start a blog and follow and comment on other blogs relevant to your 

industry. You can watch our InJust5 video on blogging for small business: 

http://www.injust5.com/2016/09/12/blogging-tips-small-business/  

 

On social media you can also post ‘teasers’ or sneak peeks of your store, products 

or services or staff. Count down the days to opening on your social media pages.  
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Social media basics 

As a mostly free tool, social media presents a huge marketing opportunity for small 

and medium sized businesses. First however you will need to look beyond what you 

know about traditional marketing or advertising. 

 

Social media is about making meaningful connections through valuable content. It is 

not about selling. It is about building the right relationship with people when they 

are in a ‘social’ headspace, so when they are thinking about ‘buying’ you are top of 

mind. You can download our How To Make Social Media work for your business 

here:  

http://www.injust5.com/2016/04/17/how-to-make-social-media-work-for-your-business-pdf/  

You can also watch our InJust5 TV videos on social media tips for small business, 

and creating social media content here (you will also find links below the videos to 

other FREE social media resources and planners): 

http://www.injust5.com/2016/09/12/social-media-tips/  

http://www.injust5.com/2016/09/12/social-media-content-small-business/  

 

In the meantime here are my top tips if you are starting social media from scratch 

1. Research the best platforms – Check out what platforms your 

competitors and customers are using. Choose the platforms most used by 

your target audience and what fits your brand and industry. Start with a 

Facebook page. If you only choose one social media platform, it should 

probably be Facebook. Also consider LinkedIn if you work in a business or 

industry which relies on networking.  

2. Set up and promote your accounts – If you are still not sure what 

platforms you will need, set up accounts to claim the name now, just in case 

you need them in the future. Properly fill out your profile for each account 

and make sure it is consistent across all platforms and media. Once set-up, 

promote your social media presence on your website, business cards, email 
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signature and other marketing materials. Most platforms will provide easy to 

follow instructions on how to set up an account and/or video tutorials. You 

may also find useful videos on YouTube. You can check out our InJust5 

tutorials on setting up social media accounts: 

http://www.injust5.com/tag/social-media-tutorial/  

3. Less can be more – don’t just sign up for every social media account 

under the sun. There is no point having several social media accounts if you 

can’t keep them all up-to-date. Also don’t bother to buy fake followers, likes 

or fans or try and hit daily quotas. You are trying to grow your business not 

your social media numbers 

4. Have a plan – like any marketing activity, have clear goals in mind. What 

do you want to achieve through social media? Do you want to increase 

website traffic? Encourage people to visit your store? Keep your goals in 

mind and stay focused on them. 

5. Be active and engage – Inactive social media accounts are a waste of 

time and send a message to your audience that you aren’t really interested 

in connecting with them. Engage as often as you reasonably can. Talk to 

your audience. Acknowledge their comments, both good and bad. Ask 

questions. Be authentic, you are trying to build a connection. People like to 

connect with people. Also share the love and follow/like/connect with other 

likeminded people and organisations. 

6. Deliver value – you need to provide content that is relevant and valuable 

to your target audience. Deliver information to interest, amuse or entertain. 

Your social media posts don’t just need to be about your business, they 

should be about anything that interests your target market. For example, if 

you’re a hairdresser, you may post photos of great hairstyles, but your 

clients may also be interested in images of great outfits or parties or fashion 

events. Don’t spam people or overdo the frequency of content. A small 

amount of high quality content will rate higher that more frequent content if 

it is low quality. Don’t just copy and paste the same content across each 
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platform. Tailor the content to your audience and how they engage with 

each platform. 

7. No hard sell ing – follow an 80/20 rule for content. 80 per cent of the 

time, share a mix of other people’s and your own content that has no sales 

agenda. You should only be asking for a sale or lead about 20 per cent of 

the time. Even then do not hard sell. Lean more towards promotions that 

engage or reward your audience. 

8. Use visual elements – wherever possible use graphics, illustrations, 

photos and/or video. It will improve your search engine results. Also add 

descriptions, captions and comments, which feature relevant keywords. 

9. Follow the rules and etiquette – defamation laws and advertising 

guidelines still apply to social media. You can be held responsible for your 

own content as well as what other’s say on your site. Monitor your site 

regularly and remove any offensive content swiftly. Make yourself aware of 

each platform’s guidelines for use and follow them. Be respectful of people 

when they give negative feedback on your sites. Acknowledge negative 

feedback that is genuine and appear responsive and helpful at all times. 

10. Evaluate your success – use free analytics and other built-in tools such as 

Facebook Insights, Followerwonk for Twitter and Google Analytics. You can 

gain valuable profiles of the people engaging with your site and how they 

are interacting. If people are liking it, viewing it, sharing it or commenting, 

you also know your social media efforts are working. 

Setting up a Facebook Business page 

Facebook can be likened almost to a journal. If you only want to be active on one 

social media network, Facebook is the best choice for most businesses (though this 

can change for some businesses depending on their industry and target market).  

 

Users create a personal profile, add other users as friends, exchange messages and 

photographs and receive automatic notifications when their friends update their 

profiles.  
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Businesses can create company ‘pages’ that Facebook users can ‘like’, which means 

they will receive notifications of any updates to the company page. Updates appear 

on users’ newsfeed. Additionally, users may join common-interest user groups, 

organised by workplace, school or college, or other characteristics. 

 

User demographics (from the Yellow Pages Social Media Report 2014) 

• 95% of users of social media use Facebook 

• Slightly preferred by females 

• 100% of 65+ social media users, use Facebook (they were the lowest user 

group in 2013) 

• Lowest user age groups are 40-49 year-olds at 92% 

• Used in metropolitan and regional areas but slightly preferred by regional. 

• While young users have Facebook accounts they are becoming less active 

on this site 

Industry/business types 

Facebook suits pretty much every type of industry and business, though 

fashion/clothing and sporting clubs represent a total of 65% of the 

brands/businesses followed on Facebook. It suits fast moving consumer goods. 

 

How to use it 

Businesses need to create a Facebook ‘page’. They need to be careful they are not 

creating a ‘personal’ profile, as this will limit functionality and ability of any users 

wanting to like your page. Please note: you will need to create a free account 

initially before setting up a Facebook page. See the instructions below. 

 

Aim to update it around once a day. Frequency will depend on how engaged your 

audience is and when they are most likely to check Facebook. You can get a feel for 

the best times to post by checking your engagement statistics available via 

Facebook’s built-in analytics (it appears on the Admin panel on Facebook Pages). 
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Sample post ideas for a ‘cat based business’ 

Here is a happy snap of my cat; Here is a picture of a cat groomed for cat show; 

Here is a touching story about a cat who saved his owner from a house fire; Here is 

a link to a funny cat video; Here is a funny cat picture; One day only 50% off 

voucher on cat products at our store 

 

Facebook page instructions (as at time the document was created) 

1. Go to www.facebook.com and you will see a page like the below image. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

2. Sign in with your existing Facebook details (if you have a personal account) or 

create an account by filling out the requested details as shown above. 

 

3. Once account is set-up/or you are signed in, choose ‘Create page’. The option is 

shown at the bottom of the sign-in screen (as shown above). If you are already 

signed in for your personal account you can access the drop down menu on the top 

right. As shown below: 
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4. Choose what type of page you want such as business, place, company, brand, 

product, cause and select a sub-category as prompted. 

 

5. Fill out the basic information for your page as prompted and upload an image for 

your cover photo and your profile image by clicking on the little camera icon and 

following prompts.  
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6. Now you can invite any of your existing Facebook friends (if you have a personal 

page) to like your page. There will be a prompt on the left hand side just below the 

option to ‘Promote page’. By the way the Promote Page button is only if you would 

like to pay Facebook for ads and suggested posts, which is optional. Depending on 

what privacy settings you chose, anyone should be able to find your page and like 

it, so they will receive your posts/updates. 

 

7. You can now post images/words etc by clicking in the area circled above. Your 

posts will then appear on the newsfeed of any individuals or organisations that ‘like’ 

your page. 

 

8. You can search for organisations (in the top left search bar) you want to ‘Like’ so 

their posts appear on your newsfeed. Your newsfeed is the list of all the latest posts 

from organisations that you like. 

 

9. You can also comment/like/share content from other people’s posts that appear 

in your newsfeed or from other websites that have ‘Facebook’ share buttons. If you 

Profile	image	
and	camera	
prompt	

Cover	
photo		
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want to include a link to your business page in any comments you make just type 

the ‘@’ symbol first and then your business name (the same name you use on 

Facebook). This is a great way to get your name out there. You can also mention 

other organisation’s names in your post the same way and share the cross-

promotional love 

 

10. If you ever want to see all of your own posts or shares, click on ‘Timeline’. If you 

ever want to see your newsfeed, click on the ‘f’ icon on the top left. 
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Organise your marketing collateral ready for launch 
 

You will need to have your basic marketing material prepared and ready to go for 

your launch.  

 

Once you have chosen or created a logo and visual identity, including colour 

schemes and preferred fonts, you can start printing and creating email templates. 

You can find free InJust5.com tools on visual identity and graphic design here: 

http://www.injust5.com/tag/visual-identity-design/  

 

The basics include a business card and email signature. These should include your 

main phone and email contact details, website address and details/links for social 

media pages if you have them. 

 

You will also want to start preparing letterhead templates and other stationery if 

needed. You may need flyers, catalogues, posters and/or product lists, and signage 

ready to go. You should consider all the different communication touchpoints you 

may need. You can watch this InJust5 TV video on communication touchpoints: 

http://www.injust5.com/2016/09/12/understanding-communication-touchpoints-small-business/  

 

Make sure all of your marketing material includes your key messages and speaks to 

your target audience. Your point of difference should be clear.  

Contact media about your launch 
 

Determine the most relevant media for your audience and business and then send 

them a media release advising of your upcoming business. 

 

Often your local paper and radio are happy to highlight good news stories of 

businesses opening, especially if you are buying advertising at the same time. Just 

don’t demand media coverage. Don’t ever pressure a journalist to write something 

‘because’ you advertised.  
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Editorial (or media coverage) is not an entitlement for advertisers, but it can give 

you a better shot at being highlighted in your local media. That being said, if the 

news angle or story idea is strong enough, you shouldn’t have to advertise to 

generate media interest. You can check out our InJust5 TV video on publicity and 

media releases here: 

http://www.injust5.com/2016/09/12/publicity/   

 

If you’re interested in advertising, contact the media outlet’s advertising 

representative and determine the best advertising plan for you. Ask them for details 

on their audience and demographics so you can ensure your advertisement reaches 

your target market. There may also be opportunities to buy an advertisement and 

‘advertorial’ in a specific feature relevant to your business and target market.  

 

Once you have determined your advertising plan, ask the ad rep how you may go 

about approaching editorial to see if they would be interested in doing a news story 

on your business. They will give you the best advice for their media outlet. 
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Other advertising and cross-promotion 
 

You should also consider other advertising and promotional opportunities such as 

outdoor signage and online.  

 

Look for opportunities to cross-promote with other businesses by offering 

discounts/deals for each other’s clients. Choose likeminded businesses, those 

located near to your business or complementary businesses, eg. hairdresser and a 

make-up artist, butcher and a fruit and vegetable shop, an accountant and a 

solicitor. You can put business cards or flyers in each other’s shops. 

 

Even if you don’t have a shopfront you can develop mutually beneficial relationships 

with other businesses and share each others’ details, promotional material and 

perhaps promote links to each other’s websites or social media. 

Giveaways, discounts and competitions 
 

In the lead-up to your launch and at any launch event, offer giveaways, discounts, or 

competitions to win a free product/service. Send details to your contacts and post 

details on your social media. 

 

If your business is focused on a specific region or location you may want to consider 

a letterbox drop, and offer discounts or giveaways to them. This is an especially 

great idea for direct neighbours, especially if your neighbours are residential and 

you want to get off on the right foot with them. You can also create a loyalty card 

for (potential) repeat customers. 
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Get out there 
 

Start getting out there and introducing yourself to potential customers and 

influencers. Try to reach your target audience in person if possible. 

 

You can set up a stall at trade expos, festivals or community events. Consider 

sponsoring a popular local event. 

Get listed 
 

Make sure your business name and contact details are listed on key directories. 

These directories will differ depending on your business type and budget, but they 

may include Yellow Pages, TrueLocal, and/or Yelp. Some directories are free, but if 

they are charging money just make sure the directory seems credible and well-used. 

 

Check out where your competition is listed and perhaps get listed there as well. At 

the same time, investigate what other promotions your competition are doing and 

how you can best compete. 

Launch event 
 

Hold your own launch event and invite contacts, supporters, potential customers 

and media. If you have a shopfront try to hold the event on site. If you don’t have a 

physical shop, hold it at a local hotel, café, restaurant or function centre. 

 

It doesn’t have to be a particularly lavish type of event. Make sure you have 

marketing material on display and product samples. You may also want to prepare 

a slideshow or presentation.  

 

If you are a service based industry you may like to offer a free or discounted price 

seminar at a local venue. You can give away some of your ‘secret sauce’ recipe, 
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which will help to develop brand awareness, and hopefully give you leads on 

potential customers or opportunities to upsell your full services.  

You can watch our InJust5 TV video on why you should give away your secret sauce 

recipe here: http://www.injust5.com/2016/09/12/secret-sauce/  

Coincide activities 
 

Get the most bang for your buck by trying to coincide promotional and advertising 

efforts with each other. For example, if you are sponsoring an event on a particular 

weekend, you may want advertisements in the local paper around the same time 

and pictures or teasers for the event on your social media pages. 

Have your operational ‘ducks in a row’ 
 

It is all great to have all your marketing sorted for your launch, but there’s no point 

if your operational ‘ducks aren’t in a row’. 

 

This means your product and services need to be ready for launch. Marketing 

materials need to be sorted. Distribution channels need to be ready as well as 

customer and product support infrastructure. Packaging, pricing and people (staff) 

also have to be locked in readiness for launch. 

Marketing strategy 
 

Try not to lose sight of your overall marketing strategy for your business. Your 

launch is only one promotional activity in the grand scheme of things. You want to 

keep your promotional momentum going well past your launch and your 

overarching marketing strategy should support this.  

Next steps 
 
Take your marketing to the next level by with a HOWTOMARKETING™ self-paced 
online course: http://www.howtomarketing.com.au/membership-join/  
You can also access loads of FREE and premium resources at www.injust5.com    	
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WHERE TO GO FOR MORE INFORMATION 
 

This document features Australian-based information, though the basic principles 
apply to most businesses regardless of location. It’s critical though to always check 
your local requirements and regulations with the relevant professionals and 
authorities. Your state or territory most likely has a website with small business 
resources and further information on the below items. A list of such sites in Australia 
and New Zealand can be found below. 
 

Small business sites – Austral ia and New Zealand 

Australia – www.business.gov.au 

Queensland  – www.business.qld.gov.au 

New South Wales – www.trade.nsw.gov.au 

Victoria – www.business.vic.gov.au 

Tasmania – www.business.tas.gov.au 

South Australia – www.business.sa.gov.au 

Western Australia – www.wa.gov.au/information-about/business 

Northern Territory – www.dob.nt.gov.au 

ACT – www.business.act.gov.au 

New Zealand – www.business.govt.nz 
 

General business tools and resources 

www.injust5.com  

 

Marketing help and advice 

www.howtomarketing.com.au 


