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The AMA is a community of future marketers and dedicated professionals who work, teach and study in the field. Together we will advance the field of marketing. Keeping pace with the shifting landscape of marketing is challenging. Change minds, improve lives and impact the world for good with training developed to sharpen your skills. The 2025
AMA Symposium for the Marketing of Higher Education peer-reviewed program is bringing insights, strategy and community together this November to shape what’s next for the higher ed industry! Volunteer opportunities support the growth of future leaders, equipping them with experience to create positive change in the world. We're the largest
community-based marketing association in the world. Thousands gather and connect at our various community events throughout the year. Shining a light on the incredible work of academic, professional and undergraduate marketers through competitions, top-tier journals and hundreds of awards. Leaders in academia and government converge to
explore evidence-based knowledge and co-create practically impactful policy solutions for resilience through marketing innovation. AMA Training gives your career a momentum boost. You’ll be ready to take on any challenge that comes your way. Gain confidence and prove you have the skills to make an impact by becoming a Professional Certified
Marketer® The AMA is home to five industry-leading journals full of peer-reviewed research to advance our industry. Original Research The Skills Marketers Need in 2025 and Beyond The 2025 AMA Marketing Skills Report identifies the skills required to thrive as a marketer today and in the future. Based on a survey of 1,200+ marketers, over 450
job postings and interviews with industry experts, this report lays out the new realities shaping the field of marketing—including the Al transformation, shifting consumer expectations and [...] Article Why Brand Wins! How WTW Turns Identity into Advantage As products and competitors change rapidly, brand remains one of the few lasting
differentiators. In this session, we speak with WTW’s head of Brand Management on how they turn brand identity into a competitive edge by aligning teams, shaping perception, and building lasting value. Advertisement Article The No-Nonsense Guide to a High ROI Loyalty Program for Distributors A practical blueprint for optimizing incentives and
engagement In today’s fragmented market, loyalty isn’t just given - it’s engineered. This guide helps enterprise manufacturers design distributor programs that drive real ROI through smarter segmentation, performance-based incentives, and behavioral data. It's a results-driven framework for scaling engagement, increasing visibility into the sales
channel, and proving the [...] Article Al in Action: Optimize your entire Marketing department Discover how Al can transform core business functions—from marketing to HR—with real-world examples that drive growth, reduce costs, and enhance employee experience. Download the AI Playbook now. Helping individuals save time and kickstart
creativity with Al tools is a win for any business. But when Al is used to streamline workflows across entire departments, the [...] “To the American Marketing Association, I extend my heartfelt thanks. Your commitment to providing such a wonderful event is commendable. This experience has rejuvenated my marketing strategy and revitalized my
skills. My confidence has soared, and I now feel armed with cutting-edge strategies that will propel me to new heights in my company and career.” Parissa BurtonMarketing Manager | Brand StrategistLinkedIn | Instagram Build your foundation with the right fundamentals, insights and tools that are vital to the success of your career and
organization! Beginner | 5 hours | 30 Modules $149 for non-members | $119 for members Marketing is vital to the success of an organization in today’s competitive world. This course introduces marketing, the marketing mix (the Four Ps), the strategic importance of marketing, and customer values and satisfaction. Plus, you will dive into marketing
planning, including market research, pricing, distribution and targeting! Skill Level: Beginner Understand the marketing process Explain the uses of the marketing mix (the Four Ps) Explore the relationship between marketing and strategic planning Understand customer value, customer satisfaction, and the importance of loyalty Discuss the role of
ethics in marketing Describe the marketing planning process Understand how marketing information and market research is gathered, analyzed, and used Describe how target markets are identified and pursued Understand product marketing, including new product development Discuss the marketing issues involved in establishing the promotional
mix and in setting prices Understand the key issues in placement and distribution planning This self-paced course features a mobile-friendly mix of videos, real-world case studies and games. You’ll also have access to a subject matter expert in case you have questions along the way. Marketing Basics Ethics Market Research Strategic Planning This
course is hosted by our approved learning partner, MindEdge, whose mission is focused on helping adults learn the fundamentals and master the skills needed to succeed personally and professionally. Today, quick-hit marketing isn’t enough to drive real growth. You need strategic marketing. Strategic marketing moves beyond short-term goals and
aligns every action with the brand’s long-term vision, thereby guaranteeing sustainable success. Let’s unpack what strategic marketing means, why it’s essential, and the key steps you need to implement it effectively. Strategic marketing is a focused approach that aligns every marketing move with big-picture business goals, aiming to build a lasting
competitive edge. Unlike traditional marketing, which chases short-term wins—like holiday sales or one-off promotions—strategic marketing is about creating sustainable growth and loyalty. Think of it this way: while a brand might run seasonal ads to boost immediate sales, a strategic marketer goes deeper. Strategic marketing is more than a set of
tactics—it’s the foundation that drives meaningful growth and resilience. Here’s why embracing a strategic approach is essential for building a brand that lasts: It aligns every action with your vision and mission: Strategic marketing ensures that all efforts support your brand’s core purpose, creating a consistent experience that builds trust and
reinforces your identity. It gives you a competitive edge: A strong strategy differentiates you from competitors, carving out a unique position in the market and establishing your brand as a trusted leader. It keeps you flexible and ready to adapt: Strategic marketing primes you to respond to shifting trends and evolving customer needs, allowing your
brand to stay relevant and resilient. It builds deep customer loyalty: Strategic marketing fosters loyalty by creating value-driven experiences that turn customers into advocates, helping to grow your brand organically. You need a solid foundation to build a strategic marketing plan that drives sustainable growth. Each step in the process is essential
for aligning your marketing efforts with your business goals, understanding your market, and creating a roadmap that delivers lasting value. Here are the seven essential steps to building an effective strategic marketing plan: A data-driven strategy starts with robust market research and situation analysis. This step involves understanding your
customer’s needs, mapping your competitive landscape, and identifying trends that could impact your positioning. Through surveys, focus groups, competitor analysis, and customer feedback, you gather insights that ground your strategy in reality rather than assumptions. For example, say you’'re launching a plant-based snack. Market analysis might
show younger consumers want sustainable options with bold flavors. That insight lets you tailor messaging to highlight taste and eco-friendliness, meeting actual demand. Your mission statement is your brand’s guiding principle. It should clearly express what you stand for and how you aim to impact the market. Goals and objectives bring this vision
to life, giving your team a set of specific, measurable targets to work toward. This clarity ensures that each action is purpose-driven and supports broader business outcomes. For example, consider a fitness brand with a mission to “empower healthier lifestyles.” Instead of setting vague goals, they might aim to double their market share within five
years. Supporting objectives could include opening new regional stores, increasing app downloads, or improving customer retention by 20% annually. These measurable targets create a clear path forward, helping the team focus on results that move the needle. Audience segmentation allows you to communicate effectively by targeting specific
customer groups with tailored messages. By analyzing demographics, buying behaviors, lifestyle choices, or values, you can create segments that help you deliver the right message to the right people, maximizing impact and relevance. For example, a beauty brand could target older customers with anti-aging products, while eco-friendly packaging
attracts younger, sustainability-focused consumers. This tailored messaging can help maximize your impact. Your value proposition is your brand’s promise—why customers should choose you over the competition. Positioning, however, is how you communicate this value in a way that resonates. Together, these elements clarify your brand’s unique
benefits and create a distinct place in the customer’s mind. For example, if you're a tech company offering “secure, reliable cloud storage,” your value proposition is security and dependability. Your positioning might highlight that you’'re the safest choice for businesses prioritizing data protection. You could reinforce this message with customer
testimonials, case studies, and security certifications. This would help build trust, especially with customers who prioritize data protection. The marketing mix—product, price, place, and promotion—frames how you deliver value to customers. Each element must support your overall strategy and brand positioning, creating a cohesive experience that
meets customer expectations and sets you apart. For example, a premium coffee brand may use the 4 Ps to reinforce its positioning as a high-quality, artisanal product. The product is meticulously sourced, highlighting origin and quality; the price is slightly higher to signal premium value; the place is carefully chosen—upscale grocery stores or coffee
boutiques; and promotion emphasizes the craft and story behind the coffee beans. This blend ensures customers perceive the brand as high-end, aligning with their expectations. A strategy only succeeds if it’s implemented effectively. Implementation involves translating plans into action with organized resources, clear timelines, and defined team
roles. Every team member should understand their responsibilities, timelines, and KPIs to execute the plan efficiently and maintain accountability. For example, for a product launch, responsibilities might be split across departments — marketing oversees pre-launch promotions, sales manages retail partnerships, and customer service prepares for
inquiries. With clear deadlines and metrics in place (such as reaching 1,000 pre-orders by launch day), each team knows exactly what’s expected. This structure keeps the project on track, ensuring smooth execution and achieving key milestones. Strategic marketing is an ongoing process, and regular monitoring is essential for refining and
optimizing your approach. Use key performance indicators (KPIs) to track results and analyze data to understand what’s working—and what isn’t. Evaluating outcomes helps you adapt your strategy over time, keeping it aligned with your goals and responsive to market changes. For example, a retailer launching a new loyalty program might track
metrics like sign-up rates, customer engagement, and retention. If engagement is low, they can analyze customer feedback to tweak program benefits or improve communications. Continuous monitoring allows the brand to pivot and make adjustments that increase the program’s effectiveness, keeping customers engaged and driving long-term value.
Focusing on these foundational steps can help you develop a strategy that drives growth and creates a lasting connection with your audience. Now’s the time to shift from quick wins to a strategy that drives lasting growth. Focus on aligning every campaign with your brand’s mission, clarifying your positioning, and building customer loyalty. Make
strategy the backbone of your marketing—and watch the results compound. Need support? Join the AMA to access the tools, insights, and expert training you need to power up your strategic approach. A winning marketing strategy is your key to cutting through the noise, engaging your audience, and driving business growth. It goes beyond
individual campaigns and aligns every effort with your business goals to maximize ROI. Without a clear, data-driven approach, your marketing risks falling flat. But before we break down how to write a marketing strategy, let’s clarify what a marketing strategy actually involves. A marketing strategy is a long-term blueprint that outlines how your
business creates and delivers value to its customers. Instead of zooming in on the day-to-day execution of marketing campaigns, it serves as a strategic guide, steering all marketing efforts toward your broader business objectives. A well-thought-out strategy will help you reach the right audience with the right message at the right time. When
discussing types of marketing strategies, consider Ansoff’s Matrix, a strategic tool that aids businesses in evaluating their growth options. The matrix categorizes four key marketing strategies based on the combination of existing and new products and markets: A market penetration strategy focuses on boosting product sales in existing markets. It’s
the least risky approach, as it doesn’t require new products or market entry. Instead, it aims to increase market share through tactics like promotions, price adjustments, or increased product usage. Example: eBay used market penetration strategies to regain market dominance. The company reduced seller fees, introduced competitive pricing, and
launched targeted advertising to attract more users. They also improved their platform with features like “Guaranteed Delivery” and expanded global shipping. Additionally, eBay introduced loyalty programs like eBay Bucks and acquired competitors like StubHub, driving significant growth in active buyers and sellers by 2020. A product development
strategy involves creating new products for existing markets. Although riskier than market penetration, it’s a powerful way to meet evolving customer needs and stay competitive by introducing innovations. Example: Netflix transitioned from a DVD rental service to a global streaming platform in 2007, driven by consumer science and data-driven
testing to boost engagement and retention. Their focus on personalization through AI and the introduction of original content like “House of Cards” helped attract and retain subscribers, fueling the company’s growth. A market development strategy seeks to sell existing products in new markets. This strategy carries moderate risk, as it requires
adapting to new customer needs, behaviors, and competition in different geographic or demographic areas. Example: Canva initially targeted small business owners and individuals seeking a simpler design tool. Recognizing the potential in the education sector, Canva launched “Canva for Education,” a product tailored to educators and students.
Through targeted marketing campaigns, Canva successfully expanded its user base and established itself as a key player in the education industry. A diversification strategy involves launching new products in new markets, making it the riskiest strategy. However, if successful, it can unlock new revenue streams and significant growth opportunities.
Example: General Electric (GE) is a classic example of successful diversification. Originally focused on electrical goods, GE expanded into a wide range of industries, including aeronautics, rail, power plants, gas, and kitchen appliances. By acquiring and developing operations in these sectors, GE significantly broadened its market presence and
became a global conglomerate. Choosing the right strategy depends on your business goals, risk tolerance, and market conditions, but understanding and applying these strategies can help drive long-term success and expansion. While they are often used interchangeably, a marketing strategy and a marketing plan are distinct. But, developing
marketing strategies and plans are both essential for seizing market opportunities and fueling sustainable growth. A marketing strategy outlines the long-term vision, including your brand’s value proposition, key goals, and market positioning. For example, if you’'re launching a new coffee shop, your strategy might position the brand as a cozy,
community-focused café that offers premium, locally sourced coffee at an affordable price. A marketing plan, on the other hand, details the specific actions and tactics needed to execute the strategy. This could include hosting local events, running social media ads, and offering loyalty programs. Developing a strategic marketing plan includes defining
timelines, responsibilities, and budgets to bring the strategy to life effectively. Designing an effective marketing strategy is vital to your company’s success and fulfills a number of crucial functions: Aligns marketing with business goals: A clear marketing strategy, supported by effective marketing guidelines, keeps your team focused on the long-term
objectives of your business, ensuring that every marketing action contributes to those goals. Targets the right audience: By identifying and understanding your target audience, a comprehensive marketing strategy helps you tailor your messaging to resonate with potential customers who are most likely to engage with your brand. Ensures consistent
branding: A strategy allows you to maintain consistency in your brand’s voice, visuals, and messaging across all marketing channels, which builds trust and recognition with your audience. Optimizes resources and budget: With a strategic marketing strategy in place, you can allocate your marketing budget and resources more efficiently, focusing on
the channels and tactics that will yield the highest return on investment (ROI). Provides measurable results: A marketing strategy defines key performance indicators (KPIs) and metrics, allowing you to track the effectiveness of your marketing efforts and adjust your approach based on data-driven insights. So, how do managers create a marketing
strategy? Creating a comprehensive marketing strategy requires a clear, structured approach that aligns with your business goals and delivers measurable results. Here is a step-by-step guide that outlines how to create a marketing strategy for long-term success. Market research is essential for developing an effective marketing strategy. It helps
you understand your industry, target audience, competitors, and emerging trends. To conduct thorough market research, follow these steps: Define your objectives: Clarify what you want to achieve with your research, whether it’s understanding customer preferences or assessing competitors. Gather data: Use qualitative and quantitative methods,
including surveys, interviews, and industry reports, to collect relevant information. Analyze competitors: Evaluate competitors’ strengths and weaknesses to identify gaps where your business can differentiate itself. Identify trends: Stay informed about industry trends that could impact your business by following relevant publications and market
analyses. Example: A company entering the fitness market might research customer preferences for at-home workouts and assess competitor offerings to uncover opportunities for a unique product or service. After gathering insights, define your marketing objectives that align with your business goals. Ensure these objectives are SMART: Specific:
Clearly articulate what you want to achieve. Measurable: Establish criteria to measure progress. Achievable: Ensure objectives are realistic based on available resources. Relevant: Align objectives with overall business strategies. Time-bound: Set deadlines for achieving each objective. Example: If your goal is to increase revenue by 20% over the next
year, a marketing objective could be to boost website traffic by 30% and improve conversion rates by 15% through targeted content marketing. Understanding your target audience allows you to create messages that resonate. To develop detailed buyer personas to represent your ideal customers: Research demographics: Gather information about
age, gender, income, and education. Analyze psychographics: Explore interests, attitudes, and lifestyles. Create buyer personas: Develop personas that reflect your ideal customers’ profiles. Refine your personas: Continuously update personas based on new data and insights. Example: For a skincare brand, create personas like “Eco-conscious Emma,”
who values sustainable products, and “Busy Mom Maria,” who seeks quick, effective solutions. Your unique value proposition (UVP) differentiates your product or service. It should clearly communicate the unique benefits and reasons customers should choose your brand. To craft your UVP: Identify key benefits: Determine how your product solves
customer problems or fulfills needs. Analyze competitors: Assess what makes your product stand out from the competition. Articulate your UVP: Develop a clear and compelling UVP statement. Incorporate feedback: Test your UVP with your target audience and refine it based on their responses. Example: A meal delivery service might emphasize
convenience, fresh ingredients, and customizable options in its UVP, clearly showing how it saves customers time and promotes healthier eating. The marketing mix—often referred to as the 4 Ps (Product, Price, Place, and Promotion)—is essential for successfully implementing your marketing strategy. This framework ensures your product is
positioned correctly, priced appropriately, distributed efficiently, and promoted effectively to reach your target audience. Here’s how to approach each component: Product: Define the key features, benefits, and differentiators of your product. What makes it stand out in the market, and how does it solve your customer’s problems better than
alternatives? Price: Determine your pricing strategy based on customer value and market competition. Are you positioning your product as a premium offering, or do you plan to compete on affordability? Place: Decide where your product will be sold and how it will reach your customers. Will it be available in physical stores, online, or through a
direct sales model? Promotion: Identify the marketing channels and tactics you’ll use to build awareness and generate sales. This can include content marketing, social media campaigns, influencer collaborations, and more. By developing a solid marketing mix, you ensure that your product is well-positioned in the market, effectively priced, and
promoted through the right channels, giving your strategy the best chance for success. Once you have developed your marketing strategy, the next step in our marketing strategy guide is to implement and execute the strategy effectively. This phase involves creating a detailed action plan, allocating resources, and monitoring performance to ensure
that your strategy achieves its intended goals. Here’s how to navigate this critical phase: An effective marketing action plan translates your strategy into specific activities and tasks. To create this plan: Develop a timeline: Create a timeline that includes key milestones, deadlines, and launch dates for various marketing initiatives. This helps keep your
team on track and accountable. Assign responsibilities: Clearly define roles and responsibilities for team members involved in executing the marketing strategy. This ensures everyone knows their tasks and can collaborate effectively. Allocate a budget: Determine the budget for each marketing activity and allocate resources accordingly. This helps
ensure that you stay within your financial constraints while maximizing your marketing impact. Example: For a new product launch, your action plan might include a timeline for social media teasers, influencer partnerships, and a launch event. Assign responsibilities to team members for content creation, ad placement, and event coordination. To
ensure the success of your marketing strategy, you need to monitor its performance regularly. This involves tracking key performance indicators (KPIs) and metrics to evaluate the effectiveness of your efforts. Define KPIs: Establish relevant KPIs that align with your marketing objectives. Common KPIs include website traffic, conversion rates,
customer acquisition costs, and return on investment (ROI). Use analytics tools: Leverage marketing analytics tools to collect data and monitor performance across different channels. This allows you to gain insights into customer behaviors and campaign effectiveness. Analyze results: Regularly review the data to assess what’s working and what’s
not. Identify trends and patterns that can inform adjustments to your strategy. Adjust your strategy: Based on your performance analysis, make data-driven adjustments to optimize your marketing efforts. This may involve refining messaging, reallocating the budget, or changing promotional tactics. Example: After launching a new email marketing
campaign, you might track open rates, click-through rates, and conversions. If the open rates are low, you could test different subject lines or send times to improve engagement. Moving forward, focus on finalizing your marketing action plan by detailing tasks and assigning roles, ensuring that your budget supports high-impact initiatives.
Consistently monitor your performance through analytics to assess key metrics, and remain flexible to adjust your strategy as market dynamics and consumer preferences shift. By following this marketing strategy process, you’ll enhance your marketing strategy’s effectiveness and set your business up for long-term growth and success. With the
explosion of digital technology, including the widespread use of computers and smartphones, businesses began to experiment with new marketing tactics—which is the origin of digital marketing. Marketing is the practice of identifying and satisfying customer needs. This is a particularly important task in the business context, as successful marketing
efforts can drive leads and conversions. Even though marketing has deep roots in business history and culture, digital marketing is a newer and evolving practice. Fast forward to the present and digital marketing is as important, if not more so, than traditional marketing methods. Depending on the business there is a growing divide between
traditional and digital marketing, while others have found novel ways of bringing the two closer together. Regardless of the approach, it is vital for businesses to plan and execute a viable digital marketing strategy. Digital marketing refers to any marketing methods conducted through electronic devices which utilize some form of a computer,
including online marketing efforts conducted on the internet. In the process of conducting digital marketing, a business might leverage websites, search engines, blogs, social media, video, email and similar channels to reach customers. Unlike traditional marketing—which is static and often referred to as “one-way” communication—digital marketing
is an ever-changing, dynamic process. Stated otherwise, customers cannot interact with business through a billboard or print ad, whereas digital marketing provides an avenue for two-way communication between a business and its actual or prospective customers. These days, screen time is at an all-time high for many people. Digital marketing
takes advantage of this reality, promoting business products and services across the internet. In this way, businesses ensure that their marketing efforts are more likely to reach customers, by targeting them where they spend most of their time. From startups to enterprise businesses, a multifaceted digital marketing approach can lead to significant
commercial benefits. Successful digital marketing strategy generally involves a combination of various methods, including online advertising, search engine optimization and marketing, social media marketing and management and content creation, among others. Digital marketing is a broad term that encompasses many different channels for
promoting business interests to prospective customers. Depending on the business needs and goals, there are countless ways to conduct digital marketing. It is not a cookie-cutter exercise. That being said, there are several common methods for conducting digital marketing, including: Search Engine Optimization (SEO) — SEO is the practice of
improving ranking within major search engines to increase online traffic. Search Engine Marketing (SEM) — SEM leverages paid online advertising to increase website visibility within search engines. SEM is often used in conjunction with SEO. Pay-Per-Click (PPC) — PPC is an online method for advertising where a business only pays for its ads
when a person clicks on them. Social Media Marketing (SMM) — SMM is the practice of using social media channels to promote business products or services. The use of social media influencers, often referred to as influencer marketing, is prevalent in SMM. Email Marketing — Email marketing enables businesses to send branded, promotional
content directly to prospective customers via email. The use of automated newsletters is common in this context. Affiliate Marketing — Affiliate marketing is a performance-based exercise that enables revenue sharing and pay-per-sale (PPS) compensation within a common network. Content Marketing — Content marketing refers to the publishing
and distribution of text, video or audio materials to customers online. Blogs, videos and podcasts are common ways for businesses to engage in content marketing. Native Advertising — Native advertising involves blending marketing materials into a medium, making the underlying message and marketing purposes equally important. Sponsored
content, in which one business posts its own content on a different website, is a common method of native advertising. There are numerous ways to execute a digital marketing strategy. For most businesses, successful inbound marketing involves the use and application of multiple digital marketing methods. Given the diversity of digital marketing
methods, there is a similarly diverse set of benefits available for digitally savvy benefits. On an overarching level, digital marketing enables businesses to reach customers during everyday activities, such as scanning social media, reading online articles, watching videos, etc. When customers are exposed to marketing in this type of natural and regular
manner, it can yield a variety of commercial benefits. Digital marketing is defined by using numerous digital tactics and channels to connect with customers where they spend much of their time: online.Hubspot More specifically, digital marketing can help businesses achieve any or all of the following benefits: Global Reach — Unlike traditional
methods, digital marketing is not necessarily bound to a specific geographic area. The internet is available to customers across the globe. This allows businesses to market and sell to customers who live in a different state or country, removing many traditional barriers to entry. Low Cost of Entry — To achieve the global reach of digital marketing
through traditional channels, there would be a serious price tag attached. On the other hand, certain aspects of digital marketing can be achieved with a small investment of time and resources. For example, even small or startup businesses can create a website, manage social media and publish blogs without breaking the bank. Measurable ROI — In
order to maximize profits, businesses must carefully evaluate return on investment (ROI). With traditional marketing, ROI can be difficult, sometimes impossible, to measure. On the other hand, digital marketing provides real-time visibility into the effectiveness of each campaign, enabling business leaders to make well-informed decisions to drive
revenue and increase profit. Improved Targeting — Digital marketing allows businesses to target very specific demographics of potential customers. By engaging customers in a particular geography, industry or social channel, businesses have a much better chance of reaching their target demographic. Dynamic Adaptability — Digital marketing
strategies are extremely malleable and flexible, enabling businesses to adjust course when needed. Unlike long-term, traditional marketing campaigns, businesses can adjust their digital efforts on the fly, enabling quick pivots when necessary to realize commercial opportunity. Immediate Connection — Before making a purchase, modern customers
generally conduct online research and evaluate reviews. The first step in this process typically starts with a search engine. In this way, businesses with developed SEO, SEM and PPC strategies can connect immediately with customers. Relationship Building — The rise of social media has turned it into a dominant communications platform for many
customer demographics. Furthermore, customers increasingly want to interact with businesses on their terms and on their preferred platform. As a result, businesses that engage in effective SMM practices can build longtime and loyal relationships with current and prospective customers. Overall, businesses of every shape and size can achieve
powerful benefits through effective use of digital marketing methods. Furthermore, the cost of digital marketing can be tailored to each specific business, stripping many barriers to entry of traditional methods. With so many benefits available for just about any budget, it makes sense why so many businesses are succeeding with digital marketing
efforts. The simple answer is that there is a digital marketing strategy for every budget. The flexibility of digital marketing strategies yields benefits for just about every size of business, from small to large. With such a wide range of methods and strategies, it is not possible to provide a one-size-fits-all price tag for digital marketing. Instead, it is
helpful to examine the digital marketing spend for different levels of business, as small companies will spend less than larger ones. For example: Basic Digital Marketing — Startups and small businesses do not generally have a large budget available for digital marketing. These businesses focus on low-cost methods, typically leveraging websites,
blogs and social media to drive revenue at a low price point. The cost for basic digital marketing can be several hundred dollars per month. Intermediate Digital Marketing — Medium-sized businesses tend to have established revenue streams and the capability to spend more on digital marketing. This is where SEO, SEM, PPC and email marketing
start to become prevalent. The cost for intermediate digital marketing can be several thousand dollars per month. Advanced Digital Marketing — Large or enterprise businesses will use digital marketing in a comprehensive and often global manner. These businesses tend to have developed strategies across most digital marketing channels. These
businesses often spend substantial resources developing a digital marketing strategy across many available channels. The cost for advanced digital marketing can be tens of thousands of dollars per month. As demonstrated above, the cost of digital marketing varies greatly based on business size, revenue and goals. Smaller companies will often start
with a basic strategy and develop intermediate or advanced methods down the road. Ultimately, it is possible for just about every business to create and implement a digital marketing strategy that meets their needs and budget. The process for creating and implementing a digital marketing strategy involves many steps and required considerations.
In this context, it is critical to devote time and resources to planning and creation. Information, analytics and research collected while planning and creating can have a tremendous impact during implementation. It is true that every business has unique needs and goals. Correspondingly, the creation and implementation of a digital marketing
strategy will change from business to business. But in common practice, many businesses employ a similar process for creating and implementing a digital marketing strategy, as outlined below. Identify Marketing Goals — The first step in this process involves identifying specific goals, such as driving sales, generating leads, building brand
recognition or increasing subscribers. Solidify Sales Process — To maximize the benefits of digital marketing, it is necessary to understand the digital sales process and exactly how customers will make digital purchases. Isolate Target Customers — Creating a strong target demographic with refined buyer personas helps isolate the ideal customers to
purchase business goods or services. Choose Marketing Channels — Armed with target demographic and buyer personas, it is important to identify the best digital marketing channels to reach those ideal customers. Set Clear Benchmarks — In order to evaluate a digital marketing strategy, it is advisable to establish clear benchmarks for success
and measure progress along the way. Make Necessary Adjustments — After creating and implementing a digital marketing strategy, it is important to monitor progress toward goals and adjust as needed. An effective digital marketing strategy must take into account the individual needs and goals of the business in question. Accordingly, a digital
marketing strategy that works for a small “mom-and-pop” store is likely inappropriate for a global brand. The good news is that digital marketing offers a wide range of methods, channels and strategies. So, businesses of just about any size and in just about any industry can leverage digital marketing to great effect. Think marketing and promotion
are the same? Not quite. Marketing is all about the long game—building brand value and nurturing customer relationships over time. Promotion, on the other hand, is a quick push for immediate results. Knowing how they differ and work together can sharpen your strategy and boost your results. Let’s investigate. Marketing includes all the efforts a
company makes to attract and keep customers by showing them the value of its products or services. It’s about building connections, sharing useful information, and creating a consistent experience that keeps customers coming back. The aim is to build loyalty and drive long-term growth. The main elements of marketing are often called the 4 Ps of
marketing: Product: The “product” includes everything about your offering that solves a customer’s problem or fulfills a need. Price: Price reflects the value of a product and shapes how customers perceive the product. Place: Place ensures the product is accessible to the target audience through the proper channels. Promotion: Promotion is about
communicating the product’s value and driving engagement. Each of these components works together to form an effective marketing strategy, ensuring that the product reaches, engages, and retains the right audience. Promotions are tactical components within marketing, focused on achieving quick, measurable results. Unlike marketing’s long-
term focus, promotions drive short-term action—whether it’s a boost in sales, an increase in brand awareness, or heightened customer engagement. The core components of promotions include: Advertising: Paid media placements are used to increase visibility and brand recall. For example, a 10-day ad blitz across social media platforms to spotlight a
limited-edition product launch. Sales promotions: Short-term incentives like discounts and bundles that push customers to act quickly. E.g., a weekend-only discount code to increase online sales for a specific product line. Public relations (PR): Efforts to shape a positive brand image through media outreach, events, and community initiatives. For
example, a company may issue a press release about a new sustainability initiative, gaining favorable media coverage. Direct marketing: Personalized outreach via email, SMS, or direct mail, targeting customers to prompt quick action. For example, a fashion brand sends a flash sale text to previous customers, encouraging same-day purchases.
Although marketing and promotion are closely related, they serve distinct roles within a brand’s strategy. Recognizing these differences can help you enhance your strategic focus, balancing long-term growth with immediate gains. Marketing takes a broad, comprehensive approach, focusing on engaging customers at every stage of their journey to
build lasting relationships and brand loyalty. It’s all about creating a consistent, long-term impact. For instance, a skincare brand might use customer insights to develop products for different skin types, tailoring its messaging to emphasize long-term benefits like healthier, glowing skin. Promotion, in contrast, has a narrower focus, targeting short-
term goals like immediate engagement or sales. It’s a specific, tactical effort designed to generate quick action. That same skincare brand, for example, might run a limited-time “20% off” promotion on its new moisturizer to encourage immediate purchases and boost awareness right after launch. Marketing is a long-term effort that adapts over time
to keep the brand relevant and support steady growth. It involves ongoing evolving strategies to align with changing customer needs and trends. For example, an eco-friendly cleaning product company might regularly refine its product formulas to reduce environmental impact and communicate these improvements in its marketing to attract
conscious consumers over the years. Promotions, however, are short-term, designed to achieve immediate results within a specific timeframe. They provide a quick boost, perfect for taking advantage of timely opportunities but without the sustained focus that marketing provides. That same cleaning product company, for example, might run a month-
long promotion offering a discount on starter kits to attract new customers interested in eco-friendly alternatives. Marketing aims to build broad, long-term goals like brand awareness, customer loyalty, and overall brand value. It’s focused on creating a lasting impact by nurturing relationships and establishing a solid market presence. For example, a
wellness brand might produce educational content about holistic health, helping build trust and credibility with customers seeking a healthy lifestyle. Promotions, by contrast, target fast results with specific, immediate objectives, such as increasing visibility, boosting engagement, or driving quick conversions. That same wellness brand, for example,
might offer a “buy one, get one free” promotion on supplements for a week to boost sales and attract new customers quickly. This aims to create a spike in interest without necessarily fostering long-term loyalty. Marketing plays a role throughout the customer journey, from initial awareness to building loyalty after purchase. It provides a cohesive
experience that keeps customers engaged, and fosters trust over time. For example, a meal-kit delivery service might use marketing to highlight the convenience and variety of its kits, nurturing the customer from the discovery phase through repeated engagement and membership retention. Promotions usually target specific stages of the journey,
often focusing on the decision or action phases to drive quick purchases. That same meal-kit service, for example, might offer a “first box free” promotion to new subscribers, prompting them to make their first purchase quickly. Measurement and success metrics Marketing is measured by long-term metrics like brand health, customer retention, and
customer satisfaction, reflecting its goal of steady growth and lasting relationships. For example, a luxury car brand might look at metrics like repeat buyers, customer feedback, and brand sentiment to assess the impact of its marketing efforts. Promotions, however, are assessed by immediate metrics, such as sales spikes, conversion rates, or
engagement levels during a campaign. That same car brand, for example, might measure the success of a “year-end clearance” promotion by tracking the number of cars sold during the promotional period, capturing the short-term impact on sales. Understanding these distinctions allows for a balanced approach that leverages both the longevity of
marketing and the immediacy of promotions for optimal brand success. Mastering the balance between marketing and promotion unlocks both sustained brand growth and immediate results. Let marketing lay the groundwork for strong customer relationships, while promotions provide the timely boosts that drive quick action. Ready to sharpen your
strategy even further? Explore AMA’s extensive resources to gain the insights and tools you need to elevate your approach and drive real results. Marketing is a crucial driver of business growth. It goes beyond mere transactions; it’s about building meaningful connections with your audience and standing out in a competitive landscape. As marketing
professionals, it’s vital to grasp the different types of marketing and how to leverage them effectively for your success. By mastering this, you’ll be empowered to create targeted campaigns that truly resonate with your audience and yield measurable results. To engage effectively in marketing, it’s crucial to recognize the difference between:
Marketing strategy: This foundational element outlines your business goals and the approach to achieve them. A well-defined strategy aligns all marketing activities, preventing wasted resources and ensuring your brand stands out in a competitive market. Marketing technique: Techniques are the methods used to execute your strategy. They dictate
how you reach your audience and deliver your message. Marketing tactic: Tactics are the specific actions taken to implement your techniques. Effective tactics directly impact your marketing performance, translating strategies and techniques into measurable results. Together, these components form the backbone of successful marketing efforts.
Each marketing type serves a unique purpose and can be tailored to specific business goals and target audiences. Here are the top 17 types of marketing that can help you succeed: 1. Content marketing Content marketing is centered around creating valuable content designed to attract and engage your target audience. This marketing type has
multiple objectives: establishing brand authority, building consumer trust, and fostering deep connections. With 90% of organizations utilizing content marketing and 80% of consumers preferring custom content, it is a marketing type you must pay attention to. When implementing a content marketing strategy, consider the following techniques:
Blogging: Regular blog posts boost SEO and share valuable insights, keeping your audience informed and engaged. This technique is crucial for establishing authority in your industry. Video marketing: Creating engaging videos simplifies complex topics, showcases products, and enhances viewer engagement. Video content is vital for capturing
attention and increasing shareability. Ebooks and whitepapers: These in-depth resources provide valuable information in exchange for contact details, helping to capture leads and educate your audience. Webinars: Hosting interactive sessions allows for real-time engagement with your audience, facilitating direct communication and feedback.
Infographics: Visual representations of data make information digestible and shareable, effectively increasing your content’s reach. These techniques are effective because they provide value and create opportunities for engagement and sharing, extending your content’s impact. To employ content marketing effectively, consider these actionable
tactics: Develop a content calendar: Plan your content in advance to ensure a consistent posting schedule that aligns with relevant events and themes. Optimize for SEO: Incorporate relevant keywords and meta descriptions to enhance visibility in search results and attract organic traffic. Leverage social media: Share your content across various
platforms to broaden your reach and encourage audience interaction through comments and discussions. Analyze performance: Use analytics tools to track engagement metrics, allowing you to refine your content strategy based on audience preferences. Encourage user-generated content: Invite your audience to share their experiences with your
brand, enriching your content and fostering community. Social media marketing focuses on engaging your audience on platforms like Facebook, Instagram, LinkedIn, and Twitter. This marketing type has multiple key objectives: it enhances brand awareness, builds customer loyalty, and drives traffic to your website. With 24% of Boomers and 46% of
Gen X consumers discovering new products through social media, it is an essential marketing type for connecting with customers and promoting your brand. When implementing a social media marketing strategy, consider the following effective techniques: Content creation: Crafting engaging posts, images, and videos tailored to each platform’s
audience enhances engagement and relevance. Influencer marketing: Collaborating with influencers expands your reach and leverages their credibility with established audiences. This technique is vital for building trust and accessing new customer segments. Community management: Actively managing and responding to audience interactions
fosters a sense of community and strengthens customer relationships. Social media advertising: Running paid ad campaigns on social media platforms can significantly increase your brand’s visibility and engagement with targeted demographics. These techniques are effective because they resonate with users, create shareable moments, and enhance
brand interactions. To employ social media marketing effectively, consider these actionable tactics: Develop a posting schedule: Maintain a consistent posting cadence to ensure your content remains timely and relevant. Engage actively with your audience: Respond to comments and messages promptly to build relationships and foster community.
Monitor trends: Stay updated on trending topics to keep your content relevant and engaging. Utilize analytics tools: Track engagement metrics to understand what content resonates most with your audience. Run targeted ads: Use paid advertising to reach specific demographics and boost your visibility. Search Engine Marketing (SEM) is critical, as
online search is the number one way today’s buyers discover new products. Effective SEM ensures your brand appears when potential customers search for your products or services. The key objectives of SEM include increasing website traffic, enhancing brand visibility, and generating leads. When implementing an SEM strategy, consider the
following techniques: Keyword research: Identifying and targeting relevant keywords is fundamental to improving search visibility and relevance. On-page SEO: Optimizing your website’s content and structure to enhance search visibility is essential for attracting organic traffic. Pay-per-click (PPC) advertising: Creating targeted ads that appear in
search results drives immediate traffic to your site and increases conversions. Link building: Developing a network of inbound links to your site improves your domain authority and search engine rankings. Local SEO: Optimizing for local search helps businesses attract customers in specific geographic areas, which is essential for brick-and-mortar
establishments. These techniques work together to maximize your visibility when potential customers are actively searching. To implement SEM successfully, consider these tactics: Optimize ad copy: Write compelling and relevant ad copy that encourages clicks and aligns with user intent. Use negative keywords: Refine your PPC campaigns by
excluding irrelevant search terms to maximize budget efficiency. Track performance metrics: Utilize analytics tools to monitor traffic sources, conversions, and overall ROI from your SEM efforts. Adjust bidding strategies: Manage your bids based on performance data to ensure you’re maximizing your ad spend. Conduct A/B testing: Experiment with
different ad formats and keywords to determine what resonates best with your audience. Email marketing boasts one of the highest ROIs, yielding returns of up to $36 for every dollar spent. This strategy allows you to nurture leads and maintain customer relationships through direct communication. The key objectives of email marketing include lead
nurturing, building customer relationships, and driving conversions. With a well-timed and personalized email campaign, you can keep your audience engaged and turn leads into loyal customers. When implementing an email marketing strategy, consider the following effective techniques: Personalized campaigns: Tailoring your email content to the
individual recipient increases relevance and engagement, enhancing the overall effectiveness of your communications. Automated drip campaigns: Setting up automated workflows for welcome emails, follow-ups, and targeted promotions helps maintain consistent communication with your audience. Newsletters: Regularly sending informative
newsletters keeps your audience engaged with valuable content while promoting your offerings. Feedback surveys: Sending out surveys encourages recipients to share their opinions, providing insights to refine your email marketing strategy. These techniques enhance the effectiveness of your email campaigns, leading to higher open and click-
through rates. To employ email marketing successfully, consider these actionable tactics: Craft compelling subject lines: Use attention-grabbing subject lines to increase open rates. Optimize for mobile devices: Ensure your emails are mobile-friendly, as many users access their emails on smartphones. Use segmentation: Divide your email list into
segments based on demographics or behavior to allow for targeted messaging that resonates with different audience segments. A/B test your campaigns: Experiment with different subject lines, content, and send times to determine what works best. Monitor engagement metrics: Use analytics to track open rates, click-through rates, and conversions
to refine your approach. Maintain a consistent sending schedule: Regular communication keeps your brand top-of-mind without overwhelming your audience. 5. Contextual marketing Contextual marketing delivers personalized ads based on users’ online behavior and browsing context. This approach enhances relevance and boosts engagement,
making it a powerful strategy in today’s digital landscape. The key objectives of contextual marketing include improving relevance, enhancing the user experience, and driving conversions. Targeting users with ads that align with their current interests increases the likelihood of engagement and immediate actions. When implementing a contextual
marketing strategy, consider the following effective techniques: Behavioral targeting: Utilizing data on user behavior allows you to deliver tailored messages that align with their interests, significantly increasing engagement rates. Dynamic ad placement: Adjusting your advertising based on real-time user engagement ensures better relevance and
improves user experience. Retargeting campaigns: Serving ads to users who have previously interacted with your brand helps to remind them of their interests and encourages conversions. Content-based targeting: Placing ads within the context of relevant content enhances the user experience and encourages interaction. Geotargeting: Delivering
contextually relevant ads based on a user’s geographic location can increase the likelihood of engagement, especially for local businesses. These techniques ensure your marketing messages resonate with users at the right moment. To implement contextual marketing successfully, consider these tactics: Utilize data analytics: Leverage analytics tools
to track user behavior and inform your targeting strategy. Create relevant content: Ensure your ads and messaging are contextually appropriate, enhancing user engagement. Test different contexts: Experiment with various placements and messaging to see what resonates most with your audience. Monitor performance continuously: Analyze the
effectiveness of your contextual ads to refine targeting and improve results. Stay updated on trends: Keep an eye on evolving user behavior and preferences to adapt your contextual marketing strategy effectively. Influencer marketing is becoming increasingly important, with 85.8% of marketers planning to allocate a budget toward this strategy in
2024. Partnering with influential figures helps tap into established audiences, enhance credibility, and expand your brand visibility. The key objectives of influencer marketing include increasing brand awareness, building trust with consumers, and driving engagement. Influencers have loyal followings, which can translate to higher trust for your
brand and increased customer interactions. When implementing an influencer marketing strategy, consider the following effective techniques: Micro-influencer collaborations: Partnering with micro-influencers can yield high engagement rates, often at a lower cost than working with larger influencers. Brand ambassadors: Establishing long-term
partnerships with influencers as brand ambassadors helps create consistent messaging and deeper brand associations. Content co-creation: Collaborating with influencers to produce content ensures that it resonates with their audience while authentically promoting your brand. Affiliate marketing with influencers: Providing influencers with unique
affiliate links incentivizes them to promote your products while earning commissions on sales. Product reviews: Having influencers create authentic reviews increases trust and encourages their audience to consider your products. These techniques effectively leverage the trust and engagement influencers have cultivated with their followers. To
implement influencer marketing successfully, consider these tactics: Set clear objectives: Define what you want to achieve with your influencer campaign, whether it’s brand awareness, engagement, or sales. Develop guidelines: Provide influencers with brand guidelines to ensure consistent messaging while allowing creative freedom. Monitor
campaign performance: Use analytics to track engagement metrics and assess the effectiveness of your influencer partnerships. Engage with influencers: Foster ongoing relationships with influencers for sustained collaboration and authenticity. Leverage a mix of influencers: Consider working with both micro and macro influencers to maximize reach
and engagement across different audience segments. Event marketing focuses on hosting or sponsoring events to create direct customer interactions and showcase your brand. In a recent report, over half of global marketing leaders listed in-person or virtual events as one of the most effective marketing channels. This marketing type has multiple
objectives: it builds relationships, generates leads, and enhances brand visibility. When implementing an event marketing strategy, consider the following techniques: Conferences and trade shows: Participating in industry-specific events allows you to connect with potential customers and establish your presence in the market. Webinars and online
workshops: Hosting educational sessions online helps to engage your audience and showcase your expertise, making it easier to gather leads. Networking events: Creating opportunities for attendees to connect fosters relationships and promotes community engagement. Product launch events: Organizing events to unveil new products creates
excitement and drives media attention, generating buzz around your brand. Sponsorships: Partnering with established events or causes can enhance your brand’s visibility and reputation by association. These techniques are effective because they create memorable experiences that foster deeper connections with your audience. To employ event
marketing effectively, consider these actionable tactics: Promote your events: Use social media, email marketing, and traditional advertising to raise awareness about your event. Engage attendees: Offer interactive sessions and activities to keep participants engaged and encourage networking. Follow-up post-event: Send thank-you emails and
surveys to attendees to gather feedback and nurture leads generated during the event. Utilize event technology: Incorporate event apps and digital tools to enhance the attendee experience and facilitate networking. Measure success: Track attendance, engagement levels, and follow-up conversions to evaluate the effectiveness of your events. Affiliate
marketing involves leveraging third-party affiliates to promote your products in exchange for a commission on sales. This marketing type has key objectives: it expands your reach, drives sales, and builds credibility. With half of U.S. marketers employing affiliate marketing, this method is essential for driving conversions at various customer journey
stages. When implementing an affiliate marketing strategy, consider the following effective techniques: Affiliate networks: Joining established affiliate networks helps you connect with a wide range of affiliates who can promote your products effectively. Content creators and bloggers: Partnering with bloggers and content creators in your niche can
enhance credibility and reach target audiences more effectively. Email marketing affiliates: Allow affiliates to promote your products through their email lists, providing an additional channel for conversions. Influencer affiliates: Working with influencers who share your brand values can help tap into their audience while leveraging their trust and
authority. Discount codes and promotions: Providing affiliates with unique discount codes incentivizes their audience to purchase, driving conversions. These techniques are effective because they enable you to scale your marketing efforts while only paying for successful conversions. To employ affiliate marketing successfully, consider these tactics:
Define commission structures: Set clear commission rates and structures that motivate affiliates while ensuring profitability for your business. Provide marketing materials: Equip your affiliates with banners, product descriptions, and promotional content to help them effectively market your products. Track affiliate performance: Utilize tracking tools
to monitor affiliate sales, clicks, and conversions to understand which partners are most effective. Foster relationships: Maintain ongoing communication with affiliates to build strong partnerships and provide support. Evaluate and optimize: Regularly assess the performance of your affiliate programs and adjust strategies as needed to improve
results. Video marketing focuses on using video content to engage audiences and promote your brand. 87% of marketers report that incorporating video into their marketing strategy has resulted in a positive ROI. This marketing type has several key objectives: it increases brand awareness, enhances customer engagement, and drives conversions.
When implementing a video marketing strategy, consider the following effective techniques: Product demos: Showcasing your products through demonstrations can help potential customers understand their value and functionality. How-to videos: Educational content that provides solutions to common problems engages viewers and positions your
brand as an authority. Customer testimonials: Featuring satisfied customers in videos builds trust and credibility, encouraging prospects to choose your brand. Live streaming: Hosting live events allows for real-time interaction with your audience, fostering a sense of community. Social media clips: Creating short, engaging videos tailored for social
media platforms maximizes reach and encourages sharing. These techniques are effective because they capture attention, convey information quickly, and encourage audience interaction. To employ video marketing effectively, consider these actionable tactics: Optimize for SEO: Use relevant keywords in video titles and descriptions to enhance
search visibility. Leverage social media: Share your videos across social media platforms to broaden your reach and engage with your audience. Analyze performance: Use analytics to track views, engagement, and conversion rates to understand the effectiveness of your videos. Engage with viewers: Respond to comments and encourage discussions
around your video content to build community. Create a video distribution plan: Plan how and where you will distribute your videos to maximize their reach and effectiveness. Brand marketing focuses on shaping public perception of your brand to foster trust, loyalty, and recognition. This marketing type has several key objectives: it builds brand
identity, differentiates your offerings from competitors, and creates emotional connections with customers. An effective brand marketing strategy is essential in a crowded marketplace where 77% of consumers make purchasing decisions based on brand trust. When implementing a brand marketing strategy, consider the following techniques: Brand
storytelling: Sharing your brand’s story helps create emotional connections with consumers, making your brand more relatable. Consistent messaging: Ensuring your messaging is consistent across all channels strengthens brand recognition and trust. Visual branding: Developing a recognizable logo, color palette, and design elements reinforces your
brand identity and makes it memorable. Community engagement: Actively participating in community events or causes helps humanize your brand and build goodwill. Customer experience: Focusing on creating a positive customer experience enhances loyalty and encourages word-of-mouth referrals. These techniques are effective because they build
a strong, recognizable brand that resonates with your audience and differentiates you from competitors.To employ brand marketing effectively, consider these actionable tactics: Conduct market research: Understand your target audience’s preferences and behaviors to tailor your branding efforts accordingly. Create a brand style guide: Develop
guidelines for how your brand should be presented across all media, ensuring consistency. Leverage user-generated content: Encourage customers to share their experiences with your brand, which can help enhance authenticity. Monitor brand sentiment: Use social listening tools to track how your brand is perceived online and respond to feedback.
Reevaluate brand positioning: Regularly assess your brand’s position in the market to ensure it remains relevant and resonates with your audience. Conversational marketing focuses on engaging prospects and customers through real-time, one-on-one conversations. This marketing type has several key objectives: it enhances customer experience,
gathers insights, and drives conversions. With consumers increasingly expecting immediate responses, this approach is essential for meeting their needs. When implementing a conversational marketing strategy, consider the following effective techniques: Live chat: Offering real-time support through live chat on your website allows for immediate
assistance and helps address customer inquiries quickly. Chatbots: Automated chatbots can handle common questions and guide users through the sales process, providing 24/7 support. Social messaging: Engaging with customers on social media messaging platforms creates direct lines of communication and enhances customer satisfaction.
Personalized conversations: Tailoring interactions based on customer data increases relevance and improves engagement. Feedback loops: Actively soliciting customer feedback during conversations helps gather insights for improving products and services. These techniques are effective because they facilitate immediate communication, improve
customer satisfaction, and drive conversions. To employ conversational marketing effectively, consider these tactics: Set up automated responses: Implement automated responses for common inquiries to provide instant support. Train your team: Ensure your team is equipped to handle conversations effectively, maintaining a consistent brand voice.
Utilize CRM tools: Use customer relationship management tools to track conversations and gather insights on customer preferences. Monitor engagement: Track engagement metrics to assess the effectiveness of your conversational marketing efforts. Continuously improve: Regularly analyze conversation data to refine your approach and enhance
customer interactions. Acquisition marketing focuses on converting leads into customers through targeted campaigns and offers. This marketing type has several key objectives: it drives new customer acquisition, increases sales, and enhances brand visibility. With effective acquisition strategies, businesses can optimize their marketing spend and
ensure a strong return on investment. When implementing an acquisition marketing strategy, consider the following techniques: Lead generation campaigns: Utilizing targeted campaigns to attract potential customers helps in building a solid lead base. This technique is essential for creating opportunities for future sales. Landing pages: Creating
dedicated landing pages for specific offers or promotions increases conversion rates by providing focused information to potential customers. Free trials or samples: Offering free trials or samples allows potential customers to experience your product or service without risk, often leading to increased conversions. Referral programs: Encouraging
existing customers to refer new clients can enhance your customer base and leverage word-of-mouth marketing effectively. Email campaigns for lead nurturing: Sending targeted email campaigns that educate and engage leads helps guide them through the sales funnel. These techniques are effective because they directly address potential
customers’ needs and concerns, making the path to conversion clearer. To employ acquisition marketing successfully, consider these actionable tactics: Implement targeted advertising: Use pay-per-click (PPC) and social media advertising to reach specific demographics likely to convert. Create compelling offers: Develop attractive offers or discounts
that entice potential customers to make a purchase. Use analytics to monitor performance: Track conversion rates and analyze the effectiveness of different campaigns to refine your strategy. Segment your audience: Tailor your messaging to different segments of your audience for more effective communication. Follow up with leads: Implement a



structured follow-up process to ensure no potential customer is left unattended. Proximity marketing utilizes location-based targeting to reach customers near a physical location. The proximity marketing market is predicted to grow significantly, with a projected value of around $423.67 billion by 2031, showing its increased popularity. This
marketing type has multiple objectives: it enhances customer engagement, drives foot traffic to stores, and increases sales. When implementing a proximity marketing strategy, consider the following techniques: Bluetooth beacons: Using Bluetooth technology to send targeted messages to customers’ smartphones when they are within range of your
store enhances engagement. Geofencing: Creating virtual boundaries around specific locations allows you to send promotional messages to customers’ devices when they enter or exit these areas. Location-based ads: Serving ads tailored to users’ current locations helps drive traffic to nearby stores and encourages immediate purchases. In-store
promotions: Offering special deals or promotions to customers who are physically present in your store can increase sales. Mobile apps: Utilizing a mobile app that provides location-based services can enhance customer experience and facilitate engagement. These techniques are effective because they target customers when they are most likely to
convert. To implement proximity marketing successfully, consider these tactics: Define your target areas: Clearly identify the geographic areas where you want to reach potential customers. Ensure clear messaging: Craft concise and compelling messages that resonate with customers and encourage them to take action. Utilize customer data:
Leverage data analytics to understand customer behavior and optimize your proximity marketing efforts. Monitor engagement levels: Track the performance of your proximity campaigns to assess their effectiveness and make necessary adjustments. Respect privacy regulations: Ensure compliance with data protection and privacy regulations when
collecting and using customer location data. Guerrilla marketing uses unconventional tactics to promote a brand in public spaces, often creating memorable experiences that engage consumers. This marketing type has multiple key objectives: it raises brand awareness, generates buzz, and fosters community engagement. Guerrilla marketing
campaigns are designed to be cost-effective while delivering high impact, often using creativity to captivate audiences. When implementing a guerrilla marketing strategy, consider the following techniques: Street art: Creating eye-catching murals or installations in public spaces can generate significant attention and conversation around your brand.
Flash mobs: Organizing spontaneous performances can attract a crowd and create a memorable experience that aligns with your brand message. Pop-up experiences: Setting up temporary installations or events can create a sense of urgency and exclusivity, driving engagement and foot traffic. Public stunts: Executing unexpected and attention-
grabbing stunts can generate media coverage and social media buzz, amplifying your reach. Viral marketing: Creating content specifically designed to be shared widely can leverage social media to increase brand awareness. These techniques are effective because they break through the clutter of traditional advertising, leaving a lasting impression
on consumers. To implement guerrilla marketing successfully, consider these actionable tactics: Identify your target audience: Ensure that your campaign resonates with the demographic you wish to reach. Leverage social media: Use social media platforms to amplify your guerrilla marketing efforts, encouraging participants to share their
experiences. Plan for safety and permissions: Ensure that your campaigns are safe for participants and comply with local regulations regarding public advertising. Measure impact: Use metrics such as social media engagement, foot traffic, and media mentions to assess the effectiveness of your campaign. Be creative and authentic: Ensure your
campaign aligns with your brand values and authentically engages your target audience. By employing these strategies, techniques, and tactics, you can effectively use guerrilla marketing to raise brand awareness and create memorable experiences. Product marketing focuses on positioning and promoting products to drive demand and sales. This
marketing type has several key objectives: identifying target markets, differentiating your product from competitors, and communicating value to potential customers. Effective product marketing ensures a successful product launch and sustains demand over time. When implementing a product marketing strategy, consider the following techniques:
Market research: Conducting thorough research helps identify target audiences and understand their needs, informing your product positioning. Product positioning: Clearly defining how your product stands out from competitors enables effective messaging and communication of its value. Go-to-market strategy: Developing a comprehensive plan for
launching your product ensures all stakeholders are aligned and ready to support the launch. Sales enablement: Equipping your sales team with the necessary tools, training, and resources helps them effectively communicate your product’s benefits to customers. Customer feedback: Gathering and analyzing customer feedback post-launch allows for
continuous improvement and adaptation of your marketing strategy. These techniques are effective because they ensure your product resonates with the target audience and meets their needs. To employ product marketing successfully, consider these tactics: Define clear messaging: Develop concise and impactful messaging that communicates the
product’s value proposition. Utilize multi-channel marketing: Promote your product across various channels to maximize visibility and reach your target audience. Train your team: Ensure that sales and customer service teams are well-informed about product features and benefits to address customer inquiries effectively. Analyze competitive
landscape: Regularly assess competitors to adjust your positioning and strategy as needed. Set measurable goals: Establish specific, measurable objectives to track the success of your product marketing efforts. Word-of-mouth marketing leverages satisfied customers to promote a brand through personal recommendations. Research shows that 88%
of consumers trust recommendations from friends and family more than any other form of advertising, making this marketing type incredibly powerful. Word-of-mouth marketing has several key objectives: it builds trust, enhances credibility, and drives customer acquisition. When implementing a word-of-mouth marketing strategy, consider the
following techniques: Referral programs: Encouraging existing customers to refer friends and family in exchange for incentives can drive new customer acquisition. Customer testimonials: Featuring positive reviews and testimonials on your website and marketing materials builds trust and encourages others to try your product. Social sharing
campaigns: Encouraging customers to share their experiences on social media amplifies your reach and generates organic interest. Influencer advocacy: Leveraging influencers to promote your brand authentically can help spark conversations and recommendations among their followers. Community engagement: Actively participating in community
events and initiatives fosters goodwill and encourages customers to spread the word. These techniques are effective because they rely on the authenticity of personal recommendations, creating a powerful influence on consumer behavior. To employ word-of-mouth marketing successfully, consider these actionable tactics: Encourage reviews: Prompt
satisfied customers to leave positive reviews on platforms like Google and Yelp to enhance credibility. Create shareable content: Develop content that is easy for customers to share, increasing the likelihood of recommendations. Leverage social proof: Use user-generated content and testimonials in your marketing efforts to reinforce positive
perceptions. Engage with your community: Build relationships with customers and engage with them regularly to foster loyalty and advocacy. Measure impact: Track referrals and customer acquisition to assess the effectiveness of your word-of-mouth marketing efforts. Experiential marketing focuses on creating immersive, memorable experiences
that engage consumers and foster emotional connections with your brand. This marketing type has three main objectives: increasing brand awareness, enhancing customer loyalty, and generating positive word-of-mouth. According to a recent report, 29% of marketers report using experiential marketing, and of those, 51% say it is one of the most
effective trends they leverage. When implementing an experiential marketing strategy, consider the following techniques: Interactive brand activations: Hosting live events or installations that allow consumers to interact with your brand creates memorable experiences that resonate. Pop-up shops: Creating temporary retail spaces allows for unique
experiences and direct engagement with customers, driving both awareness and sales. Immersive experiences: Utilizing technology such as virtual reality or augmented reality can transport consumers into your brand’s world, providing a unique engagement opportunity. Product sampling events: Allowing consumers to experience your product
firsthand can lead to immediate purchase decisions and positive associations. Collaborative events: Partnering with other brands or organizations for co-hosted experiences can expand your reach and introduce your brand to new audiences. These techniques create lasting impressions and emotional connections that foster brand loyalty. To employ
experiential marketing successfully, consider these tactics: Define your objectives: Establish what you want to achieve with your experiential marketing campaigns, whether it’s brand awareness or direct sales. Utilize social media: Promote your events and experiences on social media to drive attendance and engagement. Collect feedback: Use
surveys or direct interactions to gather feedback from participants, helping refine future experiential campaigns. Document the experience: Capture high-quality photos and videos during events to share on your marketing channels and extend the campaign’s reach. Analyze impact: Evaluate the success of your experiential campaigns through metrics
such as attendance, engagement levels, and subsequent sales. By employing these strategies, techniques, and tactics, you can effectively leverage experiential marketing to engage consumers, foster loyalty, and drive growth. To drive significant business growth and attain success, it is essential to align your marketing strategies with your business
goals. Each marketing type offers unique strengths that contribute to different objectives, whether increasing brand awareness or generating leads. Therefore, choose a handful of strategies that align with your goals and work for your business. By strategically selecting the right combination of marketing types, you can create a cohesive approach
that meets your business objectives and effectively engages your audience. A professional marketing certification trains you in marketing skills to fill knowledge gaps, be better at your current role, stand out from your peers, stay up to date and help advance your career. It helps you gain confidence and prove you have the skills to make an impact. At
American Marketing Association, we offer professional certifications in digital marketing, advanced digital marketing, content marketing and marketing management that result in a Professional Certified Marketer® credential. A certification is an excellent addition to your resume to prove that you have the knowledge and insight to succeed in the
modern marketing landscape. It is a valuable addition to any marketer’s resume and LinkedIn page! By completing an American Marketing Association professional certification, you'll refine your marketing expertise and establish yourself as a certified marketing professional. For those looking to fill knowledge gaps or distinguish themselves amongst
their peers or to employers, a marketing certification can serve as a powerful tool. Professionals aiming for career advancement can leverage the certification for promotions. Also, marketing certification helps you stay updated with the latest industry trends, and the knowledge gained can be immediately applied to your job. If you complete one of the
American Marketing Association’s digital marketing professional certifications, you will become dually certified with the AMA and the Digital Marketing Institute. The American Marketing Association’s marketing certification is the best because it is a dual certification with the Digital Marketing Institute. We offer multiple levels of certifications: The
Digital Marketing Pro and the Digital Marketing Expert. Yes, a marketing certification proves that you are an expert in your chosen field. A marketing certification can help you land that next job or big promotion you are hoping for, not to mention help you hone your marketing skills for the real world. With the American Marketing Association, you
can get a certification in marketing management, content marketing, and/or two levels of digital marketing with our partner DMI, the Digital Marketing Pro and the Digital Marketing Expert. This answer depends on what you are most interested in accomplishing in the marketing industry. The American Marketing Association offers marketing
programs in marketing management, content marketing, and multiple levels of digital marketing: The Digital Marketing Pro and the Digital Marketing Expert certifications through our partner, DMI. The digital marketing industry is a growing and lucrative field, so any professional marketing certifications are a worthwhile investment. The American
Marketing Association’s professional certification programs are as flexible as your schedule but rigorous enough to show you have stand-out knowledge to solve modern business challenges. The American Marketing Association offers professional marketing certifications in digital marketing, marketing management and content marketing. Our digital
marketing certifications include the Digital Marketing Pro certification program, which is 30 hours of online learning, and the Digital Marketing Expert advanced certification, which is 120 hours of online learning. You can choose the digital marketing certification that is the best option for you! Marketing is the activity, set of institutions, and
processes for creating, communicating, delivering, and exchanging offerings that have value for customers, clients, partners, and society at large. The AMA'’s definitions of marketing and marketing research are reviewed and reapproved/modified regularly by a panel of five scholars who are active researchers. Marketing research is the function that
links the consumer, customer, and public to the marketer through information—information used to identify and define opportunities and problems; generate, refine, and evaluate actions; monitor performance; and improve understanding of it as a process. It specifies the information required to address these issues, designs the method for collecting
information, manages and implements the data collection process, analyzes the results, and communicates the findings and their implications. (Approved 2017) A brand is a name, term, design, symbol, or any other feature that identifies one seller’s goods or service as distinct from those of other sellers. ISO brand standards add that a brand “is an
intangible asset” that is intended to create “distinctive images and associations in the minds of stakeholders, thereby generating economic benefit/values.” Inbound is when customers initiate contact with the marketer in response to various methods used to gain their attention. These methods include email, events, content and web design. In this, the
marketer initiates contact with the customer through methods such as TV, radio and digital display advertising. It is often used to influence consumer awareness and preference for a brand. Search engine optimization (SEO) is the process of developing a marketing/technical plan to improve visibility within one or more search engines. Typically, this
consists of two elements. On a technical side, SEO refers to ensuring that a website can be indexed properly by the major search engines and includes the use of the proper keywords, content, code, and links. On the marketing side, SEO refers to the process of targeting specific keywords where the site should “win” in searches. This can be done by
modifying a website to score well in the algorithms search engines use to determine rank, or by purchasing placement with individual keywords. Often, SEO programs are a blend of several elements and strategies. [2] Read More about SEO Marketing Involves placing a message in front of users based on the specific keywords and phrases they are
using to search.[1] A key advantage of this method is that it gives marketers the ability to reach the right people with the right message at the right time. For many marketers, this method results in the placement of an ad when certain keywords are entered. Note that in SEO, this term refers to achieving top placement in the search results
themselves. A technique of creating and distributing valuable, relevant and consistent content to attract and acquire a clearly defined audience—with the objective of driving profitable customer action. According to the Association of National Advertisers (ANA), it involves various methods to tell the brand story. More and more marketers are evolving
their advertising to content marketing/storytelling to create more stickiness and emotional bonding with the consumer. According to the Association of National Advertisers (ANA), relationship marketing refers to strategies and tactics for segmenting consumers to build loyalty. Relationship marketing leverages database marketing, behavioral
advertising and analytics to target consumers precisely and create loyalty programs. This focuses on leveraging individuals who have influence over potential buyers and orienting activities around these individuals to drive a brand message to the larger market. With this, a brand inspires or compensates influencers (which can include celebrities,
content creators, customer advocates, and employees) to get the word out on their behalf. A phenomenon that facilitates and encourages people to pass along an advertising message. Nicknamed “viral” because the number of people exposed to a message mimics the process of passing a virus or disease from one person to another.[1] Describes an
unconventional and creative strategy intended to get maximum results from minimal resources. Refers to the development and promotion of products that are presumed to be environmentally safe (i.e., designed to minimize negative effects on the physical environment or to improve its quality). This term may also be used to describe efforts to
produce, promote, package, and reclaim products in a manner that is sensitive or responsive to ecological concerns. A common and powerful tool for marketers at all levels. Email marketing has a role in direct, digital, inbound and outbound marketing efforts. It helps marketers with lead generation, brand awareness, relationship building and more.
A product is defined as a bundle of attributes (features, functions, benefits, and uses) capable of exchange or use, usually a mix of tangible and intangible forms. A product may be an idea, a physical entity (goods), or a service, or any combination of the three. It exists for the purpose of exchange in the satisfaction of individual and organizational
objectives. Price is the formal ratio that indicates the quantity of money, goods, or services needed to acquire a given quantity of goods or services. It is the amount a customer must pay to acquire a product. Distribution refers to the act of carrying products to consumers. It is also used to describe the extent of market coverage for a given product. In
the 4 Ps, distribution is represented by place or placement. Promotion includes tactics that encourage short-term purchase, influence trial and quantity of purchase, and are very measurable in volume, share and profit. Examples include coupons, sweepstakes, rebates, premiums, special packaging, cause-related marketing and licensing. Bernard
Jaworski, Peter F. Drucker Chair in Management and the Liberal Arts, Claremont Graduate University Richard Lutz, ]J.C. Penney Professor of Marketing, University of Florida Greg W. Marshall, Charles Harwood Professor of Marketing and Strategy, Rollins College Linda Price, Philip H. Knight Chair and Professor of Marketing, University of Oregon
Rajan Varadarajan, University Distinguished Professor and Distinguished Professor of Marketing and Ford Chair in Marketing & E-Commerce, Texas A&M University The AMA helps support the Marketing Dictionary. Head there if you are looking for more definitions of marketing terms. Marketing News What is SEO Marketing? [A Comprehensive
Overview] Search engines are where people go to find answers, solutions, and businesses. If your website isn’t showing up, you’'re losing potential customers to competitors who are. That’s where SEO marketing comes in. SEO (Search Engine Optimization) is the process of optimizing your website to rank higher on search engines like Google, making
it easier for [...] Page Data and Analytics for Marketers While being a marketer is often considered a creative field, there is magic in the mashup of data and creativity. Data and analytics take the guesswork out of marketing and allow you to focus on what matters - the success of your marketing campaigns. Plus, they help you get more value from
your marketing budget, improve customer efficiency, and understand what is working best in your marketing strategy. Even if you don’t consider yourself a data and analytics expert, it is important to have some knowledge in these areas as a marketer in 2022 and beyond. Additionally, as a marketer, it is important to know how to use data and
analytics tools to your advantage to demonstrate your success to your clients or to superiors within your company. Marketing News Build Your Digital Marketing Strategy [Step-by-Step Guide] Most of our consumption of content today exists online. Because of this, companies have had to shift to digital marketing in order to get the word out about
their products and services. However, you cannot simply make content for online platforms and hope for the best. You need to build a digital marketing strategy to [...] As technology continues to evolve and grow in importance, modern businesses employ diverse marketing and advertising strategies to reach potential customers and close sales.
Stretching from traditional media to digital marketing online and in social media, marketing and advertising seem to be everywhere. Part of this reality is due to the effectiveness of marketing and advertising strategies in driving success for companies of every shape and size. While sometimes used interchangeably, there are actually many
differences between marketing and advertising. In basic terms, marketing is the process of identifying customer needs and determining how best to meet those needs. In contrast, advertising is the exercise of promoting a company and its products or services through paid channels. In other words, advertising is a component of marketing. But the
differences do not end there. Marketing is a business practice that involves identifying, predicting and meeting customer needs. Effective marketing strategies help businesses isolate how best to serve their client base, while maximizing revenue at the same time. In business-to-consumer (B2C) marketing, marketing efforts are directed toward
consumers. In business-to-business (B2B) marketing, marketing efforts are directed toward other businesses. In both B2C and B2B efforts, there are several important factors to consider when developing a marketing strategy. More specifically, savvy marketers will evaluate: Orientation — Marketing orientation refers to the guiding principles of the
business itself, often referred to as business philosophy or corporate culture. Typically, organizations will decide to orient around product, sales, production or marketing. Mix — The marketing mix functions as a decision-making guide for a company’s marketing efforts. A modern marketing mix will usually focus on the four Cs: client/customer, cost,
convenience and communication. Environment — The marketing environment refers to every factor that could impact a company in the execution of marketing strategy or decision-making. In this vein, companies should consider the internal environment within their organization. External factors—such as macro and micro environments—are also
important to consider. Market — The target market refers to the characteristics of a company’s ideal client case. Research and segmentation efforts can help isolate the geographic and demographic factors that will help a company market and sell its products or services. After a careful evaluation of the orientation, mix, environment and market, it is
possible to assess the costs and benefits of various marketing methods and strategies. This part of the planning process is vitally important, as there are many different ways a business can engage in marketing efforts. Traditionally, marketing efforts relied upon four different channels to connect with customers: print, mail, TV and telephone.
Businesses could engage any or all of these four channels to deliver corporate messaging and enhance branding efforts. Throughout the 20th century, the dominant marketing approach revolved around print and broadcast media combined with effective messaging and advertising. As the world turned to the 21st century, however, marketing
strategies have evolved to account for the rise of the internet and e-commerce. With the transition to life and commerce online, digital marketing transformed the way business communication works with their clients. New messaging platforms, such as social media, enable a two-way communication between business and client. From a marketing
standpoint, specifically, modern technology has made it much easier to gather information on customer behaviors, needs, wants, etc. Today, several common types of marketing include: Digital Marketing — Digital marketing refers to application of marketing strategies to electronic communication devices, such as computers or smartphones. Digital
marketing strategies often leverage search engines, email, websites, blogs and other techniques to reach customers. Social Media Marketing — A subset of digital marketing, social media marketing uses social platforms such as Facebook or Twitter to reach potential clients. This style of marketing allows companies to take advantage of earned media
from individuals outside of their organization. An evolving part of social media marketing is influencer marketing, where popular users are compensated for promoting a company’s products or services. Global Marketing — Between globalization and the internet, some of the world’s largest companies have developed global brands. Accordingly,
global marketing enables these companies to employ a unified strategy to reach customers at the local, regional, national and international levels at the same time. Relationship Marketing — Relationship marketing eschews invasive strategies such as commercials or ads and relies on customer happiness instead. Relying on strategies that help retain
and satisfy customers, relationship marketing strives to establish a long-time and loyal client base. Brand Management — Brand management attempts to create a bond between customer and a particular company’s brand. To do so, it is necessary to evaluate a company’s products or services as well as logo, design, packaging and other elements.
Brand management also assesses aspects of the target market, direct competition and existing customer relationships. Product Development — Product development is the process of transforming a business opportunity into a sellable product or service. Development can occur with existing products or new products. Successful product development
involves many marketing concepts, including identification of client needs as well as market research and analysis. Even though it is not yet as common as the methods above, it is important to mention societal marketing in this conversation. Also referred to as sustainable or green marketing, societal marketing goes beyond the traditional boundaries
of identifying, predicting and meeting customer needs. Societal marketing incorporates the greater needs of society and the world into a company’s culture, brand and operations. To track and measure progress, triple bottom line reporting is common for societally focused businesses. These include social and environmental impact alongside financial
performance. Advertising is a business practice where a company pays to place its messaging or branding in a particular location. Businesses leverage advertising to promote their products and services for sale as well as establish corporate culture and branding. When employed properly and strategically, advertising can drive customer acquisition
and boost sales. Advertising establishes a one-way channel of communication, where companies can broadcast non-personal messaging to a general audience. Unlike other types of marketing or even public relations, companies have total control over advertising. When a company pays to place an ad, it has complete control over how the content
involved is promoted. There are countless benefits to a successful advertising campaign. In common practice, businesses can leverage advertising to: Educate customers on the nature of products or services Convince customers that products or services are superior Improve customer perception of brand or culture Generate customer need or want
for products or services Exhibit new applications for products or services Publicize new products or services to potential customers Attract new customers to purchase products or services Retain the existing customer base Taken as a whole, companies that dedicate resources to advertising can reap many valuable benefits. In order to achieve those
benefits, many businesses engage in one, or several, of the common types of advertising explained below. As with marketing, advertising has evolved significantly in the 21st century. The digital age has opened new advertising avenues for companies to take advantage of, from search engines to social media and websites of all shapes and sizes. In
this new reality, businesses can achieve advertising goals and reach potential customers just about anywhere, particularly with the prevalence of smartphones. Within the realm of common advertising techniques, many businesses prioritize any or all of the following methods: Traditional Advertising — This term refers to ad placement in traditional
print and broadcast media. Common examples of traditional advertising include newspaper ads, TV commercials and radio infomercials. Retail Advertising — This terms refers to ad and placement within retail stores to maximize sales. Common examples of retail advertising include product placement within stores, ads on shopping carts and featured
product displays. Online Advertising — This term refers to ad placement on the internet in media and other websites. Common examples of online advertising include contextual ads in search engines, banners on websites, promotional videos and sponsored content. Mobile Advertising — This term refers to ad placement on mobile phones and
smartphones. Common examples of mobile advertising include automated dialers, banners to download apps and click-to-call ads. Outdoor Advertising — This term refers to ad placement on outside structures, generally in heavily trafficked areas to attract the most attention. Common examples of outdoor advertising include billboards, banners on
the outside of buildings and branded vehicles. Pay Per Click (PPC) Advertising — This term refers to online ad placement designed to drive traffic to a company’s website. Companies derive extensive customer data from these ads, only paying when users click on the link. The main difference between these two business practices is that advertising is
a part of marketing. A successful marketing strategy typically dedicates resources to advertising at multiple levels, placing corporate marketing communications in various types of media. To dig a little deeper into this question, it be helpful to review the differences between paid, owned and earned media: Paid Media — This type of media involves a
company paying a publisher to place marketing communications. Examples of paid media include billboards, broadcast and print ads, search engine ads, social media ads and direct mail or email. Owned Media — This type of media involves a company using its own channels to place marketing communications. Examples of owned media include
retail merchandising, websites and business blogs, brochures, corporate social accounts and press releases. Earned Media — This type of media involves external communications about a company from third-party actors. Examples of earned media include online reviews, newspaper or magazine articles, social media endorsements, customer
demonstrations and types of external publicity. As indicated above, advertising is typically limited to the domain of paid media. That is inherent in the nature of advertising as a business practice—placement of messaging or branding in exchange for compensation. Stated otherwise, when businesses advertise, there is typically a price tag attached. On
the other hand, effective marketing strategies can have an impact on paid, owned, and earned media. By successfully identifying customer wants and needs—and evaluating the best way to meet them—marketing controls how a company advertises in paid media. Marketing also dictates how a company communicates through owned media, not to
mention how it interacts with others through earned media. Many successful businesses incorporate multifaceted advertising strategies into their overall marketing plan. This is particularly true for global companies, where marketing strategy and advertising placement must take into account customers across the world. Though it also applies to
small and medium businesses, especially with the affordability of digital advertising through search engines and social media. That being said, there is a situation where marketing is likely more valuable than advertising. In the case of startup companies and other new enterprises, the priority should be developing a marketing plan. If these
organizations spend too much on advertising at the onset—without an established or sustainable marketing plan—it can be a disaster. At the onset of corporate existence, it is paramount to define and execute a marketing plan by identifying customer wants and needs. That way, any future marketing or advertising efforts will have a defined approach
and a better chance of success.
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