COST EFFECTIVE

MARKETING CHANNELS THAT GET

RESULTS

FOR MANY BUSINESSES, TIMES ARE TOUGH, BUT EFFECTIVE
MARKETING CAMPAIGNS DON'T HAVE TO COST THE EARTH.

With a little time, effort and imagination, these three cost effective marketing
channels can raise awareness of your brand and attract new customers.

SOCIAL MEDIA

The low entry costs for social media make it a great cost effective marketing tool.
Most networks are free to join but require some upkeep, so make sure you use your time wisely.
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PROMOTIONAL PRODUCTS

Promotional products are the marketing gift that keeps on giving. For relatively little outlay,
you can put your brand at your customers' finger tips and keep your company fresh in their minds.
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Word of mouth is vital currency for all businesses and in particular those with restricted marketing budgets.
If you look, opportunities for networking are all around - and many of them are free!
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