Q: We do not have a huge marketing and advertising budget, but we do have some money and I think it is time we tried something new. But what? I was wondering if you might have thoughts. 
Ali, Hawaii

A: A trap many entrepreneurs fall into, myself included on occasion, is turning to the tried and true too often. While the tried and true is comfortable, it also typically yields predictable results.
So if you want your business to grow, you need to mix things up sometimes. New marketing tricks can create new results. Here are a few of my favorite, inexpensive strategies:
Networking: I can hear you now – “Yes Steve, we know we are supposed to network more!” I hear ya. Networking is sometimes easier said than done. First of all, it takes time, and secondly, it is not always easy. Yet even so, it is true that some of your best prospects will come from networking at chamber events and so forth. 
So here are three tips for making networking easier:
1. Act like the host. Rather than waiting around for something to happen, turn the event inside out by pretending (in your mind) to be the host. How would you act? Yep – friendly, confident, chatty, and positive.
2. Play around with your nametag: Put your nametag on upside down. Write “World’s Greatest Salesman!” above your name. Silly things like these spark conversations.

3. Practice your elevator pitch. The essence of a networking event is that we are asked what it is we do. Having a short, interesting, intriguing answer is one of the most powerful of marketing tools. As they say, you only have one chance to make a good first impression. 
Direct Mail: Direct mail is still one of the best ways to market your business. The important thing when sending out the mailer is to get people to open it, read it, and respond. Here’s how:

· If your mailing is small, hand address the envelopes. They have a far greater likelihood of being opened. 
· Use an attention- grabbing headline: “Free Report Tells You How to Buy Houses with No Ca$h Down!” Remember, free and sale always grab attention. 
· Use a conversational tone, deliver credibility — customer testimonials are great as are guarantees — and give them an incentive to act NOW! (Such as expiration on the offer.)
· Be sure to include a P.S. because they are almost always read. 
Public Relations: A newspaper or magazine article written about your business delivers immediate credibility, and can be reproduced for years in your other marketing materials. It is “independent” proof of what an excellent business you created.

To get an article written about your business, think like an editor. Editors are in the news business, so you need a newsworthy hook. 

Contests: One such hook might be a contest. A unique contest that your business sponsors can intrigue an editor, generate publicity, and get more people to discover your business. 
Testimonials: One of the best ways to establish credibility is to get letters of reference from satisfied customers. These can be reproduced and, like an article, offer independent proof that yours is the sort of business people like to do business with. Written testimonials are the best sort of the best sort of advertising – word of mouth. 
Marketing: it doesn’t cost, it pays!
Today’s tip: Colleges and universities are always looking for internship possibilities for their students. Use that to your advantage. A marketing intern can be an excellent way to get some inexpensive marketing assistance. Often the business school will be the best place to start because B-students need entry-level opportunities like these. 

