
 A detailed description of the first steps to take 
to get started generating business for your 
new company. 

 

     Marketing Guide 1: Getting Started 
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Section 1: Who do you know?? 

• Who do you know that needs printing? The crazy cat lady that 
lives next door probably doesn’t need a business card but 
your friend who owns the golf pro shop does.  

 

• In this section we will go over ways to brainstorm about 
people you know, if they will need printing and the best ways 
to contact them. 

 
• Going through your existing contact list is a great way to start 

building a foundation of clients to quickly start generating 
income. 
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Section 1: Who do you know?? 
 
• Start by creating a list of people you know and what they do 

for a living. The next slides contain some helpful tools to assist 
you in creating a list. 

 

• You can automatically cross anyone off of your list that works 
for a corporate company such as a department store or fast 
food restaurant chain. Large companies like this get their 
printing through the corporate office and are not responsible 
for ordering/purchasing their own materials.  

 

• Also think about the people you know and where they work. They may not be responsible for purchasing the 
printed products for their company, but they may be able to introduce you to the person who is. 
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Section 1: Who do you know?? 

 

• However, smaller franchisees are usually responsible for 
ordering/purchasing their own materials and are great 
candidates. 

 

• Anyone you know that owns their own business is an ideal 
candidate. Whether they are a plumber, landscaper, attorney, 
restaurant owner, event planner or hairstylist, they need 
printing. These are just a few examples—just about anyone 
who owns a business needs printing. 

 

• Also think about the people you know and where they work. They may not be responsible for purchasing the 
printed products for their company, but they may be able to introduce you to the person who is. 
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Section 1: Who do you know? 
A good contact list is a great way to get your business going. To make your list, write down everyone you know! Not just because they may become a client, 
but because they can potentially provide referrals.  You should also include people you may be acquainted with like the owner of your gym or the manager 

of your favorite restaurant. Start with these memory joggers to begin building your list. 

This list is for your reference only, you don’t need to share it with anyone.   

Who Is My…? 
Accountant 
Dentist 
Lawyer 
Handy Man 
Physician 
Barber 
Electrician 

Landscaper 

Mechanic 

Personal Trainer 

Who Sold Me My…? 
Appliances 
Car 

Tires 
Furniture 
House 
TV 

Stereo 

 

 

Relatives 
Aunts 

Uncles 
Siblings 
Cousins 

Parents   
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Section 1: Who do you know?? 
Someone I know is a…? 
Carpenter 
Chiropractor 
Dietitian 
Contractor 
Realtor 
Secretary 
Antique Dealer 
Office Manager 
Dry Cleaner 
Attorney 
Business Owner 

I know the Owner/Manager  
Pizza Place  
Coffee Shop 
Restaurant 
Store 
Apartment Complex 
Company 
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Section 1: Who do you know? 

• After you have qualified your contacts and have a solid list of 
people you’re confident that could become clients, then 
what? You’ll need to contact them! 
 
– Use what you have.  Utilize any contact info you have for 

the person, such as an  email address or phone number.   
 
– If you’re emailing them, it’s best to send a personal email 

rather than including them as part of a mass email blast. 
Since these are people you know, a personal email will be 
much more effective. 

 
– your website; these accounts count as credits! 
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Section 1: Who do you know? 

– Do you have any social networking accounts such as 
Facebook, Twitter or LinkedIn? If so, you can use these 
tools to reach out to existing contacts. 

 
– If you have someone’s permission to do so, you are 

welcome to create accounts for them on your website. 
When you create an account for them on the site, it will 
automatically send them an email with a password to login 
to your site and you can select to have samples sent which 
we will do for you automatically. This also serves an 
additional purpose: for every account you get created on 
your site you get a $10 credit, which can then be used to 
purchase printed products to advertise 
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Section 2: Pound the pavement! 

When we say “pound the pavement,” we mean to get out and 
lay some groundwork for your company. Start passing out 
business cards, flyers and other promotional items. There are 
many ways to do this that can be effective. In this section we will 
give you some ideas and different ways to make your printed 
materials work for you. 
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Section 2: Pound the pavement! 
– Leaving printed materials where other people leave 

printed materials is the best place to start. There are 

countless places in every city or town that will have tables, 

window sills, ledges and bulletin boards to leave a stack of 

business cards and flyers or to hang posters. If people are 

leaving printed materials there, you should be to. Not only 

are you going to be seen by the people who are leaving 

their materials, you are also going be seen by people who 

know to go there for information. 
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Section 2: Pound the pavement 

• Coffee Shops 

• Record Stores 

• Clothing Stores 

• Delis 

• Pizza Joints 

• Grocery Stores 

• Restaurants 

 

 

 

• Concert Venues 

• Bars 

• Night Clubs 

• Cigar Shops 

• Smoke Shops 

• Gym 

• Gas Stations 
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Section 2: Pound the pavement 

• While you are out leaving printed materials, why not solicit 
the businesses you’re in? Remember that every business 
needs printing and if you’re already there, it can’t hurt to ask! 

 
• You also don’t have to restrict your self to the just the places 

you leave printed materials. Any business is a potential client.  
– Dress professional 
– Ask for a manager or owner 
– Introduce yourself politely and ask what kind of printed 

materials they use and if you could bid on the work. 
– Things you should carry with you: 

• Business Cards 
• Samples 
• Laptop or Tablet 
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Section 2: Pound the pavement! 
• We offer business cards, flyers and bookmarks at no cost to 

you. That’s not to say that purchasing some other products 
wouldn’t be a good investment for your business. 

 

– Stickers: You can put stickers just about anywhere there is 
foot traffic and they will be seen. 

 

– Water Bottles: Handing out cold water on a hot day will 
surely make an impact to the people you give them to. 
 

– Pens: People hold on to pens and every time they use it, 
they will see your name. 
 

– Business Card Magnets: These have a lot of staying power 
because people use them to hang things on their fridge. 
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Section 3: Shaking Hands 

• Meeting new people is part of owning a business.  Getting out 
there and shaking hands is a great way to meet new people. 
We’re not suggesting you stand on a street corner and 
attempt to shake everyone’s hand that walks by—you would 
seem like a crazy person! But there are many resources to 
meet new people, you just have to know where to look. In this 
section we will go over the different places where you can 
meet people and how it will benefit your business. 
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Section 3: Shaking Hands 

• Entrepreneur Meetings are a great place to meet         new 
potential clients. There are usually many different meetings 
that take place in various locations in your city.  Since you now 
own a business you are an entrepreneur and would be more 
than welcome at these meetings.    

 

• You may want to find a few to attend. Use your judgment and 
choose one or two to attend regularly. You will want to attend 
meetings regularly because not every member attends every 
meeting and new members join all the time. These meetings 
can be a lot of fun so this doesn’t have to be all work and no 
play. 
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Section 3: Shaking Hands 

• Chambers of Commerce are a great place to meet other 
business owners. Every municipality has one. 

 
• You will also find that communities, neighborhoods and 

districts will have their own Chamber of Commerce.   
 

• You will find many chambers are different in that some will 
require you to be voted in, some will have a fee to join and 
others will just accept volunteers.  
 

• Not only is it a good place to meet other business owners; if 
you are the only member that is a printer you are most likely 
to get the print work by default. 
 

• Seek out several options for yourself to find which will be a good fit for you.  
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Section 3: Shaking Hands 

• Community outreach is a great way to meet new clients. 
There are many ways to do community outreach. You can join 
a community sports league, or you can sponsor an event.  

 
• Joining a community sports league can be a fun way to meet 

new people. Depending on the sport you enjoy you can play 
softball, baseball, soccer or basketball. There are even leagues 
for less- traditional sports such as kickball and dodgeball.  
Simply do a search on Google for the sport you would like to 
join. 
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Section 3: Shaking Hands 

• There are countless events happening every day and 
sponsoring an event can be as simple as providing the 
organizers with a discount on their printed materials.  If you 
are sponsoring an event, you want to ensure that you are 
being listed on all of their advertisement and not just on the 
printed materials you’ve provided. 
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Section 4: Adding PIAB to Your Company 

• If you do not already have a business then you can disregard 
this section. This section will cover using PIAB as an added 
service to an existing company.   

 

• Whether you operate an existing print shop, are a graphic 
designer, have a publication, run a marketing agency or have a 
business completely unrelated and are using PIAB to 
supplement your income, the suggestions in this section will 
help you inform your clients about your new services. 
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Section 4: Adding PIAB to Your Company 

• Adding PIAB to any company can be a great way to 
supplement income and provide additional services to your 
clients.  Here are some helpful ways to inform clients about 
your new services. 

 
– Include a link in your email signature. 

 
– Add the logo and URL to your business cards. 

 
– Add a clickable banner to your existing website. 
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Section 4: Adding PIAB to Your Company 

– If you have a brick and mortar location leave printed 
materials in places where they will be seen. (ie. lobby, 
front counter, display windows, etc.) 
 

– Include the website in any other forms of advertisement 
you may already be doing. 
 

– Send an email to your clients letting them know about 
your new services. 
 

– Call good candidates personally to let them know about 
your new service and ask if they have anything you can bid 
on.  
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Section 5: Socializing Online 

 The Internet is a big place and there are a lot of people out 
there, the majority of which are using some sort of social 
networking tool such as Facebook, LinkedIn or Twitter. Earlier 
we mentioned these as a good way to reach out to existing 
contacts, but these tools can also be a great way to make new 
contacts.   

 
 If you do not already have accounts on these sites we suggest 

you create them. All of these sites will allow you to link to 
your existing contact list through mail services such as Yahoo, 
Gmail or MSN. This will automatically send requests to 
everyone in your contact list to add you on their account.   
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Section 5: Socializing Online 

• Using sites like Twitter, Facebook and LinkedIn as a form of 
marketing can be rewarding but can also be very time 
consuming.  To keep things simple in the beginning we 
suggest first reaching out to people you already have contact 
with through these networks and then maybe branch out a 
degree or two to broaden your contact list.   
 

• We’ll revisit using these sites and others as marketing tools in 
the next guide. 
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Additional Resources: Become a ‘Print Collector’ 

• Whether it is a menu that was stuck in your door frame, a 
business card someone gave to you at a social event or the 
brochure you picked up while on vacation. You should keep 
these things because they may just be your next customer.  

 
• Printing is everywhere, you don’t have to look hard to find it.  

If a piece has a phone number, an email, a website or an 
address on it, you have contact information for a potential 
new client.  
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Additional Resources: Referrals 

• Your best and most valuable form of advertisement comes 
from your customers. The more people that you have saying 
good things about you and your business the better. 

 
• Whenever possible go that extra mile. You would be surprised 

at how far it can really go.  When you go out of your way for 
someone it makes an impression and that’s what gets you 
referrals and repeat business. 
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Additional Resources: Procurements 

• A procurement is when a city or municipality sends out jobs to 
different companies to bid on the work. This is something 
done for every industry, from printing to construction. This is 
also done by every different city big and small. Schools and 
Universities also offer procurement programs.   

 
• Some city websites will have an online application to register 

for procurements, others will require you to call or visit the 
city hall in person. Search online for more information about 
your surrounding cities and schools.   

 
• Procurements are a great way to get steady business and are 

usually for pretty large jobs.      
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Additional Resources: Keep in Touch 

• When a customer is placing an order on your website, they 
are giving you their email address, mailing address and phone 
number. Use them! Don’t forget about your existing 
customers because believe it or not, they can forget about 
you. Some customers are very loyal and others, not so much.   
 

• This is quite possibly the most important thing you can do. 
You can keep in contact with your existing customers by 
simply dropping them a post card (see Marketing Guide 2 for 
a Direct Mail tutorial) and sending them an email at least 
once a month.    
 
 

• We do not suggest you hound your customers by calling them every day, but a quick ring to see if they 
have anything you could bid on every once in a while won’t hurt, and you’ll find your clients will even appreciate your attention by following up with 
them. 
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Additional Resources: Keep in Touch 

• You can us a software such as Constant Contact to manage 
your email campaigns. It is a great tool to use for email 
marketing. We have a relationship with Constant Contact that 
gives you a 60 Day FREE account for up to 100 contacts. To 
upgrade to a 500 contact account it is only $15 a month. Click 
HERE, to get started. Constant Contact allows you to create 
HTML emails with ease, send many emails at once and track 
who has opened the email and if they clicked on any links in 
your email. 
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Additional Resources: Keep in Touch 

• In your admin panel there is a link labeled Download 
Customer List. This will download every account created on 
your site, providing you with their contact info. This sheet can 
also be sorted by different criteria including last login date, 
date account was created and the date of last order. One thing 
you can do is sort the list by last login. Look at the login dates 
vs. order dates. If you have a client that has logged in recently 
but didn’t place an order, give them call—you would surprised 
what a little initiative on your part can do. 
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Conclusion 

• The things that have been discussed in this guide have been 
proven to be effective in getting a new business started and 
will certainly help you to build a foundation and start you on 
your way to having a successful printing business. 

 

• Every business started somewhere and yours will start here 
and now.  You have all of the tools and ability, now you just 
have to apply them. Get out there and start selling and we’re 
sure you’ll be amazed at how fast things will grow. 
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