
 

 
 

GENERAL MARKETING INFORMATION 

Introduction 

There are three ways to reach potential clients: 

 

• Advertising 

• Local Marketing  

• Getting referrals  

Advertising is promotion on a broad scope. It consists of commercials, infomercials, print 

ads and other media outlets used to appeal to consumers and attract potential clients.  

Local marketing is something done on a lower scale. That’s where the term “local 

marketing” comes from; it’s something you do in your local area to attract potential clients. 

Local marketing is usually accomplished at a lower cost and sometimes even for free. 

Referrals are clients that are recommended by friends, associates and other clients. 

Grand Opening 

A. Notification 

When you are opening your center or centers, you want to draw ample attention to by 

sending out an announcement to let people know you are here. In addition to 

announcing the date for your Grand Opening in the local paper, press releases, flyers 

and signage can all be very effective in getting the word out. 

B. Four Weeks Out-Direct Mail 

Four weeks prior to you opening is a perfect time to send out introduction letters to the 

community. This letter should introduce you and your mission for your business. 

Include a personal reason for why you chose your business and what it means for you 

to help people achieve their weight loss goals.  



 

 
C. Pre- Opening Sales 

During the build out phase of your center you can begin what is known as pre-sales. 

This can be done in a small office space that you rent out or even in a conference 

room of a hotel. Having pictures of your center and what it will look like can be helpful 

along with testimonials and product samples. You will not only be selling the vision of 

the client’s success but also painting a picture of what the center will be like. 

If your staff is hired it is helpful to have them on hand for introductions. Weight loss is 

all about the people that will be supporting the prospective client through their 

program. The friendly, professional staff will sell more than the location itself. 

Offer a promotion for joining prior to the official opening. A good pre-sale promotion 

can result in opening your center with a healthy active base of clients. Clients also 

attract other clients, so a pre-sale can increase your revenue for grand opening week 

as well. 

 

A. INTERNET MARKETING 

 

Types of Internet Marketing 

• SEO or Search Engine Optimization 

• Social Media Marketing 

• Pay Per Click Advertising 

• Public Relations 

• Email Marketing 

• Networking 

• Paid Advertising 

 

B. RADIO 

 

Many local radio stations have programs that are looking for guests - a great low-cost 

way to promote your business! Business-related programs are ideal. Find out who the 

host is, and approach him or her as willing to share your expertise on weight loss. 

Call in programs are popular; you may be able to appear as a guest expert. Have your 

proposal clearly worked out before you contact the program host, and make sure the 

parameters of your appearance are clear beforehand. 



 

 
C. Billboards 

On a typical commute you can pass as many as 50 billboards. Billboards are called 

interruption marketing. The goal is to reach out to clients that may not be thinking 

about using your services and have not sought you out. Billboards can distract 

potential client from what they are thinking about and draw their attention to you.  

Billboards are different from other ads in the sense that they are seen round the clock. 

They can also be cheaper than other forms of advertising with some starting as low 

as $300. per month. 

 

D. DIRECT MAIL 

Direct mail is a powerful way to reach your prospective clients and keep in touch with 

current and prior clients. There are many different formats available from letters to 

postcards and brochures. 

Direct mail is a tangible piece a prospective client can hold onto. In fact some clients 

may holds onto a postcard until a need arises. With radio and television advertising, 

prospective clients need to remember the phone number or website address. With 

direct mail they have all the information in their hands. 

Direct mail can be targeted to a specific group verses other advertising that is sent out 

to everyone regardless of the need for your services. Mailing lists can be purchased 

based on location, sex, age, household size and income and many other pertinent 

demographic details. 

Another benefit of using Direct Mail is the ease in tracking your results. It is 

recommended that coupons be included in you direct mail piece and prospective 

clients will bring in the coupon when they come in to join. 

E. MARKETING LOCALLY 

A. Introduction 

Another effective, inexpensive way to get Leads is to market locally. By doing this you 

are tapping the greatest opportunity-the clients in your own backyard.   

In this section we will highlight local marketing opportunities and approaching area 

businesses to present the SOZA program as an option for an employee benefit. 



 

 
Another way to market locally is to partner with area businesses and groups to 

advertise the program to their client base.  

B. Flyers 

Flyers are another way to get the word out about the services you offer. 

1. Flyers are an inexpensive easy way to tell people who you are. They can even be 

used as Posters. Many places such as the supermarket or the library have a board 

for local advertising. You can hang your flyers or coupons here for free. 
 

2. Hand them out to the public. Check with your local laws first as some areas do not 

allow this form of marketing. Handing out flyers at places such as a local fair, strip 

malls or sports events are just a few suggestions on how you might use a flyer. 

Putting flyers on cars can work too if local laws allow. 
  

3. As you build your client database you can mail flyers out to leads, existing clients 

and in-actives. Another goal of flyers is to keep clients informed and to remind 

them of upcoming events. You can use these flyers to inform people of a new 

service, of an upcoming event, or to offer them a special discount. 

Remember when you are passing out flyers the more you distribute the better. You 

may hand out several hundred and get only a few clients initially. This will still be a 

great return on your investment. At times potential clients may hold onto your flyers 

for months before they take action and make that initial phone call.  

 

C. Mobile Marketing 

Another effective and inexpensive way of getting the word out is Mobile Marketing. 

Marketing through cellphones has become more and more popular with the increase 

of smart phones. Since you need a client’s cellphone number to text, this method will 

be most effective for following up on no-shows and past clients. 

D. Yellow Pages 

Advertising in yellow pages directories although becoming outdated is still being used 

by many weight loss companies. It usually requires payment in full for a 12 month 

contract prior to printing. Yellow page representatives will assist you with copy and 

pictures. On average, a listing can range anywhere from $5 to as much as $1,000. per 

month depending on the size of the ad. 



 

 
  



 

 
E. Free Business Listings 

Many advertisers and shoppers are increasingly turning to Internet search engines 

and online directories. There are many companies that will provide you with a free 

business listing on line. These listings will appear on the Internet, smart phones, and 

tablet devices.  

It is simple and quick to set up. Each site will take about 10 to 20 minutes to upload 

your information. Have all your personal contact data available including your web 

address, business email and business phone number. 

• Yahoo.com 

• Google.com/local/add 

• Bingplaces.com 

• Lycos.com 

• SuperMedia.com 

• Local.com 

• LocalPages.com 

• YP.com 

• YellowUSA.com 

• Mojopages.com 

• Mylocalservices.com 

• Gybo.com 

• Getfreelisting.com 

• Efreebusinesslistings.com 

• Yext.com 

When you are listing your business be sure to use accurate data and continuously 

monitor your ratings and reviews. Reputation is important. These sites will provide you 

with an opportunity to respond to all positive and negative reviews. 

Many of these sites will also add photos of your business and additional copy 

describing your company at no cost. 

 

  



 

 
F. Events 

Local events such as street fairs, bridal expos and any health oriented local event can 

be an inexpensive way to introduce the your brand to the community. Usually the price 

of a table for the event can range from $30. to $150. for the day depending on the 

venue.  

It is recommended that you have a drawing for a short free program as a way of 

collecting lead information. Posters, a tablecloth, flyers and informational brochures 

are also beneficial for promoting the program at a local event. 

G. Referrals 

Referrals are a cost effective and a continual source of new business for your center.  

With enough referrals you will not be completely dependent on internet marketing, 

display advertising, mailers and marketing campaigns.  

A Referral is a pre-established relationship with someone that needs to lose weight 

and wants your services.  A benefit of a Referral contact is instant rapport and 

credibility because they trust the person recommending them. 

You have the potential to double your number of clients just by getting one referral 

from every client!  

The SOZA Referral Program -Companion Advantage enables clients to earn money 

as they lose weight. When a client refers a friend that joins she earns a $50. Credit 

toward program or product purchases. Clients also lose weight much easier when they 

do it with a friend. 

Another great feature about the Companion Advantage is that you are not just limited 

to offering its benefits to clients. Companion Advantage can be a great incentive to 

use at Networking Meetings, Events, Open Houses, social gatherings and any place 

you would promote your services. You can create a team of ambassadors just by 

using this referral program. 

  



 

 
Advice for Getting Referrals: 

• Always carry Companion Advantage Coupons and hand them out whenever 

possible. 

• Ask for referrals all the time in as many different ways as you can.  

• Give new clients Companion Advantage Coupons when they join. 

• Ask clients that have reached their goal. Prior clients can be another significant 

source of referrals. 

• Every time they get positive feedback, health consultants have an opportunity 

to ask for a referral.  

• Use your client database to send out reminders of the Companion Advantage 

program. 

• Ask associates for referrals. Refer their services to your clients and they can 

refer theirs to you. 

  

 

 


