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Ten low-cost, high-roi marketing ideas 
Establish an identity
You don’t have to call it a brand if you don’t want to.  The truth is that your business does have a brand, even if it not a strong brand.  Until you can articulate who you are, and what your business stands for, how can you expect a customer to do it?  A logo is helpful as visual shorthand, and not too expensive ($300-$500).  Retail stores need a decent sign.
Network with other local business, and cross-link sites

Other businesses may need your products and services or have customers that do.  Make sure the other business owners in the community know who you are and what you have to offer so that you can support each other.  Take advantage of opportunities to market using products, services, and energy, instead of cash

Free Opportunities give the best ROI

There’s no good reason not to take advantage of these free listings, which can produce immediate results:  Google Maps, Bing, and Yahoo Local.  Take advantage of all free listing opportunities, like business association directories, borough directories, etc.

Turn business cards into either Loyalty cards or Referral Incentive cards.

Make your business card do double duty. Turn the back of the card into something designed to reward the customer for either repeat purchases, or for referring new customers.
Public Relations and Press Releases

All media, whether radio, tv, print, web, or anything else has two kinds of content:  paid and unpaid.  Obviously, anyone with a legitimate business can buy an ad in a newspaper.  Half of the paper is full of ads – but what about the other half?   There are plenty of creative ways to promote your business using the other non-paid portion of the paper, using press releases, community calendars, etc.  The item you want to promote in this way can’t be overtly commercial and/or must be newsworthy.  Also, get in every “best-of “ you can find.
Use E-mail as a smart way to stay in touch with your customers.  Follow these three rules:

1. Not too often; the frequency depends on the business
2. Short; if it’s too long, it won’t get read
3. Make it about them; the most boring thing you can talk about is yourself.
Create a website  
A growing segment of the population uses the internet the way everyone used to use the Yellow Pages.  They assume that anyone worth doing business with will at least have a basic site with proper contact info.  How much will a decent website cost?  The sky is the limit, but it is possible to have a nice-looking custom-built website for less than $1000.   If you plan to do some of the work yourself, you can have a custom site for less than $500.  If you are content with modifying a template, you can have the basics for as low as $20/month.  If it must be free, there are even some ways to do that too.
Basic SEO, SEP, Cross-Links and PPC

You need a website with, at least, basic SEO.  If their business is relevant to yours add a link to someone else’s website and get a link from them in return.  The inbound links could help the SEP of both sites.  Consider Google AdWords and similar PPCs.
Social Media 
Before prematurely dismissing them, consider creative uses for Facebook, Twitter, and YouTube.  Facebook passed the 400 million user mark and gets 260 billion page views per month, which equals 6 million page views per minute.  Twitter now has more than 50 million tweets per day.  YouTube viewers watch a billion videos every day.
