Available Marketing Weapons
A business has many available marketing weapons. Not all fit a particular company, but it makes sense to consider a wide range of options as part of the marketing planning process. When no competitor uses a particular weapon, you may discover that it gives you a new advantage! For example, a dealer might use billboard advertising near his stores when competitors have never done so, thereby dramatically increasing average daily sales. 

Bold = Top Ten Weapons
Italic = Free or low cost weapons
	Company name
	Positioning in market
	Color for unique recognition

	Company image
	Company logo (symbol)
	Company slogan

	Packaging
	Business size
	Company decor

	Employee attire
	Pricing strategy
	Business cards

	Stationery
	Order form/Invoice
	Inside signage

	Outside signs
	Hours of operation
	Days of operation

	Telephone attitude/courtesy
	Neatness, cleanliness
	Location

	Window displays
	Business & marketing plan
	Advertising

	Distribution alternatives
	Service to customers
	Follow-up after sale

	Customer recourse/satisfaction
	Community involvement
	Tie-ins with other businesses

	Public relations & publicity contacts
	Waiting area w/magazines & phone
	Reprints of ads & news releases

	Special sales events
	Testimonials from customers
	Smiles (they’re free!)

	Greetings (hello & goodbye)
	Contact time with customer
	Sales rep education

	Sales presentations
	Sales reps (consistent story)
	Audiovisual aids

	Written sales proposals
	Customer transportation service
	Fax & e-mail order capabilities

	Audiotapes, videos, CDs, DVDs
	Refreshments (coffee, soda, candy)
	Credit cards (ease of purchase)

	Financing availability, terms
	Club & association memberships
	Team sponsorship

	Word of mouth & referrals
	Circulars & flyers
	Brochures & fact sheets

	Warranty & return policies
	Availability of product (inventory)
	Local cable TV ads or show

	Free samples
	Free inspections/consultations
	Demonstrations of products

	Seminars & lectures
	Column in a publication
	Books or articles

	Contests & sweepstakes
	Phone-on-hold information
	Musical theme for company

	Kiosks at mall or street displays
	Open house event
	Flea markets or outlet stores

	Supplier advertising & materials
	Co-op funds utilization
	Research studies

	Classified ads
	Newspaper display ads
	Magazine ads

	Yellow page ads
	Direct marketing coupons
	Direct mail postcards

	Charity & civic sponsorships
	E-Bay product auctions
	Printed newsletters

	Direct mail letters
	Product catalog
	E-mail newsletters

	Special insert in publications
	Trade show exhibit
	Merchandise displays

	Billboards
	Balloons, blimps, searchlights
	Advertising specialties (giveaways)

	Posters & pennants
	Bus & bus stop shelter ads
	Telemarketing

	Take-one literature
	Radio commercials
	Television commercials

	Gift certificates
	Gift baskets (product grouping)
	Human bonds (loyal relationships)

	Competitiveness (market effort)
	Convenience (hassle-free)
	Speed (fast tempo service)

	Reputation
	Company-name awareness
	Credibility (integrity)

	Enthusiasm
	Customer mailing list
	Satisfied customers

	Exclusive product lines
	Exclusive services
	Technical expertise (certifications)

	Internet social networks
	Internet “Newsvine” postings
	Customer surveys

	Marketing savvy
	Internet web site (on-line info.)
	Key account luncheon meetings


List from Guerrilla Marketing Attack, Jay Conrad Levinson, 1989 (plus additions by R. P. Morgan CMC, FIMC).
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