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What this report is about … 

As an individual business owner, you may be tempted to dive 

straight into doing some serious marketing.  That could be a big 

mistake! 

This report is to show you why marketing can wait … until you have 

taken some time to get really clear on who you plan to show up as in 

your business and what you want to achieve through it. 

The primary drive for business 

At its most simplistic, the purpose of a business is to get some 

customers, serve them well in a way that other businesses can’t, and 

get nicely paid for it.   

That’s certainly the way the larger businesses operate – with varying 

degrees of success in each of the steps.  Some are great at getting 

customers but not so hot at actually keeping them happy – just think 

of the 2017 Spring Holiday weekend where British Airways had 

75,000 customers waiting in airports around the world, and an IT 

failure meant they couldn’t get their planes off the ground!   

Others have loads of customers but cannot seem to make any 

money from them – think of Twitter, over 300m users and yet to 

turn in a profit.  And yet others deliver massive value for their 

customers, and post very high margins that should mean 

comfortable profits, if only they could get enough clients – now I’m 

thinking about a large majority of the single-person businesses I 

come across! 

One of the things that’s unique about one-person businesses is that 

they don’t tend to start from a drive to make money, or even to find 

new customers.  They are more often started to fulfil the owner’s 

desire to do something that they do well, and that matters to them.  

Because of that, these business-owners tend to invest time and 

money creating amazing systems for delivering incredible value for 

the people they want to serve. 

And then, of course, the next step is to jump right into marketing it. 

Why marketing? 

Well, the reason most people start marketing is because they have 

run out of friends, family and previous employers to do discounted 

work for.  And now they need some real sales. Any sales! 

They may have had a “soft exit” from their previous job, being lucky 

(or well-organised) enough to have their ex-employer as their first 

client. Or perhaps they were encouraged in their new venture by 

those close to them, who them felt obliged to give them some paid 

work to get them started.  Those are both great ways to ‘prime the 

pump’ of a new business, by the way, it’s just that they don’t tend to 

go on for ever.   
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So there comes a moment when the business-owner has to go out 

there and find some new customers.  And short of accosting people 

in the street, or going door-knocking, or (heaven forbid) picking up 

the phone and cold-calling, marketing is the best way to get some 

new business.  

I have heard it said that having to do ‘Sales’ is the price people pay 

for failing to get their marketing right!  I rather like that, but it’s not 

the whole story – here’s why … 

 

What is marketing? 

Essentially, marketing is everything you do to guide the people who 

need what you do along the journey from never having heard of you 

and your business, to becoming a loyal fan – preferably (but not 

necessarily) one who pays you for things. 

Marketing has three core activities: education, promotion and 

selling.  As an aside here, it’s a time-honoured argument between 

marketing types and sales-people whether they are separate 

disciplines.  My view is that Sales is the essential final part of the 

marketing process, that comes right at the end after all the soft stuff 

that prepares the customer to buy.  But I digress. 

Marketing is really everything that comes before asking for the 

order – everything that combines together to make that dreaded 

‘sales’ conversation easy. 

So placing advertisements in local or trade press is marketing, and 

so is attending a networking group.  So is having a coffee with 

someone who might be interested in what you do.  And so is 

creating a website that allows people to find you online. All of those 

can be used both for educating the customer, or for making offers 

(promotion). 

And your blog is also marketing, and the newsletter you send out; so 

is the pro-bono work you might do for a local community group.  

And so are the talks at your local library, or at your industry 

conference. All of those serve to educate your potential customer – 

about your product, but also about you, and why you are the right 

business to buy from. 

Marketing is not just about making people aware of you, it’s also 

about giving them the knowledge they need, about you and your 

offering, to make the decision to purchase.  And it’s about getting 

them familiar with you, so you become the natural choice when 

they eventually find themselves ready to buy.   

The number of different ways to get yourself and what you do in 

front of people who might at some point want to buy it is almost 

unlimited, and it is beyond the scope of this report to go into that 

level of detail.  You will see why later. 
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So marketing is important right? 

Marketing is more than important, it is essential.  You are going to 

have to get very good at marketing if you want to have a successful 

business.   

But for a one-person business, marketing is only a part of the 

solution, and it can be a big mistake to jump into marketing yourself 

without the other part. 

 

What’s the problem? 

The problem is that you are your business.  And your business, as far 

as your customers are concerned, is you.  Now, you and I both know 

that there is more to you than just your business, but your clients 

and customers may not want to know about all that – well, not 

unless it’s part of what makes you so great at what you do. 

And the problem is that if you start marketing yourself without 

really understanding what you want to achieve with your business, 

you might not get there!   

If you use effective marketing channels skilfully, you are going to be 

embedding an impression of yourself and your business deep into 

your prospective customers’ minds – one that they cannot easily 

forget.  So you want to make sure it’s an impression you want them 

to have.  That means pausing for a moment, to really understand 

what you want them to think about when they think of you. 

The alternative is to just sort of ‘make it up as you go along’, with 

your message attracting the wrong sort of customers, or constantly 

changing, with the result that your prospects lose track of who you 

are and what you can do for them.  Even a single pivot in direction 

can create confusion, and confused people don’t tend to buy.   

I know what I’m talking about here, from personal experience.  

When I changed my positioning from Focus coaching under the 

“Busy Fool” brand, to Joyful Genius coaching, it took me a while for 

the old way I had asked people to think of me to fade away, and 

there was a noticeable period of confusion and furrowed brows – 

and closed wallets. 

These are the sorts of questions I wish some of my clients over the 

years had asked themselves before they started their marketing: 

• What do I want to achieve in the world with my business? 

• Who are the people I truly want to serve? 

• Why should they come to me for my help? 

• What is it that is truly special about me? 

• What kind of business do I want to build?  
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Where self-awareness comes in 

While a larger business might engage in a complete audit of all the 

assets, capabilities and resources that seem to give it its competitive 

advantage, its point of difference if you will, for a single-person 

business it’s much simpler than that.  And also a whole lot more 

complicated! 

Because the business is you, the assets are pretty straightforward.  

And capabilities are reasonably easy to work out, too.  You already 

know what you have trained in, and what experiences you have had 

that you can add to the equation.  There’s probably a few skills you 

have forgotten you had, and perhaps you might need to get a bit 

clearer on which of the things you’ve done in the past actually add 

value, but overall the chances are you are fairly clear on your 

abilities. 

But resources are a whole different ball-game.  Here, we are not 

talking about hard resources like the amount of money or raw 

materials you can get your hands on – they may be important, 

depending on what you do, but those are not the resources that 

really matter to a one-person business. 

The resources that really matter for a business that is the owner, are 

the personal resources you are holding deep inside.  Resources like 

compassion, or courage; like humour, or confidence; like boldness, 

or intuition; like … all those personal qualities that make you who 

you uniquely are. And which mean that – for your perfect customers 

– you are the perfect solution. 

 

Clarity 

The greater your self-awareness, the easier you are going to find it 

to be clear about your marketing messages and positioning.  There 

are three main areas where having increased clarity will make your 

marketing much more effective, and potentially could even take 

away the need to do ‘Sales’: 

• Purpose 

Knowing the reason your business even exists will always 

make it easier to attract people to engage with you. It’s true 

what Roosevelt is quoted as saying – people really don’t 

care how much you know until they know how much you 

care.  Understanding, and sharing, your business and 

personal purpose with the world makes it much more likely 

that the right customers will seek you out. 

• Perfect Customers  

While we’re on the subject of the right customers, knowing 

the sort of people you feel most at home working with 

definitely helps you to attract them with the way you share 

what you do.  When your communication resonates with 
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your “tribe”, they are far more likely to pick up on what you 

are saying.  And working with people you actually like and 

care about is a lot more fun and a more joyful experience 

than otherwise! 

• Point of Difference 

Really knowing yourself will make it much easier to pick out 

what is so special about you and the way you do your work.  

There may well be loads of other people doing what you do 

at a superficial level – “Book-keeper”, “Coach”, “Therapist”, 

that sort of thing – but the chances of anyone else having 

your unique combination of talent, training and experience 

is very slim.  And that’s what makes your business the exact 

right one – for your exact right customers. 

How to become self-aware 

OK, so it’s all very well knowing that self-awareness is essential 

BEFORE you start on your marketing, but how do you go about 

becoming self-aware? As a professional coach, my best advice is to 

get yourself a skilled coach who will ask you the right questions to 

help you get insights into what really makes you tick – and why 

what’s special about you actually matters to the people you would 

love to be working with. 

But receiving coaching is not the only way.  There are also a number 

of workshops and courses you can go on, both live and online.  

Which of them is right for you will depend on your particular style; I 

will share at the end of this report my own two offerings, but you 

can also Google for the many alternatives.  The only warning I will 

give is, please ensure that whichever you spend your valuable time 

and money on has been written by an experienced coach or trainer, 

NOT by a marketer or “marketing coach”. 

 

Nothing against marketing! 

You may have got the impression that I have something against 

marketers, but nothing could be further from the truth. I have great 

respect for skilled marketers who can help their clients get more 

customers, easier sales, and greater income.  Getting marketing 

right is essential to business success, and hiring the right marketer 

to do it for you will make a massive difference to your income. 

But you wouldn’t go to a golf coach to improve your tennis back-

hand; and you wouldn’t go to a doubles coach if you want to play 

better singles.  It’s the same with business coaching – a typical 

marketing coach can help you get better at all the technical stuff 

that makes marketing cost-effective, but typically they are not 

skilled in digging deep into what really makes an individual tick.  

And one-person businesses are, first and foremost, individual 

people. 
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Next steps 

If you would like to talk about how the right style of coaching can 

help you gain meaningful self-awareness, feel free to book in for a 

chat at this link: www.joyful-genius.com/book-chat  

Or to check out other coaches, you could try one of the business 

coaches on www.lifecoachdirectory.co.uk – a lot of my clients find 

me through there. 

Or, finally, I have a couple of things that can help you: 

 

Unleash Your Genius is an online 

course designed to be completed 

over 8 days, during which you will 

explore all aspects of discovering 

your Joyful Genius.  At just $49 it is 

a very cost-effective way to make 

a start on your journey.  

Sign Up Here 

 

Create a Business You Love is a 

one-day workshop (9am to 6pm, 

so it’s a FULL day!) in which we 

explore the 8 essential steps of the 

Joyful Genius I.N.S.P.I.R.E.D. 

Business Blueprint.  Based on my 

work over the last five years or so 

with individual business owners these cover everything necessary 

for sustainable success as a one-person business.  At just £97 it is 

very affordable – and I would love to meet you on it.  

Book Here 
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