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Jason: (00:00)
Hello and welcome to designer discussions with Jason, Mirjam and Maria. Today we are talking
about the top 10 marketing questions.

Intro: [00:10]
Welcome to the designer discussions podcast with Jason, Maria, and Mirjam. Tune in each week
where we talk about marketing, PR, and business advice for design professionals. Are you
wondering where to start marketing your interior design business? We are opening the
Designer Discussions Marketing Studio, a monthly series of indepth actionable content to guide
your marketing, PR and business development. We want to help you transform your business
and elevate it to work with your dream clients. You are going to want to hear this episode. Jason
is going to tell you how to get your new website paid for and include all the bells and whistles
that you're going to need for 2023. Let's get out there and let's update that interior design
website.

Maria: (0:45)
So we're going to go over those top 10 questions today, and I hope we can give you some
information that you've been looking for. So number 1, Jason, who is my target market?

Jason: (01:07)
This is often asked, and I start with knowing who your ideal client is and your target market.
Refer back to the marketing studio because we have an outline there that helps you iron out
who your ideal client is and that helps you define your target market. As designers and
remodelers, when we first open up our practice, we like to work with anybody because we need
the money. But we learn that with certain individuals or certain homeowners or end users
better than others, and it's not always around hire in or more money. It's around personality, it
could be around fit. But understanding who your target market is ideal because that helps you
create messaging that resonates with them. So refer back to our marketing studio where we
have the outline of how to create your ideal client, and that's going to help you define who your
target market is.

Maria: (02:11)
The number two, Jason, how am I supposed to reach my target market?
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Jason: (02:00)
Again, so that heads back to understanding who they are. And with the last answer, I just
answered a little bit of this. Once you understand who your ideal client is, now you're able to
create messaging that resonates with them. So for instance, if your audience is the baby
boomers as opposed to millennials, you're going to write different for that audience than you
would for the millennial audience. So you're going to have terminology that will resonate with
the baby boomers that may not resonate with millennials. And that messaging, when it's out
there in the marketplace, when baby boomers read it, they'll know it's for them. Whereas with
the Gen Xs or Gen Ys or millennials, when they read it, they'll be like, this is not for me. So by
understanding that ideal target audience, you're able to write messaging that resonates with
them and you're able to get and reach your ideal target market.

Maria: (03:12)
Number three, how can I convince customers to buy my product or my services?

Jason: (03:17)
Convinced is a strong word, and I would say the answer of the last one by actually having
messaging that resonates with them. You don't want to convince anybody because if you try to
convince somebody, they're going to have a sense that they've been sold to and they're more
likely to ask for a refund. This is not what I really wanted to do. But if you create messaging that
resonates with your ideal client and you branded yourself the right way and you done marketing
the right way where you put out into the marketplace testimonials from happy clients that
you've had, you actually have good projects out there. So when they come to you and they
research you because nine times out of 10, most end users before they even talk with you on
the phone or email you, they have done research on you. Once they've done that research and
they ve seen what you have out there with the projects that you have, if they like that, if they
hear the testimonials, if the messaging resonates with them, it's less likely that you have to sell
them or convince them to buy from you. It's a about them understanding what you offer or
what your offer is. And if it resonates with them and if you are the best designer or remodeling
for their project, and if they're hearing that and you're resonating with them, you don't have to
convince them. They'll already be sold.

Maria: (04:47)
Who are my competitors?
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Jason: (04:50)
That's a good question. And a lot of designer and remodelers don't really know who their true
competitors are. They may believe that the remodeler down the street is their competitor, or
the designer around the corner is their competitor. That may not be the case. What you need to
do is a little research. Easily, you can just look at their website, look at their social media
channel, look at some of the marketing that they're putting out there, see who their ideal client
is, who they're responding to, who is actually engaging with them. That will help understand,
Okay, is that the type of client that I serve as well? And then by doing that research, you will find
who are your true competitors and what they're doing right, what they're doing wrong. So you
can do a gap analysis where they're not filling in the gaps that you offer and differentiate your
sales from others out there that are your true competitors. And that's how you can understand
by doing that research and understanding the designers in your locale and who they serve will
help you define who your true competitors are.

Maria: (05:52)
How do customers perceive my brand?

Jason: (06:07)
That is buy. And what you need to do is make sure that you've done your own due diligence to
understand from your end user or your customer's side how they view your brand. Quick
exercise that you can do is ask some of your current clients, how do they view you? Why did
they buy from you? They're going to help you understand, okay, this is how it's viewed from the
end user's users' standpoint. You want to also ask questions to your audience in the social
media universe. Ask them, Okay, how do you view us? What are the good things you like about
us? The bad things you like about us? Ask questions. If you have an email newsletter, same
thing. Ask those type of questions and they're going to give you insight on how the end user
views you. T hat should in turn help you develop your brand the right way around your ideal
client. Remember, going back to the exercise that we actually do that's in the marketing studio
of who your ideal client avatar is, and then having that information from your current clients or
prospects or past clients will help you develop the message ing to develop your brand the right
way.

Maria: (07:18)
And Jason, how can I make my business more visible online?
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Jason: (07:50)
That's a good question too that I'm often asked. And one of the ways is going back and you're
going to hear this a lot. Understanding your ideal client is going to be the answer to a lot of
these questions. But by understanding who your ideal client is now you can reverse engineer
who they are because if you look at where they are on social media or through email or
wherever they are, now you're starting to understand where they are. So you're starting to
understand, are they all social media? And if so, which platform are they on? Are they on
Facebook, Instagram, Pinterest, LinkedIn? If they're looking at your email. So that helps you to
understand, okay, where they are. If you understand your ideal client, you can reverse engineer
and see where they are. And now you know which platforms you need to market on to be visible
to your ideal client.

Mirjam: (08:12)
And how are customers finding my business?

Jason: (08:27)
One of the ways that you need to understand, and if you have not listened to the episode we
had on analytics, listen to that episode because one of the things a lot of designers and
remodelers are not doing enough of is analyzing their own marketing efforts. What is happening
right now is Google is moving over to GA 4, moving away from Google Analytics Universal to GA
4. And that's how you analyze all of your marketing efforts. Whether you're doing email
marketing, social media, SEO, PPC, whatever it is, you need to analyze it to see what is working,
what is not? Where is the end user clicking on ads or clicking on to find you? That helps you
determine how they are finding you and where you need to put your marketing dollars.

Mirjam: (09:18)
And why are customers visiting my website but not purchasing my products or services?
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Jason: (09:20)
Ultimately is because your messaging is not right. And that goes back to what I said. And like I
said, you're going to hear a lot of this identifying who your ideal client is. Once you know who
your ideal client is, now the messaging can be made to relate to that ideal client. And then you
can change a lot of your website copy. You could change your email, you could change your
social media copy. That will help your end user know that they're in the right place. Oftentimes
when we hear clients say, our ads aren't working, when we reverse engineer and look at it, is
when we look at the copy, we see it's not actually made for or it was not created for their ideal
client. Once we change it, oftentimes their click through rate goes up. If you do that same
exercise with your website copy with the content you have on your website, if it's resonating
with your ideal client, you're more likely to have your end user understand and buy from you
because they feel the copy is resonating with them. So understanding your ideal client is the
key.

Mirjam: (10:12)
And how do I create an effective marketing plan?

Jason: (10:27)
Creating an effective marketing plan starts with knowing who your ideal client is, like I'll say. And
also we have a few episodes here. We did an episode at the start of 2022 and the start of 2023,
from the marketing and PR standpoint on how to create an effective plan. I would say, re listen
to those episodes because I won't go over a lot of that. Mirjam and I went into depth into how to
create the plan in those two episodes.

Mirjam: (11:08)
We did. Yeah, that's a good one. So, Jason, the last question is, what should I do next?
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Jason: (11:20)
First, if you haven't already, go to the marketing studio so you can get the free download on
understanding and determining who your ideal client is. Because if you do not know who your
ideal client is, like we like to say in the marketing world, if you market to everybody, you're
actually marketing to no one. So to get your marketing right, you need to understand your ideal
client. So get that free download on a marketing studio to understand who your ideal client is.
From that, listen to Episode 24 and 76. Those are the episodes Miriam and I did on developing a
marketing plan for 2022 and 2023. And we'll also have those episodes in the show notes. We
had through an exercise to help you you define for the year, and we're going to do this next
year as well, to help you define for the year how you need to have your marketing laid out. And
we also get into budgeting, so knowing your number. Because once you know your number, so
where you want to be at the end of the year, so if you want to hit a million dollars at the end of
this year, now you can reverse engineer that. You divide 1 million divided by 12, so that's how
much you need to make every month. And then now you could say, Okay, how do I hit that
number every month so I could hit my number at the end of the year? And we get into this
exercise in those two episodes that I talked about. Refer back to these episodes if you haven't
noticed a trend where having you listen to some of these episodes where we talked about a lot
of this information that is in the designer discussions archive and also on the marketing studio
to help you develop a marketing plan of action, a marketing and PR plan of action.

Mirjam: (13:08)
Awesome. Jason, thank you so much for answering the top 10 questions about marketing from
designers and from modelers. This was it for today from designer discussions. We hope to see
you here in two weeks.

Outro: (13:15)
So we are super excited to announce that the marketing studio is open. We are providing
simple and easy to use resources to help keep your marketing, PR, and client communication
the best that it can be. Go to designerdiscussions.com marketing studio to get started. We hope
you've enjoyed this episode of designer discussions and all of the helpful information. Subscribe
to our podcast, leave us a review, and share it with your friends. We look forward to having you
back next week. For more information on the podcast and the marketing studio, visit
designerdiscussions.com and follow us on social media.
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