
Marketing, according to Merriam Webster's definition is: "the activities that are involved in 
making people aware of a company's products/services." Sounds simple, right?

Marketing your program effectively can seem like an overwhelming task when faced with all 
of the media sources today. A business can spend lots of money on various marketing 
campaigns and have no ROI (return on your investment). How do you know what will be 
effective for your business needs? How do you know how to reach your target market? A lot 
of it can come down to trial and error but before you go spending big bucks, let's review 
some simple cost effective strategies that you may have overlooked to get the "good word" 
out. 

1. Your staff and employees are your number one marketing tool!

In order to market effectively, you need to know and understand your customer. If marketing 
is about understanding your customer, then it is the job of every employee you have to be a 
frontline marketing person for your services and products. They have "customer touch" all 
day long and they should be feeding you and the business decision makers of your 
practice/clinic/center the feedback they are hearing from your customers, good or bad. 
Make sure they are well educated on your weight loss program details, protocol, weight loss 
rates, pricing, product line, etc. Provide them a product of the week to highlight when 
talking with patients/clients. You are already paying them, so use them to spread the good 
word - they are an extension of your brand!

2. Are you using your social media to your advantage?

Social media can be a great tool to market your business. It is a way to build a community 
away from the day-to-day, brick-n-mortar transactions that go on in your workspace. Social 
media is about building relationships and relationships are what build businesses. Social 
media is also a great medium to build credibility in brand by posting program outcomes 
(HIPAA compliant of course), credible resources, staff celebrations and more. Weight loss 
journeys are personal and having a community who understands the challenges and 
success both in the office and out can be a huge return for your program. Online 
communities can often drive off-line business. Stay current and up to date with social media 
trends. They work, as the best marketing ever is "the good word" getting passed on and on.

3. Are you using your community to your advantage? 

Here are a few cost effective ways to help build your brand and name:

· Join the local Chamber of Commerce and have a ribbon cutting ceremony if you have 
recently opened your doors (be sure to take pictures and send to the local 
newspaper) Suggest an article about weight loss or your business be published or 
highlighted in their media. Help support the Chamber of Commerce through event 
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support and attendance at meetings.

· Write a press release for your local paper about the fabulous new staff 
person who has joined your team, or your growth into a new location or 
maybe announcing a new service or product.

· Be sure to keep your health community abreast of your presence; writing 
letters to announce your services to area physicians, nurse practitioners, 
dietitians, and other allied health professionals letting them know you are in 
the immediate area and are taking referrals. You may even want to offer a 
small reduction in program fees for mentioning the referee business name.

· Do you or your staff belong to civic groups; churches or other community 
groups where brochures, flyers, "free seminars" could be presented? This is 
not much time invested and can be a great way to reach community 
members in their settings.

· Have you sponsored a health oriented event or team such as 5K walk/run, 
walk for a non-profit organization, bike trek or local school activity? This is a 
great way to get your name out while being associated with health-related 
activities and being a sponsor in the community.

· Start a "Refer a Friend Program" for existing customers. If they get a friend 
to enroll in your program, maybe offer the existing customer a free box of 
product (bars, soups, puddings, shakes, etc.) and the new customer a small 
discount off their program enrollment (5-10%).

4. Is it time to look at other media for getting the word out?

If you plan on branching out into other forms of media, make sure you consider 
these factors: 

· Who is your target market? - know the primary demographics of your 
customers. 

· Where? Geographically. (local, regional, statewide, national?)

· When? (Year round or seasonal or when there is a change in your program?)

· How much? (multi-media campaign or only use a few channels?)

The main objective to marketing is to create customer value. Does your current 
advertising do this? With so many weight loss programs being offered today, you 
need to ensure your message is simple, broad and differentiates you from your 
competition. 

5. Don't forget your home!

Your clinic/center/work space speaks volumes about your brand and how you are 
to do business with. Customers are spending their hard earned money in your 
business and you want it to look, feel warm and be inviting. From first impressions 
walking into your physical space, to the staff and how they look and greet your 

· What media channels would you consider? Broadcast (TV/Radio), Print, 
Outdoor (Bill boards, bus signs, bus stop signs, etc.), Direct mail (Groupon, 
coupon books), Online (Facebook, Twitter, Banner Ads, Satellite radio, Hulu, 
Pandors, etc.)



customer, your consulting room appearance, your furniture and equipment, and even 
your "grocery store" where your customers shop for their protein foods. All of these 
areas are crucial to your brand. 

A big component of your brand is how you merchandise your space. Merchandising 
your services and your products is a very visual appearance to your brand. Here are a 
few suggestions:

Merchandise:

· Your merchandise should be clean, free of dust, not faded (if shelving/displays 
are in direct sunlight).

· Rotate your product with the seasons and at least 6 weeks before a season 
starts. (Cold fruity drinks in the Spring and Summer, warmer foods like hot 
chocolate, oatmeal, etc. during the Fall and Winter)

· If you do not have display shelves in your waiting area where customers can see 
products (especially new) - get them! Displays are great selling tools for your 
staff. Ensure your staff is knowledgeable about all of your products!

· Use seasonal accents and pictures to liven up your displays and always ask if it 
is relevant to the customer and your service?

Display Areas:

· Windows are the eyes to your business. Change window displays periodically so 
people will be drawn to the change. (Even if you are rearranging the same 
pictures, car dealers are notorious for this switching practice on their car lots).

· Anytime you can highlight a NEW product or service in your windows do it! New 
drives business!

· Use the 3-5-7 rule. Create smaller specialized displays in 3 to 7 areas of your 
clinic/center where customers can see different products.

· Consider your customers eye level when putting displays together. The usual 
"selling zone" is from the customer's eye to their knee. If items are much higher 
or lower, they will not sell as well.

· Use of props, risers and platforms in your displays to create depth and interest.

· Look up! If your ceiling has a grid ceiling where items can be hung from; this is a 
great use of space for posters, announcements, success stories, etc.

Signs:

· Can't fit all your product line on your display shelves? Use signage to let your 
customer know more flavors are in the back or complimentary products are 
available.

· Signs are "silent sales people" if done tastefully, but do not go overboard. Too 
many signs or too wordy signs become distracting!

Lighting:

· Did you know the right lighting could help you sell more products? You should 
have bright white clean focal lights on all your displays.

· Good light draws the customer's eye to the display and provides a focal point.

· Lighting adds drama to your space and draws attention to your products.



Theme displays are great for attracting customers to retail areas. Think about 
using holiday themes like Christmas, Halloween, Thanksgiving, Easter etc.  
Also, seasonal themes are very inviting and inspirational.  Create a theme 
based on a sports hobby like football, baseball, hockey, tennis or a special day 
celebrated like National Peach Day or National Hunting Day.  It doesn’t have to 
be expensive, in fact most things can be found around the house, office or 
very inexpensively purchased at a local dollar store.  The Internet and 
Pinterest are great resources for ideas!

Spring Theme Display

Easter Theme Display Football Theme Display
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