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5 Tips to Ensure Your Marketing Budget is Being Well Spent 

If you’re starting your digital marketing campaign without knowing what your goals are, you are 
already going to be wasting money. It is important that whatever you do, you ensure you 
understand your goal – don’t just do something because “everybody else is doing it” or “your 
competitor is doing it.” Be intentional with your marketing spend and efforts. Setting a SMART 
(specific, measurable, attainable, realistic, timely) goal will keep you accountable to your 
marketing efforts. Setting that goal is only the first step – make sure you know how you will 
evaluate that goal too. Identify your KPIs and methods of evaluation. Without that, you won’t 
know how successful your campaign is. 

1. Know Your SMART Goals and How You Will Measure Them 

We often get asked, “Should I be on social media?” The answer is usually yes – but there are 
dozens of platforms to choose from. So how do you decide where to invest your time, effort, and 
money? Look at your target audience – who are they, what messaging resonates with them, and 
where are they (digitally and geographically)? Answers to these questions will help you determine 
your tactics. Pick 2 or 3 platforms and do them really well – don’t stretch yourself trying to be 
everywhere and delivering subpar content. 

2. Don’t Try to Be Everywhere 

Any fan of Harvey Specter and Suits knows one of his golden rules – don’t play the odds, play 
the man (or woman). Listen to Harvey – know everything about your target market. Knowing 
your audience will help you make decisions about how to message, what mediums to use, and 
where to spend your money. Every single one of your marketing decisions should be weighed 
against your target market – if you aren’t playing to your target market, you’re wasting your 
money. “Spray and pray” may help your brand awareness, but if you want your audience to 
spend their money, speak to them directly. 

3. Know the Who, What, and Where of Your Audience 



Think you’ve found your magical formula? Don’t hang your hat on it. Always run tests of your 
marketing. Another advantage of digital marketing is that testing is relatively inexpensive. You 
can easily run versions of your ads using different copy or different images to see what your 
audience is responding to and what converts most. Don’t assume that once you’ve seen a 
successful combination, you should stop testing – messaging can very quickly get stale. Factors 
you can test include: copy, image, timing, geographic audience, tone, and many others – that’s 
why you can and should ALWAYS test! 

4. Keep Testing 

Seriously, always keep measuring. Whenever you begin a campaign, identify the top 3 KPIs you 
are going to use to evaluate success – Google Analytics can be a rabbit hole of metrics and you 
should absolutely go digging once in a while, but figure out what your top 3 KPIs are that will 
help you do a quick pulse check on your campaign. Part of reporting is also determining 
frequency – how often will you report and measure these KPIs. At minimum, you should be 
looking at a monthly reporting period to do a full check-in and audit of performance. Track 
those KPIs on a simple Excel spreadsheet, so that you can very quickly and easily measure 
growth and identify areas of improvement. 

5. Measure, Measure, Measure 

Want to learn more ways your business can have a 
competitive edge?

• Receive a complete one-on-one analysis of your business account

• Appointments can be booked online at times of convenience for you

• Get answers to questions specific to your business

• Learn how the latest technologies can help modernize the way you work

Book an appointment at a Rogers Small Business Centre today:
www.rogers.com/businesscentres

Schedule a free in-store appointment to speak with one of our 
Small Business Specialists. 


