
Be Known and Get into Your Customer’s Sweet Spot 
 

PotenƟal buyers of your offerings must first know you exist.  A confident purchasing decision cannot otherwise be made 

if you’re unknown in their buying sphere.  Being known in the market and having top of mind posiƟoning with your 

buyers is key.  This requires consistent market visibility and demonstraƟon of credible reasons why you have the best 

choice in the market.  By demonstraƟng your credibility, you will develop trust which miƟgates risk.  Your goal is to 

occupy the bull’s eye of a buyer’s purchasing sphere because it means you are the go‐to, reliable and dependable 

soluƟon with the least amount of risk to the buyer.   
 

Geƫng to that sweet spot requires effort.  You have to idenƟfy the connecƟng points that bridge the gap between your 

offerings and your intended buying market.  The gap is oŌen bridged through strategically and effecƟvely implemented 

communicaƟon vehicles.  This will include a balanced mix of public relaƟons efforts, email markeƟng campaigns, 

culƟvaƟng prospect relaƟonships, coordinaƟng social media, maintaining a dynamic web presence and similar markeƟng 

acƟvity.   

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

Making effecƟve buyer connecƟons requires a strategic markeƟng approach based on the type offering you have and 

your targets.  Your strategic approach provides a profile of who buys from you, why, when, where and how.  It also 

includes the tacƟcal execuƟon components necessary to reach them.   All of this should be defined in your markeƟng 

roadmap.  Becoming known in your market and preferred by buyers will take some effort, but will make your markeƟng 

more effecƟve and increase your revenue‐generaƟng potenƟal. 
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