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Consumers want to know that:

• You are safe

• You are clean

• You are following guidelines

• Your staff are trained and prepared

• You are prioritizing public health
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Consumers are also looking for you to:

• Offer new products and services that reflect a return to 

normalcy

• Provide products/services that involve self-care, mental 

health, beauty

• Show them things that are fun and frivolous, distracting

• Provide comfort and calm

• Offer an experience away from digital media, computers, 

and phones



How will you tell your 
NEW story?



What marketing 

mix should you use 

to spread the right 

message?



Identify key focus 

areas for deeper 

planning.



Create a 30-60-90 

day plan for key 

focus areas.



Make notes, ideas, 

sketches on the 

back for each 

focus area.



Write your key 

points about 

quality, products, 

pricing, trial 

periods, special 

offers.



f

Let's Explore a Gym Example

• One of the most 

challenged industries

• Must pivot and consider 

new and innovative 

strategies to survive

• Opportunities to pivot

Source: https://www.thinkwithgoogle.com/feature/category-trends/us/year/en
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Gym Example

Choose the right 

mix of media for 

your target 

audience and its 

priority 1, 2, or 3.

Estimate the costs

PLAN
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Gym Example

Create an action 

plan for the next 

30-60-90 days. 

PLAN
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Gym Example

Write key points 

about your facility, 

service, products, 

quality, price, etc.

PLAN
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Gym Example

Write key points 

about your facility, 

service, products, 

quality, price, etc.

PLAN



•Use Decision Sheets to work on a plan

• Start with Marketing Mix

• Then do 30-60-90 day plan

• Then use Marketing Messages to write key points

Final Step: implement your plan

Your Turn



Do this:
• Prioritize Safe. Clean. Ready. Campaign or another for your area.

(visitsedona.com/safe-clean-ready/)

• Be positive and address new concerns

• Be consistent and transparent

• Discuss and showcase new initiatives, protocols, products and services

• Communicate how your business is BETTER

• Showcase any pivots, show creativity and innovation

• Build consumer confidence
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http://visitsedona.com/safe-clean-ready/


• Show physical interactions like handshakes, hugs, and 

high-fives

• Any actions or posts that may create more anxiety or fear

• Being Stagnant

• Staying the same, doing nothing

• Negativity
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Avoid this:



Source: antigonebooks.com

Update your website:

https://www.antigonebooks.com/


Source: https://www.smitholator.com/

https://www.facebook.com/localnomadshop/

Update your website:

https://www.smitholator.com/
https://www.facebook.com/localnomadshop/


https://www.facebook.com/lisadahlsedona/posts/3287910741266896

Showcase your pivot



Source: https://www.dahltodoor.com/

Showcase your pivot

https://www.dahltodoor.com/


Be Timely

Source: https://www.smitholator.com/s/instagram

https://www.smitholator.com/s/instagram


Build Consumer Confidence

Source: facebook.com/chichairsalon

https://www.facebook.com/ChicHairSalon/


Source: https://gotwetwedry.com/our-blog/

Relevant Blogs

https://gotwetwedry.com/our-blog/


Communicate Plans

Source: ziarecords.com

https://www.ziarecords.com/


Ask yourselves every day: 

“Is this right for this moment and in this context?”

• Be factual and professional

• Be approachable, authentic, real

• Be empathetic and prioritize the customer experience

• Photos are good, video is better

• Be consistent across platforms
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Thank You
Confidential 
Counseling

Affordable 

Workshops

Network 
Resources

Local 
Partnerships

Access to 
Capital

YC.EDU/SBDC

(928) 717-7232


