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Get Started!
Start your Marketing Machine by choosing and committing to a market. You’ll 
start building a database of prospects (which you will continue throughout 
the year). You’ll draft a script to use for calling and emailing. Then you’ll pick 
up the phone.
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THIS MONTH’S FOCUS

The New Year is a great time for marketing! There’s so much hope for the 
future. Your prospects are eager to start new projects and therefore open to 
discussing the possibilities they were putting off at the end of the last year. 
So your marketing challenge is to get back in touch with all those people 
who kept saying “not yet.” 

Make appointments with yourself (as you would with a client) to do your 
marketing work. Otherwise, it will be really easy to put it off and you will have 
an empty pipeline to show for it.

TIP OF THE MONTH

Recommended reading

The Designer’s Guide to Marketing 
and Pricing
Ilise Benun & Peleg Top

Whether you’re a freelancer, a seasoned owner of 
a design firm, or an aspiring entrepreneur, if you 
want to succeed in your creative business, The 
Designer’s Guide to Marketing and Pricing will 
show you the way. 

NOTES & EVENTS TO ATTEND

http://www.amazon.com/dp/1600610080?tag=markemento-20&camp=14573&creative=327641&linkCode=as1&creativeASIN=1600610080&adid=0S4X87FK9QFG81YTHZW6&
http://www.amazon.com/dp/1600610080?tag=markemento-20&camp=14573&creative=327641&linkCode=as1&creativeASIN=1600610080&adid=0S4X87FK9QFG81YTHZW6&


Daily CHECKLISTWeekly CHECKLIST

   HOT LEADS AND PROSPECTS

THIS WEEK

NETWORKING

Attend an event

Follow up calls/messages 
to new contacts

Schedule next week’s 
event

YOUR PIPELINE

Follow up outstanding 
proposals

Call 2 existing clients to 
check in

Read industry blogs/sites

Post on 2 (or more) industry 
blogs/sites

Identify 5 new prospects

Choosing Your Market: Identify 3 possible markets first. Research trade 
associations, web sites, events and conferences to attend, available directories 
(online or in print) to determine which market is most viable. Then choose one.
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Thank someone!
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