A Story About Advertising’s Effectiveness
By Lucinda Schuft, Publisher, Country Register

   I am in the business of selling ads to help businesses grow and succeed.  It is a very important part of the overall plan for running any business, yet I find it is one that is the first to be cut out of a budget or ignored by many small businesses.  I so often hear, “Well I tried it once, had not response and figured it was a waste of my money”.  Well – yes if you only did one ad in one place – it was a waste of your money, but the ad you placed did its job as long as the medium you put it in got the message into the hand of POTENTIAL CUSTOMERS.  That is what advertising does.  
   This point is so often missed by people in business – no ad will immediately produce customers for your business unless you by sheer happenstance manage to land in the right person’s hands, at the right moment in time so that they jump up and run down to your business.  Advertising plants an idea – keeps your business at the forefront of the buying public so that when they do have the funds, the time, etc. to go out and purchase a product from you they will think of you first.  This of course depends on what type of business you have.
    Advertising is a long term commitment if you want your business to stay on the map and grow.  Often businesses choose to come and go with their ads – taking a serendipitous approach to the process.  If you advertise in the same place on a regular basis so every customer knows that they can find you when they pick-up the latest issue or see you billboard, you are a reliable, trusted business that they will come to.  If you are not in the issue that they pickup to find you, well they immediately assume that you have gone out of business.  What do they do then – they find someone who has what they want that is advertising.  
   Successful advertisers get this and will spend a budgeted 10% of their annual proceeds on advertising.  They attempt to get the ad into hands of POTENTIAL CUSTOMERS which means using media that appeals to the people you know buy your products.  So – if you are selling women’s clothing you are not going to advertising in a publication that target’s primarily men, unless you think the men may wish to buy your item for their wives.  I recently saw this in a magazine for gun owners – it is brilliant marketing.  This is also a well thought out plan of spending your money where it will produce the most results – the ads were run just before Valentine’s Day.  But, I am betting their normal advertising is placed in publications that target women most of the year.
    So, know your market, your cliental and plan accordingly.  Keep your message out there and realize that as long as the paper is distributed, the radio ads play or the TV ads are broadcast; they are doing the job you asked for.  If you ads are set up correctly, you have a plan they will do the job you are paying for.  
    I recently had an example of this from a company I work with for filling ad space.  It is a company that works with large National Campaigns, and tracks the results they get from various media they use.  I was running a small, regional paper in Western South Dakota and tried this service out a couple times to see what it was all about.  The paper I used it in was shut down in July 2009 and I moved on, forgetting about this entire process.  So I know the last ad run for this program ended at this time.
   The first interesting thing to happen was I got a notification – six months after the last ads ran, that someone in New York had responded to one of the ads placed in my paper in June of 2009.  I thought, “Wow, that is very cool.  Who would think that someone kept a paper that long?”  Then nine months later I received another notification that someone in California had responded to the same advertisement and actually ordered the product. That paper and ad had been saved a long time.  Plus – it was only distributed in the Black Hills of South Dakota.
   This totally supports the theory that your ad dollars may not get you the immediate results you want – but they are never wasted.  If people want your products they will save the ads, particularly print ads, for a long time.  You never know when they will actually come to your store or website and spend money.  But if you had never placed your ad – you will never have them as a customer to begin with.    
   If you want a medium to get you results, you must advertise in it.  Know your audience and reach them.  I currently own the Country Registers for Wyoming, Montana, Northern Idaho and North and South Dakota.  I know my papers are doing their job – getting into the hands of potential customers for many types of specialty shops, quilting & crafting shops, collectible shops and lodging along the way.  I have learned that my customers travel great distances to visit a variety of businesses, use this publication as a guide when planning their trips.  This means they need places to stay along the way – love bed & breakfasts.  They also are looking for interesting places to eat and visit.  
   So – who should be advertising in this paper?  Well, I would say it is anyone who has a business like I mentioned above.  I try to target businesses interested in attracting women, quilters, crafters, collectors, and travel industry related places like museums, restaurants and places for people to stay.  The tourism business is huge in this area of the country – with most coming during the summer months.  For this reason I also work very hard to get my paper into the hands of people who are looking for these types of experiences.  That is my job.  I love doing it and hope that you will consider placing an advertisement in one of my publications so I can help you promote your business.
   I have great low rates that help you keep a consistent message in front of your audience without breaking your budget.  Because the paper is printed once every two months, you get a lot of bang for your dollar and you can afford to have a long running ad campaign.  
Contact me at 605-490-7757 or email me at dakotacountryregister@hotmail.com to learn more.  I look forward to working with you.

Rates in Country Registers for the Dakotas and Wyoming/Montana/N. Idaho start as low as $72 an issue (that’s only $35 a month).  Don’t you think you should check it out?  
