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LESSON 8 

Collective Marketing  

One step by 100 persons is better 
than 100 steps by one person. 

‐ Koichi Tsukamoto 
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1. Understanding the 
advantage of collective 
marketing as a group

2. Examine the top collective 
marketing tools to use

3. Looking at best-practice 
examples

Key Objectives of this VideoKey Objectives of this Video
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4. Using cross promotions 
and bounce-back 
promotions effectively

5. Taking advantage of 
Obscure Holidays and 
Birthdays to capture free 
publicity

Key Objectives of this VideoKey Objectives of this Video
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It takes 10 – 16 times the 
money to get a new 

customer than it costs 
to bring an existing 

customer back

Top 3 Advertising PrinciplesTop 3 Advertising Principles
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• Creating a collective 
database

• Collect customer  
information in multiple 
businesses and compile 
names together 

Collective MarketingCollective Marketing
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• Come back and email (or 
text) the collective list

• The individual business 
participating benefits much 
more with the group 
collection effort

Collective MarketingCollective Marketing
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• Different businesses with 
similar Top 10% Customers 
businesses help customers 
move from one business to 
another by promoting each 
other

Effective Cross PromotionsEffective Cross Promotions
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• Entice customer for an 
unplanned return visit

• Market to customers during 
high traffic time periods

Bounce-back PromotionsBounce-back Promotions
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• And drive customers back to 
your business during low 
traffic times

• Helps even out revenue 
during off-season times

Bounce-back PromotionsBounce-back Promotions
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Destination Creation Course 
Recommended Books and Interview List 

The following books and authors are mentioned in Destination Creation Course. 

INTERVIEWS AND AUTHOR BOOKS: 

 Jay Baer Hug Your Haters: How to Embrace Complaints and Keep Your Customers Lesson 7 

Talk Triggers: The Complete Guide to Creating Customers with Word Lesson 5 
of Mouth 

 Marti Barletta: PrimeTime™ Women: How to Attract, Convert, and Keep Boomer Big Spenders Lesson 4  
& Lesson 4 (S) 

 Andy Core: Change Your Day, Not Your Life: A Realistic Guide to Sustained   Motivation, Lesson 3 (S) 
More Productivity, and the Art of Working Well 

 Shep Hyken: Amaze Every Customer Every Time Lesson 6 

 Bernadette Jiwa: Difference: The one-page method for reimagining your business and Lesson 7 (S) 
 reinventing your marketing  

 The Fortune Cookie Principle: The 20 Keys to a Great Brand Story and  
 Why Your Business Needs One  

 Laura Vanderkam: 168 Hours: You Have More Time Than You Think Lesson 3 

INTERVIEW – NO BOOK 

 Howard Hyden: Lesson 6 (S) 

BOOKS – NO INTERVIEW 

 Chase’s Calendar of Events  Mentioned 
during Lesson 8 

 Jon Bond and Under the Radar: Talking to Today’s Cynical Consumer  Mentioned  
Richard Kirshenbaum during Lesson 7 

∗ (S) = Supplemental 



TRANSFORM YOUR BUSINESS 
AND COMMUNITY INTO A

CONSUMER 
DESTINATION

The Schallert Group’s Destination Business 
strategy has helped businesses large and small 
to capture more market share, even when larger, 

better-capitalized competitors seemingly have the 
advantage. When independent business owners 

apply the Destination strategy to their businesses, 
they naturally attract more local consumers 

along with customers from outside the traditional 
marketplace. Businesses that generate higher 
revenue and more tax dollars also impact the 

community in which they reside, making any city, 
town, or downtown more sustainable.

The Schallert Group, Inc.

PO Box 1210 
Fraser, CO  80442

Info@JonSchallert.com  |  303-774-6522  |  www.JonSchallert.com




