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Topics

• What is marketing supposed to do for you?

• Who should you market to?

• What should you tell them?

• High and Low impact materials and activities

• What to do after it works
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Good Ideas for Recession Marketing

• DO: Reconsider trade show investments

• DO: Reconsider traditional advertising

•
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Projects are Happening Now, BUT

• Geography is not evenly distributed

• Industry is not evenly distributed

– It’s not all bio, alternative, and green

• Capital intensive investments are slow
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What is marketing supposed to do?

• Raise visibility

Even if the news isn’t good?

• Develop leads

• Correct misperceptions

• Broadcast new information
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Who should you be marketing to?

• Allies 

• Consultants 

• Companies

– Current Employers

– Targets you aspire to

– Targets you get attention from
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Choose targets that are credible

Your wish list 

(plus)

things you might not have thought of 

(minus)

things you aren’t ready for

NOT 

How can we be like ____?



Don’t forget short-term targets
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Maslow’s Hierarchy of Needs

Many of your 

targets are here Many of your 

people are stuck 

here right now



What do they want?

• Talent pool and talent pipeline

– Not just unemployed people

• Ready-to-go infrastructure

• Competitive costs

• Stable political, tax, and regulatory process

• Responsive process
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How do they decide who has “it”?

• Decisions are made at arm’s length

• Eliminations are made quickly

• Expertise and process varies 

• Reputations travel and linger
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What should you tell them?

• What is truly unique about your area?

• What is different now than it used to be?

• What am I afraid they know or are thinking?

• What would I do with people if they came to 
town?

– What would I show them?

– Who would I introduce them to?

– What stories would I tell them?
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High Impact

• WEB SITES

• Announcements –good and bad

• Testimonials

• Some events and tours

• Public Relations

• Items uniquely from your area
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Low Impact

• Fact book mailings

• CD-ROM mailings

• Slide shows

• Logo items

• Generic building flyers

• Ads (for consultants)



Add Value

Be Disruptive

Surprise Me
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Add Value
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What

• Employer Detail

• Testimonials

• Anecdotes

• Incentive Calculation Detail
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Where

• Web sites

• Newsletters – don’t abandon hard copy

• Announcements

• Personal Meetings
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When

• On the Web – Continuously

• In Print – As Information Changes

• In Person – Once or Twice a Year

18 ©Kate McEnroe Consulting 2009



Be Disruptive
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Interfere with the Invisible Process

Create the search area

Eliminate areas that

fail to meet benchmarks

Compare remaining

areas to one another

Field Work

$$$

Screening 

Analysis

20 ©Kate McEnroe Consulting 2009



What’s the point?
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Get to them with information 

before 

there is a project at stake



Invisible Hurdles to Overcome

• Small Population

• Low Unemployment 

• Low Education Attainment

• Saturated with competition

• High Costs
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Cox Enterprises

Layoffs? Not if we can help it
How Cox Enterprises closed a plant and saved 400 jobs.

Wanted: New employer for 300-plus 

experienced workers. Production facility 

included. If your company has a need to 

expand operations in the near future, we have 

the perfect opportunity for you. 
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http://money.cnn.com/magazines/fortune


Imation Campus – North Dakota

http://www.growingnd.com/searchproperty/wicpdf.asp
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Not So Great
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Surprise Me
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I’ve heard this before:

• Biotech/life sciences/biosciences targets

• Underemployment studies

• People will drive long distances

• Great rural quality of life

• We have land

• We’d love to have you
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Stories I remember

• Memphis – new targets

• West Virginia – new image

• Jacksonville – real underemployment

• Elkhart – center of a crisis
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Make Yourself

One of

The Places I’ll Remember
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