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Advertising: The Key to Sustainable Business Growth
A Guide for Local Business Owners by Laura Capes Terry, MBA

Advertising is the lifeblood of business growth. It increases brand awareness, attracts customers, and drives sales.
Advertising in BeLocal is a smart decision because it puts your business in front of one of the most valuable audiences you
can reach—new movers who are in a natural buying cycle and actively looking to form new business relationships.

1. Why Do Businesses Need to Advertise?

Even with strong word-of-mouth, consistent advertising is what keeps a business visible, competitive, and relevant. In the
case of BeLocal, new movers don't have word-of-mouth yet—so it's essential to advertise in order to reach them first, before
they discover your competitor. Advertising can help you:

+ Stay top-of-mind in a crowded marketplace

* Build credibility and trust with new audiences
* Reach customers before competitors do

* Maintain long-term customer relationships

2. What Do Businesses Get from Advertising?

Advertising gives you the first chance to make an impression and the first opportunity to start a new relationship. Depending
on the medium, it can also deliver instant trust and credibility—especially when your brand appears in a respected,
community-based resource like BeLocal. In fact, the benefits go far beyond immediate sales. Advertising can:

* Increase brand awareness and recognition
+ Drive traffic to your website or location

* Position you as a trusted local leader

* Expand your reach to new markets

+ Strengthen customer loyalty over time

3. How Do You Know if Your Advertising Is Working?
Today, ROl means more than Return on Investment. It also means Relationships of Influence and Return on Impact. It's not
just how many people see your ad, but who sees it and where they are in their buyer’s journey WHEN they see it.

* Return on Audience - The quality and relevance of the people your ad reaches. Are they local? In your service area? Ready
to start a new relationship or still in an early awareness stage?

* Return on Perception - The impression your ad leaves. Does it build trust? Make you memorable? Position you as the go-
to choice in your category?

* Return on Opportunity - The indirect benefits your advertising creates—referrals, partnerships, and word-of-mouth buzz
that may not show immediate sales but build long-term value.

* Return on Engagement - How people interact with your brand after seeing your ad—visiting your website, following you
on social media, or reaching out to learn more. Engagement is often the bridge between awareness and action.

* Return on Objectives - How your advertising supports your broader goals—whether that's building authority,
strengthening loyalty, or reaching a new demographic.

Bottom line: The most effective advertising is consistent, targeted, and aimed at the right audience. BeLocal delivers your

message to new movers at the exact moment they're open to forming new buying relationships—maximizing your Return on
Impact now and for years to come. For more marketing tips, visit www.lauracapesterry.com.
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