


Everyone loves an underdog
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Before the days of search ads and Facebook statuses, marketing was a constant uphill battle 

for a lot of small businesses, especially when they had to face larger, more established brands.

Smart small- to medium-sized businesses (SMBs) know they have a lot to gain from a 

well-planned, synchronized digital marketing campaign and must make sure every marketing 

dollar is put to good use. They have to think outside the box and use their built-in advantages 

— speed, precision and disruption — to compete.

In this guide, we’re going to outline the strategies and tips you should use and explain how a 

small business can go toe-to-toe with a behemoth in their industry. 

However, digital marketing has made the task 
of establishing a business presence much less 
intimidating. In fact, when compared to the 
time before the internet, it’s leveled the playing 
field and allowed the smaller guys to shine in a 
way the big enterprises simply can’t.
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As a small business in a crowded space, you’re constantly forced to find ways to be di�erent 

from your competitors — fast. And that necessity can be a powerful resource.

That puts pressure on you to continuously rethink your products and services, internal 

processes and marketing strategies. You have to anticipate what your customers expect 

from you in the future and pivot quickly to meet that need. 

While that sounds like a daunting task, it helps to realize that all businesses, big and small, 

are trying to do this, but it’s only the small businesses that can do it quickly and o�en. 

Large companies are unable to change direction, apply new strategies, or react to industry 

trends as quickly as small ones. This is something you should use to your advantage. Small 

businesses need to take advantage of their inherent agility by learning (and failing) 

fast, reacting quickly and changing before their larger competitors get a chance to.

In today’s complex marketing environment, where things are continually changing, speed of 

execution will always give small businesses a leg up on the competition.

When a small business learns something 
about their process that needs to be 
corrected, they can quickly pivot and 
change it without having to run it by the 
executive chain of command to get approval. 
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When looking for ways to pivot and improve your marketing performance, it can be 

tempting to use your intuition to predict what will make people convert. But basing 

marketing decisions on a "feeling" can be pretty detrimental to your results. 

Rather than relying on guesses or assumptions to make these decisions, you're much 

better o� always running tests. 

Though there are many di�erent types of tests you can run, there are a few key steps 

that you’ll always have to implement to ensure you’re gathering useful data...

With a solid testing plan in place, you can 
play to your strengths as a small business 
and put yourself in a position to adapt to 
changing market trends quickly. 



Pick a variable to test

Look at the various elements in your marketing resources and think of possible 

alternatives for design, wording, and layout. Keep in mind that even simple 

changes can drive significant improvements.

Clearly identify your goal

Are you looking for more calls coming through to the business?  Or are you more 

interested in increasing your website tra�ic? It’s important to choose a primary 

metric to focus on before you run the test.

Choose a “control”

Your control is the unaltered version of whatever you're testing. It’s what you’ll be 

measuring your test against. If you're testing the copy on a web page, this is the 

unaltered page as it exists today.

Give the test time to produce useful data

You'll want to make sure that you let your test run long enough to gain enough 

data to make meaningful decisions.

Take action based on your results

No matter what the outcome of your test is, you now have valuable info you can 

use to inform your decisions. If one variation performed better than the other, 

you have a winner. Ditch the losing variation. If neither is the clear winner, you've 

just learned that the variable you tested didn't impact the goal you set.  Time to 

try something new.

Plan your next test

There’s always room for more optimization. Take your findings and test another 

feature of the same page or ad you just did a test on. If you just tested the 

headline on a landing page, try a new test on body copy or color scheme.
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The trick is to determine the right niche and the 
right positioning for your product or service. 
You don’t have to do everything to please the 
entire market. Focus on what you’re good at, 
make a name for yourself with a small, more 
targeted community and grow from there.

Sure, the big guys with their huge marketing budgets and massive reach have the upper hand 

when it comes to getting the word out to their potential customers about their products or 

services. But, believe it or not, starting with a niche is one of the most powerful ways for small 

businesses to go up against even the biggest giants. 

The beauty of being a small business is that it’s easier for you to really get to know your target 

market and your customers. They’re your neighbors and friends; they’re the people you interact 

with every day. And this intimate relationship is the key to winning over more customers. 

Pay close attention to what improves the experience of interacting with your brand for each of 

your customers. Especially what seems inconvenient, di�icult, or challenging for your 

customers.  The more frustrations you can eliminate, the smoother and more delightful you 

make your interactions, the better and more convenient your customer’s experience will 

be. Use this information to cra� a top-notch personalized experience that the bigger brands 

never could.

By getting to really know your audience, keeping your business o�erings simple and narrow and 

getting creative, you can take pivots the behemoths can’t and start racking up wins.
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Finding the right niche is going to take some extra homework — market research. 

That might sound obvious, but how deeply do you really understand exactly where your 

potential customers are conducting their research and what's influencing their buying 

decisions? The answers to those questions are going to be the key to getting the jump on 

your biggest competitors.

Get the answer to these questions to get a good sense of 
your market conditions

What’s the demand?
Is there a desire for your product or service?

How big is the market?
How many people would be interested in your o�ering?

What’s the location? 
Where do your customers live and where can your 

business reach?

How saturated is the market?
How many similar options are already available to 

potential customers?

What’s the average price? 
What do potential customers pay for these alternatives?



Disrupti   n
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Don’t play a game you can’t win! Small businesses don’t have to play by the rules 

established by their larger and more established competitors – in fact; they would be 

foolish to. What SMBs should do instead is look for ways to disrupt the status quo and do 

things in a di�erent way. 

Following your biggest competition will only leave you in their wake, trailing behind to 

capture their le�overs. Look ahead and ask yourself, “What’s Next?” and plan for “What 

If?” Embrace disruption in your own business and continually look for ways to 

improve your capabilities and expand your o�erings. Don’t be afraid to scrap a

business model for a fresh approach. Your size is your advantage; it’s time to be agile.

Change the rules and play a game the 
big guys haven’t even considered yet.

To break through all the noise in the market, you should uncover what your 

competition isn’t doing. Those areas of opportunity are what we call whitespace.

In the fight to stay competitive, identifying the whitespace in the market where you 

can gain a strong footing is an essential component to building a successful brand 

and stimulating business growth. 



Just Keep Swimming
As a result of all the modern advancements, SMBs have a real shot at bringing the 

competition straight to the big guys. 

With the right strategy and proper planning, 
even a small fish can make it big.
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Here are just a few questions you can ask yourself to see where there might be 

whitespace in your market:

• What aspect of the market have your competitors taken their eye off of? 

• Where have they become complacent? 

• What are the weaknesses in their product? 

• Are all of their customers completely satisfied? 

• What do their negative reviews say? Is there a pattern that they’ve 
   done nothing to remedy? 

• Are all demographics of the market happy with them?



Better results working together
Why work harder when you could market smarter? At Hibu, our goal is to help you achieve 

your goals, by building you a complete digital marketing solution — a custom, 

interconnected digital marketing campaign that works to maximize your results and deliver 

what you want. Tell us what you want to achieve – more visibility, more visitors, more 

leads… or all three — and we’ll build you a smart, easy digital marketing solution designed 

to deliver the results you want.

About Hibu

Hibu is a leading provider of custom, innovative digital marketing solutions for local 

businesses across the US – providing clients with a custom integrated digital marketing 

solution designed to attract and retain customers.

Hibu o�ers comprehensive DIFM (Do-It-For-Me) solutions powered by Hibu’s advanced 

proprietary Digital Marketing Platform. Plus, Hibu utilizes decades of digital marketing 

campaign data and a one-on-one service model to maximize marketing ROI (Return on 

Investment) for clients across a wide range of industries.

Hibu’s integrated solutions include custom website development, listings and reputation 

management, retention marketing, automated email and text marketing, search engine 

optimization (SEO), search, social, and display advertising. Hibu is a Meta Marketing Partner, 

Google Partner, and Microso� Advertising Select Channel Partner.

Visit Hibu.com to learn more or talk to us today at 855-409-6569
to take the first step towards smarter digital marketing.

© 2023 Hibu Inc. All rights reserved. Hibu and the Hibu logo are trademarks of Hibu Inc. or its a�iliates.




