Book Insights

Marketing Outrageously :  How to Increase Your Revenue By Staggering Amounts
By Curt Clinkinbeard

What do rubber chickens, the New Jersey Nets, and a slam-dunking sumo wrestler all have in common?
Not much, but they are featured (in an interesting way) in Jon Spolestra’s business building book called “Marketing Outrageously : How the Increase Your Revenues By Staggering Amounts.”

And let’s just get one thing straight. This book is fun to read! Forget falling asleep and counting the pages until you can drudge through another chapter. I was bummed when I finished! Spolestra intertwines great stories packed with humor with solid lessons to build a company. 
The book features a primary, over-arching philosophy that growing revenues is the vital activity in a company, and that being a little “off the beaten path” is the best way to get there. The book features seventeen ground rules for growing a business. 
Outrageous Marketing involves an extremely innovative approach to marketing development. Appropriately, one of the chapters in the book is “New as a Way of Life.” The author uses this chapter to discuss ways to cultivate marketing creativity and develop a commitment to constant evolution. 
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INSIGHT: Conventional marketing approaches just won’t cut it when you are trying to grow and what you think is innovative probably isn’t. Dig deeper to differentiate yourself in a crowded (and often very boring / predictable) marketplace.

Another ground rule asks the reader to look at “Levels of Cream,” or the concept that for any given customer base, there are always people who (1) are better future customer prospects than others, and (2) will be very willing to spend more money (much more) with your company if you will only give them the chance. The book discusses strategies to go about this. 

INSIGHT: Mine your customer database for gold. Develop methods to let your best customers purchase more goods and / or services from your business.

Spolestra uses a simple rule for evaluating the effectiveness of marketing campaigns that he calls “The Ratio.” This is a very straightforward concept that encourages the reader to calculate a return (in sales dollars) for every dollar invested in a campaign. Simply put, if you are above four (campaign revenues / campaign costs), repeat the program until it loses steam. 
INSIGHT: Use quantitative return on investment statistics to judge your marketing efforts and use this as an objective tool.  
A final nugget from this book relates to the importance of developing employees that participate in your “outrageous” marketing development. Spolestra’s formula here is merely to place the focus of the company on its employees, even over customers and stakeholders. His contention is that if employees are taken care of, customers will be as well, which ensures stakeholders also get what they want. While this book is not the first to promote this principle, it is pretty hard to argue with the logic. 

INSIGHT: Marketing results happen as a direct result of employee actions. Developing outrageously positive marketing usually involves thinking of ways to be an outrageously positive employer. 
If you are looking for some suggestions for having more fun at making your business an outrageous success, give a read to “Marketing Outrageously.” 
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