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PROMOTION
MARKETING

 



From budget to audience size, the
benefits of cross-promotion for small
businesses with limited marketing
budgets seem endless. When you join
forces, you will reach far more
customers together than you possibly
could on your own.

From in-person brand activations to
social media, this guide provides some
idea kick-starters and considerations to
building a mutually beneficial
partnership. 

Once you are ready to launch, the BIA
will be there to help you market your
offering to our audiences as well.

T H E  B E N E F I T S  O F
C R O S S - P R O M O T I O N

M A R K E T I N G  F O R
Y O U R   B U S I N E S S



WHAT MAKES YOU YOU? WHAT MAKES YOU UNIQUE? WHAT DO YOUR CUSTOMERS LOVE ?

Question 1

Question 3

Question 2

GET READY 
TO CROSS-PROMOTE

WHAT ARE YOUR TOP 3 CHALLENGES? WHAT DO YOU NEED MORE/LESS OF? 
WHAT’S CONSUMING TOO MUCH TIME? 

WHO ARE YOUR PRIMARY CUSTOMERS? WHO ARE YOUR SECONDARY CUSTOMERS?

IT'S TIME TO CONSIDER YOUR VALUE PROPOSITION  



CROSS-PROMOTION 101

SELECT COMPLEMENTARY, NON-COMPETING BUSINESSES

Now that you have a strong sense of what you have to offer, here are five tips and
ideas to consider when entering into a partnership.

1.

The best cross-promotion ideas for small businesses will provide little benefit if you
partner with the wrong company. The other business should not be a direct
competitor, but will ideally share your target audience.

Some pairings make more sense than others. When in doubt, opt for a business that
shares your company culture but won't directly compete for the same group of
customers.



2. INTEGRATE IN MULTIPLE INTERACTION POINTS

While any effort to join forces with other businesses can benefit your campaign, you'll see
an even better ROI if you present new takes on cross-promotion. When possible, seek
opportunities for promoting your business that integrate multiple interaction points,
including in-person, print, and digital and social marketing. 

Traditional Media

Take advantage of each others mailing lists to extend postcards featuring QR codes. This
tactic harnesses the benefits of print marketing while also attracting new followers. The
QR code can lead to many forms of content, such as entertaining videos, digital coupons,
or product giveaways.

In Person

Host a sampling event that incorporates both businesses. Such events grant attendees
the exciting opportunity to try many types of products at once. This works particularly well
for complementary products. 

For example, a spa might host an event with a local restaurant. If you prefer to keep things
virtual, allow potential customers to simultaneously sign up for free samples. These can be
sent in exchange for contact information. Following the event, encourage customers to
continue interacting with both brands and leave reviews through Google My Business or
other online resources. Here are some other great in-person ideas to consider:

 



Digital Media

A wide variety of digital tools allows you to link your social media strategy to your
cross-promotional efforts. Each social networking site holds unique advantages. Not
every platform will be suited to every type of campaign, so it's important to work
closely with the other businesses involved to determine what will provide the
greatest benefit for everyone. As you seek out the perfect online platform, keep the
following options in mind:

Facebook

Many small business leaders regard Facebook as their go-to resource for event
marketing. The platform is well-suited to cross-promotional efforts, as multiple
pages can manage dedicated event pages as co-hosts. Additionally, businesses
often highlight one another through dedicated posts or by tagging other
commercial pages in photos and videos. Facebook is also ideal for linking to outside
content such as guest blog posts

Instagram

Instagram is arguably the most effective social media platform for this specific type
of marketing. As with Facebook, posts on Instagram can tag influencers or other
users involved in your campaign, thereby alerting followers to complementary
pages—and vice versa. Vibrant images and entertaining videos drum up attention
for in-person cross-promotional events

While this approach lacks the event page capacity of Facebook, it still provides a
powerful visual reminder for top campaigns. Standard Instagram posts can be
helpful, but the platform's real cross-promotional value lies in its Stories feature.
Instagram Stories give followers an inside look at your brand's top offerings. This tool
documents marketing events and encourages last-minute participation. As with
other types of Instagram posts, it's possible to tag business pages or individual
followers in Stories. These can also be used to call attention to important event-
oriented posts that might otherwise be neglected.



Alternate Platforms

Facebook and Instagram may currently dominate the social media landscape, but
they are by no means the only networks that businesses can rely on. 

TikTok

TikTok can help you gain an edge with members of Gen Z. Join up with another
business to host a dance challenge or submit a silly video clip highlighting the
best of both brands.

Pinterest

This might not seem like a go-to source for cross-promotion, but unique features
such as group boards can provide valuable branding opportunities for multiple
businesses.

No matter which social media sites or other digital options you use for cross-
promotional marketing, you can expect to expand your audience well beyond
your typical niche. This is your opportunity to step up brand awareness and
consumer engagement, all while building valuable relationships with the most
influential businesses in your community.



3. CREATE A BUNDLE
A good way to drive sales and create awareness around you and your partner’s
brands is through bundle deals. For example, if you’re an online florist and your
business partner owns a bakery, the two of you could sell gift baskets to
customers. You provide the flowers, they provide the treats that go in the basket.
You could even offer discounts to improve sales. When the customer buys your
item, they can buy your partner's items at a discount.

4. CONSIDER A DISCOUNT

Discounts and promo codes are great for
driving sales. Everyone loves a deal!

So, why not use discounts to promote your
partner's offer (and give them a chance to
promote you)? Create a lead generation
campaign that advertises your partner’s
discounts and deals and have them run the
same campaign for you. That way,
everyone’s products get promoted to a new
audience.



5. START A REFERRAL PROGRAM

According to Neilsen research, 92% of people
trust product recommendations from people
in their peer group. In other words, referrals
coming from friends, family members, and
other members are incredibly effective. In fact,
they’re arguably one of the best ways to
promote your business.

This makes sense when you think about it.
Customers want authentic reviews coming
from unbiased, third-party people. This is
similar to the reason influencer marketing
became popular—we value authenticity above
everything else.

And with a rewards program, you can take
advantage of this and overhaul your cross-
promotion strategy. Start tracking the people
who share your product with their friends and
family, and reward those who sign up new
members.

Ultimately, it doesn’t matter how you run your
referral program. Just make sure you’re
rewarding loyal customers. Turning customers
into brand advocates is one of the best cross-
marketing strategies around.
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Did you know we have 1200 unique visitors to our site
each month? Or that we allocate funds to promote
our site each month? Tap into that audience by
placing your promotion on our 'Special Offers' page. 

PLACEMENT ON
OAKVILLEDOWNTOWN.COM

With close to 5K subscribers in our database, we have
an active audience whom we reach out to twice per
month. Notify us of your offer and we will profile it as
part of our 'Special Offers' content.

YOUR OFFER WILL APPEAR IN OUR
CUSTOMER EMAIL LIST

We will support your offer with an Instagram 'Post'
mentioning the offer and tagging participating
businesses. We will direct traffic to our Special Offers
page to learn more. This is a great way to tap into our
32K+ followers on Instagram and Facebook.

TAP INTO OUR SOCIAL AUDIENCE

If we have 3 or more special offers available we will
boost the 'Special Offers' page through a paid digital
promotion on Facebook and Instagram.

PAID DIGITAL AD CAMPAIGN

While these are just a few of the many ways you may consider cross collaborating with
other members. Remember, the goal of collaborating is to create meaningful content
together. 

Once you have solidified your partnership and are ready to extend your offer, the next
step is to reach out to the BIA. We can help promote your program on our channels.

HOW CAN WE
SUPPORT YOU



If you haven't already consider joining the
Member Mobile App. With the ability to private
chat with other members, and cooperate in
custom groups it's a great tool to start
planning your cross-promotion. 

MEMBERS MOBILE APP

Once your offer is ready for market please send
along details, including any links and images to
marketing@oakvilledowntown.com so we can
begin promoting your offer.

BIA MARKETING SUPPORT

If you haven't already and would like your name added
to the current list of members interested in
participating in cross-promotions with other members
please reach out info@oakvilledowntown.com. 

JOIN THE LIST

DOWNLOAD

CONTACT

CONTACT

RESOURCES
WHERE TO START

https://www.oakvilledowntown.com/so/8eNeDm4ou?languageTag=en#/main
mailto:marketing@oakvilledowntown.com
mailto:info@oakvilledowntown.com

