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Marketing in a Crisis: Should you Stop Marketing?  

 

These are tough times for businesses: marketing is the last thing on a business owner’s mind.  

 

Having worked in marketing through 3 major UK recessions, sound advice for any business in the current 

situation is to keep marketing, but . . . adapt your marketing to the wider business climate and 

your own business situation.  

 

At this time, hard sell is inappropriate and will backfire on you. You can keep marketing by being both 

informative and/or cheerful in your marketing messages. The following points may help your business:  

 

1. ‘Keep Marketing’: businesses who keep marketing come out the other side in a far stronger 

place than those who pulled down the shutters on their marketing plans. However;  

 

2. Trim your Budget: Choose affordable/cheap marketing – basically, keep going on social media 

and other low-cost channels if you already use them. And, if you don’t, now’s a good time to 

learn how to use them: 

a. Bring in new channels to your social media mix. If you don’t use Twitter or LinkedIn, 

now’s the time to start. 

b. Think about starting to use e-newsletters through platforms like Constant Contact or 

Mailchimp (other platforms are available) 

c. Think about using media releases to the press too. Life is still going on and people are 

seeking distractions so you could have an opportunity. Monthly magazines work on a 2-

month production schedule. 

 

3. Go to online sales/e-commerce, if appropriate for your business: if you’ve been putting it 

off, now’s the time to make that move. There’s advice on line and Business Gateway can help 

with advice too.  

 

4. Engage with everyone and keep customers & clients informed: You don’t need to be selling 

or promoting in everything you put out. You just need to keep your name out there.  

 
You could ask your customers to be involved too.  

a. A physio/Personal Trainer could do a ‘send in/share your stretches in the park’ pictures.  

b. An office supplies company could do a ‘home office set up of the week’ with a picture of 

someone’s set up  

You can think of some ideas for your business 

 

5. Keep a Dialogue Going: it can be informative: 

a. Recipes for all those tins of tomatoes people have panic bought: send in yours 

b. What we’re doing as a business to help 

c. Keeping signage clean: how sign materials react to common cleaners 
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Or just a cheerful something to make people smile  

a. Out delivering earlier today & saw these cute ducklings 

b. The hazards of working from home 1 – the cat on the keyboard 

c. The hazards of working from home 2 – fighting the kids for the laptop 

 

6. Where appropriate - be positive, even cheery, in your messages: for example: 

a. ‘Good seating practice if you are now working from home’ – physio 

b. ‘Stretches in the daffodils: fresh air workout’ – personal trainer 

c. ‘We’re using these beauties for Aubergine Parmigiana to take away . . .’ – pub 

 

As humans we tend to react negatively to bad news or a gloomy approach. We react more 

positively to positive messages so, where appropriate, make your messages positive. 

 

7. Hard Selling: right now, any ‘hard sell’ approach is inappropriate and may backfire on your 

business.  

 

8. Profiteering: don’t try and capitalise or profiteer on misfortune: it’ll come back to bite your 

business when this current crisis over. You’ll end up all over social media for the wrong reasons 

and you’ll find people have long memories. 

 

9. Plan Ahead: this will pass and you will need to have marketing ready to go. 

 

10. Keep Marketing: yes, it’s hard but it’s the best thing you can do for your business right now.  

 
Business Gateway are there to assist you and your business, and you should take advantage of all the 

services they can offer which including training and expert help.   

  

Opportunity in Crisis 

 

Once you are coping with the initial shock to your business, you might find opportunity in crisis. You 

may be able to get ahead on your marketing collateral or expand your own skill set. While its galling to 

have business downtime, if you do have it, you could use the time to: 

1. Build your business’s marketing collateral 

2. Generate content for your social media and other marketing feeds 

3. Get started in e-commerce or using an email newsletter or  . . .  

4. Bring new marketing channels into your marketing mix, perhaps email newsletters or media 

releases or social media.  

5. Get that customer database built or sorted out  

6. Learn how to use social media and a digital aggregator properly.  

7. Explore licensing or franchising if your business model warrants it 

8. Undertake training in core marketing & social media skills – Business Gateway can help 

 

You can probably think of more: remember Business Gateway is there to assist your business.  
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