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[bookmark: _GoBack]he rules of maximum synergy marketing dictate that if we are marketing by ourselves we are wasting synergy.  As business people we all recognize that we have a limited amount of our most precious resources—money and time. It is our lack of time and money that limit our ability to market effectively. This adds a signficant amount of stress to our lives. We know we must market to increase our productivity and income. We also know that we don’t have the time to market as we would like. Since we don’t have time to market consistently, we must make every marketing activity as effective as possible. 
Many years ago, the level of service which was provided was the only key to success.  Five to ten years later it was recognized that you must provide a certain level of value to your clients in addition to great service. What about achieving success in the future?  We will have to move to another level—one of partnership with your clients. Neil Rackham, in his industry leading works—Spin Selling and Getting Partnerships Right has observed this trend at least on the company level as he has studied major business relationships that have evolved over the years. 
In Getting Partnerships Right, Rackham focused upon major partnerships between companies selling and those who purchase and utilize their wares. He cites additional examples of two companies selling to the same target within a partnership arrangement. It is easy to find examples of this second type of partnership within our everyday life—credit card companies providing frequent flyer miles and real estate companies providing home warranties. It seems that everyone is interested in partnering to lower the costs of their marketing, finding additional sources of revenue or navigating an additional way into the hearts of their clients.
These concepts that are demonstrated by large multi-national concerns also apply to small businesses and individual sales people. Perhaps a real estate agent cannot strike a frequent flyer deal individually but one has to recognize that there are others marketing their customers besides their competition. Yours is not the only product which is purchased by your target audience. By opening your eyes a little wider you will find the perfect synergy marketing partners that will enable you to increase your marketing effectiveness.   
Who are the perfect synergy marketing partners? They share the same target market as you but sell a product which is related and non-competing. This means that you must first clearly identify your targets and then become intimately knowledgeable regarding their The Complete Mortgage Marketing Kit
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consumption habits.  Classic marketing training would tell us that we must know how our targets consume our own products—their purchase patterns are important as we develop plans to solicit additional business from our present customers. For example, how long after purchase might a homeowner make his/her next move?
Maximum synergy marketing indicates that you must also know from whom else your targets will purchase on a regular basis. In many cases, this is not hard. If your customer purchases a home they are going to need insurance and moving services. If they have just purchased their first home they might not be thinking about how that purchase fits into their long term financial planning—but they should be doing just that. In other words, you must know their purchase patterns and also anticipate the needs that your targets may not anticipate.
The basic question to ask about your synergy marketing partners:  how can they benefit from your marketing efforts and how can you benefit from theirs? Why should you spend your resources (time and money) contacting customers and not achieve a second objective for another individual or company who could also include you within their marketing efforts?  Sometimes these actions can be as easy as adding another flyer into your mailing (and vice-versa). Sometimes these actions might involve jointly calling upon targets which will take advantage of previous relationships built up by the synergy partners. In other words, you introduce me to someone you know and I will introduce you to someone I know.
In selecting synergy marketing partners, it is important to ascertain how strong their relationship is with your potential targets. Sharing a marketing venue is one thing. Leveraging the strength of their relationships is another. If they do not provide value to your audience, there may be little leverage available.   
As your eyes open wider, you will find that anyone who is operating his or her marketing plan within a vacuum is not taking advantage of many synergy opportunities which revolve directly outside of his or her narrow field of vision.  Why market alone when you can have many people marketing for you?  This is what synergy is all about!...
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