
Influencer Marketing Strategies for Small 
Businesses: Navigating the Digital Landscape 
with Limited Resources  

ISSN 1857-9787                                      UDK  658.5:005.21]334.72.012.64 

Zlatko Bezhovski 

1Goce Delcev University, Faculty of Economics, Krste Misirkov St., 10 - A, Republic of North 
Macedonia, e-mail: zlatko.bezovski@ugd.edu.mk 

Abstract 

 

In today’s competitive digital landscape, influencer marketing has become an essential 
tool for small businesses seeking to enhance brand visibility and engage with niche 
audiences. However, limited budgets and resources present unique challenges for these 
businesses, necessitating creative strategies to maximize impact. This study explores the 
strategies small businesses employ to effectively navigate influencer marketing despite 
financial and analytical constraints. Through an integrative review of existing literature 
and industry practices, four key areas were identified: general marketing strategies, 
influencer selection criteria, sponsorship types, and performance tracking. Small 
businesses utilize cost-effective methods, such as collaborating with micro- and local 
influencers, who provide targeted reach and authentic engagement at lower costs. 
Additionally, establishing long-term partnerships and prioritizing content co-creation 
enable small businesses to build credibility and maintain customer loyalty. Performance-
based sponsorship models, including affiliate marketing and product gifting, allow small 
enterprises to incentivize influencers in alignment with budgetary constraints. Although 
performance tracking remains a challenge due to limited access to advanced analytics, 
small businesses rely on affordable tools and basic metrics, such as engagement rates 
and ROI indicators, to make data-informed decisions. The findings underscore the 
adaptability of small businesses in influencer marketing, demonstrating that authenticity, 
strategic influencer selection, flexible compensation models, and simplified analytics are 
essential components of successful campaigns. This study contributes to the broader 
discourse on resource-efficient digital marketing practices for small enterprises, offering 
insights that could inform future research and support sustainable growth in a rapidly 
evolving digital ecosystem.  
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1. Introduction 

In recent years, influencer marketing has emerged as a powerful tool for businesses to 

engage with target audiences in the digital sphere. As traditional advertising loses 

effectiveness, influencer marketing as a dynamic strategy, enabled brands to reach targeted 

audiences with authenticity and relatability (Audrezet et al., 2020). 



Defined as a marketing approach leveraging individuals with social media influence to 

promote products and services, influencer marketing is particularly appealing for its potential 

to generate high engagement, authentic promotion and brand trust without the substantial 

costs often associated with traditional marketing channels (Freberg et al., 2011; Glucksman, 

2017; Schouten et al., 2021). For small businesses, however, the implementation of 

influencer marketing brings unique challenges, from constrained budgets to limited access 

to high-profile influencers, necessitating creative strategies and careful planning (Kumar & 

Mirchandani, 2012; Casaló et al., 2020). 

The digital landscape is increasingly competitive, and small businesses must find innovative 

ways to stand out. They tend to lean towards micro- and nano-influencers, who, despite their 

smaller follower base, often yield higher engagement rates and can directly reach niche 

audiences (Hwang & Zhang, 2018). Such influencers provide a more accessible entry point 

into the influencer marketing ecosystem, allowing small businesses to engage with 

communities on a personal level while minimizing costs (De Veirman, Cauberghe, & 

Hudders, 2017). However, maximizing these benefits requires understanding not only 

influencer selection criteria but also cost-effective practices for building and sustaining 

partnerships, engaging customers, and tracking the return on investment (Enke & Borchers, 

2021). 

The purpose of this paper is to examine cost-effective influencer marketing strategies (with 

a particular focus on budget constraints, performance tracking, and relationship-building 

tactics) that small businesses can adopt to maximize their reach and engagement. Through 

an integrative literature review methodology and examination of industry practices, this study 

aims to provide a nuanced understanding of how small businesses can leverage influencer 

marketing despite resource limitations.  The findings of this paper contribute to the existing 

literature on small business marketing and digital marketing strategies, highlighting the 

potential of influencer marketing as a viable tool for small businesses to compete with larger 

brands, build brand loyalty, and drive sustainable growth 

2. Methodology 

This study employs an integrative literature review methodology to explore the evolving strategies 
for influencer marketing in small businesses. The integrative literature review, as described by 
Torraco (2005), is a form of research that reviews, critically analyzes, and synthesizes 
representative literature on a particular topic to provide new insights and directions for future 
research. 

The literature search was conducted using two major academic databases: Scopus and Google 
Scholar. These platforms were selected due to their broad coverage of peer-reviewed articles, 
conference papers, and authoritative publications. The search terms used included "influencer 
marketing", “micro influencers”, "small business", "digital marketing strategies", and combinations 
thereof. The selected literature was carefully reviewed, and relevant information was extracted, 
including key findings, theoretical frameworks, and practical recommendations. The extracted 
data was then organized and synthesized to identify common themes, emerging trends, and 
critical gaps in the existing research. This process involved a critical analysis of the literature to 
develop a comprehensive understanding of the evolving landscape of influencer marketing for 
small businesses, which then informed the development of a conceptual framework to illustrate 
the strategic approaches and best practices that small businesses can employ to navigate the 
complexities of influencer marketing effectively. 



3. Literature review 

Influencer marketing has developed into a valuable approach for brands aiming to connect 
authentically with consumers in the digital space, especially as audiences become increasingly 
skeptical of traditional advertising. This marketing strategy leverages the influence and reach of 
individuals on social media to promote products and services, presenting small businesses with 
an opportunity to compete within a dynamic digital landscape (Audrezet et al., 2020). By 
bypassing conventional advertising channels, influencer marketing allows brands to reach 
audiences directly, fostering engagement and trust. Glucksman (2017) emphasized that 
influencer marketing, particularly on platforms like Instagram and TikTok, enables brands to 
engage with younger, digital-native consumers through highly visual and interactive content.  

For small businesses, influencer marketing poses distinct challenges. Due to limited financial and 
analytical resources, small enterprises tend to employ creative, cost-effective strategies, often 
focusing on micro- and nano-influencers who provide targeted reach at a lower cost (Casaló et 
al., 2020; De Veirman, Cauberghe, & Hudders, 2017). Research shows that micro-influencers, 
defined by their smaller but highly engaged followings, can achieve strong engagement and foster 
brand loyalty, benefiting small businesses by establishing a direct connection with niche 
audiences (Kay, Mulcahy, & Parkinson, 2020). Additionally, partnering with local influencers has 
proven effective for small businesses with regional markets, as these influencers resonate well 
with local consumers, boosting foot traffic and enhancing community engagement (Harrigan et 
al., 2017). 

Long-term partnerships also offer notable advantages for small businesses, providing consistency 
and strengthening the bond between brand and audience over time (Hughes et al., 2021). Small 
businesses gain from the influencer’s evolving familiarity with the brand, leading to more authentic 
and effective promotions. Furthermore, these partnerships tend to be more cost-effective, as 
influencers are often willing to negotiate lower rates for ongoing collaborations, supporting stable 
returns on investment. In addition, many small businesses engage influencers through non-
monetary incentives, including product gifting and affiliate marketing arrangements, where 
compensation is based on performance rather than upfront fees, aligning business and influencer 
success (Evans et al., 2017; Howe, 2024). 

Measuring the impact of influencer marketing is critical yet challenging for small businesses due 
to limited access to advanced analytics. Accessible metrics, such as engagement rates, reach, 
and conversions, remain essential for assessing campaign success, though they often fail to 
capture deeper customer insights (Voorveld, 2019). To overcome these challenges, many small 
businesses rely on free or low-cost tools and track key performance indicators through simplified 
analytics frameworks. By setting clear campaign objectives and employing cost-effective tracking 
methods, such as unique discount codes and UTM parameters, small businesses can monitor 
campaign performance and make data-driven adjustments (Kumar & Mirchandani, 2012; Beichert 
et al., 2024). 

In summary, the literature indicates that small businesses can successfully engage in influencer 
marketing through resourceful, budget-conscious approaches. By prioritizing authenticity, niche 
targeting, and adaptable measurement methods, small enterprises can harness the benefits of 
digital influence, contributing to sustainable growth and brand loyalty in a competitive online 
environment. 

4. Findings 

This section presents summaries findings from the analysis of small business strategies in 
influencer marketing (Figure 1), specifically addressing how these enterprises navigate common 



limitations in resources, influencer selection, audience reach, and performance tracking. 
Influencer marketing has become an accessible avenue for small businesses seeking to build 
brand awareness and engage customers in cost-effective ways. However, findings indicate that 
small businesses face unique challenges, such as selecting the right influencers, managing 
limited budgets, and achieving measurable outcomes with affordable tools. 

The following findings explore these critical areas in detail, highlighting insights into influencer 
selection criteria, budget management, content preferences, community engagement, and 
performance tracking. Each subsection provides an evidence-based look at the strategies small 
businesses employ to leverage influencer marketing within their constraints, offering a foundation 
for practical recommendations in subsequent sections. 

 

Figure 1: Influencer Marketing for Small Business 

4.1 General Influencer Marketing Strategies for Small Businesses 

 

Small businesses often employ cost-effective strategies to navigate budget limitations in 
influencer marketing. To maintain cost efficiency without compromising campaign quality, many 
businesses negotiate flexible compensation models, such as long-term partnerships and non-
monetary incentives, rather than one-time, higher-cost engagements (Agrawal, 2016). 
Additionally, collaborations with micro-influencers, the use of free analytics tools, and product 
gifting further reduce costs while sustaining audience engagement. Authenticity has emerged as 
a vital factor in these efforts, as consumers increasingly prefer genuine, experience-driven content 
over overt advertisements. Findings reveal that small businesses encouraging influencers to 
create authentic, personalized content achieve higher engagement and trust from audiences. This 
approach enhances both brand perception and loyalty, as audiences respond positively to content 
that feels real and relatable (Audrezet et al., 2020; Glucksman, 2017). 

Developing long-term relationships with influencers has also proven advantageous, ensuring 
consistent brand representation and deepening the influencers’ familiarity with the brand, which 



leads to more authentic and effective promotions. Long-term collaborations not only enhance 
brand alignment but also provide cost savings, offering a more stable return on investment that 
aligns well with small businesses' need for reliable engagement (Hughes,et al., 2021). In terms 
of platform choice, small businesses favor those that align closely with their target audience 
demographics. Instagram and TikTok are particularly popular due to their visual appeal and high 
engagement potential, which work well for short-form, dynamic content that resonates with 
younger, digitally engaged audiences. 

Content co-creation also plays an essential role in small business influencer marketing strategies, 
as collaborating with influencers to produce content not only reduces production costs but also 
capitalizes on influencers' creative insights and engagement skills. Findings indicate that co-
created content resonates strongly with followers, who view it as authentic and engaging, thus 
amplifying reach and interaction (Childers et al., 2019). Community building is another effective 
strategy, with small businesses often engaging local influencers or respected figures within niche 
communities to foster a sense of connection. This approach optimizes marketing budgets while 
also creating long-term brand loyalty, which is essential for cultivating sustained customer 
relationships (Minton et al., 2012; Voorveld, 2019). 

 

4.2 Sponsorship Types 

 

In terms of sponsorship approaches, affiliate marketing has emerged as a practical, performance-
based compensation model for small businesses. This approach provides influencers with a 
commission-based incentive tied directly to successful conversions, aligning their success with 
that of the business and minimizing upfront costs (Howe, 2024). Another popular method, product 
gifting, enables small businesses to gain exposure by offering products or services to influencers 
in exchange for reviews or mentions, which provides authentic testimonials and increased visibility 
without significant financial investment (Evans et al., 2017). Paid sponsorships are used when 
budgets allow, offering a direct approach to influencer collaboration that can enhance campaign 
impact and reach. 

 

4.3 Influencer Selection Criteria 

 

The choice of influencers is critical for small businesses seeking to optimize limited resources, 
and partnering with micro-influencers has proven particularly effective. These individuals, with 
smaller but highly engaged followings, provide targeted and authentic reach, enabling small 
businesses to foster higher engagement rates without incurring the costs associated with celebrity 
endorsements. Micro-influencers allow businesses to reach demographics aligned with their 
brand values, creating a more focused and relatable connection with consumers (Casaló et al., 
2020; Kay et al., 2020; De Veirman et al., 2017). 

Additionally, local influencers, who hold a strong community presence, offer unique advantages 
for businesses with regional markets. These influencers are often well-versed in the interests and 
preferences of their local audiences, producing content that resonates deeply with them. As a 
result, collaborations with local influencers tend to yield higher engagement and brand awareness 
within specific geographical areas, a particularly beneficial strategy for brick-and-mortar 
businesses seeking to increase foot traffic (Minton et al., 2017; Harrigan et al., 2017). 
Furthermore, small businesses increasingly emphasize genuine connections with influencers, 
partnering with those who share similar values and cater to targeted audiences. This alignment 



fosters more authentic interactions, as consumers seek brands that reflect their values and 
lifestyle preferences (Djafarova & Rushworth, 2017; Hudders et al., 2021). 

 

4.4 Performance Tracking and ROI Measurement 

 

For small businesses, performance tracking and ROI measurement are crucial yet challenging 
aspects of influencer marketing. Due to budget constraints, many rely on free or low-cost analytics 
tools to monitor campaign performance, gaining access to basic but essential metrics such as 
engagement rates, reach, and website traffic (Beichert et al., 2024) . These tools enable data-
informed decision-making without substantial investment, providing businesses with a foundation 
for evaluating campaign effectiveness and refining future efforts (Hemann, and Burbary, 2013). 

While these accessible metrics such as likes, comments, shares, and conversions offer insight 
into campaign success, they are often insufficient for capturing the depth of customer impact. 
Nonetheless, data analysis remains central to small business strategy, allowing them to identify 
successful approaches and optimize campaigns. For example, monitoring key performance 
indicators (KPIs) like engagement and conversion rates allows small businesses to refine their 
influencer selection, content, and posting strategies (Voorveld, 2019; Kumar & Mirchandani, 
2012). Despite the difficulties in measuring ROI, small businesses address this challenge by 
setting clear campaign objectives and using tracking tools like unique discount codes and UTM 
parameters to assess campaign impact. These tools facilitate more accurate measurements, 
helping small businesses to justify influencer marketing investments and make data-driven 
adjustments for future campaigns (Kumar & Mirchandani, 2012). 

 

5. Discunion  

The findings of this study highlight the significant adaptability of small businesses in leveraging 
influencer marketing despite limitations in financial resources and access to advanced analytics 
tools. Small businesses have creatively addressed these challenges by collaborating with micro- 
and nano-influencers, whose smaller, highly engaged followings provide a cost-effective way to 
reach niche audiences. This finding aligns with prior research indicating that micro-influencers 
can establish authentic connections with audiences, fostering brand loyalty without the high costs 
of celebrity endorsements (Casaló et al., 2020; Kay et al., 2020). By engaging local or micro-
influencers, small businesses enhance their visibility within specific communities, creating a sense 
of locality and shared values that large-scale influencers may not offer (Harrigan et al., 2017). 

A central insight from this study is the role of authenticity in driving engagement and consumer 
trust. With the rise of digital advertising, audiences increasingly gravitate toward influencer 
content that feels genuine and experience-based, a space where small businesses can excel by 
encouraging influencers to share personalized narratives and honest brand experiences 
(Audrezet et al., 2020). This emphasis on authenticity aligns with existing literature that suggests 
that consumers respond positively to influencers who maintain a consistent, credible voice, 
especially in campaigns that focus on relatable storytelling over overt product promotion 
(Djafarova & Rushworth, 2017). By prioritizing authentic partnerships, small businesses can 
cultivate a distinct brand identity, one that resonates with values-driven consumers and 
differentiates them in a highly competitive digital landscape. 

Long-term partnerships with influencers are another strategic approach that has proven valuable 
for small businesses. Such collaborations provide continuity and enable influencers to deepen 



their understanding of the brand, creating a more authentic and effective promotional voice over 
time. The financial advantages of these partnerships are equally noteworthy; long-term 
agreements often yield cost savings, as influencers may accept reduced fees in exchange for a 
stable, ongoing relationship with the brand (Hughes et al., 2019). This strategy echoes findings 
from previous studies, which indicate that stable, ongoing relationships with influencers drive 
consistent brand engagement and are more effective than one-off campaigns in building lasting 
customer loyalty (De Veirman et al., 2017). 

The findings also reveal that small businesses frequently employ performance-based sponsorship 
models, such as affiliate marketing and product gifting, to manage costs. Affiliate marketing, 
where influencers are compensated based on the sales or leads they generate, reduces financial 
risk by directly linking influencer success with business outcomes (Howe, 2024). Product gifting 
similarly enables businesses to secure influencer endorsements without significant financial 
outlay, capitalizing on authentic testimonials as influencers showcase the products they receive 
(Evans et al., 2017). This approach is supported by the literature, which emphasizes the flexibility 
and cost-effectiveness of these alternative compensation methods for small businesses aiming 
to gain exposure while remaining budget-conscious (Howe, 2024). 

Despite these resourceful strategies, the challenge of measuring return on investment (ROI) in 
influencer marketing persists. Small businesses often rely on basic, accessible metrics, such as 
engagement rates, reach, and website traffic, which provide useful yet limited insights into 
consumer behavior and overall campaign impact (Voorveld, 2019). Without access to 
sophisticated analytics tools, small businesses are restricted in their ability to capture 
comprehensive data on the effectiveness of influencer partnerships. This gap in analytics capacity 
underscores the need for more cost-effective and detailed tools tailored to small business needs, 
a sentiment echoed by Kumar and Mirchandani (2012), who highlight the limitations small 
enterprises face in achieving data-driven decisions without advanced technology. Nevertheless, 
small businesses mitigate this challenge by setting clear campaign objectives and using simplified 
tracking mechanisms, such as unique discount codes and UTM parameters, to assess specific 
campaign elements (Beichert et al., 2024). 

In summary, this study demonstrates that small businesses, though constrained by resources, 
can effectively navigate the influencer marketing landscape through innovative, resourceful 
strategies. By focusing on authenticity, building long-term influencer relationships, using 
performance-based compensation models, and relying on simplified measurement tools, these 
businesses can achieve impactful engagement with their target audiences. The adaptability 
displayed by small businesses in influencer marketing not only enhances their brand presence 
but also contributes to a more inclusive digital economy where even modest budgets can drive 
meaningful growth. Future research might explore the development of tailored, accessible 
analytics tools and further investigate best practices in influencer selection and engagement, 
supporting small businesses in optimizing their marketing efforts in an increasingly complex digital 
environment. 

 

 

6. Conclusions 

This study examined the strategies small businesses employ to maximize the effectiveness of 
influencer marketing within the constraints of limited resources. The findings reveal that small 
businesses use a multi-faceted approach that includes general strategies, specific influencer 



selection criteria, varied sponsorship types, and focused performance tracking to optimize their 
campaigns. 

General strategies, such as managing budget constraints, fostering authenticity, developing long-
term partnerships, and engaging in content co-creation, allow small businesses to create 
impactful campaigns without substantial financial outlay. By carefully choosing content types and 
platforms that align with their target audiences, and by building community ties, small businesses 
can enhance customer loyalty and engagement. 

In terms of influencer selection criteria, small businesses tend to partner with micro- and local 
influencers, who offer highly engaged, niche audiences at a lower cost. This choice allows 
businesses to reach relevant demographics effectively, while maintaining genuine connections 
with consumers. The emphasis on influencers who align with the brand's values further 
strengthens authenticity, a critical factor for building trust. 

Small businesses also employ different sponsorship types to manage costs and maximize impact. 
Affiliate marketing, product gifting, and occasional paid sponsorships enable small enterprises to 
incentivize influencers in ways that align with limited budgets. Affiliate marketing, in particular, 
offers a performance-based model that directly ties compensation to measurable outcomes, 
reducing financial risk. 

Lastly, performance tracking remains essential yet challenging for small businesses. Relying on 
affordable tools, small businesses monitor accessible metrics like engagement rates and 
conversion data to assess campaign success. Although limited in scope, these tools allow 
businesses to make data-informed decisions and track return on investment, providing valuable 
insights for optimizing future campaigns. 

Overall, these findings suggest that small businesses can successfully leverage influencer 
marketing through strategic planning and resourcefulness. By focusing on authenticity, niche 
targeting, flexible sponsorship models, and practical performance tracking, small businesses can 
navigate the complexities of the digital marketing landscape and achieve sustainable growth. 
Future research might focus on developing more accessible analytics tools to further empower 
small businesses in maximizing the potential of influencer marketing. 
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