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Recession Proof Marketing

Make no mistake ...recession proof marketing strategies do
exist.

When thinking about how to get your business throug h
the tough times, here are some points to consider.

1. A recession-like economy happens every seven to nine
years.

2. Almost 75,000 Australian businesses were wiped out in
the last downturn.

3. In the last recession, the World Wide Web was not
nearly advanced as it is now. Today we have a lot more
affordable marketing opportunities.

4. There may be less of your traditional style customers,
but the web has given you a bigger marketplace.

What does this mean for traditional style business?

« A recession will weed out the bad competitors, leaving
more business for you.

¢ A recession will weed out those businesses not keeping
up with the times.

« Many competitors will “trim their so called, marketing fat
which in reality is 'trimming their muscle."

We believe there are two ways to go broke in a recession -
bad maths or bad marketing.

You can either be great at maths, but not marketing. You
know what we mean, good profit margins, everything
perfectly costed out, books perfectly balance — but no
customers.

Or you can be great at marketing, and not maths. Loads of
customers, always busy and popular, but making no money
because you haven't costed anything out. Both are a false
economy.

The reality is that the world is not going to stop! People still
need to eat out, they still have gifts to buy people and they
need to replace broken or worn out goods. They still need
to celebrate, maintain what they have and move on, move
up or move out.

The knee jerk reaction for most businesses operating in a
challenging environment is to cut advertising and
marketing immediately.

But the opportunities that exist are:

« Your marketing will stand out more, as there will be less
clutter around.

« You will be able to keep your customers loyal, as well as
grab some of the customers that are not being looked after
or contacted.

Recession Proof Marketing Strategies: The Seven

Basics

1. Only undertake marketing that is measurable and
works. This is no time for experimental advertising.

2. You will get five times better responses with your
advertising dollar if you contact the customers you already
have, rather than trying to get new customers.

3. Focus on gaining customers and keeping customers.
When the hard times clear, you will have a larger market
share, and a leaner operating business.

4. The fastest way to grow your customer list, with the
least amount of money is through strategic alliances and
joint venture partnerships.

5. Find the hungriest crowds, or the low hanging fruit.
Promote and market what is popular and profitable to the
customers that are around at the moment.

6. Always, always, always have an offer in your
advertising. If you are going to spend money on marketing,
give the customer a great offer to contact you. Branding or
flag waving might get your friends and family talking, but it
does not put money in the register during tough times.

7. Negotiate on everything. During recessions and tough
times, a lot of people are really hungry for business. Don't
be afraid to negotiate or make an offer. Better still, hone
your own skills to know what to do when someone wants to
negotiate with you.

Remember tough times, don't last, tough people do!
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Innovate to get consumers to spend

With all of the horror stories of recession and
retrenchments going around, it's no wonder conversations
are regularly turning to how many businesses will survive
the next year or two.

The scholars and commentators are undecided on what
the future will hold. All we know is someone will be right.
Anecdotal reports spell doom and gloom. Suburban
shopping centres are the quietest they've been in years.
Businesses are preparing for life on a knife-edge.

It's true that the economy is slowing and caution has
replaced excess. But it's worth remembering that the
economy is not grinding to a halt. Plenty of consumers sitill
have money in their pockets. They're just choosing not to
spend it.

So how do you get consumers to spend? Get
innovative around customer service.

Now more than ever, businesses should be thinking about
how to impress customers and win their loyalty.
Developing some sort of relationship between the
business owner/employee and the customer works every
time.

So how do you do it? Here are some tips:

1. Welcome the customer - Shop assistants or staff
seem to think a quick hello when a customer walks into
the business or calls on the phone, is their job done. It's
not. Follow up by asking the customer whether they've
been in or used the company before. If not THEN -

2. Tell your story - Explain why you started the business,
what's behind the name of the business, why you sell
what you do. Every product should have a story - if a
customer shows an interest in a product, for example,
explain why that one is the best of its kind, perhaps where
it came from.

3. Make sure your staff also tells your story - There's
nothing worse than a disinterested employee. They are

the face of your business. If your employees know your

story and they think its special they will want to tell it.

4. Sweeten the deal - It's all well and good to build a rapport
with customers, but give them a sweetener that will see them
convert their interest into a sale. For example, offer them a
discount on two of your products, or offer to make an
appointment for them at a time more convenient to them, out
of your usual hours.

You may not see the value in improving customer service. But
if you truly want to give your business the best chance when
times are tough, go the extra mile. After all, how much does
customer service cost? Nothing.

Happy Chinese New Year

The following is a general outline of what a typical Year of the
Ox, should apparently hold in store. The Ox year is a
conservative year, one of traditions and values. This is not a
year to be outrageous. This is a slow, but steady year. This Ox
year will bring stability and growth where patience and
diligence pays off.

This is a year of Harvest - when we reap what we have sown.
Take care of business this year, do not let things slide.

“The Ox is not extravagant, and the thought of living off credit
cards or being in debt makes them nervous. The Ox is the
sign of prosperity through fortitude and hard work. We will feel
the yoke of responsibility coming down on us this year. No
success can be achieved without conscientious efforts. The
trials and tribulations the Ox year brings will be mainly on the
home front. It is a good time to settle domestic affairs and put
your house in order. Way-out fashions, abstract art forms and
newfangled notions will be given an impassive stare by the
phlegmatic Ox, while politics and diplomacy will simply be
treated with indifference. Better stick to routine and support
conservative policies. Frivolities are out! This year will no
doubt bear fruit, but the motto is: "No work, no pay!" Time
waits for no man; if we are too lazy to sow then we can blame
no one if we have nothing to reap. We will find a great many
things requiring our attention, and the list of what needs to be
done will seem endless. The Spartan influence of the Ox will
be a constantly cracking whip over our heads. Better to apply
oneself diligently than waste time arguing with the authorities.
They will prevail, as the year of the Ox favours discipline. This
is no time for tricky shortcuts.”
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All hands are on deck at Alchemy after all of us having

a very pleasant and safe holiday break.

Congratulations go to Preeti who is getting married this
month in grand style back home in India.

Would you all please let Leah know if you have changes

in your address, email and phone numbers. A few items
have been returned to our office. /
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