B.C.'s No. 1 college means business.

Successful companies look for people with the skills and
experience to give them the competitive edge.

Learn to manage people, projects and ideas by taking VCC's
part-time business certificate programs while working full-time.
Gain the skills to succeed in today’s exciting business world.
Register now for the following programs:

Leadership and Leadership Coaching
Management Skills for Supervisors
Business and Technical Writing
Office Administration

Small Business

Register online at www.vcc.ca
or call 604.443.8484

Vancouver '
Community ﬁ
College

Centre for Continuing Studies Centre for Design School of Arts and Sciences

School of Health Sciences School of Language Studies School of Hospitality
Centre for Transportation Trades School of Instructor Education School of Music

INTELLECTUAL PROPERTY LAW
REGISTERED PATENT AGENT
REGISTERED TRADEMARK AGENT

J. GORDON THOMSON
LAw CORPORATION
BARRISTER & SOLICITOR

Practice restricted to intellectual property law:
patents, trade-marks and related matters.

250-418-3250 ® gordonthomson@shaw.ca

www.creative-intellect.com

with columnist Robert Ciccone

he success factors of mar-

keting are the same, wheth-

er you are a Fortune-100

company or a start-up oper-
ating out of your basement.

The following is a guide to help
you succeed in your marketing and
maximize your profit potential.
Adopt a marketing mindset

The marketing mindset is a phi-
losophy where you understand that
you are not in the business of doing
whatever it is you do. For example,
if you are a house painter, you are
not in the business of painting hous-
es, but rather, first and foremost, you
are in the business of marketing and
selling painting. So realize that you
are not a widget maker, you are a
marketer of widgets.

Narrow your focus

Profile your ideal client and focus
all efforts on them. Who are they?
Where are they? How do they think?
What do they read? What do they
watch? What interests them? What
do they buy and why? Having one
niche, one feature and one market is
almost always better than trying to
satisfy everyone.

Differentiate yourself

What sets your company apart

from any other in your industry? To

Path to success
paved with 10
marketing stones

succeed, it is critical that you create
and sustain a competitive advan-
tage. You must be able to answer
this question: why should someone
do business with you versus all other
choices available?
Determine the lifetime value of
your customers

The “lifetime” value of the cus-
tomer refers to the measure of worth
(value) over the lifetime of your busi-
ness relationship with that customer.
Knowing how much profit a custom-
er represents for the life of your re-
lationship tells you how much time,
effort and expense you can afford to
invest in acquiring customers and
marketing to them.
Build on multiple marketing pillars

Do not rely on just one or two
marketing sources or pillars. It is not
good enough to just have a website.
Use all the marketing vehicles avail-
able to you: direct mail, joint ven-
tures, networking, media advertis-
ing, outside sales reps and public re-
lations, to name a few. Diversifying
your approach will keep your com-
pany solid during times when one
method or another is not producing
as well as it should.
Test everything

You can’t assume what motivates
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Small business owners can now offer their employees an attractive, affordable benefits
package, specially designed for businesses with as few as three employees.

To learn more, contact your local licensed advisor or Sun Life Financial at
604-895-5400 or toll free 1-800-561-7788 or visit www.smallbusiness.sunlife.ca

Group Benefits are provided by Sun Life Assurance Company of Canada, a member of the Sun Life Financial group of companies.



the marketplace — you must discov-
er what will motivate it by testing
different approaches. Test headline
against headline, offer against of-
fer, ad copy against ad copy, bonus
against bonus, guarantee against
guarantee, and script against script.
Change one element at a time.
Take your message to the media

Add some celebrity to your com-
pany name. Local newspapers and
television are always looking for sto-
ries and topics of interest. Learn to
write press releases or call your local
media outlet about a special aspect of
your business. The payoff is great —
this type of exposure is free and adds
a tremendous amount of credibility
to you and your company.
Sustain contact with customers

Develop a system to keep in con-
stant contact with your target audi-
ence. Continuous contact is proven
to have a significant positive impact
on order size, frequency of purchase,
loyalty and referrals. Make sure your
target audience knows who you are,
where you are and how to find you
when they are ready to buy.
Partner for success

Often you can find new custom-
ers through joint ventures or allianc-
es with other companies. Alliances

help you generate ongoing referrals
for your business. Find complemen-
tary companies with complementary
customer bases and join forces — cre-
ate cross—promotions, share endorse-
ments, work each other’s databases.
Study marketing success

Leaders in every industry are con-
stantly educating themselves. Read,
study, find role models — there are
thousands of people who have done
it, books in print and online, clues
and proven tactics just waiting for
you to discover. If you want to excel,
invest in your education, make mar-
keting a study and have the courage
to test your findings in the real-world
lab called your marketplace.

So, there you have it. Ten strat-
egies that should fast-track you to
business growth and success.

Robert Ciccone is the president and founder
of Success Unlimited Sales and Marketing
Group (www.susmg.com). He s also the cre-
ator of the Marketing for Profit Program, a
three-part results program that provides the
marketing systems, tools and ongoing sup-
port to help participants effectively build,
manage and operate a profitable business
(www.susmg.com/MarketingForProfit).
Robert can be reached at 604- 535-2111 or
rob@susmg.com.

PAYING TOO MUCH FOR OFFICE
FURNITURE OR EQUIPMENT?

Save thousands on great-looking, high-quality,
new & used office furniture or equipment

More than 10,000 square feet of new and used desks, chairs, file cabinets, boardroom tables, panel systems,
hookcases, whiteboards. Also copiers, faxes, printers with full service contracts. We sell, rent or lease.

OFFICEWISE SOLUTIONS: 604-681-4800

14 West 7th Avenue (at Ontario) Vancouver, BC
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We give new meaning to the

term ‘Conference Room?’

2009 Value Meeting Package

Rates starting at $129.00 per
person daily based on double occupancy

Your Package Includes:
¢ Accommodation
¢ Breakfast, Lunch & Dinner
¢ Two Coffee Breaks
* Meeting Space

Book by March 31, 2009 and
receive 15% off package pricing

For more information please contact us at
1-800-663-3273 ext. 3635 or email

meetings@lakeokanagan.com

2751 Westside Road, Kelowna, BC
Ph: 250-769-3511
www.lakeokanagan.com
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Dreams grow here

If you're a natural entrepreneur with a need to be your
own boss, and you have a disability, then you should talk
to us. If you're committed to business planning, the Vancity
Advice and Business Loans for Entrepreneurs with Disabilities
(ABLED) program can help you by:
e connecting you with business mentoring resources
 providing micro-loans for start-up capital, expansion
loans and lines of credit
Visit us at vancity.com/abled or call 604.709.6965.
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