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By: Joe Norcott By: Joe Norcott
It started out as just one of those typical busiWow, this December and January has been really

ness conversations that changed to a converszewy. Here is a picture of me with Cairo a pound
tion about marketing. puppy outside in a snow storm. She has been a

. 7 ] ., member of our family since 1997. She really runs
“How’s business? . . LH BB LB LS BB RSB EH %
Business has been slow in my industry late s
| am concerned that we are not seeing new
customers and existing customers aren’t bu:&

ing much from us although some of them | ¢

talk to say they are busy right now.” i?:
“Hmm, are you still getting the word out e
about your products?” e
“What do you mean?” g
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“Well, what type of marketing have you beers¢
doing in the past few months or over the
year?” Jip gt e e
“Well, we have a business open house twice%” i #‘ e o

year which include demonstrations by the the business and we all take barking orders from
manufacturers of the products we sell. we Ner-

send out postcards on that to our customers.These storms have been so bad that many busi-

" # We tell them about new products when they nesses in Massachusetts and New Hampshire had
come in to buy from us. | have my guys mak@o power from 3 to 21 days.

o )

%o sure they hand out to the customers the fliers,, . . .. got us to thinking about the busi-

on s%e(t::als wh;:n thEy_t:omelln._ Wehr_e re_arl]ly nesses that were closed. Most of them have a web-
proud that we have built a relationship With - gjte 1yt does it ask new prospects to sign up for

the customer and they refer others to us.”  gomething. Does it take orders over the internet?
“Have you tried sending out mailings If your website doesn’'t when your power is out

e-mails, and faxing?” you're really out of business.
“No we don’t need to do that because once \we have had several people sign up on our website

they find out about us they come back. Againo get notified on future training classes for ACT!
it's our relationship building we work on Peachtree and our other products. Two of them
when they come in that we feel encourages called our office the next day and we made ar-
them to come back. Mailing cost too much rangements for onsite training for a full day of
money. We don't have time to fax during thetraining for each of them.

day_and I don’t want to fax to small busmesswe also had others who signed up to receive our
at night because many of them have home  freq gnline “How to guides”. They were automati-
offices. | don't really think e-mail works be-  cajly sent an email with an attachment or link to

cause | get a lot of junk mail every day!”  receive a download. Now we know more users of

“Who competes with you?” the products we provide consulting on.

“Well, we have other distributors in the area We got notified of each individual by email. They
even with-in 15 miles of us. We also competavere automatically tagged as a lead and put into a
against the big retail stores. Still we give betfollow-up campaign. In all we have picked up 14
ter service than they do. Hey, great catchingnew leads, earned two days of training and quoted
up with you | have to get back to the office.” two new leads for 15 and 25 user ACT! installa-

. . tions.
Does this sound familiar? ) ) )
) ) ) Can your business website draw in new leads and
Many business owners feel that if they just - cystomers for your products and services?
give the customer attention and good service _ _
Continued on Page 2 Call us to discuss how we can increase your sales

on the web at 508-226-4565




BUSINESS TECHNIQUES

everything will fall into place. As | recently hebsomeone
say to me they wait for a “Miracle to Happen”.

Now don’t get me wrong building customer relatiopshs
very important in any business. It's just not after first sale
that you begin to do it.

To continue to grow your business you need to laave
marketing plan that builds a relationship with grespect
before they buy from you.

Send out mailings to tell them about you, your picid
and services and include testimonials.

Include an offer for them to sign up on your web$ir a
free tips book or a series of monthly tips by edmhist
remember to include something personal about yffurse
and staff.

The prospect gets to learn and understand how gou d
business. It will make them feel more comfortaldene
ing in the first time to check out your productsl aer-
vices.

Once they buy from you make them feel special with
exclusive offers and discounts to keep them retgrto
your business. Use e-mail to send out exclusiveoousr
announcements.

Maybe have a customer loyalty program where aftey buy
a certain amount they get 10% off the next purchaster to
have drawings for tickets to local sports team &sien

We will explore the areas I've mentioned in thaufet For
now start thinking about how you can draw new cungis to
your business and maintain repeat business as well.

Remember, marketing builds relationships and bringseew
customers.

To learn more about our marketing and sales automand
how it can work for you call us at 508-226-4565.

ACT! 2007/2008/2009
Public Training Class

Date: Tuesday, February 24, 2009
Time: 9am to 4 pm

Location: Providence, RI (free parking)
Your Investment: $359.00

Hands on class. Seating is limited!!
Pay for your seat by February 13th and save $40.00

Bring your own laptop or rent one of our 4 for ¥BD.
Includes an ACT! Training Manual and 30 days freaal
training reinforcement covering what we taughtlass.
See our syllabus on our website: www.btne.com/tmagiclasses

Call today to reserve your class seat at 508-226545
We accept Visa & MasterCard.

By: Dolores Ricci— Norcott, CPA

| was recently on the SCORE website and found tamésting arti-
cle “The Top Ten Bookkeeping Mistakes Small BustessMake”.
Anyone that knows me will have heard me preach abome of
these items but | thought that it would be a gatmhito review
some of my favorites.

Not saving receipts.
Many people think that
having a cancelled
check is enough to sub-
stantiate a deduction on
your tax return. If you
are audited, the IRS will
want to see your re-
ceipts.

Doing it yourself or thinking that you can train anyone to
do bookkeeping. A qualified person will actually save you
money. They will be able to do the job quickly afticiently
and give you a second pair of eyes to find err@st it's also
important to find someone that will make suggestiand help
you grow your business.

Not properly classifying employees.Make sure you know
who is a true independent contractor and who ismaployee.

Not reconciling the books with the bank statementach
month. As important as this is, it is also importantégoncile
your accounts payable, accounts receivable anchiameto
your general ledger each month.

No backup. You need to backup your system at least weekly.
Remember, your accounting system holds your whote-c
pany’s finances and it would be devastating to lbse

Mis-categorization or over-categorization. Many of you
have heard me tell you that your accounting systeould be
set up for you to make good management decisionfono
your CPA. Therefore, you should set up your cbédc-
counts to reflect the information you need to kndwhave seen
bookkeepers set up a general ledger account foy seador
charge and | have seen them misclassify expensasibe they
do not understand what should go into an account.

With the start of the new year only weeks behindtissnot too late
to set up our finances correctly.

I am now offering monthly, quarterly and yearly ievs and recon-
ciliations of your financial data.

If I can be of any assistance
please feel free to contact me at 508-226-4565.



