


are searching, your site will most likely be
ignored, thus, lowering your search engine

ranking.
Spread the word

Apply the concept of work-of-mouth
marketing to the Internet by implementing
reciprocal links. Google, in particular, will
rank your site based largely on how many
other sites have had visitors click from their

website to yours.
E Frames are bad

When it comes to structuring web
content on a page, tables are preferred over
frames. What is the difference?
Frames refer to page containers, whereas
tables are elements on a page.

Think of a framed picture — a framed web
page will have the navigation menu, logo
masthead and footer remain as “perma-
nent” frames with the main content (ie the
picture) residing within this “permanent”
frame. Each time one clicks on the naviga-

Place

tion menu, the “frame” remains rigid while
the main content area changes to the rele-
vant menu selected. Unless the frames site
is coded to make it search-engine friendly,
the preferred option is a table.

In contrast, navigation menus, logo mast-
heads and footers that usually remain rigid
in a frame are repeated on a non-framed
site (ie a table) on every discrete page. The
benefit of this is that search engines are
able to read and index each particular page
on a site.

This can sound all too technical. The only
thing you need to remember is to avoid us-
ing frames.

m Forget the bells and whistles. Flash

sites are generally more expensive to build.
Moreover, site visitors are usually annoyed
by to much motion and search engines like
Google can’t read them. However, if your
product or service can be better demon-
strated using Flash, Quick Time or other

position at all outdoor events.
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multimedia, offer your visitors the chance to
click a link to view it. Don’t force them.
Don’t forget to sell

Once they’re in, turn your site visitor into a
paying customer or a hot lead at the very
least. This will obviously depend on what
your objectives were in the first place. Was
it to sell your product (in the case of e-com-
merce), sign-up visitors to your newsletter,
fill out your contact form or download your
whitepapers?

your

Whatever it may be, make the most of their
visit while you have their attention.

1R QHHG WR ORRN ANaKethe most of these tips and try to uti-

lize them in the businesses efforts to attract
traffic to your website.

in the most prominent
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Leon Yao

Director of NEW WAVES — Delivering Maximum Value!

@How has the Australian promotional
market been affected by the current eco-
nomic situation? What do you see as the
products that will continue to do well
and that may not fair so well?

Q Promotional market is part of Australian econ-
omy and, as such, it will certainly be affected. But
New Waves has some good news to report. Not
only has it held on unaffected, but it has experi-
enced growth as well. This is largely due to our
extremely flexible and efficient operating system
that enables us to dramatically cut our labour
cost. In last year’s APE Trade Show, we intro-
duced a new managing concept. We call it “De-
livering Maximum Value”. It is our commitment to
our customers.

Under current economic climate, pricing is a
pivotal factor in trade, with demand for budget
products running high in the market. Moreover,
INDENT will become a trend in this sector, be-
cause it makes up a fat portion in the revenue
growth. Around late July, New Waves will launch
our new online trade platform Promo2bDirect.
com.au. With this new web-based platform, our
customers will find communication with hundreds
of our suppliers much more convenient and time-
saving, as customer enquiry, price quotation and
orders are done via Internet. We help our cus-
tomers keep track of their orders and complete
the deal with a commission.

@Where do you think the industry lies
in 2009 toward 2010 and beyond? What
do you see as some of the problems fac-
ing it and do you have any solutions for
these potential problems?

el believe 2010 will be a year of global eco-
nomic revival, particularly Australia. This is be-
cause: China will be the first to emerge from eco-
nomic recession, which will inject much needed
vigour into Australian economy through its mul-
tiple dimension of cooperation with China; Then,
confidence in our economy has been boosted in
a busier market, which is the result of the Gov-
ernment economic stimulus package; Lastly,
confidence in economy will help Australian Dol-

lars. | am looking forward positively to
a sustained and better growth of our
business in 2010 with my hard-work-

ing team.

The challenge we are facing is: Firstly, unsteady
prices due to fluctuated exchange rates. We
are open to price negotiations with Distributors
as we are shopping around to do the same with
our suppliers. Secondly, bad economic situation
makes especially critical the control of operation-
al cost and business credit. But the best solu-
tion is to maintain a strong competitive edge in
the market, regardless of economic situation that
may come.

@What do you think can be done to
increase the awareness of promotional
and corporate apparel as a cost effec-
tive promotional medium?

OTO enhance customer services and take full
advantage of modern Internet technology. More
important way is innovation. New Waves re-
gards innovation, because it is the driving force
for growth. Recently we have developed new
version of Mocking Up. This, together with the
launching of the Promo2bdirect, will be welcome
by our customers and will surely attract their at-
tention.

@Coming from a retail background, do

you see there being increasing cross-
over with promotional and retail apparel
or do you think they will remain fairly
separate in the not too distant future?

o From the prospect of New Waves, there is
no clear cut out between retail and promotional
market. Many of our styles actually apply to both.
So our business in these two areas grow at the
same pace. In our Promo2bDirect many suppli-
ers provide retial quality as well.

Can you simply describe your Pro-
mo2bDirect platform?

Q First, lwould like totalk aboutwhere the inspira-
tion for Promo2bDirect came from. With the devel-

op-
ment of global

trade integration, more and more distributors
want to find and buy desirable products directly
from factories in China. This struck me that, we
can establish a promotional B2B platform where
customers will meet with and talk to our accred-
ited suppliers in China, so that they can select
various quality products at the most favourable
price. They even don’t have to bother about trav-
elling, since we as a local sourcing agent, will do
the rest for them. To test the idea, we retained
a professional agent to conduct market surveys
from a Gift Fair in Hong Kong, the Guangzhou
Trade Fair and within our own customers. The
conclusion of their investigation was inspiring,
that such a platform will fit perfectly with the
market conditions and will surely be welcomed
by our customers.

Secondly, How the Promo2bDirect works? The
platform will provide our customers with access
to nearly one thousand of accredited suppliers
for tens of thousands various promotional prod-
ucts. At every stage of the process, there are our
trade services for the handling. Customers can
enjoy our local professional services while ob-
taining quotes directly from Chinese suppliers.
For every order they make, our staffs in China
and Australia will keep track and manage under
the strict rule of our system. This will greatly re-
lieve the customers of any problems, which is
not uncommon, with communication, product
quality, payment and delivery, from an overseas
factory. .

Finally, the objective of creating the Promo2bDi-
rect is to manage an integrated trading system
where trade is achieved through varied forms of
services. With our professionals handling a mul-
tiple aspects of operation in this system, the cost
of trading will be significantly reduced. We hope
this platform can bring about a win-win situation
for customers and ourselves. The customers
have the convenience and cost-effectiveness
while we have business growth.
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