




Ramp Up Online
Marketing Efforts

1 - Get on the social networks. Create 
a profile on Facebook, LinkedIn and 
Twitter. It’s free. You can hook up with 
old friends and clients, as well as find 
new employees.

2 - Start a blog. Blogging software is 
easy to come by and easy to use. Find 
a topic that will resonate with your au-
dience and start posting. Also, make 
sure to leave comments on other blogs 
so you can create a voice for yourself 
in online communities.

3 - Send out an e-newsletter. A great 

way to keep in touch with clients and 
prospects, e-mail newsletters should 
provide some value to their busi-
nesses. Provide case studies, product 
ideas and promotional campaign con-
cepts that they can use in their own 
marketing efforts. Give advice – not a 
hard sell.

4 - Create an online  video or  podcast. 
Again, the technology is available to 
create simple audio and video. Choose 
a subject like green marketing, prod-
uct safety or another hot topic and post 
your content on your site, YouTube, 

Google video and iTunes.

5 - Write a press release. If you have 
some news, put a spotlight on it by 
writing a press release and posting it 
to your site. Sign up for Google Alerts 
to learn more about what’s going on in 
the industry (and with your competi-
tion). Then, target your press release 
to the reporters who penned the relat-
ed articles.

Here are five ways for distribu-
tors to capitalise on expanding 
business in 2010 by embracing 
online marketing strategies.
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recovers? Is there training and de-

velopment that needs to be done 

to be ready? Have we cut to the 

point where our employees ques-

tion whether management cares 

about their families? Have we 

avoided training, such as discrimi-

nation and harassment training, 

such that the failure may come 

back to haunt us in the future? Now 

is the time to evaluate your bench 

strength, invest in your employees 

and “re-recruit” your best people, 

according to Mark Williams of Rob-

ert Half Management Resources. 

Organisations that scaled back 

on training, trade show atten-

dance and development should 

reinstitute such initiatives. “Firms 

that invest in staff training better 

prepare their teams for new busi-

ness opportunities,” he says. “Pro-

fessional development also boosts 

employee job satisfaction.” This is 

important to keep in mind, as there 

is a good chance that top perform-

ers will be approached with offers 

once the economy turns around. 

Protecting your top performers 

and maintaining their loyalty to 

your organisation may be the most 

important thing distributor execu-

tives can do right now. You need 

these people at their best to fully 

take advantage of an economic 

turnaround. “Managers should 

meet with their best people now 

to discuss their careers and remind 

them how much their contributions 

are valued,” Williams says. On the 

flip side, Williams notes that many 

skilled professionals are currently 

unemployed. So, “This can be an 

ideal time for a talent upgrade,” he 

says. Lastly, there is a simple way to 

both prep for the future and keep 

employees engaged: Ask for their 

input about the business. “Quite of-

ten it is your frontline staff that has 

the best view of potential opportu-

nities for improvement,” says Mitch-

ell Rosenberg of M.M. Rosenberg & 

Associates. “Creating an opportu-

nity for input and influence not only 

improves your business processes, 

but creates an organisational en-

vironment that increases the level 

of connection and commitment 

amongst your employee base.” 

Five Fundamental
Business Health
Questions
Sara LaForest, co-founder of Kubica & 
LaForest Consulting, says, “Far too often, 
small- to medium-size businesses fail to 
take an objective and dispassionate view of 
their operations, or they focus on one com-
ponent of the business, such as sales. We 
believe in simple, evidence-based ques-
tions to help businesses build awareness 
of their current state and determine how 
to best position themselves for future suc-
cess.”

Here are five questions that distributors 
should ask themselves when trying to 
analyse their business and prepare it for 
an upturn in orders in 2010:

1 - What’s working and how do you know?

2 - What’s not working and how do you 
know?

3 - What do you want to achieve, and what 

do you need to avoid, eliminate and safe-
guard?

4 - What could you be doing to better pre-
pare and best position your company for 
the ongoing recession and imminent re-
bound?

5 - What are your next best steps to sus-
tain the business now and position it for a 
rebound?
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Is your business looking fit and healthy?
Contact our team to see how we can assist
in bringing your business to its full potential.
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