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1. Stand Out 
 

 

It’s a cluttered market out there and you need to be heard.  Do 
what you can to stand out and get the attention of your market. 
 
Think the “Where the bloody hell are you?” advertisement. 
 
Did you know that they knew months beforehand that the ad 
would be banned in the UK? 
 
That’s why they did it – it wasn’t the ad, it was the Public 
Relations attention they were after. 
 

 
 

2. Cheat 
 
Benchmark against others.  Do your competitive analysis.  Make sure you retain your 
edge. 
 
 

3. Lie 
 
Never do what you say you are going to do.  Good enough isn’t good enough – you must 
be exceptional to generate repeat and referral business. 
 
 

4. Bribe Everyone 
 
Exceed the expectation of every customer.   
 
It’s called the law of reciprocity – if you do something nice for 
me, I’m far more likely to do something nice for you (i.e. like 
come back and buy again). 
 
So give me incredible service, a fantastic experience or something 
else that I really, really want. 
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5. Put On A Show 
 
Would you trust advice from an Accountant who is wearing board shorts, thongs and a 
singlet whilst swigging from a stubby of beer? 
 
We all make an instant judgment on the trustworthiness (or otherwise) of everyone we 
meet.  If you are well groomed and look appropriate you are more likely to make the sale. 
 
 

6. Don’t Listen To Anyone 
 
People lie.  People in surveys lie more. 
 
If you’re Internet dating, that guy you met 
earns $20,000 less than he said he does and 
is 5 cm shorter than he said! 
 
Base your decisions on what people do, not 
on what people say they will do. 
  

 
 

7. Do Surveys 
 
But, as you know, people lie.  The value of surveys lay in the fact that you’re seen as a 
consultative and caring company (and don’t take Point 6 as gospel – you’ll generate some 
very useful data too!). 
 
People who do your survey are far more likely to do business with you again.  And 
they’re more likely to refer others. 
 
 

8. Give ‘Em What They Want 
 
Observe what influences people’s choices and target your market activities in that 
direction.   
 
Remember our example of developing a web site based on how the target market found 
web sites (on Google, quite often misspelling words) and what they did once they were 
there (left if the site was slow to load and didn’t give them the information they required). 
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9.  Practice Safe Sex 
 
No, we don’t mean having sex with your clients!  We mean we need to reduce the 
perceived risk in dealing with you 
 
Reduce the perceived risk in dealing with you by using: 
 

·  Testimonials 
·  Guarantees 
·  Mentioning all those Awards you’ve won 

 
 
 

10.   Be Dumb 
 

 

Don’t be afraid to admit that you may not know how to 
market your business.  It’s what we do everyday and we 
have no clue! 
 
But we know how to find out! 
 

·  Review current customer trends 
·  Commonality surveys – a garden centre might 

have predominately female targets, living within 
5 km, who find out about the garden centre by 
seeing the sign, who read the Gold Coast 
Bulletin on Wednesday and Saturday and who 
listen to Gold FM from 8 am to 9. 30 am 

·  Demographic research 
·  General Surveys 

 
Identify the characteristics of your ‘best’ type of 
customers and target those types of people. 
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General Tips 
 
 
Advertising 
 
No matter what sort of advertising you do, ensure that you measure its effectiveness. 
 
If it doesn’t work, then get rid of it and test something else. 
 
 
Public Relations 
 

 

Fantastic (& free) way to create awareness of your business.  The 
only thing you need for a story is a newsworthy angle. 
 
In today’s (March 21, 2007) Gold Coast Bulletin, top left of Page 
27, is a story about “Mistress of the PR release Sophie Hickson, 
(daughter of PR guru Wayne) thought….etc” 
 

 
The small article goes on to talk about a car number plate she say advertised for $1.1 
million. 
 
Not exactly newsworthy. 
 
 
But what it has done is:  
 

·  got her name in front of her target market (business people who read the Bulletin),  
·  helped establish Wayne as a PR expert – by calling him a guru 

 
Sophie has just started working with Wayne and it’s a nice easy way to let people know 
she’s working with him now and to keep Wayne’s name in the public eye. 
 
Web Site 
 

·  87% of major purchases are researched first online. 
·  Australian’s spent $14 billion online in 2006. 
·  Potential customers and customers will check out your site – make it entertaining, 

informative and ever changing. 
 
And get it ranked high in the search engines for the terms relevant to your business. 

 
Investigate Pay Per Click advertising and see how it can work for your site. 
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Email Marketing 
 
A fantastic way to get in front of your customers and prospects.  Once people come to 
your web site entice them to sign up for your regular newsletter –(monthly newsletter is 
best). 
 
Once they’re in your database you email them information relevant and interesting – 
don’t just bombard them with specials all the time.  Provide something of value – like 
great information – so they look forward to receiving it. 
 
 
Awards 
 
Fantastic to win for a whole range of reasons -= once you win an Award announce it to 
your customers via direct mail, signage, advertising, your web site, media releases, etc. 
 

 
 
 
 
 

About The Author 
 
Brendon Sinclair is the CEO of Tailored Consulting – a Gold Coast 
based marketing and web development firm. 
 
He is also the author of The Web Design Business Kit, writes the 
SitePoint Tribune (140,000 subscribers) and is Vice President of the 
Gold Coast Media Club. 
 

http://www.tailored.com.au/team_brendon.htm 
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More Information 
 
Commonality Survey – http://www.tailored.com.au/examples/commonality-survey.pdf  
 
Visit www.tailored.com.au for hundreds of articles, free report, case studies and more. 


