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Information and Ideas for Improving Sales, Image, and Profits

Branding is more than product 
recognition or a simple logo. It is the 
overall intellectual and emotional 
impression people have when they 
think of your company and its product 
or service. It is a strong and consistent 
message about the value of your 
business. 

A memorable and trustworthy brand 
reinforces customer loyalty. It helps 
them remember that your business 
provides the perfect solution to their 
problems. Therefore, to succeed in 
branding you must understand your 
customers’ needs and issues. 

Brand building is an ongoing business 
strategy that has an easy-to-measure 
cost in time, money, and effort. Its 
value, on the other hand, is harder to 
establish because it involves measuring 
emotional associations that may not 
immediately translate into revenue. 

Branding is an essential element of 
success, however, and it should be 
reinforced during times when business 
is booming and also when sales are 
slower. You want customers and 
potential customers to maintain a 
positive association with your company 
and its services. 

You control the messages you send 
out through marketing, advertising, 
customer service, and your internet 
presence. Branding is a combination 
of everything your company uses 
to present itself. Here are a few key 
elements to analyze and enhance in your 
branding strategy: 

1. Professionally designed marketing 
materials (logo, stationery, ads, and 
the like): These tell customers your 
company is strong, confident, and 
credible. Your marketing materials 
should reinforce your company’s 
image and positioning over and over 
and over. 

2. Consistency in advertising: Develop 
a tagline to succinctly describe your 
company - and use it! Develop a 
campaign that can provide different 
messages, but it is recognizable as 
your brand. 

3.Excellent customer service - always! 
Make sure your entire staff positively 
represents your business image. 

4. A strong and professional 
website: It must be easy for viewers 
to navigate and understand. It 
should let visitors know what your 
company does and why they should 
care. Provide compelling, easy-to-
understand, and interesting content. 
Make it easy for visitors to make 
purchases. 

5. Differentiate your brand: Make 
sure your customers and potential 
customers understand why you 
are different from the competition. 
You want to establish a superior 
benefit with you target audience that 
encourages long-term loyalty. 

Branding is not what you say about 
your company and products; it’s about 
your customers’ perception of your 
company and products. To strengthen 
your brand, make sure you can answer 
the following questions: What do you 
do that is different from anyone else? 
Why do you matter to your customers? 
If you can’t answer these questions, you 
don’t have an effective brand. 

ACTION ITEM: Take a good look 
at your company and product/service 
strengths. Determine your primary 
strengths and benefits and then make 
sure your branding strategy (marketing 
materials, advertising, sales, customer 
services, logo, etc.) reinforces this. 

Call Terri or Dale at Coast Advertising !

Build Your Business Through Brilliant Branding

To search our 
database of over 

600,000 products, 
Click Here.

BUY 2 GET 1 FREE

3D Ballpoint & 
Highlighter Combo  OR
DUET Double Ended 
Highlighter

          Call Coast Advertising today to place your order !
                  Deadline for Orders September 30, 2006

http://coastadvertising.com/productsearch.cfm
http://coastadvertising.com/productsearch.cfm


Visit us at our showroom: 266-2950 Douglas Street, Victoria BC  V8T 4N4

Effective, targeted, marketing solutions 
to help you grow your business...guaranteed!

250-383-0728
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Success Story

Employee Incentive Program
Objective: to promote employee safety and thereby 
improve bottom-line profitability

With nearly 10,000 different craftpersons dispersed 
across North America, the ongoing safety promotion 
was designed to cover all areas.  An Incentive 
Award Program  was created consisting of quarterly 
campaigns featuring pre-established safety criteria.  
At a time when there had been several “close shaves” 
on the job sites that could have had tragic results, 
the advertiser chose “No Close Shaves” as one of 
the themes.  Because many of them travel to out of 
town job sites, craftperson winners were awarded 
a black nylon shaving accessory bag embroidered 
with the company logo and an accompanying logo-
impritnted implement set and a campaign sticker to 
display on their hard-hats.  Awards for other quarterly 
campaigns included sweatshirts and belt buckles with 
matching hard hat stickers to add to the winner’s 
collection.

Result: During the three year campaign period, the 
company recorded accidents dropped from 201 to 47 
lost time due to accidents went down from 173 to 12 
and insurance modifiers dropped from 1.58 to 1.15.

         CALENDARS
      Display your message every day of the year.
        Calendar Advertising is one of the most visible 
    forms of promotion - Advertising for Pennies A Day!
             

Leather Bound Date Books
Desk Calendars
Wall Calendars
Laminated Pocket Calendars
Scenic or Theme Calenders

Q. We want to create a higher profile and awareness throughout our community.  
Do you have any suggestions on what we can do to get our name out there?

A. A great way to create public awareness for your company is by showing your community that 
you care.  This can be done through your staff, clients, and suppliers.  Provide families with safety 
awareness products, they can be as small as a Halloween reflective gift to a safety kit for their car.  
Safety themed promotions are great all year round.  For more great ‘safety’ ideas, go to our web-site 
and check out our product search, or call the office to set up a free promotional consultation.
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