
school and she 
is really looking 
forward to getting to 
school soon. If she 
was allowed, she 
would happily start 
immediately. Here 
she is learning to use 
scissors for the first 
time during the tour 
of the school. Sarah 
was not content to just watch. She wanted to get 
involved and was not shy in starting a conversation 
with the Deputy Principal who took the tour.
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A Word From Ian Renton

The first four months have been 
much busier for us than the same 
time last year. If you have contributed 
to our sales growth this year, then I 
thank you. It has meant that other 
projects are running a bit behind 
schedule. There is one job that 

I always give a very high priority to. That task is 
maintaining and improving our websites. With four 
divisions and four websites this task is more difficult 
for us than other companies. You can check out our 
four divisions and four websites and everything we do 
on the back page.

For Renton’s Labels, I wrote eights blogs in four 
months and updated some of the pages with better 
sales copy and educational content.

For Renton’s Printing and Australian Credit Stationers, 
I organised SSL certificates so our customers can see 
that these sites are secure.

For Australian Christmas Cards, I had lengthy 
discussions with my website developer in preparation 
to redeveloping this site to make it mobile responsive 
and even more user friendly.     

I am a great believer in traditional marketing methods 
with direct mail and telephone both featuring 
prominently in my marketing plan. However, our direct 
mail often directs customers to our websites so it is 
vital to have the best websites possible. I really believe 
that your website should be improved regularly and be 
a big focus for your business. 

I am not playing competitive sport at present but I did 
get on the tennis court more often in April. I have also 
taken my three-year-old, Sarah, to the local tennis 
courts for the first time. She was excited to hit three 
balls over the net on her first time at tennis.

Earlier this year, Leila and I took Sarah to our local 

Mother’s Day, May 13

Sarah learning to use scissors on her school tour.

Famous Quotes

“If you don’t drive your business, you will be 
driven out of business.”

B. C. Forbes

“Procrastination is one of the most common and 
deadliest of diseases and its toll on success and 
happiness is heavy.”

Wayne Gretzky
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Referral Rewards
We always welcome referrals and we all should 
appreciate them when they come our way. It 
is an easy way to increase the sales of your 
business. It also reduces your advertising costs. 
When you bring us referrals, you are actually 
helping us as we have acquired a new customer 
without having to spend any money.

Hence, if you refer a new client to us, please let 
us know so we can reward you with a gift, cash 
or a discount off your next order. We can reward 
you straight after we invoice your referral.

Also, your clients can call us on 1800 226 202 
for any quote or advice in relation to printing, 
label printing or greeting cards.

The Importance Of 
Repetition - Part 1
Did you know that the average Australian receives 
more than 3,000 marketing messages daily? 
This number will only increase as the number of 
businesses and the methods of advertising both 
grow. It means that you must do three things to 
stand out:

a) Be innovative or clever in your marketing. (It   
 is even more true today that those who market  
 their business most effectively tend to win.)

b) Use a medium that is less frequently used.   
 (My choice is the mail as my competitors   
 surprisingly stay away from this. Copy   
 successful marketers in other industries rather  
 than your own to see how you can get an   
 advantage.)

c) Repeat.

Let me tell you something true about most Australian 
business owners. Many of us fall into two categories. 
Some of us are lazy. Others are too busy or if I was to 
be critical less time efficient to devote enough time to 
the important things in business. 

The most important thing you can do is to look after 
your current clients and show your appreciation 
towards them and market to them effectively so you 
can enjoy more repeat business and more referrals.

The second most important thing you can do is get 
new clients. However, these new clients will become 
more valuable if you become an expert in client 
retention which will in turn increase the value of 
those clients to your business.

If you know your clients are exposed to over 3,000 
marketing messages a day or over 1,000,000 
marketing messages a year, then your single act of 
marketing or client retention is not going to be very 
effective unless you have a repetition plan in place. 

If you follow my marketing, you will know I am a 
great believer in repetition. This newsletter is mailed 
monthly because that time frame is about right. I 
use this form of marketing because my competitors 
don’t. I know they won’t because it takes a bit of 
time. Writing and designing and editing takes about 
five hours. However, the return is greater than 10 to 
1 because it helps me to be remembered and trusted 
in my category. I choose to use the mail as less 
businesses use this avenue of marketing so there is 

little clutter.

Now, when it comes to marketing, no one is perfect. 
I do a lot but I would like to do more. 

“The U.S. Small Business Administration 
recommends spending 7 to 8 percent of your gross 
revenue for marketing and advertising.”
Reference - http://smallbusiness.chron.com/percentage-gross-
revenue-should-used-marketing-advertising-55928.html

That may surprise you but this next statement will 
surprise you even more.

This is what Nick Loise, president of GKIC, says 
about how to spend those marketing dollars. 

“Pre- and Post-Sales: Do you spend more on the 
post sales portion of your business or the pre-sale 
portion of your business? Most spend it on the pre 
because new business is sexy and what we like to 
talk about. I would argue to flip your funnel and 
spend more money on the post sale side of your 
business. Invest more in the nurturing, loving and 
escalating of value of your customer versus the 
acquisition side – or at the very least, make it a one 
for one investment.”
Reference: Page 26, January 2018 edition of GKIC’s No B.S. Marketing 
Letter.

According to The US Small Business Administration 
and the president of GKIC, you should be spending 
about 4% of your sales revenue on retaining your 
clients and hence, increasing their value. Much 
of this spending would involve repetition and 
next month, I will outline practical ways of using 
repetition to acquire and retain more clients.



show our support to other graziers and farmers.

Ian: What is your role in the business?

Jodie: Vicky D’s Kitchen is still quite small so my 
team is small. I am the sole owner and decision 
maker that does 90% of the cooking, packaging and 
marketing.

Ian: What do you do to market to your customers and 
keep your customers for life?

Jodie: I always say we should never forget where we 
started. If it wasn’t for my loyal local customers 
I would not be still going today. It is important to 
me to touch base with them and get feedback on 
how things are going, what might work best and let 
them know what I am finding that is selling well. 
Keeping my customers happy with fresh products 
and fast delivery also helps lots.  Presentation of all 
my products is very important to me and I think it is 
a key marketing tool. Apart from that, social media 
and Google have been great marketing tools. Working 
with my customers to promote their business and 
then they do the same for me.

Ian: That is great that you can promote your 
customers’ businesses and vice versa. What products 
do you get from Renton’s Labels?

Jodie: I get all my labels from Renton Labels.

Ian: Why do you buy from Renton’s Labels?

Jodie: I found Renton’s Labels on Google when I first 
started looking into my labels. Being new to all of 
this,  I remember calling and speaking to you and 
had heaps of questions to ask. You were very helpful 
and understanding, so when I was ready to start 
designing a label I got back onto Renton’s Labels. 
I liked that I was able to talk to someone and not 
have to keep sending emails backwards and forwards 
trying to explain myself. Once I got a few labels done 
it was just easy to drop you a line and say, “Hi it’s 
me and I now need this”. We were all on the same 
page and the job got done.

Ian: What do you like to do away from your work?

Jodie: I love being in my garden or off learning about 
new skills and flavours for cooking.

Ian: Thanks for your time, Jodie. If you would like to 
contact Jodie, you can email her at  
jodiepollock@vickydskitchen.com.au or visit  
www.vickydskitchen.com or call her on  
0437 082 947.

Customer Profile
Jodie Pollock of Vicky D’s Kitchen

This newsletter goes out 
every month to about 1,000 
businesses in Australia and New 
Zealand. If you would like to be 
featured as a customer profile 
in our newsletter, please get in 
touch with me by email at  
ian@rentonsprinting.com.au.  
There is no charge for this 
publicity for your business. This month’s profile 
features Jodie Pollock from Vicky D’s Kitchen in North 
Queensland.

Ian: Good morning, Jodie. Thanks for participating in 
our newsletter. What does Vicky D’s Kitchen do?

Jodie: At Vicky D’s we make a range of gourmet 
condiments from Australian grown fruit and 
vegetables.

Ian: What makes your business special, i.e. what sets 
you apart?

Jodie: We are all about sharing our love of food and 
flavours. Bring back that memory of going over to 
Gran’s and helping her make that feast to feed the 
whole family. Lots of love goes into our products. 
Being on the land ourselves it is also important to 
us to help showcase what great produce Australia 
grows. 

Ian: That’s great. I have great memories of visiting 
my grandparents and checking out their chooks and 
the cows nextdoor. The food was always simple 
yet delicious. How long has your business been in 
operation? How did it get started?

Jodie: I started Vicky D’s 
in mid-2016 out on 
our family owned cattle 
property. The name 
of the cattle property 
is Victoria Downs or 
Vicky D for short. It 
was my son’s first year 
at boarding school, so 
with only my daughter 
left to teach, I thought 
it would be a good time 
to start my business. 
I have always loved cooking and sharing my food 
with people so I started with a product that I could 
make and ship from home but still share flavour and 
cooking ideas with others. It was also a way to help 
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Jodie Pollock of Vicki D’s Kitchen



Monthly Humour
An investment counsellor decided to go out on her 

own. She was shrewd and diligent, so business 

kept coming in, and pretty soon she realised that 

she needed an in-house counsel.

The investment banker began to interview young 

lawyers. “As I’m sure you can understand,” she 

started off with one of the first applicants, “in a 

business like this, our personal integrity must be 

beyond question. “Mr. Mayberry, are you an honest 

lawyer?”

“Honest?” replied the job prospect. “Let me tell you 

something about honest. Why, I’m so honest that 

my father lent me $15,000 for my education, and 

I paid back every penny the minute I tried my very 

first case.”

“Impressive. And what sort of case was that?” 

asked the investment counsellor.

The lawyer squirmed in his seat and admitted, “He 

sued me for the money.”
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Renton’s Labels Renton’s Printing

Welcome To New Customers
We are delighted to welcome the following new customers to the Renton Group of companies over recent months. 
These customers purchased a mixture of label printing, greeting cards, fridge magnets and accounts stickers and come 
from various states of Australia. 
Sione Saluni & Sons Ltd   
North Coast Signs
North Epping Financial Services Limited
Taree Lodge Motel       
The Hills District Rural Fire Service
Snazzy Learning Solutions

Village Road Show
Saskia Beer Farm Produce
Your Finance Choice
Nyko Property
Kis My Body Pty Ltd 
TDs Paint Place

Hair & Now
White Tiger Creative
Heidrick & Struggles
Ford & Doonan Morley
Gen U - Karingal St Laurence
3 Star Trading Pty Ltd 

Here Is Everything We Do

www.austchristmascards.com.au – Christmas cards, 
birthday cards, thank you cards, calendars, custom cards 
and fridge magnets.

www.austcredit.com.au – accounts stickers, thank you 
stickers, Christmas stickers, sign here labels, and more.   

www.rentonslabels.com.au – product labels, cosmetic 
labels, bottle labels, and all of your label printing needs. 
Get an Instant Quote and upload your artwork online.

www.rentonsprinting.com.au – all of your printing needs 
including business cards, brochures, invoice books, 
catalogues, letterheads, with compliments slips, 
presentation folders, NCR books, note pads and more. 

Business CardsProduct Labels

Birthday Cards Thank You Cards

Fridge Magnets

Paula M. Wolter

EAST COAST & DISTRICTS
Mob: 0413 128 532 • Ph: 1300 657 895 • Fax: 1300 657 875

PO Box 5773, Torquay Qld 4655
By Appointment Only

MORTGAGE & FINANCE CENTRE

www.eastcoastfinance.com.au

eastcoast@financier.com

FULL MEMBER
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OZDEN S.M. & COMPANY

Chartered Accountant

Chartered Accountant

Corporate & Business Advisor
Ozden Mustafa CA

2017

Email ozdensm@bigpond.net.au

67 Childs Road Chipping Norton NSW 2170Fax (02) 9728 4478

Ph (02) 9728 4479
Mob 0424 405 411
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Mike DwyerJP
Your finance specialist

Phone:

4342 6832
Mobile:

0417 660 620
Email: mike@dmc131.com
Web: dmc131.com

mortgage concepts

Dwyer
The key to your future.

Australian Credit Licence
Number 387651

Home & Investment Loans
Refinance & Consolidation Loans
Mobile Service - Available 7 Days

Delivered With Honesty & Integrity - Everytime 2017
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