
a comprehensive marketing plan as opposed to a 
business plan which I find less practical. It is more 
suited to big businesses. For smaller business, it 
is important to just get in and take action. That is 
where the money is.     

When business is quiet, I also believe you should 
analyse your profit and loss figures, your website 
traffic and conversion rates, effectiveness of your staff 
from a financial point of view and other important 
figures. It is important to know your numbers before 
you can work on improving them. That is the purpose 
of a marketing plan. However, a marketing system 
will only be successful if your company procedures 
for closing sales and getting the work done are 
effective.

Finally, I wish you and your family and your business 
every success in 2018.
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A Word From Ian Renton

January has always been one of my 
favourite months of the year. It was 
a regular time for family holidays 
when I was much younger. Our family 
rarely travelled very far. Our regular 
destination was Port Stephens north 
of Newcastle. My brother, Peter, is 

two years younger than me so I had company. We 
regularly enjoyed Fingal Beach and we became quite 
proficient at catching waves with our surf mats. Yes, 
this is what we used back in the 1970s.

From the age of 11 till about 16, I used to play in 
NSW tennis tournaments. It got me interested in tennis 
and I have been keen ever since but I play much less 
these days. I play more cricket and am hoping to play 
a few games this month. I am registered as a reserve 
for Baulkham Hills. 

Before I was married, I used to go to the Sydney test at 
the Sydney Cricket Ground and when you include day-
night games, I have probably watched nearly 100 days 
of cricket in January in Sydney. I was quite a keen 
supporter but today, I would rather play sport. It was 
great fun watching Dennis Lillee, Allan Border, Steve 
Waugh and Shane Warne and a host of international 
players. 

One of my favourite test matches was in 1985. 
Australia trailed a great West Indies team by three 
matches to nil in the series. That summer, Australia 
selected an unassuming 38-year-old leg spinner named 
Bob Holland. He took ten wickets in the Sydney test 
match and Australia easily won by an innings. It was 
sad to hear of Bob Holland’s passing last year.

January is easily our quietest month of the year but 
that does not stop us opening for business straight 
after New Year’s Day. I really believe that a lot of 
money can be made in these quiet times by reading, 
researching, thinking, planning and eventually 
implementing ideas for the calendar year. 

It is important to set ambitious goals and develop 

New Year’s Eve, 31 Dec 
Fireworks above the Harbour  

Bridge and Opera House. 

Famous Quote

“Our greatest weakness lies in giving up. The 
most certain way to succeed is always to try just 
one more time.”

Thomas A. Edison
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Use Key Words In Your 
Marketing
The four pillars of customer retention are:

a) Be good at what you do and keep improving.

b) Deliver outstanding customer service.

c) Be an expert at marketing what you do.

d) Have an attitude of gratitude

By far the most difficult of those is marketing. In 
my role, I talk to many owners of small businesses 
throughout the course of the year. A common thread 
I see is that many businesses do no marketing or 
only one or two things. Why is that?

Perhaps it is a lack of money but more likely it is a 
lack of knowledge. When you become an expert in 
marketing, then you have the ability to turn $1 into 
$2 either in the short term or in the medium to long 
term. Such business owners are not constrained by 
marketing budgets because that would merely slow 
down the growth of your business.

The topic of marketing is extensive but if I was to 
simply it into a couple of sentences, it would just be 
the ability to find a target market, develop products 
and services to satisfy that target market and then 
convince those in that target market to buy from your 
business in preference to other alternatives.

Then, you choose media or multiple media to 
advertise your products and services. Basically, this 
is what business is all about. Marketing is not just 
about acquiring new customers. It is also about 
retaining the ones you have got. That is the most 
under-rated method I know in growing your business.

Whichever media you use, you are going to need to 
be good at using language. This might be a headline 
for your direct mail piece or website. It might be the 
first lines in a radio advertisement or telemarketing 
call. 

Here are 30 of the best words you can employ this 
year in your marketing:

Famous Quote

“The secret of getting ahead is getting started.”
Mark Twain

There are also phrases that you can use that really 
add to the appeal of what you are selling. Here are 
seven of the best:

How to:

Last Chance

Flash Sale

Thank you

Buy one, get one free

100% Money Back Guarantee

No obligation

Reference: http://www.verticalresponse.com/blog/the-30-
magic-marketing-words/

Below are my three favourite marketing words 
and why you should use them to really boost your 
marketing to your current clients as well as to 
potential clients.

Free – This word is so powerful because we all 
want something for nothing and nothing conveys 
that message more than this word. If you can do 
something for free, then this is great to include in 
your offer to your clients.

You – The most common mistake made by business 
owners starting out on their marketing journey and 
experienced business owners for that matter is they 
talk about themselves to much. You need to describe 
the benefits of your products and services in terms of 
what they do for your clients. In other words, write in 
the second person rather than the first person. This 
means use “you” instead of  “I” and “we”.

New – This is a really positive word to use in your 
marketing. You can use this word in relation to new 
products, new services or new procedures. If you 
study politics as I do, you will hear this word over 
and over again.

Free 

You

Now 

New

Sale 

Discover

Announcing 

Guarantee 

Health 

Results

Love 

Proven

Safety 

Save

Easy 
 

Value

Amazing 

Powerful

Secret 

Huge

Premium

Elite

Convenient 

Breakthrough

Introducing

Complimentary

Bargain 

More

The  

Instant



partner and teenage kids do help.  I rely a lot on very 
good suppliers and outsource as much as I can.

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

David: I am lucky that the advent calendar was quite 
novel and as no corners were cut to make a high 
quality product, the press release caught hold with 
enormous exposure.  That led to a near viral social 
media exposure.  I was then able to leverage this 
to obtain customer details and this will lead to my 
next product: Gin-a-Month. Facebook advertising, 
traditional old postcards handed out at gin events 
and a couple of ads in specific magazines helped.  
The feedback suggests customers are hungry.  

Ian: That is great that you do so much marketing 
already. What products do you get from Renton’s 
Labels?

David: Renton’s assisted in designing 24 “mini-me” 
gin brand labels.  Jacqueline worked with image data 
from the distilleries set in a Gintonica template and 
produced over 24,000 high quality labels – to get 
Gintonica going.

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

David: It was through a recommendation that I came 
upon Renton’s and you turned out to be economical 
as well.

Ian: Thanks, David. It is a pleasure to help your 
business get started. What do you like to do away 
from the office?

David: It would be easy to say drink Gin and Tonics 
with my partner, right, but we also drink wine. Oh, 
and then there are cocktails and fine food. I do spend 
a lot of time taxi driving 3 teenage kids to a thousand 
activities and walking an Australian Terrior along the 
beach in Sandringham, a suburb of Melbourne.

Ian: Thanks for your time today, David. If you would 
like to contact David, you can email him on  
david@gintonica.com.au.  You can also visit  
www.gintonica.com.au.

Customer Profile
David Box of Gintonica

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 David Box from Gintonica which is located 
in Melbourne.

Ian: Good morning, David. Thanks for participating in 
our newsletter. What does Gintonica do?

David: Gintonica is a business that I started in 2017 
to focus upon “all things gin”.  Having left big 
corporate, I initially headed towards opportunities 
in wine, one of my great passions.  The market 
was, and still is, crowded and there are very few 
opportunities that have not been fully exploited.  That 
is completely opposite to gin, which has boomed in 
Australia, like most of the world, especially in the 
last 2-3 years.  From a handful there are now nearly 
100 distilleries and nearly 200 gins.

Ian: That is a bold move to leave the security of the 
corporate world but it is a step that a lot of people 
make successfully. What makes your business 
special, i.e. what sets you apart?

David: Gintonica has an extremely narrow focus, but 
one that runs deep in its field. The aim from the 
start was to make Australian Craft Gin the centre of 
everything we do.  To ride the wave of the boom, 
but to do so not as a distributor, but to work with 
producers to grow their market and to make a 
modest income from these actions.  We will add 
products and/or services that fit as we grow.

Ian: Tell me more about how you got started.

David: It started because no one had written an 
approachable book or guide on Australian Craft Gin 
Producers in Australia, so I set about self-publishing 
the same. The aim was to make the book central to 
an ecommerce business. I also secured distribution 
of a Spanish supplier of botanical garnishes, an 
important product range within the gin culture.  
Then came the Australia Craft Gin Advent Calendar 
(24x50ml bottles), which has created quite a stir.

Ian: What else do you do in your new business?

David: Virtually everything, as it is very small. But my 3

David Box of Gintonica
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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, general printing, accounts stickers, greeting cards and e-cards 
and come from various states of Australia. 

Fermentanicals
Woneru Pty Ltd
Stand Fast Electrical
Seduce Candles       
Australian Hearing & Balance
Building Blocks Medical

Swift & Company Trade Group
Panacea Wellness
Sylvia Atkinson Accountancy
SupaFit performance Centre
Enukha 
Gintonica

Lynn & Brown Lawyers
Burra Uniting Church
Rapid Solutions
Home Modification Solutions
Independent Schools Tasmania
Mount Isa Mines

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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NSW Public Holidays
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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

Monthly Humour
A store manager overheard a clerk saying to a 
customer, “No, ma’am, we haven’t had any for 
some weeks now, and it doesn’t look as if we’ll be 
getting any soon.”

Alarmed by what was being said, the manager 
rushed over to the customer who was walking 
out the door and said, “That isn’t true, ma’am. Of 
course, we’ll have some soon. In fact, we placed an 
order for it a couple of weeks ago.”

Then the manager drew the clerk aside and 
growled, “Never ever say we don’t have something. 
If we don’t have it, say we ordered it and it’s on its 
way. Now, what was it she wanted?”

The clerk smiled and said... “Rain.”

Two friends, who had lost contact for many years, 
were catching up with each other. One asked, “So, 
you’ve got your own company, huh? How lucky!” 
The other replied, “Just a small one, nothing to be 
proud of.”

Disbelieving, the first queried, “Small? How many 
people work in your company?”

The other sadly answered, “About half of them.”
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