
Whether it is gifts, verbal encouragement, awards, 
parties or functions outside of the office, it is 
important to recognise your staff for the contribution 
they make. In fact, your staff play a big role in both 
obtaining new clients and keeping them. Unless, you 
choose to work alone, you are going to rely on people 
to help you as you can’t do everything yourself.

Your team are not only responsible for delivering 
outstanding service, but they are also in the best 
position to recommend improvements so that your 
business can continue to provide more benefits to 
your clients as the years go on. Hence, you should 
express your appreciation to your staff regularly.
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A Word From Ian Renton

Last month, it was good to get back 
onto the cricket field. I had not 
played since Round 1 in September 
so I was pleased to be able to 
contribute. I actually scored 30 
runs in consecutive one-day games. 
One score helped us to win a close 

game but we lost the second game. I also took the 
opportunity to do more fitness and even get in a couple 
of games of tennis.

I know it’s not everyone’s cup of tea but I really enjoy 
Daylight Saving. It was great to exercise in the summer 
warmth and in daylight after work. As my two-year-
old, Sarah, is not an early sleeper, she also got several 
late afternoon outings including a few trips to her 
favourite local park last month.

Last year, we decided not to have a staff Christmas 
party. Instead, we had our party on a sunny Sunday in 
mid January at Baia The Italian restaurant in Darling 
Harbour. It was a good opportunity to meet families 
and also to invite some new staff to their first company 
function. 

 

 

Each month, I write an article that when applied 
should help you get more clients and keep them longer. 
The importance of being surrounded by a good team 
cannot be underestimated. It is vital that your staff do 
feel like part of your team and enjoy coming to work 
and contributing to the success of the business. 

Valentine’s Day, 14 Feb 

Postage Price Increase In March  
Currently, postage is free for orders over $250 and 
just $5 for orders under $250. We have kept this 
same policy for five years. From, March 1, 2018, 
the postage and handling fee will increase to $7 
and will apply to all orders. Of course, there are 
exceptions with every rule. This fee will be waived 
if you come to Seven Hills to collect your order or 
organise your own courier.

Your are welcome to save $7 and order in February 
before the price increase takes effect.

From left to right: Linda, Jacqueline, Leila, Ian, Robyn and Aresna 
Absent: Adam, Daniel, Sigalu and Anjanaa.
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Use Your Pricing Policy 
To Boost Sales
One of the great skills in business is to get your 
pricing right. Generally, there are two things I observe 
in the market place. Firstly, prices are too high and 
there appears to be no reason for that. Secondly, 
prices are too low and I wonder why the price being 
offered is so low.

It is dangerous to sell on price for two reasons. There 
is always someone who can price their products and 
services lower than you, even if only for a certain 
period of time. Secondly, your profit margins are 
lower and you need to sell more volume to make the 
same gross profit if your price is too low. 

A very simple example is a business that has costs 
of $50 for its product. If the owner was looking to 
make a gross profit of $10,000 in a month, then if 
the product was priced at $75 each, then 400 units 
would need to be sold (400 * $25 = $10,000). 
If the product is priced at $100, then only 200 
units are needed to be sold to make a gross profit of 
$10,000 (200 * $50 = $10,000).

This simplistic example highlights that when it comes 
to price you really should err on the high side. Large 
supermarkets can rely on high volume low margin 
sales but for the rest of us we need to maintain our 
margin as the volume of sales is somewhat limited so 
we need a reasonable gross profit per sale.

How are prices set?

One method is to work out the costs and add a 
standard industry markup. Whilst this method can 
work, it has limitations. Your costs are confidential 
and really are not relevant to your client. What is 
relevant to your client is the perceived value. What 
does your client think your products or services are 
worth? The chances are that such a price perception 
is based on the prices of your competition.

To be able to charge higher prices, you must offer 
more value. If you don’t, your products and services 
will be treated as a commodity. Instead, you want to 
be unique in what you offer.

Did you know that price is rarely the primary factor 
in purchasing decisions? Consider the following ten 
products and services:

- Fresh Food

- A Restaurant Meal

Famous Quotes

“The common question that gets asked in 
business is, ‘why?’ That’s a good question, but an 
equally valid question is, ‘why not?’”

Jeff Bezos

“I’m a very positive thinker, and I think that is 
what helps me the most in difficult moments.”

Roger Federer

- Airline travel

- A motor vehicle

- A house

- Health care

- A Website

- Marketing advice

- A weight loss program 

- A mobile phone

Most likely, you would buy none or very few of the 
above based purely on price. Basically, the price is 
determined by two things. It depends on the benefits 
or value provided by the product or service. Secondly, 
it depends on the availability of supply, i.e. the 
scarcity of the products and services offered.

To justify increasing the prices of your products and 
services, then you need to do two things. Firstly, you 
need to provide more benefits or value. Secondly, try 
and introduce scarcity.

Scarcity is what provides opportunities for higher 
prices. It is great if you have a monopoly for your 
products or services. This is unlikely, but you could 
create a local monopoly by being the only provider of 
what you do in a local area. The best way to stand 
out is to provide benefits that your competitors don’t.

This may include an unbeatable guarantee. For 
example, lose 5 kilograms in 5 weeks following this 
diet or you get your money back.

You could provide additional bonuses. E.g. buy your 
new car from our dealership and get free servicing 
for five years or 100,000 kilometres. You want your 
customers to compare apples to oranges, not apples 
to apples. In other words, be different so you can 
actually have a category of your own and can enjoy 
the benefits of a monopoly and price your products 
and services accordingly.



that we do for our own sites and it was an instant 
success. 

Towards the end of 2017, we started the process 
of moving all the sites we host to the fastest servers 
in Australia and we have been delighted with the 
results. Not only are the servers fast, we provide 
a free SSL certificate. SSL shows both Google and 
your website visitors that any information they enter 
in forms on your website is encrypted and can’t be 
intercepted. Those combined benefits provide a firm 
foundation for the WordPress layers of security we 
add.

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

Karyn: I am fortunate to receive many referrals from 
existing customers at Hubsite Builder and Aus Host 
Hub. I also receive referrals from SEO Agencies (who 
can’t do their work if their client’s sites are hacked 
and penalised by Google) and from other website 
developers who don’t offer website hosting. 

Our other major referral source is my BNI chapter 
and members of other BNI chapters in the Sydney 
North West region.  

Ian: Yes, I agree Karyn, BNI is also a big help to our 
business. What products do you get from Renton’s 
Printing?

Karyn: Christmas cards and business cards, with 
which I am always delighted.

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

Karyn: Over the years I have used many printers for 
various business ventures and I have to say that 
Renton’s have managed to find a way to make the 
process simple and timely. In terms of ease, pleasant 
staff and value for money I couldn’t make a higher 
recommendation.

Ian: Thanks, Karyn. What do you like to do away from 
the office?

Karyn: I like to hang out with friends at various coffee 
shops and restaurants around the Sydney Hills area. 
I also enjoy music and have wide tastes, from Bowie 
to Bach. I like to spend time with my grandchildren 
and read a lot and I also volunteer with four not-for-
profits, so not much time to spare.

Ian: Thanks for your time today, Karyn. If you would 
like to contact Karyn, you can email her on  
support@aushosthub.com.au or call her on  
0418 347 061.

Customer Profile
Karyn Clarke of Aus Host Hub

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. 
This month’s profile features 
Karyn Clarke from Aus Host Hub 
which is located in Sydney Hills.

Ian: Good morning, Karyn. Thanks 
for participating in our newsletter. What does Aus 
Host Hub do?

Karyn: We provide peace of mind to business owners 
who have WordPress websites by providing secure 
hosting on Australia’s fastest servers. Not only are 
the servers fast and secure, we add extra layers of 
speed and protection from inside WordPress. We do 
all we can to prevent hacking, sites down, redirection 
to pharmaceutical sites, porn sites, etc. 

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

Karyn: While we take all steps to prevent hacking (and 
we have never had one yet), we are painfully aware 
that hackers find new ways daily to break what 
other people have built. That’s why we give a unique 
guarantee; if your site gets hacked while using one 
of our top two digital defence services, then we will 
restore your site at no cost to you.

What’s more, potential users of our hosting and 
digital defence services have to apply and be 
approved before they can open an account on our 
servers. The process is quick and easy for applicants 
and is another way we do our best to allow only 
legitimate sites on our servers.

Ian: That is a great guarantee. How long has your 
business been in operation? How did it get started?

Karyn: We first started hosting sites five years ago as 
a spin-off from our website development business, 
Hubsite Builder (www.HubsiteBuilder.com.au). One 
of our website and hosting clients, a migration agent, 
had a staff member looking after his website. Sadly, 
the employee did not bother to do daily checks to 
make sure that WordPress, its themes and plugins 
were all up to date. Out-of-date plugins are very 
vulnerable to hacking and that’s exactly what 
happened. A hacker was able to redirect the home 
page to a porn site. 

That’s when we started offering to clients a service 
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Karyn Clarke of Aus Host Hub
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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, accounts stickers and greeting cards and come from various 
states of Australia. 

BP Mittagong
Phillip Island RSL Sub Branch
Office of the Hon Bill Johnston MLA
Dalle Cort Financial Services       
Gavin Sutton Transport
Lockyer Valley Regional Council

Nature’s Botanical Pty Ltd
Holland Forge
Aperture Accounting
Inkwell Signs
The Wellness Group Pty Ltd 
Urmet NSW

Honeysuckle Retreat
MannaCare Inc
Western Projects
Universal Armour
Active Habits
MHM Accountants & Business Advisors

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 small boy was looking at the red ripe tomatoes 
growing in the farmer’s garden. “I’ll give you my ten 
cent coin for that tomato,” said the boy pointing to 
a beautiful, large, ripe fruit hanging on the vine.

“No,” said the farmer, “I get almost a dollar for a 
tomato like that one.”

The small boy pointed to a smaller green one, “Will 
you take ten cents for that one?”

“Yes,” replied the farmer, “I’ll give you that one for 
ten cents.”

“OK,” said the lad, sealing the deal by putting the 
coin in the farmer’s hand, “I’ll pick it up in about a 
week.”

Two colleagues were chatting on their lunch break.

“I’m a walking economy, you know” said the first.

“How so?” asked the second.

“Well,” replied the first, “my hairline is in recession, 
my stomach is always in inflation, and these two 
together bring me into a deep depression.”
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