
I have switched to David Baldacci now after reading 
many of John Grisham’s and Jeffrey Archer’s novels.

I received from Leila, Steve Smith’s biography, The 
Journey. I have started reading this book and his 
early life was fascinating. I don’t know if you have 
ever heard the saying that to master something, you 
have to do something for 10,000 hours. Well, Steve 
Smith had practised cricket for 10,000 hours before 
he reached age 18. He literally loved the game of 
cricket and practised for hours for the sheer joy of 
it. It is not surprising he turned into a champion, 
possibly Australia’s best ever batsman since Sir 
Donald Bradman.
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A Word From Ian Renton

Last month, I was pleased to play 
some more tennis. It was good to 
catch up with different friends for a 
few games. I was lucky enough to 
play some tennis at my old school 
as part of their commemoration day 
celebrations. It was great to catch up 

with a few people I had not seen for many years.

That is the great advantage of sport. Sure, most 
schools have regular reunions. However, sport is one 
way that enables us to meet a great variety of people 
that otherwise we would not.

My birthday is just before Valentine’s Day so I enjoyed 
a night out with Leila in a local Italian restaurant while 
our three-year-old, Sarah, enjoyed a long day with 
her grandmother. We also enjoyed a Valentine’s Day 
evening with Sarah at Club Marconi in Bossley Park. 
It is the first time we have been to this club and we 
expect to go back again. The Italian restaurant was 
superb and Sarah enjoyed the food as much as Leila 
and I.

The family celebrations in February did not end with 
Valentine’s Day. Sarah turned three towards the end 
of February and at the time of writing she was very 
excited and looking forward to having a carrot cake 
(she has not eaten cake before) with candles so she 
can blow the smoke away.

I don’t read quickly but I am an avid reader. Apart from 
The Bible and GKIC’s NO BS Marketing Letter (primary 
author is Dan Kennedy) which I read both regularly, 
I have just completed The Magic of Thinking Big by 
David J Schwartz. 

I used to read several sporting books, mainly in 
relation to cricket, but I have not read a cricket book 
for a while. Instead, I prefer to read fiction for pleasure. 
I have finished reading David Baldacci’s Zero Day over 
Christmas. It is about John Puller, an army investigator 
similar to Jethro Gibbs of NCIS. I am now onto the 
second book of the series. It is called The Forgotten.  

St. Patrick’s Day, March 17 
Photo by Mike Young
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The Role Of Gifts In 
Getting More Sales And 
Referals
The four pillars of customer retention are:

1. Be good at what you do and keep improving.
2. Deliver exceptional customer service.
3. Be an expert at marketing your products and   
 services.
4. Express appreciation to your clients.

A Rockefeller survey from over 20 years ago 
discovered that the biggest reason clients left their 
supplier for another company is because of perceived 
indifference on behalf of that company. The results 
from the survey concluded that over 2/3 of those 
surveyed claimed the biggest reason they left a 
particular company for someone else is that they felt 
that company really didn’t care about them.

I belong to a business referral group called BNI and 
its motto is Givers Gain. The philosophy is that if you 
give referrals or business to someone else, then they 
will want to do business with or give a referral to you.

The Givers Gain philosophy is based on the Law 
of Reciprocity. This law basically says that when 
someone does something nice for you, you have a 
deep-rooted psychological urge to do something nice 
in return for them. In fact, it is quite possible you will 
reciprocate with a gesture far more generous than the 
original good deed.

Business today is all about relationships. Today, your 
clients have endless options so that the only way you 
can compete is to have great relationships with your 
clients so they want to do business with you and no 
one else and your clients will also refer business to 
you in preference to others.

This is why point 4 above, “express appreciation to 
your clients” is so important. If done properly, this 
act will generate more repeat business, more referrals 
and more profits.

The question is “What should you do?” 

Recently, I came across a book by John Ruhlin 
called Giftology. I have not read this book but I have 
visited the website: http://giftologybook.com/. On 
his website, Ruhlin explains that the relationships 
you have with your clients is your greatest asset. He 
encourages us to love people well and to love them 
all the year round. Ruhlin believes it is possible and 

important to take your relationships to another level.

I have always believed that you should treat your 
clients even better than you do your family. With 
your family, there is an element of unconditional 
love, i.e. even if you do something wrong your family 
will still love you. Of course, there is a limit to this 
unconditional love. To keep your clients and to get 
them to buy more and refer more, then you need to 
do a lot.

It does not mean that you need to spend large sums 
of money. Instead, relationships are about your 
attitude and this applies to both your personal and 
business relationships. 

Here are some things you can do to develop better 
relationships with your clients.

1. Thank your clients regularly.

2. Use different media to thank your clients.
 a) Use email.
 b) Post a thank you card or note in the   
  mail.
 c) Use social media.
 d) Telephone your client.
 e) Visit your client in person.

3. Give gifts to your clients and your referrals.

 a) Choose gifts appropriate to specific   
  clients based on their interests.
 b) Include a small gift with an order or   
  after you have completed work   
  for a client.
 c) Provide free information or free   
  samples.

4. Use important dates to your advantage. Here 
are some worth applying.

 a) Your client’s birthday.
 b) The anniversary of your client’s first   
  purchase with your company.
 c) Christmas
 d) Valentine’s Day.
 e) The end of the financial year.
 f) Easter

5. Get to know your clients by having a party, 
hosting an event or invite them to a sporting event, 
musical event or other cultural event.



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

Damien: Our ethos and growth model quite simply is 
to over service. We get new clients through referrals 
and Google Adwords.

Ian: What products do you get from Renton’s Labels?

Damien: The labels for all of our bottles of Essential 
Oils and Fragrances. We have over 30 in our range.

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

Damien: Service at a price, and you can always chat to 
the boss if you need to.

Ian: Thanks, Damien. Yes, I am in my office most 
days. What do you like to do away from the office?

Damien: As a husband and father of four kids ranging 
between 8-18, I am kept quite busy. I enjoy boating, 
gardening, music, meals out and working out. I like 
reading biographies (idiots generally don’t write 
books), Self Help etc. I just finished the book on Elon 
Musk and am now starting Jimmy Barnes (Working 
Class Kid). I say to my kids there are no mistakes in 
life, just lessons. Also, a lot of good work can be lost 
for just a little bit more effort.

Ian: Thanks for those tips and your time today, 
Damien. If you would like to contact Damien, you 
can email him at damien@scentcentral.com.au or 
visit www.scentcentral.com.au or call him on  
02 8188 2224.

Customer Profile
Damien Scarf of Scent Central

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 Damien Scarf from Scent Central in the 
eastern suburbs of Sydney.

Ian: Good morning, Damien. Thanks for participating 
in our newsletter. What does Scent Central do?

Damien: We do commercial fragrancing. You know that 
feeling that you get when you walk into a top hotel 
foyer or upmarket rest room. That is more than likely 
us running our magic through their airconditioners.

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

Damien: We combine aromatherapy with commercial 
fragrancing. So we mix essential oils with high 
quality colognes from all around the world. This not 
only gives you an up-market fragrance but it has a 
scientific behavioural effect on everyone that smells 
our beautiful essential oils. For example, schools and 
libraries want to increase concentration so we have 
something for that. Hotels want to increase dwell 
time so we have something for that.

Ian: How long has your business been in operation? 
How did it get started?

Damien: Our business has been in operation for three 
years. I was walking through Istanbul in and out of 
their lovely hotels and shopping centres and could 
smell the most amazing fragrances through their 
airconditioning and as a retailer myself, I thought 
Australia is ready for this. I then combined the 
essential oils to allow behavioural benefits and the 
uptake has been amazing and we absolutely love the 
value we genuinely add to our clients’ businesses.

Ian: Who would have thought a business idea could 
come from the shops of Istanbul. You’ve done well 
to implement your idea. What is your role in the 
business?

Damien: I look after franchising territories and national 
clients. I also look for new uses and industries for our 
products.
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Damien Scarf of Scent Central

Famous Quotes

“Someone is sitting in the shade today because 
someone planted a tree a long time ago.”

Warren Buffet 

“Do the one thing you think you cannot do. Fail at 
it. Try again. Do better the second time. The only 
people who never tumble are those who never 
mount the high wire. This is your moment.  
Own it.”

Oprah Winfrey

“Just remember, you can’t climb the ladder of 
success with your hands in your pockets.”

Arnold Schwarzenegger
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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 and greeting cards and come from various 
states of Australia. 

Fusion Lab Australia
Kuranda Pet Resort
Mumtaz Matal Indian Restaurant
Wealth Depot       
Pawan Mishra
Pengwen Bookkeeping

Xavier Swim
Territory Sportsmedicine
NSW Arabian Horse Association Inc
Beyond Evolution Health
Dentin Investments 
Create & Protect Financial Planning

MM Plastics
Sea Jay Group Pty Ltd
AV Technology Pty Ltd
Williams + Hughes
Paul Hannay Chartered Accountants
Snottynoses

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
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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

NSW School Holidays

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

Dan had a bad case of stage fright and was 
nervous about a presentation he was to give at the 
community business forum. He’d rushed there after 
supper, and as he took his seat, he realised he’d left 
his dentures at home.

“I don’t know how I’ll get through this,” he 
lamented to the man seated next to him. “Without 
my teeth, people might have a hard time 
understanding me.”

“You’re in luck,” the man replied. “I happen to have 
a pair of dentures in my pocket. They won’t be an 
exact fit, but it’ll be better than nothing.”

Dan tried the dentures and they weren’t too bad 
a fit. He made it through his presentation and 
afterward found his new friend. “This was my lucky 
night, forgetting my dentures and meeting a dentist 
with an extra set.”

“Oh, I’m not a dentist,” the man replied. “I’m an 
undertaker.”
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