BusiNESs PERSPECTIVES

| branding your product in a depressed economy

adage “what's I a mame” has often beaen
debated. When it comes 1© producks an
Irveentive, cabchy name that sums up what

your product is and what it offers is critical. After
3, the name will be the first things Consumes
seq on a shell, & website, or marketing material
A well thought Gut nams may even make o sassr
fior search engines to find your product and bring
il ugn in the first few pages of Google or Yohoo! An
exampls of & name that says it alk Tummy Tuck
Jeard, N this company bad wied 8 mode generic
name, the unbpueness of the product would not
be comeyed so immedistely or efectively. After
{ln.dmr,nhar al-imposrtant name, one needs 3 sogan
that becomies synorymous with the product, The
guimtessential samples we all know of Include
“Please don't squesene the Chasmir; Charmin,“Snap,
Crackle, Pop: Rice Kimpees . Gol Milk?

Once you have the name and the slogan, it s
smporiant to provede substantisl news Trom that
peoduct, Think of the next step a5 “news you can
use” Sample ell-promolanal annbuntEmems 1o
ousiomers, trade, or consurmer media of a new
product Bunch are not sulficent, Condumss wams
10 knoew, “what's in it for me™ A company mist
impart how a new praoduct will belp from the
follswing standpoinis cost, gualty, effectivensss,
and time. To spark & consimen’s imlenest, & brand
nesds innovative products that reate their own
buzz. in this very difficult econormy, brand loyalty B
hasrder tx masntain than ever. The companies that
hatve been able o maintain loyal customers do it

wriler |

bescauye they are constantly offering something
new and interesting in order to prevent them fram
seeking “the new kid cn the block?”

Today, comumens wani substance beyond the
wrand and the PR hype in order o keep tham loyal
Here are some Lps

1.  Knew wiheme anel how to efficiently markee
your product online, Make sure your Inbemat
sine i marketing elfichently beyand "Google
pay per click” Aesearch Search Engine
Diptirmizaton 1o boosl your webiite to the
frond of search resulis
Build & prusted online brand. Distinguish
your product through superior photogra
phy, proper onfing imaging, and rich descrip
Figins.

[

1 Price yoursell inlo the markost; nat out. This is
it a time for huge markups.

4, e media coverage prominently on your
company’s weabsite and in all of your
promotional materals

Five Key Components to Consider

1. What's unique about your business idea?

1 Who is yous Targel butyes? Wha buys your
product o wervice now, and who do you
really veart 1o 52l wof

1. Who are your competitors? As a small
busimess, can you effectively compete in
your chaosen markat?

4. What positioning meisage do you want o
COETEmAInCaTe [0 your faget buyers! How
can you position your business of prodisct

to let people know they are special, in ways that are
important to these buyers?

5. Whats your distribution strategy? How will you
get your product or service In the hands of your
customers? Often your distribution method will
provide an additional marketing channel, or give
you the opportunity o promote more products as
you provide the first one,

Obviously, not every beauty company has the luxury
or luck of having a product that is truly ground-breaking.
There are literally thousands of moisturizers, body washes,
and lipsticks on the market and of these thousands many
are still profitable. This is good news in that you can borrow
a good idea from another company and build a successful
business around it. This is the point: successful businesses
find ways to make thelr products or services stand out
from the crowd, or at least the crowd with whom they are
directly competing.

Onee of the quickest ways to fail is to market a product
or service that hardly anyone wants, needs, or understands
Find out if there is a real need for your product, or if the
marketplace is already saturated. As a business owner, you
are oo emotionally close to your venture to make this
decision alone. Surveys are one of the best ways to get an
hanest, unbiased opinion at the time of launch or even if
you have been in business for many years. Annual surveys
amang your axisting or patential client base are an excallent
maeans of staying in sync with your customers. What might
have been satisfying customers in a boeming economy may
not make the cut in a recession, In this case, your customer
is your best weapon and they are in your brand arsenal so
use them. Sam Walton, CEQ of Wal-Mart said, “In business
today, there is only one boss - the customer, She can fire
everybody from the CEQ down, simply by spending her
money elsewhere” And as Bill Gates, Microsoft Founder and
CEQ, said, “Your most unhappy customers are your greatest
sounce of learning.”
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