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Websites, Interactive Media, 
Social Media
One thing we know for sure is more people 
than ever before are online, in a big way. If 
your company doesn’t have a website, or it 
hasn’t been updated in a few years, now is 
the time to do it. According to Internet World 
Stats, 74% of the US population is actively 
online. If you don’t have a website, that means 
you are missing an opportunity to reach your 
audience. Social media will continue to grow 
and companies will learn through trial and 
error what is the best use for them (more on 
social media in future issues).

Customer Contact
With all of this internet usage and 
communication going on via social networks, 
one would think the face-to-face meeting is 
all but gone. Happily, no. We are very social 
beings and enjoy human contact. So, while we 
may be communicating more via the internet, 
we are actually using it many times as a way to 
find out where to meet people and find places 
to go that appeal particularly to us. This can 
be a great way for us to customize events for 
retailers, non-profits, or any organization 
looking to attract a particular market segment.

Corporate Good Citizens 
Say goodbye to corporate greed and give your 
fair share. This isn’t just for the large compa-
nies, but for the small ones, too. Anytime you 
can let your customers know what you are 
doing for a charitable organization, do it. It will 
help to build your customer’s loyalty to your 
company.  This works even better on a local 
level if you can tie yourself to a local charity and 
your community. But be aware, follow the lead 
of the larger companies, your donations and 
contributions, whether monetary or in-kind 
must be sincere, sustained and make a real 
impact. 

Local Pride 
Consumers continue to take pride in the 
towns, cities and communities where they 
live. Anything that can capture the unique-
ness of these areas will inspire customers to 
purchase. Companies such as Absolut® Vodka 
have developed and branded special flavors for 
cities like Boston, Los Angeles and New Orleans 
with special bottles and in East London you 
can select your prompts from a bank ATM to be 
given to you in Cockney. This trend can be used 
locally by incorporating town-specific themes 
into your marketing materials. 

In many ways, all of these items come down 
to a very central theme. Customers are 
interested in what is important to them. 
Although the recession may not be over, 
businesses and consumers will spend if 
they can justify the expenditure and believe 

what they are buying is useful to them. We 
need to use the marketing tools available 
to hone in on specific target audiences. This 
will mean using a combination of web and 
interactive, direct mail and print, public 
relations and events to educate your 
customer on what you can offer them and to 
build a relationship that encourages repeat 
business, loyalty and referrals. 

These basic ideas are important whether 
you are a large corporation, small retailer, 
non-profit organization or a small service 
business. 2010 is full of potential, you just 
need to use the right tools to capture it. v
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to reach your audience?

Coca Cola®’s Live Positively program is a great example of how to be a corporate good citizen.
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