
Our ethos at Happy Giraffe is a simple one: to make life a
little bit happier for our clients and our staff.

As times get tougher, here are our five tips to staying
HAPPY with some straightforward but effective marketing
and communication ideas to keep your business smiling
for longer.

Help reduce costs without losing impact by using
electronic tools. Whilst good design and quality print

will always be of value in your communications toolkit, the
beauty of HTML emails and newsletters is that they can
be designed quickly and simply, updated regularly and, as
long as you have a decent database where recipients
have ‘opted in’, distributed with little fuss and cost. Best
of all, using an online distribution tool (like Happy
Giraffe’s!) you can track all sorts of useful information such
as who has opened your document, which links they’ve
followed, how many bounce backs you’ve had, etc, etc.
Create landing pages and links to your website and you
keep them reading for longer as well as providing more
measurement opportunities.

Apply some creative thinking to getting noticed. This
could be with a targeted direct mail campaign to well

researched contacts (remember direct marketing is NOT
blanket marketing so it’s quality not quantity that counts!)
where you personalise the item or make it memorable. A
great example of this is the finger flipper mailer that
Happy Giraffe created for Tiger Turf. Or our own stress
giraffes mailed out in inflatable envelopes that sealed us
plenty of appointments with new customers.

PR is the second most trusted form of marketing after
word-of-mouth recommendations. Avoid the negative

coverage being perpetuated in the media (this will only
lead to negative thinking on your part) and make sure
you’re shouting about your own good news. Any new
wins, business and/or staff successes then contact your

local press. A good supporting photo also works a treat.
We did this in reporting our own birthday in November and
gained immediate coverage in the Birmingham Post as
well as local papers. For client Basepoint plc, one news
item on its sod-cutting event at a new business centre in
Evesham resulted in over £3000.00 in equivalent
advertising value of coverage. Not a bad return for a bit of
spade-work!

Put your existing customers first. There are all sorts of
statistics bandied around but the estimate is that

they’re 14 times easier to sell to than new prospects! Offer
some great incentives for the New Year or time limited
offers to help them in making that decision. Choose a
product or service to be a ‘loss leader’ where you drop
your margins but secure new custom with the aim of
selling more later on. Check out our own Happy Pack that
will be available from our website in January – no selling
involved but lots of smiles!!

You’ll reap the rewards if you invest now in your
marketing whilst competitors may be cutting back. By

raising your profile and securing your market position,
you’ll gain mindshare with potential customers which later
on could be converted to market share. It’s all about being
clear on WHO will buy your product/service, WHAT your
brand/offer is all about and what makes it different from
the competition, WHEN you need to communicate,
WHERE your clients (existing and prospective) are and
HOW to get to them most effectively. If you know all of
these things then get out there and shout about it. If not,
talk to us!

Here’s wishing you a HAPPY 2009!

Heidi Cooper
Managing Director
Happy Giraffe

Don’t worry, be Happy!
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