“When Homemade Doesn’t Work”

Making first impressions count
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“when home-made doesn’t work”™



So how long do you have to
make an impression?

" |n person:
m 7 - 10 seconds

= \Website:
= Anywhere between 1/20™ and 3 seconds

= Everything we do to communicate gives an
Impression of us or our business... so you have to
make it count!

= Most importantly, most things can be achieved with
very low cost investment.



First contact...the business card

® Make sure they are professionally printed — go for
guality not quantity!

® Be aware what your card says about you...

Don’t forget
your contact
My Name details on your

MY BUSINESS NAME emaills

My home address
More of my home address
My home address postcode

contactme@hotmail.com
http:// www.mybusiness.com Call: 07500 MOBILE# I




A bit of marketing theory..



The power of a good
photograph...

= |mmediately sets the scene, gives an impression, forms an
opinion



A good photograph supports..

= Advertising

® Print

= PR

® Point of Sale & Packaging
= Having your products listed
= Building you & your brand

m \Websites!!



Advertising & Print

®m Don’t try to fit a square peg in a rectangular hole!
Ask about the sizes of the ad and match the picture
accordingly.

= Make sure it’s the right colour.
= Don’tstretch it....

m Always ask to see a final proof!



PR

® Make the journalist’s life easy as possible

= Stand out from the crowd



Markets & Point of Sale

® Such a short time to impress...look to continue the customer
relationship in addition to the market!



Markets



Suppliers & distributors

= Make it easy for them to sell you.

® Provide short blocks of text that they
can cut and paste.

= Give them print quality pictures, so you
stand out from other producers.

® Reinforce your professionalism.



Proud to be local...

m . it makes commercial sense!



It’s about you...

® __.something the supermarkets can’t emulate — make
sure you show the world!



Business/Social networking

= Blogging
= Facebook
= Twitter

m |inkedIn

= The next big thing...



Website golden rules...

m Keep it clear
m Keep it simple

m Keep it fresh



Website first Impressions

Call: where’s the number? contactus@hotmail.com

Page loading, please wait...



Make It clear...

m Call to action — a simple

green button

ORDER COOKIES NOW

m Information “above the fold

= \What you see on your
computer is not necessarily

what others will see — test it!!



Finding the right partners...

= Photographers

m Specific commercial photography experience
(food & drink even better!)

Look for consistency in photography

Look to build long term relationship — do they understand your business?
Agree photography usage and terms

Agree file size and formats

m Web designers & developers
m 2 types of people, designers & developers
m Be specific with your brief

B [t’s not a one off transaction, what does the long term relationship look like
and cost?!

m Talk through the options, ecommerce, CMS, blogging
= Do they understand your business and what you are trying to achieve?



A social networking tale about
first Impressions...


http://twitter.com/imagingessence�

summary

"= Remember it takes much longer to undo a bad
Impression than to create a good one.

= Creating a good impression shouldn’t cost the earth,
maximise the efficiency of the money that you spend.

= Never under estimate the power of a good
photograph (or the damage of a bad one!)



Thank you for listening!

® For more information:

® Debbie Jones at Imaging Essence
t: 01296 398522
= \Web: www.imagingessence.co.uk

m Email;: debbie@imagingessence.co.uk
m Follow me on twitter/imaqgingessence
m Facebook facebook.com/imagingessence
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