
 

 Summer 2008 Issue 

Warmer weather is finally upon us!!! That could spell slow times or that could spell VERY busy times … its 

all about how you market your business! 

 

Marketing to Women 

 

For any entrepreneur, building trust and addressing your client‟s concerns is the path to successful marketing. 

Women buy products or services based on their needs and concerns for their family‟s future security and their 

livelihood. Women process information four times faster than men. Women also utilize both sides of the 

brain, tapping deeply into the right brain of emotion, experience, and reward behaviour. 

A man‟s gifts lie in the ability to focus on one thing at a time and analyze it using the left, logic-based side of 

the brain; a woman filters a tsunami of incoming signals and processes them through both sides of the brain. 

The difference is that a man‟s operating systems seek out gaps and discrepancies in order to analyze and 

make a decision; a woman‟s operating system searches not for differences, but similarities – her brain is 

wired to raise a flag at pattern recognition and the possible connections those patterns represent.   

In order to effectively market your company to women you must be able to  

show how and where your services will fit into the patterns and connections that are most important to her. 

Women typically do some online research, stop and think about it, ask a friend, stop and think some more, go 

to your site again and then calls you to discuss her needs. Ensure that you have solutions when your customer 

calls you.    

Emphasize information. During decision-making, women tend to gather more information than men do. Aim 

for clarity.   

Stats: 

 North American Women may represent a majority of the population by 2010 and will control $1 trillion, 

or 60% of the country's wealth, according to research conducted by Business Week and Gallup.   

 Women purchase or influence the purchase of 80% of all consumer goods, including stocks, computers 

and automobiles.  

 Women earn more than half of all accounting degrees, four out of every 10 law degrees and almost that 

many medical degrees.  

 More than half of all new Web users are women, according to Jupiter Media Metrix.  
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 Weôre here to help! 
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How to Plan Effective Advertising 

 

Find your Target Market - Send letters, drop off brochures, and make phone calls, place ads or 

business cards in strategic places where your target market will see them. 

 

Highlight the benefits of your service by stating your service details and how they will benefit your 

clients. List your services in detail and let clients know why they should call “you‟.  Always talk about 

the win-win advantages of using your services and how it will improve the quality of the customer‟s life. 

Refer to testimonials from other happy clients who have used your service.  

 

Establish an Image – Your logo & your business card is also referred to as „branding‟ in the marketing 

world.  Ensure that your image is prominently displayed on all your correspondence, flyers and internet 

advertising. Build a consistent image that will identify you from your competition. There is a lot of 

information about branding on the internet…check it out! Look at some of the most effective brands in 

the world like MacDonald‟s, Tim Horton‟s, Chrysler, and Nike.  Their brands are recognizable in any 

country of the world.  

 

You have to spend money to make money ï Build a comprehensive website, create a logo, place ads 

in the paper if you are targeting a small community, place ads on internet sites where many of today‟s 

customers source services, purchase items such as pens or fridge magnets with your name and logo on 

them to give away at net-working meetings, to potential customers and existing clientele. Wear shirts or 

jackets with your logo on them. Put decals on your car for another effective advertising method. Look at 

Molly Maid‟s cars - very effective indeed.  

 

Advertise in the right places - Advertise your services in newspapers and magazines appeal to your 

target market, leave your business cards where your target market shops or plays; donate your services 

for fund raising benefits and silent auctions.  Positive exposure will create a lasting image within your 

community. 

 

Partner with Complementary Businesses  

As a small business owner, you can generate sales by teaming up with other small businesses. For 

example, a professional coach, make-up artist, professional organizer, nutritionist, hairdresser, personal 

trainer, personal chef and fashion expert could join forces and co-market a "Life Makeover" seminar. 

Each could speak for approximately 45 minutes about their expertise and how participants can reach 

their personal best.  

 



 

W
e
‟r

e
 h

e
re

 t
o

 h
e
lp

! 

www.canadianconciergedirectory.com 

Summer Edition   

Seasonal changes  

 

As the seasons change take control of your sales messages and position your solutions to match the 

time of year. For example, let's say you're an errand service. The summer may or may not work to your 

advantage. However, it's your job to evolve your marketing messages to encompass seasonal services. 

For example, you could promote a house-sitting service while customers vacation and include plant, 

lawn and pool management.  

 

Did you know ...  

 

Women started 70% of all new businesses over the last decade (twice the rate of men), and account for  

over half of all corporate purchasing power.  

 

Women are making roughly 85% of all purchasing decisions, exceeding $7 trillion annually in the 

USA alone, and now make up more than 60 percent of Internet users. 

 

Women business owners are responsible for employing more people in the USA alone than the entire 

global workforce of Fortune 500 companies. 

 

Women have 50% or more ownership of nearly half (48%) of all privately-held U.S. firms. This means 

that 10.6 million firms are at least half owned by a woman or women. 

 

One in 11 adult Women is an entrepreneur. Women owned businesses are growing at 2 times the rate 

of all privately held firms. source: Centre for Women's Business Research 
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Effective business networking is the linking together of individuals who, through trust and relationship 

building, become walking, talking advertisements for one another. 

  

Networking is another important aspect for any business, therefore we would like to network within our 

own directory and introduce our members to each other, with the hopes that when your clients need 

assistance in other provinces that you will turn to our directory and fellow members. 

After all, isn't that what this is all about? Of course you already know us. My name is Amanda O‟Reilly and 

I own Balance InStyle which services the greater Ottawa area, and my partner Mary Ann Westendorf owns 

The Bizzy Butler which services Vancouver and surrounding areas. Now let‟s meet our newest members … 

 

We are a full service concierge and errand service company providing 

visitors, businesses, and residents of the Calgary, Alberta area a wide 

variety of services to fit today‟s busy lifestyles. Time is precious- once is 

has been spent, it can never be regained. With that in mind, we offer 

individuals and families customized solutions to the all too common “time-

crunch”. Specialty services include new parent assistance, elder services, event planning and moving 

services among others. Give us your “to-do” list so you can enjoy some rest! www.thetimefinders.com 

 

Victoria Concierge was founded by Maki Burdge in Victoria BC in 

2006. Through market research, hearing a familiar story from Victoria 

residents and her own experience, Maki identified a need for personal 

and corporate concierge services. As a working mother with two school-age children, involved in 

everything from violin to competitive swimming & ice hockey, and a 7-year old Rhodesian Ridgeback, 

Maki understands how busy family life can be. 

A Japanese national, Maki moved to Canada with her Canadian husband Chris in 1998 after living together 

in Tokyo for 8 years. Victoria Concierge provides services in both English and Japanese. Services 

customized to Japanese tourists and business travelers are described in Japanese on their website 

www.victoriaconcierge.com/ja/japanese; www.victoriaconcierge.com 

 

 

http://www.balanceinstyle.com
http://www.bizzybutler.com/
http://www.thetimefinders.com
http://www.victoriaconcierge.com/ja/japanese
http://www.victoriaconcierge.com

