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Prize pattern

Submitted photo
Sarah Enzminger of Emmett, Idaho, admires the quilt she won in a draw-
ing held last month by the Treasure Valley Quiltmakers. The quilt, called
“Mill Girls,” was started by a quilter in Vale and finished by the Ontario-
based Quiltmakers group.

H Holidays
from Sarah’s Foster Care
Wishing you and your family the best!

541-350-8404

TO OUR FAMILIES, SPONSORS, & PARTNERS

Ty
My

), &7
AUy
J(enr ey

>

1260 SW 8th Ave - Ontario - 541.889.6141

Family Dining
Now Open

Lunch Specials 11am-2pm
(Monday-Friday)

Dinner Specials 5-9pm
(Monday-Friday)

Regular Menu 11am-10pm
(Monday-Sunday)

Serving Breakfast Soon

Make your reservations for New Year’s Eve!
Serving Certified Angus Prime Rib Dinner $26.99

Join us on New Years Eve for a delicious prime rib
dinner including a special beverage with your meal to
celebrate the new year before the fireworks begin.
Starts at 5pm to 9pm

Looking for experienced Cook & Wait Staff
Apply at Sagebrush Saloon after 1pm

197 A Street | Vale | 541-473-4068

BUSINESS BEAT

Be merry, and other
seasonal business tips

By Andrea Testi
For the Enterprise

The Christmas business
tradition, which goes back
at least 200 years, accounts
for over $1.3 trillion or
25% of U.S. annual retail
income, according to the
National Retail Associa-
tion.

As a business owner you
should be enjoying and
deriving benefit from this
time of year. Like Santa,
you have spent time getting
to know your customers
and learn what they want
for Christmas.

Now is your time to go
the extra mile to see that
their wishes are met by de-
livering excellent customer
service, and memorable
products and experiences.

Put your customers
first. Focus your attention
by listening, making eye
contact, and showing them
you are paying attention.
Take the time to understand
each person’s personal situ-
ation and wishes.

Inspect your business
from your customer’s per-
spective and balance your
customer service by putting
yourself in their shoes.

Keep your customers
happy. Make them feel
valued and appreciated.
Santa keeps his place in our
hearts because he always
lives up to what he prom-
ises — as a business owner
if you promise to do some-
thing, make sure you do it.

Be nostalgic. Make an
emotional connection with
your customers as so much
of what makes the season
special is wrapped in our
sentimental memories.
Help customers associ-
ate fond holiday memories
with your store all year
long.

Use emotive market-
ing, via songs, colors, and
smells; all of which come
together to stimulate feel-
ings of family, community,
togetherness and joy. Santa
uses nostalgia through the
pleasant memories of the
past.

Train  your |
staff. Amazing
customer service [«
is important at
all times but es-
pecially  during
the holiday sea- §
son. You need to
make sure your
employees are on |
the top of their

% engage your
o| workforce in
charitable en-
deavors, host
a party or
special  shop-
ping  night,
and celebrate
the magic of
the season.
Santa’s en-

game. They need
to be energized
about their role in the busi-
ness. Like Santa, they need
to love what they do!

Technology Checkup.
Make sure your website
front pages are continually
refreshed - promoting holi-
day products and empha-
sizing timely purchasing
and weekly sales.

Ensure your shopping
cart is working; optimized
for mobile device viewing
and purchasing. Market to
mobile devices — offering
weekly text alerts and loy-
alty programs.

Santa has traditionally
delivered gifts with his car-
riage, but these days he is
in the cloud as well; reach-
ing us through the internet
as a shopping platform and
to help him deliver his pres-
ents.

Demonstrate your
sense of community. Part-
ner with local businesses
to co-market products and
services. Have a good
knowledge of each other’s
inventory and make refer-
rals for local shopping ex-
periences. Consider clever
ways to partner with local
charitable  organizations.
Keep local dollars local.
The logistics of working
with your community de-
pend on effective collabo-
ration. Just like Santa, suc-
cess occurs when all team
members work with pin-
point timing and accuracy
toward fulfilling a shared
goal.

Be Merry. Don’t pass
up the opportunity to build
relationships while enjoy-
ing the spirit of the sea-
son. Plan to attend social
and community gatherings,

thusiasm  is
infectious and
the reason why he has built
such a loyal following -
make sure to throw in a few
ho, ho, ho’s!

Be unique. Even if
your core product is main-
stream, you can highlight
the unique aspects of your
merchandise, giving your
customers the chance to
find something new and de-
lightful in your store. Invite
your customers to feel and
try your products before
buying them. Touch is a
real sensation you can offer
your customers, something
they cannot find online.

Give your products
added visual appeal by
adding bold color. Attrac-
tively pre-wrapped gifts
can make great props, help
set the holiday mood, and
serve as handy quick sale
items for customers in a
rush. Remember - Santa
hasn’t gotten to where he is
today by simply using the
same tricks every year. He
knows that tastes change
and that moving with the
times is key to keeping his
customers happy .

It’s all part of continuous
innovation that has made
Santa such an enduring part
of the Christmas season.
You too can capitalize on
this festive time of year, en-
joy your business, provide
your customers with an ex-
ceptional shopping experi-
ence, and give back to your
community.

Andrea Testi, director of
the Treasure Valley Com-
munity College Small Busi-
ness Development Center,
can be reached at SBDC@

tvce.cc.
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HAPPY
HOLIDAYS

Pure. Sweel.
Grower-Owned.

N
% Amalgamated Sugar

101 EAST MAIN ST « NYSSA - 541-372-2277




