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BusinessOwner

Labour market tightens
Claire Heaney

ONGOING labour shortages mean
small businesses will struggle to
attract and keep the right people.

And Recruiting consultancy Pro-
filer Recruitment has also warned
that operators who are busy juggling
the demands of running their busi-
ness need to find time to motivate
and inspire existing staff.

Profiler director Lynne Payne said
while business owners started the
year with renewed enthusiasm their
achievements were often limited due
to lack of skilled staff and time.

‘‘Small business owners are often
required to be a jack-of-all-trades —
the financial controller, human re-
sources manager, payroll co-
ordinator, business development
manager, marketing manager and
publicist,’’ she said.

‘‘Wearing different hats often slows
down the speed in which small
business owners can deliver their
goods or services to the market.’’

Ms Payne said because small busi-
nesses often could not afford to pay
for full-time specialist staff they
should consider employing tempo-
rary staff.

‘‘Engaging a contractor is an excel-

lent solution and it can help you
sleep at night knowing action will be
taken, leaving you free to work on the
business and not in the business,’’
she said.

Ms Payne said employers needed
to provide constructive feedback to
staff.

‘‘Maybe your HR policies and pro-
cedures need to be overhauled and
implemented,’’ she said.

Ms Payne suggested a small busi-
ness might look at employing a
human resources expert on a short-
term basis to manage difficult em-
ployees, document job descriptions,
implement a performance review or

ensure the business complied with
Occupational Heath and Safety re-
quirements.

She said another good use of a
contractor would be the appoint-
ment of a marketing consultant on a
short-term basis.

The consultant may be able to look
at the business and develop a strate-
gic marketing plan which would
identify areas to grow the business.

She said opportunities to be ex-
ploited could be attendance at trade
fairs, advertising campaigns, loyalty
programs, developing a web-based
presence or revamping your corpor-
ate identity, logo and look.

‘‘Roles can be allocated to other
staff members to give everyone a job
in promoting the business in a fun
and creative way,’’ she said.

Ms Payne said there were many
advantages in employing contract
staff.

‘‘They are incredibly flexible be-
cause after years of experience they
have seen it all,’’ she said.

She said contractors could bring
new skills to existing staff.

She said at times the temporary
staff had gone on to take full-time
jobs with the companies they had
been working with.

Make a
date to
seize
the day

Robert Gerrish
THERE can be few better ways
to begin a new year than to
rekindle relationships that
might have faltered in 2005.

Often we’re so busy in our
business that we fail to main-
tain contact with our fans, sup-
porters and business friends.

The January and February
period can be the ideal time to
hook up with people over a
coffee, over lunch, even over a
walk in the park as many have
the momentary luxury of some
spare time and space.

Let’s seize that space and
make good use of it.

I suggest compiling a hit list
by having a good look through
your collection of business
cards and going back through
last year’s diary and by so doing,
clarify precisely whom you’d
like to meet up with.

I’d aim for one or two meet-
ings a week over the next four or
so weeks and use the liaisons to
achieve these three outcomes:

THROUGH conversation and
good listening find out what’s
happened in your friend’s life
and business since you last
spoke. Review challenges, suc-
cesses and learnings.

DISCUSS dreams, goals and
plans for the year ahead. What
are you both trying to achieve
and how will you get there?

THIRDLY and very impor-
tantly, explore areas where you
may be able to help and support
each other.

It’s by working together that
relationships really grow. It’s
also how word-of-mouth refer-
rals are started and generated.
What better way to kick-off a
New Year?
□ Robert Gerrish supports those going
it alone. Visit www.flyingsolo.com.au

Personal
teddies
a picnic

Claire Heaney

Cuddling up: Reena Lyman at the Build-A-Bear store at Highpoint. Picture: IAN CURRIE

THERE is something about a Teddy
Bear that warms the hearts of people
of all ages.

So it’s not surprising that a busi-
ness that gives people the chance to
‘‘make’’ their own bear and dress it is
proving a winner.

Based on a successful US model,
the Build-A-Bear Workshop is
launching in Australia.

The first Melbourne store has
opened at Highpoint Shopping Cen-
tre, in Maribyrnong.

A further store is due to open at
Chadstone at the end of March or
early in April.

The Build-A-Bear franchise was
started by Maxine Clark, in Missouri,
in 1998. There are now more than 200
stores throughout the world, includ-
ing five in Australia.

The bear building process works
with people choosing a bear or other
animal and then stuffing it.

Part of the ritual is placing a small
fabric heart which is symbolic of
bringing the bear or animal to life.

The bear is completed by a ‘‘bear
builder’’ who will handstitch the toy.
The guest will then go to the ‘‘fluffing
station’’ where it is groomed before it
is dressed. They then go on to the
‘‘dress-me’’ station and then on the
‘‘name me’’ station where the bear is
given a birth certificate and named.

‘‘The person who is building the bear
can either name it or if it is a gift for
someone they can come back and
name it at a later date,’’ Vanessa
Koeppen, from the Sydney-based com-
pany’s marketing department, said.

Bears cost from $18.50 to $40 and
include a barcode tracking system
which means they can be returned
when they have been lost. According
to the international website, there
were more than 2000 bears returned
worldwide in 2004.

She said people could, at an extra
cost, even record a message that
could be placed in the bear’s paw.

Ms Koeppen said this was particu-
larly popular with couples who liked
to record heartfelt messages to each
other. There also is a range of
seasonal bears such as one that is
being released for Valentine’s Day.

Staff employed to work in the
outlets have to enjoy being around
children and be extroverted.

‘‘It is not a typical retail outlet,
people are there for the experience
and that is what we have to give
them,’’ she said.

She said children aged five to 12
loved the experience but the bears
were also popular as gifts.

There also are birthday parties in
which a a minimum of six children

can make a bear and do games and
activities for 40 minutes.

The Australian outlets are owned
by a group of private investors and
there are no plans at this point to
franchise the rights in Australia, Ms
Koeppen said.

Net link.www.buildabear.com.au

Designer wedded to marketing

Sound proposal: Mark Fitzgerald at BG Wear.

BRIDAL wear retailer Mark Fitz-
gerald has found a cost-effective
way of promoting his business —
get other businesses to do it for
him.

Mr Fitzgerald allocates $2500
per year to marketing and be-
lieves he reaps up to 10 times that
amount in sales.

He does it by linking up with
other businesses through what he
calls ‘‘spider networking’’ or part-
nering with businesses to spruik
each other’s operations.

But he warned it’s vital to
choose the right partner because
they are the ones who will be
talking about your brand.

Although his BG Wear is
Brisbane-based, Mr Fitzgerald
said his marketing strategy could
apply to any business anywhere.

The firm looks at what partner-
ing businesses could offer each
other.

‘‘Can they promote us correctly,
are they going to give us the
referrals we want?,’’ he said. ‘‘It
can be a great way to maximise
revenue.’’

He does not do much advertis-

ing in the traditional sense, using
his partners’ presence at trade
shows, such as bridal exhibitions,
to spread the word.

His firm also provides gowns for
photo shoots and dresses celebri-
ties for events in return for men-
tions.

‘‘We track where people have
heard of us by marking that in our
own CRM (customer relationship
management) we use,’’ Mr Fitz-
gerald said.

‘‘You have to be very smart in
doing marketing, you can’t just
throw it all out there,’’ he said.

Central to the promotion strat-
egy is a well documented market-
ing plan — what costs are going
into a promotion and how much it
will reap in sales.

Mr Fitzgerald said it was also
important to keep track of trends
in growing areas of the formal
wear sector, such as race day
fashions.

– Lilliana Molina

BusinessOpportunities
AKJ FENCING

FAIR FRANCHISING DEAL
Fencing franchises available.
Finance available. For more info

see: www.akjfencing.com.au
or call Allen on 1300 653 925

ARE you earning $18,320/mth?
Chemical Manufacturing is a
booming industry. Anyone can
do it. Maybe start from home
full/part time. Low overheads,
HUGE profits! For a FREE report
Call: 1800 147 789 (24 hrs)

CLEANING DOMESTIC
Earn $500 - $1500 per week.

Guar. work. Secure your future.
CALL JAMES

1800 1 JAMES (52637)

COURIER FRANCHISE
For sale with set area and lots of
potential, $1000 p.w. Purchase
of vehicle is possible if required.

$20,000 ONO
Ph Priya 0417 311 492

ESCAPE THE WORK FORCE!
A fantastic opportunity. Work
f rom home to genera te
$80,000 + p.a. Proven systems,
full training and support, no
selling, minimal outlay. Estab.
software company. Refs avail.
on request - 995 users can’t be
wrong. Call 1800 733 833 and
quote ref. E1204.

Business Opportunities
To advertise in this Directory

Phone Damian 9292-2214

Herald Sun

JOIN the world’s Number 1
commercial cleaning franchise
Guaranteed income from

$1000k to $150,000k
All training and support
provided. Jani-King also
provides the customers!

Call now on 9558-9050
www.janiking.com.au

LAWN AND GARDEN CARE
Earn $500-$1500 p/wk. Guar.
work. Change your lifestyle.
Call 1800 1 JAMES (52637)

PET GROOMING Earn $500 -
$1500 per week. Guar. work.

Be Your Own Boss.
Call 1800 1 JAMES (52637)

PUT YOUR PC TO WORK
www.home-pc-business.net

VENDING SITES/MACHINES
Frankston and other areas

9459 2309 / 0408 088 968


