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4 Tips For Marketing To
Millennials

In the United States today, there
are over 80 million millennials.

his age group wants to feel connected
Tin their purchasing decisions, so they
identify best with less traditional
marketing tactics.

They crave a more personalized approach
and one that they can relate to. In fact,
studies show that millennials don’t trust
traditional marketing.

Check out these four tips for marketing to

millennials. They are a force to be reckoned with
and certainly must be considered when planning
how to spend your company’s marketing dollars.

1. Make Mobile Marketing a Priority
Approximately 85% of millennials use a smartphone
so you must have a mobile friendly website in order
to capture their attention. More and more millennials
use their phones and tablets instead of a computer
when they make their buying decisions.

Continued on page two — Millennials
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Are You Marketing To
Millennials?

7 Attributes Of A Great
Management Hire

iring is not an easy feat. When you
Htry to hire for a manager, the task
is even more difficult. The candidate that
you select for a management role needs to
be passionate, innovative, solution
oriented, dynamic and have an
exceptional work ethic.

When hiring for a management job you’ll
want to look for the following 7 attributes
in order to make a great hire.

1. Positive Attitude

Strong leaders have positive attitudes that show
through in their daily actions. They are able to boost
employee morale with their pleasant and upbeat
energy. Employees see their can-do attitude as
refreshing because nothing looks too difficult or too
overwhelming with their leadership intact.

2. Cultural Appreciation

These days a strong cultural appreciation will go a
long way in the workplace. Employees appreciate
management investing in the culture of the business.
Most companies have diverse settings and a manager
that embraces and encourages the environment is
preferred.

3. Accountability

Management must embrace being accountable for
their decisions and those of their team. Employees
respect them and are more loyal for owning up to

their responsibilities and accepting accountability.

Continued on page two — Attributes
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Continued from page one — Millennials

Use marketing dollars wisely and be sure that your
site’s load times are quick and that there is an

obvious call to action for your millennial customer
base to embrace with ease.

2. Get Them Engaged

Most millennials don’t remember
life without internet and social
media. They thrive best when
given the chance to research and that often includes
their favorite social medial networks as a resource.

In order to effectively market to millennials, you
need to engage them by having other millennials
spread the word to them. They find their friends a
credible source over most face to face interactions or
campaigns when it comes to product info.

3. Don’t Forget the Fun Factor

Millennials just want to have fun and are on a
mission to enjoy life. These young consumers like
the research process to learn about the product they
may purchase. They love the exploration aspect
which allows them to have an experience when
shopping not just a new item or service.

Wise companies know that millennials want to
spend time browsing online and enjoying social
media. They market their products in an entertaining
way and allow for increased engagement with these
young consumers.

4. Made for Them

Millennials respond to marketing that makes them
feel the product was created specifically for them.
They don’t want a pushy salesperson but rather
information that is presented in a relational way. The
youth of today want honesty and transparency which
helps them picture that the product is for them.

Millennials love to research and enjoy the
experience of products and services. In order to
capture their interest, you’ll want to adhere to these
marketing tips so that you can gain their trust and
loyalty, increasing your customer base at the same
time. <

~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC.
Copyright protected. All rights reserved.

Continued from page one — Attributes
4. Honesty is Always Best

Leaders must be honest and transparent at all times
in order to be successful. A straightforward
management approach fosters better relationships
and morale within any team. Be sure to do reference
checks on a potential management hire to find out
about their character.

5. Sensitivity

A great management hire should ‘Ef
have sensitivity and a keen ==
emotional intelligence. They
need to be able to recognize what works and does
not for their team members. A sensitive manager
would know how to handle each employee and act
according to their strengths.

7Altiributes of a Great
Management Hire

6. Plenty of Empathy

Outstanding managers are not only considerate but
they know how to be empathetic. They consider how
they would feel in any situation that they place their
employee in. During an interview, ask your
candidate how they would handle a personal
situation with their team members to help gauge
their empathy.

7. Passion for Learning

The best managers have a passion for learning. They
have a constant desire to grow and seek out
educational opportunities. Your goal should be to
find a lifelong learner so that your business will
grow and thrive under their leadership.

You won’t regret taking your time as your hire for a
management role. Consider these 7 attributes and
you’ll make a solid hire that will add value to your
team and company. **

~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC.
Copyright protected. All rights reserved.
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How Do Great Leaders Get More Done
In Meetings

ou can tell quite a bit about a leader based on how they conduct

meetings. If you can improve the discussions, solutions, and team
morale through team meetings, you’ll be more effective at running your
business as a whole.

Consider the following 4 things to get more
done in meetings:

1. Clearly define the purpose.

If you can’t establish an objective for a meeting,
then you should not hold one. Think through
what you would like to convey to your team and
accomplish before you schedule the time.

A good rule of thumb is to focus your meeting
on S.M.A.R.T goals, which is an acronym for specific, measurable,
achievable, results-focused, and time-bound goals. By following this
model, you will be able to hold meetings that are beneficial for both your
team and the company’s mission.

Meetings should not be a surprise for employees. Send out an agenda in
advance for their review so they are prepared to discuss the matters at
hand.

2. Select a decision maker.

Each meeting agenda that is sent out should include the name of'a
decision maker. This person has a key role because they will help
facilitate the follow through and how decisions are carried out.

Leaders must select a decision maker to increase accountability and
ensure that action items make it to completion.

3. Leaders should be role models.

When in a leadership role, your attitude and habits are often reflected
amongst the team. Be a good role model. In other words, you’ll want to
listen well, be truthful, admit when you’re wrong and ensure that the
meeting stays appropriate and on task.

Strong leaders keep commitments. You should always start on time and
end on time so that you set clear expectations that are consistent. Staff
members will know you mean business and that you respect their time by
staying on schedule.

4. Follow up is essential.

Follow up is an amazing and underutilized tool in many companies
today.
Continued on page four — Meetings
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Things to do when
you have 5-minutes or
less,..

Often time is lost by waiting for
someone, being stuck in traffic,
waiting in line, etc. Here are some
quick tips of things to do while you
are waiting.

Update your daily planner. Use
this time to mark off completed
tasks, transfer tasks to a different
date, keep it current, etc.

Update your goals. This is a good
time to look over your goals and
transfer the completed goals to
your completed list and add or
update your current goals.

Make a quick call. The use of cell
phones (although annoying to
some) can be used when you are
waiting for an appointment to show
up, standing in line at a store, stuck
in traffic, etc.

Read your mail. Keep your mail
with you and then when you are in
line, stuck in traffic, etc. take it out
to read. <
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Don't miss next month's issue.
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Continued from page three — Meetings

After each meeting, the leader should send out a memo that recaps the discussion and action items. You’ll
save time, money and have less confusion if you follow up to be sure that everyone is on the same page.

No one wants to waste time in a fruitless meeting where there is no clear purpose or call to action. As a
leader, you can accomplish more in meetings if you are intentional, organized, and lead by example.

Remember time is money and should not be wasted! Have a fantastic and productive meeting! <

~ Written for us by our associate Gary Sorrell, Sorrell Associates, LLC. Copyright protected. All rights reserved.

Employees Just Want to Have Fun

n extensive, company-sponsored recreation and social program can be a boost to moral - but it can
Aalso be a fiscal and managerial nightmare to the CEO who has to administer it. Jack Stack, CEO of
Springfield Remanufacturing Center Corp., in Springfield, MO., was so intent on fostering healthy
relations with his 450 employees that he began feeling more like a camp director with each passing
athletic season. His solution? Set a budget, and then let the employees divvy it up themselves.

"It's really hard to please everybody," says Stack. "You don't know how to draw the line and be fair at
the same time." So he established a recreation committee for each of his plants. Eight employees,
elected annually, receive a budget of $5,000 with which to fund company softball and volleyball teams,
fishing tournaments, and a company picnic. "It gets rid of the little headaches for managers," Stack says,
"and it gives employees a taste of what it's like to be a manager." <

™ DRISCOLL LEARNING — Seminar Schedule
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For more information, visit our web site at www.driscolllearning.com

Session Title ‘ Time ‘ Date(s) ‘

Thursday, April 13th
The Sales Connection Breakfast 7:30AM - 9:00AM Go to www.thesalesconnection.org
for details & registration

Business Briefing: What is
Talent? Talent Selection & Job 8:30AM - 10:30AM Friday, April 14"
Benchmarking

Monday, April 17th
4:00PM - 4:45PM Go To Meeting
(email Bryan for details)

DISC & Driving Forces
Certification Process

Professional Sales Development 8:00AM - 12:00PM Wednesday, April 26"

DISC Class 8:30AM - 12:00PM Friday, April 28t

All sessions held at: Dublin Entrepreneurial Center 565 Metro Place South, Suite 300, Dublin, OH 43017

@DRISCOLL Empowering Environments Where Learning I|s Embraced
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