
 

 No B.S Marketing Meeting at Strongsville 

BW3 on June 8th, reserve your seat at 

NoBSCleveland.com 

Thank You! 

To video expert Ron Sheetz of RJ Media 

Magic, for sharing valuable video Market-

ing Info with our attendees at the May No 

B.S. Marketing Meeting. He also provided a 

handout with action items for those in at-

tendance. 

Also, thank you to Mastermind member 

Connor Brostek who shared how his     

company, sewitonline.com to explode their 

company sales and to grow their            

membership to over 1,000 members! 

Your Place For Prosperity 

NoBSCleveland.com 

This Month’s No B.S.  Marketing Meeting 

Wednesday, June 8th, 11:30—1:00 at Strongsville BW3. 

Go to NoBSCleveland.com for more info and to register 

June 2022 Monthly Newsletter from Results Marketing And Dan Cricks  

Phone: 440-783-1651 

www.GreatResultsMarketing.com  

Northeast Ohio Small Business 

Marketing Help - with Dan Cricks 

What’s Inside This Month:  

• This Month’s No B.S. Meeting — Page 5 

• Thank You  for contributing— Page 1 

• Showing them how to save money with you — Page 3  

• You’re most valuable asset — Page 4 



 Showing “Them” How to Spend Money With You 

 
Too often we leave way too much up to our clients and prospects when it comes to what we 

want them to do. 

 

If you want them to spend money with you, show them different ways they can spend money with you. 

 
Years ago, I began selling gift certificates to customers at my automotive repair shop. My peers told me I was 

crazy; people don’t buy gift certificates from repair shops.  

 
Oh yes they did! Once we told them why they should. For example, one reason that really hit home was trying to 

buy something for that parent that has everything, buying them a gift certificate to their local repair shop is 

something you know they’ll use and appreciate. 

 
Another suggestion that went over was buying the gift certificates for your adult 

children. We had one dad come in and buy them for his two daughters.  

 
We gave them six different suggestions of who they could buy for, most they never 

previously thought about.  

 
This year when putting together copy for our clients one of the reasons for buying them was, they wouldn’t have to 

worry about getting the gift in time due to “supply chain issues”! 

 
I was helping a local non-profit that was struggling to sell tickets for a fundraiser, I made a suggestion the group 

that these tickets would make great stocking stuffers and the odds of winning were much better than lottery 

tickets.  

 
Why did I include the part about lottery tickets? It’s known by lottery ticket sellers (I used to be one) that every year 

their customers buy tickets as Christmas gifts and are often used for stocking stuffers. Most who heard the 

message probably had or were planning on buying lottery tickets again. The bottom line is many told me they 

bought the tickets for the fundraiser for that express purpose. 

 
Too often we take for granted that our clients know about every product or service we offer they don’t. Even if they 

do, they don’t always think about how they might be able to use it or why they should but it. It’s up to you to remind 

them and to connect the dots on how they can spend more money with you. 

 
I once put together a whole year campaign with a monthly feature for him and his staff to educate and/or remind 

his clients of different services he offered. The campaign for the client resulted in additional sales of $250,000.00 

in one year! 

 
The other aspect of it was it also brought these products and services to front of mind conscience with his 

employees. They were timed so that at the end of each focus period  they would become a habit for the employees 

to offer them to the clients. 

 
If you’re not showing your customers/clients how they can spend money with you, you can bet your competition 

will! They don’t even have to be direct competitors, if you think about it, you know someone who does a great job of 

telling their customers how to spend more money with them is Amazon ☹. They do it by letting the customer 

know, people who bought XYZ… also like this and up comes several suggestions. 
 

Amazon is working hard to eliminate competition especially from small business. You need to work just as hard 

to get every sale you can from your clients. 

This is something we specialize in, if you feel as though you’re ready to leverage what you’ve built over the 

years, contact us at 440-783-1651 or Info@GreatResultsMarketing.com to talk about how we can help you. 



 

 

 

 

 

 American Flag Day and National Flag Week—June 14 

 

Flag Day, is a day for all Americans to celebrate and show respect for our flag, its de-

signers and makers. Our flag represents the United States of America and its citizens. 

Our country is the greatest country in the world. We should pause today, to recognize 

our great country and our great citizens over the ages. Our flag represents our inde-

pendence and our unity as a nation.....one nation, under God, indivisible. Our flag has a proud and glorious his-

tory. It was at the lead of every battle fought by Americans. Many people have died protecting it. It even stands 

proudly on the surface of the moon. 

The American Flag is lovingly referred to by other names, including: 

• Old Glory 

• Stars and Stripes 

• The Red, White and Blue 

As Americans, we have every right to be proud of our culture, our nation, and our flag. So raise the flag today 

and every day with pride!  

Properly Display Our Flag 

Care and handling of the American flag is steeped in tradition and respect. There is a right way and a wrong way 

to display the flag. This is called Flag Etiquette. The American flag should be held in the highest of regards. It 

represents our nation and the many people who gave their lives for our country and our flag. Here are the basics 

on displaying  the American flag: 

• The flag is normally flown from sunrise to sunset. 

• In the morning, raise the flag briskly. At sunset, lower it slowly. Always, raise and lower it ceremoniously. 

• The flag should not be flown at night without a light on it. 

• The flag should not be flown in the rain or inclement weather. 

• After a tragedy or death, the flag is flown at half staff for 30 days. It's  called "half staff" on land ,and "half 

mast" on a ship. 

• When flown vertically on a pole, the stars and blue field , or "union", is at the top and at the end of the pole 

(away from your house). 

• The American flag is always flown at the top of the pole. Your state flag and other flags fly below it. 

• The union is always on top. When displayed in print, the stars and blue field are always on the left. 

• Never let your flag touch the ground, never...period. 

• Fold your flag when storing. Don't just stuff it in a drawer or box. 

• When your flag is old and has seen  better days, it is time to retire it. Old flags should be burned or buried. 

Please do not throw it in the trash. 



 

STOP — Taking Your Biggest Asset for Granted!!! 

Disney has newer management, I’m not a fan, most who have been around for a while are NOT either.  

They recently announced they are going to start charging for something they have always given away as a perk. I’m 
not here to bash Disney, just mentioned how I feel so as to be transparent. Given that there is something they have 
always been and are still very good with in their business model, and it’s something way too many businesses drop 
the ball or at least take for granted. 

They are very good with data, especially their customer data. If you’ve never been 
there they get as much data as possible on every customer that comes through 
the door. The real strategy is they continually leverage that data. Too many, get 
very little data, and/or incomplete data. Then the big sin happens, they do little to 
nothing to leverage the data.  

Too often owners allow their staff to be cavalier when it comes to collecting customer information. I talked with a 
business who ONLY collects customer name (in some cases only the first name) and phone numbers!  

I talked with someone else a while back who said “I quit collecting emails, I thought email was dead”. Tell that to 
Intuit who recently spent billions of dollars buying MailChimp an email delivery business!! 

Disney uses their date in so many ways. Doing so allows them to be very agile when things change economically, 
even sometimes changing how they contact their customers.  

The two biggest reasons I see for businesses being so cavalier with collecting and using customer data is they are 
ignorant of the value and they get complacent when business is good. BTW, I’ve helped some double their business 
by paying very little for a business’ database near theirs that was going out of business, then taking that data and 
using it to grow their customer base and sales to the point doubling their own business! 

The Disney companies balance sheet will tell you they’re no dummies when it comes to extracting as much money as 
possible from the customers they have. On a smaller scale you too could leverage your customers to grow sales and 
profits. Your customer database is THE #1 asset you have! 

One thing you can do to have the biggest impact on your business is to improve your customer database by collecting 
as much contact information as possible from EVERY client. Hold your staff accountable for doing so. Then do your 
job by leveraging that database using every media at your disposal. 

For those of you thinking ahead, one of the biggest selling points you can have for selling your business is a good, 
strong, leverageable database! It is the asset to sell, your equipment can be had for pennies on the dollar. The 
employees are fluid, the building can be used for many things. The database is something that can be turned to sales 
and quickly!! 

This is something we specialize in, if you feel as though you’re ready to leverage what you’ve built over the years, 
contact us to talk about how we can help you do that. You can reach out via email at 
info@greatresultsmarketing.com or call our office at 440-783-1651 and mention this article. 

 

mailto:info@greatresultsmarketing.com


 You’ve Been Punched in the Mouth 
Now What Do You Do? 

 
7 Strategies to help you fight back against 

the damage                                                         
inflation is inflicting on your business 

 

      

   
We’ll be talking about implementing FAST ;                            
every day you don’t is costing… 
                              

June No B.S. Marketing Meeting  
 

Is On Wednesday June 8th - 11:30 P.M. to 1:00 
P.M. at the Strongsville BW3 

 
Register at NoBSCleveland.com, or email 

info@GreatResultsMarketing.com 
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