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Dear Kalon Women (and men),  
 
Each year, more of us seem to be doing at least some holiday shopping online. Internet shopping 
undoubtedly offers a number of advantagesðcoming home to a UPS package at your door sure 
beats dragging a heavy shopping bag through the mall crowds and out to your car, a quarter-mile 
away at the far end of a massive parking lot. 
 
Nonetheless, each year, physical real-world holiday shopping, as daunting and depressing as the 
prospect sometimes is, always seems to include some ñMiracle on 34th Street momentsòð
pleasant surprises, mostly occasioned by the friendly behavior of at least one or two fellow  
shoppers undergoing the same trial by credit card. 
 
Last year, I enjoyed a number of upbeat chats with others waiting for service or combing the Toys 
óR Us shelves for the precisely specified grandchildôs gift, but one experience really stands out. I 
was in a line of about 10 people waiting to make a purchase at a centrally located department 
store service desk. There were two clerks efficiently handling purchases, discount cards,  
newspaper coupons, and all the other complications merchants add to the process as incentives, 
but the line was moving at a reasonable pace. And then it stopped dead. 
 
Minutes passed, members of the queue shifted from one foot to the other, no one was waved  
forward to the counter, and the line grew longer and longer. It soon became obvious that the  
bottleneck was an elderly couple trying to negotiate a not-quite-even merchandise return with  
multiple mismatched sales slips. The intricacy of the transaction required a caucus of both clerks 
and a hastily-summoned manager. And still we all waited. 
 
People in the line began grumbling to each other about the delay these people were causing until 
finally, after what seemed an eternityðprobably all of eight or nine minutesðthe problem was  
apparently solved and the couple gathered their bags and began moving away. And then the  
unexpected happened: The gray-haired gentleman turned to the line, tipped his hat, and said 
sheepishly, ñIôm very sorry to cause you all to wait so long.ò And we all looked at each other, 
smiled, and responded, ñItôs OK. No problem. Merry Christmas!ò 
 
One simple act of courtesy defused a situation, turned aggravation  
into acceptance, annoyance into understanding. Whether youôre  
out shopping, running errands, or trying to deal with a thorny  
customer problem, why not keep in mind how remaining  
courteous, even in pressured situations, can help make every  
interaction more pleasant and more productive. 
 
Happy Holidays, and as always, I look forward to  
hearing from you. 
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Here is a list of 5 must-haves that every small business website needs to include. 
Whether youôre building a website yourself, or have a web designer to do it for you, 
work through this check list and you wonôt go wrong. 

 
1. Contact details.  
 
It might seem a bit obvious this one, but youôd be surprised how many people forget 
to add their contact details. Not only must you have your contact detailsïat a mini-
mum your address, phone number and email addressïbut you must make those de-
tails easy to find. Donôt hide them away in the footer. Make the ñcontact usò page one 
of the most obvious ones. Because having a website boils down to just one thing: 
making more sales. And if your website visitors have a hard time getting in touch, 
then theyôre not going to buy from you. 
 

2. Map 
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A bit less obvious, but a must-have that 
can make a real difference to the  
number of leads your website  
generates. The nature of the Internet is 
anonymousïweôre all dealing with  
companies and individuals through a 
computer screen. And because of this, 
the Internet is a scammerôs paradiseïit 
only takes a few minutes to build a 
website and pretend to be a company. 
So having a map of where you are 
adds a real reassurance to your  
website visitors. It turns a virtual  
interaction into something more solid, 
and gives your website visitors the 
peace of mind that youôre real people 
living in the real world 
 

3. A Lead Capture Form  
 
This is the next step on from adding 
your contact details. Many website visitors want to know more about your products 
and services, but are disinclined to give you a call or drop you a line. But theyôre 
quite happy for you to get in touch with them. And in order to make that possible, you 
need a lead capture form. Think of this as a sales assistant approaching a shopper, 
rather than a shopper going out of their way to approach a sales assistant. A lead 
capture form allows your website visitors to leave their details and express an  
interest in you, without going the whole hog of picking up the phone. And since many 
people surf the web out of office hours, the chances are that the time that theyôre  
actually on your website is a time when you donôt have anyone to answer the phone. 
Having a lead capture form allows you to give them more information when itôs  
convenient for you, and lets them express and interest when thereôs no one around 
to talk to. 
 

4. Photos of You and Your Staff  
 
This is another great way of reassuring your customers about who theyôre dealing 
with. In the same way that having a map gives your web visitors the confidence that 
you exist, having your photos on the website creates a personal connection between 
them and you. Itôs so much harder to turn away from a face than a computer screen. 
Having a photo kick-starts a personal relationship with your website visitors, and it 
makes it much more likely that the visitor will then get in touch. The added advan-
tage is that not many websites include personal photos, so get this right and your 
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site will start to get head and 
shoulders over the faceless ones 
around it. 
 

5. Newsletter Sign -Up Form  
 
This option is a good opportunity 
to warm up future customers. 
Many people surfing the web for 
products and services will be in a 
ñresearchò phase of the buying  
cycle. Theyôre not ready to get in 
touch or start buying just yet, but 
they are interested in finding out 
more information. Having a news-
letter allows you to start to interact 
with them before theyôre ready to 
buy. They get the opportunity to 
ñótasteò your service and personal-
ity, without having to commit to buying from you. You can start having a conversation 
with them, so that when they do decide to buy, that relationship already exists. And 
as anyone running a successful weekly or monthly newsletter will tell you, it can be 
the biggest source of new leads for your website. So add a newsletter sign-up form, 
and start emailing news about your company and industry to those signing up, and 
the customers will surely come. 
 
Are you like most businesses who know they need social media, but donôt under-
stand it ï donôt have the time ï or just plain do not want to do it? Youôre not alone! 
Contact us today to help you plan your social media campaign.  Weôll manage your 
online presence while you work on your business! 

 
Contact Us: www.thenetworkchefs.com 

   Sandra@thenetworkchefs.com 
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