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      “For the entrepreneur starting up a service business or for a small service business owner working on growing and sustaining

         his/her business, DJ Heckes’ book should definitely be on their ‘books to read’ list. It provides invaluable insight into

         leadership, as well as business and marketing strategies for winning in good times and in bad times. She shares what she has

         learned from life experiences and most important her experiences with running a successful business. Having been recognized

         by the American Marketing Association for her leadership and accomplishments with the New Mexico Chapter of the AMA and being

         awarded the 2007 Small Business of the Year for the state of New Mexico just reinforces that she knows how to win in business.”

      


      Dennis Dunlap - Chief Executive Officer


      American Marketing Association


      “If you own, run or want to start your own small business then Full BRAIN Marketing will give you a common sense road map

         to winning in the marketplace that you will refer to again and again.”

      


      Joe McVoy, President - Profitable Marketing Systems


      Lafayette, CO


      “DJ Heckes has written a book that delivers what is missing in most business development and marketing texts–this book is

         both understandable and believable! She has lived what it means to grow and persevere as an entrepreneur, and this much needed

         book will help anyone else who is venturing down this path of living their own business dream. When you use this ‘how-to’

         guide in your own business, I expect you could achieve comparable success to what DJ has accomplished.”

      


      Dave Meurer - Serial Entrepreneur


      Albuquerque, NM


      “Thanks for allowing me to review your book. This book provides an excellent, concise overview of business marketing. It was

         full of actionable business wisdom and sets out a concise marketing message. You lay out the ideas and strategies in such

         a clear fashion by giving scores of useful business growth systems. You’ve developed a very effective marketing primer.”

      


      J. Wayne Story, CEO - Direct Marketing Strategies Rx


      Rio Rancho, NM


      “DJ’s enthusiasm and willingness to share what she’s learned make this book a pleasant read and a valuable resource. She provides

         the guidelines to keep a business owner focused on the marketing initiatives necessary to build a strong, sustainable business.

         You will feel empowered by her confidence and succeed under her direction.”

      


      Sandy Behrman


      Former Small Business Optimization Specialist


      “If you’re a business owner looking for real-world strategies to survive in turbulent times, this book is definitely for you.

         Award winning entrepreneur DJ Heckes explains it all from the perspective of a dynamic, creative business woman who–starting

         from scratch with just a computer and telephone in her bedroom–has built two well-established and growing firms. I’m proud

         to call DJ my friend… thrilled by her success… and delighted that she has written this very much-needed book.”

      


      Jane Blume - Owner & Principal - Desert Sky Communications


      Albuquerque, NM


      “For Small to Medium size Business owners, [DJ Heckes] is the voice of our time. As she has captured the first glimpse of

         the emerging challenges which confront our ilk. This is a ‘must read’ for business owners who wish to succeed in the face

         of a changing business paradigm. Having navigated these waters herself, the book explores, discovers and charts today’s landscape.

         Get into this material early and often if you wish to benefit from the lessons DJ has carefully crafted to fit into our bootstrap

         world. You would be wise to take a break from the grindstone and make this investment. I am, and plan to follow up with my

         results on her BLOG (

         www.mystudioe.com/blog). I invite everyone to see the proof in the pudding online. Hopefully this is only a flagship, heralding the first of many

         such works to come! Thanks for christening our voyage!”

      


      Perry Berryhill - President


      Panacore Corporation - Dream Awaken Believe


      “This is definitely a practical marketing book for small business owners. After all, marketing is about loving your product

         and getting it to people who will love it. The book was easy to follow and gave me valuable insight of what stage my business

         in now for forward thinking in how to get more visibility and more customers. DJ Heckes demonstrates this full brain marketing

         in her day to day business practices. Wish I’d known DJ when I started my niche market business eight years ago.”

      


      Yashoda Naidoo - President and Founder


      Annapurna’s World Vegetarian Cafe


   

      PREFACE


      I recall being in my twenties and always looking for ways to use my entrepreneurial spirit. I married and settled down early

         in life and had two children in my twenties and one in my thirties. I have always been a working mother who believed you can

         empower yourself to do anything you set out to do with the right attitude, knowledge, and skill set. My career started in

         the legal field, and I worked my way up from legal secretary to certified legal assistant. No matter where I worked, I loved

         what I did and was always a key employee. My work history is built on character, ethics, and integrity with a lot of passion,

         discipline, and energy.

      


      I finished my bachelor’s degree at age thirty and worked hard to achieve this goal while raising my children and working full-time.

         For a number of years, I had faced the challenge of balancing quality of life with full-time work and school. I was a military

         wife and we moved around often. Every time I started back at school, we would move and I would have to find a new college

         and a new focus on a degree plan. I have many other certifications and achievements (including certified legal assistant,

         SBA E200 graduate, and many leadership courses throughout the years), but what I am most proud of is what I am doing with

         my life.

      


      It has always been my dream to help others through what I have learned in education, training and practical business experiences.

         What I have found over the years is how much of my right and my left brain is used throughout each day as a business owner.

         Scientists have determined that the right brain is the creative side and the left brain is the statistical and logical side.

         Today’s business owner and leader must use his or her full brain to be successful. The information and insight I share in

         this book will illustrate how.

      


      Being an avid reader is important to grow a company. Some of my favorite authors and books are about leadership, marketing,

         and how to tie the two together to be successful in today’s challenging world of business. Some of my favorite authors are

         Seth Godin, Bob Berg, Jim Collins, Michael E. Gerber, Dale Carnegie, Allen Fishman, David Allen, and the list goes on. Most

         of these authors have one thing in common; they believe success comes from striving to become a better self. You must have

         the power and ability to produce desired results and create value for others in the process. Knowledge represents potential

         power. You use action to produce the desired results.

      


      Also, my experience as a volunteer with the American Marketing Association (AMA) both locally in the New Mexico American Marketing

         Association Chapter and at the national level as a Professional Chapter Council volunteer in the past decade has taught me

         valuable information. These resources and experiences have provided me tools to use both as a marketer and as a business owner

         who is passionate about marketing. I attribute much of what I know to the value received as a member of the AMA. Being a member

         of the AMA has provided me access to a wealth of knowledge through their database resource library and online community information.

         It has also provided me a foundation for surrounding myself with other professional marketing members to share insights and

         information.

      


      The purpose of this book is to learn how to use full brain thinking to synergize, build assets, and stay on top in the business

         world. In order to do this, one must first learn to use right brain thinking for strategic growth and building alliance partnerships,

         while developing strategies through social media, viral marketing, and face-to-face networking. Then learn to use left brain

         thinking to develop systems, build an infrastructure, develop a strong team, and find the correct tools to run your business.

      


      This book is for business owners who have been in business two or more years and are empowered through passion, drive, and

         discipline to grow their company. Having built and grown a successful business, I can attest to the fact that I did not have

         the time or energy in the very beginning to do anything other than work in the business. I wish I could have found a book

         like this when I became a business owner to give me true insight about where I was in my business and which direction to go

         with marketing. I wrote this book to help other business owners identify and create marketing strategies that will deliver

         results, if implemented and measured, throughout the process. This book is based on facts and actual marketing tactics used

         in my own company that I personally have built from the ground up to the success it is today.

      


      My research includes reading books, being an active community and business leader, and volunteering on many nonprofit boards.

         An accomplishment I am especially proud of is being the past president of the New Mexico American Marketing Association, where

         our chapter competed nationally with seventy-five other chapters in the nation and won Chapter of the Year in 2004-2005. That

         led to my next leadership step as a selected volunteer of the National AMA Professional Chapter Council Board where I had

         the privilege and honor to serve on the membership team and programming team. I personally mentored twenty AMA chapter presidents

         in the nation to assist them with their overall chapter strategy and implementation plans.

      


      My goal in writing this book is to offer focus and relevant content for the readers. Please sit back and enjoy the adventures

         of marketing, leadership, and empowering your management team and business to take it to the next level of success.

      


      ~ DJ Heckes
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      INTRODUCTION


      Welcome to a gold mine of insights and strategies I used to build a successful company from the ground up. My company, EXHIB-IT!

         Tradeshow Marketing Experts (also referred to as EXHIB-IT!), was established in February 2000. When I used my own full brain

         marketing concepts set out in each chapter of this book, it grew over 122 percent in two years and has continually shown growth

         through innovation and strategic marketing decisions. My company’s success is not based on inheriting money, inheriting a

         company, or having anything handed to me. It was built on hard work, focus, and drive–and its people.

      


      I believe that 85 percent of success is due to effective communication. The most effective message is communicated when words

         (7 percent), tone of voice (38 percent) and body language–postures, gestures and eye contact (55 percent) are combined. (Source:

         

         http://en.wikipedia.org/wiki/Communication). Employing all aspects of communication is not only valuable in face-to-face meetings like networking, events, conferences,

         trade shows, and the like; it is also true in running your business. Effective communication skills will help you build a

         best practices company with a customer-focused staff.

      


      We are exposed on the Internet like a naked statue for all to see. How can you build a successful business when everyone knows

         everything about you? You will learn how in this book. I am excited to share my knowledge and insight and welcome comments

         and feedback in any one of the social media avenues which I participate in or in my marketing blog at 

         http://www.exhib-it.com/pages/blogpage.html.

      


      Many people ask me how my company continues to achieve, not merely steady, but record-breaking growth in the midst of economic

         challenges. I always reply by saying, “If you choose to focus on the negative forces surrounding the economy rather than opportunity

         and service to customers, you’ll find that your revenue goals are more difficult to reach.”

      


      I am not saying that building and growing a business is easy. There are days, weeks, and months that I ask myself, “Why am

         I in a competitive business industry that demands innovation, quick turnaround deliveries, and high customer service?” I know

         why–it is my passion to run and be part of a servant-hearted company. When I compare how we run our business to how some other

         companies run their business, I explain it like this: Some companies have a business model set up like the “Siegfried and

         Roy” show in Las Vegas, Nevada (without Siegfried or Roy, there would be no show).

      


      Our company compares itself to the Blue Man Group, also a show in Las Vegas, Nevada, with the difference being that the Blue

         Man Group was based on three original members that put together the show and turned the show into a system. What I mean by

         this is after the show became successful, they hired additional staff to be the blue men putting on the act and sat back in

         the audience to test the success. This method demonstrates that others could step in and be trained to perform with the same

         standards and processes, allowing the show to grow and not be dependent on the three original members. This empowers the people

         running the business to perform at peak performance level.

      


      I am proud to have built a strong company based on customer-centered staff members that have the same principles and values

         as the CEO. We really mean it when we tell our customers that we pride ourselves on designing and producing exhibits and graphics,

         along with helping businesses grow through marketing strategies for growing their businesses and marketing while exhibiting

         in trade shows! This is what our customers like best about working with our company.

      


      Having received many national and local awards over the years has continued to keep my company in the press and maintain a

         strong branding presence in the community. Some of the more recent awards include–

      


      • 2007 Small Business Person of the Year for the State of New Mexico by the Small Business Administration;


      • 2008 4th fastest growing company in $1 million to $5 million revenue category in New Mexico by New Mexico Business Weekly;


      • One of 20 women in the nation for $1 million to $5 million revenue as 2008 Enterprising Women of the Year by Enterprising

         Women Magazine; and


      • One of the Top Performing CEOs in 2009 in New Mexico by the New Mexico Business Weekly.


      However, none of these highly recognized awards would have been possible without recognizing the need to build and develop

         great leaders within the company to support these growth endeavors. This is what I attribute our success to–having a high

         performance team that is rewarding for both the company and our customers, who experience our difference.
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      Chapter 1


      Becoming Winston Churchill


      What Makes a Good Leader Great?


      Winston Churchill was not a good leader; he was a great leader. Winston Churchill was a man of great integrity with courage

         and creativity who made many mistakes and had many failures but continued to focus on his vision. Like all of us, Churchill

         was much more than the sum of his occupations. Even before his leadership days, he focused on building collaborations and

         was a master communicator. It is said that those who met and communicated with Churchill left believing they could do or achieve

         anything! He was a soldier, writer, politician, and a government leader.

      


      Many of Churchill’s leadership traits are products of his complex personality. He was a man of integrity and had enormous

         energy. He was intuitive, emotional, brave, inventive, hard working, determined, hedonistic, nationalistic, witty, romantic,

         sociable, and a social reforming family man with a strong sense of his own destiny. (Source: 

            http://www.winston-churchill-leadership.com/leadership-traits.html.)


      You may be asking–so what does being a great leader have to do with marketing? In marketing and leadership alike, one must

         continually strive to be innovative and be at the front of the race. If marketing is not your passion, then it will be challenging

         to grow your company. Many business owners do not have the knowledge or the tools to be successful in leadership marketing.

      


      Recognize your strengths and weaknesses, hire the right employees and place them in the right seats. This practice enables

         business owners to do what they do best–build a company strategically by surrounding themselves with smart and innovative

         employees who will implement company strategies. This book offers great ideas and insights to get you thinking about developing

         marketing strategies that can deliver results.

      


      So just what does it take to become a great leader? Not everyone has what it takes to lead, as while some lead, others prefer

         to follow. Some people claim to be “natural born leaders” while others “work their way to the top.” Have you ever heard the

         saying “managers do things right but leaders do the right thing?” Being a leader is particularly important in an overall business

         and marketing strategy.
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How Leaders Inspire and Motivate Others to Follow Their Examples



      Great leaders not only inspire and motivate, they actually lead by example to the path for success. Many qualities are needed

         to be a good leader, but there are qualities that can take you from being a good leader to a great leader.

      


      GREAT LEADERS ARE HONEST


      Consider Abraham Lincoln. The name “Honest Abe” came about in his early years while managing a country store. One day, while

         counting his cash, he realized he had taken a few more cents from a customer than what was due. He closed the store and walked

         a long distance to make good on the deficiency. On another occasion, he realized he had weighed out a package of tea for a

         woman the night before and had given her too little for her money. He weighed out all that was due and carried it to her,

         even though the woman never knew that her purchase was short. These are just two of the incidents that attest to Lincoln’s

         honesty.

      


      Because of his stellar reputation, when he became the sixteenth United States president, he was able to appoint the best and

         brightest to his cabinet. Those appointed individuals were also some of his greatest political rivals, but they knew he was

         honest, and they were willing to follow. He demonstrated his leadership by pulling together a strong group of individuals

         forming a unique team that represented the greatest minds of this time. He had the capacity to listen to different points

         of view and was willing to share credit for his success. He controlled his emotions, knew of his own weaknesses, and had the

         strength to adhere to fundamental goals. He had the ability to communicate his goals and vision effectively and was trusted

         and well respected. If the team doesn’t trust you, they won’t follow you.

      


      GREAT LEADERS ARE DEPENDABLE


      Dependability is crucial to effective leadership. Clara Barton, founder of the American Red Cross, is a great example of a

         dependable leader. Barton has been a role model for generations of nurses, teachers, social workers, doctors, and allied health

         professionals. She is valued for the leadership she exhibited with profound dedication to her cause and her strong work ethic.

         She cared little for personal comforts and strove to comfort and support others at all times. She was brave, dependable, and

         had a strong belief of “you must never so much as think whether you like it or not, whether it is bearable or not; you must

         never think of anything except the need, and how to meet it.” She demonstrated this belief by her devotion to war relief throughout

         her life. She was respected for her dependable service and passion with the Red Cross.

      


      When you say you are going to do something, do it. Say what you mean and mean what you say, as I often tell my employees–“Don’t Just Talk the Talk, Actually Walk the Talk.” This helps build good relationships with the people following you, and will ultimately help you succeed. If reliability is

         questionable, you are letting your followers and supporters down. A successful team has confidence in their leader, and dependability

         is foundational to being a great leader. Without it, there is not much on which to build.

      


      GREAT LEADERS ARE CONFIDENT


      Confidence goes hand in hand with enthusiasm and trust. Confidence demonstrates belief in what one stands for as well as in

         one’s self. Great leaders exude confidence and enthusiasm–a contagious combination. Ulysses S. Grant was the eighteenth president

         of the United States and was known as a confident leader. By the end of the Civil War, he was also known as a national hero.

         He was decisive, daring, and stubborn, and knew how to execute strategy. Grant demonstrated perseverance in winning the Battle

         of Shiloh and brought an end to the Civil War. Grant did not accomplish this alone, but his contagious enthusiasm led his

         team to victory. Do you want a motivated, enthusiastic team? Lead by example and keep in mind that as the leader goes, so

         goes the company. Leading with confidence will bring about confidence in others.

      


      GREAT LEADERS HAVE A COMMITMENT TO EXCELLENCE


      As a leader, don’t settle for second best; maintain high standards in all areas. Take responsibility for incidents that happen

         along the way to success. A leader gains respect when responsibility for errors is properly accepted. Great leaders don’t

         pass blame. If something goes wrong, you will earn much more respect if you hold your hand up and admit there is a problem.

         Consider our thirty-third president Harry S. Truman; his background in farming responsibilities showed his dependability even

         before he became a U.S. President. He had a reputation not only for being honest, but also for diligently working with a variety

         of politicians. The motto, “The buck stops here,” derives from President Truman’s belief that he ultimately bore the responsibility

         for making the final decision. Passing the buck was not an option. Through decisive leadership, commitment to excellence,

         and eternal vigilance came great things. Under Truman’s leadership, the country embraced its status as a superpower.

      


      GREAT LEADERS ARE HUMBLE


      Acknowledging and owning your failures demonstrates humility, another characteristic of a good leader. When I think of a great

         leader who demonstrated humility, I think of our former first lady, Eleanor Roosevelt. Having come from a dysfunctional family

         and experiencing many heartaches and cruelties in life, she continued to have empathy, was extremely forgiving, and never

         held a grudge. She developed much of her strength when her husband contracted polio. The reality that life could be cruel

         was a hard slap in the face, but also served as a great motivator. Even through her personal difficulties, her leadership

         was extraordinary. She was able to pave her own path through history as the first lady that took an active role in politics.

         She learned from her mistakes and eventually was appointed U.S. Ambassador to the United Nations by President Truman after

         the death of her husband, President Roosevelt.

      


      A humble leader is self-effacing and tries to elevate everyone else. Leaders with humility also understand that their status

         does not make them better than the team; they simply play a different role.

      


      GREAT LEADERS ARE PATIENT


      Mother Teresa is a perfect example of someone who exuded patience. She is among the most fascinating and highly respected

         women of the twentieth century. She was a woman who saved lives and changed them through the sheer force of her faith and

         determination. In 1948, she founded a religious order of nuns in Calcutta, India, called the Missionaries of Charity. Through

         this association, she dedicated her life to helping the poor, sick, and dying around the world, particularly those in India.

         Her selfless work with the needy brought her much acclaim and many awards.

      


      When Mother Teresa was eighty years old, she started to suffer from heart problems. Even though Mother Teresa became weak,

         she continued traveling and working. Mother Teresa said in 1989, “My doctors are always telling me that I must not travel

         so much, that I must slow down, but I have all eternity to rest and there is so much still to do. Life is not worth living

         unless it is lived for others.”

      


      These leaders demonstrated qualities of successful leadership which, when developed in the business environment, will affect

         the future success of a company. All leaders should find time to answer people’s questions and make sure that people understand

         the intended message. Clarity is essential, especially when others are unsure; otherwise, support may be lost. A leader with

         vision has a clear, vivid picture and understanding of where to go, as well as a firm grasp on what success looks like and

         how to achieve it. Great leaders exhibit these qualities and never stray away from the primary focus and objectives. Respect

         will be gained and kept if these qualities are consistently demonstrated.

      




      “Strategic thinking is focused on the long-term goals…”
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Alignment of Vision and Mission with Objectives



      Now that you have determined you are a great leader, it’s time to implement your leadership traits and put who you are into

         action. The first task in developing leadership is to gain a clear understanding of the vision and mission, with goals and

         objectives to align a particular strategy. The goal-setting responsibilities may rest on one person. In larger companies,

         goals may already be established, but must be made known to, and be fully understood by, the entire team.

      


      This can be difficult given today’s fast-paced environment. One may quickly make decisions not tied to the company’s long-term

         vision and strategy.

      


      DETERMINE THE COMPANY’S VISION, MISSION, AND OBJECTIVES


      Vision: A vision statement describes the company in a future successful state. The vision statement should answer this question:

         If the company were to achieve all of its strategic goals, what would it look like three years, five years, and ten years

         from now? An effective vision statement creates a mental image of this highly desirable future state of the organization.

      


      HERE IS AN EXAMPLE OF OUR BUSINESS VISION STATEMENT


      EXHIB-IT! is known both locally and nationally as the most trusted provider of trade show marketing products, and resources

         designed to make any company’s program a long-term success.

      


      WE DEVELOPED THIS VISION STATEMENT BASED ON OUR PRESENT AND FUTURE GOALS


      Mission: This statement describes the company, what it does, and its overall goal. The mission statement’s primary function is to

         communicate the company’s purpose and direction to its employees, customers, manufacturers, vendors, and other stakeholders.

         Internally, a mission statement creates a sense of identity for the employees.

      


      EXHIB-IT! is a full-service trade show house, partnering with businesses and organizations to help them effectively market

         and exhibit at trade shows and events. We build a strong relationship with customers that is centered on understanding their

         vision. We believe that by using our extensive line of products and services, our customers can become a trade show expert

         and achieve the highest return from trade show dollars invested. Our team is committed to excellence for your success!

      


      This mission statement is the hub of our existence and reveals our commitment to working as a team to achieve the desired

         end result–customers wanting more!

      


      Objectives: These are the strategies, the broadly defined four or five key approaches the company will use to accomplish its mission

         and drive toward the vision. Goals and action plans usually flow from each strategy. It is essential when thinking strategically

         to look at all of the factors that impact your goals and objectives as well as the core values of the business.

      


      In my business, we hold company wide business development meetings on a regular basis where we review annual goals, strategies,

         and execution. This not only keeps us focused, but it gets everyone involved. This builds momentum to celebrate the successes

         along the way and allows us to stop and evaluate prior goals set. If goals are not being met, we focus on what it will take

         to achieve them or develop new ideas and implement those.
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BECOME A STRATEGIC THINKER



      Strategic-thinking business owners and marketers think, plan, and act strategically. Inexperienced business owners and marketers

         make the mistake of focusing only on stopping things; therefore, they become reactive to situations rather than proactive.

         Their only action is reaction. They maintain the status quo and actually lose in the long run because the rules never change

         and there are all sorts of things not being stopped.

      


      Strategic action is necessary in situations where an adversary blocks the way to an objective. In such cases, sharp business

         owners and marketers use strategic thinking to identify where an adversary is vulnerable, and then determine a way to exploit

         that vulnerability. Strategic thinking can be used to solve problems before they happen, while examining the pros and cons

         of various moves in order to identify the best course of action.
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Creating an Overall Strategy



      CREATING A STRATEGY FOR A COMPANY’S BEST RESULTS INVOLVES




      	Defining goals with intermediate and short-term objectives


      	Identifying competitors


      	Carrying out a SWOT (strengths, weaknesses, opportunities, threats) analysis


      	Imagining and playing out scenarios


      	Identifying primary and secondary target markets


      	Identifying alliance and collaborative business partners


      	Deciding what resources are required (salaries, expenses, etc.)


      	Devising tactics


      	Drawing up an action timetable





      Developing and implementing a systematic process for making decisions and managing work will guide everyone in the company

         toward desired outcomes. Decisions should be made with an awareness of the future and the implications if the decisions are

         not well thought out before implementation. Organize teams and individuals to carry out those decisions and measure the results

         against expectations. Remember Pareto’s law: 20 percent of your activities will account for 80 percent of your results!

      


      Strategic thinking is the ability to step back from day-to-day activities and develop a long-term plan for sustained growth

         and development. This involves the ability to evaluate and understand the competition, keep a close eye on industry trends,

         and have a strong grasp of basic business concepts.
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