
to float the business through 
slower winter months. To that 
end, researchers at small busi-
ness equipment and loan com-
pany Balboa Capital devised 
an infographic that includes a 
strategy checklist, a docket of 
online marketing ideas, and 
research on sales trends and 
shopping habits to help SMBs 
gear up for the most crucial 
sales period of the year.

Balboa Capital aggregated sta-
tistics from the National Retail 
Federation (NRF), U.S. Com-
merce Department, RetailNext, 
eMarketer, Bronto Software's 
2015 E-Commerce Survey, 
and the Conference Board 
Consumer Index to chart the 
2015 holiday shopping trends 
of which SMBs should take 

notice. The NRF reported that 
87 million shoppers visited 
shopping malls, strip malls, and 
freestanding retail outlets on 
Black Friday in 2014, with an-
other 45 million shoppers on
Thanksgiving Day and a total 
of $51 billion in sales over 
Black Friday weekend. One in 
five millennial customers shops 
on Black Friday.

This past September, the 
Conference Board Consumer 
Confidence Index was 103, 
up from 101.3 in August, and 
its Present Situation Index 
reached an eight-year high of 
121.1 in September. Balboa 
Capital said increased consum-
er confidence and a decreased 
unemployment rate, down to 
5.1 percent in September from 

5.7 percent in 
January, will both 
lead to greater 
holiday spending. 
The NRF predicts 
total holiday sales 
from Black Friday 
through Christmas 
Eve to reach $630 
billion, a 3.7 per-
cent increase over 
2014.

The first thing 
SMBs should do 
is make a check-
list to ensure 
preparedness for 
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The Small Business Holiday Season Survival Guide 
By Rob Marvin
pcmag.com

The holiday season is a long 
haul for small to midsize busi-
nesses (SMBs), stretching from 
Black Friday and Cyber Mon-
day through late December. 
The influx of shoppers both 
online and in person presents 
a ton of logistical challenges for 
which to account—from keep-
ing track of inventory assets to 
securing and ensuring smooth 
point of sale (POS) transac-
tions.

Where retail giants like the 
Walmarts of the world have 
entire divisions devoted to 
innovating the retail experi-
ence, SMBs leave small teams 
or even just a sole proprietor 
grappling with not just how to 
handle the holiday rush but 
how to raise enough profit 

(Continued on page 02)
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the holiday rush on all fronts—from the 
warehouse and storefront to the website. 
Balboa Capital recommends some com-
mon sense tips like stocking up on inven-
tory, hiring part-time 
employees for the 
month, and testing 
your website to en-
sure it can handle 
the traffic spike and 
prolonged traffic 
loads throughout 
the month. Invest-
ing in a website 
monitoring tool is a 
worthwhile strategy 
here.

Carla Freberg, 
Sales Manager at 
Balboa Capital, also 
said SMBs should 
offer free or dis-
counted shipping, 
and use promotions 
and incentives to 
capitalize on shop-
pers searching for 
bargains when gift 
shopping for family 
members, friends 
and co-workers. 
"Stretching the 
holiday dollar is one 
goal of most shop-
pers," said Freberg.

"Extending busi-
ness hours makes sense because it helps 
SMBs compete, albeit on a smaller scale, 
with the large and medium-sized retail-
ers and restaurants. Festive décor creates 
a fun holiday atmosphere at all types of 
small businesses and can keep customers 
happy and in the holiday shopping spirit, 
which can help make the cash register 
ring."
 
Your holiday marketing and sales strat-
egy should also take changing consumer 
shopping habits into account. According to 
Balboa Capital's aggregated research, 50 

percent of consumers now begin holiday 
shopping in November, and 65 percent 
look for coupons on mobile devices. Fre-
berg ran down several marketing ideas for 

small businesses to drive holiday sales by 
leveraging the online (and sometimes ana-
log) technology at their disposal.

1. Run a Social Media Contest 
"This is a cost-efficient way to engage 
with customers and prospects during the 
holidays," said Freberg. "For example, an 
SMB might decide to give away gift certifi-
cates to lucky followers who post the best 
holiday-themed images via social me-
dia that feature something relative to the 
SMB's product/service."

2. Promote Holiday Sales Online
"An SMB's website and social networks 
should promote holiday sales throughout 
November and December to create aware-

ness," said Fre-
berg. "Shoppers 
will be seeing 
countless deals 
online, so SMBs 
cannot afford not 
to do this."

3. Pay-Per Click 
(PPC) Advertis-
ing
Create small ads 
that promote 
your holiday spe-
cials and place 
them on search 
engines. Each 
time the ads are 
clicked, you are 
charged a set 
price. When us-
ers click your 
PPC advertise-
ment, they're 
directed to the 
relevant page 
on your website. 
Balboa Capital 
recommends 
your business 
outsource PPC 
advertising to 
an independent 
Web specialist or 

search engine optimization company.

4. Send Holiday-Themed Emails
"Follow CAN-SPAM rules for commer-
cial email messaging, and send holiday-
themed emails that invite customers and 
prospects to take advantage of special 
holiday sales and offers," said Freberg. 
"SMBs that use email marketing must 
give recipients the option to stop receiv-
ing emails, so they should consult with an 
email marketing company or small adver-
tising agency to ensure that best practices 
are used."

The Small Business Holiday Season Survival Guide  (Cont.)
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Welcome New Director of Certification

Amy Wolf
Division of Supplier Diversity 
Director of Certification

Connect with
Amy on LinkedIn

The Division of Supplier Diversity would 
like to welcome its newest team member, 
Amy Wolf.  Amy has joined our division as 
the Director of Certification. 

Amy comes to the division with a strong 
background in administrative law, compli-
ance and management. Amy received her 
bachelor’s degree from Purdue University 
and her law degree from Indiana Universi-
ty – Robert H. McKinney School of Law. 

Except for a brief stint owning her own law 
practice, she has worked for state govern-
ment for most of her career and enjoys 
knowing she is helping the citizens of her 
home state. "My goal in this position is to 
assist business entities with the certifica-
tion process and to enable the division to 
increase the efficiency with which applica-
tions are analyzed while still maintaining 
the integrity of the review process."

Contact Us 
Deputy Commissioner
Terrie Daniel
(317) 232-3061 
tdaniel@idoa.in.gov

Director of Certification
Amy Wolf
(317) 234-3426 
awolf1@idoa.IN.gov

Deputy Director of Business Development & 
Compliance
Courtney Edmonds
(317) 234-3428     
cedmonds@idoa.in.gov

Business Development & Outreach Manager 
Michael Babcock 
(317) 234-5360 
mbabcock@idoa.in.gov

Business Relations Specialist
Isabel Smith
(317) 234-3421
ismith@idoa.in.gov

Jocelyn Williams
(317) 234-3425
jowilliams@idoa.in.gov

Certification Program Coordinator 
Kesha Rich
(317) 234-9521
krich@idoa.in.gov

Ellen Brassard 
317) 233-1872 
ebrassard@idoa.in.gov

Sudoku
Complete the grid so that every row, column and 
3x3 box contains every digit from 1 to 9 inclusive.

The Small Business Holiday Season Survival Guide  (Cont.)

5. Host a Holiday Kick-Off Event
"SMBs of all types can start the holidays in 
style with an event that attracts shoppers 
from their local community," said Freberg. 
"It can involve holiday décor and signage, 
live music, a local press release, and holi-
day promotion or discount for attendees."

6. Free Gift With 
Purchase
"Most big-box 
retailers offer ag-
gressive promo-
tions during the 
holidays to entice 
shoppers, and 
SMBs can do 
the same with-
out breaking 
the bank," said 
Freberg. "Offer-
ing a free gift with 
purchase can help 

drive sales for specific items while provid-
ing a nice incentive to customers. A good 
strategy is to offer a free gift with purchase 
that works with the product that is being 
purchase. For example, a drill bit set might 
be a free gift with the purchase of a high-
end drill." 

mailto:tdaniel@idoa.in.gov
mailto:awolf1%40idoa.IN.gov%0D?subject=
mailto:cedmonds@idoa.in.gov
mailto:mbabcock@idoa.in.gov
mailto:ismith@idoa.in.gov
mailto:jowilliams@idoa.in.gov
mailto:krich@idoa.in.gov
mailto:ebrassard@idoa.in.gov
https://www.linkedin.com/profile/view?id=ADEAAA_trnYB_pdOEJSO6p2yJ70sc14aKN1aWyg&authType=NAME_SEARCH&authToken=h0qx&locale=en_US&srchid=589200951449250511260&srchindex=2&srchtotal=178&trk=vsrp_people_res_name&trkInfo=VSRPsearchId%3A589200951449250511260%2CVSRPtargetId%3A267234934%2CVSRPcmpt%3Aprimary%2CVSRPnm%3Atrue%2CauthType%3ANAME_SEARCH
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Bar-B Q Heaven, Inc.
Ronald Jones
(317) 926-1310
barbqheaven1952@aol.com

Certified WBEs Certified WBEs

Certified MBEs

For the full list of certified MBE,WBE & IVBE firms please visit: http://www.in.gov/idoa/mwbe/2743.htm

Advertising Ideas Unlimited, Inc.
Margaret Georg-Beerbower
(317) 577-4332
mgeorg@advertising-ideas.com

Applied Coatings, Inc.
Fleta Ellis
(317) 546-5116
fleta@appliedcoatingsindy.com

Ask Us First, LLC
Sharon Keen
(317) 865-3506
sharon.askus@comcast.net

Bulldog Consulting Services, LLC
Sharon Miller
(517) 455-7016
smiller@bulldogmeansbusiness.com

Carol Steven’s Commercial Services, LLC
Katrina Canady-Belcher
(317) 731-6788
carolstevenscommercialservices@gmail.com

Certified Fraud & Forensic Investigation
Jennifer Hathaway
(317) 371-7864
jennifer@cfficorp.com

Flag & Banner Co.
Karen Bush
(317) 299-4880
Karen@fabco-usa.com

Gramman Design, LLC
Jacquelyn Gramman
(317) 752-9520
jsgramman@att.net

Guidesoft, Inc.
Julie Bielawski
(317) 578-1700
julieb@knowledge-services.com

HASCO, Inc.
Carla Merrill
(317) 769-7283
carla@hascoinc.com

Innovative Construction Services, Inc.
Debra Underwood
(317) 859-8865
dkunderwood@rdc-ics.com

KIS Branded Specialties
Sasha Pinto
(219) 785-3128
spinto@kisbranded.com

L & S UNDERGROUND, Inc.
Brenda Shively
(317) 467-4563
lsunderground@sbcglobal.net

Living Landscapes
Loretta Sawaski
(317) 823-1586
sawaski@sbcglobal.net

NobleVision Human Capital, Inc.
Ellen Decker
(317) 439-3428
ellen@nvhumancapital.com

Popa HeaSheet Metal, Inc.
Patricia Popa
(219) 838-7700
popa@popahvac.com

QSI, Inc.
Susan Carrico
(574) 282-1200
dale@qsibillers.com

Red The Uniform Tailor, Inc.
Patricia Klein
(848) 299-0109
patkleinrtut@aol.com

RSN, Ltd.
Natasha Swingley
(812) 333-9307
nswingley@earthlink.net

Success Schools, LLC
Nancy Barsic
(219) 736-9999
nancybarsic@hotmail.com

Swiss Alps Printing, Inc.
Tonya Krall
(812) 427-3844
tonya@swissalpsprinting.com

United Pies of Elkhart, Inc.
Blanche Nichols
(574) 294-3419
unitedpies@frontier.com

Circle City Security
Claudette Peterson
(317) 828-2206
kkservices@sbcglobal.net

HCO, Inc.
Henry Onochie
(317) 923-3737
licensing@hcooarchitects.com

J&J Williams Trucking, LLC
James Williams
(765) 586-0201
jjwilliamstruks@gmail.com

Market-Ting, LLC
Ryan Scott
(317) 847-3904
rscott@market-ting.com

Renewed Performance Company, Inc.
Christopher Palabrica
(765) 675-7586
rpiinc@tiptontel.com

Rivers Resources, LLC
Eddie Rivers
(317) 863-0423
eddie-rivers@riversesources.nwr

Xtreme Graphics, LLC
Katherine Sherman
(317) 288-0192
ksherman@xtrmgraphics.com

Allen Protection Services
Marc Fillers
(260) 747-7700
mfillers@allenprotectioncom

Professional Management Enterprises Inc
Haskell Portee
(317) 541-0200
dportee@pme-indy,com

JC Ripberger Construction Corporation
William Ripberger, Jr.
(317) 873-3383
info@jcripbergercom

Mitchell & Sons HVAC
Ila Mitchell, Sr.
(317) 283-0001
mitchellsons1@attnet

Top Quality Data, LLC
Ivan Butler, Sr.
(317) 283-3282
tqdata@comcastnet

Veteran Strategies, Inc
Robert Vane
(317) 696-9443
robert@veteranstrategiescom

Certified MBEs

Certified VBEs

Sudoku Solution:

http://www.in.gov/idoa/mwbe/2743.htm
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