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When we talk about interactive marketing, we're talking
about marketing efforts that engage the user directly and,
oftentimes, specifically. Whether it's display advertising,
search, mobile, email or social media marketing, these -
types of interactive engagement are becoming more popu-
lar and, as a result, better funded by advertisers.

Interactive Marketing Growth

According to Forrester's recent report, US Interactive Mar-
keting Forecast, 2011 to 2016, by 2016 interactive mar-
keting spend will near US $77 bilion. To put that in con-
text, US $77 billion is about what advertisers spend on
television. Overall, that's a 35% growth over what is cur-
rently spent. But that doesn't mean that advertisers will be
dumping all their money into social media or search mar-
keting. Tough interactive media has become a more viable
strategy, marketers are still trying to figure out just how ex-
actly it works.

5 Years to Master Marketing

As a result, this prediction is based more on the assumption that in the next five years, advertis-
ers will have figured out how to successfully integrate the media into their customer engagement
strategies. Looking for a hint? Forrester also estimates that it will include less search marketing
(though it will dominate overall) and more display media (provided that there isn't a comprehen-
sive Do Not Tract initiative standing it its way). As well, mobile marketing will prevail, with the
most growth in spending predicted —thanks in part to an increase in tablet adoption. In five
years, who knows what social media will look like? Accordingly, advertisers’ reservations about
social media are likely to remain the same. While social media marketing spending will grow, it
will do so moderately. Advertising within social networks, whatever they are, will be among their
top priorities, followed by investments in research and development.

A Forecast of Possibility?

While it's hard enough to plan for the next quarter, marketers may want to use these forecasts
as a guide for the road ahead. For any investment, putting all your eggs in one basket is hardly
recommended; instead of trying to capitalize on what's popular now, it may make more sense to
think strategically about where social media and mobile media will be in five years. As well, think
about the changing demographic. In five years, those who have just enrolled in college will be
driving new media initiatives, while the rest of us may still be clinging to “old” media, like our
iPhones and Androids. Yet, marketing has never been about the future. It thrives on where we
are and what we want now, so while forecasts like this may help us imagine a new world of
possibilities, most likely it serves to overwhelm us even more.

Spend Will Near $77 Billion By 2016

Values, Standards &
Performances

Core Values

Honesty —We will be genuine,
fair, truthful and sincere in our
dealings.

Respect— We will show
consideration and deference for
the contribution of others.

Trust—We will behave
responsibly and honorably, we
will allow ourselves to be open,
approachable and create an
atmosphere that encourages
candor.

Openness—We will share
information in a timely fashion
respecting the need for
prudence and confidentiality.

Results —We will create
positive community outcomes
through innovation,
entrepreneurial leadership,
excellent client care and strong
partnerships.
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Having a good relationship with your
accountant is essential for any small
business owner.

Knowing that you can contact them
regularly for advice through the year,
not just at year end, will make a lot of
difference to the relationship you have
between your business and your
money. A good first step to this is to

Something for Nothing

Loren also explained that many senior
accountants will sit down with clients
for free for an hour, something she
encourages more small business
owners to take advantage of. To get
the most of these early meetings you
should come prepared with a list of
questions including:

gain some basic knowledge of what
your accountant actually needs in order
to effectively do their job. This will not
only make them happier, but could also
make your tax return less expensive;
helping you discover those small
financial problems which could get
bigger, and helping you better
understand the true financial health of
your business.

1 How should | put my records
together for you to save costs?

1 How much accounting should | try
to do on my own?

1 How do | make sense of these
numbers and know what my actual
profit is?

1 How much money should | set
aside for taxes and HST?

Knowing Your Responsibilities
A Systemic Approach Timing Is Everything
Other than a great system you will also
“It’s all about having a system in place need to educate yourself about your
that works for you, and that system will obligations relating to GST/HST,
depend on the type of business you payroll and your own personal tax
are running; a sole proprietorship or an obligations. Gaining an understanding
incorporated company.” Observes about these basic responsibilities may
CGA Gabirielle Loren of Loren Nancke  not be top of mind for most new
and Co. “As a sole proprietor you will  business owners, but choosing to learn
need to keep track of your income and and work with an accountant as you
expense, and while most sole begin your business could save big
proprietors know exactly how much headaches and big invoices months
they made and track their expense by later.
month to know what they are
spending; few realize that what
accountants actually need are your
expenses broken down by category
e.g. wages, office supplies, travel and
so on” Commenting that the less time happens all the time,” she said.
she, as an accountant, spends “Finding the right accountant early is
reconciling records, the less expensive very important as a. they should know
the cost of doing a tax return becomes. about your business, b. they can’t be

too expensive, and c. they need to

know what small business issues are.”

Getting educated and working with
your accountant from the outset could
have a big financial benefit to a new
start-up. “If there are issues, they
come to light a lot sooner,” said Loren.
For example, we had a client who had
been in business for three years and
needed two years of returns done. His
business was not doing well because
he hadn’t realized that he was selling
his product for less than it actually cost
to manufacture.” Loren concluded that
had the client not waited so long
before speaking with an accountant,
his business might have been able to
correct the problem much sooner.

Loren noted that many small
businesses go through their entire first
year of operations before speaking with
an accounting professional. “It

Open Dialogue

Lastly, keeping an open dialogue with
your accountant can help minimize
other surprises like not setting aside
enough money for tax obligations.




VANCOUVER—The governments of Canada and British
Columbia launched the Small Business Profile 2011, a
report that highlights the major roll that small business play
in BC’s economic success, through the job creation, wage
increase, exports and contributions to the province’s gross
domestic product.

The Small Business Profile has been produced for over a
decade by Western Economic Diversification Canada, the
Province and BC Stats, and is released to coincide with
British Columbia’s Small Business Month end, held in
October, and Canada’s Small Business Week, Oct. 16-22,
2011.

“The Government of Canada recognizes the value of small
businesses and their contributions to our economy,” said
the Honourable Lynne Yelich, Minister for Western
Economic Diversification. “The theme of this year’s Small
Business Week is ‘Power up your business. Invest.
Innovate. Grow’. The Small Business Profile not only
provides valuable insight on how small businesses across
British Columbia are embracing the spirit of this theme, but
also demonstrates their importance to western Canada as a
whole.”

“As the 2011 profile illustrates, we have an abundance of
successful, thriving small businesses in BC, and they are an
essential component of our province’s economic success,”
said the Honourable Pat Bell, Minister of Jobs, Tourism and
Innovation. “As laid out in our jobs plan, ‘Canada Starts
Here: The BC Jobs Plan’, this government is freeing-up
more access to venture capital and apprenticeship training
tax credits to create an environment that encourages more
businesses to innovate and create jobs.”

This year’s publication has increased significance since
2011 has been declared as The Year of the Entrepreneur by
the governments of Canada and British Columbia.

The profile illustrates that more British Columbians received
wages last year from small business than anywhere else in
Canada. Annual earnings for BC’s small business workers
increased 14% over the past five years, compared with an
increase of 12% for employees of larger businesses. Small
businesses also provided nearly 57% of all private-sector
jobs in British Columbia, the second highest rate in the
country.

The report highlights the thousands of British Columbians
who started their own small businesses in 2011, creating
jobs for families and demonstrating a strong spirit of
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