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Most marketing efforts are only partly 
measured for success. Digging a little 
deeper and looking at where sales 
come from is complicated but can 
reap big rewards. Finding a way to 
measure unobserved marketing is 
the real challenge. 

Attribution is “the identification of a 
set of user actions that contribute in 
some manner to a desired outcome, 
and then the assignment of a value 
to each of these events.” Attribution 
methods differ. Here are a few of the 
most common:

Single Source 
The single focus with this method is 
measuring the actual click, point of 
purchase, or exchange of money for 
products and services.

Fractional 
This method gives equal weight to 
each event in the purchase process, 
measuring a percentage of touch 
points leading to a sale.

Probabilistic or Algorithmic 
Utilize this method to use algorithms 
or machine learning to aggregate 
probabilities based on all marketing 
touch points.

Start with any method you feel 
will make the most sense for your 
business. Don’t fall for the temptation 
of only measuring digital channels. 
They are the easiest to get analytics 
for, but combining measurements 
with offline channels will give you a 
more true picture of what is working 
and what needs improvement.

Down to Business

What’s the Best Method? 
 

» Being as specific as possible 
about the information you 
need to gather will help you 
determine the best method.

» Work with your team as you 
make your decisions about 
the best method to use. The 
people closest to the action 
may have the best insight.

» Don’t be afraid to try 
something different if your 
original choice doesn’t work.

There is no bigger marketing question these days than what works and what doesn’t to market 

successfully. The only way to really know is to measure your success.

ATTRIBUTION QUESTION
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Plenty on Hand 
Those pieces that don’t change 
throughout the year and go out the 
door in high volume are perfect to 
print in larger quantities. You will 
always have these pieces in stock 
and can fill your orders or fulfill 
your mailings with ease.

Lower Costs  
For flyers, brochures, postcards, 
and other things that use full-color 
print, the more you print, the lower 
the cost per piece. This kind of 
“discount” pricing is beneficial for 

planning longer term or for larger-
volume projects.

Quick Turnaround  
Short-run options may be more 
advantageous when looking 
at either smaller volumes or 
quicker turnarounds. Sometimes 
convenience is more important 
than cost. 

No matter what you plan for or 
what your budget is, there is a print-
volume solution that will fit the size 
of your wallet.

Business 
Quotes

“I hated every minute of training, but 
I said, ‘Don’t quit. Suffer now and live 
the rest of your life as a champion.’” 
—Muhammad Ali

“Simplicity is the ultimate 
sophistication.” 
—Leonardo da Vinci

“Well done is better than well said.” 
—Benjamin Franklin

“My father used to say that it’s never 
too late to do anything you wanted to 
do. And he said, ‘You never know what 
you can accomplish until you try.’” 
—Michael Jordan

“Never interrupt someone doing what 
you said couldn’t be done.” 
—Amelia Earhart

“When Henry Ford made cheap, 
reliable cars, people said, ‘Nah, 
what’s wrong with a horse?’ That was 
a huge bet he made, and it worked.” 
—Elon Musk

“Better to remain silent and be 
thought a fool than to speak and 
remove all doubt.” 
—Abraham Lincoln

“We make a living by what we get, 
but we make a life by what we give.” 
—Winston Churchill

The more you print, the better the price can be per piece. That 

can have its advantages in many situations. Planning your 

marketing for the entire year, or even just a season, will save 

you in dollars and time.

THE VOLUME 
ADVANTAGE

“Whoever said ‘It’s not whether 

you win or lose that counts’ 

probably lost.”

 — Martina Navratilova
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Erase old text message threads.

Do you remember consistently being frustrated with your 
Motorola Razr for its agonizingly slow performance? As it 
turns out, the problem could be your own fault. If you’ve 
never deleted any text messages, it literally can weigh 
down the phone’s software. Today’s smartphones have 
come a long way since then, but deleting your old text 
message threads is still important to keep your phone as 
speedy as possible.

Clear the internet cache and cookies from the 
browser settings.

Just like computers the web browser stores where 
you’ve been and pieces of the webpages so it can load 
faster in the future. If you do general web surfing you 
may never go back to those sites and in turn are storing 
information you’ll never use. slowing down your phone.

Close all apps running in the background 

Closing apps that are running in the background could 
make your phone run a little more smoothly, especially if 
you’ve got big, cumbersome apps such as a mobile role 
playing game open. They could use up RAM, and just 
like any other computer, it could slow down the way it 
operates.

If you can do something manually, do it.

Avoid setting your phone to automatic. - Does your 
phone usually ask if you’d like to join nearby Wi-Fi 
networks? If it does, you may want to turn that feature off. 
Any time your phone does anything automatically, such 
as scouting out nearby Wi-Fi or updating apps, it can 
slow the phone down.

Restart your phone.

Your phone is a mini computer and it should be treated 
as such. It’s easy to get into the habit of leaving your 
phone on all the time but every once in a while it’s 
healthy to restart it.
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Business 
Funnies®

Handshake 
People are two times more likely to 
remember you if they shake hands 
with you. When you’re trying to make 
an impression on your customers or 
prospects and the situation is right, 
lead and close with a handshake.

Feet and Emotions 
Did you know that the movement of 
a person’s feet can reflect their true 
emotional state? Help your employees 
to consider the whole person, and 
they will recognize when a customer is 
comfortable or when they are anxious.

Tone of Voice 
The pitch and the speed of your voice 
can tell your customers if you are 
listening or caring for their problem or 
issue. With phone communication, it 
is important that employees articulate 
and speak with a slow, calm tone.

“And it comes with a power surge 
protector tie clasp.”

Body Language 
Tells a Story

START THE 
NEW YEAR 
WITH A BANG!

Moneymakers 
Your sell sheets are moneymakers waiting for fabulous color. 
Attract your buyers with vibrant designs and textures to bring 
your products and services to life.

New and Unique 
Take advantage of the New Year to launch a new look or new 
product. New is now, and your sell sheets need to stand out 
and celebrate all the new business coming your way.

Make an impact this year and dominate with sell 

sheets that pack a punch! Have your sell sheets been 

selling you short? Enlist our creative designers to take 

your facts and make them vivid and powerful.
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1. Rich Data Science

If you know how to cross-reference data sets, enrich data 
and leverage native data, then you are a marketing gem.    
- Betsy Rohtbart, Pitney Bowes

2. Content Creation

Writing is going to be a tremendous skill for PR and 
marketing professionals in the coming year because 
companies are finding new ways to tell their stories in 
their own ways. Many times, this is in the form of content, 
whether it’s company blog posts, thought leadership 
pieces or white papers. - Ashley Murphy, Stribling & 
Associates

3. Omnichannel Communications

As we move from the ubiquitous, large scale, impersonal 
engagement of the information era, the digital era 
promises an opportunity to engage in a contextually 
relevant way. - Tracey Grove, Microsoft

4. Crafting Personalized, Humanized Customer Journeys

Customer journeys have potential to be more relevant and 
personal, but we must build that data into a deeper 
understanding of human behavior. 
-Jeannie Ruesch, xero.com

5. Fluency in Visual Language

Marketers must be able to guide their clients in creating 
strong visuals to achieve maximum ROI. - Erin McCoy, Killer 
Infographics

6. Integrating Every Piece of the Story

The marketer who can plot out all pieces and leverage 
data to pivot, personalize and measure will be critical. - 
Kerry Rivera, Experian

7. Managing Digital Knowledge of Your Brand

Marketers need to develop the skill of managing the 
information about their brand across all the places 
consumers find it – like Google, review sites, voice search 
and intelligent agents. The marketing role of digital 
knowledge manager will become mandatory in 2018. - 
Elizabeth Walton, Yext

8. Empathy

Having deep empathy at heart will not only lead to crafting 
truly meaningful work, but it will drive sales in profound 
ways. - Lauren Alexander, Neurohacker Collective

9. Actionable Analytics

The world is becoming way too data-centric for us not to 
be using it to engage with our customers better. Taking 
action based on data – not just knowing it – will be the 
difference. - Keyana Corliss, Tableau Software

10. Understanding Your Audience

The ability to appreciate customers, understand their 
issues and appeal to them will remain paramount. The 
media you use and how you measure results will come 
second. - Erica Vener, RedSeal

Adapted from  https://www.forbes.com/sites/forbescommunication
scouncil/2017/12/21/16-skills-every-marketing-pro-should-master-
in-2018/#54840676345b

MARKETING SKILLS
TO MASTER IN 2018
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FEATURED SOLUTION Books in Review

Help Them Grow or 
Watch Them Go: 

Career Conversations 
Employees Want 

By Beverly Kaye,  
Julie Winkle Giulioni

According to authors Beverly Kaye 
and Julie Winkle Giulioni, “Career 
development is among the most 
frequently forgotten tools for 
driving business results.” Their 
book Help Them Grow or Watch 
Them Go: Career Conversations 
Employees Want is both a guide 
and workbook of activities to help 
managers balance the needs of 
their employees and the needs of 
their employer.

The authors have drawn from many 
years of interviews with employees 
about what happened to make 
them leave or what conversations 
they wish they could have had with 
their bosses to make them want to 
stay. They analyzed what makes 
a great manager and created a 
resource that guides managers 
through the conversations that will 
keep good employees happy.

Tapping into the best that 
employees have to give is the 
goal of “career conversations.” A 
great read for both managers and 
employees.

With the addition of AdVenture Installations to the Sun Solutions team, we can offer a 
wide variety of commercial installation solutions. These include but are certainly not 

limited to vehicle wraps of all sizes, banners, building wraps, signage and more. 

WHAT CAN WE INSTALL FOR YOU?

18-Wheeler wrap

18-Wheeler wrap

Hanging airport banner

Wall wrap window display Exterior banner

Van wrap

Wrapped signage
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J A N U A R Y  Birthdays

SUN SOLUTIONS IS PROUD TO BE A 

*Please note that anniversaries are recognized beginning at 3 years, followed by 5 
years and then onward in increments of 5.

Joyce Tillage
Joyce Antley
Dee Snider
Chris Curry
Tom Johnson

1/2
1/3
1/3
1/6
1/9

Penny Bullock
Chris Morgan
Tom Johnson
Curtis Brigman

3 years
3 years
5 years
5 years

Matt Kowalski
Becca Talley
Sabrina Battle
Michael Summers
Sammy Cook
Jerry Goodwin

1/11
1/15
1/16
1/16
1/28
1/29

J A N U A R Y  Anniversaries

2018 SUN DESK CALENDARS ARE STILL 

AVAILABLE WHILE SUPPLIES LAST

Contact your sales or customer service 
representative to find out how to get yours.

Matt Kowalski
Leslie Gifford
Valerie Canzater

5 years
5 years
10 years

Available in 21.8125” x 14.125” and 16.75” x 10.75”


