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WallCann develops web presence

It isn't easy to develop and manage a dynamic web
oresence, but done well it can be a valuable business asset.
n 2002 Clive Wallace and Melissa Canning identified this
problem and created WallCann to address it.

The WallCann web platform generates, processes,
tracks and analyses sales and enquiries from local or
global buyers. It integrates web marketing solutions with
the standard marketing mix to sell products and services.

WallCann esolutions business model has enjoyed
z five-fold growth in five years. The Richmond-based
firm employs 10 staff and runs a network of more than
100 independent sales affiliates worldwide. Clients
nclude local, national and international corporate and
SME businesses from manufacturing, finance, and
community sectors.

“WallCann software can be applied to a business to
“zcilitate commercial infrastructure services, including
transaction gateway, logistics and customer relations
management,” says Clive. "It provides a suite of
service for web design, digital media promotion to build
2rznds and sales, booking facilities and content
management systems.

Drew Canning and Clive Wallace from WallCann
with EICT CEO Steve Adcock and Jayne Osborne

"We often see the design and running of many
websites delegated down to individuals with little
commercial experience. Even if the website is dynamic
and works, the lack of fast, high-quality follow up on
enquiries and inability to sort and prioritise business
opportunities is often the result. Consumers are rapidly
shifting to suppliers who offer savings and great service
and often this means going online.

Clive says other keys to creating successful web sales
and service enquiries include:

e simple, accurate KPI tracking, clear navigation and
clear call to action

o flexibility in website architecture to allow easy
updating of news and product information

e easy access to contact information allowing a range
of ways to interact with enquirers

"Organisations are trying to implement best practice
methods of coping with the sheer volume of online
digital information. The best place to start is email
communications training," Clive says, noting proper
email handling can gain employees one hour per day.

WallCann plans to double in size in the next
three years.

“We will expand WallCann's global service platform
to facilitate export sales for manufacturers, by
collaborating with associations and industry clusters.
Our work with the SA Electronics and ICT Association in
Hong Kong is an example of this."
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