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The holidays are a critical time for small
businesses, but creating an effective
marketing campaign doesn’t have to
drain your budget. With a little cre-
ativity and strategic thinking, you can
attract more customers, build goodwill, and increase sales
without spending a fortune.

Voice Search and Local SEO: The
Shift You Can’t Afford to Ignore 0 9

The holiday season is the biggest rev-
enue-driving opportunity of the year
for local businesses. Customers are
primed to shop, celebrate, and seek

out the best deals—but to make the most of this season,
you need creative, strategic promotions that not only
attract customers now and keep them coming back long
after the holidays.

Holiday Marketing on a Budget: M
Creative Ideas That Don’t Break the Ba

Big brands seem to have it all: massive
budgets, teams of specialists, and end-
less resources. But here’s the secret:
small businesses have the upper hand
where it matters most—community connection, agility,

and the ability to deliver personalized experiences. You
don't need to outspend the competition. You need to
outthink them. Let’s dive into how.

How Small Businesses Can Compete2
With Big Brands in the New Year 0

Nowadays voice search is no longer a
“nice-to-have” in your marketing tool-
box—it’s a critical shift that's chang-
ing how local customers connect with
businesses like yours. Here’s the catch:
this isn’t just a shiny new tech trend that will fade over time.
If your business isn't speaking the language of voice search,
you're missing out on customers who are ready to buy.
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CLICKS IS BROUGHT TO YOU BY I
Prosperous Small Business is one of the
leading small business marketing agencies in
the US. for over 14 years. We help small
businesses connect with more customers
online.

If you want to build your business, you need
to market, it's that simple. But you can lose
thousands of dollars if you don’'t know what
you are doing. So we urge you to take action
with some of the strategies we recommend.

For a more “hands off” approach, we offer
affordable solutions that can deliver results. We
hope you enjoy this issue of Clicks and feel free
to reach out to us anytime.
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The holiday season is the biggest revenue-driving opportunity of the year for local business-
es. Customers are primed to shop, celebrate, and seek out the best deals—but with so many
businesses vying for attention, standing out takes more than a basic discount.

To make the most of this season, you need creative, strategic promotions that not only at-
tract customers but keep them coming back long after the holidays.



Create Irresistible Holiday Offers (With a Unique Twist)

Discounts are great, but theyre also expected. If you want to stand out, you need to add a
layer of creativity to your promotions. For example, instead of a standard 20% off, why not
offer a "“Buy More, Save More" deal? A local coffee shop could advertise:

SPEND $25,

SPEND $50, SPEND $100,
GET A $5 GET A $10 GET A $25
gift card. gift card. gift card.

This strategy not only increases average transaction values but also encourages customers
to return after the holidays to redeem their bonus.

A family-owned bakery ran a "Holiday Sweet Rewards’ campaign where customers wh
spent S50 on cakes or pastries received a S10 voucher for their next visit. The promotio
boosted holiday sales and created a steady stream of loyal customers in January.

- O

Create Limited-Time, High-Value Bundles

Holiday shoppers are often stressed and short on time. Make their lives easier with curat-

ed bundles that deliver value. Combine your best-selling products or services into themed
packages that customers can gift or use themselves.

(ndustyyzExample:
A day spa created a “Winter Bliss Package” that included a massage, facial, and aroma
therapy candle for one flat price. This bundle cost less than booking each service individu

ally, but it was still profitable thanks to upsells like product purchases during appointment

Bonus Tip: Label these bundles as “Limited Edition” to create urgency. When people think
they might miss out, they act faster

oY




Host Festive Events That Build Community

Why not turn your business into a hub
for holiday cheer? Hosting an event not
only attracts foot traffic but also creates
an emo- tional connection with your
brand. The trick is to make it memorable
and shareable.

Ideas for Events:

> A gardening center could host a "Holiday
Wreath-Making Workshop” where custom-

ers craft their own decorations using fresh
greenery.

> A local brewery might run a "Holiday Beer
Tasting Night" featuring seasonal brews and
live music.

> A photography studio could organize a
‘Family Holiday Photo Day” with themed
backdrops and discounted packages.

Partner with other local businesses to co-host events and double your reach. For instance
a bakery and florist could team up for a “Cookies and Centerpieces” workshop.




Leverage Social Media for Maximum Buzz

Social media is your holiday megaphone, and
the best part? You don't need a huge budget 2. Behind-the-Scenes Content: Show
to make an impact. Use it to run festive cam- how your business is prepping for the holi-
paigns that engage your audience and am- days—decorating, packing orders, or
plify your message. creating products. People love seeing the
Strategies That Work: human side of brands.

3. Holiday Countdown Stories: On Ins-

1. Interactive Giveaways: Ask followers to tagram, post daily stories counting down to share
their favorite holiday traditions in the Christmas, showcasing a featured product or
comments for a chance to win a gift card or tip each day. product.

- Real:-LiferExample:
A local bakery created a "12 Days of Cookies” campaign on Instagram. Each day, they
featured a different holiday cookie flavor, paired with a short, fun story
about its inspiration. The result? A 40% increase in pre-orders for

holiday cookie boxes.

y Step. 5
Don’t Just Sell
—Solve Problems

One of the most overlooked strategies for holiday
marketing is positioning your business as the

\ problem solver. People are overwhelmed during
Tl the holidays, so show them how your product or
service can make their lives easier.

Examples by Industry:

> A salon could promote "Holi-
day-Ready Hair Packages” for those
. attending parties or events.

> A hardware store could run a cam-
paign around “Last-Minute Decorating
Essentials” for shoppers scrambling to
finish their holiday setups.

> A cleaning service could offer "Post-Party Cleanup Packages” to save hosts from the dreaded
aftermath of holiday gatherings.

When you focus on solving problems instead of just pushing sales, you build trust and loyalty.



Use Email Marketing Wisely

Holiday emails are everywhere, but yours can > “Your Holiday Cheat Sheet is Inside!” >

stand out by being personal, timely, and "Make Gifting Easier (and More Fun!) This
packed with value. Skip the generic "Holiday

Year’
Sale!” subject lines and opt for something > "Special Treats Just for You—Click to
more intriguing, like: Unwrap!”

EmarliCantenttTips:
> Include gift guides tailored to your audience’s interests.

> Share exclusive discounts or early access to sales.

> Offer helpful tips, like "How to Choose the Perfect Gift" or “Holiday Hacks for Busy
Shoppers.”

Track Your Results to Refine for Next Year

The holiday season is the perfect testing like Google Analytics to track website traffic,
ground for new ideas. Pay close attention to  or review your social media engagement to
what works and what doesn't so you canre- see which posts performed best.

fine your strategies for the future. Use tools

Create a simple post-holiday survey for customers. Ask them what they loved about

your holiday promotions and what they'd like to see next year. Their feedback is pure
gold for crafting future campaigns.




Powengul Takeaway:

Create More Than Sales—Create Memories

The most successful holiday promotions do more than boost revenue—they create lasting
impressions. By focusing on uniqgue offers, community-building events, and problem-solving
solutions, you'll stand out in a crowded market and win over your customers’ hearts. This
holiday season, don't just aim to make a sale.

Aim to make a difference in your customers’ lives. That's how you turn one-time holiday
shoppers into loyal, year-round advocates for your business. Now, go out there and make
this holiday season your best yetl!
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VOICE SEARCH
& LOCAL SEO

The Shift You Can’t Afford to Ignore

"‘Hey Google, where's the closest spot for amazing tacos?” “Alexa, what time does the
hardware store open on 3rd Street?” Sound familiar? That's because voice search 1S no
longer a "nice-to-have” in your marketing toolbox—it's a critical shift that's changing how
local customers connect with businesses like yours.

Here's the catch: this isn't just a shiny new tech trend. Voice search is a whole new
behavior that prioritizes convenience, speed, and hy- per-specific answers. If your business
Isn't speaking the language of voice search, youre missing out on customers who are
ready to buy. Let's change that.
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Here's the key difference: people don't “search” when using voice—they ask. Think about how you
use voice assistants like Sirt or Alexa. Instead of typing "best Italian food Dallas,” youre saying,
“Where can I get great [talian food near me tonight?” See the difference? It's conversational, specific,
and immediate. And here's where it gets wild: more than 70% of voice searches are local in
intent. These aren't hypothetical questions—theyre moments of decision-making. If your business
can't provide the answer fast, you're out of the running.

W !y FATY

Here's why this matters for you: Voice assistants are picky. They don't give users a list of 10 op-
tions—they pick one. If your business 1s optimized for voice search, you could be that one. But
this means you need to meet the search engine'’s criteria for relevance, authority, and speed. Let's
break down what this means practically.
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HOW TO OWN VoICe SCARCH RESULTS|
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Most local businesses are still optimizing their
content for keywords like "‘plumber NYC" or
‘cof- fee shop Denver.” That's old-school
Voice search queries sound more like:

- "Who's the best-rated plumber near me?”
- "What coffee shops are open late in Denver?”

Your content should reflect this shift. Start
build- ing content that answers real-world
questions. Think FAQs, blog posts, and GBP
updates written In  plain, conversational
language. Stop writing for search engines and
start talking like a human.

PRO TIP: Use free tools like AnswerThePublic
to find out exactly what questions people are
ask- ing in your industry. Then, answer them.

B st oo oot e ¢ A

If your GBP isn't optimized, voice search won't
even know you exist. Here's the litmus test:
Are your business hours updated for the holidays?

- Have you added new photos recently?

- Are you posting weekly updates or
promotions?

- These tiny tweaks make a massive difference.

even know you exist. Here's the litmus test:
Are your business hours updated for the holi-
days?

- Have you added new photos recently?

- Are you posting weekly updates or
promotions?

- These tiny tweaks make a massive difference.
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Your website's load speed matters (big time). But even more important? How quickly you answer
your Visitors” questions.

Think of voice search as a race to the finish line. If someone lands on your site and has to dig for
your phone number or location, you've already lost.

To fix this:

- Use headings to call out key info like “Our Hours,” “Services We Offer,” or “Where to Find Us'”
- Add a "‘Near Me" section to your site with clear location details.

Voice assistants reward clarity. If your site provides a direct answer to a user's question, you're more
likely to rank.

Al e secreT wearon:reaturen smiepets )l

You've seen them—the little box at the top of Google with a concise answer to your question. In
voice search, this snippet is often the only answer users hear. How do you get featured?

- Write in short, easy-to-read paragraphs (40-60 words max).
- Use structured data (schema markup) to help Google identify your content as snippet- worthy.
- Answer specific questions directly and clearly.

Think of this like the digital billboard for your business—it's worth the effort.
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The vast majority of voice searches happen on mobile devices. If your website doesn't load in un-
der three seconds or isn't easy to navigate on a phone, you're invisible. Period.

Here's how to fix it:

- Compress large images to speed up load times.
- Use responsive design so your site adapts perfectly to any screen size.
- Make your call-to-action buttons big, bold, and thumb-friendly.

Remember: mobile users aren't casually browsing—theyre ready to act. Make it easy for them to

take that next step.
B e vccen e ¢ R

Voice search isn't just about answering questions—it's about positioning your business as the go-to
authority in your local market. By adapting to this shift, youre not just future-proofing your
marketing—you're bullding deeper trust with your customers. It's not rocket science. It's about
doing the simple things right: clear answers, optimized profiles, and websites that work for real
people (not just algorithms).

FINAL TAKCAWAY: B€ THE BUSINESS PCOPLETALK ABOUT

Voice search isn't some far-off trend—it's happening right now, and it's growing fast. The business-
es that adapt today will dominate tomorrow's local markets. If you want to be the name people
hear when they ask, “What's the best option near me?” it's time to step up.

So, what's your move? Optimize for voice, make it easy to find you, and start owning those an-
swers. Your customers are asking—and now you know how to answer.
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CREATIVE IDEAS THAT
DON'T BREAK THE BANK

The holidays are a critical time for small businesses, but creating an effective market-
Ing campaign doesn't have to drain your budget. With a little creativity and strategic
thinking, you can attract more customers, build goodwill, and increase sales without
spending a fortune. Let's explore some cost-effective holiday marketing ideas de-
signed to make an impact without breaking the bank.



Stand out on
Goqgle with a free
Business Profile

1. Refresh Your Google
Business Profile (GBP)
for the Holidays

¥
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Your Google Business Profile is one of the
most valuable (and free!) tools for reaching
local customers during the holiday season. A
few simple updates can help your business
stand out when shoppers are searching for
last-minute gifts or holiday services.

Actionable Tips:
Update Your Photos: Add seasonal photos of

your storefront, holiday displays, or special
products to give your profile a festive feel.

Promote Special Offers: Use the “Posts”
feature to advertise holiday sales, gift cards, or
events. For example, “Stop by this weekend for
15% off all holiday-themed items!”

Adjust Hours: Ensure your holiday hours are
ac- curate so customers know when to visit
you. Add Keywords: Incorporate holiday-
related

REAL-LIFE EXAMPLE:

A local toy store added photos of their festive
window display and posted about their “Santa’s
Workshop Sale” on GBP. The post brought in
new foot traffic from parents searching for holi
day gifts nearby.



2. Use Free Tools Like
Canva to Create
Eye-Catching Marketing
Materials

hEEL LA L. WA,

Eye-catching visuals are essential for ho-
liday marketing, but you don't need a graphic
designer to create them. Canva, a free online
design tool, offers a wide range of holiday-
themed templates that you can customize in
minutes.

What You Can Create:

Social Media Graphics: Design holiday sale
announcements or countdown posts.

Posters and Flyers: Create in-store displays
or materials to distribute around your com-
munity.

Cﬂmﬂa Home

@ PixelHaze Team

{n] Home

Templates v Features v Learn v

B3 Your projects

+£B Shared with you

IE] Trash

Presentations

Team

PixelHaze Team

+  Invite members

Tools

san
i Discoverapps  CED Infographic Photo Collage

What will you design?

Social media

Email Headers: Add a festive touch to your
holiday email campaigns.

Gift Guides: Showcase your products or ser-
vices In an easy-to-read, visually appealing
guide.

Pro Tip: Stick to your brand colors and fonts
to maintain a consistent look across all your
marketing materials.

REAL-LIFE EXAMPLE:

A local café used Canva to design a “12 Days
of Lattes” Instagram post series, featuring a
different holiday-inspired drink each day. The
posts were simple yet engaging, and they
doubled the café’s Instagram engagement
during December.

Custom size

o @ -

Marketing

Video Print products

Desktop Wallpaper




g 3. Tap Into Organic
7 Instagram Campaigns
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Instagram is a powerhouse platform for con-
necting with customers during the holidays,
and you don't need to spend on ads to make
an impact. Organic campaigns that encourage
Interaction can drive significant engagement.

BUDGET-FRIENDLY INSTAGRAM IDEAS:

Run a Holiday Giveaway: Ask followers to
tag a friend in the comments for a chance to
win a gift card or free product.

Leverage Reels: Create short, fun videos
showcasing your holiday products, behind-
the-scenes prep, or staff holiday wishes.

Use Polls and Questions: Use Instagram Stories to ask followers about their favorite holiday tra-
ditions, gifts, or products. This interaction keeps your business top-of-mind.

REAL-LIFE EXAMPLE

A local boutique ran a "Holiday Wishlist” campaign, asking followers to comment with their favorite
item from the shop. One winner was chosen to receive their pick for free. The campaign boosted

engagement and attracted new followers who discovered the store through tags.

7 4. Partner with Other
/ Local Businesses

7
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Collaboration is a cost-effective way to
expand your reach and build community
goodwill.  Partner with complementary
businesses to share resources and promote
each other’s services during the holidays.

COLLABORATION IDEAS:
Co-Branded Promotions: Offer joint dis-

counts, like "'Shop at [Your Business] and get
10% off at [Partner Business).”

Gift Bundles: Combine products or services
Into a holiday bundle. For example, a spa and a
florist could create a ‘Relax and Bloom’
package.

Shared Events: Host a holiday pop-up market
or charity drive together to attract more foot
traffic.

REAL-LIFE EXAMPLE:

A local bookshop partnered with a neighboring
coffee shop to offer a “Books & Brews” holiday
package. Customers who bought a book
received a free coffee voucher, and both
businesses saw increased sales.




5. Make the Most of
ﬁ Emall Marketmg

Email marketing is one of the most cost-effec-
tive ways to reach your audience. Even if you
have a small list, a well-crafted holiday email
can drive significant engagement and sales.

Ideas for Holiday Emails:
Holiday Gift Guides: Curate a list of your
best-selling items or services and include

direct links for easy shopping.

Special Offers: Share exclusive discounts or
free shipping offers for email subscribers.

Holiday Countdown: Send a series séries of
emails counting down to

Christmas, each featuring a J
different product or service. A\

Pro Tip: Use free tools y
like Mailchimp (for lists under “&
500 subscribers) to design and
send professional-looking emails
without spending a dime.

REAL-LIFE EXAMPLE:

A home décor store sent out a "Holiday Must-
Haves" email featuring their top five bestsellers.
Each product had a clickable link, driving traffic
directly to their online shop. The email generat-
ed their highest sales day of the season

- 6. Create a Festive
hoto Opportumty

Sometimes, all you need to attract customers
1s a fun and shareable experience. Setting up a
festive photo spot in your store or outside
your business can bring in foot traffic and
encourage social sharing.

What to Include:

- A decorated backdrop with seasonal props
like Santa hats, wreaths, or holiday lights.

- A branded hashtag so customers can tag your
business when they post their photos.

- A small incentive, like a discount or freebie, for
customers who share their photos online.

REAL-LIFE EXAMPLE:

A flower shop created a "Holiday Selfie Wall" with
an arch of poinsettias and fairy lights. Custom-
ers loved taking pictures, and the shop gained
dozens of tagged posts on Instagram, increasing
their visibility.




1. Embrace Community

# Outreach
#
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Giving back is not only good for your
community but also builds positive brand
awareness.

Community outreach doesn't have to be ex-
pensive—small acts of kindness can make a
big impact.

Ideas to Get Involved:
Sponsor a Local Event: Donate a product or

service as a prize for a school or community
fundraiser.

Holiday Donations: Collect food, toys, or
coats at your store and offer a small discount
to customers who contribute.

Volunteer as a Team: Share photos of your
staff volunteering at a local charity to inspire
others and show your business’'s commitment
to the community.

REAL-LIFE EXAMPLE:

A pet supply store partnered with a local
animal shelter for a "Santa Paws” event.
Customers could bring their pets for holiday
photos with Santa in exchange for a donation.
The event raised money for the shelter and
brought in dozens of new customers.

Powerful Takeaway: Big Results Don’t Require a Big Budget

Holiday marketing doesn't have to be expensive to be effective. By leveraging free tools, collabo-
rating with other businesses, and tapping into organic social media, you can create a memorable

campaign that resonates with your audience.

The key is to focus on creativity, community, and consistency. With these budget-friendly
strategies, you can make the most of the holiday season while keeping your finances intact. So,
roll up your sleeves, get creative, and watch your small business shine this holiday season!
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'.' How Small Businesses Can

WITH
BlG BRANDS

In the New Year

Big brands seem to have it all: massive budgets, teams of
small businesses have the upper hand where it matters
most—community connection, agility, and the ability to deliv-
er personalized experiences.

In the new year, you don't need to outspend the competition.
You need to outthink them. By playing to your strengths and
adopting savvy strategies, you can not only compete with big
brands but win where it counts. Let's dive into how.




Dominate Local SEO™ VVith Laser Focus

Big brands may show up on every national like “Sign up now, get your first month free!”

search, but when it comes to local queries like  They ranked #1 for searches like

‘best breakfast spot near me,” they don't have “affordable gym near me" and saw a 30%

the same advantage. Small businesses can out-  increase in memberships during the first

shine them by targeting hyper-local keywords  quarter.

and optimizing their Google Business Profile

(GBP). Using keywords that reflect local intent,
like neighborhoods or landmarks, and

A local gym updated their GBP with new pho-  keeping your GBP active with fresh posts,

tos of their classes, regularly posted “Pro Tips seasonal offers, and updated hours can
for Winter Fitness,” and highlighted January make a huge difference in visibility.
deals

I Personalized Customer Experiences

Big brands might know a customer'’s past purchases. They followed up with emails

purchase history, but they can't greet them like, “We think you'll love this new release,” and

by name or remember their favorite coffee included a 10% discount. Sales jumped 25%, and

order. Small businesses can build customer customers raved about the thoughtful touch.

loyalty by going above and beyond to create

personalized, meaningful experiences. Using tools like email marketing platforms or
even simple customer surveys to gather pref-

A neighborhood bookstore started offering erences lets you tailor offers and recommenda-

personalized book recommendations based  tions for a truly personal experience.
on



Own Social Media

Social media 1s one of the best tools small businesses
have to level the playing field. While big brands push
pol- ished campaigns, small businesses can connect
authen- tically with their audience through behind-
the-scenes posts, local shoutouts, and real-time
engagement.

A local bakery used Instagram Reels to show how they _ ' )

make their signature holiday cookies. The reel, titled A :
‘Be- hind thesApron,” garnered thousands of views, [ ;
drove in- store visits, and even earmed a feature in a
local news story.

Tagging your city in posts, highlighting local events,
and interacting with other businesses in your
community can create content that resonates with
your audience and builds lasting connections.




With Stellar Customer Service

Customer service is where small businesses can leave big brands in the dust. While corpo-
rate helplines and automated emails frustrate customers, small businesses can provide fast,
human-centered service that builds trust and loyalty.

A family-owned auto repair shop responded to a Yelp review within hours, offering a free
fol- low-up service for a dissatisfied customer. That response not only turned the reviewer
into a loyal client but also impressed potential customers reading the interaction.

Quick responses to inquiries via email, social media, or review platforms can create a lasting
impression and set your business apart.



Technology is the ultimate equalizer, allowing automated email campaigns, and HubSpot's

small businesses to automate, streamline, and free CRM to track customer interactions. The

market like the pros—without a big budget. result? A 40% boost in online engagement and

From email campaigns to CRM software, the  increased foot traffic during their winter sale.

right tools can save time and improve

customer experiences. Focusing on tools that simplify tasks like cre-
ating social posts or managing customer fol-

A vintage clothing store used Canva to create low-ups ensures you're spending your time on

eye-catching Instagram posts, Maichimp what matters most.

for

B Strong Community Ties

Unlike big brands, small businesses are The collaboration doubled sales for both bust
deeply rooted in their communities—and nesses and strengthened their reputation
that's a major advantage. Customers often as community-focused brands.

prefer to shop local when they know their

money supports local jobs and services. Partnering with complementary businesses

to cross-promote and share audiences can
A local café partnered with a florist for Valen- expand your reach without additional costs
tine's Day, offering coffee-and-flowers
bundles.
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Turn First-Time Shoppers " Into Lifelong Customers

Big brands often focus on acquiring new cus-
tomers, but small businesses thrive by
building relationships that keep people
coming back.

Loyalty programs, follow-ups, and exclusive
perks can transform a one-time buyer into a
lifelong supporter.

A yoga studio started a loyalty program
where customers earned points for every

class attended. Those points could be redeemed
for free sessions or branded merchandise.
Customer retention increased by 35%, and the
program became a selling point for new
members.

Follow-up emails thanking customers, sharing
exclusive offers, or asking for feedback can turn
holiday shoppers into loyal advocates

Final Thoughts:™ Think Big, Act Local

The new year brings challenges, but it also
brings opportunities for small businesses to
thrive. By leaning into what makes your busi-
ness special—your local knowledge, personal
touch, and ability to adapt—you can outshine
even the biggest competitors.

Success doesn't come from mimicking big
brands; it comes from doubling down on what
they can't do. Focus on what makes your busi-
ness unique, engage authentically with your
community, and use tools that maximize ef-
ficiency. In 2025, small businesses won't just
compete—theyll lead.
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‘@ From the Desk of St. Nick:

It's the mast wondenful time of the yean!

But for business owners like you, the holidays can feel like a whirlwind. The competition
is fierce, the expectations are high, and let’s face it—getting noticed can feel like being
just another bulb in a string of lights, barely noticed among the crowd.

Here’s the thing: This isn't my first sleigh ride. I've seen how businesses that plan ahead
can turn holiday chaos into their most profitable season—and set the stage for suc-
cess long after the decorations come down.

I What's on your business’s wish list?
Local SEO: Get discovered where it matters most—right in your community.
Social Media Management: Build real connections that turn followers into loyal fans.
Facebook Ads: Reach the right people at the right time, with campaigns that convert.
PPC/Lead Generation: Fill your pipeline with high-quality prospects.
SMS Marketing: Stay top of mind with messages that get read—and acted on.
Responsive Web Design: Make your business look great on any device.

This isn't just about the holiday rush—it’s about setting your business up for success
year-round.

So, what do you say?

This season, give your business

the gift of growth. Let’s build
something lasting, together.

Contact us today and let’s
make sure your marketing
goals are sleighed!

Here's to a Season of
Growth, Prosperity & Joy.

857 Yt -

Online at WWW.PIOSDBIO!I§]M.00m | Gall Anytime 8_50-475-4460



