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5 things every business owner and MD should be across to 

ensure their business is moving forward, increasing revenue 
and expanding its customer base: 

1. Identify your goals 

Clearly identify your business goals. What are the 3 things you would like your business to achieve - 
and in what time frame? 6 months, 1 year, 2 years? Are they over-optimistic goals, could you 
achieve more or are they achievable? 

So often my clients have goals, but often they are in their mind and not on paper or shared with 
their team. Occasionally, they haven’t taken the time to realistically plan how they may get there.  

It sounds so simple, but when we are rushed off our feet, actually giving due consideration to your 
business goals , sharing your vision and discussing them with your team can often be overlooked. 
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Once you have noted your goals, consider them again: are you goals realistic?  Are they 
underwhelming? With the right planning, strategy and hard work - could you achieve more? 

Will you need to expand your team? Will you outsource? Will you work with a consultant or 
business coach - and can you afford any or all of these within your current business model? 

Take a few minutes to brainstorm the resources or outsourcing you may need to achieve your goals, 
as this will help you gain a sense of perspective on your chosen projects. 

Finally re-assess each of your goals on the following grounds: 

What impact will this goal have on your business? 
How much effort is needed to achieve this goal? 
What is the ballpark cost to achieving this goal? 
What is the ballpark time needed to achieve this goal? 

Now you have your 3 business goals and you have assembled your thoughts around each one. Now 
your business transformation is ready to begin. 

2. Identify your challenges 

Working with my clients, the next stage in the process is to note the 3 most prominent challenges 
that your business is facing. These challenges will almost certainly have a baring on your business 
goals. 

These challenges may even be completely blocking you from achieving your goals. Just as in section 
1, jot down some ideas as to how you might go about tackling them. Who and what resources might 
you need to help you overcome these obstacles? 

Finally, just as before, assess them on the following grounds: 

What impact will tackling this challenge have on your business? 
How much effort is needed to overcome this challenge? 
What is the ballpark cost to removing this block? 
What is the ballpark time needed to fix the problem? 
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3. Demonstrate your value 

One of the things I am most passionate about is helping my clients to emphasise the value of their 
products or services to their customers. Clients and customers have needs and if you can clearly 
show that you meet their needs, then you have demonstrated your value to them.  

If people associate value with your products or services, then they are more likely to feel that they 
need them. If your customers believe that their need will be met, then they will think that they can 
justify the purchase - and in turn they will be more likely to part with their money.  

Sometimes when I begin work with my clients, it is hard to establish exactly what their business 
does, and/or how they will help their customers from looking at their website.  

Too often my clients have got so wrapped up in their business that they have forgotten that they 
need to demonstrate their value online in order to help convince potential customers to buy from 
them. 

You should most definitely stress your value on your landing page. What can you maximise, or 
minimise for your customers? Having defined your target personas (see next section), you will be 
able to begin to map out what your customers are looking for, and how your offering will meet their 
needs - reassure them that you understand the challenges that they face. 

Also, consider the appearance of your business at every point of contact with your customers - from 
how you appear - quite literally how you dress - to what your website looks like and how you 
communicate through your emails. Appearing aspirational to your customers and clients is often 
closely linked to their perception of your value: put bluntly if you and very point of contact with you 
appears aspirational, then you customers are less likely to challenge your pricing. 

4. Explore and make best use of the marketing channels that are right for your 
customer avatars 

The single most helpful thing that you can do before you begin any marketing campaign or plan 
any changes to your website is to create the most detailed customer personas (or avatars) that you 
can. And then give them names.  

The name will help you and your team identify this type persona in the future. You’ll be able to 
refer to “Joan” or “Philip” and know exactly what their characteristics are, and what type of 
approach should be made towards them.  
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Note their typical age, role in their company, what external pressure or drivers they may have, what 
internal pressures or drivers they may have and what their barriers to working with you may be. All 
of this information will better inform you as you embark on or renew your marketing missions. 

When I begin work with some clients they are doing no marketing at all. In order to increase your 
revenue and customer base you need to explore and engage with marketing your business. We all 
need to market our businesses to let people know that they can buy from us and to remind our past 
and existing customers that they can buy from us again. With out these ‘nudges’ or ‘prods’ why 
would anyone consider working with or buying from you? 

Consider every stage of your customer journey. Typically one can break it down into 5 main areas: 

i. Acquisition: how you acquire your potential customers 
ii. Convert: how you convert them into your customers 
iii. Grow: how you ensure your customers are aware of all your products (more than the one they 
bought) 
iv. Retain: how you interact with your customers after they have purchased from you - customer 
surveys, encourage referrals, news of new products etc  
v. Win back: reminding past customers that you are still delivering great products or services: 
contacting customers 6 months, 1 year after they bought from you etc. 

Sometimes getting on top of your marketing can seem like a massive mountain that needs to be 
climbed. But don’t let this put you off: there are many, many ways to go about marketing from  
running events and blogging to using targeted ads on social media or prospecting on LinkedIn. You 
will find the methods that work best for you.  

Your marketing should never be static - it needs to evolve. You will need to experiment, and 
occasionally you may fail. But when you get it right, marketing can be a lot of fun too.  

Download my customer avatar worksheet here. I have a PDF of my own avatars for you to refer to, 
and a PDF for you to fill in as you assemble yours. 

5. Collecting market research and testimonials  

When was the last time you - or a member of your team - got in touch with your previous clients 
and asked them what is was like working with you? You need to ask them what were the best things 
about working with you and also - while you have them on the phone or in the video call - were 
there any aspects of working with you that were problematic. 
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Often we are unaware of the part of our service or aspect of our product that most chimes with our 
customer base. Checking in with your customers, recording and - better still - videoing them as 
they answer your questions can provide great content for your website and marketing material. 

Equally we may be blissfully unaware of issues with our service or products. Make note and take 
action where appropriate. 

Ensure your positive testimonials are given pride of place on your website and that prospective 
clients can easily view them either online or in any brochure you may design. Always attribute any 
testimonial quote, and ensure that film of your customers or clients giving their glowing review of 
your business has pride of place on your website. 

What to do next: carpe diem: 

Give these 5 pointers some thought: what steps are you taking to address, remedy and develop 
these findings? Too often business owners take a few hours to review their business and then they 
get sucked back into working ‘in’ rather than ‘on’ your business.  

Don’t let this be you. Note what needs to happen and begin to plan how you can effect change.  

Sometimes it can seem like an unassailable mountain ahead of you as you begin to tackle your 
goals and challenges. It’s at times exactly like this that you may benefit from a dynamic sparring 
partner to help you reach your goals and overcome your challenges - someone who’s got your 
back, someone who can help ease the stress of making important decisions on your own. If this is 
you - then we should chat. 

In either my face-to-face 30 minute ‘coffee + pastry = results’ meeting or my 30 minute online 
health check session we can assess where your business is at, observe your goals, challenges and 
hot priorities and discuss how we can best tackle them together. 

By collaborating, we can plan how to transform your business and implementing the necessary 
changes drawing on our shared experience and my network of skilled professionals who 
specialise in SEO to PR via web design, CRM and social media.  

Want more? Grab my guide to “Kick-ass homepages” here. 
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