THERE ARE ONLY 5 WAYS THAT YOU
CAN GROW A BUSINESS?
Stop wasting time and money find out now what they are!
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Welcome Letter
The are only 5 areas in a business that have a direct
bearing on the bottom-line profits of a business. The great
news is that they are really simple and easy to address.
Making improvements in these areas is key to increasing
footfall, increasing turnover, and ultimately increasing
profits. In this document we will look at 5 areas and I will
give you some strategies that you could use to improve
your business whether you are fairly new or established in
business these strategies will work for you irrespective of
the industry that you are operating in. Trust me.

Let’s get started, as I said in the introduction there are only 5 Ways to grow your business,
knowing what areas to work on is the key to finding growth in your business.
It is not possible to increase the number of Customers that decide to buy from you. The reason
that it is not possible is because the number of Customers doing business with us is an outcome
from two other things, the number of leads we generate through marketing and then how well we
convert these prospects into paying Customers.
The same principle applies to the turnover. We cannot increase the turnover; we can however
increase the average spend of a Customer and how often they purchase from us.
And finally, we cannot control the profit but we can improve the profit margins.
Before we get started it is worth mentioning the effect of compounding and marginal gains. These
sound like complex terms but trust me they are not.
What is 10 x 10? That’s right 100. What is 11 x 11? Bit harder, but yes 121. So, by increasing each
number by just 1 or 10% we dramatically increase the result. This multiplication of small increases
is compounding.

Next marginal gains. Marginal gains are tiny little improvements that can be found in any business
that on their own make a tiny difference, but when they are added together with other small
improvements. Team Sky used marginal gains to dominate the Tour De France. Tiny little
improvements in fitness, nutrition, training, and equipment gave them the advantage over the
competition. And it can for us too.
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5 Ways Formula
The table below gives an example of a sample business. The business through marketing generates 4000 leads
across the year. Of the 4000 people that express an interest in the business, 25% of these actually spend money,
so we end up with 1000 Customers. With 52 weeks in the year this business is only making approx. 20
transactions per week, so we are far from being a busy high-volume operation.
The Customers who do spend money, spend on average £100 on each visit. The Customers visit 2 times on
average over the course of the year. So the turnover of the business is: 1000 Customers x £100 average spend x 2 times per year, so the business turns over £200,000 pa.
The business makes a bottom-line profit margin on 25% so we make a profit of £50,000. Nice and simple.
Do not worry about the currency used, feel free to substitute your local currency.
If you know your numbers why not insert them in blank column the table below. Or if you have a new business
estimate these numbers it will give you an idea of what lead generation will give you the turnover you want.

Table 1 5 Ways example
Great so we now have a base line for your business. Lets looks to see what could happen if we implement a few
strategies to improve areas highlighted in yellow in the table.
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5 Ways Formula with 10%
Improvement
Okay, so we have decided that we want to improve the bottom lines profits of
the business and we know that the yellow ones in the table below are the areas
that we need to focus on.
Leads
If I was improving this business Leads would be the last place I would start, why? Leads is the only
external factor of the 5 areas that we could improve. Improving the other areas first means that
when we increase the footfall then we will benefit from the improvements in the other areas first.
But as it is top the table for simplicity, we will cover it now.
Here are 5 potential strategies we could use to increase the number of leads we are generating.
1.
2.
3.
4.
5.

Joint venture
Referrals
Networking
Reactive Stale Customers
Have a website that focuses on Customers

Creating a Joint Venture is a cost effective strategy as it costs nothing to implement. We start by identifying a
business that has the same target audience as we do, but who offer a service that does not compete with us.
Let’s say I am a dog kennel business. I might form a Joint Venture with a Vet, a Pet Food company and a Dog
Groomer. We can work together by referring Clients to one another as we all have the common Customer.
Our next strategy could be to incentivise Customers to refer other Customers to use our services to their Friends and
Family and for this they receive a gift or exclusive service as a result.
Again, if I had a dog kennel business I would look to join networking groups with people likely to have dogs and
people who like to travel, there is no point joining the local cats appreciation society.
They say it is x10 easier to sell to Customers who have bought from you previously, so re-engaging Customers that
have not bought from you recently is easier than finding new Customers. Be careful to maintain accurate records for
your Customers, no one wants to receive a letter about a pet that has passed.
Finally, make sure that your website is more about your Customers than it is about you. Your website needs to
address the fears, concerns or solve the problem that your Customer has. So going back to the kennel the Customer
wants to ensure that their dogs are comfortable, getting exercised, are warm and are happy. If I looked at your
website does it address the voice that is going on in your Customers minds with respect to their concerns?
Conversion
Next we look at Conversion, the process of converting prospects into paying Customers. Here are 5 quick win
strategies
1.
2.
3.
4.
5.

Sales Scripting
Sales Training
FOMO Time
Loss leader
Drip Campaign
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Frequently Asked Questions

When you look at successful businesses that have teams of Salespeople, they use sales scripts to standardise the
approach taken by the Staff. They test and measure each element of the script to work out what has the best
conversion rate then they all use the same script. McDonalds sold more fries than they did chips. Scripting allows
you take the best salesperson and to replicate what they do. Many business Owners say they cannot find good
employees, or they do not do it how they want it done. Fundamentally, they have not systemised their businesses
sufficiently before taking on the Team as result the Team are not following a tried and tested process, so make it up.
Sales scripting is a small part of sales training. Training the sales team on your products and services allows them to
professionally help Customers to buy. No one likes a pushy salesperson who promises the earth. Sales training
should give the Team the confidence and knowledge to ask questions, to allow them to get to know what the
Customers desires, wants and problems are. We can then offer the best solution to the Customer without being
pushy.
You will hear the term FOMO being banded around it is very vogue at the moment, it stands for Fear Of Missing Out.
Limited time only, closing soon, first 100 Customer only are all examples of lines used in sales and marketing to get
the Customer to take action. Making exclusive offers to people who get onboard early is a great strategy to get
people to make a decision to buy, improving your conversion rate.
A loss leader strategy is to give away something at a low value even if it means making a loss or just covering your
costs. A printer is a great example the printer might cost £30 but the ink and refills are where you make the money.
So giving something away might just bring them across the line and then we make the money back over the lifetime
of the Customer relationship. The free salad bar is another example, you make the money back on drinks, main
courses, desserts and if your waiting staff are good coffee and liqueurs.
Finally we have a drip campaign. Less than 5% of people are ready to buy right now. For one they do not know who
you are, trust you or even like you yet. These days it takes many touches across a number of mediums to develop
trust and to get Customers ready to buy from you. A drip campaign is a series of communications that you have
developed, tested and then use to regularly communicate with your Customers. Social media, newsletters and blogs
allow you to regularly communicate with Customers to build the trust and improve your conversion rate.
Average £ spend
Okay now we have the Customers through the door we need to make sure that we maximise the amount of revenue
we can make from each Customer. Here are five strategies that you could use to increase the average transaction
values:1.
2.
3.
4.
5.

Put Up your prices
Upsell
Bundle
Cross selling
Offer more complex services
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The first and most obvious is to put our prices up. You would be surprised at how many people have not put their
prices up in years for fear that they will lose Customers. Some Customers are put off if your prices are too low, they
think that the quality cannot be there otherwise they would be paying similar prices as your Competition are charging.
An upsell strategy is where the Salesperson shows the Customer what they asked for, but at the same time shows
them the next product up in the range and the benefits to the Customer of having the higher value product. Car
washes are very good at squeezing an extra £ from each Customer. Do that several times a day and it all adds up over
time.
A bundling strategy is quite simply where we take a group of products, then make that into an offer, a meal deal is a
prime example, the Customer wanted a sandwich but the offer of crisps and a drink was too tempting.
Cross selling is where the Customer comes in for one product, but leaves with associated products too. If I went into a
paint shop to buy paint, a professional Salesperson would ensure that I had everything I needed to do a proper job. The
right brush, sand paper, undercoat, thinners, dust sheets and personal protection. Smaller hardware stores find this
easier than large DIY depots as they are better placed to engage and discuss projects with Customers.
If you are in a service based Company differentiating yourself from the Competition by offering niche services for more
complex situations will allow you to charge higher prices. A window cleaner only able to clean 2 storeys cannot charge
the same as a cleaner of high-rise buildings for example.

Number of Transactions
Here are some other strategies that we could use to increase transaction numbers:1.
2.
3.
4.
5.

Have a Loyalty card
Book their appt before they leave
Manage your database
Special events
Down sell

Coffee shops and restaurants use loyalty cards to encourage Customers to come back and to track their visits. Having
a loyalty scheme with exclusive benefits, discounts, newsletters, or early entrance to sales is a great way to reward
loyal Customers.
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All Businesses want repeat business, but very few take steps to encourage the Customers to come back. Busy
hairdressers are very good at ensuring that Customers book their next appointment before the Customer leaves.
No marketing required once they fill their books. Walks ins and urgent appointments are just a bonus.
Having a database of Customers is absolutely essential. Having a list of Customer email addresses who have
opted in to receive your emails allows you to regularly communicate with Customers with events, sales,
vouchers, time-based offers. The majority of Customer choose your Competitor because of perceived
indifference i.e. you did not care enough about them. So regular communications with Customers are essential
for increasing the number of transactions.
Having Special Events allows you to get Customers to make the extra transaction. Let’s say we were visiting a
restaurant and they told us that the chef was having a special evening with a 8 course taster menu then we
might be tempted to book. Mothers Day, Fathers Day and Valentines Day are potentially busy days that need to
be marketed. What could you do as a special interest day in your business.
Down sell is a strategy where we have a go to product or service if the Customer does not want to have the
standard offer. So to avoid them walking away spending nothing to have a product to meet their budget. If the
Customer say. is interested in purchasing a car, we show them the model that we feel best meets their needs.
Should that prove to be too expensive then we have the more basic model that we can offer to meet their
budget.

Profit Margins
The expression goes “Turnover for vanity profits for sanity”. The business has made the turnover now we need
to make sure we retain as much profit as possible, here are 5 strategies we could implement to improve profits.
1.
2.
3.
4.
5.

Renegotiate with Suppliers
Sell high margin products
Gift Cards
Business Premises
Outsource infrequent activities

All purchases and supplies should be reviewed on a regular basis to make sure that the best prices are being
achieved. Suppliers who value your business will readily negotiate on prices to ensure that they retain your
business. As your business is growing they want to maintain their relationship with your Company
.If your business only sell services with low margins then you need to sell them in volume to make a good profit.
In a restaurant selling soup and jacket potatoes are good high margin products when they are made with
seasonal vegetables or cheap fillings for the jackets. If you start selling lobster bisque and jackets with smoked
salmon and prawns then the profit margins are eroded so make sure these premium products are priced
appropriately.
Gift cards are a great strategy, for one, it increases loyalty, but the main reason is that you have had the
Customers money from when they bought the gift card. In 2019 in the US it was surveyed that 59% of Customers
gift spend was on Gift Cards. After 6 months only 80% had been redeemed and 6% were never re-deemed.
As a result of the pandemic many businesses have been able to get Customers to work from home. This
reduces the size of the premises that the business requires to house all of the staff that they might have
previously had to have space for. Having some of the Team working from home greatly reduces a number of
costs, its better for the enivornment and makes for happy staff..
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Finally, outsource any activities that you do not need to be doing to free up
time to be working on more productive areas. Low skilled roles do not need to
be completed by the MD. Do you need to have an all singing all dancing AO
colour double sided printer for that once a month print when 99% of what you
print is standard A4 black and white. It will be cheaper to get the local printer
to do the specialist work.
So I hope there have been some ideas to help you in your business to improve
your business.
How does this impact the numbers?
Through improvements in the advertising and marketing we managed to get a 10% improvement in the
number of leads we generated. The number of leads increases from 4000 to 4400.
Next, we improved the sales team with training, we gave them some compelling offers and differentiated ourselves
from the competition. As a result, we increased the conversion rate by 10%. Now its 10% of 25%, not 25%+10%, so we
improved our conversion rate to 27.5%.
So, with two 10% improvements in Leads and Conversion the number of Customers jumps from 1000 to 1210
Customers. Wow.
Now, we have the Customers coming through the door, we implemented the strategies to get them to buy more. “Do
you want Fries with that” is a classic line for getting us to spend more money. In this case we have implemented
strategies that have given us an improvement of 10% in the amount of money the Customer spends. So, Customers are
now spending £110 per visit on average.
Next, we incentivised Customers to come back by allowing them to book their next visit or to come to our special
event, 1 in 10 Customers took us up on the offer. So, we saw a 10% improvement in the average number of transactions.
The turnover in the business jumped to £292,820 as a result of improving the £average and number of transactions.
Four areas of 10% improvement gave us a 46% improvement. Small gains, multiplied together, that’s the compounding
effect.
Now most business have the capacity to do more without increasing the size of the premises or taking on more staff.
We actively implemented some strategies to improve the profit margins, we achieved a 10% improvement in the profit
margin to 27.5%.
The bottom-line profits improved from £50,000 to £80,525, or a tidy 61.5% improvement. Kerching!
The table below summarises the 10% improvements we have made. Add your numbers to the table to see what a 10%
improvement could do for your business.
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The order that I would recommend working on the strategies is dependent on how long the business has been
trading. Businesses that have been trading should have a database of Customers, experienced Salespeople
and established processes which might not be the case of a new start business.
The easiest and cheapest strategies to implement are £average and Number of Transactions. The next is profit
margins. Conversion is 4th as it takes time to do training and to test and measure. Finally Leads as we want to
make sure we make the most of Customers coming through the door before spending money on advertising.
We have many more strategies and diagnostic tools to allow us to identify, qualify and quantify strategies to
improve the profitability of your business. Our E-learning system has over 200 hours of videos and workbooks
showing you how to implement these strategies. For more information please get in touch.

5 Ways Formula with 50% Improvement
Just for fun, and because a 10% improvement is too easy to find in a business I thought I would show you what
50% improvements look like. I have left you a column for you numbers.

Table 3 5 Ways with a 50% improvement.
50% Improvements seem like a big step but are actually wholly achievable by learning and implementing strategies,
testing and measuring as you go.
You might find that you can achieve small gains in some areas and more in others. Tracking and measuring your
performance in these 5 areas and then getting the team onboard to suggest ideas is a great way to get everyone
involved in making the improvements that will lead to great Customer service and greater profits really is a win win
for everyone involved.
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YOUR
Next Steps
Our Company Business Growth Mentors
helps business likes yours to improve their
business in these 5 areas. We are not a
Consultancy that will not tell you what we are
doing to find these improvements we are
teaching and coaching business who want to
teach you how to run your business so that
you can achieve the best profits possible.
Why?
When there are no jobs, there is no money
when there is no money, local gyms, clubs
and facilities all suffer as a result.
We know that if local SME Businesses are
profitable and viable, Business Owners will
employ local people to support them in their
businesses. The wages of the Teams working
in your Business are spent locally further
supporting more local businesses and
allowing the community to thrive.
If we have a vibrant business economy then the Sports Clubs, Gyms, Arts Clubs,
cinemas, theatres music venues all thrive giving the community opportunities to
exercise and grow their skills. Fundamentally it makes it a better place for us to live
and for those with children a better place them to bring their children up.
So if you would like more tips to grow your business follow us on Facebook at
www.facebook.com/groups/growthforum
or visit us at
www.businessgrowthmentors.com

Join business growth
mentors community
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