‘10 Top Tips’ to development your
business and make it grow

What type of business are you in?
An obvious question perhaps, but the answer may
surprise you!
Are you making the same crucial mistake that over
1.5 million UK business owners are making?
Have you any idea what that could be?
Would you like to increase the amount of new
business you achieve without spending too much
money?
Then Read On…….
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Hello, here’s a FREE info booklet, with our compliments
At Owadally and King, not only do we provide all the usual
accountancy and compliance services to a very high
standard, but we also operate in a very pro-active way.
We don't let problems just sit there. We deal with them. We
even offer solutions before the problems arise.
In other words ‘We are flexible, dynamic and confident
accountants’
We are also ‘Accountants with a difference’ as we take a pro-active approach to helping our
clients, and not just with normal compliance type services.
The ‘added value’ specialist tax work we carry out for our clients, with a philosophy of ‘to
remove your worries and lessen your tax burden’ has been of significant benefit for our
clients over the years.
We have an enlightened approach to ‘Social Responsibility’ and support a wide range of
charities and social enterprises.
Our ‘Business Success Services’ also demonstrate that we take a different approach in
support of our clients and business friends.
We also enjoy providing pro-active information, just like this FREE booklet.
We have identified the ’10 Top Tips’ to help your business grow.
For more guidance and help contact us at info@oandk.co.uk or call 020 8686 7756 we
would be happy to give you more advice and information.
We can also tell you about our unique new service – Elevate.
It’s a powerful and unique combination of 24/7 Cloud Accounting, Business Coaching and
Real Time Management information. Learn more about Elevate - HERE
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10 Top Tips - To help you grow your business
Tip 1. Remember What Business You Are In – Make sure you know the answer
This may sound quite strange to you, but most MD/Owners of SMEs don’t really know what
key business they are in.
What business are you in? ………………………………………………..
You’re probably thinking of the obvious answer, perhaps the market sector you’re in, the
type of business you have, or the products and services you provide.
Well… You’d be wrong…
It’s an easy mistake to make…. But the real business you’re in is ’the marketing business.
We all are!

So as Accountants we’re not really in the business of “Accountancy”… We’re in the business
of marketing Accountancy and ‘value added business advice services’.
The photographer isn’t really in the photography business…. They’re in the business of
marketing photography…
Or the IT Consultant isn’t in the IT business…. They’re in the business of marketing IT
services.
The same can be applied to any and every industry.
Once you understand you’re in the marketing business, then your focus should change.
You want your business to make more sales, increase profits and grow to the next level.
It’s easy to make the mistake of thinking that marketing is just a small part of what you do…
When in actual fact, if you want to drive your business forward it’s the very core of what
you do.

____________________________
Tip 2. How to achieve that elusive ‘work-life balance’ – Your business should do that for you
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Did you know that…?
’Over 1.5 million businesses in the UK do not have a Business Plan.’
Worse still, that means most of the people who run these businesses don’t have a method to
ensure that their business gives them the life they deserve.
It’s impossible to write a really effective Business Plan, until you the owner know what you
want to achieve in your personal life.
Write your personal goals using a very effective technique called S.M.A.R.T.E.R before
deciding on any targets for your business.

Specific
Measureable
Agreed
Realistic
Timed
Exciting
Resources

- Your goals should be detailed
- The objective must have measurements
- Ensure that those closest to you have ‘bought in’ to your goal
- Is it attainable with a stretch.
- All goals should have a target
- Make sure the goal is a target that really excites you
- Note what you need to achieve this goal (time, knowledge, money?)

Why use S.M.A.R.T.E.R?
There are strong neurological and physiological reasons why you should use employ this
method.
Believe it or not approximately 2 billion pieces of data come through to your 5 senses every
few seconds. To maintain your sanity this deluge is filtered through a network of cells in your
brain so that only a very minute proportion of the information gets through to the rest of your
‘neck top computer’.
This network of cells is called The Reticular Activating System or RAS for short.
The RAS works like an antenna, noticing stimuli and alerting your brain to pay attention.
The RAS only lets in data that meets one of the following criteria:
 It is important for your survival
 It has novelty value
 It has emotional content

Take a look at the following example…..
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Tip 2. Achieve a S.M.A.R.T.E.R Life – Your business should be your vehicle for that (cont.)
Have you ever driven to and from your place of business/work, but not really remembered
your journey?
You will have ‘filtered out’ everything about your journey (your sub-conscious mind is driving
the car).
Only when a car slams its brakes in front of your bonnet, you notice and brake for ‘survival’.
After this happens your journey continues, and you notice a new advertising hoarding at the
side of the road. It has novelty value because it was not there yesterday.
You’re nearly home and notice a good friend cycling along the road, this has some
emotional links for you.
So your RAS operates on stimuli that are above its threshold of observation.

Mundane and daily routines slip below this threshold. Your RAS will help you notice things
that are relevant to your goals, providing you use S.M.A.R.T.E.R to enhance its affect.
Writing your objectives in a S.M.A.R.T.E.R way will ensure you notice information that may
have passed by unnoticed as it is filtered out.
So, once you have drafted the personal goals for the most important areas of your life (limit
these to just 3 for now) check them against S.M.A.R.T.E.R to make sure they are as
powerful as they can be. Then, and only then, should you decide on the objectives you wish
to achieve for your business.
Your personal goals must be linked to the objectives of the business.
____________________________
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Tip 3. Make a Plan That Works – A ‘One Page Business Success Plan’
Now that we know that a huge number of businesses in the UK do not have a Business
Plan, (don’t be one of the 1.5 million, please!) it follows that the vast majority will not have
contemplated working with an effective ‘One Page Business Success Plan’.
Such a plan focuses attention on the areas in your business that really matter, with the
origination of this plan being the link to your personal goals.
We can help you formulate such a ‘One Page Business Success Plan’. It will focus on the
most important drivers for your business, namely Marketing, Operations and Finance.
Here is an outline of the plan….

This will plan will help you drive your business forward and ensure that you focus on its most
important areas. It can also be used as a very effective ongoing management and motivation
tool.
Contact us on 020 8686 7756 for more advice and information on creating this powerful plan.
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Tip 4. Farm More – Hunt Less– ‘Develop a ‘Growth Matrix’ for higher value sales’
“We need more sales”
“How can we get more prospects?”
“Let’s generate more leads”
“We should spend more on advertising”

STOP RIGHT THERE!
Marketing, and all the great things that can be achieved by an effective strategy, is all well
and good.
However there is a simpler, cheaper way of generating more sales.
‘Farm’ your customer base for more revenue. SIMPLE!
How? …………………By creating your ‘Growth Matrix’
It’s a simple ‘step by step’ process……………………
 On an MS Excel
spreadsheet (or Customer
Relationship Management
system if you have one) list
all of the services and
products you sell along the
top. Think of everything that
customers could buy from
your business
 Then list your
clients/customers down the
left hand side
 Record on the ‘Growth
Matrix’ the services and
products your customers
actually buy
 You’re then left with your revenue holes or “customer sales opportunities”
 Make a plan of action to tell your customers about the products/services in the
revenue holes and include it in your ‘One Page Business Success Plan’
Call us on 020 8686 7756 or e-mail info@oandk.co.uk for more help and advice about
creating your ‘Business Growth Matrix’ and your ‘One Page Business Success Plan’.
____________________________
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Tip 5. Sell the Sizzle not the Steak – Matching customer needs with benefits = higher value
When was the last time you looked at all of your marketing collateral (online marketing and
offline information)?
Does it tap into the buying emotions of your potential customers?
Here are the Top 10 Emotional
States that influence a purchasers
buying decision

Every successful sales approach
either creates or augments one or
more of these emotional states.
In a face to face situation how can you
guarantee to establish what the true
emotional drivers are that a potential
buyer will use to make their purchasing
decision?
When it comes to price negotiation, what can you do to ensure that it becomes far less
important to your potential customer?
Read on and learn a technique that will guarantee that you tap into your potential
purchasers buying emotions….
So a key question .Are your marketing messages just a list of the features of the products
and services you provide, instead of messages that tap into the emotions of your prospects?
Take a look at all of your marketing collateral website, social media platforms, blogs, brochures,
leaflets etc. to make sure you are reaching out to
your prospective customers
‘Buying Emotions’.
Only when you are able to match product/service
‘Benefits’ with the ‘Needs’ of your customers will
you achieve higher value sales.
Think ‘Benefits’ to the customer NOT ‘Features’
of what you can offer

____________________________

‘Accountants with a Difference’ - 020 8686 7756

Tip 6. Use S.P.I.N for great results – A powerful strategy that will increase sales
So if it follows that buyers make purchasing decisions based on emotional drivers, and that
the benefits of your products/services only qualify if they match your potential customers’
needs, then how do you trigger this situation?
Use S.P.I.N!
This strategy first came to light nearly 40 years ago after the
largest ever research study of successful selling and sales
effectiveness
Led by Neil Rackham, now known throughout the world as a
speaker, writer and seminal thinker on sales and marketing
issues, this massive project, supported by major
multinationals including Xerox and IBM, involved a team of
30 researchers who studied 35,000 sales calls in over 20
countries.
The research took 12 years to complete, and resulted in the
groundbreaking classic SPIN® Selling, which hit the New
York Times best seller list and has been translated into over
50 languages.
S.P.I.N will help you understand your prospective purchasers ‘Explicit Needs’.
Once you have identified these by using S.P.I.N, you will be able to offer benefit solutions to
your prospective customers.

Not only will this amazing sales structure help you convert more prospects into sales
revenue, the more true benefits you can offer, the less price becomes an issue.
So our recommended reading would certainly be SPIN® Selling by Neil Rackman.
____________________________
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Tip 7. Effective Networking – Create a good first impression with an ‘Elevator Script’
If you are planning on attending networking events in 2017 then have a clear goal, as well as
having a powerful ‘Elevator Script’ to use when meeting someone for the first time at these
type of events.

Use this structure to good effect….
“We work with (enter the types of businesses you help)”
“Who have problems with (enter different aspects of their
business)”
“What we do is (outline solutions here)”
“So that (insert the benefits to the customers/clients)”
“Which means that (give examples of the success results for
customers/clients)

____________________________
Tip 8.

Create an Additional Sales Team – Foster great ‘Business Friend’ relationships

No doubt you have made numerous contacts over the years, or if you are just starting out in
business you will probably know people who have their own business.
We often underestimate the value of the relationships we build. Why not look at them in a
slightly different light?
Your contacts/connections/networking relationships can become your additional ‘Sales and
Promotions Team.
Start to formalise the way these contacts can refer business to you. Make them aware of
your business objectives and ask for their help. Find out what their business goals are and
what sort of customers they themselves are looking for. There may even be mileage in joint
promotions whereby you can help each other.
Perhaps offer them incentives to promote for you?
____________________________
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Tip 9. Grade Your Customers – ‘They are not all the same’
Not all customers are the same, so it follows that whilst you will always offer great levels of
service you will have customers who are more important than others.
You therefore have to grade your customers, and offer different types of service and
products to each segment of your customer base.
Here are the 10 simple steps to help you grade your customers and as a result improve
customer service and increase revenue:
 Develop a checklist against which you can grade your customers. Questions like ‘Do
they pay on time?’ ‘How much profit do you make from that client?’ ‘How many new
clients do they refer to your business each year?’ and so on. We can help you with
our example ‘Customer Grading Checklist’. Call us on 020 8686 7756
 After grading you will end up with 4 grades of customer/client i.e. Gold, Silver,
Bronze and Bin.
 Enter their new category into your Contact Management System. If you don’t have
one, then use an MS Excel Spreadsheet for each grade of customer.
 Then on each spreadsheet list all of the services and products you sell along the top
 Then list your clients down the left hand side

 Record on the ‘Growth Matrix’ services and products your customers buy
 You’re then left with your revenue holes or “customer sales opportunities”.
 Decide on how often you will communicate with each customer segment, and how
you can tailor your service to suit.
 What customer WOWs can you add to your customer service that won’t break the
bank, but will add to your customers’ experience.’
 Make a plan of action, include it in your ‘One Page Business Success Plan’
____________________________
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Tip 10. Use Elevate– ‘A combination of 24/7 Cloud Accounting and Business Coaching!’
Elevate is a unique combination of 24/7 Cloud Accounting, Business Coaching and Real
Time information about your business.
Our Elevate services are based on the latest cloud accounting software packages, with the
added bonus of insightful business intelligence and 1st class Business Coaching to help
your business thrive and 'Elevate' to the next level.
We use the latest digital technology, which enables you to access your accounting
information via a mobile device at times to suit you. So whether you use a PC, Laptop,
Tablet or Mobile Phone, Elevate will ensure that you stay in control, with important business
information available at your fingertips whenever you need it.
With this up to date information, and bespoke reporting, we are able to provide effective
advice about helping you create a business that becomes the vehicle for the life you want.
That’s the real benefit of Elevate.

Not sure how much impact our Elevate can have?
Take a look at these comments from a selection of our Elevate users….
“Working with Elevate was one of the best business decisions we have made. They introduced us to
Xero our accountancy package, which has transformed how we manage our finances, it's seamless,
the information is rich, and it aids decision making on a weekly basis.
The Elevate team have been brilliant in setting this up for us, helping us define reports, share data
with us and manage the integration with our bank too. Without their help we'd be less agile and make
less informed decisions”.
James Prebble – Director – Palladium Group Limited
"It was frankly quite a daunting prospect to move from Sage, but now we wonder how we coped
before”.
Ed Burns – Managing Director – Collaborate Agency
“I can get their up to date information and draft accounts rather than scrolling through old data so it
has made doing business with other businesses easier”.
Mark O’Connor - Managing Director - First Choice Systems Finance
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This FREE BOOKLET has given you a flavour, and some useful tips, about growing your
business.
So if you are serious about………
Ensuring your business works for you PLUS









Ensuring your business grabs more customers
Generates more revenue
Increases sales and opportunities
Getting more out of your people
Creating a One Page Business Success Plan
Adding value to your business for the long term
Using Elevate to be in control of your business
Keeping more of what you earn through our specialist tax advice services

Then talk with us, as not only will we provide you with first class accountancy and tax advice
services but we can help you grow your business with Elevate.
Contact us at info@oandk.co.uk or call 020 8686 7756 and we can move things forward for
you
Best Wishes and Success
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