50 WAYS TO GROW YOUR BUSINESS:  4TH APRIL 2006
DELEGATES’ IDEAS
Innovate 

· Know your industry

· requirements

· what drives end user 

· what competitors offer

· legislation – new/lapsed implies opportunities

· future trends

· Dissect product sets into markets – focus on vertical markets

· Simplify product/expand range (bronze/silver/…)

· Different uses for product e.g. phone = ringing doorstop

· Process mapping-  current product/service to give understanding to enable looking outside the box

· Look at business failures – examine what would have created success e.g. clockwork radio, betamax…
· technology trends/advancement 

· may provide opportunities

· new selling channels

· Know about social trends, changing market e.g. politics + ear to the ground – ideas from young people leaving school

· New culture, new ways of doing things- E.g. green markets ( new products

· Parallel products

· Product integration

· Community involvement ( new ideas

· Get staff to:

·  actively research ( collate ideas / review ( next product ideas

· Best practice in diversifying

· industry research

· standards

· Dasult 3-D model

· See internals of business

· Try ideas

· Beta sites at little/no cost to the customer ( final test/reference sites/case studies

· Local papers, business magazines – articles re competitors ( ideas

· Don’t pursue ideas which will not work – learn from the experience (e.g. Betamax

· Ask customers re new product ideas 

· what are their biggest selling products? – produce competing, improved product

· what new products will they buy

· talk to customers and users – what do they both want?

Your people 

· Create a workforce with new ideas – and listen!

· Staff need knowledge re product

· Needs: staff training + learning + involvement in ideas development; and management to listen & take action

· Managers must ask if they are in the right role to promote/develop ideas from staff

· Don’t assume the boss has all the ideas – the staff also have ideas!!

· Never shoot down ideas

· Make people feel comfortable offering wacky ideas

Add Value 

· Provide additional ‘add-on’ services, for which you can charge extra – things that cost you little, but are highly valued by the customer

· Design in ‘upgrades’

· Change offer into a service, not just a product – offer a ‘complete solution’

· Develop a clear understanding of customer/ distributor’s needs  – solve problems and provide solutions  

· Create a brand – sell on ‘value’ not price – charge a premium - sell on prestige  - Reassuringly expensive 
· Create‘ bespoke’ products/ services for which you charge a premium

· Create ‘customer community’ to buy loyalty and perception of bargaining power

· Get product endorsement from cult person

· Create ‘exclusive’ image

· Provide 10-year warranty

· Break down product or service into component parts and charge for each ‘bit’

· Improve look of packaging Change your packaging to match different customers – e.g. women cider drinkers

· Create demand, through restricted supply – ‘buy now, as stocks limited’

· Reward buyer behaviour 

· Provide free information and education to the customer/ distributor

· Provide better service – charge a premium

· Offer licences for products and keep track of when renewal is due

· Offer complementary services.

· Group products e.g. sell wine ( sell corkscrews

Customer retention and repeat business

· create a preferred customer relationship( involve them ( ideas are what THEY want

· reduce customers’ risk

· Know & Exceed expectations

· Honesty – be honest

· Integrity

· Communicate with your customers – with purpose & regularly

· Provide solutions (customer driven)

· Meet & Understand the customers needs

· Quality – bottom to top

· Consistency

· Develop Brand recognition – by association

· Reliability

· Remain competitive

· Keep promises – deliver on them

· Provide value & value for money

· Action mistakes quickly – never make the same mistake twice

· Go the extra step

· Look after your own staff – customer facing

Networking & alliances 
· Creating an awards programme which can lead to PR, sponsorship, networking

· Strategic alliances with non-competing companies with mutual interest in same prospects, provided you are not competing over the same budgets. 
· Holding events with joint partners and sharing customer data bases.
· Open days – showing off your business

· Annual meetings – sharing your vision

· Hospitality – entertainment – e.g. Gold Cup/World Cup – involve alcohol – have fun
· Trade associations – advertise in their magazines, or write joint editorial with your clients for prospects to read

· Attend government policy think-tanks

· Play golf

· Use Business Link as a sounding board and register as a supplier 

· Business breakfast clubs

· Don’t underestimate who you are speaking to – ever – you never know who their wife/husband/father/mother is in business

· developing partnerships e.g. person who knows regulatory issues etc

· create space/time to think about new ideas

· influence legislation 
New markets 

· Acquisitions-  Buy into new market

· Increase overseas presence

· Increase exports

· Visit other markets (e.g. other country which is either more ( or less) developed) - what are companies doing in same industry sector – learn from them

· Culture specific products

· Imagine the equivalent for another culture

· Imagine new use for same product e.g. muesli with Guinness = aphrodisiac

· Move to a new market with greater requirement for product 

· e.g. cigarettes in UK– move to Greece.

· Changing location (e.g. legislation: smoking ban)

· Loopholes in legislation

· Sliver marketing:

· know niche, then channel further into niche ( new openings (strong brand helps)

· focus into existing market and develop associated new services

Referrals

· Ask current clients for ideas and referrals – may be even new staff who could bring more dimensions/leads/networks

· Ask current suppliers for leads

· Do what you do well, and word of mouth will soon spread it

· Blogs on the internet

· Talk to people, ask for help

· Get endorsements from 3rd parties
Exhibitions

· Ensure they are relevant to your potential clients and well attended

· Be visible –quality stands

· Be different

Advertising

· Sponsor a football team/league

· Advertise on vehicles
· Sponsor a good cause – e.g. international repetitive strain injury day / clock changing day (make them smile)

PR

· Write 10 top tips articles

· Produce case studies with clients

· Hold seminars on topical issues related to your industry or your target market, or an overlap of the two e.g. employment legislation for recruitment consultants

· Create academic research – publicise it through your PR, in direct mail. Get a debate going in your industry and be seen as a leading voice/light. It gives you credibility/profile.

· Speak at industry seminars or trade association get-togethers
· Write articles for your trade press on topical issues
Website

· Get pay per click (Google etc)
· Have knowledgeable staff backing up your website information on the phone
· It should reduce your print advertising

· It should accentuate your USP’s and give brand awareness

· If your technology is innovative on your site, you can get trade press coverage 

· Hits on your website – identify who is viewing you and why – respond to them

· Try and use SMS/e-mail instead of paper
Direct marketing 

· Accessibility – ask clients how they prefer to be communicated with – e.g. phone/web etc

· Mailshots – ensure they are relevant, focussed, and targeted at a segment – find a hotspot

· Purchase databases and offer competitions, be targeted, create a ‘draw’ to attract interest

· Telemarketing – find out who in your team knows which prospects already, and encourage/reward free sharing of internal information, and leverage contacts you already have in prospects to find their peers in similar companies – i.e. ask for referrals

· Encourage prospects to take part in a survey and ask them if you can call them back with the results
· Newsletters – spread information about your company, have a puzzle page, show industry trends, employee of the month
· Make it easy to be found, to be communicated with, for them to buy, to be seen on internet – be seen first on Google

Sales

· Sales reps – recruit the right calibre

· Interview your competitors sales force

· Make it easy to sell – provide training on all products to sales team

· Provide incentives – ‘buy one, get one free’

· Provide incentives for repeat purchases

· Make it easy to buy - through discounts, free training, customer service and convenience

· Provide discounts for bulk purchase

· Generate leads from distributors

· Do not ‘sell’ – persuade customers to buy

· Widening the selling network e.g. use www to buy/sell; use sales agencies…
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