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PART ONE:  Why Grow My Business…It’s Doing Fine! 

My Assumptions… 

…your business is established and well run! 

…you have earned loyal clients with attentive customer service! 

…you are experienced, professional, and highly qualified! 

…you know a little something about business and being profitable! 

…you are wise enough to know that there is always room for improvement and growth! 

  

Focused on The Day to Day, Not on The Future.  

The best advice my accountant gave me… “make sure that the majority of your time, energy, and effort is focused on 

prospecting and growing your business”. 

All too often, we are busy in the moment and where we are and lose track of where our business needs to be going. 

My driving instructor told me “look where you are going, and that’s where you will go”. 

Where the mind goes the body will follow. - Arnold Schwarzenegger  

It’s about where we are VS. where we should be going. 

 

 

  

  

  

  

  

  



 

It’s About Replenishment… 

“The wider the base, the taller the tower” - Unknown 

Where Have Our Clients Gone? 

. Sadly, some die. 

. Some retire and close their business, some go out of business, some move their business out your market area… 

. Some discover a “friend or acquaintance” in the business and feel obligated.  

. Some decide to move services “in-house”. 

. Some have decided to “do it themselves” with software. 

. Some decide to move their business to a competitor (price/convenience…etc.). 

. Some move their business because of service dissatisfaction /expectations not met. 

Other Reasons… 

As the cost of doing business increases, new clients and new business can keep you profitable. 

Your competitors (seen and unseen) are vigorously prospecting, therefore you should too! 

  

 PART TWO: Get Your Business Booming: Common Sense Tips to Create Growth! 

 Customer Service Review – Moving the Needle from Good to Great 

Customer service excellence can (in time) add more customers (word of mouth) … and it can lead to greater client 

retention. 

  

Competitor Studies – Learn the Lessons from Your Competitors 

Take a little time and visit your competitors’ websites and see what they are doing.   

  

Referrals  

People served well often take good service for granted. (mechanic) 

Ask current clients if they know of anyone or any other business that should know about your business. 

80/20 Rule might apply as you might receive a majority of referrals from a minority of clients. 

Your best clients might be instrumental in driving new clients to your door. 

  

 Thank You! 

Consider how actively appreciating your clients and their ongoing business  

plays into how they view your business and how that over time can lead to referrals.  



  

Query New Clients  

Investigate the reasons behind new business. 

Why and how did they become a client?  How did they find you? 

  

Refresh Your Website 

Make it valuable by ensuring it is informative and useful to current and potential clients. 

DIY or have a new one built? 

Ensure an FAQ section. 

Blogs and / or articles  

Create mailing lists 

Downloadable files and tools. 

Consider adding a password protected client’s area.  

Analytics can tell you lot about who is viewing your site. 

New websites offer unlimited options for supporting current clients and attracting new ones. 

Finally, don’t forget to inform all your clients that you are excited about your new website and invite them to visit.  

  

Unleash Your Inner Writer  

Write informative articles for local or area publications. 

  

Quarterly Newsletter for Clients  

(Shareable PDF or downloadable from website) 

Provide a highly informative newsletter full of valuable tips and information…and invite clients to share with others. 

  

Deepen Your Social Media Presence 

Facebook, Twitter, LinkedIn…etc. 

More and more, potential clients reference social media in their decision making. 

  

Freshen Your Brand  

Maybe it is time to give your business a new, updated look. 

Updated logo, promotional materials, and website…etc. 

  



 

Don’t Forget Your Business Card 

Thank of providing clients – two cards – one for themselves and one to give to a friend or associate. 

  

Ask Your Own Employees to Promote Your Business  

Provide them with their own personal business cards  

(WIIFM = finders fees?) 

Remind your team, business success and new growth = deepens job security for everyone. 

  

Sponsor / Support Local Charities and Your Local Community 

Think of donating your time/expertise/gifts in kind 

Query your staff on their thoughts on supporting and how best to that. 

  

Think Networking 

Chambers of Commerce. BIAs and DIAs 

Community Service Organizations* 

If you decide to join a service club or organization do it primarily because you want to serve your community. 

  

Engage with Your Association – ATAP  

Chat with other members about what successes they’ve had in growing their business. 

Associations are powerful when knowledge and experience is shared. 

  

PART THREE: The Big Re-Cap 

Focus on the future and direction of your business and where it is going...and growing. 

Choose to see business growth as replenishing and growing your client base 

Business growth = business security, job security and insurance against future challenges 

Be open to trying a variety of ways to grow your business. 
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