THE FOUR FUNDAMENTALS TO EXPLODING THE GROWTH
OF YOUR BUSINESS

CORNERSTONE REPORT - Working ON Your Business...

Introduction

#1 WINNING NEW CUSTOMERS

Part 1 — Marketing Overview

e Marketing — The Bigger Picture Page 3

e ‘The Curse of Assumption’ — You Must Educate to Motivate Page 10
e What’s Your Clients ‘Lifetime Value’ to Your Business Page 20
e Testing - What You Can Measure You Can Manage Page 27
e Testing - Make Your Marketing Pound Go Further For You Page 36
e Develop a Promotions Schedule to Propel Your Sales Page 45

Part 2 — Marketing — Advertising & Letter Writing

e The Power of Testimonials Page 3

e Direct Response Advertising v Traditional Advertising Page 8

e How to Write a Headline that Really Grabs Your Reader Page 13
e Improving Letterbox Drops & Catalogues Page 22
e ‘Offers’ — A Powerful Tool to Win New Business Page 29
e ‘Offers’ — How to Create Great Offers for your Business Page 36
e Advertising in Your Phone Directory Page 44

Part 3 —-UCD’s and Selling Systems

e UCD’s — Perception is the Reality Page 3
e UCD’s — Three Types of ‘Unique Core Differentiators’ Page 9
e UCD’s — Tips on Creating a Great Unique Core Differentiator Page 14
e Take the Mystery out of Selling Page 21
e Conversion Rates — Why Tracking is Vital Page 29
e Features v Benefits — the Ultimate Battle for Sales Page 36

e What’s IN It For Me?: The Language of Sales Page 42



Part 4 — Referrals, Guarantees and the Phone

Referrals — 8 Great Ideas

Referrals - 7 Ways to Gather Referrals for your Business
Guarantees — A Sales Opportunity

Guarantees — A Double-Edged Sword

Phone Answering and Other Powerful Phone Tips

#2 CUSTOMER RETENTION
e Creating Communication Schedules
e Your Most Valuable Asset — Your Customer Database
e Database - Learn You’re A, B, C’s and Sell Your D’s
e Client Advisory Boards
e Offers and Bonuses
e Understand Debtors
e Debtors - 3 Smart Ways To Collect What You’re Owed
e Creating a Team Commitment

#3 INCREASING YOUR AVERAGE SALE

Price — Is It Really An Issue

Packaging That Sells More And Adds More Value

The 3 Levels of Packaging For Your Business

Cross Selling

Understanding the Profit a Back-end Can Bring Your Business

#4 PROCESSES & OTHER FUNDAMENTALS

Failing to Plan = Planning to Fail

The SWOT Snapshot: Zooming In On Your Business
Your Business Profile — An Important Tool

Friend or Foe ? A Competitive Analysis

Perceived Indifference. Are You Suffering From It?
The Most Common Reasons For Small Business Failure
A Numbers Game? Your Sales & Forecasts
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