E-PROACTIVITY – April 04

Welcome to the latest edition of E-ProActivity. 

Our ProActivity research team have been scouring the Internet, reading business books and magazines, going on courses and talking to other successful business leaders specifically to discover new ideas that can help to make your business more successful.

So here are a few of the things we have discovered, learned or re-learned since last time.

Four Ways to Grow Your Business

As repetition is the mother of all learning, here they are again. There are only four ways to grow any business. Refer back to previous editions of ProActivity for examples of each of these areas.

1. Increase the number of customers (of the type you want to have)

2. Increase the number of times they buy from you

3. Increase the average sale value

4. Increase the efficiency of each process in the business.

Just small percentage changes in any of the above can have a significant effect on your bottom line profits.

Refer to previous editions of ProActivity for examples of each of the above – these can be downloaded from our website at www.alexander-ash.co.uk 

If you haven’t yet ordered your free copy of our interactive CD “Simple Stuff That Works – Module 1”, we would urge you to do so as soon as possible - give us a call today - this interactive CD will enable you to work through various areas of your own business, allow you to see the effect of improvements you can make, together with examples and video footage of businesses highlighting the success they are having by implementing some of the strategies outlined on the CD. It’s a must see for everyone running a small business, so don’t miss out on this opportunity. 

If you have a copy of the CD and have not yet reviewed it, please block out some time in your diary to do so. It will be well worth it.

Solve your Customer Frustrations!

Here is a simple process for uncovering your customers’ key frustrations:

· Organise a team meeting. Get everybody in your business in a room - from sales to accounts, manufacturing to despatch. Explain what you want to do, and why.  Then get them to tell you what they know about your customers’ frustrations – which will be loads, since they are talking to customers every day, and they will have heard just about every moan in the book. 

· Draw up a list of everything your team says.

· Show your list to your ideal customers (i.e. the kind of customers you would like a lot more of). And if possible also show it to your ideal potential customers too – perhaps as part of your sales meetings with them.

Here’s an example of the kind of thing you should say to them: “We’ve drawn up this list of frustrations that we think customers have with our industry because we want to make sure that our customers never suffer from any of them. Which of the frustrations on our list is most important to you? Have we missed off anything else that really frustrates you? How could we turn that frustration on its head and do something that would really WOW! you in this area instead?” 

Some key tips:

· Listen carefully. If they say something that is painful to hear, don’t argue with them, and don’t get defensive. Take it on the chin. Make detailed notes. Better still, tape-record the discussion so that you can refer back to it – and also play it back to your disbelieving colleagues later!

· Written questionnaires can work well. But to really get to the heart of the issues you can’t beat a face-to-face discussion. So even if you are using written questionnaires and surveys, do make sure you also have some face-to-face discussions.

· There are some things that even your best friends won’t tell you to your face. So if you really want to get at the truth – and you must – then you must use an independent person to do the research.

· Do all this well and your ideal customers will tell you what your industry and your competitors’ Achilles heels are. They will tell you what they feel strongly about. And they will tell you how to make your business dramatically different in ways that will win you many, many more ideal customers than ever before.

Are you Wasting Your Time?

Picking up on the issues covered in our February edition, we now have access to a time management resource on audio CD. If you would be interested in receiving more information on this, please let us know. 

Strategic Retreat

Getting away from the office for a Strategic Retreat or Business Planning Day can prove invaluable. With no interruptions and mobile phones switched off, the Directors can concentrate on the important things needed to drive the business forward. Even small businesses, when they start thinking differently, can achieve a great deal by carrying out such an exercise. So, if your board meetings are constantly interrupted and you don’t seem to get anywhere at the end of them, maybe a Strategic Retreat is the answer.

Obviously, such a day will be far more valuable if facilitated in the right way, and we can assist with this if you wish. Plan your Strategic Retreat now, and spend a day working “ON” your business to drive it forward. We shall be pleased to let you have a suitable agenda etc., so give us a call.

Discover how to increase your bottom line by 76%

Research suggests that one of the keys to boosting your profits is to create a “great place to work”.

If you visit the website www.greatplacetowork.gov.uk you will find dozens of British case studies and ideas to help you make your business even more successful by making it an even better place to work. 

Or perhaps you might want to buy the book Fish!... which has already helped many business build a happier, more productive and more profitable environment. Its just £6.39 from Amazon, and because it is written in the form of a parable, it takes only about an hour to read. But I promise you, despite its unorthodox title, it’s a book well worth reading. (NB: It is written by Stephen C Lundin, Harry Paul and John Christensen, published by Hodder and Staughton and its ISBN number is 0-340-81979-0).

Picking up on this theme, Business Link are currently promoting the “Investor In People” standard. This process can now be implemented with assistance from Business Link, free of charge, as funding has been made available from Government to promote the standard.

If you would like further information, contact us or your local Business Link agency.

And, of course, if you want some further ideas for making yours a great place to work, please let us know.

Access to Finance

As mentioned in our November issue, Alexander Ash & Co have become accredited under the new Business Link initiative – “Access to Finance”. 

The initiative enables 75% - 80% of the professional fees involved in the raising of finance to be paid for by Business Link. So, if you are looking to raise finance now or in the near future, contact us for further details. 

Health & Safety scam!

Some clients have received official looking letters purporting to be from the Health & Safety Executive requesting registration fees of up to £295.

Please don’t be fooled by these demands. They are a complete con and the HSE are aware of this current scam. There are no such registration fees payable and if you receive such a request, please ignore it. A full list of the “scam” companies and addresses are on the HSE website at www.hse.gov.uk 

Inheritance Tax time bomb!

Inheritance Tax is becoming a major issue for many clients and we are receiving a number of enquiries on this issue. There are still some planning opportunities available if done early enough. So don’t delay and contact us now to discuss your specific requirements.

Book your Financial Planning review now!
Have you booked your free personal financial planning review yet? A review of your financial position to ensure you are moving towards your personal financial goals is essential to make sure you are on the right track. In most cases, an outside view can prove extremely valuable. As clients of Alexander Ash & Co. you can now take advantage of a free personal financial planning review with our consultants. These meetings are without cost or obligation, so what do you have to lose!

Areas to consider are, inter alia: -

· Are you taking advantage of all your (and your families) tax and investment allowances?

· Is there a better mortgage deal around?

· Are you getting the best rate on your savings?

· Are you aware that the new stakeholder pension rules can be used to build up funds for children and grandchildren – with the Inland Revenue paying towards it!!

· Is your business vehicle the most tax effective?

· Is your will up to date and tax efficient?

· Have you considered the potential impact of Inheritance Tax (IHT) on your estate and ways to minimise / mitigate this huge problem?

· Is there enough provision in place for your family should you be unable to work or have an accident?

Alexander Ash & Co. are authorised by the Financial Services Authority

Who Else Do You Know?

Do you know anybody else who would like a free subscription to E-ProActivity? Perhaps a supplier or customer? Simply give us their e-mail details and we will invite them to subscribe free of charge as a gift from you.

Hot tips from friends of Alexander Ash & Co. 

Do you have any tips to pass on to fellow ProActivity subscribers? Perhaps a business book you can’t put down, a management idea that works well for you, or even an inspiring quotation. Whatever it is, please tell us and we’ll pass it on to other subscribers.

HAVE FUN!

Contact Details

If you want any further information on any of the items in this edition, please feel free to call your usual contact or complete the details on the information request form on the last page.

Alexander Ash & Co.

7th Floor, Ockway House

41 Stamford Hill,

London

N16 5SR

Tel

020 8802 1204

Fax

020 8809 0610

Email

paul@alexander-ash.co.uk
Website
www.alexander-ash.co.uk
About Alexander Ash & Co.

Alexander Ash & Co. Chartered Accountants specialise in helping businesses become more successful and profitable. As founder members of the Added Value Network, and working in conjunction with some of the country’s leading business achievers and thinkers, we have developed a suite of tools and resources to help entrepreneurs take their businesses and their lives from where they are to where they want to be. And, as part of our commitment to your success, we will gladly introduce you to those tools and resources free of charge.

Copyright, The ProActivity Research Team, 2004

INFORMATION REQUEST – FAXBACK FORM

Fax to Alexander Ash & Co. 0208 809 0610

	Name
	

	Address
	

	
	

	
	

	
	

	Phone number
	

	Fax number
	

	Email
	


· I am interested in seeing the Michael Gerber video. Please inform me

of the next showing.

· Please let me have the SystemBuilder software on 30 day trial

· Please let me have a free copy of your interactive CD – “Simple Stuff That Works”

· Please let me have further information on your Business Edge Programme
· Please contact me to arrange a free personal Financial Planning Review
· Please send me a copy of the new AVN book, “Small Business, Big Difference”
· Please contact me about my will and Inheritance Tax problem.

· I am interested in obtaining a copy of the audio CD – “How to find the time to do the Important Things”

· Let me have further details on facilitating a Strategic Retreat
Of all the people I know in business, please add the following to your ProActivity mailing list with our compliments.
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