E-PROACTIVITY – February 2005
Welcome to the latest edition of our ProActivity newsletter.
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 

We also have an interactive software tool – Simple Stuff That Works, which picks up on the four ways to grow a business and shows the effect that small changes in these areas can make significant differences to profitability. If you want a copy of the CD, complete and return the faxback form at the end of this newsletter.

A number of ideas are also included in our great business book – “Small Business, Big Difference”, an AVN publication packed full of snippets from business advisers. We have a few copies to give away to clients. If you would like a copy, email us or complete the fax back form at the end of this newsletter and we will be pleased to send you a copy with our compliments (subject to availability of course)

Getting new customers
To gain a new customer, you must have a convincing case. What are the best ways to show the quality of your products and your outstanding levels of service?

You can talk for ever about your own products, services or company, but if others speak for you, it will be a thousand times more convincing. So, use testimonials by satisfied customers and – preferably – demonstrate practical experiences. Make a habit of thanking customers that spontaneously express their satisfaction and ask them whether you may quote them. In this way, you can record their feelings immediately, and you’ll always have plenty of good testimonials available.

Illustrations

Photographs, pictures and drawings are more eloquent than a thousand words. Use illustrations to support your sales arguments in order to make your point rapidly and clearly. Research shows that illustrations make sales calls and presentations much more effective. You don’t just say something, you also demonstrate it with graphs or pictures. You can combine this with testimonials to give a powerful combination.
Statistical Evidence

Hard facts can also reinforce your promotional activities. For instance, a seminar organiser may refer to a customer satisfaction rate of 94%, with 86% of attendees enrolling for the next event – figures obtained via their own market research among existing customers. So by gathering information on your customers you can build your statistical evidence to assist in your promotional literature and presentations.

Credibility
There are various other possibilities for reinforcing the credibility of your commercial approach, such as customer databases, areas in which you specialise, your business experience and other companies you’re associated with

You can never have too much proof of your previous successful work. By showing practical demonstrations of your achievements, you can eliminate objections to your price, doubts about your after-sales service and the urge to look elsewhere. It’s a win-win situation!

Windows of Opportunity 
We share with you below one of the tools used in our BusinessEdge program, namely the Window of Opportunity chart (WOO chart)

· Millionaire businessman turned business guru, Peter Thomson, who is also Chairman of the British Business Consultants and Trainers Academy (‘BBCTA’), describes this simple windows of opportunity (‘WOO’) chart as the most powerful business tool he has ever used.

· Business building strategy 1 - Get your sales staff to take one of these charts with them on every sales call. Better still, get them to take it out at the meeting and say something like:

“Our customers are always disappointed if they find that they’ve wasted time looking for a supplier for something they could have bought from us more easily. So what we now do is use one of these windows of opportunity charts to make sure that none of our customers waste their time like that again.”

At which point you can start telling them about the products they don’t currently buy - writing   the words “Told” in a square once you have told a customer about that particular product (and, where relevant, adding the date when they say they might actually be ready to buy it.
· Business building strategy 2 - Why not go one step further and explain to your customers - just as we have explained to you - how the windows of opportunity chart can be such a powerful business building tool for them too? That way you will be adding some real value to them and their business. And, in the process of demonstrating what a real windows of opportunity chart looks like, you’ll also be able to tell them about the products that they aren’t currently buying from you!

· Business building strategy 3 - For every new product you add to your range, a whole new column of windows of opportunities open up. So find creative ways to add new products. For example, why not add other people’s complementary products to your range on an agency or commission basis? There are many ways of doing this - and most have no cost or adverse cashflow implications. For example, trainers in the BBCTA sell books and learning programmes from a BBCTA catalogue - and that means that they don’t need to carry any stocks or tie up a single penny in working capital. How many complementary products would your customers gladly buy from you if only you made them available?

· Business building strategy 4 - Add a column for referrals - and use it as a prompter to identify who you are already getting referrals from, and who you need to ask again (and again!) until the referrals start to flow.

· Don’t dismiss the WOO chart as not being right for you because you’ve got too many customers or products. Peter Thomson has, for example, successfully used it with a food wholesaler with thousands of customers and products. All they did was to break the WOO chart down into manageable chunks, and each week the salesmen took a different chunk out with them on their sales calls. So, it can be done, and it does work.

So here is an example of a WOO chart which you can start using immediately.
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Website Resources
If you have not checked out our website lately, be sure to have a look at the numerous tools and resources which can be downloaded. Go to www.alexander-ash.co.uk.
Click on the “Resources” section and then onto “Free resources”. This screen pulls up links to a comprehensive database of business information and includes:-

· Business Factsheets

· Online Forms

· Books and publications

· Personal Factsheets

· Market information

· Rates and Allowances

· Calculators

Business Factsheets
Some of the factsheets available to download include the following;-
· Accounts Made Easy

· Getting Paid

· How to Double the Effectiveness of Your Advertising – a message from Drayton Bird, one of the UK’s leading marketing gurus.
· Your 24 Hour Action Plan for Getting Where You Want to go

· Winning Price Wars

· How to Make Yours the Most Profitable Business Card in Town

· The Value of a Business and the Difference Systems can Make – just follow the instructions to realise the true value of systems
· Headline Generator – how to write great headlines for your press releases and marketing material
· How to get Your Bank to say Yes

· How to Handle and Overcome Price Objections

· How to improve your success potential with the OWN Matrix

· How to carry out a SWAT Analysis

· The Secrets of Pricing for Profit

· Windows of Opportunity – find out what your windows of opportunity are
· Small Business Success – The Top 10 Reasons why Small Businesses Fail – according to Michael Gerber
Books and Publications

This section gives you a flavour of the business books we would recommend with a brief commentary on contents. 
Why not have a look at our website during the next month and download some of the free resources – we’re sure you’ll find them interesting and valuable.

Tax Reminder Alert

You can also register for our new TaxReminder service. You will never miss another deadline. Complete your basic details and you will receive an email from us reminding you of certain key dates throughout the year.
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.

Did you know that by simply writing your will in a tax efficient manner, you could save £105,200

in Inheritance tax!. – Don’t delay, Act today!

Pension Planning 
There are big changes coming in the world of pensions from 6th April 2006, which is referred to as “A-Day”

This is the biggest change in pensions legislation for over 15 years. It was initially supposed to be a “simplification” process, but as with all legislation changes, this has not been the case and we just have another set of complex rules to deal with, which are still changing every week!

It certain situations, it is important to make sure that any necessary action is taken before A-Day. For others, delaying certain decisions on retirement may be best left until after A-Day. Unfortunately, there are no generalisations that can be made as everybody’s pension situation is different and individuals have usually built up multiple pension plans over the years under various pension rules.

If you would like further information on the proposed changes or would like us to have a look at your particular situation to take the maximum advantage of the changes, please contact Phil Winship on 020 8802 1204 who will be pleased to help.

Personal Wealth Management
If you would like to receive a copy of our bi-monthly personal wealth management magazine – Talking Money, packed full of valuable articles on all aspects of personal wealth management, give us a call and we will add your details to our mailing list.
Access to finance suspension
We have mentioned in previous bulletins, that we are accredited under the Business Link “Access to Finance” program, which provides funding for professional fees in assisting clients with the raising of or re-engineering of their finances.
Unfortunately, Business Link have had to temporarily suspend the Program as their budget allocation for the 04-05 financial year has now been fully utilised. They are currently re-negotiating with the DTI and the scheme should be reintroduced in the new financial year. We shall keep you informed of progress.
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.
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INFORMATION REQUEST – FAXBACK FORM

Fax to Alexander Ash & Co. 0208 809 0610
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· 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 the AVN resource library facility. Please let me have further details.
· Let me have further details on facilitating a Strategic Retreat
· Let me have further details on your BoardView service
· Please add me to your Talking Money mailing list
Of all the people I know in business, please add the following to your ProActivity mailing list with our compliments.
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