E-PROACTIVITY – January 2005
Welcome to the latest edition of our ProActivity newsletter, the first for 2005. We wish all our clients a happy and prosperous 2005.
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.

How many of your customers would you enjoy spending a weekend with and welcoming into your home?
You might think that ideal customers are a luxury and that for your business to survive and thrive you have to take whatever customers you can get.You might think that quantity is more important than quality.

But Tom Connellan put it brilliantly when he said: 

And when you think about it you’ll probably agree that: Some customers don’t just make you less profit; they can actually lose you money!

A powerful example…

We’ve heard of one heating wire firm who looked closely at their customers and found that while 70% of them were pretty much breaking even, 20% of customers were generating 225% of their profits and 10% of customers were losing 125% of their profits. 

Which customers do you think they focus on now? 

Which customers have they dropped?

So, isn’t it a good idea to identify your ideal customer? Then you can concentrate on keeping the ones you already have and target your marketing at the ones you really want to get.

After all, you don’t want to spend your precious time, effort and money on keeping – or finding – customers who are going to lose you money, do you?

Your next steps…

We would suggest you spend a little time looking at your customers and working out how profitable each one is? You can then make some powerful, rewarding and profitable decisions about which customers you invest with your time, effort and energy. You might even want to lose some customers!

If you’d like some help in doing this we have a simple system to help you with the process. It’s a series of questions that you should be asking about every one of your customers and we can go through them with you if you wish. Please call us on 020 8802 1204 or email us at paul@alexander-ash.co.uk for more information.
How do you build a thriving business?
The ideal customer profile we looked at above is all part of Customer Relationship Management (CRM) – a big name for something you’re doing already. …finding, attracting and retaining best customers.

When you find, attract and retain the best customers, your business wil most likely survive and thrive.

But isn’t it tough, if not impossible, to look after every customer to the highest standards?
Yes it is!

But you don’t have to…

What you can do is focus your best efforts on your best customers (those customers who generate you the most profit) and de-focus on those that are loss makers (or least profitable). And as a result make a direct link between your profits and a customer-centric approach. 

These two simple strategies could transform your profitability without having to find another customer and help secure the future of your business. And its common sense, isn’t it, to look after the customers who make you the most profits? Partly because if you don’t look after them, your competitors will! 

So how do you know who is making and who is losing you money?

The good news is that you already have all the things you need to calculate your profits per customer – on your invoices.

Your invoices are full of useful information that you can download into a simple database format. Which of your customers order most frequently? And invoices are full of crucial dates – date of order, of invoice, of payment. How long between order and payment? Which customers pay on time? With a little analysis on your part, you’ll be able to see who’s making you money and who isn’t. Who to focus your best efforts on and who to ignore! 

This ‘no-frills CRM’ idea came from www.strategy-business.com and you can read the full article on their website. 

To see how ‘customer centric’ you are, visit www.round.co.uk and take their fun baseball test! 

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!

Book your free 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
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.
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

	Name
	

	Address
	

	
	

	
	

	
	

	Phone number
	

	Fax number
	

	Email
	


· 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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	Fax number
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	Email address
	
	Email Address
	


“It is more important to acquire customers who count… 


 …than it is to count the customers you acquire”
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