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Jackie Jarvis is a business owner, mentor, and sales coach, who regularly applies the Quick Wins detailed in her book to both her own business and the businesses of the many ambitious business-owner clients with whom she works.


Before becoming a business mentor, Jackie gained her experience across a range of different industries in both the SME and corporate environments. She has worked for both top corporate brands and small start-up companies


Jackie has a wealth of first-hand experience as a sales-person, a sales manager, a marketing manager, a training manager, an executive coach and now as a business owner herself. She is a director of Heart of Business, a unique concept, created with her two business partners, that brings together a team of like-minded business mentors and professional service providers, who all share the desire to make a difference through the work they do.


Jackie also works within her own independent brand ‘Jackie Jarvis’, coaching business owners and professionals to win the business they aspire to in an ‘authentic’ manner.
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Preface


I know what life is like for most busy business owners – it can be a real struggle to have the time or motivation to pick up a book.


This book has been written with those challenges in mind. It aims to inspire you, with an easy structure to follow, jargon-free language, stimulating quotes with questions, and winning formulas which will transform your business.


Quick ideas


Each of the 50 Quick Wins gives you a quick introduction to the idea, Quick Questions for reflection, a Quick Win formula to follow, a Quick Success story and some practical Quick Actions for you to take.


Quick read


The book has been designed with you in mind – to enable you to pick it up for inspiration or illumination, as and when required. I hope that it will sit on your desk and be referred to from time to time, not sit on a shelf gathering dust!


Quick results


This book contains real-life examples of the Quick Wins which I have helped ambitious business owners to implement and which get results. These are proven winning strategies which can work for you in your business.


Enjoy winning more business!


Jackie Jarvis





CHAPTER 1:



Quick Wins to Get on Track and Motivated


1.     Analyse what isn’t working and why


2.     Decide what you want and clarify your ‘why’


3.     Create an inspiring vision


4.     Set breakthrough goals


5.     Value your time



1: Analyse what isn’t working and why



‘If something isn’t working, don’t be afraid to stop or change it.’


To thrive as a business, you must be able to attract and retain profitable customers – you will need sales and marketing in order to achieve that. If you are not currently attracting enough new leads, or winning enough new business, you need to ask yourself why this is, and then take the appropriate steps to put it right.


As a business development mentor, I have seen and heard many of the mistakes made by business owners, both large and small. These mistakes have resulted in a great deal of wasted time, expense and resources, as well as causing a lot of frustration along the way.





 




Typical mistakes


• Lack of a sales and marketing plan – haphazard activities


• Poor decisions about what to invest in – not enough research


• Starting with a website before thinking through your best target customer, what your service is, and how it works


• Trying to do too much, too quickly and making mistakes


• Outdated or weak brand identity which sends the wrong message


• Mixed marketing messages with no coherent theme


• An unclear or confusing proposition


• Relying on just one or two methods of generating business


• No sales follow-up system or proper record keeping


• Not keeping track of results


• Blindly carrying on, despite not achieving the desired results


• Trying to do it all yourself despite not having the skills


• Not investing in the expertise to get it right


• Not briefing or managing providers effectively


• Engaging providers and still doing it yourself.





Quick Questions


Which mistakes do you recognise from the list above?


What are these mistakes costing you?


Quick Win


Before you start making any changes, please be honest and ask yourself this: what is not working as well as it could?


Here are six questions to help evaluate your current sales and Marketing activities:


Where do your best sales leads come from?


What have you done in the past that used to generate leads, and how successful has this been?


What is not working well enough? Why is that? Do you know? And if you don’t, how could you find out?


What is wasting the most time, money and effort?


What do you know that needs improving?


What help, resources or expertise do you require to get it right?


Quick Success


When I am mentoring business owners, our initial conversations often tend to centre upon what has worked in the past but is not working any more. A Quick Win here, for example, would be to stop spending money on sales and Marketing activities that are not generating results, until you have properly evaluated them. You can save thousands of pounds just by doing this. For example:


When I noticed that my newsletter and email marketing were no longer generating any significant return, I simply stopped them for six months. Nobody noticed. We saved time, money and effort – and then concentrated on putting a fresh plan in place.


When I analysed the personal sales time it took to sell places on a group small business programme I was running, I realised that the time spent far outweighed the results we were achieving. So I changed the whole sales process and started selling places on the courses from one event. That worked a lot better for us.


Quick Actions


Make a list of all of your sales and marketing activities.


Estimate the time and cost for each activity versus the results you are getting.


Stop any costly activities that are not working.


Take time out to properly plan an effective Sales and Marketing strategy (the ideas in this book will help you do to this).


Get the expertise to help you deliver it.


Start measuring results so that you can fine-tune as you go along.



2: Decide what you want and clarify your ‘why’



‘Once you are sure you are on the right path, it is OK to run.’


When was the last time you stopped, took a deep breath and asked yourself the question. ‘What do I want and why?’


Under pressure, it is often easier to start explaining what you don’t want, but all that does is to reinforce the negative. In order to be able to move forward, it is essential to have a vision – a goal or an idea of how you would like things to be.


Knowing why you want what you want is vital, since this is the motivation that will keep you going when you feel tired and there are hills to climb.


Some people say they want to ‘make a difference’ with their business – they want to contribute in some way, or to do something important for the greater good. Their motivation goes well beyond just making money or a living from their business. Others say they are doing it for their families, or for personal ambition.


Either way, if you can connect with your ‘why’, your day-to-day activities will appear so much more important to you because you will know they are now linked to a bigger, more important picture. You will become more resilient and more determined to persevere, even when the going gets tough.


So, if you have lost your ‘why’, finding it again is important.


Quick Questions


Are you clear about what you want?


Do you know why you do what you do?


Quick Win


In order to be truly motivated to put the work in to grow a business, you need to know what you want and, most importantly, why you want it.





 




Questions to uncover your ‘WHY?’


These questions will help you go a little deeper and uncover what is really motivating you and your business. Take some quiet time and use these questions to stimulate some thoughts.


What do you enjoy the most about your business and why?


What do you really want your business to be about?


What are you most passionate about in your business?


What do you want to contribute through your business?


What is important about the contribution you want to make?


Why is that important to you?


What is the difference you really want to make?


Why does that matter to you?


What is your strongest WHY?





These questions can be hard to answer sitting at a desk with a blank piece of paper in front of you, so go for a long walk and ponder them. Jot down any ideas that come to mind, or, if you are visual, draw some pictures.


Keep a notebook beside your bed and reflect upon these questions before you go to sleep. You may be surprised what you come up with – your ‘why’ is vital to you.


Quick Success


Kez was the director of a successful homemaking service for busy corporate mums. She achieved a real sense of purpose once she realised that her business drivers were closely connected to her personal experiences.


As a mother herself, Kez had been juggling her home life and bringing up two children, with her business life and climbing the career ladder. She loved her work and her kids, but it was a constant battle to combine them both.


Then Kez became ill and found herself at home, unable to do very much at all. She tried to find a company that offered the combination of homemaking help and a high-quality childcare service, but couldn’t find any that delivered the kind of service she required. That experience triggered the idea to start her own business.


When Kez set up her homemaking service, she had a clear sense of who she was doing it for. Her purpose was to give busy corporate mums the freedom to pursue their career ambitions whilst maintaining a happy home.


Kez’s ‘why’ was all about giving the women she related to the support they deserved. She felt it was what she had needed when she was pursuing her corporate career and now wanted to help other women in her position.


The important thing for Kez was that she connected fully with her customers, and the challenges they were facing, having had the same experiences herself. This became a driving force in her business, helping Kez to stay passionate and motivated whilst overcoming all the pains associated with growing a successful business.


Quick Actions


Share your WHY with your team members and your customers.


Make your WHY an important part of your business story.


Create something visual that will remind you of your WHY on a daily basis.


Make your WHY matter and be proud of it.



3: Create an inspiring vision



‘Vision without execution is hallucination.’


Creating a vision is your way of anticipating the future. Think of it as planting a seed in your mind – if fed and watered properly, it will flower and grow over time in the way that it was always meant to.


Looking into the future in this way allows you to check whether you like what you see. Describing your vision can inspire both you and others in your team – everybody needs something to aim for. When you align your day-to-day activities with your vision, they will be more real and more meaningful.


To make this vision a reality, you will need to take action today. The daily choices you make will ultimately be the difference between you attaining your vision or staying put.


Simply having a vision is not enough to make it happen.


Quick Questions


Take a few moments to relax and take a walk into the future. Close your eyes and imagine yourself in this place where everything you wanted has been achieved.


What do you see happening in your business?


What does it look like?


What kind of clients do you see?


Who do you see working with you?


What are you doing?


What are people saying about your business?



Quick Win


It can be useful to get someone external to facilitate a ‘vision session’ with you and your team. When I work with clients we use something called a ‘vision orbit’ (a big three-ring circle), with colourful Post-it notes to help unravel thinking and gain clarity. I help clients to think about where they are now, in the key measurable areas of their business, and then project forwards to where they want to be in three years’ time. This exercise always stimulates positive discussion.


Once you have a vision, you can use it to motivate both yourself and others – this is often the first step needed to kick-start a strategic planning meeting with your team. Your ‘breakthrough business goals and objectives’ (see Quick Win #4) should come out of this vision, and your strategic action plan should be guided by these goals.


Quick Success


Anne-Marie, the director of a successful PR and social media company, found the vision orbit session that we undertook at the beginning of her mentoring programme incredibly useful. She still has the vision orbit pinned up on the wall in her office, and it has guided every decision they have made as a business over this past year. The question is always: ‘Is what we are choosing to do now taking us closer to our vision?’ Being a highly creative company, having a clear vision of where they are headed as a business is vital both for Anne-Marie personally, and for her team.


Quick Actions


Take time out with your partners or team, and brainstorm the vision you have for your business.


Write a description.


Use a visual – a vision circle or a vision board. That way you can remind yourself of it from time to time, add to it, or adapt as things change. Find a visual image that you can relate to. Pin it up on the wall where you can see it every day – it will keep you anchored to your future.


Make sure the action you take is aligned with your vision.



4: Set breakthrough goals



‘Goals are your promises to yourself – they will light your path and inspire your journey.’


A goal is a written statement of intent. It represents the target you are aiming for. There is far more commitment behind a written goal than behind one that merely remains as a thought in your head. The level of commitment you make to each goal influences the energy you will channel to make it happen.


‘Breakthrough goals’ are the goals that are the real keys to your success. They are the ones that will make the biggest difference and are most important to you – once you achieve them, everything else will seem possible.


Quick Questions


What are the three most important goals you intend to achieve this year?


Would any of them mean a ‘breakthrough’ for your business?



Quick Win


Your goals need to be SMART:


Specific


Measurable


Achievable


Relevant


Time-bound.


If they are SMART, you will be able to measure your achievement. However, if they are woolly – e.g. ‘I want to grow my business and win more customers’ – how will you know if you have ever achieved it? Does winning ‘more customers’ mean one more or fifty more?


Goals that remain vague ideas usually fail to be realised. Once you make the commitment to your goals and write them down, they are more likely to become a reality.


Take each breakthrough goal you want to achieve and break it down into the three ‘How to’ goals that will contribute to its achievement.


Keep it simple but make it measurable.





 




Breakthrough goals and the ‘how to’ goals required to make them happen


Breakthrough goal: Hit our £1 million turnover target


‘How to’ goals:


1) Win 10 new corporate client accounts worth £50K+ each


2) Increase existing client sales by 15 per cent through cross-selling


3) Sell advertising space on new website


Breakthrough goal: Build local brand awareness


‘How to’ goals:


1) Complete newly branded website


2) Set up and deliver new social media strategy


3) Set up and deliver local sponsorship programme


Breakthrough goal: Develop and empower the sales team


‘How to’ goals:


1) Recruit three new sales people


1) Agree roles and responsibilities, and job descriptions for everyone


3) Create and deliver a performance appraisal and training programme





Once you have set your goals, you will need to create a process to ensure they remain at the forefront of your mind, and that of your team’s. You may have your goals displayed visually in your office, next to your Vision Orbit (discussed in Quick Win #3) or have them talked about and reviewed at meetings.


However you do it, you must keep focusing upon your goals – they will not miraculously happen simply as a result of being written down. Remember, a goal is like a seed – it needs to be fed and watered in order to grow.


Quick Success


I help my business-owner clients create twelve-month breakthrough goals at the start of their mentoring programme. We make sure that these breakthrough goals are in line with their business vision and that they are SMART.


They are written up on a chart and put on the wall alongside their Vision Orbit. This keeps them at the forefront of their minds, and ensures that they do not get lost in the day-to-day rush.


At each session we make sure that day-to-day actions are aligned with the plan to achieve these goals. Each goal requires a tactical action plan to make it happen.


Keeping it simple in this way has resulted in my business-owner clients being able to achieve their breakthrough goals, and to do so far more quickly than they had ever imagined. This is proof that this method works, and it gives them the confidence to reach for more.


Quick Actions


Take time to write down your three most important breakthrough goals and break them down into three ‘how to’ goals.


Make them all SMART.


Put them up on the wall so you can see them every day.


Personalise them with photos or pictures as this makes them more memorable and engaging.



5: Value your time



‘Make each day count in an important way for you.’


When you are busy at work, it can be easy for time to run away from you. How many times have you wondered where the day went? Because we are all creatures of habit, the way we use our time is influenced by our habits, be they good ones or bad ones.


Making each day count in some way is vital if you want to grow your business. In order for it to change, improve and grow, you will need to carve out some time from the day-to-day routine – something many business owners neglect to do.


This time could be spent on matters such as developing a business and financial strategy, creating sales and marketing plans, obtaining customer feedback, or putting systems and procedures in place.


Your day-to-day activities will need to align with the steps required to achieve your breakthrough goals and, ultimately, your vision (described in Quick Wins #3 and #4). If there is no conscious alignment, the danger is that any time you spend will be taking you further away from your goals, not closer.


Quick Questions


Are you spending enough of your valuable time working on your business, rather than in it?


If you had an extra half-day a week, what would you spend it on?


Are you aware of what wastes your time?


Quick Win


Effective time management starts with an attitude of respect for your time, and for the time of others. Time is precious to everyone – we are all the same. If you are disorganised, it can affect those relying on you, and vice versa.


Here are some ideas to try out:


Keep a time log to analyse where your time is going and become conscious of your use of it. Get your team to do the same. Is this time being spent on actions that are in line with your vision?


Think about how you can be leaner and more efficient in what you do – what are you doing which is a waste of time?


Set aside a dedicated period of time to work on your business: daily, weekly, or monthly.


Talk to those staff and customers who are inefficient or disorganised and discuss how to work more effectively together. Set clear guidelines and give feedback.


Likewise, learn from colleagues who are efficient and organised, and seek to replicate their best working practices.


Think about what you can outsource to experts – what shouldn’t you be doing that could be done more quickly and effectively by somebody else? (More on this with Quick Win #47.)


Set up systems and procedures for everything.


Use focused power hours to get important things done.


Make a weekly plan and allocate time slots for reviewing emails or undertaking social media.


Quick Success


Alan runs a leadership and management training business and spends most of his time delivering training programmes and creating course materials.
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