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Welcome to our monthly business 

newsletter designed to help you concentrate 

on working more “ON” your business, 

rather than “IN” it. Please remember our skills 

and experience can provide you with help and 

support, give you a strong shoulder to lean on 

and someone on your side, to bounce ideas off. 

 

Best wishes 

 

Joanne Beaumont-Walker 

DipHE(A) FCCA CTA MCMI 

Deputy Managing Partner 

 

What’s your Growth Strategy? 

 

A company might have a great product or service but 

without a business growth strategy to help it define, 

articulate and communicate where it is going, it may 

not grow at all!  

 

 

 

 

 

 

 

 

 

 

A growth strategy starts with identifying and 

accessing opportunities within your market. The 

strategy addresses how your company is going to 

evolve to meet the challenges of today and in the 

future. A growth strategy gives your company 

purpose, and it answers questions about your long-

term plans. 

Having a growth strategy is important because it 

keeps your company working towards goals that go 

beyond what is happening in the market today. They 

keep both owners and employees focused and 

aligned, and they allow you to think long-term.  

 

The first step is to look at five important areas that 

will help you develop a growth strategy: 

1 Think long term – invest time in understanding 

where the market is going and what this means 

for your customers. Short term decisions do not 

help grow a business.  

2 Having a good value proposition is essential – 

this states the relevance of your product or 

service, what it does and why customers need it. 

What is yours?   

3 Expanding your reach – who is your target 

customer and what do you need to do to let them 

know you exist and that your product or service is 

relevant to them?  

4 Growth means new people, systems and (maybe) 

different ways of doing things. Grow at a pace 

you can manage. 

5 How will your marketing get your value 

proposition to relevant customers? 

 

Once you have taken some time to write out your 

growth strategy and where you want your business 

to be in (say) 2 years, the next step is to work out 

your marketing plan.  

 

A marketing plan is a business document outlining 

your marketing strategy and tactics. It is often 

focused on a specific period of time (i.e., over the 

next 12 months) and covers a variety of marketing-

related details, such as costs, goals, and action 

steps. But like your business plan, a marketing plan 

is not a static document.  
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This should outline: 

1 How you are going to keep existing customers 

happy and returning to buy more often 

2 What the goals are for getting new customers 

3 The marketing methods you are going to use to 

achieve 1 and 2 

 

Please talk to us about helping you formulate your 

expansion plans; we have considerable experience 

in helping our clients grow their businesses. 

 

Develop your Customer Engagement 

Strategy 

 

Customer engagement is earned through trust and 

over time 

Customer engagement is all about attracting and 

influencing customers in order to capture and retain 

their attention. 

 

Good communication is the foundation of any 

customer engagement strategy. As more and more 

interactions with customers have moved online, 

businesses have had to adapt in order to make 

brand communication more personal.  

 

Although conversations are central to effective 

customer engagement, the goal is to get the 

customer to talk, while you listen. The more the 

customer talks, the more they will reveal regarding 

their needs. If a customer feels that they have been 

listened to, they will feel like they are building a 

relationship with your business. 

 

You can also drive customer engagement by helping 

them along the customer journey.  

 

 

For example, many businesses now use live chat 

applications to ensure that customer queries can be 

responded to in real time. This makes the customer 

feel valued. 

 

Engaging with customers effectively means 

reminding them about what you have to offer. You 

should avoid the hard sell. Instead, focus on sharing 

little bits of useful information. For example, sharing 

articles or short ‘how-to’ videos that address 

particular points of pain for customers. Many 

businesses use blogs and social media to share 

regular articles, tips and ideas with customers. If you 

provide a solution to a problem, customers will come 

back to you again and again, for further inspiration. 

The point is to share interesting content that adds 

value for your customers.  

 

Your customer engagement strategy should focus on 

retaining existing customers as well as acquiring new 

ones. Retaining existing customers is more cost 

effective in that they already have a degree of trust in 

your business. Existing customers tend to spend 

more and if they are happy, they will recommend 

your brand to family and friends, which further drives 

customer engagement. Customers engage with 

businesses repeatedly when they feel appreciated, 

listened to and looked after. 
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A Few Great Marketing Questions!  

  

Below are a few examples of some great questions 

from our “101 Great Marketing Questions” template 

we keep for clients to help think about existing 

marketing activities and how you can improve on 

them. Not all the questions will be relevant to your 

business, but it is a valuable exercise and may help 

you come up with a few ideas for growing your 

customer base.  

 

• Why do our customers buy from us now? 

• What new ways of generating customers can we use 

to build our business? 

• Which of our marketing efforts brought in the bulk of 

our clients?  What percentage of our business comes 

from this? 

• How involved are we with our customers at the sales 

or transaction level? 

• What ongoing sales efforts do we personally perform 

day to day?  How do these functions differ from 

those we performed when we first started our 

business? 

• Where do our customers come from specifically? 

• What do we believe our greatest single advantage 

is? 

• What aspect of our business, product or service are 

we most proud of or happy with? 

• If we had a magic wand, would we rather attract 

more new customers or take more money from our 

existing customers, and why? 

• Who else benefits from our success; excluding our 

customers, our employees and our family members? 

• How many of our suppliers would be motivated to 

help us grow our business more because it will 

directly benefit them at a very high level?  Who are 

they? 

 

 

 

• When we create a new customer for our business, 

who else have we indirectly created a new customer 

for? 

• Who is our ideal target market and how did we arrive 

at it? 

You never know there may be a hidden gem or two 

to help your business become even more successful! 

Please ask us for a copy.  

 

 

 

 


