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“Success is
NOT final;
failure is NOT
fatal: it is the
courage to
continue that
counts.” –

Winston Churchill

INCREASING
SALES
Extraordinary Marketing
Ideas for Entrepreneurs
You can grow your business by finding ways to increase sales or by looking for new
markets. To increase sales you may have to introduce new products or services, expand your
market, increase your marketing activities or improve customer service. If you are a manufacturer, this could mean
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colleague nominate you. Here are a couple of popular award platforms to get you started: The Stevie Awards and
EXPAND TO NEW DOMESTIC MARKETS — Online Sales...
The Webby Awards.
Expanding into new markets can be costly, but it can increase your client base. Market research will help you
understand the potential
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new market and help you devise a strategy. You'll also need to consider marketing, sales,
distribution, and increasing your production to meet the new demand.
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Comment on Blog Posts
• Use resellers

Commenting on blog posts that are in your industry is a powerful marketing tool. You’re already learning from the
• Implement an E-Business strategy
blog if it’s within your niche and if the content they provide is truly relevant to what you do on a daily basis why not
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CHANGE YOUR PRICE
Word of caution with this method is to not spam with your website link in the comment, that is a complete turn-off.
Changing your prices, terms, or conditions of billing could stimulate market demand for your products or services.
Be aware of what your competitors are offering and what your own profit margins are to determine if you can
reduce your cost. If lowering your price isn’t an option, improving a deal with favorable terms can often influence
customers.
BE AWARE OF THE COMPETITION
Always be aware of what your competitors are doing. This information helps you understand their behaviours,
capabilities and limitations. If you have this knowledge, you will be better prepared to defend your market position,
react to changes, and find new markets.
IMPROVE COMMUNITY RELATIONS
Increase your presence and visibility in your community. Activities such as sponsoring community events, speaking
at engagements, or supporting a local sports team can raise awareness of your business and stimulate sales.
DON’T NEGLECT CUSTOMER SERVICE
Be aware of the customer's perception of your customer service quality or responsiveness. Positive word of mouth
from a happy customer is valuable to your business.
KNOW WHEN TO STOP
If you have sectors, services or product lines with low margins, low profitability or excessive selling costs, it may be
time to eliminate them. This can be difficult if you have commitments to existing offerings, but, removing less
profitable products or services can save you money and allow you to reinvest more wisely.

Essential Customer Service Tips To Make Your Business Successful
Fast, reliable, efficient and effective customer service can be the difference between your company being a winner
or loser in today's highly competitive marketplace. Here are some tips to help you
delivery excellent customer service.
IT STARTS AT THE TOP High-level managers need to set an example by
communicating about customer service issues, procedures and technologies on a
regular basis.
SET AN EXAMPLE No one should be too high and mighty to engage with customers.
FLEXIBLE RESPONSE TIME Applying the same priority to all customer service
requests can lead to customer dissatisfaction. Set up a system that prioritizes
requests based on importance.
ONLINE ACCESS IS EXPECTED If you don't have a completely functional and real-time online order tracking and
customer service system, you are already way behind where you need to be. Customers expect this as well as
multiple ways of contacting you if they must. Customers don't want to speak to humans often anymore unless they
must.
HUMANS AVAILABLE There are just certain issues that are too complicated or too emotional for the machines to
handle. There must be a reasonable path to actually speak or chat with a human, or you can expect that sooner or
later, some customer will end up getting screwed by your company. They will spend time the rest of their life on
social media bashing you.

SOCIAL MEDIA Social media has become a popular way for customers to communicate with companies.
Sometimes that communication is a complaint or a rant, and it's there for the whole world to see.
KEEP STAFF IN THE LOOP Customer service, sales and anyone who contacts customers need to be made aware of
changes in product delivery, new products or any issues that could impact customers.
TRAIN YOUR STAFF This is something that is easy to slack on, but weekly training of staff is necessary. There
should absolutely be a customer service manual that is updated regularly.

USE SURVEYS Every great customer service organization surveys their customers regularly, measures response
times, customer satisfaction, and monitors staff and rewards them for excellent customer service performance.
This must become part of everyday operations.

What Are “They” Saying to YOUR Customers?
Once had a business owner learn through a mystery shop call we performed for their business that their #1
employee was sending business to their competitor, saying it was a better place to go to. OUCH!!!

Turns out he was getting compensated by the competitor for every sale he sent their way, while being paid a
salary by his employer. Further investigation found he had been doing this for a long time and ramped it up
whenever the owners were out of town.
Who knows how much money this employee cost my client and his
business!
I cannot tell you how many times I’ve been told, “My marketing isn’t
working”, checked into it, and found the marketing producing plenty of
calls, but the calls not being converted.
During one check, we tracked the marketing we were doing for a client
in Florida, found that less than 20% of the calls a particular marketing
campaign produced were being answered by the business!!!! When confronted with this the manager
admitted “when we are busy, I tell the guys to just let the phone ring, we aren’t taking any more calls right
now”. NOW you know why, when you sometimes call a business and they don’t answer the phone.
You see, handling an incoming, promotion-generating call is critical, yet most let someone do It who has little
training or experience handle that part of their business. Or they have self-limiting wealth beliefs that end up
sabotaging the sale.

Get smart by doing the following:
Invest in Training for those answering your phones and reward the person
responsible for handling incoming calls. And also create scripts for
repetitive incoming calls.
2. Mystery shop your own operation. Play the role of prospect. Have
someone else call as a “prospect” and record the conversation for your
review. Do this frequently. Don’t expect what you don’t inspect.
3. Monitor the conversion effectiveness. In most businesses, it should be at
least 50%.

These three steps alone could siphon more money into your business.

