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FIRE UP YOUR SALES
Sometimes, businesses struggle to replicate sales growth experienced in previous years, and when you’re caught in the thick of the action against a backdrop of stagnating or declining sales, it’s easy to forget how you achieved success in the first place. 
These simple ‘back-to-basics’ tips can help any business re-focus and re-gain their mojo.
1. RE-ALIGN WITH your target customer
As a starting point, take a step back and consider what makes you different. What is your unique value proposition? Once you have reminded yourself of your strength(s), start mapping the types of companies and the seniority of people within those companies that are most likely to benefit from the added value that you offer.

	Companies	People
	Industry	Board Member
	Annual revenue	Founder
	Number of employees	C-suite
	Niche experience	Director
	Pain point(s)	Manager

2. PRESS ON YOUR CUSTOMER’S PAIN POINT (THEY’LL THANK YOU LATER)
Your unique, value-adding products and services could solve your customers’ expensive problems. If you can, highlight common challenges faced by your target customers and the costs of doing nothing or doing something too late. Then, in discussions, create a sense of urgency by getting your customers to consider and verbalise the cost of not working with you (and straightaway).

3. REVITALISE YOUR LEAD-GENERATION STRATEGY
Fire up your lead-generation and shout about how awesome you are.
· Ensure your website is up-to-date and optimised according to what your target customers are looking for on search engines;
· Use research to feed your content strategy;
· Demonstrate your subject matter expertise by regularly publishing blogs, posts and short videos that engage your target customers;
· Keep your company’s social media pages up-to-date and interactive to engage customers;
· Get out there and network too; be seen and make yourself available for introductory chats.
4. GET YOUR CUSTOMER SERVICE ON TRACK
People remember good customer service over things like price so, ensure your teams are executing on the fundamentals. Map your customers’ interactions with your company (online and offline) and focus on what matters most to your customers at each point and then set about delivering it. Consistency, across all interaction points, is key so ensure all teams are on the same page.
5. LISTEN, LEARN, measure
If you don’t already have a feedback mechanism in place, set about obtaining one. Feedback, from both employees and customers, is vital to help you understand where you do well and where you could do better. Satisfaction surveys are helpful but, ensure you’re getting to the why behind the scores. Measure progress against your company’s standards over time and take appropriate action, including rewarding staff when applicable, quickly.
6. REMEMBER YOUR BOW TIE
Customer acquisition is (very) expensive compared to customer retention so, it’s important you have systems and processes in place to ensure you nurture and grow your customers.
A simple way to think about your customer acquisition and retention process is by visualising it as a bow tie:
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Not only are happy customers significantly more likely to try new products and services compared to prospective customers, if you get your customer experience right, they’ll also be your brand advocates, spreading the word on how awesome you are.
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[bookmark: _GoBack]I hope these short simple tips are helpful reminders of how to get back on track if you’ve experienced a blip.
If you would like further information on any of these points or, would like help fleshing out ideas or implementing steps, get in touch:
Victor Chauhan
Managing Director 
Sales Growth Consulting Ltd
07764 199352 | Sgc-ltd@outlook.com | www.sgc-ltd.com 
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