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Building Your Business  
To build a business you have to be good at m
experience and your skills. This requires a mix
traditional, some innovative. Here are some suggest

Define your vision  
To know what you have to offer, determine the 
attribute to your business and yourself. Look at t
have, your experience in the industry, your pos
special knowledge of your team members, and the
are the elements of what you have to ‘sell’ to custom

Clearly articulate the long-term view that you hold
allow yourself to be focused on short-term needs or 

Involve others in your planning and be open to their
members and your customers for some fresh insight

Establish your brand  
Now that you know what you have to offer custome
be in the long-term, you can begin to market yo
grow in a structured way.  

Develop your ‘brand’ – a logo, a corporate look, pe
visually unique and have a style that represents w
you’re going. Carry this through into a corporate bro

Get more business from your existing customers  
It’s always easier to sell more to an existing custom
customer. Ensure all your team members know 
products and value adds you offer so that nobo
opportunity with a customer.  
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Take some time in your team meetings to dev
products and services you would like to promote to 
team how to spot potential opportunities and 
customers. 
Call us today: 01743 24999
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unique qualities you can 
he type of business you 
ition in the market, the 
 business location. These 
ers – existing and new.  

 for your business. Don’t 
personal ambition.  

 ideas. Talk to your team 
s and ideas.   

rs and where you want to 
ur business and make it 

rhaps even a slogan. Be 
hat you are and where 

chure and a website.  

er than to create a new 
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Ensure that you regularly raise awareness of your products and services 
among your existing clients through direct mailouts and email newsletters. 
Keep in regular touch with customers and don’t give them a reason to look 
elsewhere.  

Go after new customers  
Look for opportunities to promote yourself and your business to potential 
customers. Get involved in local business and social groups. Offer your 
services as a speaker, or organiser. Spend time, not money, and become a 
part of your community. (This also helps with your existing customers, of 
course.)  

Approach local newspapers about providing an advisory column in your areas 
of expertise. Offer to answer readers’ questions on your industry. Become 
recognised as a source of information.  

People like to buy from someone they know. For most small to medium-sized 
enterprises there’s no better way to build a business than by marketing 
yourself. Define your vision, establish your brand, then go out there and get 
the customers!  

 

 

 

Want to find out more? Need some assistance with building up your 
business?  

  

Call today on 01743 249992, or 

Email: consulting@cb-solutions.co.uk   

  

Visit: www.cb-solutions.co.uk for more free resources!  

  

 
An Important Message  
While every effort has been made to provide valuable, useful information in this publication, this firm and 
any related suppliers or associated companies accept no responsibility or any form of liability from reliance 
upon or use of its contents.  Any suggestions should be considered carefully within your own particular 
circumstances, as they are intended as general information only.  

 
Terms Of Use  
All rights to the content in this publication are reserved by RAN ONE Inc. Any use of the content outside of 
this format must acknowledge RAN ONE Inc. as the original source.  
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