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Types of Business 

1.The Hostage 

2.The Fatigued 

3.The Dynamic 
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The Vision 

Where do you see yourself in 10 years time? 

 

 

What does your business look like then? 
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The Vision 

 

 

Destination 
Unknown 
 

Return ticket 
to the Moon 
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The Vision 

 

Know where you want to be –  

 

Then plan your journey 
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Value your People 
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A Balanced Business 
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Customer Engagement 

Price 

• Focus on 
cost/fees 

Product 

• Focus on 
Features & 
Benefits 

• Services & 
Business Tools 

Provider 
(Solutions) 

• Focus on 
client needs 

• Experiences & 
influences 

• Goals & 
Objectives 

• Transitions 

• Concerns 

• Decisions 

Partner 
(Trusted) 

• Focus on 
long-term 
relationship 

• Core values 

• Consultation 
on decisions 

• Leadership 

• Give sense of 
control 

 

Low                                                                                             Loyalty                                                       High 

Price/Process driven                                                                 Client driven  
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Business Development 

 

 

It is NOT just SALES 
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Our Top 10 - Pain Indicators 

• Falling or static profit 
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Our Top 10 - Pain Indicators 

• Falling or static profit 

• Falling or static turnover 

• Inability to retain staff 

• Poor customer satisfaction ratings 

• Client retention is poor 

• Rising costs of products and/or services from suppliers 

• Outsourcing services -why, what, who & how? (trust, cost effectiveness) 

• Attracting and employing the right candidates 

• Inability to bring new innovative products and/or services to market 

• Finding solutions for the nine points above 
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Thank You  


