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The 9 essential priorities for smart business growth
Do you need to grow your business? 

Who doesn’t, right?

There are 100’s of ideas touted for how you can grow your business, the trick is to know which 
ideas will have the biggest impact, in the least amount of time for the best price. As small 
business owners we need results...fast results!

The key is to sequence and campaign activities. To plan your steps carefully and to know what 
the best priority and sequence is for you and your business.

Every small business owner has the three challenges...

Challenge 1: Cash flow squeeze!
Small business owners and sole practitioners don’t have huge marketing budgets. We don’t 
have huge war chests of cash! Because of this we need to spend wisely. We need to make sure 
that every dollar spent on client acquisition brings the best return possible.

Challenge 2: Time pressure!
We also need to make sure we spend our time wisely. Small business owners work so hard each 
day and spare time becomes our rarest commodity. So if we are going to undertake a business 
growth strategy, it needs to leverage our available time.

Challenge 3: Specialist training!
Most business people learned something other than sales and marketing. We trained as 
accountants, builders, doctors, solicitors, real estate agents and engineers or graphic artists but 
we didn’t formally learn marketing. The thing is, even if you did go to university and study 
marketing, what you learnt may have very little relevance to the small business environment or 
indeed the rapidly changing world in which we are living right now. 

Figure 1: highlights the three primary 
phases of business growth from inception 
to succession.

This paper delivers a framework of 
priorities and actions, practical tools 
and ideas you can use to achieve 
immediate business growth. Take 
charge today and grow your business. 
Regardless of whether you are a start 
up, maturing or exiting phase in your 
business.
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Figure 2: highlights the 6 primary activities you need in order to attract high quality 
clients and grow a business. 

If you are starting out, then definitely the below the line activities make all the 
difference. If you are in a slightly more mature business, you need to focus on the above 
the line activities, and if you are thinking of moving on and succeeding out of your 
business you will need strong evidence that all 6 are in place and not focussed on you as 
the principal or CEO.

Business 101 is about marketing, selling and building strong relationships. Each of these 
three primary business activities are as valid as they have ever been. But there is way 
more to a businesses success than simply sales, marketing and relationship building. 

Talk to a solicitor or attorney and they will more times than not tell you that their 
business is built on two things; a strong network of colleagues who refer them work and 
a strong client base of satisfied clients who repeat as required and refer when asked. 

The way we see it, a successful business has all of these growth platforms in place and 
needs to add one or two more to truly rock. It’s the last of these that has the biggest 
impact and is key to black belt selling, because it’s created through the power of 
conviction.
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Marketing

Is all about creating noise and generating interest. To be more accurate, it’s probably 
about cutting through the noise in your marketplace and sending a clear signal to a 
prospective client that you are here. It should attract new clients and also project what 
your ideal client looks like. David Ogilvy, the marketing guru is famous for saying “we 
know that at least 50% of your marketing efforts are working, we simply don’t know 
which half.”   We think that people who market are likely to attract two times as many 
clients as those who don’t.  

Sales

Obviously, we believe in the power and importance of having a formal sales process, 
this book is evidence of that. What is well known and proven time and time again is that 
sales and marketing are joined at the hip. If marketing creates new interest, then having 
a deliberate process for generating sales turns that interest into business. We think 
businesses that get deliberate about structuring the sales process have significantly 
better success than those that don’t.

Relationships

We often look outside of our existing client base to generate new business, when there 
are huge amounts of untapped potential in the existing clients we work with. Whether 
it’s offering them more of what they have already bought or offering them new ideas 
they may not have thought of yet, it’s all about extending the relationship. If 20% of your 
clients are bringing you 80% of your revenue then what do you have to do to spend 
more time with that 20%? Call it a cross sell, an up sell or a resell it all amounts to; 
spending more time with people who already know, trust and use you. 

These first three ideas on the model require a certain push energy. You have to push 
your marketing, your sales and even your existing relationships to make it all happen. 

Referrals

Word of mouth rules! When you have past clients talking about how great you are and 
actually referring their family and friends to you then business just got a whole lot 
easier. Basically you get good at what you do then over time get known for being great 
at it. This is great when you have time to become known, it’s not so great when you are 
new to a business or simply trying to grow faster than the natural organic growth that 
doing great work requires.
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A referral is great but they are often passive in nature, hard to track and not always going to 
lead to the most qualified client. Many who receive lots of referrals end up in an 
unexpected odd dilemma. It’s easy to think that any client is a good client, but as anyone 
who has run a client facing business knows, some people are good for your business and 
some not so much.

Recommendations

Some clients are magic and meet all your qualifications , they do great work , they pay on 
time, they value you and what you do and the list goes on. The point is referrals can be hard 
to manage and hit and miss. Don’t get us wrong, we love them and they are the fourth 
platform to growth, but distribution partnerships can offer a high value client type, we call 
these recommendations.

A recommendation platform is one wherein key people put you forward and you have a 
formal relationship with them, an agreement for them to actively position you to their 
clients and derive a benefit from them engaging with you in some way.

Positioning

The final growth platform is kind of the whole reason for this chapter. When you are 
positioned as the Thought Leader in your field, when your company is positioned as the 
market leader or specialist in X, then things change exponentially. 

We believe you need all six to make a business hum. A business person uses the ideas in 
this book to tilt the table of sales to their advantage and by doing so affect their results and 
the success of the business they work within. They do this, not by a few percentage points 
but by a factor of ten. One business person operating from this space is worth ten who 
don’t.
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Next we need to explore the specific action you can undertake to smart business growth.

Figure 3: shows the familiarity versus exertion dynamic 

This model shows the relationship between getting known (familiarity) and getting your offer 
out there (exertion). In each dimension we are suggesting a spectrum of choice from low to high. 
The sweet spot is in the crook of the model at position 1, low exertion with high familiarity. It’s 
this sweet spot that you are looking to maximise with these 9 priorities. It’s here that phones 
ring, emails come and and you simply book work. 

‘Friends’ refers not to the Amway model of selling to your friends, but rather respecting the truth 
that it is easier to sell to existing clients than find a new one. ‘Friends’ in this model refers to a 
client or customer that has already bought from you. A ‘neighbour’ is someone they know who 
may know about you but not yet bought from you and ‘strangers’ are potential clients who do 
not know you yet. 

On the horizontal access you see labels for the amount of proactive selling activity you need to 
undertake. From being an order taker who answers the phone and responds to inquiry, through 
an opportunity maker who makes the most out of any engagement or contract, through to a 
sales creator who actively develops and nurtures new opportunity.

An introverted business owner is more likely to work the vertical access, leveraging anything 
they can to turn a prospective client from a stranger to a friend. A more extroverted and 
outgoing business owner may rely on the horizontal access more, meeting new people and 
creating business out of thin air. 
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The main game
Get the basics right before you go creative

9

The first three activators for growth are about clean business systems that get the necessary 
side of business growth done. They are honest activities and getting clear on these three 
primary activities will do more to either bring cash in or at the very least bring insights as to 
why what you are doing is not working as well as it could. The feedback is instant and 
measurable.

1. You handle enquiries and leads in a timely and effective manner
2. You up sell, cross sell and value add every transaction, and 
3. You have a formal system for gathering and managing referrals 

Many people are creatively developing ideas that either try to convert strangers, or require 
huge amounts of ‘out there’ exertion, when there is still business in the pipeline that needs to 
be converted.

Ask yourself;

Is there a proposal in your inbox waiting to be done? Is there an existing client that has a need 
we are not meeting yet? Have we asked enough questions to take this current clients needs 
further? Are we formally asking for referrals and sending thank you gifts?

If the answer is ‘no’ to any of these then don’t get distracted by a new website, don’t invest in 
SEO, in other words take care of the business that is close and now, as opposed to far and when. 
There is little point spending time on uncertainty when you have a reality at hand that deserves 
your attention.



Now get known
Focus on getting known for knowing something
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The next (3) three activators for growth are around raising the profile, positioning and 
reputation of your business. The activities for this are wide and varied but the three that rock, 
the three that make the difference are;

1. Raising your profile by mixing high tech and high touch campaigns.
2. Speaking (smartly) at events where the audience is a potential client
3. Using content marketing to build trust and engagement with past, present and future 

clients. 

These three activities are the corner stone of your marketing efforts. More than 80% of your 
attention should be spent here as a business owner, it is only when you have nailed these three 
to a level of effectiveness that you want to begin to look further out. 
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The last three activities, when built on the foundation of the first six begin to make a difference. 
Work on your brand, creatively put new offers out to the marketplace and look for joint venture 
and distribution partners to help you amplify your business. 

These first 9 activities then become your business building priorities. They are the foundation 
on which all smart business growth is built. These 9 are 25% of the growth strategy for any 
business.  

After you have gone to work delivering at 80% against these you start to look at the other 27 
strategies for business growth, sequencing them and executing them consistently. For most 
businesses there is significant growth simply in these first nine priorities. The first million for 
many is achieved by working the first nine in a deliberate and sequential manner.

We wish you good luck on your journey to smart business growth.

Matt Church is the founder of Thought Leaders Global, the creator of the Million Dollar Expert 
Program, best selling author and one of the 25 most influential people in the global speaking 
profession. He offers a range of business education programs designed to help clever people be 
commercially smart. These programs are offered in live and virtual formats. To find out more either 
call or email his office. +61 2 89664700 or info@mattchurch.com
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