
10(ish) ideas to help you
grow your business for
FREE (almost)

Networking - Masterminds - Business Coaching

www.outside-ideas.com

https://outside-ideas.com/


Depending on which statistic you read, you’ll discover that anywhere
between 50% and 80% of businesses fail within the first five years;
and up to 96% fail within the first ten. I myself was one of the people
that got it wrong within 2 years, when I had my first company.

The reality is, building a successful business is not easy. The 96% who
don’t succeed work just as hard as the 4% who do. They put in the
same number of hours and are both equally dedicated to their
businesses, yet their output is not the same.

While hard work is the underlying factor required for the success of
any venture, it takes much more than resilience and back-breaking
work to build a successful enterprise. 

In this guide, I share 10(ish) simple ideas that will help you run your
business like the 4%. So if you find yourself constantly putting out
fires and feeling like there aren’t enough hours in your day,
implementing these tips should help you work smarter and more
efficiently.

Onwards and upwards my friend

My ideas Ideas

So you want to grow your business...

1.Develop your self confidence
2.Slow down to speed up 
3.Know your numbers 
4.Improve your time management skills 
5.Avatars
6.Create some strategic partnerships
7.Make Google love you
8.Improve your home page
9.Work your existing customers
10.Automate. Automate. Automate 

Bonus idea. Send it snail mail
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There are numerous qualities that business owners share which are
fundamental for starting and growing a business. For instance;
passion, resilience, capability to spot opportunity and being
comfortable with risk. However, the quality that might have the
most influence over an entrepreneur’s success is confidence.
When you’re confident, you’re much more likely to approach a
stranger about your ideas and effectively pitch new clients if you feel
self-assured.  
If you want to grow your business, you’ll need to increase your
confidence. Personally, I've been on my own journey where I've had
very little confidence in the past but over time I found some tools
that really helped me to develop.

Some things that you can do to build self-confidence are: 

1. Develop self confidence

“Your success will be determined
by your own fortitude and self-
confidence”
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Dress for the job you want
Eat healthy
Exercising
Visualisation and affirmations
Meditation for a positive mindset.
Express gratitude 
Ask for help

The Miracle Morning - Hal Elrod 
I can make you confident - Paul Mckenna (youtube)
7 minute workout (app) 

Resources
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https://www.entrepreneur.com/topic/confidence
https://www.amazon.co.uk/Miracle-Morning-Habits-Transform-highest/dp/1473668948/ref=asc_df_1473668948/?tag=googshopuk-21&linkCode=df0&hvadid=310973726618&hvpos=&hvnetw=g&hvrand=15418675453096922710&hvpone=&hvptwo=&hvqmt=&hvdev=c&hvdvcmdl=&hvlocint=&hvlocphy=1006677&hvtargid=pla-444927106954&psc=1&th=1&psc=1
https://www.amazon.co.uk/Miracle-Morning-Habits-Transform-highest/dp/1473668948/ref=asc_df_1473668948/?tag=googshopuk-21&linkCode=df0&hvadid=310973726618&hvpos=&hvnetw=g&hvrand=15418675453096922710&hvpone=&hvptwo=&hvqmt=&hvdev=c&hvdvcmdl=&hvlocint=&hvlocphy=1006677&hvtargid=pla-444927106954&psc=1&th=1&psc=1
https://youtu.be/9nTcDbRnyCo
https://youtu.be/9nTcDbRnyCo
https://www.youtube.com/user/kaydeeweb
https://7minuteworkout.jnj.com/#:~:text=Johnson%20%26%20Johnson%20Official%207%20Minute,most%20out%20of%20every%20minute.
https://www.youtube.com/user/kaydeeweb
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Running a business without a plan is like driving blind. You know
where you’re going, and you’re working really hard to get there. But
there’s a good chance you won’t, because your actions are not
dictated by well-thought out strategies, they’re dictated by instinct.

All successful people operate on strategy. They make plans not
because life (or markets) are predictable, but because the process of
planning allows them to define their goals and come up with
contingencies for when things don’t go as expected. This way,
instead of focusing on obstacles or going back to the drawing board
when things go wrong, they maintain focus and quickly implement
different strategies.

If you want to grow your business it's absolutely vital that you
take some time for yourself to:

2. Slow down to speed up

“Make time for planning;
wars are won in the
general's tent”

St
ep

h
en

C
ov
ey

Decide what it is that you really want to achieve with your life
Set some goals for the business in the long-term medium term and
short term
Think about and complete a plan for how you want to achieve what
it is you want to achieve

7 keys to wealth and happiness - Jim Rohn
Plan 90 Workshop 
Power of dreams - Create a life plan and goals 

Resources
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https://www.amazon.co.uk/Strategies-Wealth-Happiness-Jim-Rohn/dp/0761506160
http://www.outside-ideas.com/plan-90
http://www.outside-ideas.com/plan-90
http://www.outside-ideas.com/power-of-dreams
http://www.outside-ideas.com/power-of-dreams
https://outside-ideas.com/


Numbers tell you what’s working and what’s not, so measuring
goals is the only way to keep track of your performance and
evaluate the impact of your work. 
You could wake up early, meditate, exercise, build an excellent team,
and work yourself to the bone running your business, but as long as
you’re not measuring your progress, you’re doing it wrong.
Your numbers tell you more than just how much you’re making.
They tell you about customer satisfaction, employee performance,
customer acquisition costs, and more.

They also motivate you to push yourself harder and make
improvements where necessary. Think of it as trying to lose weight
and seeing the number go down on a scale. It gives you the
motivation to keep pushing even when things get hard.

If you want to grow your business you might consider
measuring:

3. Know your numbers

“If you can’t measure it,
you can’t improve it”
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Cash in the bank
Cash invoiced in the week, month, or quarter 
New leads and where they came from 
Number of current customers 
Number of new proposals 
Number of new sales

The Personal MBA - Josh Kaufman
Plan 90 Workshop 

Resources
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https://www.amazon.co.uk/Personal-MBA-World-Class-Business-Education/dp/0670919535/ref=sr_1_1?adgrpid=52525534479&dchild=1&gclid=Cj0KCQjw6NmHBhD2ARIsAI3hrM1uLex-NaqvEoIwqtQrAF7TVUnusswdw_qQey3R7PzPzGHdWNanqWYaAjsxEALw_wcB&hvadid=259057298805&hvdev=c&hvlocphy=1006677&hvnetw=g&hvqmt=e&hvrand=11187681931472237764&hvtargid=kwd-308920250321&hydadcr=18496_1817308&keywords=the+personal+mba+josh+kaufman&qid=1626794213&s=books&sr=1-1
http://www.outside-ideas.com/plan-90
https://www.youtube.com/user/kaydeeweb
https://outside-ideas.com/


You, me and every other person on this planet have the same
168 hours in their week. But the people that grow very
successful businesses are those that are absolutely fanatical
about their 168.

If you only had 168 pounds to spend each week, you would be
very careful with how you spend it. You wouldn’t splurge on
things that don’t make you and the lives of those around you
better. 

You’ve been told that to manage your time, you need to create
lists. But lists only tell you what you’re supposed to do,
calendars on the other hand confront you with the reality of
how limited the time to do them is. 

My time management techniques include prioritising tasks,
time-blocking, creating default diaries and using binaural
beats.

4. Improve your time management skills

“The bad news is time flies.
The good news is you’re the pilot”
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A default diary is a planning tool that you use to chunk out pieces of
time where you're going to work on important and recurring tasks that
you face in your business such as returning calls, answering emails,
taking inventory or placing orders.

Develop a default diary 

www.outside-ideas.com
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The 7 habits of highly effective people - Stephen Covey 
Youtube - Binaural beats
How to Create a default diary download
Eisenhower Matrix download
Pomodoro

Resources

Pomodoro is a method of enabling people to concentrate in short,
sharp bursts of time.  It was developed in the 80s by then student
Francesco Cirillo. Cirillo discovered that breaking down tasks into 25-
minute blocks allowed him to focus on them and complete them
faster. 

The reason why pomodoro is very effective is that it breaks down large
tasks into less intimidating blocks. Furthermore, since your timer goes
off every 25 minutes, you are less likely to get distracted because the
timer keeps you aware of how you’re spending time. 

It may be that your to-do list runs to several pages everyday and at
times, the time allocated to certain tasks can run into that allocated to
others.  To avoid being pressed for time with urgent or important tasks,
I focus on the two or three most important tasks rather than everything
that needs to get done. 

I use A simple ABCD method whereby everything goes on to the to-do
list, but then I categorise them in terms of the most important and
urgent things that I need to get done. This way, I can start with the
biggest and most important job.

When you hear two tones, one in each ear, that are slightly different in
frequency, your brain processes a beat at the difference of the
frequencies. This is called a binaural beat. I first heard about Binaural
beats from Tony Robbins who swears by them for concentration and it
worked for me. Type binaural beat focus into youtube or use the link
below, plug in your earphones, and give it a try. 

Use the Pomodoro technique

Categorise your to-do list on a daily basis

Binaural beats
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https://www.amazon.co.uk/Habits-Highly-Effective-People-Powerful/dp/0743269519
https://www.amazon.co.uk/Habits-Highly-Effective-People-Powerful/dp/0743269519
https://youtu.be/acQS2Fef8tU
https://outside-ideas.com/wpcms/wp-content/uploads/2021/07/How-2-Default-Diary.pdf
https://outside-ideas.com/wpcms/wp-content/uploads/2021/07/924e4a9755ee871201ae477ff62c09ed.png
https://pomodoro-tracker.com/
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to create your own : Download here
Use our avatar worksheet 

If you've not got a clear idea of who your ideal customer is, it's
likely that you're going to be spending more money on
marketing than you need to.  

Your avatars tell you who your customers are, what they want,
and where you can find them. Buyer avatars personify your
demographic data so they make it easier to personalise your
brand message and to refine your product for your target
audience.

Essentially, you’re no longer looking at 1,000 people who need
bags, you’re looking at a 24 year-old film student who enjoys
travel and hiking.
This tells you what they may be looking for in your product - a
good quality bag that can accommodate filming equipment
along with travel or hiking gear - and how to phrase your
message.

5. Avatars

“Until you understand your
customers - deeply and genuinely
- you cannot hope to serve them”
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The One Page Marketing plan- Allan Dib 
Avatar worksheet 

Resources

What are your customer’s goals?
What are their pain points, needs and desires?
How does your brand fit in in their day to day life (i.e how will your
product take them further from pain or bring them closer to
pleasure?)
What role do they play in the decision making process? - do they
only play an influential role to the person purchasing (e.g as a child
may influence their parents to buy them a toy) or are they the
primary decision makers?
What objections might they possibly have to purchasing your
product?

To create a customer avatar, you need to answer the following
questions:

www.outside-ideas.com

https://www.amazon.co.uk/1-Page-Marketing-Plan-Customers-Money-ebook/dp/B01B35M3SM
https://www.amazon.co.uk/1-Page-Marketing-Plan-Customers-Money-ebook/dp/B01B35M3SM
https://outside-ideas.com/wpcms/wp-content/uploads/2021/03/Avatar-Worksheet-Download.pdf
https://www.youtube.com/user/kaydeeweb
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A strategic relationship or partnership happens between two people
or companies who target similar demographics. 

A good example of a strategic partnership might occur between an
architect and general builder or between a business coach and an
accountant, both of whom would be dealing with business people
and helping them focus on growing a business but individually
offering different services.  

For example, Starbucks partnered with Barnes and Noble in 1993 to
provide an inhouse coffee-shop to book lovers (who are often also
coffee lovers). This alliance offered them an opportunity to expand
their customer base and grow their revenue.
However, you don’t need to be a Fortune 500 company to create
strategic partnerships. Small and medium-sized businesses can also
form strategic partnerships with other businesses. 

To create a successful partnership, you’ll need to:

6. Create some strategic partnerships

“Even the Lone Ranger
didn't do it alone.”
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Find other business people who offer complimentary but non-
competing products or services to a similar demographic 
Discuss your company goals and values to see if your priorities are
aligned
Negotiate terms such as profit-sharing 
Communicate regularly

One page marketing plan - Allan Dib

Resources

www.outside-ideas.com
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92% of all web traffic goes through Google so if you're not doing
your very best to get Google to love you, you're missing a trick.  

The easiest way to ensure that you can be seen on the platform
is to make sure that you've got yourself a page on Google My
Business.

Google My Business acts as a digital shop window for your business. It
tells prospects who you are, where you are, what you do, and how they
can reach you.

Setting up a Google My Business page isn’t as technical and time
consuming as setting up a website. In fact, a GMB listing is a great way
for you to appear on page one of location-specific search results. This is
a lot harder to achieve with a website which often requires great
design, SEO, and regular content to keep it relevant with Google.

Once you set up your GMB listing, chances are, you’ll be competing
with many other businesses offering similar products. The easiest way
to get closer to the top of the GMB list is to make sure that you've got
lots of good and valuable reviews.  

Because Google wants to provide value to their customers, they’ll rank
listings with thorough (but good) reviews which utilise keywords
specific to the products or services you offer.

Google My Business

Reviews

7. Make Google Love You

“If it isn’t on Google,
it doesn’t exist”
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If you don't post or update your content regularly, Google will assume
that your content is outdated and therefore not of value to users, so it’ll
stop appearing on search results. 

If you really want to score well with Google, I would encourage you to
create regular content that provides value to your consumers. Your
content could have a few keywords that would signal the algorithm
and tell it to crawl and index your site for whatever keyword you’re
trying to rank for. 

However, it’s important to keep in mind that Google is a business like
any other. They care about the end consumer so they want to give
them the best experience possible. This means that Google rewards
people who create accurate content that’s interesting or valuable to
searchers. So while keyword-heavy content might seem like a viable
solution in terms of helping you boost your rankings, your visitors may
not be too pleased to read content that’s clearly written for search
engines. They’ll click off as soon as they land on your page. And since
bounce rates tell Google’s algorithm that your website doesn't offer
what people are searching for, Google will stop recommending it to
people and it’ll fall right back down in ranking.

Content

https://www.youtube.com/user/kaydeeweb
https://www.motley.co.uk/articles.php

Resources

More than half of all internet searches now take place on mobile
phones. Furthermore, Google has now started to penalize websites
which aren't mobile-friendly so if you've got a static website that
doesn't display properly on a mobile phone, you are going to be
missing an awful lot of the opportunities to get Google to love you. 

Mobile-friendly
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The homepage is the most visited page on websites so if you
want to keep your visitors, you should ensure that your
homepage is done well.

A good homepage will have beautiful design, easy navigation
to all other pages within the website, and good copy that tells
visitors exactly what you’re about without them having to dig
further for more information.

The four main elements for a good homepage are:

The tagline is the first thing people see when they land on your
homepage. It’s that large, headline-looking block of text that appears
front and centre on your page. It tells people what you offer and why
they should care in about 20 words or less. In less than 10 seconds,
visitors need to be able to identify what you offer, how it will make their
life better and how they can buy it.

Moving on from the significance of “how can I buy it” the science says
that your website needs to make it very simple what you want the
visitor to do. You should have clear calls to action on the front of your
homepage at the top right and in the middle of the page. 

A captivating tagline

A clear call to action

8. Improve your Homepage 

“A great marketer knows
how to write a website that
passes the grunt test”
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Good design is appealing to customers because it allows them to find
whatever they need on your site very quickly without having to sift
through tonnes of content to find it. 

Since visitors love good design, Google loves it too.

Good design

Marketing made simple - Donald Miller 

Resources
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On average, it costs 5 times more to gain a new customer than
it does to maintain an existing one. But that’s not all that
existing customers are good for. If you offer a good product or
service, your customers can be your greatest asset. 

Here are a few tips for boosting your business with the help of
your existing customers:

If you're working with a client who’s really happy with what you have to
offer, chances are, they might know someone else who could use your
product or service. So don’t hesitate to ask for referrals - the worst they
could say is no.

If you've got a customer who trusts you and gets genuine value from
the products or services you sell, it's likely that if you offered ancillary
services they could buy those from you as well.

Upselling is an excellent way to increase revenue because it gives you a
great opportunity to go back to that customer and see if there are
other services that they could buy from you. One of the things I like to
do with my clients is a magic matrix which lists all clients down one axis
and all products/services on the other. By simply putting ticks in the
boxes that corelate, you'll spot opportunities to upsell. 

Ask for referrals

Upselling 

9. Work your existing customers 

“The more advocates you
have, the fewer ads you
have to buy.”
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Customers are willing to pay premium rates for products or services
that are valuable to them. If you offer something of value, that your
customers continue to come back for. It’s probably worth
benchmarking your pricing structure against your competition, you
may find that you benchmark below the competition which gives you
the potential to increase your prices. 
It sounds outrageous, but the number of people who continue to
charge the same rate for services that they offered years before as a
small business is alarming.

Increase your prices 

Raving FANS - Ken Blanchard 
Instant Profit - Brad Sugars 

Resources
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https://www.amazon.co.uk/s?k=raving+fans+ken+blanchard&adgrpid=54830680482&gclid=Cj0KCQjw6NmHBhD2ARIsAI3hrM2oc0DWZFfniv-ghk-zQB843irFX6jQnptOitRqUgo8amkBlr9Q-rgaAoqdEALw_wcB&hvadid=259079794730&hvdev=c&hvlocphy=1006677&hvnetw=g&hvqmt=e&hvrand=3624399672423825777&hvtargid=kwd-306768430456&hydadcr=18492_1817284&tag=googhydr-21&ref=pd_sl_5a19l7iybm_e
https://www.amazon.co.uk/s?k=raving+fans+ken+blanchard&adgrpid=54830680482&gclid=Cj0KCQjw6NmHBhD2ARIsAI3hrM2oc0DWZFfniv-ghk-zQB843irFX6jQnptOitRqUgo8amkBlr9Q-rgaAoqdEALw_wcB&hvadid=259079794730&hvdev=c&hvlocphy=1006677&hvnetw=g&hvqmt=e&hvrand=3624399672423825777&hvtargid=kwd-306768430456&hydadcr=18492_1817284&tag=googhydr-21&ref=pd_sl_5a19l7iybm_e
https://www.amazon.co.uk/Instant-Profit-Success-Successful-Profitability/dp/0071466681
https://www.amazon.co.uk/Instant-Profit-Success-Successful-Profitability/dp/0071466681
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I run a networking group and one of the problems I had at the
start was communication. I used to spend so long sending the
same emails to different people and would get really frustrated
by the poor service I provided when someone who had already
registered for an event was sent a second invite or a last
chance to book. It literally made my blood boil.  

Repetitive tasks are a must, but they’re also a ball ache of a job
so I started looking around for a system to help me. I settled on
ActiveCampaign. I’ve now automated my customer journey so
that when someone books they are automatically sent an email
with the joining details. When someone who would normally
come hasn’t booked, the system knows and sends them a
reminder. The day before the event, everyone receives an
automated reminder with the login details. It's a massive time
saver. 

If you want to grow, you need to identify the small, repetitive
tasks which kill your time and find a good automation system
for them.

10. Automate. Automate. Automate 

“Automation is solving the
problem once and then
putting it on autopilot”
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Youtube - Max Van Collenburg 
www.ActiveCampaign.com
www.integromat.com

Resources
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Go off-grid for 24-hours and when you return you're likely to
find (at least) 50 emails in your inbox promoting various things
for you to spend money on. 

These messages are repeated everywhere (TV, billboards,
buses, metros) so often that we've become very good at
filtering them.

In a world of distractions, people these days only pay attention
to things that they want to pay attention to. That’s why
‘unconventional’ or in this case traditional communication
methods may fascinate many.

A great way to build a memorable connection with people is to
send personalised notes snail mail. It might seem redundant in
an electronic world, but it’s so unconventional these days that
people will be blown away by it. It’s worked for me and my
clients over and over again. 

Here’s how you can use letters to build relationships with
your customers:

11. Send it snail mail

“It’s funny. In this era of email,
a plain old paper letter takes
on such intimacy”
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Decide what you want to send and to whom (e.g thank you notes to
new customers or coupons to old ones)
Create an offer that would appeal to your target customers
Be creative. For example, if your client loves plants, you can use
seeded paper so that they’re able to plant your letter when they’re
done with it.
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So you want to grow your business...

There is no one ‘secret’ or ‘recipe’ to success because we
each walk our own paths and these paths aren't always
straightforward. However, there’s a lot to be learned
from people who’ve been on the same journey that
you’re on. 

As stated earlier, your success is not just determined by
your input and resilience. Multiple factors come into
play. Key among them being your willingness to not
only learn but also implement whatever you learn in
your day to day life.

If you need someone to guide you on your
entrepreneurial journey, feel free to reach out. There's
never any hard sell, but I love coming up with ideas and
I'd love to help you.

Onwards and upwards my friend 

Pete
hello@outside-ideas.com
Book a 1-2-1
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