
 
 

 
How the 6 month Business Success programme works 

 
 

What is it? 
 
The programme is a series of six sessions where we work through the key steps to building 
a healthy and well-run business.   
 
Each session is a combination of: 

• Reviewing the previous month, sharing the learnings and generating new ideas  
• Developing your understanding of a particular area of business and how to make it 

work specifically for you 
• Solving challenges that business owners in the group are coming up against. 

 
By following a structure which leads you through goal setting, finance, marketing and sales 
you develop good habits to support you in running your business and to feel confident in 
your business decisions. 
 
The focus is very much on the practical application of good business principles and not on 
simply creating a document. 
 
 
What has motivated other business owners to join a 6 month programme? 
 
Typically they wanted to: 
 

• Create a vision of the path their business could take 
• Get out of the cycle of fire-fighting and dips 
• Have more structure so that they could work flexibly 
• Recognise the choices they could make 
• Make the switch from being the Service Provide to the MD – the ‘I run a business’ 

mindset 
• Feel supported 
• Develop processes & systems – and to start using them 

 
Quite commonly, before the programme, their concerns were:  
 

• Lack of control over their business  
• Not knowing where to start 
• What systems to have in place 

 



 
 
How did they benefit from it – in their words? 
 
‘I felt more organised.’ 
‘I felt more in control.’ 
‘I felt supported by the facilitator and my peers and gained the confidence to do more on my 
own.’ 
‘It created the commitment to look at my business each month.’ 
‘I was able to present my proposition to prospects much more clearly - the ‘John Lewis’ 
effect!’ 
‘My business has grown.’ 
 
 
Key things to know about the group sessions.... 
 
• The group size is a maximum of 6 and can run with just 4 businesses 
• Once the group starts a programme the members remain the same. (It does mean you 

get to know each other's business and become comfortable being honest about yours!) 
• There is homework – but it’s relevant to your business, so not homework just for the 

sake of it. 
• The group meets at the same venue each month, which will be at a location that works 

best for all group members. (We often use Green Park, Henley Business School or 
Robertson House in Twyford.) 

• There is a group Skype call half-way between each session to pick up on challenges that 
may be getting in the way and to share new successes and learnings. 

• Start times:  Typically we start at 9.30 and run till 12. If the group finds it easier to start at 
10 a.m and finish at 12.30 I am happy to go with the consensus. 

• The monthly cost is £170 + VAT, payable at the beginning of each month. 
• We do have a guarantee - if you're not satisfied with the results and have kept up with 

the homework and recommended actions I will refund all your money. 
 
 
Some of the businesses who have joined and completed the 6 month programme 
 

Coaches 
 

VAs Caterers 

Health and beauty 
consultants 

Garden Designers Insurance brokers 

Therapists 
 

Financial Advisers Graphic designers 

Personal trainers Marketing consultants 
 

IT consultants 

 
 



 
 
What does it look like in detail? 
 

Month Theme Content Focus 

1. Identifying 

goals and 

planning to 

grow 

profitably 

 How the programme works to build your business 

 Business introductions 

 Business goal setting 

 Identify ways to increase lead generation, conversion, sales value, number 

of sales/customer and net margin using the 5 levers model. 

 Creating and understanding financial projections 

 

2. Your products 

and services 

 

 Financial projections and setting business measures 

 Defining products and services in terms of customer buying patterns 

 Developing your USP 

 Identifying and using a role model business 

 

3.  

 

Target market  Role model implementation 

 Identifying distinct target markets 

 Researching and understanding your target markets 

 

4. 

 

Marketing 

tactics 

 Marketing objectives 

 How to build your database 

 How to build your brand 

 Choosing the best direct tactics for your markets 

 

5.  Your 

marketing 

plan 

 Review and refine your business objectives 

 Address gaps in financial and marketing learnings 

 Draft marketing plans to deliver the objectives 

 

6. Sales 

Principles 

 Understand how customers buy 

 Mapping your sales and marketing activities to match the buying process 

 Set objectives for the next 6 months 

 

 


