
 

 

 

Business Success Programme 
 
One of the biggest challenges small business owners admit to is working out what to do first to 
grow their business. The second typical challenge is getting on and doing it!  
 
I understand this – and it’s one of the reasons why the Business Success coaching programme 
works. The combination of business training, problem-solving and accountability is powerful.  
 
This is how previous attendees have described the experience…… 
 
What led you to join the Business Success Programme? 
 
I wanted to get out of the cycle of fire-fighting and dips and to get more structure so that I could 
actually have more flexibility. I recognised that I needed to change my mindset from being the 
Service Provider to being the MD –  IE ‘I run a business’.  To do this I wanted to understand the 
choices I have and recognised that I also needed support. 
 
I needed to develop processes & systems – and to then start using them! I wanted a vision of the 
path my business was going to take. Basically, I needed to understand more about running a 
business and to know what questions to ask. 
 
What had been your greatest challenges and fears before you started the programme? 
 
My greatest fear was lack of control over my business and my challenges were that I didn’t know 
where to start and what systems to have in place. 
 
What did you get from the programme? 
 
I felt more organised and in control. I felt supported both by the facilitator and by my peers and it 
meant that I felt confident enough to take decisions off-line. It created a commitment to look at my 
business each month, which I have continued to do. One of the clearest benefits was that it enabled 
me to talk about and present my proposition clearly – this was the ‘John Lewis’ effect for me!  
 
What was important to you when making the decision to join the programme? 
 
It was a combination of things: The length of the programme; whether I would be able to commit to 
the meeting time each month; the timing of the sessions fitting with other commitments; the small 
group size (there were 4 in my group) and whether what was promised was achievable – both by me 
and by All About Results. 
 



 

 

 

What does it look like? 
 

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 

 

 Understanding your competition and developing your USP 

 Defining products and services in terms of customer buying patterns 

 Developing your suite of products or services 

3.  

 

Target market  Identifying distinct target markets 

 Researching and understanding your target markets 

 Developing your value proposition for each market 

4. 

 

Marketing 

tactics 

 Create strong marketing objectives 

 How to build your audience 

 How to build your brand 

 Choosing the best direct tactics for your markets 

5.  Your marketing 

plan 

 Draft marketing activity plan for next 6 months 

 Draft marketing content plan 

 Tools and templates to design marketing activities and content 

6. Sales Principles  Understand how customers buy 

 How to align marketing and sales activities 

 Creating a customer journey to maximise sales 

 


