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Getting Your Business Ready for Lift Off

By
Implementing Sales Systems
&

Initiating Sales Conversations
to
Convert More Clients &

Win More Business

Ensuring a successful Lift off!!!
(and continuing your business
growth journey)




Getting your business off the ground is a challenging enough time at any time, let alone against the backdrop of the current economic
situation. That said, there are many businesses that thrive and perform very well under these circumstances yet there are others requiring
more support to get started and develop the momentum they need for growth.

With business confidence being mixed, having seen businesses struggle and thrive in equal measure, just how geared up is yours for growth
when the situation normalises in the coming months, possibly years ahead? With the economic impact set to last longer than the actual
pandemic itself (until late 2022 according to the IMF), what are your plans going forward?

How can you create opportunities for your business in these challenging times?

Challenge 1: How to build your business when bootstrapping

You may have limited resources available to you, or have even scaled back on your revenue projections and along with this your
investment plans for growth. So with that in mind, how do you get more bang for your buck? How can you grow your business
whilst avoiding costly mistakes of applying unsuitable marketing initiatives for the relative start up phase of your business?

Challenge 2: How to start sales conversations started when buying habits have changed
With companies having restructured and seen a significant increase in remote working, how do you connect with your potential
consumers and get the conversations started?

Challenge 3: How to convert opportunities into custom

So what's going to get you over the line and your ideal client wanting to do business with you? With reluctance to appear pushy,
desperate or aggressive, what can be done to reduce the chances of coming across this way and instead positioning yourself as a
credible supply partner?

By not addressing these issues it's difficult to know what to do for the best which often results in doing nothing at all meaning your
business is potentially at risk. So how do you proceed with making sales while upholding your principles and keeping your reputation in
tact?



So would the situation look better if...

* You could get clarity on what needs to be done to reduce the impact of poor market conditions on your growth?
* You could get back on track with your plans for growth?

* You were able to develop sustainable revenue streams comprising a healthy mix of new and existing business?
* You had an abundance of business development opportunities to explore and a framework to support this?

* You were to rediscover a renewed sense of passion in your vision for your business?

If that's the case then keep reading to find out more about the Launchpad Business Growth Programme



