Don’t Be Stupid with your Money

All the efforts by Jewel Software Founder and President Joan Gaetly are paying off.  Jewel recently completed their first strategic plan and everything seems to be working as intended.  Business is booming, the sales team seems to be on track, and the development team keeps hitting their milestones.  For the first time since Jewel started 6 years ago Joan is facing a new problem – she has money in the bank.

Be Sure You Are Profitable

Not much of a problem you might say, but in Joan’s case what could be great news today could turn into bad news overnight.  There are many ways cash can accumulate and give you a false sense of having lots of it that only hide future expenses that will eventually have to be paid.  The three most common problems include labor costs, accounts receivable financing, and mistakes in pricing/costing.

Once you are sure you really have available cash to invest, there are multiple strategies you can pursue.  Before you start spending however, remember that time is a valuable commodity and your ability to spend your cash wisely is often dependent on how well you invest your time first.

Invest in your Team

When a business gets busy and grows, it needs to add staff.  As you do so, you must be certain each person is properly trained and contributing to the bottom line. This is time consuming and as such is often overlooked.  Current staff can suffer from working harder as new team members are brought in and customer service can easily slip, mistakes are more common and hard won customer relationships can begin to weaken.

Therefore one of the best investments you can make is in your people.  Short of loosing a client, loosing a member of your team is the most expensive things that can happen to a small business.  Talk to your staff about what they need to do their jobs better, and what training they feel would be most helpful for them.  

Your team is the most direct line of communication to your clients.  Give them the help they need to do a better job and you will not only strengthen your client relationships, you will also send the message that you care about your people and are willing to invest in them.  

Finally, look for people with loyalty and strong skills you can promote as need arises.  Prepare for future growth so you aren’t caught with a crew of unskilled workers.

Invest in your Clients

Since revenue comes from clients, spending some money on them is always a good idea.  The art is in how you do it.  Think beyond dollars and start by investing your time.  Developing and strengthening your relationships with your clients will always pay dividends.  Be wary of establishing any ‘gifting’ precedents.  Once you start rewarding them with things unrelated to their purchases, expectations are set and you may find yourself unable to stop that form of giving.

Talk to your clients and ask them what you could do to make it easier for them to do business with you.  Explore ways you can adjust your policies and procedures to make their buying processes more enjoyable and less frustrating.  Look for ways to relieve some of their burden by automating delivery whether it be services or products.  

If you can, talk to the people who make the purchasing decisions and those who use your products and services.  Look for ways to make yourself more valuable and keep an eye and an ear open to new ideas for leveraging your knowledge of their business for other revenue opportunities.

Invest in your Success

Take a step back and look at what is working for your company.  Don’t react to the first thing you think of, take some time and really think things through.  Be careful to avoid emotional exuberance and try to look at your business through someone else’s eyes.  You must get any personal attachment or emotion out of your mind before you can do this properly.

When you get to that point, look at those things you are doing that are really creating growth and revenues and look for ways to enhance them.  You can either expand your reach to new markets, or you can begin to offer new services to your existing clients.  You can also look for ways to leverage current products and services to new markets and for other uses they were not originally intended.  

If you can distance yourself from the obvious, from habit, you can come up with some amazing ways to add value with things you already offer that you never thought about.  It just takes time to think them through.  There is no faster way to increase profits or expand your client base than this.  It is also one of the most difficult.

Invest in your Future

If the time has come for you to develop a new product or service, or for you to expand with a new sales strategy, think about investing in the future of your business.  One of the best ways to invest dollars is on market research and understanding who your client base really is.  Find out how they think of you, how they talk about you, who your competitors are and how they are selling.  Look for information about your market and how healthy it is, what are the newest trends and what can you do to position yourself as an expert in those areas.  

And if you aren’t there yet, you must reach out through the internet with a confident and well planned strategy.  This untamed wilderness is much like the west when it was being settled.  It offers unlimited opportunities and options.  Basic websites and key words searches, blogs and webcasts are just a few of the options currently being experimented with today.  Take some time to explore and find your way around.  Take classes at a local learning center or community college.  Talk to young people about how they are using the web.  Develop a better understanding and find what is comfortable for you and your business, and use it!

It might seem as if the ideas we have presented above are a bit fuzzy, or not specific enough.  You would be right on.  We help our clients by learning and understanding their businesses, by being a valuable resource and helping them see their situations more clearly.  We help them to act with greater confidence to create faster and more meaningful success.  Our close relationships with them give us the ability to help, and it would be next to impossible, if not presumptuous, to try and deliver that same value to you, our reader, without having that same kind of relationship.

If you think you could benefit from our knowledge and expertise, give us a call and let’s talk about if we can help you achieve your goals faster and with less frustration and stress-that’s what we do.
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