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Thank you for taking the time to read my newsletter.
About once a week I will pick various topics and add valuable advice
to help you and your business achieve excellence.
Enjoy the newsletter and look forward to catching up soon
Regards
Karl
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Your Belief is Your Greatest Power: James Vincent

FREE webinar/workshop - 2021: What will you do
to Boost Your Business?
Business Essentials Webinar - creating your roadmap of success

“Your webinar was a completely new topic and a gave me a new way to
look at things. I think the topics covered we of the right depth and
moving forward I would like to learn more about each step in more
detail”
“The presentation I felt was extremely motivational and gave me a boost”
“It always feels a bit cheesy when you give a 10 out of 10 however I do feel its deserved not only
from an educational view but also from a motivational aspect as well”
“It was edu-taining!”
Are you currently running your own business?
Are you looking to create more time, or at least spend the right time on the right things within
your life and your business
Would you like to get more support from the people around you - your team?
Are you currently getting the nancial return from your efforts?
By attending this FREE webinar you will learn some very practical and useable business skills and
knowledge.that can put into place immediately.
Don't hesitate - register for FREE now at - https://actioncoach.co.uk/coaches/karlmorris/events/2021-boost-your-business-for-the-new-year/

Creating customer loyalty isn’t a trade secret
How many RAVING FANS do you have in your customer base?
What would happen to your business if you moved everyone in your database up one level?
Massive pro ts do not occur by bringing more SUSPECTS or PROSPECTS into your database, but
rather moving MEMBERS to ADVOCATES and then to RAVING FANS.
Massive pro ts occur at the RAVING FAN level.
There are seven rungs on the ladder of customer loyalty and two aspects to increase the value of your
marketing.
This, in turn, creates pro ts in your business. The two sides of marketing: acquisition cost and lifetime
value.
The goal of marketing in the business should reduce the Acquisition Cost and increase the Lifetime
Value. But for now, let’s focus on how to develop the lifetime value of your customers.
Based on the knowledge that it is six times more expensive to acquire a new customer than to sell
more products and services to your current customer base, let’s discuss the system outlined in
“Instant Repeat Business ” designed to increase lifetime value by using the Ladder of Loyalty:

Raving Fan
Advocate
Member
Customer
Shopper
Prospect
Suspect
The concept is to categorise each and every name in your prospect and customer database into levels
according to their loyalty to your business.
You begin with SUSPECTS, which are businesses that t into what you have de ned as your
target market. Any name that you obtain through marketing efforts which ts your criteria enters
the Ladder of Loyalty at the SUSPECT level.
Once the SUSPECT becomes interested in your product or service and makes an inquiry, you
would move the business up to the PROSPECT level.
Next, a SHOPPER would be a business that buys once from you but has not yet determined that
you are a vendor he or she wants to do business with again.
If the business buys more than once, then the SHOPPER becomes a CUSTOMER.
Once the CUSTOMER becomes a consistent buyer of your products and services, you may begin
offering incentives and privileges to them so that they become MEMBERS, and no longer look
elsewhere for competitive products or services.
MEMBERS do business with you because of the relationship and trust that you have developed.
An ADVOCATE is where your MEMBERS begin selling for you through testimonials and referrals.
An ADVOCATE becomes a RAVING FAN when he/she cannot stop selling for you. Anytime a
RAVING FAN is out in the community they are promoting you to everyone about how wonderful
you are.
As an exercise, go into your prospect/customer database/CRM system and determine how many
businesses you have at each level?
Now look to create and implement strategies for each level on the Ladder of Loyalty.
If you need some assistance - give me a call

FREE webinar/workshop - Maximising Your Time
What are your greatest time challenges?
How do you view time and are you constantly chasing it?
Do you nd yourself allocating the wrong amount of time to the wrong
activity?
Join me for this hugely informative and challenging look at our relationship with time – within
business and also our personal lives.
This webinar will change your thoughts around your time planning, importantly give you some
fantastic realistic takeaways for challenging your current time management and overall, help you to
become more effective in your role – whether a business owner or team member.

You will be given some great time management resource, learn about how to get the best from your
time and also the positive impacts that can be achieved, both on you personally and your business
Remember, if you haven’t got enough time to attend a FREE business webinar on how to achieve more
within the time you have available – then this is the right webinar for YOU!
Don’t be late!! - register for FREE now - https://actioncoach.co.uk/coaches/karlmorris/events/maximising-your-time/

Managing anxiety
I think we all agree, 2020 has delivered a host of challenges for everyone.
It has been a tough year in many ways. The impact that the coronavirus
(COVID-19) outbreak is still having on our lives may cause us to feel
anxious, stressed, worried, sad, bored, lonely or frustrated.
Everyone feels different sometimes. It's important to remember it is OK to feel this way and that
everyone reacts differently – for most of us, these di cult feelings will pass.
This might be the case with you as a business owner/senior manager but also within your team.
There are simple things we can do to help take care of our mental health and wellbeing during times of
uncertainty. Doing so will help us think clearly, and make sure we can look after ourselves and those
we care about.
Take a look at these NHS suggestions:
· Stay connected with people
· Talk about your concerns
· Support and help others
· Feel prepared
· Look after your body
· Stock to the facts
· Stay on top of feelings
· Do things you enjoy
· Focus on the present
· Look after your sleep
There are plenty of things you can do and more help and support is available if you're struggling with
your mental health. Our pages on stress, anxiety, sleep and low mood have lots more tips and speci c
advice.
If you're a parent or caregiver for a child or young person, Young Minds has guidance on talking to
your child about coronavirus.
The NHS mental health and wellbeing advice pages also have a self-assessment, as well as audio
guides and other tools you can use.
We also have guidance and information to help others if someone you know is struggling with their
t l h lth

Remember, it's quite common to experience short-lived physical symptoms when you are feeling low or
anxious. Some of these, like feeling hot or short of breath, could be confused with symptoms of
coronavirus.
If this happens, try to distract yourself. When you feel less anxious, see if you still have the symptoms
that worried you.
If you're still concerned, visit the NHS website.

