
 

 

 

 

 
 
We so often become caught up in the daily life of running a 
business, it’s easy to miss the forest for the trees. 
 
Not that you have a choice! You’re fighting fires, handling a 
pissed-off customer, rending your face over an emergency 
bug-fix, the website just went down, and an auditor is  
coming tomorrow and the records are in shambles. 
 
All normal. But still every month or so it’s nice to take a step 
back and see whether you’re missing a chance to make a 
more meaningful change to your business. 
 
 
Here’s some things you can do: 
 
1. View your website/product/service through the eyes of a new potential customer.  

 Do informal usability testing with a stranger. You’re too close to your own projects! 
 

2. Add a Safety/Quality/Enviro link to your website to show potential clients how your business stands 
out from the rest. 

 Use the Smarter Safety supplied information available from the online Smarter Safety Library 
(there is a link in each weeks Smarter Subscription). 
 

3. Get on the front foot and decide to do something different to generate more income and don’t be 
afraid to invest a few $’s to generate heaps of $’s. 

 Use the Smarter Safety template letter to introduce your business to those principal contractors 
whom YOU want to work for and attach your Management System Overview (MSO) to better 
sell what you have to offer.  

 Post out to 10-20 businesses and if necessary seek skilled secretarial help to make it present in a 
professional manner. 

 Use the Smarter Safety supplied information available from the online Library (link in each weeks 
Smarter Subscription). 

 
4. Delegate activities you’re still doing yourself because “no one else can do them as well or as  

quickly,” but which don’t actually need to be done that well or quickly. 
 Delegation is hard, but healthy, and necessary if you expect to grow as a business and as a 

person. 
 

5. Do one thing to increase your company’s visibility on Facebook, Website, Signage, Local Press – 
wherever. 
 



 

 

 

 

6. Identify one person who could really help get your  
company more exposure, and who might be personally 
motivated to do so.  

 Spend real time trying to contact that person. 
 

 
7. Collect 10 pieces of observation and experimentation 

evidence about why your latest customers decided to 
give you money. 

 Use that to tune your website, Yellow Pages adver-
tisement, local press advertising, business cards and 
marketing material to attract the next customers. 
 

8. Collect 10 pieces of observation and experimentation evidence about why people didn’t buy even 
when they were deep in your website or after they had held significant discussions with you.  

 The answer to more revenue lies with the folks who didn’t buy. 
 

9. Do one thing to prove to the world that you’re an expert in your field. 
 People like to do business with experts whom they trust. 

 
10. Identify one mundane, time-consuming tasks that you could outsource.  

 Even if it means spending money, it means you can spend your time on getting more revenue 
which will more than pay for the outsourcing. 
 

11. Quantify how much completely disposable cash you have in the company’s bank account.  
 Whether it’s $50 or $50,000, maybe you should brainstorm how to spend it to get more  

revenue. 
 

12. Defer something you’re working on now that really isn’t necessary to be done now.  
 Take a minute to reset your priorities. What’s really timely? 

 
13. Admit one thing you’re doing because of an assumption rather than because of hard evidence.  

 You have to make assumptions to live in the world, but it’s worth stepping back and  
challenging even the most basic ones. 
 

14. Identify anything you’re doing because of a “plan” rather than because of hard evidence.  
 There’s no glory in following a business plan. Do the right thing with information at hand today 

regardless of any “plan.” 
 

15. Identify choices that don’t “feel” like the right thing to do.  
 If it feels wrong, it is. Do what’s right instead of what makes most revenue; in the long run Kar-

ma does work in business. 
 



 

 

 

 

 
16. Change your home page to be more specific in describing 

how you help your customers.  
 General phrases and wishy-washy statements don’t 

excite people or win customers’ hearts. 
 

17. Give your customers something wonderful, for free.  
 A deal on a related product, a free book, even just a 

thoughtful article of interest to them. 
 Give something for free to show you care and they’ll 

reward you ten-fold. 
 

18. Take one step to become more visible in communities  
related to your business.  
 On-line or off-line, how can you be a part of other so-

cial networks? 
 

19. Further differentiate yourself from competitors rather than just try to “kill” them.  
 Explaining the niche you unquestionably own is a better path to sales than trying to win every 

deal on every point. 
 

20. Congratulate yourself and your employees on the good aspects of the business.  
 We’re always battling problems instead of reveling in the good stuff; the good stuff is what 

makes business fun, and is kinda the whole point. 
 

21. Do something to invest in your customers’ experience after the sale.  
 We’re so caught up in getting new customers we sometimes forget how to keep them thrilled 

one year later. 
 

22. Take on a project that you could complete in under a week, and really ought to, but you’ve  
procrastinated because it sucks to have to do it. 
 

23. Find a decision about your product or your behavior which is really due to ego rather than making 
life better for your employees or customers, or rather than seeking revenue.  
 There’s no shame in having a big ego and it’s natural to not want to admit mistakes or change 

your position on things, but sometimes it’s the right thing for everyone. 
 
We hope some of these ideas inspire you to reconsider your priorities and shift your behavior.  
 

Don’t let fire-fighting or your personality get in the way of healthy income growth! 
 
 
 


