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Mistake #1 : The 14 letter word that makes all the 
difference 

 

Of all the mistakes I have come across in over 28 years working with small businesses, 
by far the biggest is the lack of Quantification of your lead generation systems. I would 
estimate that less than 5% of all business owners can show me their sales and 
marketing numbers for the past year. 

 

What do I mean? 
I mean that the vast majority of small businesses do not have any internal systems for 
tracking, measuring and understanding where their marketing spend is producing 
results and, when they have secured those leads, they again fail to track their 
conversions. 

For example, do you know: 

1. How many leads came into your business last month? 

2. Where those leads came from? 

3. What percentage you turned into meetings? 

4. What percentage of those meetings you turned into sales? 

5. What your average unit of sale was? 

6. To name just a few! 

Once you know your numbers you can start testing different tools to improve those 
numbers. 
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Mistake #2 : Who has the power? 
 

Who has the power to increase their marketing numbers? Those who test different 
approaches. 

Because testing is such a powerful lead generator, not testing could be costing you 
thousands of pounds every month and maybe hundreds of thousands, or even 
millions of pounds every year. 

 

What do I mean? 
Here’s what most businesses do in marketing: they decide upon a strategy, let’s say 
e-mail marketing (but this applies to any form of marketing). 

They then put a database together, draft an e-mail and send it out. If it pulls, they keep 
sending it out or they will draft another campaign and send that out. If it doesn’t pull 
after a few attempts, they will decide that e-mail marketing “does not work in our 
industry” and self-limit their business for the next 20 years. 

So here is my system for testing and improving e-mails. Using this system can easily 
double your enquiry rate. 

Firstly, you will need to find 3 different databases to test. I suggest asking for a FREE 
small test sample of a large database. Ideally, we want access to a 50,000+ named 
database. 

Once we have tested the three databases with let’s say a 500 name campaign, we 
will buy the one that pulls the best (because we are measuring, we will have this 
information). 

You then need to test the headline of the e-mail. This is the most important part of 
any communication. I have known testing headlines to increase enquiries by over 
400%, but often by over 25%. 

I also recommend drafting three different e-mail campaigns and testing each one, in 
order to find out which one pulls the best. 
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You can also test using an HTML e-mail with great design and pictures, compared to 
a plain text e-mail. If you are using HTML, then you can also test different: 

• Fonts 

• Pictures 

• Sizes of fonts 

• Use of colour 

• Designs. 

 

You can also test: 

• special offers 

• different calls to action 

• different guarantees 

• different bundling 

• selling different products and services 

 

Another thing that might be costing you money: 

Not following up. In all forms of direct marketing following up, using a good script, 
will massively increase sales. So you must follow up. 

 

 

IMPORTANT THOUGHT: 

I recommend that you use some form of professional e-mail delivery 
system (give me a call if you want to know my thoughts). If you are not 

great at copy writing, you might like to get the copy written 
professionally. 
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Mistake #3 : In search of a list 
 

Where can you get the best database from? 
The answer is: you already have it! Because the best chance you have of selling 
something to someone is to sell it to someone who has bought from you before, you 
must MAXimise your current client list. 

Not MAXimising your current clients costs 99.999999% of businesses a fortune. Many 
spend all their time, money, and effort on the acquisition of new clients. How crazy 
when you already have clients to sell to. 

 

Let me tell you a story. 
You know the one, because you have the same story, or a version of it too... 

A little while ago we designed a website for one of our clients. They were over the 
moon with it and full of praise for us. We did the search engine optimisation stuff on 
it and soon our client was winning business from their website on a regular basis. 
Three weeks later I called our client and they confirmed how happy they were and 
how much business their new website had created. He told me that the site had 
created so many leads that they had decided to train their sales team in order to 
ensure that they converted a significant number of those leads into sales. I was 
slightly surprised and asked our client why they had not used me for the sales training, 
only to be told that they did not realise I did sales training and that they would have 
definitely used me to deliver the sales training if they had known I did this. The 
question is: whose fault is this? It is ours for not making our clients fully aware of the 
full range of services we provide. 

Every business has stories like this. The question is: how can you reduce this scenario 
to a minimum and ensure your clients are fully aware of everything that you sell? 

 

Well if you want details of how we help our clients to do this, then all 
you need to do is to book in for a FREE marketing review with me and I 

will explain our Windows of Opportunity system to you. It only takes 
45mins and is normally worth £500. Call me on 01256 242272 to book 

your meeting. 
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Mistake #4 : Not turning streams into rivers 
 

One of the biggest problems with people is not that they aim high and fail; it’s that 
they aim low and succeed. 

Let’s say you are marketing your business and every time you send out a direct mail 
campaign it pulls enough response to pay the bills and make a profit. You advertise 
on the radio and it costs you £700 per month and this appears to generate enough 
leads to make it worthwhile and so you keep running it. You have a website and it is 
generating some business for you and so you are happy! 

 

The question is: should you be? And the answer is NO! 
Look at is this way: do you get everything right the first time? I know I don’t! Do you 
make mistakes and then try to improve what you’ve done? 

Do you consistently try to RAISE YOUR GAME? Do you constantly look at every single 
part of your business and ask yourself one of the most important questions in the 
business world that could make you millions of pounds of extra profit and that 
question is: 

 

HOW CAN WE DO ...... BETTER? 
How can we do what better? Everything!!! Everything in your business, and certainly 
everything in your sales and marketing. 

Let’s just say that you turn over £1,000,000. Let’s look at what would happen to your 
business if you improved by just 15% in these key performance areas. 

Increase your number of customers by 15% = £1,150,000 Increase your average unit of 
sale by 15% = £1,322,500 Increase your frequency of re-purchase by 15% = £1,520,875 
Increase your conversion rate by 15% = £1,749,006 

So by increasing results in ONLY these key areas by ONLY 15% you could grow your 
business by £749,006.20. Or nearly a 75% increase in the size of your business. 

How can you increase your key drivers of sales? 
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Something to think about? 
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Mistake #5 : Not building multiple streams of income 
 

In order to achieve success you need to think and act like successful people. We have 
all known this for years. This goes right back to the bible where it say ‘as a man 
thinketh, so it is done unto him’. One characteristic of successful people is that they 
have multiple streams of income. 

However, many businesses make the mistake of trying to build their business on one 
or two marketing streams of income generation. 

 

Do you suffer from this? 
Of the many mistakes that businesses make, this really is a big one! 

So let’s take a look at what I mean. Let’s say that your lead generation tools are: 

• Your website 

• Ad-hoc referrals 

• Telemarketing 

• Networking 

 

Clearly your first focus must be on getting the best possible return on investment 
from your current marketing. In mistake number 4 I used an example showing how to 
use incremental leverage to increase sales by 15% in four key areas, resulting in an 
increase in sales of nearly 75%. In this section I am going to talk about increasing this 
by adding additional income streams. 

So by measuring what works (mistake number 1) and testing (mistake number 2) you 
can easily start to increase the number of enquiries by implementing additional 
STREAMS OF INCOME. 

To clarify: 

Let’s say you introduce e-mail marketing into the mix. You measure what is working 
and test elements to improve performance. 

Once you have tested and measured and you know that for every £500 you spend on 
marketing, you get back £5,000, you can easily add e-mail as a marketing stream. 
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Let’s say that you do two campaigns per month and therefore that creates an 
additional £120,000 worth of income per year. 

You then decide to introduce Google Pay Per Click Advertising as an income stream. 
You set up your PPC account and you pay let’s say 50p per click. You measure 
(mistake number 1) and you know that you get one enquiry for every 100 clicks and 
you convert 50% of enquiries into business at a cost of £100 per sale. You also know 
that your average unit of sale is £2,000 and your life time value of a client is £10,000. 

So you now use PPC as an on-going way of generating income. So you know that for 
every £500 you spend, you get back £2,000 immediately and £10,000 eventually. 

So you once again implement this as a stream of income and it generates £2,000 per 
month in new sales, or another £24,000 over the first year. 

And so on and so forth until you have 20, 30 or 40 streams of income. 
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Mistake #6 : Not employing a sales force of 
thousands 

 

One of our services is to run marketing training events. One of the first things I do 
when training is to get delegates to write down the different marketing approaches 
they use. Most of them will come up with three or four ideas. I then ask them to 

tell me which one they get most of their customers from. 95% of all the businesses 
attending say “word of mouth”, or in marketing terms, “referral”. 

I then say, “So let me see if I have got this right. You are spending most of your time, 
effort, and money on advertising and you are getting most of your customers from 
referral, is that correct?” They usually very sheepishly say “Well, yes”.My next question 
is obvious - “Do you think there could be something wrong with this picture?” 

I then say “Okay, so how do you get people to give you referrals?” I am usually told, 
“Well, it just sort of happens through the quality of our products or services and the 
high level of customer service we provide.” I say, “Great, but don’t you think it would 
be a better idea to introduce some low cost, or no cost ideas to proactively increase 
the number of referrals you get?” 

I then usually ask how many referrals they get per month. Only about one in every 
one hundred businesses has any records at all. 

A word of warning: DO NOT build a business that relies solely on referrals, unless you 
wish to limit yourself and your business’s true potential. (see mistake number 5) 

Referrals are great, but to truly build a successful business you must MAXimise your 
marketing through effective streams of income. 

Look at it this way – most large businesses are just small businesses that did it right. 
Do you know any large business that relies solely on referral to sustain, or grow their 
business? 

One of the biggest mistakes made by most business is leaving referrals to chance. In 
other words, relying on the fact that you ‘do a good job’ to encourage people to refer 
you to others. And some people will do just that out of the goodness of their own 
hearts. 

However, others will think that you always look busy and probably don’t need any 
more business, whilst others may just not take the time to think about who to refer 
you to, because they are so busy. 
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My point is that, ‘if you fail to plan, then you plan to fail’. Or - more accurately - you 
never MAXimise your referral possibilities. So you must plan. 

Let’s have a look at the numbers! Suppose you have 100 clients and your plan is to 
ask each of them once per year for a referral. Let’s say that as a result you get 100 
referrals (note: some clients will not give you any referrals, whilst others will give you 
5 or 6). Then let’s say that because of the quality of referrals in terms of leads, you 
convert 50% of these into sales. What has just happened? You have just grown your 
business by 50%, with no marketing investment or risk whatsoever. 

So how can you MAXimise this? Well let’s get a little adventurous and say that we are 
going to ask for referrals twice per year, or even four times per year. I am sure you get 
the picture. Then, when you have thought about your current clients, the next 
question to think about is who else will give you referrals? 

 

This list could include: 

1. Prospects you did not sell to 
2. Sports club members 
3. Networking contacts 
4. Your family 
5. Your friends 
6. Club members 
7. Your suppliers (especially those who benefit if you sell more) 
8. Your bank manager 
9. Your accountant 
10. Your solicitor 
11. Your PR or press contacts 
12. Your marketing advisors, designers 
13. Business Link 
14. Trade associations 
15. Companies selling similar non-competitive products 
16. Your printers 
17. The list goes on and on... 

 
So, what are you going to do about it? 
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“Knowledge is not the secret of success. Most people know what to do, but 
they don’t do what they know!” 

~ Anthony Robbins 
 

www.anthonyrobbins.com  
 

 

So you see that you MUST PLAN. How many times are you going to ask for a referral? 
What are you going to say? Who is the best person to ask? How are you going to train 
them? What is success? In other words, what would a good target of success be for 
this plan? Could you set a target to win 10 referrals per month and to close 50% of 
those? 

(If you need help with any of this, simply call Steve Mills on 01256 242272. 
www.stevemills.co)  

 

 

 

 

 

 

http://www.anthonyrobbins.com/
http://www.stevemills.co/
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Mistake #7 : Not becoming better 
 

Of the many reasons successful people are successful, one stands out and is 
common amongst all of them and that is their desire to improve and learn more. 

Of the many reasons successful people are successful, one stands out and is 
common amongst all of them and that is their desire to improve and learn more. 

However, when I ask most small business owners how much time and money they 
have invested in their own training over the past year the response is usually very 
little, if any at all. 

So how can this training be used to increase your profit? Good question! 

Let’s say you get 100 leads into your business next month. You usually close about 
50% of them and turn them into sales. Let’s also say that you lose 90% of the remaining 
50% due to price. So let’s say 45 leads are lost due to price objections. 

I would like to ask you a question: when someone says “You’re too expensive”, what 
do you say? Go on, write it down now... 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

 

If your response was something like: 

• Offering a discount 

• Stating, “well, that is our price - take it or leave it” 

• Or you re-stated your benefits without positioning first 

 

Then you might not be doing as well as you could and so you need some sales 
training in defending price. 
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Let’s say you had that training and you are now armed with some great new answers 
to that objection. As a result, instead of closing only 50% of your leads, you manage 
to close 10% more, or 60%. What does this actually mean in monetary terms? Well, 
based upon the turnover of £1,000,000 used as an example earlier in this book, it 
would mean a 10% increase in turn over, or an extra £100,000 of income every year. 

This is not rocket science, but it is cold hard maths and it may be costing you money? 
Is it? 

 

If it is, call me now to find out how  

I can help on 01256 242272 
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Mistake #8 : You should hear the excuses 
 

If you want more profit, then follow up your marketing. It really is that simple! Because 
if you don’t, you won’t get as much! 

And yet you should hear the excuses I hear and, to be honest, I used to give for my 
own poor performance: 

• I have been busy 
• I simply don’t have the time 
• I don’t like cold calling (you’re not this is a warm lead) 
• I don’t like being pushy 
• I hate being rejected 
• I am going to get around to it soon 
• I am not a salesman/woman 
• I have called once already & left a message and so they can’t be interested 
• Etc, etc, etc 

 

How many times should you follow up? Until they die, or buy, or tell you to get lost. 

I don’t know about you, but when I try to sell someone something, I do it because I 
feel sure it will help them. Otherwise, I would not sell it to them in the first place. 

And so I believe that I need to use all my skills to persuade a prospect to become a 
client. Because, without me, they will suffer and not grow their business to the level 
that they could. 

So the mistakes are: 

1. not following up 
2. not following up more than once 
3. not following up until they die or buy 
4. not having a systemised process for following up 
5. not using the CRM software now available to help in this process 
6. not being trained in how to follow up effectively 
7. not having a follow up script 

 

As Nike says – “JUST DO IT!” 
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Mistake #9 : Not spreading your web 
 

What do most businesses do as far as web based marketing? 
1. They have a website that brings in no business, or very little 
2. They have a go at pay-per-click advertising and then decide it does not work 
3. Increasingly they are registered on a couple of social networking sites, but they 

really don’t understand how to use these as a marketing tool and so they win 
very little business from this 

4. They might have a blog, which is great for keeping current clients up to date 
 

So what do you need to do? 
The number one thing as far as basics are concerned is to ensure that your 

Metatags (also known as key words) are on every page of your website. 

To check this out go to ‘View’ on your browser, then click on ‘source’. A box like this 
one will come up: 

<meta http-equiv=”Content-Type” content=”text/html; charset=iso-
8859- 1” /> 

<title>Marketing Advice - Max Marketing</title> 

<link href=”css/main.css” rel=”stylesheet” type=”text/css” /> 

<script src=”Scripts/AC_RunActiveContent.js” 
type=”text/javascript”></script> 

<meta name=”keywords” content=”Max Marketing, marketing, 
berkshire, reading, advice, support, sales training, newbury, 
thames valley, marketing, profit  improvement, franchise 
marketing, marketing accountants, theale, “ /> 

<meta name=”description” content=”MAX Marketing help businesses to 

MAXimise their marketing budget, turnover and bottom line profit.” 
/> 

<style type=”text/css”> 

<!-- .style2 { 

You then need to look for your keywords (highlighted in yellow). 
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The mistakes businesses make are as follows: 

1. Not having any keywords at all 
2. Not having enough keywords 
3. Having too many keywords (Google likes you to have 20 to 30) 
4. Having the same words on each page (the words need to reflect the page 

content) 
5. Having inappropriate words (for example: having a word like ‘sex videos’ on our 

site because I know there are lots of searches for these words, is not a good 
idea) 

6. Not having the most effective keywords on your site. For example: if you run 
an I.T. company the words ‘I.T. support’ sound like obvious words, but there are 
millions of websites with the words ‘I.T. support’ as keywords, so getting onto 
the front of Google is probably impossible 

 

There are of course then lots of other things to consider. Each one of these can 
become one of your streams on income: 

1. E-mail marketing 
2. Directory advertising 
3. Social networking 
4. Newsletters 
5. Sign up forms and giving away free books like this one 
6. Having a links strategy for your website 
7. Strategic partnering 
8. Affiliate partnerships 
9. Blogging 
10. Use of video 
11. You Tube 
12. Product specific websites 
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Mistake #10 : The hidden strategy that is endorsed by 
one of the world’s leading marketing experts 

 

 

Jay Abraham 

Jay is one of the world’s leading marketing experts and 
someone I have learnt a lot from. 

When he was asked, “If you were asked to build a business 
using only one strategy and you did not have much of a 
budget, which one would it be?” 

His answer was, “Without doubt, the formation of Strategic 
Partnerships. This is because of their high impact and low 
risk”. He went on to say, “why try and do things yourself, when 
others will help if you ask them and if you will also help them. 

 

 

So what do I mean by a strategic partner? 

This is an association between two or more partners for mutual benefit. I like the idea 
that there is no charge, but you are helping each other in some way. Although 
sometimes it is fine to introduce some form of fee, or commission. 

The questions to ask: 

1. Who has relationships with the types of businesses, or individual people your 
want to find? 

2. Who would benefit from the relationships that you have with businesses, or 
individual people? 

3. How could you help each other? 
 

It’s as simple as that! Some examples are: 

A carpet cleaning company offer to clean the reception area of a golf club in 
exchange for being allowed to put a poster up in reception of the club. 
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A solicitor forms an alliance with a large corporation, offering any of their staff a 15% 
discount on legal services, in exchange for adding the practice on to their intranet. 

One company offers to e-mail out and endorse a product of another company, in 
exchange for the same being done in reciprocation. 

I am sure you get this idea. 

 

Note: 

You need to MAXimise! It is very little use setting up one relationship, 
or having multiple relationships, but only doing one thing with each. I 

have one company with whom we collaborate to send out each other’s 
information via e-mail, do joint insertions and advertising in magazines. 

We have also shared stands at exhibitions and we have co-hosted 
networking evenings. 
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Conclusion 
 

I hope you enjoyed reading this short book and that you found some ideas that will 
make a difference in your business. 

However, I have some bad news for you: the time you spent reading this book and 
ideas contained in it are a TOTAL WASTE OF TIME. 

Or, more accurately, they are a waste of time unless you TAKE ACTION! The only way 
this book will be of value to you is if you use the ideas it contains. 

Please feel free to e-mail the book to friends and colleagues. I would really like to 
have your feedback, your ideas and thoughts on the book. 

And, practicing what we preach, if you know a business that is looking to grow and 
they need help, please put us in touch! 

Steve 
Steve Mills  

01256 242 272 

www.stevemills.co  

steve@stevemills.co 

 

 

 

http://www.stevemills.co/
mailto:steve@stevemills.co
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