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Who are your customers?




What strategic growth approach should | take?
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1. Market Penetration
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2. Product Development
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4. Diversification
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NEW MARKETS EXISTING




How can | grow LTV?
How do | cross and up-sell?
- Can | turn a customer into a partner?

Retain

How should | segment customers?
How should | measure satisfaction?
How can | lock customers in?

- What’s a good prospect look like?

- What does good look like?

How do we find and qualify leads?
How do we manage our data?

- Why us?

How do we build a compelling VP?
How do we market ourselves?




Where can | go for help?
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1. New Markets Programme



2. Help to Export
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2. Tax Relief
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