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Legal NoticeLegal NoticeLegal NoticeLegal Notice    

   This eBook is not intended for use as a source of advice. It has been written as a 

guide only, based on the various authors’ years of experience and observations. While 

every effort has been made to ensure all material is correct, neither the publisher nor 

the authors assume any liability for the use of or inability to use any or all of the 

information contained in this publication. It is a general guide and each individual’s 

situation will be different.  

 
 

Copyright © 2007-present by Donna-Marie Coggins 

 

 

   Please share the eBook as much as you like ON THE CONDITION THAT YOU DO NOT 

MAKE ANY CHANGES AND YOU DO NOT SELL IT. This document must remain in its 

entirety. With this in mind, please give it to your friends, family, customers, 

associates… offer it as a gift or bonus. However if you sell this eBook you will be 

breaching its copyright. Each individual article is copyright protected by its author. 

 

   Apart from fair dealing for the purposes of study, research, criticism or review, as 

permitted under the Copyright Act, and the forwarding of this document as per the 

conditions above, no part of this eBook may be reproduced in any form or by any 

means, electronic, mechanical, photocopying, recording or otherwise without the prior 

written permission of the publisher. Enquiries to be made to Jacaranda Business 

Support Services, admin@jacaranda-business-support.com.  
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IntroductionIntroductionIntroductionIntroduction    

   Since December 2005 I have been arranging monthly Coffee & Chat Mornings for 

local businesses in Brisbane’s Northern suburbs, and in Brisbane’s Bayside suburbs 

since 2008. These sessions have grown so much in this short time – all by word of 

mouth – to the point where it has become a formalised business group. In addition to 

the monthly Coffee & Chats we run regular Business Growth Sessions with talented 

guest speakers. 

 

   I am constantly amazed by the immense talent of many of the people who come 

along to these sessions. When I really began thinking about it, the calibre of other 

business associates (many of them now friends) across Australia and the rest of the 

world is equally impressive.  

 

   One day, during a conversation with one of these associates, I decided it would be a 

great idea to co-ordinate a book full of contributions from various business owners. 

The more I thought about this, the more the idea developed. What if we not only 

wrote the book, but we could write about a common theme… something that would 

help other business owners? Better still, what if we could give it away for free?  

 

   That’s the way this eBook came about.  

 

   While compiling these articles, I was blown away by the amount of talent, skills, 

experience and knowledge these contributors have. Plus, with every article I read I 

found myself nodding in agreement… the kids/dogs while you’re on the phone with 

that important client, arranging your lunch break while Dr Phil is on (hey, you’ve got 

to eat!), squeezing as much as possible into 24 hours each day – the very same 24 

hours that everyone is given. 

 

   To all of the contributors for What I Wish I Knew Before I Started my 

Business, I thank you from the bottom of my heart. You are all amazing business-

owners. 
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   For everyone who receives this eBook, I hope you enjoy it and whether you’re in 

business for yourself or still thinking about the adventure, I wish you all the very best. 

Please contact me at admin@jacaranda-business-support.com with your feedback. 

We’d love to know what you think about our book and how it has inspired or 

motivated you. 

 

Best wishes, 
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Getting Free & Low-Cost Publicity 

For Your Business Is Easy 

By Donna-Marie Coggins 

 

   Marketing is not just advertising. There are so 

many other aspects including branding, awareness 

and PR – public relations. Good marketing is crucial 

to successfully running a business and it can cost a 

fortune. But it doesn’t have to.  

   When I started out in business I thought 

marketing was one of the most challenging aspects. 

I’m not sure why, but for some reason I thought this was a difficult and expensive 

area, best left for the experts.  

   However I didn’t have a huge budget. In fact, I started my business with a mere 

$500 and so a marketing expert and expensive advertising campaigns were not high 

on my list of priorities. But still, I had to attract clients somehow. 

   So what was I to do? I did it myself. I had read a few books on marketing and even 

studied it as part of my Small Business Management studies. Furthermore, as part of 

my original business plan I spent many, many, many hours doing my market 

research, testing, recording, analysing…  

   It is a good idea for all businesses, regardless of their size or what industry they’re 

in, to develop a detailed marketing plan. Once you are sure of who you are – your 

image, branding and what your business stands for – the main thing is that you know 

who your target market is (i.e. who is your ideal customer?) and where to find them, 

you know what you want to achieve from your business promotions and you know 

how much money you have available. 

   From there, a good marketing strategy includes a mix of paid advertising, PR and 

generally getting your name out there. If you don’t have a large budget that’s okay; 

there are many things you can do to get your business noticed that cost little, if any, 

money.  
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   As you read over the following ideas, write down any ways you can think of as to 

how you can implement these tips in your own business.  

• Set up a stand at local events. 

• Attend networking events and promote yourself wherever possible; take 

advantage of extra promotions such as for donating a door prize. 

• Sponsor a local school event, charity or local sporting event/team. 

• Offer free samples/demonstrations – do so in areas where your target market 

is. 

• Donate a product/service for a local competition. 

• Hold a competition yourself. 

• Offer to speak at community events, local libraries, schools or associations. 

• Hold seminars/workshops, either by yourself or in conjunction with another 

business provider. 

• Display flyers/business cards at local businesses where your target market is 

likely to visit (with that business’ permission, of course). 

• Display your business name on your car – either window decals or magnetic 

signs for the doors. 

• Send media releases to the local papers, radio stations and publications, 

promoting upcoming, newsworthy activities. 

• If you don’t have any upcoming, newsworthy activities, create one! Host an 

event, sponsor a local community event – think outside the square and look for 

something a bit quirky; something different. 

 

For more ideas, get your free guide, 60 FREE and low cost ways to get your business 
noticed, from www.Donna-MarieCoggins.com. 

Donna-Marie Coggins is the owner of Jacaranda Business Support Services and 

Author of books such as Ready, Set, Go For It! The complete women’s guide to 
operating a small business in Australia.  

She specialises in simplifying small business, providing business mentoring and 
networking opportunities and can be contacted at 

 Donna-Marie@Donna-MarieCoggins.com.  
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…Was How To Fly A Kite 

By Beverley Neil CRW, CERW 
 

   When asked to write down my insights on what I wish I had 

known… before… I guess I felt a little overwhelmed. I mean – 

there are so many things:  

• The importance of systems 

• Let the answering machine pick up calls if your toddler 

is potty training  

• How to tailor organisational and growth strategies 

• The kitchen should be barricaded between 9am and 3pm 

• The vital necessity of focused marketing 

• Lock your dog in the laundry if you are about to participate in a business make 

or break phone call (think about popping the toddler in there as well – at least 

one of them will have a great time) 

• The untold hours that go into building your business that can’t be invoiced 

• What on earth I thought I was doing 

• If you’re not passionate about it all – then forget it upfront 

   Yes, so many choices. But if I have learnt nothing else, I have learnt to address one 

topic at a time. So I have chosen –  

The Aerodynamics of Kite Flying 

   I wish I had known that one of the most debilitating aspects of starting my own 

business would be doubting I was professional and skilled enough, and it seems this 

problem is common with many solo entrepreneurs.  

   From somewhere comes the dark thought that perhaps you are not as good as the 

next bloke. That the piece of paper your qualifications are written on, the feedback 
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from happy customers, the awards you have won – all mean nothing really. Thoughts 

that suck the wind from your kite and, at best, leave it floating listlessly, at worst, 

plummeting to the ground. 

   When you are tired or the work or orders are not coming in as you had hoped – 

these are the times this insidious, outright lying, little voice will whisper in your ear. 

But you don’t have to listen to it and here are just two vital strategies to get the wind 

under your kite again and restore your perspective: 

• Acknowledge that of course you don’t know everything, then work out what it is 

you can delegate to others and what more you need to learn yourself – then 

get busy learning it!  

• Realise you need other people on a professional level. Sometimes your friends 

and family just won’t meet your need. Seek out and actively participate in 

networking groups that are focused on supporting and growing the individual, 

and avoid those with competitive cliques!  

   Apparently it was Thomas Edison who said, “Our greatest weakness lies in giving 

up. The most certain way to succeed is to try one more time.”  

   Believe me, there will be many times when giving up will seem the most sensible 

and logical thing to do – but if you have started with a passion then you owe it to 

yourself and to all those you love to exhaust every other option first. Instead of giving 

up – go fly a kite. It will clear your head, exercise your body and might even have 

unexpected results! 

 

Beverley Neil runs online writing service, d’Scriptive Words, specialising in writing web 
site SEO and content copy and résumés that ensure recruiters sit up and read. She has 

won and been nominated for multiple international résumé writing awards and holds 
dual international résumé accreditation. Through her commitment to providing better 
résumés for job seekers, she authored the first online résumé writer’s course teaching 

others how to produce first class career documents. Beverley welcomes contact via 

www.onlineresumewriterscourse.com  
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7 Things I Wish I Had Known Before 

I Started My Business 

By Ingrid Cliff 

     I admit it. I am a dreadful wages employee. I love and 

thrive on change and variety in my work. My passion is 

setting up systems, procedures and thinking through 

strategies… yet day to day Human Resources as an 

employee is all about routine and boredom. I have 

managed Human Resources for companies of up to 7,000 

employees, have tripled the size of organisations and 

turned unprofitable businesses totally around – but after a 

time Human Resources always ends up in tedious 

administration. 

   So, in my last long term employee role, as soon as the 

business went from, “How do we boost productivity?” to “I hate pleats in the front of 

my uniform pants - can I wear flat front pants?” I knew that it was time to leap out 

into the unknown. 

   Where was my guidebook? Where were my comforting words of wisdom as I 

traveled off my beaten track of the known? Imagine driving from Brisbane to Birdsville 

via Adelaide without a map or a GPS and you get an idea of my journey into my own 

business. 

   Here is the beginning of that guidebook I was looking for, with seven things that I 

wish I had known before I took the leap of faith: 

1. Business profitability and self-esteem are inextricably linked. When you are feeling 

low, your profits will also be low. The best way to improve your profits is to work on 

belief in yourself. 

2. It’s OK to say no to work. When you start it is very easy to grab every job that 

comes past – no matter how much the alarm bells ring. You fall back into automatic 

wages patterns of saying “yes” when asked to work. One of the most freeing things 

you can do as a self employed person is to only say “yes” to people and work you 

enjoy. If you are not enjoying it… say “no”. When you say no to what you don’t 
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want and yes to what you do want, more work will come to you that better matches 

who you are and what you like doing. 

3. Alliances and friendships are vital to success. Some of your best clients will come 

from the friendships you have made with no thought of reward. Your business 

friends will help you on your down days and celebrate your successes with you – 

take time to build and nurture friendships. 

4. Give, give and give some more. If you hide your talents and are miserly with your 

information and support for clients, you will never be as successful as when you 

freely share. 

5. Learn copywriting & marketing. I can’t highlight this one enough. Unless you can 

promote yourself and your services, it will not matter how great you are, no one 

will know you exist. 

6. Choose your networking events carefully. I used to be the networking Queen – if 

there was the opening of a paper bag I was there competing to see how many 

business cards I could get. Now I have learnt to enjoy a few selected smaller 

events in more depth – getting to know people and making friends. Costs me a 

heck of a lot less and with much better results. 

7. Value your raving fans. I have clients that have been with me for years… clients 

who always refer others on to me and always pay on time. They also just happen to 

be the people I love working with the most. They are gold and I will do anything for 

them (including pitching in and helping out on their stalls at Trade Shows if they 

need a hand or sweeping the floor at their place if that is what is needed that day 

to reduce their stress levels).  

   My bottom line is to have fun with your business. It will become as all absorbing as 

a new baby in the household and just as challenging. Look into it… admire the beauty 

you have created and enjoy its perfection as it grows into something wonderful (Oh, 

and of course hire in help for the bits you are not good at or don’t enjoy).  
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Ingrid Cliff is a Brisbane based Business Development and Human Resources 
Consultant to Small and Medium Businesses with her company Heart Harmony. 
Ingrid publishes a free weekly Business Development newsletter with tips and 

strategies to grow your business, manage your team and build your brand. 
www.heartharmony.com.au.  

Special offer: Call Ingrid on 0411 295 900, mention this e-book and receive a free 
business development session, valued at $130  

(offer valid for the first 30 people only). 
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Everything I Wish I Knew Before Starting  

My Business! Well… Not Everything… 

But Some Things That Worked! 

By Pam Fulcher 
 

   $2000 was the limit on my credit card in 1989. What a year! I 

figured that all I had to lose was my $2000 and six weeks of my 

time. And if I didn’t give it a go, I would regret more than the 

money and time. 

   So let’s start a business! Being a mum of two small boys aged 

five and three, I excitedly and as diligently as possible set about 

my tasks.  

   Whether it was pure naivety mixed with joy that created this focus and passion, I 

am still to this day unsure. However, whatever it was, I went in search of a serviced 

office and found one for $150 per week at Paddington Boulevard with a desk and 

phone. Let’s see, six weeks at $150 ($900) left me with $1100 and yes, there were 

the additional costs of photocopier use and when Jodie answered the phone on my 

behalf. Hmmm, that’s ok.  AND after the early morning joys of my children leaving 

porridge on my dressing gown and juice on the kitchen floor, this in comparison was 

pure heaven. 

   As to the naivety? Well, I had absolute belief that this would work. I was in one of 

those rare and privileged positions where there was no authority to tell me that it 

wouldn’t work. Could that have been mainly because I hadn’t asked? 

   Point One – Belief and desire impacts motivation. Both are key elements in 

business start up. 

   In retrospect, I would always advise people to do their market research thoroughly, 

to speak to professionals and mentors who have already “walked their talk”.  

However, be discerning! There are many who will tell you why it can’t be done. Only 

listen to those who tell you HOW it can be done. 
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   Point Two – Surround yourself with “HOW TO” professionals 

   So, I had discovered an impressive, up market location where I was surrounded by 

other professionals… a solicitor, accountant, insurance agent, cartoonist… and had the 

various coffee and fashion shops to distract me when I needed inspiration or just a 

friendly chat. This impacted my confidence enormously and I felt the part I was ready 

to play. 

   No longer in my dressing gown, and my children happily playing with Nana and 

Gramps, I set off  for my first day in business, giving myself a time limit of six weeks 

to win my first tender. 

   Point Three – Be in a business environment where you personally feel good 

   Before this inaugural first day when I sat at my blank desk at 9.01am, staring at my 

second hand computer and the phone with nervous tension… almost waiting for it to 

ring… there had been significant action. 

   Because my professional qualifications and skills had been previously as an educator 

and trainer, implementing employment programs for the CES, I needed a company 

structure for my business to win tenders in the public sector. 

   Point Four – Choose a business structure that is right for you and your clients.  

   So I bought a shelf company and appointed a silent director – an associate I hardly 

knew… yes, I know, the implications of this risk would normally make you lose sleep! 

However, I sourced a person who had excellent experience and skills with the 

Australian Institute of Management. He was a retired professional, more of a mentor 

really, and happy to take a percentage of each successful contract that was acquired. 

Because of the balance of our skills, the company’s market image was viable, credible 

and professionally strong. 

   Point Five – Market perception can make or break a business. Select people who 

have more talent and different qualifications and skills to you. 

   Point Six – You need strong deliverable skills- credibility is key. 
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   Unknowingly, I also had another plus on my side. My very first high school 

sweetheart, who turned his talent to Accountancy after he left me, was willing to give 

professional advice and facilitate our company meetings once a month at the far out 

price of $20 an hour. So part of my budget would need to go toward his fee, as well 

as payment and set up for buying the shelf company. Now, there is just a little left 

over in my budget. Actually, just a little! Maybe I might need this Accountant after all. 

   Point Seven – (Recap on point 2) Have a professional team. 

   Back to work… the office that is. 9.01am. The time starts now. Who am I going to 

call? And it’s not Ghost Busters!  

   As I had made numerous contacts over the years from my previous work, I decided 

to ring some friendly associates in the Department of Employment Education and 

Training who I could ask for advice on the best procedures regarding tendering.  

   Government policies and procedures change, so I needed relevant information 

before I started. 

   Point Eight – Use your professional networks in the industry area you wish to 

promote your business to. 

   Also, I wanted to go straight to my clients, the CES managers, to find out what they 

specifically needed to enable me to best match my programs with their requirements 

for the long-term unemployed. 

   After spending the first week, ringing and visiting various site offices and speaking 

to some helpful and not-so helpful managers I had created a list of very useful criteria 

and gained some valuable insights into the “workings” of the system. 

   With this I created a draft tender containing a specific program to address all their 

needs plus some unusual and innovative additional extras to add value. I wanted a lot 

of carrots to dangle. And I needed something specific that would differentiate my 

programs from the TAFE colleges and Skillshare.  

   Point Nine – Thoroughly research your market. Deliver only what THEY want… not 

what you think they want. 
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   With everything in hand, I approached the site manager at Strathpine CES. He knew 

of my training reputation, high work ethic, solid experience and qualifications. Now to 

approach him as a new business owner and to demonstrate that all was in place to 

run a successful program. Yes, he needed a six week program – for long-term 

unemployed youth. One of the most difficult.  

   Yes. I would tender.  

   Point Ten – Always take action when opportunity presents itself. 

   And the rest is history – the six week risk turned into a twelve year business 

running an accredited training organisation, ADAPT (Qld). 

All About Choices… is all about… decisions @ work 
 

 

Pam is a professionally qualified coach, facilitator and presenter, guiding choices for 
individuals with decision-making… in their career, business or personal life. 

Enhancing this expertise is a depth of business understanding gained from over 
twelve years managing ADAPT (Qld), an accredited training organisation; assessing 

and delivering leadership and organisational training for both public and private 
sectors; coaching managers and team leaders, implementing job search programs 

and creating joint ventures with Tertiary Institutions. 

Pam built this sustainable business in a competitive market place and gained a 
reputation for effecting sustained behavioural change with her clients. She can be 

contacted on AllAboutChoices@iprimus.com.au  
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Discipline And Working From Home 

By Lisa Humphries  
 

   I did know this before I started my business. I “knew” 

that anyone wanting to start a business working from 

home needed discipline. I “knew” it because I’d read it and 

heard it many times, but I didn’t really “know” it; I didn’t 

truly understand what that really meant, and what it 

meant for me. 

   It’s all there in any advice you read about starting your 

own business. Questions to ask yourself include: “Do I 

have the discipline to work from home?” 

   I didn’t think properly about what that really means. I blithely thought, “Oh yeah, I 

won’t have any problem making myself work.” I knew I wouldn’t be distracted by a 

messy house (that’s why they have doors on rooms) or daytime TV (but you’ve gotta 

love Dr Phil, and everyone needs a lunch break to ensure maximum productivity!) 

   What I didn’t realise is that “discipline” works two ways: the discipline to be in the 

office and working, but also discipline not to be in the office working! 

   Part of the reason I started my business was so I could be available to pick up my 

children from school and be around to help with homework, listen to their stories 

about the day, etc, and take them to after-school activities. What I came to realise 

was this: it can be incredibly difficult to have the discipline to stay out of the office 

during the last couple of hours of the day to spend time doing something else in the 

same building! 

   It’s one thing to leave a place of employment before the end of the day, because 

once you’re gone, that’s it. There’s no going back until next time. But when you work 

from home, you can always hear the office calling you. It’s so easy to think, “I’ll just 

slip in there and do a bit of that project,” but so often it’s a waste of time to give in to 

that temptation – with children around, needing you to help with something, or 

squabbles break out and need your intervention… before you know it, you’ve been 

interrupted half a dozen times in half an hour! You’re feeling irritated, your 

concentration has been broken several times, and you end up only producing in half 
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an hour what you might otherwise have produced in 15 minutes of uninterrupted 

time. 

   Everyone has other commitments in their lives, and needs to balance work life and 

personal life, and that includes family, friends, hobbies and even the things we just 

like doing. It’s important to be aware of what other things are important to you, and 

consider, before you go into business, whether these things are compatible with 

running your own business from home. 

   It’s helpful to have a picture of how much time you want to devote to each element 

in your life: 

• Start by making a list of all the different elements e.g. family, sport, social 

outings, hobbies. 

• Rough out a table with five columns, label them Monday to Friday, and shade 

the times that will be taken up with each element. 

   This gives you a visual of how your week might look, and will help you decide 

whether running a business from home is for you. Then when you start your business, 

you can use it as a guide to help you in the never-ending struggle for discipline! 

 

Lisa Humphries is a virtual assistant and owner of Freelance PA,  

helping consultants and solo operators have more time to do what they do best by providing 
remote PA support. 

www.freelancepa.com.au 
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Jump, It’s Worth It 

By Allan & Jodi Browning 

 

   If someone had told us two years ago that we 

would be running a business together I would have 

laughed my head off and said they were mad. But 

starting our own business has been amazing; it has 

given us flexibility and a chance to create our own 

destiny. If we could share some tips, they would 

be: 

   If you want your business to soar, you have to believe you can fly! Some 

people always aspire to run their own business but we had never had a burning desire 

to do so. When Allan’s previous job was relocated interstate we decided that he 

should do some web design work from home until “something better came along.” I 

think this was our biggest mistake. I wish someone had said to us, “If you are going 

to start your own business jump in feet first, put your heart into it, don’t look back.” 

Once we decided that running this business was what we really wanted to do, the 

business started to succeed. 

   Be Informed so you don’t Crash and Burn! Faith in your business gives you 

wings to soar, but taking safety precautions prevents you from crashing into the 

ground at break neck speed! 

• Create a Business Plan – A business plan doesn’t have to be a ten page 

published document, but you should take some time to consider what you want 

your business to achieve and how you will achieve it. Consider: the products/ 

services you will offer and what you will not; your target market; pricing; risks 

to you and the business; limitations (e.g. I will not borrow more than $x); 

warranties and guarantees. 

• Understand your financials – Jodi has spent eight years helping small 

businesses with their bookwork. Many small businesses are great at what they 

do but don’t place any importance on their accounts; they see it as an outcome 

to satisfy the Tax Man. Understanding the money that comes in and goes out is 

critical. It allows you to make more money, grow the business and plan for the 
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future. If you outsource your bookkeeping it is still critical that you understand 

what the figures are showing. If it is confusing don’t be afraid to seek some 

assistance. 

• View marketing as a long-term strategy – Marketing should be a major 

part of your business plan and has many different components from print to 

how you present yourself. A web site, for example, is just one tool for engaging 

and informing your customers about your products and services. Your domain 

name is the on-line link to your business. When you are considering a business 

name, check to see if an appropriate domain name is also available. Varying 

rules apply for domain name registrations in some jurisdictions so check to see 

if you qualify. If the Domain name is available register it immediately. They are 

inexpensive, and it will avoid disappointment in the future. Your domain name 

is also necessary if you would like your e-mail to promote your business. For 

example yourname@yourbusinessname.com.au. An e-mail with your business 

name looks more professional than using a bigpond, optus, google, yahoo, etc 

account. 

   Take the time to plan and then review. The results will be worth it! 

 

 

Jodi & Allan Browning run Inov8 Design a web design & development business. Allan 
has a Bachelor of Science (majoring in computing) and has more than 14 years 

experience developing web sites and computer based training packages. Jodi is a 
Certified Practicing Accountant and manages the marketing & financials of the 

business; she has been an auditor, financial accountant and systems accountant for 
large government agencies and provides bookkeeping and BAS services to small 

business. Visit Inov8 Design at www.inov8design.com.au. 
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Aligning Yourself With Your Business 

By Joan Weir 

 

   If there is one word that sums up what is 

important to me in business it is alignment – the 

ability to be true to ourselves, to match our 

identity with that of our business. For those of us 

who are solo business owners, our business totally 

reflects who we are, and the phrase “business is 

personal” is never more apt. 

   I have coached a number of clients starting off in 

business and I find a common issue is, ‘How do I honour myself? How do I do what is 

right for me, in my business?’ Once clients understand that business is personal, that 

they can bring their values, their beliefs, their way of doing things into their business, 

rather than just following what the textbooks say, then their business flows and 

decision making becomes that much easier.  

   So how do you align yourself with your business? 

1. Vision 

   The clearer and more defined your vision for your business, the easier it will be for 

you to develop and grow your business. 

   I have experienced the consequences of little or no vision. I was in business with 

two others, with a great product, which we were very enthused about. However we 

hadn’t spent time defining our business vision and months later the disagreements 

started. Once we did examine our vision, we discovered that we each had a different 

picture! No wonder we were falling apart.  

   So what is your business vision? What do you want to create? What impact do you 

want to have? What legacy do you want to leave? Include in your vision what hours 

you want to work (do you need to fit business around school hours?); how many days 

you want to work (it may be important to you to only work four days a week); if you 

want to travel or not; or if you work best alone or in a team. The best advice I ever 
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received when setting up my business was to create it how I wanted it. After all it’s 

your business – you know what works for you, what your strengths, weakness and 

skills are.  

2. Values 

   Knowing what your personal values are and then ensuring you honour those in your 

business will help keep you aligned. Your values are those things that are the most 

important to you. One of my core values is community, so within my business I’m 

always looking at how I can increase my connections with people, and also how I can 

connect others 

   What are your values and how can you bring them into your business? What does 

that look like on a practical basis? 

   I have also noticed that if we do what is easy for us, we will naturally be aligning 

ourselves with our business. Do what you find easy and then do more of it. For 

example when it comes to marketing are you a natural networker? Or are you great at 

writing? Whatever your personal strengths, use them to promote yourself. 

   The most valuable asset you have in your business is you. Bring all of you to your 

business – your love, your passion, your enthusiasm, your vision and your values. 

When you align yourself with your business you will feel inspired by your business and 

others will be inspired by you. 

 

 

Joan Weir is a certified personal coach based in Brisbane and coaching worldwide. 
She specialises in coaching solo business owners and women in transition. Her 

personal mission is to live life passionately and her vision is to empower others to 
create the life they want. 

For a free introductory session contact Joan on 0413 766 461, or email 
joan@personalcoaching.co.nz or visit www.personalcoaching.co.nz. 
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24/7… 

By Michele Jia 
 

   My decision to start my own business came about for 

many reasons. I had nursed my mother for six months 

after a mastectomy, which presented many challenges for 

both my family and myself. As a teacher I was not gaining 

the same degree of satisfaction and enjoyment from my job 

that I had previously. I loved the children, however, the 

day-to-day administration of a classroom was becoming 

ridiculous and leaving no time for me to fulfil my role of 

helping children to learn. I found myself driving to school 

everyday telling myself I didn’t want to be doing this. I had 

reached a time in my life aged 42 where I really felt that I 

wanted to be doing something more with my life and working for myself seemed a 

great option. 

   One of the beliefs I had about owning my own business is that the success you have 

is related to the amount of effort you put in. That was a huge motivator for me as in 

my previous salaried position you could work at whatever level you liked and still be 

guaranteed your fortnightly cheque.  

   Another belief I had was the long lunch… you know what I mean – starting work 

when you liked, finishing when you like, time to watch children at sport’s days and 

class presentations, time to look after yourself, go to the gym, have a regular 

massage and a facial.  

   Now I have been working in my own business for some time these are definite 

advantages, however, the reality is that you must have a system or plan for your time 

and you must stick to it or these benefits never eventuate. 

   The most important lesson I have learned over the past two and a half years is: 

There are 24 hours in every day.  

It’s what you do with those hours that is the key! 
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   If I had started out in my business with this principle I would have saved myself a 

great deal of worry and stress, not to mention making my business more efficient and 

profitable, especially in the beginning. 

   It is so easy when working from home or for yourself to overextend and find 

yourself working ridiculous hours trying to do it all. Conversely, you can under-utilise 

your time and in the end not achieve half the things you could have. It can be very 

tempting to juggle your time and try and fit everything in. I’ve found it’s a bit like 

budgeting; borrowing from Peter to pay Paul always catches up with you in the end. 

   Everyone knows people who seem to cram so much into their day and still have 

time left over. It almost seems that they have more than 24 hours in their day. 

   Their secret, I have found after much research and reading, is that these people 

plan every minute of their day and they stick to it. There are many systems available 

to help you allocate time, to plan your day or your week. The trick is to find a plan 

that works for you and stick to it. It is very tempting to deviate from your plan in the 

beginning but once you find a system that works for you it becomes easier and more 

efficient for you to operate. 

   Now I know that when I follow my plan for each day closely I am a happier, 

healthier and more productive person and my business runs smoothly and 

successfully. 

   This takes so much pressure off me and clears my mind to allow me to concentrate 

on the task at hand and also allows me to have my long lunch or a facial. 

   This in turn makes working in my own business fulfilling, profitable and lots of fun – 

just the way I first imagined!  

 

Michele’s business is educating people about antioxidants and how they can improve their 
lives. There is overwhelming scientific evidence from many sources that proves antioxidants 

are essential for a healthy, long life free of chronic diseases such as heart disease and cancer. 

Michele can bring amazing technology approved by the TGA to you at your home or your 
workplace to measure the antioxidant levels in your body. When we have your individual 

score we can work on improving your score and your health using highly effective and bio-
available nutritional supplements. 

Contact Michele Jia, Antioxidant Consultant, on 0412 282 412 

www.wayto.ironyourwrinkles.com or www.karma.mypharmanex.com 
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Life With 2 Kids And A Business 

By Emma Rhoades 
 

   At the time of writing this, my kids are aged two and four 

years old. I am married and live in Brisbane, Queensland 

with no family around whatsoever. My business is Diva 

Promotions and I manage it around my two children. Life 

can get hectic! 

   I started my first business whilst on maternity leave. In 

the last three years working from home, I’ve learnt just how 

important support from my partner is!! I’ve also learnt how 

important communication between both of us really is and 

how it can affect our relationship together and that with our kids. 

   If you are contemplating working from home, or have just started, this may seem a 

bit irrelevant at present, however it is something to think about and be prepared for. 

Because, whilst everything is getting started and your dreams are big and your focus 

is in line, things can get a little hairy on the business rollercoaster! 

   Be prepared for: 

• Business going up and down. You will have peak times and low times. It is in 

both of these times that you really need to communicate with your partner how 

you are feeling. They may not understand how passionate you are and how 

depressed you can get when things are not going right. Talk, Talk and Talk 

some more!   

• Feeling very tired. Although you may not be physically doing much, your brain 

will be very mentally stimulated and you will find that the smallest things can 

slip your mind (like sending your kids to school on a pupil free day!!) Tell your 

partner how you are feeling and ask for some quiet time. 

• Having to turn off the computer at a high stress time because of your partner 

stamping their feet at your office door. (No, closing the door will not make 

them go away!) There will be times when ‘just a minute honey’ won’t go down 

too well and you need to spend some time with your partner. They will support 
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you more if you can show them that you are still there for them as well as your 

kids and your business.     

   Before I started my business, I had no idea that my partner may resent me for 

spending time doing something else. At first I didn’t understand how he was feeling 

and thought he was just irked because I asked him to give the kids a bath. Actually, 

he felt like he was being pushed out and away from me.  

   Starting a business from home is extremely rewarding, both financially and 

mentally, however it shouldn’t take over your life. Set working hours and stick to 

them. Have a night where you put the kids to bed early and ‘make a date’. 

Remember, your business will still be there in the morning – spend the night in bed 

with your partner!!! 

 

Emma Rhoades runs her own business from home. She has two kids and has been 
working from home for about four years. She has had a number of businesses, 

however, has found her calling with Diva Promotions. She provides cost effective 
advertising campaigns for micro business owners. Visit her today at 

www.divapromotions.com.au   
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Business By The Book 

By Gwenda Jayawardhana, CPA 

   

   How is your business decision-making done? Do you 

make decisions based on what feels right to you, what 

is good for your business, or for your customers?  

Answering this question can get tricky as each 

stakeholder in your business has their own vested 

interests they want to see met. Perhaps you may want 

to make a risky decision in the hope that it will pay 

out big dividends to you in the short term, but it may 

be detrimental to your business in the long run. And 

will your customers be left feeling undervalued? 

   Don’t you wish sometimes there was a manual that could help you to make all those 

tricky decisions you may come across in your business? There is. It’s called The Bible.   

   More specifically the book, Business by the Book by Larry Burkett has been of 

tremendous help to us in our business. It covers all areas of business including Hiring 

and Firing decisions, Borrowing and Lending decisions, and forming Corporations and 

Partnerships. This radical approach to business management can provide a solid 

foundation for your business over the long run. It involves running your business from 

a biblical point of view and it’s not as hard as you might think! 

   The six basic business minimums we run our business by include: 

1. Reflect Christ in Your Business Practices – this includes being honest with 

your dealings with others. 

2. Be Accountable – staff meetings are a good start but it’s also wise to seek the 

counsel of your husband/wife when making important business decisions 

because they may also be affected. If you know of others who also run their 

business ‘by the book’ you can turn to them too when necessary. 

3. Provide a Quality Product at a Fair Price – try not to cut corners when 

offering a product or service to your customers. Stand out from the other 
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businesses around you by providing a quality product or service that is of real 

value. 

4. Honour Your Creditors (People You Owe Money Too) – try not to delay 

payment to your suppliers if you can afford to pay on time. Also, don’t order 

products when you know you don’t have the money to pay for them. 

5. Treat Your Employees Fairly – if your employees recognise that you’re trying 

to do the right thing by them they will be more willing to serve you and be loyal 

to your business. 

6. Treat Your Customers Fairly – your customers will take you more seriously if 

you stand by your word and give them a good product at a fair price. In our 

business, customer satisfaction is our number one priority. If ever a customer 

has a question we do our best to respond to their query as quickly as possible.  

Plus, we take on board their suggestions of how we can make our accounting 

software package more suitable to their needs.   

   Running a business is never going to be easy! But, by following these six basic 

business minimums, at least you have a solid framework from which to grow. 

 

 

Gwenda Jayawardhana is the financial brains behind Acclique – the Best Accounting 
Software for Homebased Business. This award-winning package will have your 

financial accounts and BAS done with a click of a button! Make your life hassle-free 
today by visiting www.acclique.com. 
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The Power Of Niche Marketing 

By Lyn Prowse-Bishop, MVA, ASO 

 

   As a successful Virtual Assistant, the question I am 

asked most frequently by new VAs is what is the one 

thing you wish you knew when you started. Without 

doubt, the answer is the power of niche marketing. 

   When starting out, most new businesses try to be all 

things to all people. This just is not feasible when you are 

running a business and leads to countless wasted hours - 

not to mention dollars - chasing clients and generally 

getting nowhere. 

   Niche marketing simply means choosing that one thing you are particularly skilled 

at, or the one industry you know most about, and then marketing that skill to that 

industry. As an industry grows - particularly, for example, the virtual assistant 

industry, with more operators starting up all the time - you will need to differentiate 

yourself from the countless others who are doing the same thing as you. What is it 

that sets you apart? What do you want to be known for? 

   For example, you may have spent a lot of your working life in a word-processing 

pool in a large law firm and decide you want to start up a Virtual Assistant practice. 

So your target market might then be legal, and your skill would be transcription. You 

would market legal transcription to law offices - perhaps you might further specialise 

within a particular area of the law (family, conveyancing, litigation); or you might 

target sole practitioners or barristers. In this way, when you head off to networking 

functions and are talking to prospective clients about what service you offer, you give 

that simple statement of your niche: “I provide specialist legal transcription services 

to sole practitioners”. Your goal is to be seen as one IN a million - not one OF a 

million. 

   At first this may seem like you are limiting your options for work but in fact the 

reverse often proves to be the case. Niching is the same as setting yourself apart from 

the crowd as a specialist in your field of expertise. This act of specialising tends to 
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make us more appealing to people in general. And just because you decide to target 

one particular market with one particular skill, does not mean you cannot still do other 

things or service other areas of the community. 

   In addition, having a focused niche marketing plan means when you are making 

contacts, you are not confusing them with huge amounts of information, giving 

intricate details of all the types of things you can do. The contact loses interest very 

quickly in this situation. Giving a statement of your niche means the prospect has to 

do some of the work and make connections in their own mind as to what it is you do.    

Thus, there is more chance they will remember you than if you flood them with too 

much information. Using the above example, after stating your niche to a prospect 

you may be asked the question: “So tell me more about the type of transcription you 

do? Is it tape or digital?” You move then into a more general discussion about your 

service, and this contact - who may not be a lawyer at all - has just made a 

connection between you and a service (for example, report transcription) he might 

need himself. 

   You might be asked a totally different type of question: “So does that mean you can 

do spreadsheets too?” This contact has now stated what their need is and even 

though ‘spreadsheets’ was not in your statement of niche, you can let them know this 

IS something else you offer and can help them with. 

   By concentrating on your niche you are able to produce more focused marketing 

efforts and will not fall into the trap of throwing marketing dollars at every opportunity 

for very little return. 

 

Lyn Prowse-Bishop, MVA, ASO - Australia’s first certified Master Virtual Assistant (MVA), 
2007 Business Achiever’s Award winner (Professional Services), and 2006 Thomas 

Leonard International VA of Distinction Award Nominee - is owner/manager of Executive 
Stress Office Support (eSOS), specialising in digital transcription, document production, 

internet-related marketing activities, and executive personal assistant services for clients 
around the world. 

 One of Brisbane's most respected virtual assistants, Lyn is also founder of the Australian 
Virtual Business Network (www.avbn.com.au), is on the steering committee and speaks 
at the annual Online International Virtual Assistants Convention (www.oivac.com), and 

also serves on an international committee looking at standards for the VA industry.   

For more information visit:  http://www.execstress.com/  
or phone +61-7-3375-5613 
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My Advertising Dollar 

By Kay Barker 

 

   My business is Fairyfotos Brisbane and I offer a 

children’s photography service with a difference. Our 

images are digitally enhanced to make a child appear to 

have stepped out of a storybook, transforming them 

into fairies mostly but also mermaids, princesses, 

pirates and pixies. I began the business in April 2007 

and have been learning about business ownership along 

the way. I have always enjoyed the buzz of working but 

until I owned my own business I didn’t realise the 

satisfaction I would feel once I had achieved all of the 

set up and had my first customers arriving.  

 

   Keeping work separate from family life isn’t always easy when running the business 

from home and most evenings are spent working while my children sleep.  

 

   The most important thing that I wish I had known before starting the business is 

where my advertising dollar would be best spent. And only trial and error has taught 

me the answer to this. I was unprepared for the high cost of advertising yet I was 

caught in the catch 22 situation whereby if I didn’t advertise then how would anyone 

know about my business. I have learnt that just because a type of advertising or an 

event is expensive to participate in this has no bearing on how successful it is for 

business. And I have been surprised as to how successful an inexpensive event like 

the local school carnival turned out to be for business. Word of mouth is the best form 

of advertising and it’s free so I strive to offer the best service and aim to please every 

customer. 

 

For more information on Fairyfotos Brisbane please visit my website 

www.fairyfotosbrisbane.com.au or phone Kay on 07 3491 8782.  
 



 
What I Wish I Knew Before I Started My Business          ♦        Page 32 

  

How Your Self Concept And Level Of Integrity Affects 

Your Business 

By Catherine Aitken 

 

   What I wish everyone knew before starting their own 

business… is that their success or failure is based on much 

more than finances and marketing. 

 

   When people move into business and start to make solid their 

vision they also start to find the weaknesses in their own beliefs 

of themselves. The level that we truly feel we will be able 

to achieve, is the exact level we will achieve. Many 

businesses fail not because the products are not great but 

because the people fail to grow personally within the business.  

 

   Your own business provides you with many opportunities to learn skills and strengthen 

your self growth so that you can offer the business so much more. The business world 

operates the same as the social world, in that business is based on interactions between 

people. How you see yourself within this framework will also determine what energy you 

give out to people, and what sort of responses you get. If you are confident in yourself 

and the benefits that you can provide others then other people will be keen to pursue you 

for your offer. If however you doubt your ability to provide and successfully follow 

through, then the energy you are giving off will have people doubting or just dismissing 

your offers outright. 

 

   Most of our communication is non verbal and this is specifically true for business. People 

buy products or services that make them feel good. If you can provide this feeling factor 

as part of your business interactions then you can grow long term business associations, 

as opposed to quick sales. Never underestimate how much people base business decisions 

on personal feelings and instincts. Most business deals are based as much on feelings of 

“It just does not feel right” or “I feel this is the one” as financial or goal motivations. After 

all at the end of every business decision is a person. 

 

   Word of mouth is the best sales tool in the market, so maintaining a high level of 

integrity within your business and ensuring the quality of your service will set you up for 
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the long term. These things give your business that “feel good factor” and attract people 

to deal with you in preference to someone else. This positive energy is not something 

you can fashion from a web of clever marketing, but is something that will 

naturally project from good honest dealings and your own shining confidence 

Integrity in your business is also about being honest about what you can and can’t 

provide, which goes a long way to having happy clients at the end of the day.  

 

   Using self enquiry to find your weakness, before others do, also gives you a sense of 

confidence in yourself and your business. Maintaining a clear vision and positive self 

concept will allow you to reach any level that you desire. The unfortunate truth for many 

people is that they fear success as much as they do failure. Identifying this early allows 

you to grow through the process and eliminate it before your business suffers. If you 

know you are weak in one area then actively work on strengthening it.   

 

   Our personal business can be very close to our heart and it is important to be able to 

see the difference between others’ reaction to the product/service and others’ personal 

rejection of you. Maintaining a close but non co-dependent relationship with our business 

allows you to see it more objectively and make good balanced decisions regarding its 

welfare. After all, we are the heart of the business but we are not the business.  

 

   Your business has a life and journey of its own, and its success or failure is separate to 

your personal self concept. You can have a business that fails but still be a success in your 

personal journey and self growth, and you can have a successful business and be a failure 

in providing for yourself and your true needs. Remembering this perspective allows you 

and your business to grow to their individual highest potentials and benefit from the 

presence of each other. 

 

 

Catherine Aitken is a Reiki Master/Teacher and Spiritual Healer. Her business 
The Soul Garden provides people with an opportunity to learn more about 

themselves through self development and empowerment.  
She is a mother to three young children and currently balances her growing 

business with her family life.  
Workshops and private appointments are available for those wishing to grow 
though connection to their true inner potential. For more information go to 

www.thesoulgarden.com.au 
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Never Fear Sales 

By Amanda Maystone-Towell 

 

   When asked to write an article for this project, the 

strength I can offer is this… the Secret to Sales – 

Every Sale is an Emotional Purchase. 

• Listen to what the client is and isn’t saying 

• Always engage your potential clients in a 

manner they will remember you favourably 

• Build a rapport 

• Treat everyone with exceptional respect 

• Keep a sense of humour 

• Build extra networking contacts and assist clients without hooks 

• Always give clients the opportunity to refer you to their colleagues, friends and 

family 

• Always try to follow up – they may need you and you need to keep them aware you 

are available 

   Ironically, no-one wishes to be sold anything. We are naturally cautious people, and 

because of this we relate better to people who do not seem to be untrusting; the best way 

to gain a sale is to build a rapport… of course there are exceptions to the rule. We want to 

buy but not be sold. Confusing? Not really – we want to be in control, to gain as much 

from our hard-earned dollar.   

   Sales People: Many people automatically believe Sales People are not to be trusted. 

There are Sales People and Sales People. We shouldn’t judge all Sales People on a bad 

experience - good advice I feel for any situation in life. If you have been referred to a 

business, or service, chances are someone you know well has worked for or used their 

services or products before. This is a compliment to the business and to the way they do 

their business. 

   Tension for change is when the situation changes and you decide you need to go 

shopping or purchase something for the business… right now! 

   Why? What has changed that the item needs to be sourced today? The copy machine is 

costing too much, the computer is too slow and wasting time which could be better spent. 
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The house is now too small or too big, mortgage getting too much with interest, retiring 

and need to invest the money into something else. An outfit is needed for a special 

occasion, you need a tax accountant, lawyer, mechanic, venue for a function… the list 

could be endless. Again, why now? 

   When you feel the need until it hurts, based on time restrictions, these are the tension 

for change… the house of your dreams is up for sale and your rental lease is up in 8 

weeks; you need to find the funds and finance, find a solicitor, view the house, 

inspections, discuss it with your partner, children and family. These are the tension for 

change. 

   What made you choose the person and store, item? i.e. The price was the same, but the 

sales person was more pleasant, or did you get the best deal? 

   Some great advice from Barry Bull is, “Innovate don’t Imitate…” Take an idea which is 

out there as there are some great ideas, however be innovative and stand out from the 

crowd. Think and offer options to the clients which people will stop and look and find out 

and ask questions. 

Now do you understand Why we Purchase and the Tension for Change? 

   How do we get our clients to recognise they need you, your service, or your product? 

Identify what your product brings to the client – (yes, emotion).  

You may have heard of FAB – Features, Advantages and Benefits. 

   Features – the areas of the service, product, or need which is a feature, i.e. It’s blue, 

comes with an organiser, blades made of blah blah, has a speed of x. These are features. 

   Advantages – the areas which will gain you an advantage with their use – the colour 

complements your vehicle, the organiser will give you somewhere to transfer information, 

the lawn will be freshly cut continually, etc. 

   Benefits – the area which will enhance the users life – the calming effect of the colour 

blue to your current colour, the use of an organiser which will ensure your reports and 

information are managed effectively, the fact that your lawns will be managed for you and 

allow you time for other things , etc. 
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   Now you have a clear idea of what FABs are, I encourage you to look at these for each 

product and for each demographic of client i.e. Holiday to north Queensland, aiming to sell 

this to couples, families, older couples, persons with disabilities. This will allow you to 

think quickly when dealing with all areas of your potential clients and 

understand their needs and respond effectively. 

   One key point I have learned over the years is ‘don’t give up’.  

   Listen! The best advice to any Sales Person. Take notes, think about what they are 

saying and what they are trying to say to you. Do you have the information you need? 

Sometimes your clients may like to talk to you about other things apart from business. I 

actually would encourage this. Consider the people you are friends with, think highly of, 

build relationships with.  

   The last piece of experience I wish to share is: 

   Review, Review, Review – If you and your sales team are struggling with the sales for 

the business and although they are confident and have “many things in the pipeline,” 

unless they are converting their sales (booked, sold, invoiced, sent and funds received) 

there is something amiss. Another two sayings I have had printed in front of me in my 

workplace are – “If you think you can, or you think you can’t – You are Right!” and “If you 

keep doing the same thing the same way, you will keep getting the same result.” It is so 

important if a sales call is not effective, that we sit and ask ‘why?’ Did we have the 

qualifying questions ready or assume we knew them. Write a list of questions based on 

the product and what you know of the business or people you are targeting. Research is a 

great tool especially with the Internet. Once the call is finished, take a minute or two to 

record all the information in whatever manner you are maintaining it, and then review 

everything they said and what you actually responded to. It will be second nature and you 

will be surprised at the outcome especially if you imagine yourself in the other person’s 

shoes. Ask yourself, “If I was the other person, would I want to buy the product today?” If 

your answer was no – why not? If yes, still – Why not? It’s all about reviewing. 

   I wish you continued success and would be happy to hear from you if you are wishing 

some advice. I hope this article helps you understand sales and takes the fear from the 

sales to your business. Please email me if you have any questions or comments. I wish 

you success. Travel safe… 
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After extensive Direct Marketing/Party Plan, Sales Rep, Retail Sales Amanda 
Maystone-Towell is now a Director for Priority Management Brisbane. She has earned 
the highest Sales Awards globally for her organisation, the first to do so for the last 
couple of years, and feels the most valuable part of her role is working with clients, 
building and continuing relationships with them. She encourages your feedback and 

comments.  
Amanda also has a Virtual Networking site, www.BirdsOfAFeather.net.au which 

offers an opportunity to businesses to share strengths and build from their 
weaknesses and from other members. Please check Amanda’s business websites, 

www.prioritymanagement.com/brisbane and www.BirdsOfAFeather.net.au, 
email amanda@birdsofafeather.net.au or phone 07-3846 6220. 

Everyone is welcome to download their information, business card blog… 
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Would You Really Want To Know? 

By Stuart Ayling 

 

   Starting a business is truly an evolutionary experience. You 

start off with a concept of what you will be doing… and then 

over time your concept is adjusted by your own ideas and 

moulded by market forces. 

 

   In some ways it is helpful to look back and say, “I wish I had 

known that when I started,” but in many ways it is totally 

impractical. 

 

   I’ve heard many business owners say, “If I knew then what I know now, I would 

never have taken that step.”  

 

   That’s life. That’s learning. That’s building a business! 

 

   So whilst I may not really have wanted to know certain things when I started, I 

offer this list as possibilities.  

 

I wish I knew how much time would be needed to gain momentum. 

   Working in my previous corporate life I got used to the momentum and market 

awareness that a company has. You don’t have to push uphill to get yourself known. 

You leverage off existing relationships with industry contacts and customers. 

 

   When you start your own business you have to push hard to raise awareness and 

generate clients. Most of all you need to know ‘where’ to push – so that your efforts 

are not wasted. 

 

I wish I realised how much ‘selling’ would be involved. 

   In my early days I didn’t recognise how much of the business involved selling. Even 

though I have quite a bit of experience in business-to-business selling, I didn’t 

connect that with building my consulting business. 

 

   However, that changed quite rapidly as I progressed through many meetings with 

potential clients, networking events, and responding to enquiries. 
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I wish I knew how important it was to build trusted business relationships. 

   This isn’t to say that I didn’t know that relationships are important. But it became 

clear that successful business people have developed their own network of contacts 

and business friends who understand them, and trust them. 

 

   This has nothing to do with reciprocal business referrals. Short-term, money-

oriented relationships are exactly that – short-term. It has everything to do with being 

your own person and finding mutual interest with people who value what you provide. 

Not necessarily using your services or products for their own business, but being 

confident in recommending you to others. 

 

   Sometimes you can meet these people through business networking groups. But 

often they come from you pursuing suitable relationships, and ‘joining the dots’ to 

meet people you feel a connection with. 

 

I wish I knew how many opportunities there would be. 

   As time goes by new doors open; new opportunities arise that you didn’t consider 

when you first started out. 

 

   I have a saying borne from years of experience – Activity Attracts. 

 

   If you remain active with your marketing, and remain active within your 

marketplace, new opportunities will appear for you. 

 

   However not all these opportunities will initially seem worthwhile. You need to apply 

due diligence, and assess how these opportunities will affect your future plans and 

current commitments. 

 

   It can be challenging – and sometimes difficult – to manage these new 

opportunities, but it is often one of the most exciting parts of being in business.  

 

 

Stuart Ayling established Marketing Nous in 1999, an Australasian marketing 
consultancy that specialises in marketing and sales skills for service businesses. He 
helps clients to improve their marketing, attract more clients, and increase revenue. 
For additional marketing resources, including Stuart's popular monthly newsletter, 

visit his web site at www.marketingnous.com.au 
 


