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What’s Working?







ASK ‘MILLION DOLLAR’ QUESTIONS 

“Just before I answer that 
do you mind if I ask you
a few quick questions?”



Some of DAVE’s BIGGER CLIENTS
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WHAT’S YOUR BUSINESS STRATEGY?

RIGHT PLACE, RIGHT TIME

RIGHT STRATEGY

MSUAWGA!

HOT NICHE MARKETS?

NEW TECHNOLOGY?

YOUR OWN PRODUCTS?

Be a BETTER LEADER!

SALES

SERVICE

STAFFING
STRUCTURE & SYSTEMS

STYLE OF LEADER



FAST CHANGING FUTURE



✓ Resources
✓ Aged Care
✓ Food Production
✓ Tourism 
✓ Health
✓ Immigration
✓ Education 

24 Million
0.4%

THE LUCKY 
COUNTRY



THE WEB & GLOBALISATION 

FAST, FLAT &  FREE!



IMPACT OF THE WEB & GLOBALISATION

Transparent Pricing

Disintermediation

Channel Conflict

Commoditisation

Endless Cost Downs

Parallel Importing

Private Labelling

Brand Irrelevance

Counterfeiting

IP & Patent Wars

Web Direct Buying

Mobile Shopping

Bricks & Clicks

Click and Collect



BRANDED 
MANUFACTURERS

UNBRANDED 
MANUFACTURERS

CUSTOMERSRETAILER
(COOPS)

WHOLESALERS

DISCOUNTERS 
OUTLETS

E-TAILERS

DISTRIBUTORS

AGENTS

DEALERS
FRANCHISEES
LICENSEES

GROUP BUYING SITES

BIG BOX
RETAILER

ONLINE AUCTION SITES

WEB DIRECT

OFFSHORE
PARALLEL 
SOURCES

DISINTERMEDIATED SUPPLY CHAIN
Whoever owns the Customer owns the Market 

COUNTERFEIT
MANUFACTURERS

PRIVATE LABEL 
MANUFACTURERS

SME BUYERS

GOVT BUYERS

CORPORATES

CLIENTS

MEMBERS

CO-OPERATIVES

Loyalty/Members



THE BATTLE FOR RELEVANCE

Video Stores

Book Shops

Photo Developing

Newspapers 

Solariums

Milk Bars

Newsagencies

Travel Agents

Associations

Retailers

YELLOW 
PAGES



DIGITAL DISRUPTION -  # Employees 

2.2m

154k

101k

180

48k

10k

155k

2k

30k

3.5k

30k

2.2k



A COMPETITIVE MARKETPLACE



GET YOUR 

LOVE GOGGLES 

ON!



Mobile & 
Micro

Web & 
Tech

Green
Energy

BICI –
Think ASIA

Skin in 
game

Making 
It Easier

More
Comfortable

Cloud Carbon Convergence Compliance Catastrophe

DEMOGRAPHICS

✓ Pre-School Kids

✓ 30 Somethings

✓ 70 – Rhine Cruise Set



ATTITUDE REALLY COUNTS
IN TIMES OF CHANGE



THERE IS ALWAYS SOMEONE CHEAPER!



AVOID SELLING THINGS CHEAP!

“Buying cheap INSURANCE 

is like buying a 

second hand parachute 

– you don’t know how good 
it is until it’s too late” 

“Good NO Cheap 

& Cheap NO Good”



PERFECT CUSTOMER SERVICE



BATTLE FOR MARKET SHARE
1. DIVERSIFY  

Offering More Extras
& Add-On Services

2. INNOVATE
Grow the PIE with 

NEW Business Ideas!

3. ALLIANCES

Working Together
for Synergy

“In Turbulent Times Grow MARKET SHARE

 In Good Times Grow MARGIN”



BE A BEACON!

Positivity
Optimism

& Love



YOUR PHONE GREETING

• “Thanks for calling (Biz name)

   This is DAVE!”



3 STEPS TO EASY GROWTH

1. PMA – Positive Mental Attitude - Team

2. Procedures that are Monitored – Train&Test

3. Performance Targets with Incentives – Treat

FIND THE BEST PLACE TO ADD MORE VALUE



MGA ADVANTAGE

FINDING OPPORTUNITIES FOR 
MORE NEW BUSINESS
Extras, Referrals, Prospects



START WITH THOSE THAT LOVE YOU!

10 – 100 – 1000
Dunbar’s Number
Saying NO!



USING YOUR LOVE LIST TO
TURN ONE CLIENT INTO MANY MORE!

GET A WRITTEN 
TESTIMONIAL

GET A VIDEO 
TESTIMONIAL

WHICH 
WEBSITES?

WHICH 
GROUPS?

WHAT  OTHER

PROBLEMS?

ASK FOR A 
REFERRAL

WHICH 
MAGAZINES?

ASK FOR 
CONNECTIONS

GET A LINKEDIN or FB
RECOMMENDATION 





RICH NICHES – Pick 2 or 3!
• Geographic Niche e.g. Local Area (10km Radius)

• Cultural Community Niche e.g. Chinese / Indian

• Industry or Sector Niche e.g.  Teachers or Navy

• Demographic Niche e.g. Families Gen X (30-50)

• Club or Special Interest Niche e.g. Golf or Cars

• Specialist Expertise - Product Knowledge Niche

GET REALLY AWESOME! – 

BE A NICHE EXPERT  ON YOUR WEBSITE



PROFITABLE CLIENT NICHES 

REGIONAL GROWTH INDUSTRIES?

HOT & NEW BUSINESS SECTORS?

SEGMENT YOUR DATABASE – A,B,C,D Grade

SAY NO! & SACK SOME CLIENTS (PITA Factor) 



PROSPECT OF THE MONTH - POM

“If you don’t LOOK for them, 

you don’t find them!”

LOOK FOR YOUR CLIENTS OF CHOICE



GROWTH SECTORS FOR NEW BUSINESS
NEW POLICIES > $1k

Food Manufacturing & Processing

Transport and Logistics

Tourism

Sport Rec and Entertainment

Indigenous and Community Services

Retail/Wholesale

Property Owners

Construction incl hiring and Drilling

Professional Services

Hospitality - Hotel and Club



HOT & NEW BIZ SECTORS

B2C

• Café/Wine Bar/Bistro

• Aged Services

• Caravan parks

• 24/7 Gyms

• Nails/Beauty/Laser

• Sheds / Carwash

• Organic Foods

• Church/Vinnies/Salvos

B2B

• Energy/Gas/Waste

• Telco/Tech/Web

• Safety/OHS

• Facility Management

• Employment Services

• Agricultural / Food

• Packaging Supplies

• Serviced Apartments





VISIT SIGNWRITERS FOR NEW BUSINESS



COLLECT MORE DATA!



USE YOUR BUSINESS CARD COLLECTION

- THE POWER OF WEAK CONNECTIONS



OFFERING EXTRAS
& ADD-ONS



ACT LIKE A DOCTOR! - 
ASK MORE DIAGNOSTIC QUESTIONS

WE DON’T 
TALK PRICE!







YOUR LIST OF ADDONs & EXTRAs?

✓Personal - Household Insurance

✓Landlord Insurance

✓Amounts Insured? $5m $10m $20m

✓Business Interruption (BI)?

✓Commercial Motor?

✓Management Liability - Bullying?

✓Cyber Hacking - Privacy Rules?

• Other Combos?



Quality x Quantity



There is no “Magic Solution”

Work on a lot of little 
improvements

100 x 1% is harder to copy

F.T.I.
= Failed to Implement 







7 STEPS TO BUSINESS GROWTH



GO SPREAD 
THE LOVE!



BEST WISHES FROM DAVE!

For a FREE COPY of 

this Powerpoint 

and a great Manual (pdf)
www.davidstaughton.com.au

 

Email: david@davidstaughton.com.au

  STAFF, SALES & STRATEGY

http://www.davidstaughton.com.au/
http://www.davidstaughton.com.au/
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