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Although the recession officially ended in June 2009, economic uncertainty reigned for 
months for executive leaders. But now the signs of optimism are beginning to appear:

hire in the year ahead. 

payment forms. 

Reserve, and factory orders rose 0.7 percent. 

With this new sense of confidence, now is an ideal time for business leaders to 
“sharpen their saws” in preparation for success this year and pinpoint the areas that 

Tenet One: Refine Your Customer 
Acquisition Strategy

fundamentally altered their approach to buying. 

With more than a quarter of small to medium Vistage 
member companies naming retention and acquisition as the most pressing 
issues their firms currently face, leaders are rethinking their sales strategies.

Harvard Business Review

recommendations and social media.
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How can they adopt engagement-driven 
marketing strategies that reach and convert consumers in this highly 
connected ecosystem — and what low-cost technologies, if any, can help them 
do so effectively and authentically? We examine several ways to revamp your 

1. Stop Selling and Start Nurturing 
Customer-Centric Selling

 
 

of customer relationships.

expressed in the multitude of social connections and interests they chart online.  
 

a few stamps:

Identify your top current customers and your top prospects.

2. Individualize your interactions before you begin by using available technology 

 Interact

4. Influence your most important prospects through regular, meaningful interactions.

Nurturing 
Customer Relationships 101 Best Nurturing Tips 
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you must touch your customers in ways they understand, 
at regular intervals, with information that is of emotional value to them. 

2. Spend More Time on Winback 

Customer 
Winback: How to Recapture Lost Customers and Keep Them Loyal, dollar for dollar, 

 

3. Integrate Your Online Marketing Strategy  
ty to determine what is valuable to prospects largely depends on your ability 

 

strategy and that a successful web strategy integrates all three:

Traffic acquisition

2. Conversion

Measurement
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Optimize your website.

evolving strategy that reacts to your customers. Be systematic and passionate about 
measurement, constantly experiment, use surveys and other voice of customer tools, 
and run usability tests.

Drive qualified traffic.

the right platforms that will drive conversions.

Use social media. 

Connect your online and offline strategies.

Shift ad dollars from using paid media to building outlets and content. 

providing content to tailored demographics is better than a Super Bowl commercial  
Harvard  

Business Review:

 launches thought leadership communities.

Integrate social customer relationship management (CRM). Gartner predicts that 

4. Capitalize on Business Intelligence 
“Swimming in oceans of data is not business intelligence,” says Booth. “We now have 
unprecedented access to tools and streams that can generate enormous amounts of  

 
a problem.” 
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With the right metrics, Booth says, you can start to learn and understand who your 

predictive measures about your business and sales strategy. But you have to get serious 

Focus 
on pulling insights out of the data by looking at the outliers and analyzing 
the things that changed or differed from your expectations.
feature of Google Analytics can save you days of digging through reports.

Run A/B and multivariate tests to get more people to convert
not actually need to collect their fax number to get them signed up for your 

test running right now.

Look at the differences among geographic and visitor segments and the 
way they consume your content or traverse your site.

Find correlations between day parts and ROI and adjust your advertising 
to take advantage of the best profit margins. Remember, you have 
unprecedented control of the way your advertising dollars are spent. You can 

shown on.

Find the campaigns, traffic sources, channels, and keywords that you’re 
spending money on that are yielding low conversion rates and spend those 
dollars on higher ROI activities instead.

Focus on 
giving your followers what they want.

As with any strategy you develop for improving sales, Booth recommends investing 

a tool, spend $9 on the people who use the tool. While some level of marketing 
automation is already here, there will never be a program or algorithm that can 
completely replace your vision, your experience, and ultimately your strategy.”

support it. 

do for every other thing in the house.”
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Tenet Two: Understand How to 
Maximize Your Health Care Options

You can preempt a loss of morale (and a big dollar increase) by being 
proactive, communicating with your staff, and developing a strong plan that 
helps employees become better health care consumers. A simple cost shift is not 

and your bottom line without sacrificing either.

1. Develop and Disseminate an Employer Plan of Action 

Ensure compliance first. 

Develop a clear two-part employer plan in writing.

 Communicate with your leadership team.

management by communicating your plan of action to them. She suggests having 
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will be political footballing, but health care reform is going to happen.”

2. Communicate Openly with Your Employees 

greater percentage of the bill without explanation?

them as a credible leader.”

Control water cooler talk by initiating the conversation.

leader, you have the opportunity to correct misinformation.

Use reform as an opportunity to discuss business strategy. 

Stay positive.  

 

Create information resources.

will also go a long way toward building trust in your communications. 

advantage of the opportunity to connect with your team through open dialogue.

3. Control Costs by Investing in Wellness 
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cost burden that small employers face if they choose to offer health care benefits at all.

Get informed. 
employee population, and tailor your wellness or preventive offerings accordingly.

Implement health risk assessments.

better health care consumers.

Help your employees make better choices. 

Use group-based challenges to make wellness fun. 

that perhaps the best strategy of all is for employers to embrace the spirit of the 

he says.
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Tenet Three:  
Go Green

than ever.

off machines. ENERGY STAR estimates that small businesses that invest 
strategically in energy efficiency can cut utility costs 10-30 percent. Add to 
that appliance rebates and available tax credits, and you’re looking at major 
bottom-line savings.

1. Set a Sustainability Plan in Motion 

and clients 

of time.”

venture of ColoradoBiz

Assess the baseline. 
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2. Identify best opportunities. 

Plan implementation steps. 

4. Set deadlines.

Keep revising the plan.
over time.

Green to Gold: How Smart Companies Use 
Environmental Strategy to Innovate, Create Value, and Build Competitive Advantage, 

2. Leverage Emerging Technology for Long-Term Savings 

are exponential:

 Install LED lighting. Yes, turning the lights off when you close up shop is good.  

Switch to cloud computing.

 

Telework.
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Use fuel cell–powered energy. 

but only recently has it become durable and affordable enough for business use. 

3. Innovate to Unlock Profit 
“Any company that 

business proposition. She describes two that are doing it particularly well:

Close the Loop. 

 
and Xerox.

 Greensource Organic. 

Another “Green” Benefit: Attracting Younger Generations of Workers

build, grow and innovate from within.
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Tenet Four: Become an  
Efficiency Machine

found that 90 percent

on your bottom line. 

past several months.

so the attitude of trying something innovative is a lot better in the last six to nine 
months,” he says. 

1. Implement Daily Planning 
Many executi
start something and then stop as they get interrupted or disrupted,” says Breier. 
“When you combine that behavior with the extremely low degree to which executives 

interruptions and distractions.”

leaders to set and meet more priorities:

End each workday with a daily planning routine.
highest priorities for the next day in writing.

Schedule time in your calendar for those priorities. 
as you would a meeting.

Focus on being effective (getting the right things done) rather than being 
productive (getting a lot of things done).

Replace multitasking with “mono-tasking.”
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the strategic business plan,” explains Breier.

2. Define Strategy — on One Page 

ensnares your leadership team.

Simon Mundell, noted business execution expert and director of Results.com, has 

but proven approach: Get the business strategy onto a one-page document.

 
until execution of strategy gets as much or more attention in your business as the  

usual. Mundell outlines five pillars of good execution every leader can model:

Vision.

2. Strategy.

Engagement.
vision, sit in the right seats, and see where they fit in the big picture.

4. Accountability.

Cadence (rhythm or flow). “Most businesses only do lip service to strategy once 

describe the current state of business.
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3. Write Efficiency into the Business Plan 
Strategy needs t

these five categories as a blueprint:

 

90-100 percent of the time.

4. Automate and Organize with Cutting-Edge Tools 
New to

and the best tools travel well in the form of smartphone apps.

Inc.
consideration instead of chaos.” Some of the top tools named by business leaders, 
experts and tech forecasters can help you become better at managing your priorities 

Read what counts.

Manage your social media. 

 

Use organization tools. 
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Collaborate. 

Use team and project management.

2011: A Growth Year for Small Business

indicators are up, and innovative technologies and developments, from mobile 
commerce to green energy supply, are creating new paths to profit.

innovating in these four areas also provide an opportunity to reconnect with your team 
and focus on execution instead of survival.

not innovating, someone else is.”

Lindsey Donner is a professional writer and editor who specializes in creating compelling 
content for small business owners. She leads Well Versed Creative, a small design and 
editorial agency, and regularly contributes to a variety of on- and offline publications.
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