AW Aspire

Empowering Business To

Get More Organised
Get More Work

Do More Profitable Work
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The program is made up of 3 parts...

Getting More Organised

What we cover Why we cover it

Owner Orientation (GPS Session)

Financial Accounting & Reporting (Dashboard Session)




e 6 key marketing questions.

e Market diffusion theory.

e The product life cycle.

e The 4 levels of consumer awareness.

e The modern marketing / sales funnel.

e Developing you critical marketing
statements.

e Creating your 1 page marketing plan.

e |dentify your sales arena

e Building a process that recognises the
psychology of the sale and the
importance of developing
congruence.

e |dentify the logical decision points of
your customer.

e Flowchart your sales process to
predict the potential 'tension points'.

e Ensuring your team understands how
to relate your key service/product

features to customer benefits.

In a world of information overload it's
critical that you remain constantly aware of
the needs of your clients, as they change
over time.

Your ability to communicate why they
should choose you, over all your
competitors, is vital to your business
success which is why marketing never
stops...

Sales are the lifeblood of any business.

Salespeople are coached, not born. The key
to developing outstanding sales people lies
in the DESIGN of your sales process.

In the end, your sales process should drive
the behaviour of your salespeople and in
turn, your customers. Hence the
expression..."Behaviour by Design".
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SHAPING SUCCESS



e The 5 drivers of human output.

e The emotional reaction towards
learning & change

e A proven feedback model.

e 3 Key sociology lessons.

e The 80/20 of employee motivation

e Testing your leadership style

e The process improvement cycle
e Designing your systems
e Knowing where to start

e Where people & process combine

If your business procedures are the
electricity lines, then your people are the
‘current, voltage or charge' that runs
through them.

You've experienced 'Vibe' before: at a
sports game, concert, nightclub etc. but
what you may not know is that you're hard
wired to detect when it's missing.

That's what your customers notice when
they deal with a team that's flat; they
literally feel it and so do you and your
team...

Profit is the ultimate measure of systems
effectiveness.

You can have brand awareness, great
strategy, plenty of sales and happy
employees but in the end, it's your ability
to provide value to others whilst extracting
a financial gain for your business that
matters.

Just like a car with loads of horsepower,
lots of noise, smoke and spinning tyres.
Impressive to look at but going nowhere...




Get in touch with us to arrange a free consultation

on how this program would apply to your business.

Level 2
83 Victoria Street
Christchurch 8013

P 03 366 7154
E christchurch@ashtonwheelans.co.nz

Office Hours
Monday to Friday
8am to 5pm

Unit 14
12 Fredrick Street
Wanaka 9305

P 03 443 1219
E wanaka@ashtonwheelans.co.nz
Office Hours

Monday to Friday
8am to 4.30pm

ashtonwheelans.co.nz

Cnr Williams Street
& Raven Quay
Kaiapoi 7630

P 03 327 8962
E kaiapoi@ashtonwheelans.co.nz

Office Hours
Monday to Friday
8.30am to 5pm



