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Another well attended evening, with over 20 participants all eager to hear what tonight’s speaker had to say. Ken Abram observed how we were all there in the interests of self-improvement instead of just beavering away at the barbeques!

First, as always, we introduced some newbies.

Sadia – had come to the Yes group to gain a knowledge of business start-up.

David – runs a company in Cardiff Bay. He had studied Tony Robbins courses and others on strategic intervention, and has a background in NLP, Time Line Therapy and Hypnosis. 

Radik - a Dutchman living in Ebbw Vale (why?), a physiotherapist with interests in property development. He’d come to meet like-minded people, to network, and to get some new ideas.

Ken Abram then reviewed that whether you are a boss or an employee, you can take the necessary steps and learn the best skills to add value to your place of work. These days, becoming indispensable can be a benefit!

So to our speaker for the evening:  
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John Cato!
From his website, www.catoassociates.com - John Cato is a qualified Coach and Master Practitioner of NLP. He has worked within bluechips and other organisations for 30 years first as an employee and then as a successful businessman and entrepreneur. He is professionally qualified in systems theory, and information technology, is a Fellow of the RSA, and a published author and invited speaker on customer centred design. You are buying expertise, experience, depth, empathy, warmth, understanding, a tenacious commitment to your agenda and someone who will tell you the truth and support you to really stretch out and be brilliant. John will encourage and empower you to give the same drive, wisdom, intelligence and commitment to your success as he expects from himself - expecting any less commitment from you is a waste of both of your time and energy, and also your money and expectations.
John has many roles and qualifications: 

Business Consultant, Mentor, Coach, Chairman of YES Bristol, Author

Volunteer DJ Sunshine Hospital Radio

He has been:

Co-Chair Bristol & Bath Coaching Chapter, Chairman of British Computer Society Bristol, , Managing Director Software Design & Build Ltd, Master Practitioner NLP - Santa Cruz - Dilts/deLozier, Associate Certified Meta Coach – INS, , Chartered Information Technology Professional, Invited Fellow Royal Society of Arts, Member Institute of Information Scientists, Member ACM, Member IDPM

Clients include

Hewlett Packard Labs, Westinghouse Signals, Nationwide Building Society, Nuclear Electric plc, Techop, Renishaw plc, Martrain, Rio Tinto Zinc plc, Anderson Consulting/Accenture.

As a coach he is involved in 

project management, business trouble shooting, customer/user experience design, usability evaluation, strategic planning, team building, board facilitation, board member and executive coaching.

He has written a book, “Secrets of Guru Josie” – see what he did there?
And in his spare time ………………………………….?!
The Key Question is – “HOW DO I ADD VALUE?”
CLIENTS, EMPLOYERS AND Yes group audiences may have a different perspective on this question, so John asked what WE wanted to get from the evening – personal coaching or business advice. The audience was effectively split right down the middle, and in the end we covered both – but John likes a workshop style, involve-the-people style of event, so we had to be prepared for an interactive night.

1. How to get a 40% better business year.

How do you measure success in a business? John suggested there are four meaningful ‘metrics’ or measurements. They are

· Number of customers

· Profit per sale

· Order frequency

· Added sales value.

If you increased EACH of these elements by 10% -  a challenging yet achievable number – you would gain 45% in your first year, over 100% in the second, rising to over 500% in your 5th year – as demonstrated in this slide:

Metrics of success




 +10%

Number of customers 

100 

   110

Profit per sale


£10 

    £11

Order frequency 

12/yr 

   13.2/yr

Added value/sale profit 
£0 

   £1

Total Annual Profit 

£12000 
£17424 
45.2%

2yr 
£25300
 108.3%

3yr 
£36735
 206.1%

4yr 
£53339 
 344.5%

5yr 
£77449 
 545.4%
(I hope that came out okay!)

This metric is broken down as follows:

Number of customers – fairly self-evident! Your ideal is a happy customer, someone who enjoyed the sales experience and will come again. Sack the unhappy ones, and waste no more time on them than you have to, either to convert them or move on!

Ask the happy ones for referrals – get them to identify your next happy customers, and reward them when they do. Be it a 10% off voucher, a copy of your latest e-book, a McDonalds voucher (unless you DO want to keep them!) – this is called your Referral Programme and it brings in more customers at a small investment.

Don’t rely on people to refer – ask for referrals openly, and as soon as they express satisfaction with your work. At the same time, ask the client what you achieved for them, and what nuggets of advice would they have for next time. At the same time, tell them what your ideal customer looks like so that they can be better next time, too! (Care with that one, make sure you have rapport!)

Remember the 6 degrees of separation concept – you are 6 customers away from an absolute doozy! Consider this – all of those 6 degrees identify new sub-groups with similar yet different mental perspectives. Identifying WITH each one develops you and develops clients.

Profit per Sale – again, simple idea, but …

Some advice – 

1. Make a list of your products/services.

2. Estimate the sales volume of each service – number, and percentage of overall sales

3. Score each 1-10 of how much profit each one gives.

Then ask: which one gives customers the most value (by asking them). And repeat questions 2 and 3 when you have that answer. 

Next month, increase promotion of the ONE best answer and stop thje least useful, to see what works and what doesn’t. remember the Pareto Principle – 20% of your effort brings 80% of your results, and visa versa.

Order Frequency – how often do these clients come back for more?

Go through that last exercise again, replacing ‘sales volume’ with ‘repeat sales’. Find out which service brings back the customers, and do more of that. Dispose of the one-off sales (unless the margins suggest otherwise – if you sell cars I suppose some people may come back rather infrequently!)

Added value – what you ‘give’ (sell) to clients that they don’t actually ask for.

Notice how in coffee shops they always try to flog you a muffin (at 4 times a reasonable price), yet they do sell some? Each one is an added sale that wasn’t there when the customer walked in.  There be profit in those!

Do the exercise again – this time, ‘added sales/value’ instead of ‘sales volume’ on core products.

Doing those things, and measuring if and how they work, will bring improved business success. Guaranteed.

2. Personal Success!

John moved onto the personal side of success, and led us through this exercise to make us think about our lives in a new fashion.

1. Make a list of 10 activities you most like, and 10 that you consider to be a drudge.  (If you’re stuck for ideas, review your last weekend for the drudges like washing, gardening, etc.) A good drudge is a job that HAS to be done but you can’t stand doing it.

2. Rate each drudge on a 1-10 of how much you hate it, then a 1-10 on the level of benefit that doing it presents you. 

3. Get rid of the drudge that rates highest on hate but lowest on necessity, as far as you can.

1. Now rate each pleasure 1-10, as suggested.

2. Rate the value/benefit each gives.

3. Do 2 of each of those higher scorers for the next month, and see how you feel and how much better life gets.

4. By the end of 12 months, consider how much better you will feel doing 24 fun things. 

Remember, everything you ‘should’ be doing is someone else’s priority and not yours!

(A quick example: I once had a poorly issued, hit and run private car park Hitler type parking ticket. I tried to get it stopped, but no go. The desire to fight it was high, but the amount of stress and hatred for the situation was so great, that paying the ticket became the shortest distance between ‘winning’ and stressing myself for as long as a court case might take (and which I may lose and end up paying for), or just letting go. The cost of the ticket was easily justified in how much better I felt not having to think about it anymore!  I wish criminals would think like that BEFORE they committed crime!)

The SECRET – DO MORE OF THE THINGS YOU ENJOY AND HAVE MAXIMUM IMPACT.



Do LESS of the many things that have minimum or no impact.

Magic.

Remember the 80/20 Rule – few things have outstanding impact and results. Focus on them, and the many things that have neither will matter less and less. 

Most positive things result from a few actions.

Most negative things result from a few actions.

Think about that. 

Another Exercise

What 10 things take up most of your time?

1. Make a list.

2. Estimate the time each takes.

3. Score each 1-10 on the value it provides.

4. List the three that give you the most enjoyment.

5. Repeat those three activities as often as you can

If you give 30% more of your time to those fun/productive activities, and drop the negative and unproductive, your life WILL be better!

The Result

If you do these exercises and identify what your answers are, you will know, by the end of the first month, whether the new practices are working, or not. Isn’t it worth a month to find out?

Conclusion

Living by his word, John asked us if we enjoyed the evening and, when we said, “Yes!” – he asked us for referrals!

Ken thanks John for his presentation, which was warmly received by all.

John can be contacted or researched at www.catoassociates.com; www.facebook.com/john.cato;  or at  uk.linkedin.com/in/johncato21 . 

Bonus Evening!

On the 27th of June ERIC EDMEADES will be making a rare but greatly appreciated visit to Cardiff Yes Group. Regular and long time attenders will know just how good Eric is as a speaker and motivator, and will all be there, I’m sure. 

Eric delivers entertaining and informative  keynote presentations and is a regular panelist at international events. Over the last five years Eric has spoken for thousands of people in over 15 countries including Canada, Korea, Japan, Singapore, South Africa, Mexico and the United States.
Eric’s subject is “CLIMBING MOUNT IMPROBABLE”. 
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