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Introduction
Keith will be your guide for this
session.

Aims

Business Basics is a course for budding
entrepreneurs, and early stage startups
heading to the next level. We help and
support you to fully to validate and
explore your business idea or grow your
business successfully.

Keith

WHAT WILL WE COVER TODAY?

The Following:

Advice for setting up a new business
Sales and Marketing strategies that work
Finance - cashflow forecasting and why it’s so important
Setting up a simple ‘system’ to get you started. We give you the 4 most
critical areas to concentrate on
Building a tribe and why it’s so important
Using technology in your business
Creating a business plan with the Business Model Canvas (BMC)
Business development advice
Happy
Customers...
it's what we
all want.

Are you ready?

Let's Begin!

Create a customer
service team
One of the most overlooked areas of sales is
customer service, with many organisations
seeing sales and customer service are
separate functions.
This leads to a lack of focus on proper
customer service will dramatically increases
the amount of customers lost and thus the
long term profitability of any sale.

This means that from the start it is critical to
building a strong customer service
framework and team to minimise the loss of
any clients and maximise the longevity of
clients or repeat purchases. This all
contributes to the sales bottom line

Building a team for
your business
Most new businesses will start with a small
team or begin to grow one very quickly.
Thus, businesses and entrepreneurs need to
learn early on how to effectively recruit and
manage their team, while developing a great
company culture and themselves as leaders.

This section is here to guide you through the
initial setup of what will become your
business’ human resources department,
covering recruitment, management,
company culture and self-management

Brilliant recruitment
practices are linked to
business success
Don’t hire anyone until you absolutely need to.
The work and responsibility that come with
employing another person is tremendous.
When you do get to a stage when you need to
recruit, it is important to make sure you take
the right approach to finding and employing
the best person or people for the role and for
your business.

This type of sales route is perfect for highvolume product-based businesses, but it
also works for services, i.e. travel agents,
insurers…

Attracting great
employees
The start of a recruitment process is about
finding and getting the best potential
candidates to apply for the position you have
open.
Companies who want to attract great
candidates should:

Offer a competitive remuneration package
(salary, benefits, share options)
Use their company’s vision to inspire a
candidate to want to be part of the
enterprise
Show career progression possibilities for the
candidate
Demonstrate a progressive, diverse and
exciting work culture to the candidate

Create a strong
recruitment process
Once you have attracted a good pool of
potential candidates having a strong
recruitment process is key to making sure you
end up hiring the best candidate.
At a minimum, this means having a process
with:

A clear timeline and stages for candidates
Unambiguous criterion for what you are
looking for and how you will be assessing
candidates
At least 3 interviews (ideally with different
members of your team)
A step for checking previous work references
and thoroughly vetting candidate claims

Create a strong
recruitment process
A poor recruitment process may leave you with
the worst candidate. A strong recruitment
process will enable you to work down to the
best candidate efficiently.
Companies who choose to invest time and
resources into the recruitment process will
always outperform those who do not!

A clear timeline and stages for candidates
Unambiguous criterion for what you are
looking for and how you will be assessing
candidates
At least 3 interviews (ideally with different
members of your team)
A step for checking previous work references
and thoroughly vetting candidate claims

Create a positive work
environment
Having a productive workforce is inextricably
linked to creating a positive and supportive
work environment.
This means that from day one, managers and
CEOs should make creating and maintaining a
positive work environment a core company
objective.

This could mean holding office social events,
providing large desk spaces, having clear HR
policies and career progression, offering
flexible holidays or any other initiatives that
employees would value

Build a great company
culture
People are the primary resource of any
business. Your founding team may work hard,
be passionate and close-knit but how do you
make sure that culture of excellence and
responsibility scales with your business?
Very simply, by clearly outlining and
documenting your company culture and
making sure it is one of the main objectives of
your business.

Company culture should be considered in
the hiring process and each new employee
should be introduced to it. It should not be
something unspoken but something at the
core of the business

Managing yourself

As an entrepreneur, one of the difficult things
you will often face is managing stress, fatigue,
and pressure while balancing work and life.
This is common as there is an enormous level
of responsibility upon you as an entrepreneur
and leader.

In this section, we cover how you can
mitigate this by creating a support network,
engaging in the community and finding
mentors to guide you through the perils of
entrepreneurship

Build a support network

Whether it is friends, family or colleagues,
having a strong support network around you is
critical.
This system will help to support you and keep
you going through the ups and downs of the
entrepreneurial path, make sure not to neglect
this network!

In this section, we cover how you can
mitigate this by creating a support network,
engaging in the community and finding
mentors to guide you through the perils of
entrepreneurship

Meet the start-up
community
Start-up communities and networks in the UK
and across the world are prolific and well
established.
Engaging and becoming part of these
communities in your local area is an excellent
way to meet other entrepreneurs, share stories
and exchange ideas and advice.

In this section, we cover how you can
mitigate this by creating a support network,
engaging in the community and finding
mentors to guide you through the perils of
entrepreneurship

Find a mentor

Finding an industry relevant mentor is one of
the best things you can do when starting any
business.
If your mentor is knowledgeable in your sector,
he or she will be able to provide advice and
guidance.

It is true what they say, great entrepreneurs
learn from other people’s mistakes

Thats It!

Have a great
day and
keep
learning.

I hope this has given you valuable insight into why you
should always build a team that reflects your business
and you.

Contact Jo Blackburn at jo@teguk.co.uk

