
 
 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Is E-Learning Effective for Business Growth? 

Here are the key benefits in which e-learning has transformed the landscape of learning and development. When 

compared to the traditional mode of classroom learning, there is clear evidence that e-learning brings the following 

benefits: 

It’s what learners want - really 

When given a choice, learners want mobile, relevant, personalised and self-paced content at a point of need. What 

they get, is often a little different - with too much emphasis on face-to-face and long courses. 

The digital revolution and smartphone boom have triggered huge changes in how we access, consume, discuss, and 

share content. Naturally, learning is following suit. Whilst many want learning at a point of need, many learn in 

evenings and at weekends and on the way to or from work.  

A key advantage to getting your learning online and multi-device is that it ensures you are in sync with modern 

learners - delivering the type of content they want when they want it. 

Faster delivery 

At a time when change is faster than ever, a key advantage of e-learning is that it has quicker delivery cycle times 

than traditional classroom-based instruction. In fact, research indicates that e-learning reduces learning time by at 

least 25 to 60 percent when compared to traditional learning. E-learning cuts down on the training time required 

because: 

• It does not take as long to start and wrap up a learning session, learners set their own pace, rather than the 

pace of the group 

• no travel time is needed to get to and from training events 

• learners can focus on elements of a programme they need to learn and can skip what they already know 

Lower costs 

• Because of the speed and ease in which e-learning is delivered, the costs of learning and development for 

an organisation are drastically reduced. 

• There are the immediate cost-effective gains of e-learning in terms of reducing training time as well as cost-

effective savings in terms of trainers, course materials, travel and accommodation. However, it is equally 

important to highlight that e-learning, when done right, can also improve an organisation’s profitability. 

More effective 

• E-learning courses can have a positive and direct impact on an organisation’s profitability by making it easy 

to learn and digest information. 



 

How Do You Choose An E-Learning Program? 

The challenge is in sifting through the vast information available to obtain exactly what you are looking for. 

We have found that the best e-learning programs that have been tailor made for small business, not only 

provide all the information business owners need but, empower learners to easily implement what they have 

learned in a short time to start reaping the rewards. 

The format in which the learning material is provided plays a big role in ensuring the learner easily 

understands what is being taught by providing tutorial videos, workbooks, and any additional material 

required for that specific module. 

The Business Coaching Hub set out on a mission a couple of years ago to discover the most comprehensive, 

up-to-date and effective business growth e-learning platform and our research paid off. We discovered the 

Most Powerful and Dynamic Client Attraction Program Ever Created which is the foundation for the Business 

Growth Network’s Online Academy. 

The curriculum is comprehensive, professional, up-to-date, proven, tested, and more importantly, the most 

cost-effective solution available and is now available through the Randburg Chamber of Commerce & 

Industry. 

 

 

 

We understand that business owners want to realize a return on their investment as soon as possible and for 

this reason, we have bundled the different topics into modules which allow you the possibility to choose 

exactly what you are looking for in your business. 

This not only reduces the time required to learn and apply the business growth strategies we teach, but also 

reduces the investment required. 

All modules consist of tutorial training videos ranging from 30mins-60mins in length and each video 

is accompanied by comprehensive workbooks to ensure you master the strategy/concept being 

taught. 

 

 

 

The BGN E-Learning Academy gets its content from 

the Business Coaching Hub E-Learning Marketing 

System which has been recognized as the Most 

Powerful and Dynamic Client Attraction 

Programme Ever Created. The content used has 

been hand-picked from our flagship training program 

– Business Coaching Hub 52-Week Business 

Fundamentals Training Series. 



 

 

This module ensures you have set yourself up correctly in terms of your business fundamentals and 

covers: 

How to create your market dominating position (Part 1 & 2) 

This section will help you learn how to establish a market dominating position for your business. 

The majority of small businesses are established in response to market demand for a product or 

service. Many build their businesses by serving that demand and enjoy growing profits without 

putting much effort into long-term planning or marketing. 

However, what happens when that demand slows or stops? What happens when the competition 

sets up shop with a “new and improved” version of your product down the road? How do you 

keep your offering fresh while growing and maintaining your client base? The answer, innovate 

your business and offer extraordinary value by creating a “market dominating position.” 

 

How to identify your perfect target market and their needs (Part 1 & 2) 

Every small business owner wants to build a successful and lucrative business. This section will begin 

that process by helping you to develop a critically important component that directly impacts the 

ultimate success of your business. You must be able to clearly identify your target customer. 

When you niche your business into a narrowly defined market, you become unique, and you 

therefore instantly attract everyone that niche market appeals to. In other words, you wind up 

attracting EVERYONE in that niche. Many niche markets have a substantial number of prospects just 

waiting for a business to cater to their specific individual needs. 

 

How customers decide what to buy 

This section will focus on helping you to learn and understand how your target customer makes that 

all-important decision as to whether or not they will buy what you sell. 

All small business owners need to wake up to the fact that we decide to buy the things we do based 

on emotion, we only use logic to justify the purchase. When a customer buys a new car, they’re 

looking for a certain feeling that exists within them. That new car represents something about them 

personally, and they want their purchase to reflect whatever that feeling is. 

How to create a compelling message your market will respond to 

This section will begin the process of developing a message so compelling it practically forces your 

prospects to buy what you sell. This may be one of the most important business fundamentals you 

will develop that can have a direct impact on the ultimate success of your business. 

 

 



 

 

This module is focused on providing you with strategies to generate leads and covers: 

How to generate leads online (Part 1 & 2) 

This section will help you learn how to set up an instant lead generation system for your business. 

Generating leads is a vital component for any business. Unfortunately, it’s often the most difficult 

and expensive part of owning and operating a business. This section will provide you with the 

framework you need to begin generating leads so you can make more sales. 

How to create an online presence 

This presentation is going to prepare you to begin developing one of the most important, yet often 

neglected, business fundamentals around today, creating an online presence for your small 

business. Let me briefly explain what this is, why it’s important for your business, and how you will 

use it to explode your revenue and profits. 

No matter what stage of development your business is presently in, all small business owners want 

more revenue. That is ALWAYS priority number one, and quite frankly, it should always be priority 

number one. Sales and marketing are the lifeblood of every business, but especially so for small 

business owners. 

The key to dramatically increasing your sales and marketing results is totally dependent on your 

ability to attract not just more customers to your business, but more of your target customers. 

Creating the proper online presence is your first step to accomplishing this objective. 

How to generate massive leads through referrals (Part 1 & 2) 

Referrals are a fast, inexpensive and risk-free way to generate vast numbers of qualified leads for 

your business. Every business should be using this revenue-generating strategy. 

Recommendations motivate, encourage and compel people to try out a myriad of other professional 

& service providers. A personal referral is much more powerful and compelling than seeing an ad in 

the local paper, receiving a discount coupon in the mail or perusing the Yellow Pages. There is 

something about a live person recommending a specific product or service that gives it added 

credibility and legitimacy. 

Can you think of any business you frequent that consistently asks you to give them some names of 

people you know who may be interested in their product or service? Most businesses are missing 

out on what could prove to be their ultimate marketing tool… the personal referral. 

How we use email marketing to generate all the leads you can handle 

This section will help you capitalize on email marketing, a terrific, no-cost way to generate all the 

leads your business can handle. This may be one of the most important business fundamentals you 

will develop that can have a direct impact on the ultimate success of your online business. Here’s 

why. 



 

Most business owners today are discovering that blogs and social media strategies are commanding 

larger portions of most companies marketing budgets. I’ve read where several marketers are 

claiming that email marketing is all but dead. Nothing could be further from the truth. 

Email marketing remains an important and extremely cost-effective solution when you need to 

generate new leads and attract more clients to your business. It’s also an excellent way to build, 

maintain and nurture long-lasting relationships with your clients. In fact, it’s one of the best and 

most preferred ways to remain in continuous contact with your customers and clients AFTER you 

complete the sale. 

A compelling email can jump-start the sales conversation by generating valuable leads and then help 

you stay connected to your most profitable clients. Those that claim that email marketing no longer 

works are using email as a tactic instead of a strategy. All marketing MUST follow a specific and well-

calculated sales process, and that process will dictate the email strategy that will work for your 

business. 

How to build a massive email list 

This section will help you know how to instantly build a list of highly qualified buyers for your product 

or service. This may be one of the most important business fundamentals you will develop that can 

have a direct impact on the ultimate success of your online business. 

Most business owners would love to generate massive numbers of leads. But if those leads aren’t 

qualified, meaning they’re actually interested in buying what you sell, then not one of them will 

convert into a paying client. 

All small business owners want more revenue. Sales and marketing are the only two ways a business 

can generate that revenue. Unfortunately, many businesses today are getting horrible results, and 

spending a fortune on ineffective marketing. 

The real key to generating instant income is to attract more clients so you can close more sales. 

However, if you can attract not just more clients, but more of your “target” clients, then you can 

instantly explode your revenue, sometimes by as much as 16 times. You can then work less and earn 

more. 

How to generate online leads using webinars & teleseminars (Part 1 & 2) 

This section will help you learn the secrets to generating leads and closing more sales online through 

the use of webinars and teleseminars. In part one, we revealed the 5 biggest mistakes we want you 

to avoid when presenting webinars and teleseminars as well as the six fool proof strategies you can 

implement to all but insure your presentations will be a major success. 

In this presentation, we’ll provide you with five ways to grow your business using webinars along 

with the “insider” secrets to generating leads and hosting a presentation that will leave your 

prospects clamouring for more. 

 

 

 

 



 

 

How to create a full proof networking strategy that generates leads every time (Part 1 – 7) 

Networking is a terrific way to generate immediate interest in what you do, and for the most part, 

it’s 100% free. It helps increase your visibility and credibility and can generate a significant number 

of leads in just minutes. Most business owners attend networking events without properly 

preparing a strategic plan of action. 

No one cares what you do, so stop saying “I’m an attorney” or “I sell real estate.” People care about 

what you can do for THEM and have zero interest in you and your business. “I own a sporting goods 

store” doesn’t make me quiver with anticipation. 

But if you told me you “help turn an amateur weekend warrior into a pro-calibre athlete”, NOW you 

have my attention, and NOW I want to know more about what you do. But you can’t stop there. 

That brief introduction was merely a tactic you employ to grab the attention of the person you’re 

speaking with. 

Now that you have their attention, what do you do next to maintain it and get them to begin the 

decision-making process, so they eventually buy what you sell? Whatever that sequence of events 

happens to be, that becomes your sales process for a networking strategy. 

This section teaches you a powerful networking strategy which includes an elevator pitch, your 

business card, your landing page, your sales letter and how to create impactful compelling offers. 

You will be shown step-by-step how to ensure all these strategies flow in a well thought out, 

structured, and effective lead generating strategy. 

If you follow this 8-step process, you will gain the ability to write copy better than 95% of the 

copywriters on the planet. However, step number six says to offer them a compelling bonus or some 

form of additional incentive. 

We’re going to help you learn how to create, design and use compelling incentive offers that will 

lure prospects away from your competitors and bring them stampeding to your business in droves. 

However, since incentive offers are a critically important fundamental that you will use in multiple 

strategies moving forward, we want to make sure we cover this topic in depth. 

Our Compelling Message Template provides you with a step-by-step, paint-by-numbers process for 

writing compelling messaging. 

 

 

 

 

 



 

 

How to create a competition crushing sales process (Part 1-3) 

A sales process is a roadmap that defines a specific set of steps for marketing and selling your 
product or service. Each step consists of several key activities that produce a predictable, 
measurable outcome. 

This section is designed to teach you a quick and easy, step-by-step process to create a sales process 
for your business. 

There are three basic components that define your sales process, lead generation, lead qualification 
and lead conversion. 

 

Lead generation has the job of reaching your prospects with a laser-focused message aimed 
specifically at their hot buttons and getting them to raise their hand and acknowledge they’re 
interested in what you sell. 

Lead qualification has the job of separating those prospects into two different camps, those who 
WANT what you sell and those who NEED what you sell. You always want to focus on prospects who 
WANT your product or service. They will always be your target customers. It should be noted here 
that a well-designed 

and carefully crafted marketing message has the ability to do both of these vital components 
simultaneously, generate leads and qualify those leads. 

Lead conversion has the job of transforming a prospect into a client by gaining their final 
commitment to buy what you sell. Again, it should be noted here that with the right message aimed 
at your ideal prospect, converting that prospect into a paying client can be as simple as asking for 
the sale. 

When executed properly, your sales process can increase your response rates, increase your 
conversion rates, improve your client retention, save you from making costly marketing mistakes, 
and provide your business with a roadmap that takes your prospects from ignorance to awareness, 
into the decision-making process and through to the close. 

When you know and understand lead generation, lead qualification and lead conversion, and the 
role they each play in your overall sales process you will position yourself light years ahead of your 
competition and have a solid foundation upon which to build a competition-dominating marketing 
program. 

 

 

 

 



 

Our bulletproof marketing equation 

Can you name the last TV advertisement you saw that was so compelling it prevented you from 
leaving the room? Or the last print ad that practically forced you to read it? Probably not. 

So, think about that for a minute. The average person today is exposed to more than 8000 marketing 
messages, and yet most people can’t name just one that did the job it was supposed to do, grab 
your attention and persuade you to buy that product or service. 

Is your marketing working any better? Is your phone ringing off the wall? Are you swamped with 
prospects storming into your place of business? Is your server crashing every day due to the number 
of hits on your website? Or do you find yourself in the struggle of your life, continually attempting 
new ways to attract more clients to your business? Would you like the solution to all of this? 

In this section, we’re going to share with you the proven and tested process we use to help our 
clients create effective marketing, marketing so compelling it practically forces their prospects to 
buy what they sell. If you’re finally ready to stop “spraying and praying” when it comes to your 
marketing, then make sure you go through this section several times, so you understand the 
fundamentals that make up “competition-crushing” marketing. 

The business owner who understands how to create messages, ads and marketing collateral that 
follows a persuasion format can literally gain the ability to dominate their market. 

How to stop discounting madness by offering additional value through bundling 

When any small business feels the need to increase sales, they immediately think the best way to 
accomplish that goal is to discount their prices. Every day you see products and services offered at 
discounts ranging from 10% up to 70% in some cases. 

Most business owners discount their prices without properly preparing a strategic plan of action. A 
strategic action plan is a collection of tactics that are implemented in a predetermined sequence in 
order to produce a specific outcome. 

You MUST implement a pricing strategy that will produce the appropriate end result for your 
business, which is to increase your profit margins. The process we’re teaching you here will enable 
you to do this. 

To get you in the proper frame of mind, it’s important that you realize that when a prospect 
considers buying what you sell, they all want the exact same thing, the best deal. It doesn’t matter 
if it’s a stick of gum or a new car; we all want to know we got the best deal we could possibly get. 
However, the best deal doesn’t mean the lowest price. It means the most value for the price we 
pay. 

Most small business owners mistakenly assume everyone is shopping for the lowest price. In reality, 
most of them are, but only because the sellers give the buyers no other choice. You see, if all the 
sellers look exactly the same, in other words, they all offer the exact same product or service, then 
the only value proposition left to a buyer is the price. 

The real key to success in marketing is to offer more value than your competition. Prospects will pay 
twice the price if they believe they’re receiving four times more value. Unfortunately for the vast 
majority of small business owners, they truly believe price is the sole determining factor when 
prospects make a buying decision. Then to add insult to injury, they begin to “discount” their price 
and end up destroying their profit margins. This may shock you, but do you realize if you discount 
your price by a mere 10% you now have to sell 33% more just to break even? 

This section teaches you the secret to stop discounting by adding value through bundling. 



 

How to create a drip campaign that will skyrocket your revenue and profits 

There are a multitude of ways to generate all the leads your business can handle. But here’s the 
problem. Like it or not, only 3% of those leads are what you might call “now” buyers. They’re the 
ones ready to make an immediate purchase. 

The remaining 97% of your leads are “future” buyers, IF you continue to nurture them by staying in 
touch with them on an on-going basis. Some of these future buyers will be ready to buy what you 
sell within 24 to 48 hours, while others may be ready in 24 to 48 months. Staying in constant contact 
with all of them is the little-known secret to assuring the future success of your business and 
exploding your revenue and profits. 

If you or your business aren’t there at the exact moment when a prospective buyer is actively 
seeking a solution, then any and all future sales will go to your competitors. Unfortunately, the vast 
majority of small business owners rarely follow up with their prospects after their initial contact 
with them. 

In fact, if a prospect tells the business owner that they’re not interested, or fails to call the business 
owner back, or refuses to meet with them or doesn’t complete their specific marketing process, 
most business owners write the prospect off as someone who isn’t interested in buying from them. 
These business owners are setting themselves up to miss out on a LOT of future sales. 

So what’s the answer? It’s absolutely vital that all small business owners create a strategic “drip 
campaign” based on their specific marketing process. 

How to reactivate stale clients 

This section will help you learn the secrets to reactivating stale clients. New customers are a business 
owner’s personal addiction. We can’t get enough of them. 99% of the marketing messages in the 
world today exist for only one reason, to pull in new customers. Business owners are hammered 
over and over that they need new customers. 

Listen, if you’re a relatively new business…then of course you need new customers. But if your 
business has been around for some time and you have current customers, you can experience 
serious business growth by target marketing to those customers. 

Consider which of the following situations seems easier? Convincing complete strangers to do 
business with you… OR, getting customers that have already bought from you to come back? 
Reactivating old customers is one of the quickest and most sure-fire ways to make more money and 
increase sales and profits with amazing speed. 

No doubt you have heard the saying that it’s five times easier to sell to an existing client than to find 
a new one. Have you ever stopped to ask why this is the case? It’s actually very simple. Existing 
clients have already overcome their fears of doing business with you, and they’ve developed a level 
of trust in both you and your business. 

Fear and a lack of trust are the two key reasons why prospects don’t turn into clients. You have to 
overcome these two obstacles to bring people on board as clients. This is perhaps one of the most 
challenging aspects of marketing, and why you MUST create a sales process that’s based on a 
specific and well thought out strategy. 

 

 

 

 



 

 

How to create so much value in your business that you can charge twice as much as your 

competitors and still out-market and out-sell them 

This section will help you learn how to add value in everything you do in your business. Your 

prospects buy value, NOT price. The more value you can add to your product or service, the higher 

the price you can charge, WITHOUT compromising your ability to close more sales. 

In today’s competitive environment it’s a foolhardy business owner who thinks that, by keeping a 

close eye on the competition and following the same approach of a seemingly successful 

competitor, they will have a similarly successful business. In some cases, this may be enough, but if 

you really want to stand out from the crowd you need to fully grasp and implement the concept of 

adding value to your sales propositions. 

Adding value to a sales proposition can be as simple as ensuring your staff is 100% in touch with 

your clients. In this case, touch stands for truthful, open, understanding, caring and honest. 

Something as simple as remembering your clients’ names can add greater value to the sales process, 

particularly if your competitor doesn’t do this. 

Other simple things include birthdays, favourite drinks, colours, preferred delivery times and so on 

can create a more enjoyable experience for your customers, especially if the competitors can’t be 

bothered to perform these simple courtesies. These are easy-to-implement examples of adding 

value. 

How to raise your prices without losing a single customer 

This section will help you learn how to increase your current prices without losing a single customer. 

You’re going to finally understand why your prospects and customers buy value, NOT price. The 

more value you can add to your product or service, the higher the price you can charge, WITHOUT 

compromising your ability to close more sales. 

Have you ever wondered how much more money you could make if you raised your prices? Most 

business owners have. But then a warning bell goes off in your head, if I raise my prices, I’ll 

immediately lose all of my customers, or at least a vast majority of them. That seems to be the 

prevailing logic these days and helps explain why more than 90 percent of all small businesses 

attempt to compete on price alone. 

But what if we could change all of that for you? What if we could show you how you can instantly 

increase your price WITHOUT losing a single customer? In order to raise your prices and get away 

with it, it’s important that you understand some basic facts about pricing. 

First, consider the real pitfalls when it comes to competing on price, and dealing primarily with price 

shoppers. Low price shoppers overall will take up the bulk of your time. They will bleed you dry if 

you let them, and they will attempt to suck the life right out of your business. Everybody knows the 

80/20 rule. 



 

Eighty percent of your customers, the ones who take up the majority of your time, are going to 

provide you with approximately 20 percent of your income. 

How to increase transactions and customer revenue (Part 1 & 2) 

This section will help you learn how to close more sales by implementing a strategy that can instantly 

increase your customer revenue by offering additional products and services that complement the 

original sale. Due to the length of the information we need to cover, we will break this presentation 

into two parts. 

In this presentation, we’ll review this strategy at length and provide plenty of examples in order to 

get you thinking of various ways for you to apply this strategy to your own business. We’ll explain 

the three simple steps required to implement this strategy successfully; the three types of 

customers to target for this strategy, and the three opportunities where you can best compel these 

three customer types to purchase continuously from you. Then in part two, we’ll detail the seven 

steps to take in order to successfully apply this strategy to your business. So, let’s get started. 

Have you noticed how often existing and past customers are forgotten by businesses? They make 

the assumption that when their past customers need something, they will come in or give them a 

call. Businesses with this attitude are missing out on an enormous amount of revenue that comes 

from staying in continuous contact with their customers. 

If a high end clothing store wrote you a letter about special merchandise that they just received, 

detailing the style, quality and price of their most highly desirable items, would you have a tendency 

to go in and check it out, especially if the store focused the offer on items of interest, and you hadn’t 

purchased clothes lately? 

So, when was the last time that you sent a letter to your current customers telling them about new 

merchandise or additional services you provide, or letting them know about a special deal? 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

How to design a market-dominating website (Part 1-4) 

This section will teach you a proven process for designing, developing and creating a website and 

landing pages so compelling it practically forces your prospects to take action. This powerful 

presentation will have a major impact on your revenue and profits, as well as the ultimate success 

of your business. 

We want to teach you the hidden secrets behind the creation of compelling marketing and 

advertising, and how to apply those hidden secrets into the design and layout for your website so 

you can turn it into a lead generation and money-making tool for your business. We’re going to 

provide you with the tools, the resources, the templates and the support that will result in you 

becoming an online marketing maven. 

With our guidance and support, you will set into motion an industry dominating online marketing 

program. This will give you the unprecedented ability to attract clients at will, attract them with 

greater frequency, at a lower cost, and with total and complete confidence and certainty. 

The key to designing and building effective websites and landing pages is to focus on what it is your 

prospects want your product or service to provide to them. In most cases, they’re searching for a 

product or service that will solve a problem, overcome a frustration, relieve a fear or remove a 

concern. 

Remember that prospects are searching for solutions to their problems. And since that’s what 

they’re searching for, this highlights the major difference between a website and landing pages. 

Most people don’t understand the difference, but it’s critical to the success of your business that 

you do understand the difference. 

How to calculate what your customers are worth to you 

This section is going to help you understand the value, and the power of knowing what your 

customers are worth to you and your business. This is often referred to as the lifetime value of your 

target customer. Most small business owners don’t understand the concept of lifetime value, and 

therefore fail to apply this powerful tool to their marketing and business building applications. 

The concept of lifetime value is really about statistically determining the total profits you will earn 

from your average customer. I say statistically because you can literally track this number to the 

cent. 

Let me show you how you can apply this valuable information to create enormously powerful and 

profitable marketing systems that your competitors will NOT be able to duplicate. 

Lifetime value refers to the amount of revenue and profits you expect to receive from your clients 

over the term of your relationship with them. That term may be a one-time only sale, or it may go 

on for years. It all depends on your industry, and the product or service you sell. 



 

When you know and understand lifetime value, the benefits to your business can be huge. For 

example, you’ll know how much money you can spend in your marketing program to acquire a 

prospective client. It drives your future lead generation and marketing decisions and dramatically 

lowers the chance of you making costly marketing mistakes. 

How to create a revenue plan – your roadmap to wealth 

Your business currently brings in R100,000 in annual revenue. You want to increase that figure to 

R1,000,000. When you know and understand how to create a revenue plan, you can begin to map 

out a viable, logical action plan that will enable you to reach your desired annual revenue figure. 

Where are your revenues at today? Where would you like them to be? A Gap Analysis defines your 

present and future objectives in both financial and non-financial terms. Once you define the gap 

that exists, you can then create a Revenue Plan that will map out the exact process to eliminate that 

Gap. 

This section teaches you how to analyse this and create your own revenue plan. 

Creating your company’s SWOT analysis 

This section is going to help you create a “crystal ball” for your business. By that, I mean you will be 

able to look into the future, ask yourself a series of “if this, then what” questions, and from your 

responses put a plan into place to handle all future threats that may negatively impact your 

business, while also identifying potential opportunities that could skyrocket your revenue and lead 

to unprecedented business growth. 

That “crystal ball” is known as a SWOT Analysis. SWOT stands for strengths, weaknesses, 

opportunities and threats. The SWOT Analysis helps you learn a process to tap into your full 

potential as a business owner and leverage your business to its maximum potential. 

It’s an in-depth examination of the internal and external factors that can influence the performance 

of your business, both now or in the future. Both you as the business owner and your business need 

to be analysed in all four of these critical SWOT areas. 

The information you will gain from performing a SWOT Analysis will prove pivotal as you begin 

developing a strategic plan for growing your business, and it often serves as the core foundational 

element for both your marketing plan and your financial plan. 

Strengths and weaknesses are internal factors in your business. They should be considered from 

two distinct viewpoints. First, how they will impact you individually and second, how they will impact 

your business. From an individual perspective, this is referring to your own personal strengths and 

how, or IF, you capitalize on them. 

Your go-forward marketing plan & schedule 

This section is going to define the final component you need to complete a formal sales process for 

your business, and take the first step toward helping you begin to create a competition-crushing 

marketing program. 

Have you ever been responsible for planning a special event or occasion? Typically you need to 

create a guest list, hire a caterer, select the appropriate menu items, book the evening’s 

entertainment, secure the venue, arrange for parking and transportation and so on. 



 

As you were planning for this occasion, did you simply wing it and just handle these details as they 

crossed your mind? Or did you sit down and list out the specific items, then create a detailed list 

that outlined each item to be completed, and finally assign a deadline date for completing each 

one? Most people choose the second option, and their events often go off without a hitch. 

So why should your marketing program be any different? And yet, the vast majority of business 

owners choose option one for their marketing and advertising campaigns. They basically wing it. 

They look at what their competition is doing, assume it must be the best way to market their 

business, and then blindly attempt to duplicate it. This is literally the blind leading the blind. And 

the end result is a failed marketing effort, which leads to a reluctance to attempt other future 

marketing initiatives. 

In this section, we’re going to teach you a powerful technique known as a Marketing Schedule. The 

single biggest mistake business owners make is they’re afraid to take action. They simply won’t pull 

the trigger when it comes to their marketing. This leads to procrastination, and often spells disaster 

today for small business owners. 

On purchasing of the above modules, you will receive a link to register for your module. Your login 

access will be sent to you and you will then have access to watch the tutorial videos and download 

the PDF workbooks. All students will receive email and telephone support for any queries they may 

have, and you have lifetime access to the modules you purchase. 

 

 

 


