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Helping you create the perfect business! 

“Hold yourself responsible 
for a higher standard than 
anyone else expects of you. 

Never excuse yourself.” 

Henry Ward Beecher 

August 2015 

W elcome to the August 
issue of BB. One very 
important fact I learnt a 

while ago was that unless you are 
running a well-known brand, the 
name of your business is virtually 
irrelevant to your prospects and 
customers. 

Believe me—this wasn’t easy to 
swallow. 

As owners of small businesses, one 
of the biggest misconceptions is that 
we think our marketing should be 
all about ‘our brand’. All about our 
business. It’s why we put our 
business name ‘in lights’ on our 
websites, in our adverts and in our 
letters.  

Sure, if you’ve got hundreds of 
thousands to ‘burn’ or throw   
down the toilet, then maybe, just 
maybe, trying to ‘build your brand’ 
may work. Of course, every large 
business was once a small  
business. But it’s rare that a big 
business always marketed like a big 
business. Instead they set about 
getting a ton of customers. It’s 
interesting to note that Thomas 

Watson said, 
‘Nothing 
happens until a sale is made.’ 

He was one of the greatest 
capitalists to ever live. He was 
president of International Business 
Machines (IBM) from 1914 to 
1956… a very large business! 

That should be the mantra of the 
small-business owner. 

We’re all very proud of our 
businesses, but you shouldn’t 
confuse this with effective 
marketing and growth. 

We obviously meet a lot of  
business owners and our clients 
range from start-ups to  
medium-sized businesses, but the 
majority are small businesses.  
One of the first conversations  
we have with them is around ‘how 
do you sell your products or 
services?' 

Not only is this insightful for us 
about  how   the   business  operates,  

“Nothing Happens 
Until A Sale  

Is Made” 
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A s long as you provide 
excellent value – people 
will flock to your business 

and pay handsomely for the 
privilege. 

Business owners often make the 
mistake of thinking that price is 
the main issue in the mind of their 
prospects or customers. 

But what they’re missing is this: 
if everyone is viewed by the 
prospect as ‘the same’ – i.e.  
companies don’t take the time or 
effort to differentiate themselves 
from others and add considerable 
value – the only way the prospect 
can choose is based on price. 

But when you add so much value 
to the business – substantially 
more than your competitors – you 
leave the prospect with little 
choice. 

And often they’ll pay much more 
than anyone else. Why? Because 
you’ve added so much value! 

Also, when a customer decides to 
leave and turn to one of your  
competitors, they’ll often say, 
‘Your price/fees are too high.’ 
What they’re really saying is this… 

‘Your products or services are not 
worth what you charge. I’m just 
not getting value for money!’ 

There’s a big difference! 

You’ll be amazed at what you can 
charge when you start adding 
value. 

   Here’s a great example… 

One of our clients was a 
 professional wedding and portrait 
photographer (he’s now retired at 
48 and living in Dubai). When he 

first met us, he was charging 
between $350 and $450 for a 
wedding. After just 12 months, he 
charged a minimum of $2,995 
right up to $4,995 for his 
weddings. All we did was add 

  v alue to his services. 

The diagrams below show the 
effect of value on price and, more 
importantly, how you can increase 
value without spending a single 
penny… 

1. As you can see below, we have 
two similar but competing 
products – product A and product 
B. Let’s say that product A is a 
competitor’s product and product 
B is YOUR product…

2. Let’s assume that each product
has a similar price and value
attached to it. So at the moment
point 1 (shown on the first graph
on page 3) is the maximum value
of each product.

How To Add Value Without 
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but  it also gives us the opportunity 
to guide the business owner away 
from trying to build a brand and over 
to working hard selling their ‘stuff’. 

I’ve seen many costly mistakes made 
by business owners (especially  
start-ups) when they spend most of 
their marketing budgets on fancy ads 
and beautiful-looking websites. The 
problem with this is they don’t sell 
(not usually anyway). 

Does this mean the brand is NOT 
important? Of course not. It just 
means selling should be the primary 
objective rather than the brand. 

The thing is, the more you sell, the 
more your brand grows. 

That’s how most big businesses got 
big. They sold to thousands, even 
millions of people and before they 
knew it, they had a well-known 
brand. They then rightly capitalised 
on this. 

Frankly, thinking your ‘brand’ is the 
most important thing when building 
your small business is closely linked 
to ego, and in my position I have 
seen far too many big egos lead to 
business disaster.  

Just sell something. Sell it now! 

CA 

Continued from page 1... 
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So if we look at pricing either 
product, we are unlikely to get 
many sales if we price the products 
above point 1 because the       
perceived value is lower than the 
price.  

But if we set the price at, say, point 
2, we’d  get more sales because 
now there is what we call ‘added 
value’ – the difference between the 
value (point 1) and the price (point 
2). The shaded area represents the 
added value. Agreed?  

So company and product A may 
take the view it wants to compete 
heavily on price and therefore 
reduces its prices even further to, 
say, point Z in an effort to capture 
more customers. 

That represents the situation with 
every business and demonstrates 
the maximum price they can 
charge – agreed? Okay, so how can 
we make the price more ELASTIC? 
In other words, how can we 
increase the price range we can 
charge customers? 

3. That’s right – we add more
value. How do you think we can
add more value WITHOUT
changing your business or even the
product or service? Quite simply,
we add the following Marketing
Assets…

 UPB.

 Benefits.

 Irresistible Offer.

 Headlines.

 Guarantee/Risk Reversal.

 Sales Barrier Demolition.

 Social Proof.

Note: 

The other element we add to 
significantly increase value is 
called ‘Moments Of Truth’. This is 
a large topic in itself and we will 
discuss it at length in another 
month’s issue. 

Increasing Your Costs 

Dumb      
Criminals 

You’re Bleeding Because You 
Don’t Floss.  

Last night, I was lucky enough to 
attend a performance of Little Shop of 
Horrors at my rival high school. I had 
seen it four years ago, and my 
freshman eyes and ears did not pick up 
on the sexism, racism, and homoerotic 
undertones. This time, however, I was 
fully aware of the sadism and 
addiction of the dentist, due to the fact 
that the actor had seemingly seen Blue 
Velvet one too many times.  

Dental hygiene in reality can be scary 
as well. However, this New York 
woman was arrested for performing 
dental activity without a licence. 
Although she was only the office 
manager, she took it upon herself to 
pull teeth, perform root canals, and 
inject mouths while the dentist was 
away. According to Huffington Post, 
she was supposedly trained as a 
dentist in Albania, but did not pursue a 
licence once she moved to America. 
This would explain the charges of 
assault and reckless endangerment. So 
next time you’re scared of going to the 
dentist, at least remember that it’s a 
real dentist. 
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Can you see what we’re doing? 
We’re adding value over and above 
what the competition are doing. 
  
Now look at the price elasticity     
(3 – see diagram below).  
  
You could price your product right 
up to point 4 now. But would you 
get many sales at point 4? No, you 
wouldn’t because at that point 
there’s no added value.  
 
But what if you priced your      
product at point 5 – would you get 
many sales? Yes, you would. That’s 
the power of adding value and   
creating price elasticity. 

  
4. So what about a price-sensitive 
market? We’re going to explain      
in a later issue why in most cases   
a price-sensitive market isn’t         
actually the case.  

  

But let’s say at the moment you 
don’t want to increase your prices 
because you believe you’re in a 
price-sensitive market (or you’re 
nervous about doing it). 

  
So all you do is keep the price the 
same. But now, after adding all this 
value, who do you think gets most 
of the sales?  
  
That’s right – YOU do. Why?        
Because point 6 (see across)      

represents the added value      
product B has over product A. 

So that’s how you can increase 
your prices or maintain your       
existing prices and STILL generate 
more customers and sales just by 
using the Marketing Assets (plus 
target market and Moments           
Of Truth) to add value to your       
business – and all done  for          
absolutely ZERO cost! 

Hopefully, this further explains to 
you the impact the Marketing     
Assets can have on your business. 

Not only do they help you improve 
every    aspect   of    your    business 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

growth and marketing, they also 
automatically build value in your 
products or services. 

   

You owe it to yourself, and all the 
hard work you’ve put into your 
business, to start reaping the      
rewards you deserve.  

  

Now is the time to start using      
the Marketing Assets to start              
leveraging your sales and profits 
and once and for all leapfrog the 
competition. 

  
Base your pricing on value rather 
than on price and you’ll be          
surprised how much more money 
you’ll make! 
 

How To Add Value Without 
Increasing Your Costs 
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Diagram showing the effect of leveraging the Marketing Assets to build                        
added value in your products or services. 
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W e’re now closer to January 
2016 than we are 2015.  
One thing that constantly 

amazes us is how quickly each year 
passes. The days, weeks and months 
seem to roll into one, and before you 
know it, 8 months has passed. You’re 
left wondering ‘where did the time go?’ 

  

Now that’s okay as long as you plan 
accordingly. However, most people 
spend more time planning their 
holidays than planning their time.  

  

If you plan - you get more done, much 
more done. If you fail to plan and set 
goals, it’s surprising how little you’ll 
accomplish.  

  

All the high achievers and successful 
people in this world identify planning 
and goal-setting as a major contributor 
to their success.   

   
Why? Because in addition to giving 

them a clear roadmap, it also helps 
them plan their daily/weekly/monthly 
schedules, and with effective 
management of time it enables them to 
get more work done in a week than 
most other people get done in a month. 
  
What we’d like to talk about are a few 
tips on getting stuff done. Lots of stuff 
done. People are often amazed at how 
much work we get through on a daily 
basis.  
  
There is, of course, a significant link to 
goal-setting but it also has to be linked 
to effective time management.  
  
That’s something that isn’t often 
associated with growing a business, 
but effective management of your time 
is a very potent weapon (and, 
conversely, poor management of time 
can be a real business growth 
inhibitor).  
  
The good news is that it’s not that 
difficult to massively improve your 
output if you follow our simple ‘5 Key 
Time Management Tips For High 
Performers’.  
  
Like everything we discuss with you, 
none of these things are difficult or 
earth-shattering, but they do make a 
significant difference as long as you 
start using them! 

  

So here are our key Time Management 
Tips… 

 Planning: Plan each month and 
then each week and then each day 
based on your goals.  

Improving Your Management 
Skills Is Key To Your Success 

Cryptic              
Puzzle Of 

The Month 
My first is in bridge, but not 

in ridge. 

My second is in awake and in 

mistake. 

My third is in danger, but not 

in ranger. 

My fourth is in flange and in 

orange. 

My fifth is in spline and in 

nine. 

My last is in river and in 

diver. 

My whole likes the darkness. 

What am I? 

ANSWER ON PAGE 6 
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Steve Hackney—Helping you to quickly 
grow your business 

Continued on page 6... 



 

 

Improving Your Time Management Skills 
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The key here is to establish what 
you need to do each month to 
accomplish your goals.  

Then break these tasks down to 
weekly and then daily tasks.  You 
must always prioritise these     
‘goal-orientated tasks’ above 
‘general tasks’. 

You’re probably thinking—this will 
take a lot of thought and time to 
plan out. You’re right. It does. 
That’s why so few people do it. 
That’s why so few people succeed 
in life.  

Do not underestimate the power of 
carrying out this first step—it is 
the key to your success. 

  Work During Your High-
Performance Times: You’ll get 
much more done in times when 
your body is alert and active.  

  For many, this time is 6am-1pm 
and 8pm-11pm (but you’ll know 
when you’re at your best). The 
worst times are generally after 
eating! 

It’s during these high-performance 
times you should carry out your 
‘Goal-Orientated Tasks’.  

This one step alone will improve 
your output significantly—so make 
sure you only allocate this time to 
the important tasks!  

Use the less productive times for 
‘general tasks’ and meetings.  

For example, only write your 
media pieces (ads, letters, 
newsletters, etc.) during 
productive times.   

Here’s why… 

 (1) Since our minds are more 
active and fresh we can get 
more done. 

(2) Concentrating on the task at 
hand is much easier. 

(3) Our creative juices are flowing 
when our minds are more 
active and alert. 

  Block Out Your High-
Performance Times: Next, make 
sure you block out your                
high-performance times and under 
no circumstances let other things 
get in the way. 

 Again, this is key to your success. 
Treat your high-performance times 
as compulsory appointments (in 
other words, you can’t cancel 
them).  

If you have a secretary or PA, make 
sure they understand these 
‘appointments’ are never to be 
broken and replaced with anything 
else. 

 Resist All Distractions: During 
your high-performance times turn 
off your mobile, take your office 
phone off the hook and don’t open 
your email programme.  

Even one interruption can set you 
back an extra 15-30 minutes, not 
including the time of the 
interruption. 

This does take a high level of 
discipline. In the early days you 
will find the temptation of leaving 
your phone or email programme 
on hard to resist but, we promise 
you, this will slash your 
effectiveness by at least 50%. 

Once you force yourself to reduce 
your distractions to zero, you’ll 
find it very liberating! 

 Tell Staff (And Family): You must 
explain to staff and family that 
unless it’s an emergency                        
you are not to be disturbed    
during your high-performance 
times. By adhering to these 5 key 
time management tips, we 
guarantee you’ll get so much more 
done.    

This translates to greater income and 

more success—especially if you keep 

following our business growth advice 

and simple-to-apply strategies.  

The important thing is to discipline 

yourself. If it was easy to do these 

things, everyone would be doing them.  

The fact is, most people lack real 

discipline. And getting a high volume 

of stuff done requires real discipline. 

You can do it if you put your mind to it. 

But you have to carry out ALL these 

tips. 

And once you’ve mastered these time 

management techniques, coupled     

with savvy marketing, you will 

maintain continuous success.  

CRYPTIC PUZZLE  
ANSWER 

 

Answer: A badger. 
 

Continued from page 5... 



 

 

I have been utilising HID GROUP 
accounting services for the past 
twelve years, during this period Mr 
Antonio and Partners have 
provided myself with the utmost 
professionalism. The quality of 
work and excellent advice I have 
received has been detailed and 
precise due to the experience levels 
within the staff. HID GROUP have 
the flexibility and reliability that I 
have required. I recommend HID 
GROUP to all, regardless whether 
the accounting service required is 
for an individual or an organisation.  

St Lukes Medical Centre 
 Dr A Hanna 

It is our pleasure to provide this 
testimonial that reflects our 15 
years dealing with HID Group and 
Mr Con Antonio. During this period 
Mr Con Antonio and his 
professional accounting and 
business team have been handling 
our corporate, family and personal 
accounting and tax business. 

They have rendered their services 
in a very professional manner and 
to an outstanding standard that has 
met our expectations. The friendly 
nature of dealing with Mr Antonio 
and his team has made it so easy to 
get any aspect of the work 
completed to perfection. We wish 
Con Antonio and his team our best 
wishes. 

Ibrahim Medical Services 
Atef Ibraham 

I've been working with HID for a 
number of years now and I'm 
extremely satisfied with their 
professional prompt service, 
availability to answer my questions, 
quality reliable advice and 
understanding of the post, current 
& potential future market 
conditions. 
  
They are always ready to help me in 
any way needed which has proven 
financially advantageous on a 
number of occasions but also 
assisted me in avoiding 
unnecessary expenses or ill-
informed decisions which would 
have otherwise been costly. 
  
The quality of their accounting 
work far outstrips previous firms I 
have worked with, I have no 
intention of changing and would 
highly recommend others to reap 
the benefits HID offer. 

Gone Global 
Adam Adair  

We are experts at helping our clients 
financially manage and grow their 

business! 

What Our Clients Say About  
HID Group 

Using the BrainTracker grid 
below, how many words can 
you find? Each word must 
contain the central D and no 
letter can be used twice, 
however, the letters do not 
have to be connected. Proper 
nouns are not allowed, 
however, plurals are. Can you 
find the nine letter word? 

Excellent: 62 words. Good: 38 
words. Average: 25 words. 

Brain Tracker: 
How Many 
Words Can 
You Find? 
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Our Contact Details: 
 

HID Group 

Level 1, Suite 2 
333 Drummond Street 
Carlton VIC 3233 
03 9341 7333 
sales@hidgroup.com.au 
 

www.hidgroup.com.au 
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 Otters can get herpes, sheep snore, fish 
cough, walruses burp, snails have teeth, 
termites are blind, rabbits can't walk  or 
throw up (neither can horses), armadillos 
can get leprosy, ducks can get the flu and 
whales stampede.  

 Peru has more pyramids than Egypt. 

 The Atlantic Ocean is saltier than the Pacific. 

 Your head contains 22 bones. 

 When recognizing a person’s face, you use 
the right side of your brain. 

 The hydrochloric acid found in your 
stomach is strong enough to dissolve a nail. 

 When your face blushes, so does your 

stomach lining. 

 There are 1,929,770,126,028,800 different 
colour combinations possible on a Rubik's 
Cube. 

 ‘The sixth sick sheik’s sixth sheep’s sick’ is 

said to be the toughest tongue-twister. 

Ask Us About Our Unique                                              
Accounting & Business Services... 

 
Value-Added Services:  
 

Business PerformanceTRACKER – Monitoring The Health Of Your 
Business 

 

DecisionMAKER – Looking To The Future To Guide Your Decision-
Making Today 
 

BusinessBUILDER – Raising The Funds To Fuel Your Growth 
 

ProfitSAFE – Keeping Your Money In Your Hands 
 

FutureSAFE – Guiding You Into A Successful Life Beyond Your Business 
 

Compliance Services: 
 
Personal Tax Returns | Income Statements | Business Accounts |  
Company Accounts | Company Tax Returns | Companies House Returns | 
Statutory Audits | 
 
Other Unique Benefits: 
 

 FREE No-Obligation Initial Meeting 

 Unlimited FREE Support  

 3-Step Service GUARANTEE 

 FREE Access To One Of The World’s Leading Marketing Systems 

 Fixed All-Inclusive Monthly Fee  
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