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Helping you create the perfect business! 

“Goals are the fuel in the 

furnace of achievement.” 

Brian Tracy 

May 2015 

W elcome to the May 
issue of BB. I’ve 
recently completed 

my annual analysis of our 
client base. I do this to 
determine the financial and 
business growth strategies 
that our clients are using (or 
not using!) that can be of 
benefit to our firm and the rest 
of our clients. It’s insightful. 
Very insightful… and, of 
course, very useful. 

In fact, I believe we are one of the 
few accounting firms that do this 
type of ‘audit’. Anyway, one of 
the strategies I’ve identified that 
our most successful businesses 
use is ‘upsell’. 
  
Upselling is one of the easiest yet 
most neglected strategies to 
instantly add hundreds, 
thousands, even hundreds of 
thousands of pure profit to any 
organisation. Perhaps the best 
way to explain what an upsell is, 
is to give you a well-known 

upsell that 
McDonald’s 
use. Let’s say you go into 
McDonald's and ask for any of 
their standard meals – the reply 
from the person serving you will 
be, ‘Do you want to go large?’ 
Basically, they are using a well-
rehearsed ‘Upsell Statement’ that 
makes it easy for the buyer to say 
‘yes’.  
  
With just six carefully crafted 
words, McDonald’s generate an 
upsell that 30-40% of customers 
say ‘yes’ to. That’s another 30-40 
people in every hundred that 
spend, say, a dollar more than 
they would have done had the 
Upsell Statement not been used. 
And just think for a moment… 

  
The cost to McDonald’s for 
providing the larger-sized meal 
probably adds up to about 10 
cents – so they’ve just  
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Proven Strategies To Help You Build A Better Business 

A s the economy continues to 
struggle, now is NOT the 
time to panic. In fact, if you 

follow our proven strategies, you 
can use the recession in your      
favour and capitalise on the   
weaknesses of your competi-
tors.  What may surprise you is 
that numerous studies dating back 
to 1923 (Ronald S. Vaile—Harvard 
Business Review) and continuing 
through to 2001 (notably by Malik 
PIMS ) have shown that in times of 
recession those companies that 
maintain or even increase         
marketing spend, prosper most.   

But, of course, you need to apply 
the right strategies. Ones that will 
give you the greatest return on  
investment for the least time,     
effort and cost.   

So let’s take a look at our ‘More 
ESP Guide To Building Your     
Business In A Recession’ with 3 
easy-to-apply strategies...    

Business Building Strategy #1: 
Optimise All Existing Marketing 
Pieces  

We regularly remind you about the 
importance of using the ‘Marketing 
Assets’ in your marketing pieces. 
Remember, these are the things 
that make your marketing work.   

Look through your existing Mar-
keting Pieces (ads, letters, leaflets, 
etc.) and evaluate the quality of the 
Marketing Assets in each one.  

The Marketing Assets 
Quick Guide  

1. Unique Perceived Benefit 

2. Benefits 

3. Irresistible Offers 

4. Headlines 

5. Guarantee/Risk Reversal 

6. Sales Barrier Demolition 

7. Reasons Why 

8. Social Proof 

9. Call To Action 

  
Ideally, you should score each  
Marketing Asset out of 10, with 
‘10’ being perfect and ‘0’ being ‘not 
used’. Those that score less than 8 
need to be improved.   

It’s important you improve each 
Marketing Asset; however, if all 
you did was to replace your       
current headlines with                 
benefit-based headlines, you’d see 
a big spike in results. That’s the 
power of using the Marketing     
Assets.   

Remember, all these improve-
ments can be made with zero     
additional cost and the results will 
be instant!  

Business Building Strategy #2: 
Make Sure You Are Using     
Strategies Across The ‘3        
Business Multipliers’  

As we mentioned in Issue #1, it is 
critical you use several strategies 
across each Business Multiplier 
(Lead Generation, Sales              

How To Hit The Economy... 
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created another 90 cents of profit 

on the sale with virtually no effort 

(six words). 

 So why does the upsell work so 

well? 

The reason why upsell works so 

well is that the Upsell Statement 

is used only after the person has 

made the decision to buy. That 

means they are comfortable with 

their decision. It’s at this point 

they are much more susceptible 

to the upsell because they are in 

‘buying mode’. 

You just need to identify the 

product or service that is a 

natural upsell from the initial 

product being purchased. It could 

be a service package, more of the 

same thing, or a complementary 

product or service. But make sure 

the upsell has a large profit 

margin built into it and you’ll be 

surprised how easy it is to extract 

more money out of your 

customers. CA 

Continued from page 1... 

 

“What UP-SELL can 
you offer at the point  

of purchase to  
increase your profits 

instantly?” 
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Conversion and Customer           
Maximisation).   

Doing this automatically gives your 
business added stability and the 
ability to improve the overall     
performance of the business in 
each of the 3 key areas.   

Business Building Strategy #3: 
Improve Your Customer            
Experiences Using ‘Moments Of 
Truth’  

Without  any  doubt,  your            
customers  or clients    are     your    
prized       possession.  

We’ve found that most business 
owners don’t truly appreciate the 
importance of their customers and, 
as a result, never get maximum  
value out of them.  

One of the best ways to increase 
customer value and reduce          
attrition (customer losses) is to use 
what’s known as ‘Moments Of 
Truth’. Let us explain…  

In 1987 Jan Carlzon, the CEO of 
Scandinavian Airlines, wrote the 
book, ‘Moments Of Truth’. It        
explained how he took the airline 
from deficit to profit by ‘moving’ 
the airline to a customer-focused 
organisation.  

Now, as you know, there have been 
many books written on customer 
service, but where this book and 
Carlzon’s strategies really differ is 

his focus on each interaction the 
customer has with the business.  

He calls these ‘Moments of Truth’ 
and, of course, each interaction can 
be a positive or a negative            
experience.  

Scandinavian Airlines prospered 
because they worked very hard to 
make sure each Moment Of Truth 
with their customers was a very 
positive experience, and the results 
they achieved were a testament to 
this.  

So how can you use this to your 
advantage? There are just two   
simple steps…  

STEP 1:  
 
Write down all the possible         
interactions (moments) you have 
with your customers.  
  
STEP 2:  
 
Systemise the positive experience 
at each interaction (moment).  

Let’s take a look at each one…  

1. Write down all the possible      
interactions you have with your 
customers. 

  
This is simple. Here’s what you 
do… 

 First, you need to identify every 
single interaction (moment) you 
have with the customers.  

...Head-On And Win 

Dumb          
Criminals 

WHITLEY BAY, England 

September 17 

 

Usually, the burglar robs the 

house while the victim is 

asleep, but in this story, the 

roles were reversed. 24-year-

old Mark Smith sneaked into 

Heather Stephenson’s home, 

crept past her while she was 

ironing, and rifled through her 

belongings in the bedroom.  

Then he fell asleep under her 

bed. Mrs. Stephenson couldn’t 

wake him, and police officers 

had to drag him out from 

under the bed.  

Smith’s vodka and valium 

consumption were to blame. 

He received an 18-month 

sentence for burglary. 
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 For example, every meeting, 
every phone call, e-mail and    
letter—basically, every contact 
you have with your customers.  

 

2. Systemise the positive experi-
ence at each interaction 
(moment). 

  

 Break each interaction down so 
you can identify each specific 
area. 

  

 Then prepare how to maximise 
the interaction so the customers 
have a positive experience 
(WOW Moment) with you.   

Let’s say you have periodic       
meetings with your customers. 
Each meeting is, of course, a        
Moment Of Truth.  

What you need to do is break down 
each phase of the meeting, right 
from the moment the customer 
walks through your door to the 
moment they leave.  

All these things are very important 
and will make a significant           
difference to the ‘experience’ the 
customer has.  

KEY: 
  
1. The effect on the customer using 

traditional marketing strategies. 
Notice the Moment Of Truth was 
a negative experience, taking the 
customer’s satisfaction down, 
creating discontent with an     
existing customer.  

  
It’s this that often results in fewer 
future sales, or worse, the           
customer leaves and buys from a 
competitor. 
    
2. Moments Of Truth approach. By 

breaking down each step even 
further, the interest level and   
satisfaction level is raised even 
higher.   

3. Shows  the drop in interest level 
and satisfaction using traditional 
techniques (or none at all).  

4. Shows the increase gained by 
using Moments Of Truth        
techniques.  

How To Hit The Economy  
Head-On And Win 
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Moments Of Truth allow you to build strong and fruitful relationships with your customers.  
All you need to do is identify each point of contact (moment) with a customer  

and then turn that into a ‘Wow Moment’. 

Understanding ‘Moments Of Truth’ 
 Continued from page 3... 
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S hould your website be social? Are you 
looking to turn that static website into 
something a bit more interactive for 

your visitors? 

Keep reading to discover how… 

Becoming A Bit More “Sociable”… 

There’s no doubt that social media is a 
powerful marketing and communication 
tool for businesses and non-profit 
organisations  that have embraced it. 

Yet, for most of us, our websites are still 
where the rubber meets the road. It’s where 
you turn visitors into leads, and prospects 
into clients and customers. It’s where you 
build your credibility and sell your wares. 

But can you inject some of the “humanness” 
of social media into your website without 
compromising its ability to sell? Can you use 
social media to drive traffic to your website 
for conversion without alienating your 
current visitors? 

More and more businesses are showing us 
that this is an achievable and worthwhile 
goal; that the two together can foster 
improved communication, build brand 
loyalty and create a better, more responsive, 
more profitable company. 

Here are seven examples of how you 
can integrate your social media activity into 
your website for maximum results. 

#1: Add Social Media Buttons To Your 
Home Page 

A few years ago, the idea of sending people 
to another site from your home page after 
you had worked so hard to get them there in 
the first place seemed boneheaded.  

But the reality is that every one of your 
visitors is spending more time on social 
media sites like Facebook than they ever will 
on your site. So why not talk to them there 
and from time to time give them a new 
reason to come back to your site?  

So putting a button on your site that allows 
them to connect with you there makes sense, 
right?  

Quick Tip: If you’re concerned about losing 
that prospect, consider having the social 
media site they click on open in a new tab or 
window, keeping your own website 
available for later viewing. 

Also, make sure you have a social media 
profile that will engage your audience. You 
can get ideas from looking at examples of 
top Facebook pages and read up on how to 
optimise your LinkedIn and Twitter profile. 

#2: Connect Your Blog With Your Website 

The line between blog and website has 
never been blurrier, with many businesses 
choosing to build their entire site on 
platforms that were traditionally meant for 
blogging, such as WordPress. 

Whether your blog shares a domain with 
your website or not, you can improve the 
interactivity of your website by teasing your 
blog posts from your home page. 

For example, a webmaster should be able to 
easily add a menu to your site as well as pull 
in the recent posts as links on to your home 
page. 

Quick Tip: Although free blog services like  

7 Ways To Transform Your Website  
Into A Social Media Hub 

Cryptic              
Puzzle Of 

The Month 
You have two ropes. 

 

Each takes exactly 60 minutes 

to burn. 

 

They are made of different 

material so even though they 

take the same amount of time 

to burn, they burn at separate 

rates. 

 

In addition, each rope burns 

inconsistently. 

 

How do you measure out 

exactly 45 minutes? 

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

Continued on page 6... 



 

 

Transform Your Website Into A Social Media Hub 
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WordPress and Blogger are great and. 
they’re free, I prefer to have my blog under a 
domain I control. That way, you can move 
from one platform to another without 
hurting your search engine visibility, and 
you’re more insulated against a third-party 
blogging platform going out of business. 

#3: Embed Videos On Your Website 

There are few things as engaging as a       
well-put-together video. Imagine adding a 
how-to or explanatory video to your product 
or services page, never mind a welcome 
video to your home page!  

How much more compelling would your site 
be? How much could you increase your 
conversion rates by showing examples of 
other customers finding success by using 
your products or services? 

Embed a video on your website to bring 
your offerings to life. 

#4: Make Your Site Shareable 

Twitter ‘Retweet’ buttons and Facebook 
‘Like’ buttons aren’t just for blogs! 

When someone clicks these buttons, all of 
their connections see that they 'Like' your 
site or one of your site’s pages on Twitter 
and Facebook, with a link they can click on 
that will instantly bring their connections to 
the page they 'Liked'.  

So by encouraging people to ‘Like’ and 
‘retweet’ your site’s content, you are giving 
yourself opportunities for your visitors to 
recommend and drive traffic to your site for 
FREE!! 

#5: Add Your Presentations To Your 
Website 

If you sell complex or high-priced services or 
products, you can maximise your results by 
putting your presentations on your site. 

The best way to do this is to set up a free 
account at SlideShare (think YouTube for 
PowerPoint). Once you’ve uploaded your 
slides, SlideShare will allow you to embed 
that presentation back into your website or 
blog. This creates an interactive experience 
for visitors, who can now click through your 
slides. 

Maximise the reach of your presentations by 
embedding SlideShare into your site as soon 
as you can. 

#6: Socially Bookmark New Content 

Social bookmarking is a unique method for 
internet users to store, organise, share and 
search the web pages they want to 
remember (bookmark). In this system, users 
save links to web pages that they want to 
remember and/or share.  

Additionally, as people bookmark web pages 
on social bookmarking sites that they find 
useful, web pages that are of more use are 
bookmarked by more users.  

So as you add new articles or archive your 
email newsletters to your site, make         
sure that you add them to appropriate  
social bookmarking sites like Reddit,  
StumbleUpon and Delicious. These popular 
sites can drive huge amounts of traffic to 
your website in a short period of time. 

This strategy works especially well for 
businesses that have consumer goods, 
especially if you’ve just launched something 
or you’ve got something eye-catching or 
newsworthy to share. 

Quick Tip: It’s always best when someone 
else bookmarks your content. If people see 

that you have a vested interest in 
bookmarking the site, they are less likely to 
go look at what you’ve bookmarked.  

So it might make sense to have a small 
“bookmarking club” with friends, where you 
promote each other’s work. This “seeding” 
will often encourage others to bookmark 
your content. 

#7: Add A Facebook 'Like' Box To Your 
Website 

This strategy is different to the first strategy 
I shared with you. With a Facebook ‘Like’ 
box, people actually get to ‘’ your Facebook 
page directly from your website without 
having to find your page on Facebook first. 
But as in strategy number one, the principle 
is the same. 

We’re all influenced by other people, a 
concept often referred to as ‘social proof”. 
When we see our friends or people we 
respect 'Liking', supporting or promoting 
something, we’re more open to 'liking' it 
ourselves. 

Adding a Facebook 'Like' box to your site 
creates this social proof for the friends of the 
person that clicks on the Facebook ‘Like’ 
box.  

Visitors can quickly see how many people 
have 'Liked' your business on Facebook, get 
a sense of your level of commitment to social 
media (by the posts you’ve added to your 
wall), and may even spy some of their 
friends and connections through the 'Like' 
box (it shows the photos of the latest people 
to 'like' your Facebook page). 

Further, you make it easy for your site 
visitors to 'like' your business without 
having to leave your site. 

CRYPTIC PUZZLE  
ANSWER 

Take one rope and burn it at both ends. 
 
At the same time, burn one end of the other 
rope. 
 
When the first rope finishes burning, light the 
other end of the remaining rope. 
 
When it burns out, that's 45 minutes.  

Continued from page 5... 



 

 

As a loyal customer of your 
firm, I would like to thank Con 
Antonio and his team for a 
consistent and reliable 
service. HID and Con have 
been a part of our business for 
the last 18 yrs. We find no 
matter the question or how 
complex the situation, Con 
and the team achieve first 
class service with praise 
worthy attention to our needs. 
After 26 years in the dental 
profession I have no 
hesitation recommending Con 
and the HID group for all that 
they offer. 

Proslab Dental 
Damian Synefias 

We have been using HID Group 
over many years for our 
financial management as well 
as personal wealth creation. 
Our experience has always 
been very positive and 
extremely responsive. The 
personal service and HID's in 
depth knowledge of our 

business makes it very easy for 
us to run our business 
accounts efficiently.  We are 
provided with professional 
advice and support every time. 
The consultants are 
knowledgeable and timely in 
responding to our needs. The 
personal wealth creation 
strategies have been very 
successful which has provided 
us with an investment portfolio 
enabling us to maximise our  
tax benefits. I would highly 
recommend the HID Group as 
professional, timely, 
knowledgeable and efficient tax 
and business consultants. 

Jim's Cleaning Inner 
Melbourne Pty Ltd 

Arthur Vrahnas 

I have been a client of HID 
accounting since 2009. 
Throughout this time they 
have been extremely 
p rofessional and their tax 
knowledge is outstanding. 
They are more than just an 
accounting firm and genuinely 
have your best interests at 
hand. It really is a great 
partnership and I look forward 
to working with the team at 
HID for many years to come. 
         Thomas Investments 

    Mark Thomas 

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 B 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: 40 words. Good: 31 
words. Average: 25 words. 

Brain Tracker: 
How Many 
Words Can 
You Find? 

Proven Strategies To Help You Build A Better Business 
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Our Contact Details: 
 

HID Group 

Suite 2 , Level 1, 333 Drummond Street 
Carlton VIC 3053 
9341 7333 
mail@hidgroup.com.au 
 

www.hidgroup.com.au 
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Bet You Didn’t Know 

 

 

 

 

 

 

 Many years ago in England, pub frequenters 
had a whistle baked into the rim, or handle, 
of their ceramic cups. When they needed a 
refill, they used the whistle to get some 
service. “Wet your whistle” is the phrase 
inspired by this practice. 

 In France, a five-year-old child can buy an 
alcoholic drink in a bar. 

 Your body contains about 60,000 miles of 
blood vessels. 

 The names of all continents start and end 
with the same letter. 

 Walt Disney, the creator of Mickey Mouse, 
was afraid of mice. 

 The opposite sides of a dice cube always add 
up to seven. 

 There are 635,013,559,599 possible hands 
in a game of bridge. 

 Fine-grained volcanic ash can be found as an 
ingredient in some toothpastes. 

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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