What Does 2009 Offer?

By Ann O’Connell, CMA

Wouldn’t a crystal ball be great? Unfortunately most of us don’t have a way of telling the future. So we have to grow our businesses the old fashioned way…through hard work and sound planning. 

This is the time of year to review what you did well in 2008 and to identify any areas that you would like to improve. Maybe you did everything well, but the results are a little less than what you would like. Are your sales at an all time high but the net income is lower than you would have liked? What caused that?

This is a good time to look back and reflect and record what you did during the past twelve months. It is also a good time to look ahead and plan your business development and marketing program for the upcoming year. A few areas that you may want to look at are:

· If you participated in Trade or Gift Shows which ones gave you the best results?

· How are your new customers finding you? Did you track where your new customers heard about you? If you do not have that information, you may want to implement a system that gathers that information from each new customer. Simply asking the question “Where did you hear about my work” sometimes brings surprising results. 

· How many new clients do you want by December 31, 2009? How many can you work with effectively?

· What is the single most important thing that you are doing very well?

· What one thing would you like to change?

The above list is not all-inclusive but it should start your creative thought processes. I have always found that when I am open to new opportunities I can more easily identify any area that would be lucrative for me to pursue. 

