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3 Ways to Grow Your Business 

My name's Mike Maunu. Thanks for taking a second to watch this video.  

This really applies to business owners that I say have a real business. And I don't mean that in a 

derogatory fashion, but more towards those that have bricks-and-mortar service companies, 

professional providers, as opposed to those that are strictly online. Even though the strategies and 

tactics and the things I'm going to show you in this quick video would apply to both online, most 

of the content's geared towards those people that have an offline business. They may have an 

online one, but mostly it's offline. And it's something that I've learned over the last 40 years and 

was taught to me by my mentor early on. 

One of the first questions that I always ask business owners is, "Tell me, how do you grow your 

business?" And when I ask that question, they kind of look at me dumbfounded like, "Well, what 

do you mean? I go get more customers." And that seems to be the standard answer, that if they 

want more business, they want more revenue, they just try to run more ads or find a way to get 

more customers. They always seem to forget about the customers they already have or how to 

monetize those in a very systematic way, and that's the key. So what I'm going to do right now is 

... stick around to the end of the video, and I'm going to show you three things you can do to 

exponentially grow your business by doing these three things. It's kind of like that one plus one 

equals three, and that's what I'm going to do here in this short, little video clip here. 

So one of the first things is Step Number One. The first thing you want to do is increase the 

number of clients, and that's kind of obvious. That's like, yeah, Mike, no duh. Who doesn't know 

you have to get more customers to get more business? But let's say I wanted to increase my 

business 200%, 300%. How would I do that? If we start with 1,000 clients ... and I always call 

them clients as opposed to customers. It's something I learned from one of my mentors, that 

client represents a fiduciary responsibility to treat them with the utmost respect, that you work 

for them, never sell them more than what they need nor less than what they need to get the 

desired result that they're trying to achieve. 

And I do that a lot of times in one of my companies that I've had for almost 20 years now. If I 

think that a customer's made a purchase that is not going to get them the results, I'll just tell them 

I'm not going to sell to them. May sound funny, but I'd rather have a customer not buy than have 

a customer buy, not buy enough, and not get a result, and then go around and talk bad about my 

company. Likewise, you don't ever want to sell them more than what they need. And I'm sure all 

of us out there have experienced that before, when in business or buying something from 

somebody. 

So the second thing that we can do is we can get them to buy more often. That's obviously 

logical. If we've had a customer that comes in ... for those of you people that maybe are in the ... 

I'd call it the order-taking business. You've got a retail establishment and people come in, that'd 

be like a McDonald's. They just come back and they buy more and more and more. And then the 

third thing that you can do to exponentially is increase the size of the order. So you've got the 

customer that walks into McDonald's, "I want a Big Mac," and then they ask you if you want to 

supersize that or increase that, so that gets the size of the order up when they're making that 
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purchase. Same thing if you're in a service business, an air conditioning business, and you go out 

on a service call, you may want to upsell some other service besides what they came there for. 

So if we take an example like this with 1,000 clients, and let's say they spend $100 per year with 

you, and they purchase let's just say two times a year, what does that give us? That gives us a 

business that generates $200,000 annually. And if we wanted to increase that business or we 

wanted to grow that business to $600,000, you might think, well, gee, we may need to get ... 

obviously, if that's 300, we'd have to get 3,000 clients to do the same thing. 

Well, that's a lot of work, that's a lot of people, that's a lot of overhead, that's a lot more probably 

employees, a lot more hassles. So if we do one simple thing, let's just increase the number of 

customers by 10%, and now we've got 1,100 customers or clients. And let's say we also increase 

that they buy more often. Let's say they buy ... and this shouldn't be this ... let's say we get them 

to buy 10% more, so this would be 110. And then let's say we also get them to buy 2.2 times a 

year. 

And actually, I'm a big dummy, and I'm not going to start this video all over again, but this 

should be the size of the order. I was in a real big hurry to get this done. And this should be "get 

them to buy more often." See? We're all human. We get them to buy 2.2 times a year. So in that 

scenario, we do our math, and I think our math is correct, this would give us $266,200 over here, 

which is roughly a 33% increase in revenue, and all we did is get them to increase 10% here. So 

you can see the exponential growth of what that does in the long term. Well, now let's say we do 

a little bit better job, and we get them to 33% more customers or clients. So here we've got 1,333, 

so it's just one third more. It's not that much. 

So if you equate that out, it's not going to be $600,000. We're going to go like this and we're 

going to say, okay, in this case, let's say we get them ... the average order size is $125, and we 

get them to do it 3 times a year. Now we have 499 thousand ... yes, I've got a cheat sheet ... 895 

dollars, which is a what? Almost a 250% increase in revenue by simply increasing our client 

base by one third, increasing the size of our order by 25%, and getting them to buy one more 

time. 

And you might say, "That's so simple. Who couldn't do that?" But you're right, but if you don't 

have systems in place, if you don't have strategies and tactics to do this, most businesses are very 

one-dimensional thinking, how do I get more clients? And the amazing thing about this is that if 

you have different strategies for this, they can basically be multiplied. They could be stacked 

things, they could be multiplied, you can combine different strategies, there can be different 

levels of ways to increase your clients. So that's what we're going to do next. We're going to talk 

about, well, how can we increase each one of these to get these numbers to get this greater 

revenue balance right here? 

Okay, so how do we accomplish this? How do we get more clients? How do we increase the size 

of the order? How do we get them to buy more often in a very systematic process so that we can 

actually stack one on top of the other and actually go from maybe not even a 250% increase to a 

1,000% increase? Well, some of the things that you can stack and increase in your clients ... you 

probably have one or two main sources of revenue right now that drive your business, whether 
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it's an ad in the Yellow Pages, whether it's newspaper, whether you're using referrals, whether 

you're using social media, which is the big thing right now. But the big question is, what happens 

if one of those goes away? Or can you bring in other clients or customers via different marketing 

channels? We call that multichannel marketing. 

So one of the things you can do to increase the number of clients that I find 99% of most 

businesses don't do out there is they don't have a systematic approach for getting referrals. The 

customer that comes in via referral is more likely to buy. They spend more, they buy more often. 

How about joint ventures? If you're in a business, can you find another business in a similar 

space that's complementary to yours that you could do some kind of joint venture with? 

If you're in a shopping center and you're a gym or a health food store or nutritional store, and 

you've got a beauty salon or a tanning salon, we've done lots of programs where we would go to 

the tanning salon and they would promote the gym or the nail salon or the hair salon, and vice 

versa, and they would use each other's customer base. That's probably one of the fastest ways to 

grow a business, if I had to grow a business, is go leverage somebody else's customer list or 

client list. 

Do you have risk reversal? Do you take away that fear of a client or customer buying from you 

so that they buy from you? Do you reactivate past customers? If you have customers that haven't 

bought from you in a year or six months or two years or three years, do you have a systematic 

approach in place to market to them to bring them back into the fold? There are so many 

different ways to do that with this digital age that we live in. What about direct mail? I'm seeing 

more and more postcards and big things showing up in my mailbox. If you've ever heard of 3D 

or lumpy mail, where you actually get a physical object that you have to open because you're 

like, well, what is in this thing? 

Do you do special events or VIP promotions at your location? I had a local client that had a retail 

store service business, and we put together a program that generated them almost 1,100 leads 

through referrals in one month and drove them to a special event at their location, and they had 

their biggest single day in the history of their company. Do you use public relations? Do you 

educate your customer or client to make a very informed decision? 

Are you using social media correctly? One of the most powerful things with social media is once 

you have an audience that follows what you're doing, makes an investment, buys a product or 

service, most social media platforms give you the ability to go in there and create what's called a 

lookalike audience. They'll find the demographics, psychographics of that customer that bought 

from you, and they'll go find out more people like that within your geotargeted area, if that's the 

case. So that's a super powerful way to increase your new customers coming in the front door. 

What about your unique selling proposition? Do you have one? And what's your value 

proposition? What makes you different than 14 other plumbers who are out there, or 15 other 

home builders who are out there, or 10 other dentists that are within ... You know, I've gone 

through shopping centers ... I'm sure you have, too ... where you've got two dentists in the same 

shopping center. How do you differentiate yourself amongst the other one? You need to sit down 

and map those things out so that all of your marketing materials says that you're the best, that no 
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matter what you charge, people should be coming to you as opposed to the guy next door, even if 

it's in the same building. So those are just a few of the things you can do to increase your clients, 

the number of clients. 

Now, what about the size of the order? Do you do upsells? Do you do cross-sales? Again, I'll go 

back to the McDonald's things where you walked in, "Would you like fries with your order?" 

"Oh, yeah, I'll take fries." "You want that regular or supersize?" Do you do any of those things 

with your customers or clients? If you have employees, have you taught them how to do that, as 

well? 

I remember one of my mentors told me that one of the things they did was when someone 

walked into their retail store off an ad, one ... they tested everything, but they changed one line, 

and it increased percentage-wise like 2,000% by asking this one question as opposed to, "Hi, can 

I help you?" What's everyone say? You probably say the same thing, "No, I'm just looking." But 

by asking a very pointed and direct question, it caused them to get a response from the person 

walking in the door, and they were better able to identify how they could help them, and they 

could make more sales. 

Have you price tested? I took on a client in 2001 that had a consumer product that was $44.97, 

and they were doing millions of emails a month through opt-ins and buying lists, and they were 

converting 10% to 12% of every person that clicked on that email link, which was phenomenal. 

They were doing $200,000, $300,000 a month at that time. And I said, "Well, let's price test, 

because I don't think this is high enough." Well, we ended up going to $59.97. 

The numbers went through the roof with ... more people were buying, and we ended up doing $3 

million that first year, and they've done over $100 million in the last 15 years with that one 

product. And I guarantee every single one of you watching this has seen it in your inbox or 

online someplace. Now I think they sell ... they raised the price to $119, sold you one and gave 

you a second one for free. So there's different ways. Do you do that with your business or your 

service? These are the things you need to think about. 

What else? Do you create tiers, like a silver, gold, platinum? Do you elevate the status, "Hey, if 

you get this, you get this much more"? It's something that online marketers learned a long time 

ago that it was very easy to do, because you just laid it out on a page and someone chose it. But 

you can do the same thing with a service business, whether it's plumbing or air conditioning, 

where they have annual plans where they come back every six months and check your filters and 

do all this kind of stuff. And once you're on that routine, if you have any service or repairs to be 

done, you get a discount and everything else. So you can do that with ... it's done in the dental 

space, and there's so many different things you can do with that. 

So those are just a few of the things you can do to get the size of the order up, and that's the key. 

If they're already in your store, in your location, you're in their house, you're servicing them ... 

We learned this a long ... I remember back in the '70s, I think it was, late '70s, one of my first 

jobs during the summer was cleaning carpets, and we got paid when we went in there with a 

coupon, and people called us because they had a coupon, three-room special for $19.95 or 

whatever it was, but we made more money when we upsold them the stuff to ... stain remover 
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and soil this and spray guard, Scotchgard, protecting the floors. Those are the things you need to 

do to get that size of the order up. Very important. Very important. 

Okay, and the third one, you get them to buy more often. Do you have a systematic approach to 

communication? Do you email them? Do you do events? Do you do a newsletter? There's so 

many different things you can do in today's marketplace environment, either electronically, 

digitally, or through the mail. The mail is the most underused source right now. Smart marketers 

are using it because so many have gotten away and gone to Facebook and LinkedIn and 

YouTube and Twitter, but there's still a huge demographic in the marketplace out there that 

prefers to get things in the mail. Same thing with the Yellow Pages. If you do the Yellow Pages 

correctly, it's a literal goldmine because so many people have left it. But there's demographics 

out there that still use the Yellow Pages, even if it's online. So that's one thing. 

What about endorsing other people's products? Again, I'll give you an example. Back in the '80s, 

I had a client that I worked with in a business that was in the real estate niche, and the real estate 

agent only made money when they sold the home. Well, if you were smart enough, you would go 

cut a deal with entertainments and carpeting and painters and all that other ... and make a list of 

all those different vendors that were your preferred vendors, and therefore, when someone 

bought the house, if they called any of those people ... because obviously the realtor knew what 

they needed, and they talked and they were with that home buyer for enough to know what they 

wanted ... they could make additional revenue streams off of that list of people. So can you 

endorse another product that's going to be a perfect match for what you're currently selling? 

That's another thing you can look at. 

Can you do a continuity business issue? That's what I said with service companies. It's so much 

easier to get them to sign up on an automated renewal, "Every six months, we're going to come 

and clean your gutters. Every six months ..." We live out here in the desert, and you can't tell, but 

we have tons of glass windows, 12-foot windows all along this side, right here out to the pool 

area. They need to be cleaned often. So the guy gives us a deal if we'll sign up and agree to come 

every 90 days. I'm done, okay? Same thing, your pool guy out here comes twice a week. They 

have to. So can you do that with your type of business? 

Do you do any type of events, special events at your business location as a way of getting to 

know people or to know the public? That's another perfect way for generating goodwill in your 

community, getting people to buy more often because they see you have special VIP events. That 

one retail store a couple years ago that we did those monstrous numbers for them in the local 

area, and we created an event that they came down to on a Saturday morning. And they had live 

entertainment, they had the barbecue, a Santa Maria-style barbecue, tri-tips, all that kind of stuff. 

They had specials, they had vendors that were there representing their products and were doing 

demonstrations. It was phenomenal, and we did that with a combination of radio and social 

media. 

So all of these things are different ways that you can get them to buy more often so that, when 

they're ready to buy, the only person they think about is you, because that's really the key. And 

that's going to be another video I'm going to do a little bit later on. The reason why I'm doing so 

many of these videos, as well ... my son's 19 and a half, and he's been in the marketing space, 
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following me for almost two years now and working with businesses and clients. And he's an 

expert in Facebook marketing, so I'm also teaching him the marketing approach that goes along 

with it. But most people wake up in the morning, not ready to buy your product or service, 

probably. So most people only market to those people that are ready to buy today, and they 

forget about the ones that aren't. But that's another video altogether. 

So this is probably a long video. I know I probably rushed, and I talked very fast, but you could 

probably watch it again if you want to. But there's a lot of good stuff here, and that's what I 

recommend, that you focus on your main channel of income of bringing in more customers, and 

then think about some of the other ones I listed off, of ways you can get more customers, ways 

you can get the size of the order up, and ways that you can get them to buy more often. And if 

you do, you're going to exponentially grow your business. So I want to thank you for taking the 

time. If you got some value out of it, give it a like, give it a love, leave me a comment below. 

And if you know a business owner who is looking, could use something like this, then please, by 

all means, share it with them. It would be a great service to me, probably a great service to them. 

One thing I forget ... That's okay, I'm not going to do it. So the fourth thing to grow your 

business, not so much exponentially, is putting in these processes and systems. If you have to 

touch it once, create a system to do it so it's done automatically, either with you or an employee. 

It doesn't so much grow it exponentially, but it's a way to decrease your monthly overhead and 

increase that bottom line, and that's what we're all about. So I appreciate it. Thanks for your time. 

God bless, and I look forward to seeing you in another one of my videos.  

If you'd like to book a time to discuss your business click the link or go to 

www.talkwithcoachmike.com. 
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