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October already - where has the year gone?

With lockdown still very much on our minds, focus on businesses and
how they can keep going is very much in the news. In this issue of
the Steer Your Business magazine, we are looking at ideas to help and
support businesses moving forward so that we all get the best return
that we can in very challenging circumstances.

Professional indemnity insurance is something many business owners
need to have in place and Anna Wilkinson explains what it actually is and
why we need it. For anyone who is moving from employment to starting
their own business, it may seem like an unnecessary expense, but is it?

How many times have you listened to a pitch at a networking meeting
and wondered what the person actually does? Jennie Ericsen gives us
some great insights into getting our messaging right.

| met Jennifer Gilmour at the beginning of the lockdown when she and
her huslband started a Facebook group to support businesses. They
have since built a community and membership which we are proud to
collaborate with at Steer Your Business. Find out what they did and
how theyive grown their business in a way which they never imagined
possible.

How well do you know your clients? ltis very easy to provide your
products or services to a new client but at the end of the day you want
to ensure that you will be paid. Kingsfords Solicitors give us some
practical tips on credit control and debt recovery which can help put
processes in place.

We have a Steer Your Business podcast but audio long reads is a new
one on me. Mark Kendrick and Dave Howell explain why a business
should have an audio strategy.

Dealing with objections is something which many business owners fear
when they try to get sales. Itis something which you can overcome with
some training and Phil Sayers talks us through the process.

Donit forget to check out the business directory as well which is
growing with each issue. Some great businesses there for you to check
out and connect with. The more you talk to people, the more you will
grow your network, find some great people to work with and have a
business to be proud of.

Have a productive month and keep in touch via social media or by
emailing me directly if you need help and support.

STEER YOUR BUSINESS
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More and more business owners that I'm talking to are
finding a way to carry on working by going online or by
offering a local delivery service. Obviously this doesn’t
work for every business but for many it does.

For my own business, I've focussed on the magazine
and created a membership around it rather than around
networking as many businesses have done. This makes
the offering a bit different and by adding value, it is an
attractive proposition which is proving popular.

| think that is the key. Adding value to what you offer
attracts interest and ultimately customers. If you are
the same as all your competitors, it is much harder work
to find the customers who want to buy your product
or service. By “standing out from the crowd” you
differentiate yourself from all the others.

Adding value isn’t as difficult as you might think.
What can you add which your customers think is
fantastic but which doesn’t cost you a lot to provide. It
might be something simple such as remembering their
name rather than a “Dear Siri”, or knowing that they
drink tea rather than coffee when they come in for an
appointment. A simple birthday card showing that you
remember them or just a little thank you gift which they
remember and will tell everyone about.

| have a collaboration through the magazine with Latte
& Live which is based in Hull. They recently sent out
small gifts to all their members and lots of photos were
posted on social media which was great advertising for
them as well as being appreciated by members.
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What could you add to your product or service which
makes your clients want to stay and also refer you to
their friends and colleagues?

Do your customers tend to stay, buy from you regularly
and refer prospective clients to you or do they buy once
and never return?

It’s an interesting exercise to do and something
which you should be monitoring on a regular basis. If
customers aren’t returning, you could ask them for a
review or send them a survey to find out why. Rather
than being a negative exercise, if you look at it more as
constructive feedback, you can address any issues and
offer a better service going forward. If you don’t know,
then you could be pushing clients away when a simple
change would keep them coming back over and over
again.

If this is something you’'d like
help with, then please get in touch.

Sally
Marshall

Sally Marshall
sally@sallymarshallgroup.co.uk
0330 107 8337
www.sallymarshallgroup.co.uk
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Supporting Small
Businesses in Lockdown

At the beginning of lockdown both my husband and | Our group now provides support, networking,

were worried about what the impact of Covid19 would resources, opportunities and more. It fits in with OQuTFox

have on our businesses. My husband runs OuTFox which because it provides a service which is part of our

provides printing and embroidery services, including a business plan remit.

unigue aluminium print range. I, myself, am a writer and My husband always says, “You've got to go through

an advocate for women in abusive relationships, | spend the low times to know what the high times feel like”.

my time traveling to different events around the UK However, this is really not an easy thing to get your

sharing my own experiences to raise awareness. | also head around especially when you are in the midst of

run an online support group for women who have either Lockdown and worried for the future of your business.

experienced this previously, or are at present. Throughout our time in this group we have noticed
We soon came to the conclusion that we couldn’t just how many people have managed to finish projects,

be the only ones concerned for our businesses, our do something they have wanted but not had the

finances and our family. We set up a Facebook group, opportunity to do, or even opened a new business

Small Business Networking, to share our concerns; at altogether.

the beginning of lockdown, the daily broadcasts and Whilst we are still going through lockdown, albeit with

important information released for businesses were less restrictions, we are reflecting on the time spent on

shared into the group, where we got angry together, this group and how we used it and have come to the

shared our fears and anxieties together and encouraged conclusion that we didn’t waste our time, but embraced

and motivated one another. It became a community and it and added to our business offering too.

a digital space to feel safe in. You can find our group on Facebook: Small Business
We all needed the safe space as we watched the Networking.

weeks go by, with no orders and cancellations of all Latte & Live was born from the Small Business

of my event bookings. One particular week we spent Networking group and we opened a membership group

around 50 hours in the group providing a virtual pop for for people to join, which is an all-access pass to the

up shop to members, where members who chose to alternative online networking events, pop up shops,

join it, had a half an hour slot promoting their individual guest trainer workshops and more. It's fun and energetic

business. We received amazing feedback from virtual and a members group growing of like-minded people

stall holders with sales, social following and referrals, who support each other through the ups and downs of

which all happened naturally and the group soon started running your own business during lockdown. There has

to grow. When other business owners told us what a been lots of collaborations too and we get together four

difference the group had made to them, we realised we times a month online and outside

were needed to incorporate this into our business plan, of those meetings, we have guest
workshops and our members

“Spill the Tea” together to learn
EmHLL EuslNEEE about each other’s businesses.
NETLWORKING

) : = Jennifer
f ’ .9. @ E m e Jennifer Gilmour Gilmour

Intrigued? Find out more at
Support @ www.latteandlive.com

Resources 3 oh and the first session is on me.
Networking Live.
Opportunities BroUghi s vou. b
OUTFOX
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Practical Debt Recovery
and Credit Control Tips
&l nd H | nts Know your Client - they may be a Debt Risk!

The adage Prevention is better than Cure equally applies
in the world of Debt Recovery. If you do not have access
or wish to incur the costs of a Credit Risk company such
as Experian use some free or cheap on-line resources

to establish the financial veracity of your potential
customers and clients.

¢« Use Companies House to search against Limited
liability companies. https:/beta.companieshouse.
gov.uk/ This will enable you to access a subjects
Accounts, or whether the directors have a number of
failed companies behind them. It details any
insolvency position/history. You can add the subject
company to a “Watch List” enabling you to receive
automatic up-dates on any filings they make.

« Disqualified Company Directors Register.
https:/www.gov.uk/search-the-register-of-
disqualified-company-directors

« Individual Insolvency Register. Search for insolvency
information against individuals.
https:/www.insolvencydirect.bis.gov.uk/eiir/

¢ Registry Trust Limited. Check a person or a business
for an £8 fee for any Judgments, awards, fine defaults,
Child Support Agency info and Liability Orders.
Person:
https:/search.trustonline.org.uk/Search/Person
Business:
https:/search.trustonline.org.uk/Search/Business

* Free Property Search Websites. There are a number
of well-known, branded websites allowing you to
browse all Properties including details of their sale or /
rental histories. So when you are about to deal with
new clients who are individuals, perhaps review their
address and establish when they purchased their
house, its value, then and now. Has the value gone
up or down? Will you be able to secure any debts
owed to you, against their property by way of a
charge, if they don’t pay your invoices?

6 STEER YOUR BUSINESS

 H M Land Registry - (£3 search fee per property, or
£6 with property title plan). See the entries for the
property - how many charges do they have registered
and when - is it likely to be in a negative equity
situation? (This includes details of court orders
secured by a charge).
https:/www.gov.uk/search-property-information-
land-registry

Review your Terms and Conditions of Business.

Make sure your Business adopts the “late payment
legislation” to protect your position. This refers to the
amended Late Payment of Commercial Debts (Interest)
Act 1998 and the Late Payment of Commercial Debts
Regulations 2002 and 2013.

This affords you the statutory right to claim interest,
costs compensation and the other entitlements in the
event any invoice remains outstanding outside of your
standard payment terms. It is only available for Business
to Business debts and may not be applied against
individual consumers. If no term is expressly listed
an invoice unpaid 30 days from its date is the default
position. Invoking the legislation is not compulsory as it is
for the supplier to decide whether or not to use the rights
made available. It would however always be our advice to
at least refer to it in your terms, to use at your discretion,
if a irretrievably relationship breaks down.

In addition to verbally informing clients/customers of
your right to charge interest and/or claim compensation
for debt recovery costs, as part of your standard
payment terms, you should state clearly on all written
communications, credit application forms, order
confirmations, invoices and all contracts the following
phrase :

“We will exercise our statutory right to claim interest
and costs compensation under the late payment
legislation, if we are not paid according to agreed
credit terms.”

Interest is calculated at 8% above the prevailing base
rate (currently a combined rate of 81% p.a. in total). This
compares favourably with a standard contract rate of



around 4% p.a. or if matters were to go before a Judge
you may only be awarded 3% p.a. for example.

Cost Compensation for chasing unpaid invoices. The
following rates can apply and make any debt recovery
exercise far more cost effective.

Retention of Title Clauses - can you claw back your

Size of unpaid invoice Sum to be paid to the
creditor

Up to £999.99 £40.00
£1,000.00 to £9,999.99 £70.00
£10,000.00 or more £100.00

goods sold to a client/customer in the absence of
payment? Ensure your standard terms make such
provision, as you may at least be able to claw them back
and sell them to a party more willing to pay for them.

Such clauses are especially helpful if the other side
are made the subject of Insolvency proceedings. Instead
of getting back the 'normal’ 2-3p in the £1to the value
of your invoice, on the conclusion of any liquidation/
administration etc you may be able to claw back your
goods for re-sale instead. (Please contact Graeme Weir
to enquire about having your T's and C’s reviewed and/
or to obtain a template letter for your future use when
engaging with any Insolvency Practitioners).

Credit Control Processes

Accelerate the period in which you implement more
formal recovery measures, in the event your invoices are
unpaid. Assuming your standard invoice payment terms
are 28-30 days, consider sending out a polite email on
invoice date plus 14 days to remind them that the invoice
should be discharged within the next 14 days.

On Invoice date plus 30 days send them a polite email
to the effect that you cannot see that payment has
landed and can they confirm that it has been released?

On invoice date plus 37 days - beef it up - “sorry to
see that account has not been discharged are there any
problems”? Indicate that your company’s policy is to refer
it to an external agency to recover if not discharged very
shortly and you have no control over that mandatory
policy. Make reference (if applicable) to the application
of the Late Payment Legislation interest and costs
compensations, in the absence of immediate payment.

On Invoice plus 42 dues pass it over to a reputable
Debt Recovery specialist. (Cough, cough)! They have
already had 3 notices by that point and cannot argue that
you have acted prematurely.

Use Final Notices from a third party, (please contact
Graeme Weir at Kingsfords), to make your customer
aware that matters have been escalated. These become
part of your Credit Control processes involving the
release of such Demands/Letters on your behalf for
a nominal fixed fee per letter, every week/ fortnight/
month/ quarter customised to your requirements.

Conclusion - re-educate your client/debtor
Communication is key. Always Email your debtor - “can |
give you a call to discuss the account”? Make keep non-
threatening as you have the moral and legal high ground.
If they reply positively - that’s good. If they fail to

respond that also has an evidential value - of their being
obstructive! Not a good look. They can hardly say they
were upset with your goods or services at a later date, if

ords
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SOLICITORS
Company and Business Law
Conveyancing
Commercial Property
Wills and Probate
Employment Law
Family Law

Dispute Resolution

French Property

Ashford
01233 665544

Cranbrook
01580 715144

Hythe
01303 268775

www.kingsfords-solicitors.com

Kingsfords is the trading name of Kingsfords Solicitors Limited (No. 4216752) registered in England and Wales. Registered office 2
Elwick Road, Ashford, Kent TN23 1PD. Authorised and regulated by the Solicitors Regulation Authority (SRA No. 621166)

they have not flagged any concerns previously.

If you do speak, keep it light and fluffy and if they are
stalling - use phrases like “how are we going to resolve
this”. Put the onus back on them.

After every conversation ping them an email - thanking
them for their time and confirming what was discussed
and agreed. Again if they pay up fine - if not such emails
are great from an evidential perspective, as it undermines
their credibility. Again keep the language low key.
Remember it may end up being read by a Judge and you
will score Brownie points if you are seen to have been
reasonable and fair.

Covid Challenges

The government at the time of writing is introducing

the Corporate Insolvency and Governance Bill which will

afford businesses some protections as against the threat

of insolvency proceedings being issued against them. The

intended legislation will also reduce the threat of personal

liability to directors for perceived wrongful trading, for a

limited period whilst trying to rescue their businesses.
Should you wish to discuss any issues arising please

do not hesitate to contact Graeme Weir for a chat, free

of charge. Graeme will welcome the opportunity to work

with you in the collection of your outstanding debts.

Similarly, if you are experiencing

cash-flow issues and creditors

are pursuing you, Graeme

equally will be happy

to discuss with you the

approaches that you can

adopt to seek to being made

the subject of litigation.

< 4 Graeme

0 Graeme Weir can be contacted

on gjw@kingsfords.net or via direct dial
01233 648406
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MACKNADE

Launches New Range of Hampers

(] MACKNADE

A hamper is the perfect gift to send (and receive) at
Christmas and Kent food gurus, Macknade, have just
launched their new range for 2020, showcasing the very
best produce from the Garden of England and gems from
further afield.

Macknade, who have branches in Faversham & Ashford,
are renowned for creating beautiful hampers for every
occasion and their brand new range is bigger & better
than ever before. From Christmas cheese boards to gin
tasting boxes, there’s something for everyone on your list.

All hampers are available in large volumes for corporate
gifting. If you want to reward staff or thank clients this
Christmas, Macknade has a hassle-free solution, which is
just one phone call away.

Choose from their extensive new range or create a
bespoke hamper to reflect your business or the lucky
recipient you're sending to. You might have a colour or
logo that you want to feature, a theme that reflects your
values or a special note you want to include - it can be as
personal as you like.

With the Christmas party off the agenda this year, why
not get creative and send something delicious for your
team to enjoy at home!?

To place a corporate order, simply call the team at
Macknade on 01795 534497 or email
katie@macknade.com to discuss the best choices
for your needs & budget. Large volume discounts
are available, as well as delivery to multiple
locations.

Hampers are also available to order online from
www.macknade.com.



7
PROTEN

SALES DEVELOPMENT

Why Your
Objection
Handling
iIsn’t Working

(and how to fix it...)

Objection handling is something salespeople seem to
fear the most.

Do you find that you're continually thrown by objections?
If so, there may be reasons your objection handling isn’t
working.

1. You don’t listen to your customer.
Once an objection is raised, are you formulating what
you're going to say before your customer has even
finished talking?

When your customer raises an objection, try to focus
even harder on what your customer is saying. Listen to
them thoroughly to make sure you don’t miss out on

any details. Acknowledge what your customer is saying
and then question what they mean in order to completely
understand the situation.

So, in the case of budget concerns, explore if there’s a
willingness to buy, but the timing isn’t right, or explore if
there are other ways of packaging your product to fit the
available budget.

2. You get defensive.
Freqguently, our first reaction to an objection is to get
defensive.

Instead, try to acknowledge what your customer said. I
understand how that might be a concern ... ” is a much
better start than, “What do you mean?” Acknowledging
our customer’s objection demonstrates that you care
about what they said instead of signalling that you're
“ready to fight.”

3. You don’t explore what your customer means by
their objection.
It's important to explore objections further in order
to fully understand the meaning behind their words. If
your customer tells you they don'’t like your service
don’t jump int and guarantee they'll have a dedicated
customer service contact.

DEVELOPMENT

Lommm——

Perhaps what your customer meant was that they didn’t
like how your service range wasn't as large as your
competitor’s. Asking “Can you tell me what you mean
by ‘service’...” could provide clarification to allow you to
respond to their objection more appropriately.

4. You view objection handling negatively.
Starting a sales call with the idea that objections are
“bad” can lose a sale before you even start.

Instead, view objections as a way to help your customer
solve their problem. An objection gives you opportunity
to provide further value by clarifying and addressing their
concern. It can even help you build a stronger relationship
based on trust.

5. You see the situation from your perspective.
Sometimes we're focused on one thing... doing
whatever it takes to close the deal. With this mindset,
it’s hard to see the situation from your customer’s
perspective.

But selling isn’t only about getting what you want, it's
about helping your customer solve their problem. If an
objection is raised, you'll be so blindsided by your desire
to win the business that you won't be able to effectively
handle their objection.

If you want to respond in a way that moves the sale
forward and builds trust, you need to view the situation
from your customer’s point of view.

There’s an entire module in our EPIC
Selling training programme
focussed on handling
objections, or if you'd like to
discuss how we might be
able to help you in handling
objections, then arrange a
free exploratory discussion.

Contact Phil on phil@protensd.co.uk
or 07776 203 431
www.protensd.co.uk
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NETWORKING

Master your

Messaging

Have you ever been to a networking meeting or similar
where you have the chance to talk about what you do, but
for some reason your messaging isn't landing? Frustrating
for you because you're not getting the engagement you're
looking for and your fellow attendees are potentially
leaving the meeting not really getting what you do.

Here’s three reasons why your messaging may not be
resonating with your audience with a quick tip on how to
turn it around.

Too many words in the time allotted
When you attend a networking meeting you'll usually
arrive knowing how long you have allocated to speak and

5 your messaging messy®



what format that might take. It can be anything from one
to five minutes usually.

A rule of thumb is one minute = approximately 150
words, and whilst I'm not advocating reading a script
verbatim, 150 words is quite short (I'm pretty much at 150
words in this article and I'm still on tip number onel).

My advice is to top and tail a document that includes
your name and introduction, a call to action and repeat
of your name as a template. Then in the middle section
of the document include information about your product
or service. Who do you serve? What pain points do you
address for your clients?

Remember, if you try to cram in more words by
speaking quickly your audience will miss the details of
your message and will struggle to be a good ambassador
for you. Further, meetings have a structure and everyone is
afforded the same amount of time to speak. Running over
intentionally or ignoring a time keeper who is indicating
to you that you've used up your allotted time is not cool
and certainly not showing respect to your host and other
attendees.

Jennie
Eriksen

0For more tips and ideas for successful networking,
join the Facebook group The Nifty Networker
www.facebook.com/groups/theniftynetworker or
visit the website www.theniftynetworker.com

ADVICE

You try to be all things to all people

LLots of people have more than one business but during
your presentation it’s best to stick to mentioning one

to avoid confusing your audience. And, if you have a
product based company rather than try and mention as
many products as possible all in one presentation, focus
on just one on this occasion so your audience gains a
greater understanding of what it is and how it works.
Post networking meetings when you have a one to

one conversation with an attendee you'll have a longer
opportunity to share more of what you do.

You assume people know what you do

“Everyone knows what a (insert profession) does.”

“You'll all have heard of (product/company)”. Says who?
Specificity is a tricky word to say but being specific is so
much easier. Don’t make assumptions that people know
what you do (lots of people will nod politely without really
understanding your work) and just because you know
lots of people that have heard of your product it doesn’t
mean the people in the room have. And if they have, there
may be a ton of information they don’t know about the
product.

THE UK'S FIRST NATIONAL ONLINE BUSINESS CENTRE

The Cobra Club

ONLINE BUSINESS CENTRE

Open for business

WHAT CAN YOU EXPECT TO RECEIVE

AT THE COBRA CLUB?

* Free business advice and support.
* Meet up and for 1-2-1's.

« Ability to host your own event.

* A place to meet hew people.

» Access to in-house Advisers

« Daily drop-in.

¢ e
« A safe networking spdce:"- |
i s
» Access to Industry experts. - 10AM
 Attend daily business workshops.

» Daily FREE Networking events

 DAILY

- 5PM

MONDAY TO
FRIDAY

JOIN US TODAY AND GET CONNECTED LOCALLY AND NATIONALLY

TO FIND A CLUB NEAR YOU, VISIT THECOBRACLUB.CO.UK

IT'S TIME TO STAY CONNECTED
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TING & DESIGN

Know What You’re Getting into!

A recent question: “I am thinking of going self employed for a while because | cannot find
new employment, can | take out Professional Indemnity Insurance just for a year or 2?”

In short, no. But let me go back in order to come forward
so that you understand WHY...

There are 2 main types of Insurance available; Claims
Occurring & Claims Made. We are going to focus on the
latter because that is how Professional Indemnity (P
operates; Let us start with the Google definition;

“A Claims Made policy refers to an insurance policy
that provides coverage when a claim is made against it,
regardless of when the claim event occurred. A claims-
made policy is a popular option for when there is a delay
between when events occur and when claimants file
claims.”

Now let’s put that into practice;

Joe is an Architect. Joe has Professional Indemnity
Insurance to protect him for the advice & designs he
gives/creates. He plans a new building project for his
client, a bathroom extension with an antique double-
ended bath, with gold swan headed taps as the focal
point... 2 years later Joe still has his Professional Indemnity
Insurance active, it has been continuous for the time he
has been trading. His client calls him and explains that
the building project, after some to-ing & fro-ing with

the council planning departments, is now finally under
construction! BUT by following Joe'’s design, they have
found that they are 2 metres short on space to fit in the
heirloom golden swan headed bath!?! Thank goodness he
had that Professional Indemnity insurance.

In the above example, if Joe had stopped working
and cancelled his insurance - there would be no cover.
However, if Joe had stopped working but continued to
insure the advice/designs that he gave during that period
of work; the cover would be available to claim upon!

So, a Claims Made basis covers claims that are made
and reported during the policy period only and not once
the policy period is over. On lapsing or cancelling a ‘claims
made’ policy, the historic cover paid for will expire

12 STEER YOUR BUSINESS

This basically means that you just have to hold the PI
cover as open and active at the time of the claim, for the
lifetime of the policy. It doesn’t fix you to one broker or
provider, it just needs to be continuous and if you move
between providers, be sure to provide the last policy
details to the new provider. | like to remind all clients of the
‘claims made’ basis at the sale of each PI policy.

In addition, Professional Indemnity is sold on a ‘Minimum
& deposit’ basis; insurers calculate an amount for your
premium to ensure that the cover will be available for a
claim if & when you need it. That means if you cancel your
policy half way through the year; there will be no refund.

So what am | saying?...
Well, if you are looking to go Self Employed, well done!
But go into this adventure knowingly and consider the
time period that you will be working in this way; because
if you need Professional Indemnity you could be paying
annually or monthly for some 5/7+ years after you have
finished being a sole trader. If you have stopped running
your own business (or retired etc) you can put the policy
into run-off cover, but costs are still attached.

If you have looked at buying Professional Indemnity
online, the above still applies. If you have looked at buying
the cover direct or from a broker and you have not
been told about the above, it will still apply. Professional
Indemnity is an Insurance policy based on ‘Claims Made’
structure - these polices are
rarely, if ever sold in any other
capacity.

As | always add, Insurance
is one of the last industries
where you can received free
& professional advice, so go
ahead and utilise that if you

are thinking about your options. Wilkinson

Contact Anna Wilkinson on
0208 773 2222 - anna@]lstopinsurance.com -
www.lstopinsurance.com
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Why your business needs Audio Long Reads

Does your business have an audio strategy? Over 7
million people in the UK now listen to podcasts each
week. That's one in eight people and is an increase of 24%
over the past year - and more than double over the past
five years. Your business needs to be part of this audio
revolution.

Spoken word content has massively expanded over
the last three years. There are over a million podcasts to
choose from. Audiobooks are seeing a renaissance, as
consumers look for efficient ways to consume content.
If last year was the age of video, 2020 is the start of the
business audio age.

“We totally recommend that our clients always have
an audio strategy because audio is ubiquitous,” said
Jennifer Hungerbuhler, EVP Managing Director of Local
Audio and Video Investment at Amplifi in the Pandora
2020 Definitive Guide to Audio Report. “Audio truly
touches everything; it’'s mobile, personal, social, interactive,
engaging, emotional, live. But more importantly, as
podcasts, speakers, smart devices and connected cars
continue to grow, our clients need to understand how
sound and voice can work for their brands.”

As the podcast continues to expand, businesses are
increasingly paying more attention to how audio can
be used across their enterprises. Unlike other forms
of content your company creates, podcasts are easily
consumed. As over two-thirds of podcasts are listened to
on mobile devices, it is easy for your audience to consume
your podcast and act on its messages. Audio has become
one of the most engaging content formats. According to
the latest research from Stockapps 21% of Spotify users
engage with podcasts.

The demands that screen time places on consumers
today can be overwhelming. To gain relief from these
demands, consumers are turning to audio. Adobe found

that 25% of consumers already report they have bought a
product or service after hearing a digital audio ad.

In the Pandora 2020 Definitive Guide to Audio, Josep
Hernandez, Senior Director of Media and Total Connections
Planning at PepsiCo commented: “I'm so hot on audio. We
are doubling down on audio. We need to seize on the huge
shifts in audience behaviours; we can no longer multiply
attention on multiple screens.”

Audio Long Reads

Audio, though, is not just podcasting or audiobooks. There
is a new audio format that is taking shape: Audio Long
Reads.

The development of mobile digital devices, the
connected home and in-car audio have converged to
deliver listening platforms a range of audio content can
exploit. Businesses that want to stay relevant, connect with
their customers and, remain leaders in their market sectors,
must embrace audio content.

Audio content is already appearing: The New Yorker
regularly converts its features into audio versions. The
global blogging platform Medium, enables its contributors
to record narrated versions of their posts. And spoken word
reports and audio whitepapers are also now appearing.

Audio Long Reads transform the new written content
your business is producing into highly engaging audio your
customers and commercial partners can consume with
ease.

Listening instead of reading has become commonplace
thanks to podcasting, but what if your business’s reports,
blogs, whitepapers and case studies could all have an audio
version? And don't forget the vast archives of content your
business contains. This content can have a whole new lease
of life converting this material to Audio Long Reads.

Continued overleaf
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ADVICE

From previous page

¢ Can an audio version of any written content be
produced?

Yes, any of your business’s written content can be
converted to audio format. The audio content you can
create can also be enhanced with music and sound
effects. It's essential to understand how the written
word can be converted to the spoken word and how the
different formats need to be handled.

¢ |If our reports, whitepapers or blog posts contain

graphics, how does the Audio Long Read manage
these elements?

Any kind of graphical content can be linked to from the

audio version you create for your business. This content

can be hosted on your website. A simple audio cue can be

used, so listeners know when you are talking about some

graphical content.

e Which voice will be used to create our audio
content?
This is one of the most powerful elements of Audio Long
Reads. You can choose from a range of professional voice
artists to read your content. Matching a voice to your
business creates an audio brand your enterprise can use
across all its communications channels.

¢ Can we place ads in the audio content we create?
Placing ads within your audio content isn’t complicated.
You may have already heard ads or sponsors spots in the
podcasts you listen to. It's also possible to place ad breaks
in your Audio Long Reads to showcase specific products
or services you want your listeners to be aware of.

* Where can we use our new audio content?
Everywhere! On your website, social media channels
and even embedded into other reports, your new Audio
Long Read content is versatile. When the audio file is
completed, this can be hosted in several formats and on
every major audio streaming service.

The demands that screen time places on consumers
today can be overwhelming. To gain relief from these
demands, consumers are turning to audio. Adobe found
that 25% of consumers already report they have bought a
product or service after hearing a digital audio ad.

You can listen to an Audio Long Read from Raconteur.
The original report Why CEOs Must Rest Their Thinking
is here. https://www.raconteur.net/c-suite/ceo/ceo-
thinking-reset/

The Audio Long Read of this report is here:

https://drive.google.com/file/d/1qTD66Uwzs_
Jd7O0QGhIiET63BXcFItgOlh/view
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0 Dave Howell & Mark Kendrick

Your audio identity

Why is sound so important for branding? Today we are
bombarded with images daily. A conservative estimate

is that we see over 5000 ads each day. Often, these are
silent. Adding audio can have a transformative impact

on the audience. Brands like Intel and Nokia have familiar
audio components to their branding. Recently MasterCard
created a new sonic component to their brand.

“Sound adds a powerful new dimension to our brand
identity and a critical component to how people recognize
Mastercard today and in the future,” said Raja Rajamannar,
chief marketing and communications officer, Mastercard.

How does your business build a sonic identity?

There is a well-understood visual language where text
and colour can be used to evoke specific moods and
drive us to take action such as clicking a link to view
more information about a product or service. Audio can
massively enhance these messages.

The huge expansion of podcasting and the enormous
uptake of smart speakers using voice control, audio has
been moving through a renaissance. Audio Long Reads
are the next major evolution of business communications.

At Listen to Business, we have the twin skills of
journalism and audio production to enable us to offer
Audio Long Reads of your business’s content.

The next content revolution is audio. We can help your
enterprise ensure its audio strategy reaches your key
audiences.
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Mark
Kendrick

https:/listentobusiness.co.uk/
Tel: +44 (0)7990 925 823
dave@listentobusiness.co.uk or
mark@ventoux.digital



Over the lockdown we've been looking at ways to give
even more value to our readers and subscribers and
making the magazine accessible to more businesses, big
and small.

We've come up with the Steer Your Business
Membership Club which enables every business to get
involved, whatever their size.

All businesses need to be visible and by having a listing
in the business directory you will be seen by our readers,
have clickable links through to your website and get
found.

Virtual networking is definitely the way forward at the
moment, and maybe into the future as well. It enables you
to meet other business owners from across the UK and
beyond, who you can connect with, build relationships and
do business when the time is right.

A printed copy of the magazine is something you can
show to your clients, or potential clients.

By having a simple advert on our website which clicks
straight through to your website, you improve your search
results. You can also be seen by anyone who clicks on
the Steer Your Business website as well as your own so
increases the chances of making sales.

We all need a bit of help and support and having a
session with a business coach might just give you more
clarity or a better sense of direction for your business.
Talking through your ideas with someone who isn’t
directly involved in your business is often a way of seeing
the wood for the trees if you're feeling a bit lost or
overwhelmed.

The Make It Happen Academy has a member’s directory,
access to podcasts, courses and other resources so again
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another great opportunity to network and get help and
support when you need it.

With an enhanced listing in the business directory (logo,
website, email and phone details), you will now also
have:
¢ FREE virtual networking up to 4 times a month and
meet like-minded business owners from across the
UK
e a printed copy of the Steer Your Business magazine
delivered to your door (worth £3.99)
¢ asimple advert on the Steer Your Business website
3 x1-2-1 Zoom sessions with a business coach
« 20% discount on advertising rates
¢ FREE access to the Make It Happen Academy

All of the above is great but what if you also had the
opportunity to have an article published in the maga-
zine showcasing your expertise?

All of this for just £15 per month plus VAT or £150
plus VAT for 12 months (12 months for the price of 10)

If this interests you, check out
https://steeryourbusiness.com/
steer-your-business-directory/
and book your place now.
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~Sally
¢ Marshall

Sally Marshall
sally@sallymarshallgroup.co.uk
0330 107 8337
www.sallymarshallgroup.co.uk
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ACCESSORIES

Nelson Were Designs
Birchington, Kent
0780 6668184
Info@nelsonwere.com

ACCOUNTANTS

Accountancy
Ltd

CH Accountancy Ltd
www.ch-accountancy.co.uk
01233 329 545
Claire@ch-accountancy.co.uk

Beresfords Chartered
Accountants

Ashford, Kent
Peter@beresfordsaccountants.
com

AT Accounts Ltd
Whitstable, Kent

01227 200744
Amanda.taylor@ataccounts.
co.uk

BAKERS

PandiBakes

Banstead, Surrey
07516961799
Any@pandibakes.co.uk

BEAUTY

w
]
o
c
-
<

Lashtastic Beauty
Bradwell, Great Yarmouth,
Norfolk NR31 9RB

0770 615 3572
Laststic@sky.com

BOOKKEEPING

STRATA

Ashford, Kent
07816335595
Info@strata-bk.co.uk

Brilliant At Bookkeeping
Margate, Kent

01257 739 2881
Alan.brown@brilliantatbook-
keeping.net

BUSINESS COACHING

Improving Performance
Personal Coaching
Info@improvingperformance.
co.uk

BUSINESS SERVICES

"NDIME TURNER LTD
EXECUTIVE RESOURCE SERVICE

www.timeturnerltd.com
020 3948 6850
ea@timeturneritd.com

L]
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) © Jacqueline VA
Jacqueline VA .
semices | S€TViCES
www.facebook.
com/jacqueli-

nevaservices
www.linkedin/in/jacquifarbrace
jacqui@jacquelinevaservices.
co.uk

07725949960

Applause Conferences
Maidstone, Kent
Conferences@applauseconfer-
ences.co.uk

CLEANING SERVICES

MAS Cleaning
01474 974142
Contactus@mascleaning.com

Seaberry Cleaning Services
Rainham, Kent

07525 196950
Aideen1969@icloud.com

Mobile Cleaning Services (UK)
Ltd

Crowborough, East Sussex
0800 612 4405
Info@mobilecleaningservices.
co.uk

CHARITY/NON-PROFIT

Kent Association for the Blind
Maidstone, Kent ME15 6SJ
01622 691357
Sue-piper@kab.org.uk

CHAUFFEURS
Ashford Chauffeurs
Ashford, Kent TN23 5HX

07792 084344
Info@ashfordchauffeurs.co.uk

COMPLIANCE
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\o/ COMPLIANCE SYSTEMS

Compliance Systems
www.compliancesystems.co.uk
info@compliancesystems.co.uk
01793 239491 07900 68811

Sally Marshall Strategy &
Performance
Sally@sallymarshallgroup.co.uk
0330 1078337

Diligence (PM) Services Ltd
Dartford, Kent

0796 1781981
Nicola@diligence-pm-services.
co.uk

EMC & Associates
Ashford, Kent TN27 9AD
Q771747 4684
John.mather@ibd-uk.com

Spark Consulting Ltd
Rochford, Essex SS4 INS

0797 3801682
Julie.barber@spark-consulting.
co.uk

COACHING

Improving Performance
Personal Coaching

Pegwell, Kent CT11 OLY
Info@improvingperformance.
co.uk

Vanessa Vajana

07918 733328
Vanessa@vanessavajana.com
Little Button Candles
Chislehurst, Kent BR7 6DS
Sales@litte-button.co.uk

CRAFTS

Scrabox

Banbury, Oxfordshire
07946 383319
Scrabox2018@gmail.com

Simply Chocolate Whitstable
Whitstable, Kent

0775 3605936
Simplychocolatewhitstable@
gmail.com

Sharon’s Crafty Corner
Workshops

Folkestone, Kent CT19 4HE
07534 802084
Gshazzy@aol.com

PURE WIX

Pure Wix - Artisan Candle
Maker
www.wixcandles.co.uk
079552 15796
Karen.wickenden@sky.com

CONSULTANCY DISCOUNT CLUB

GW Associates
Folkestone, Kent CR18 7SA
Johnandsheila@minibills.co.uk

DRINKS

Beach Craft Spirits Ltd
Nairn
Info@beachcraftspirits.co.uk

Wines From The Vines
Ashford, Kent
Whichwines@gmail.com

ENERGY

REST
Margate, Kent CT9 2PX
Info@rest-uk.com

ENTERTAINMENT

Stuart Weller Magic
Ashford, Kent

07834 922578
Stuart@stuartweller.co.uk

ELECTRICIANS

T-Tech South East Limited
Maidstone, Kent
Info~t-techltd.co.uk

EMPLOYMENT LAW

Orchard Employment Law
Medway, Kent ME4 6BB
01634 564136
Info@orchardemploymentlaw.
co.uk

EQUITY RELEASE

Discover Equity Release
Info@discoverequityrelease.
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EVENTS

The Open Air Cinema
Admin@theopenaircinema.com

FINANCIAL PLANNING

»PI

JARROVIAN

WEALTH
Financial Planning for
Private and Corporate Clients
Jarrovian Wealth
London, EC1Y 2AA
0330 058 5000
www.jarrovianwealth.com
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FIRST AID HEALTH AND WELLNESS _

CPDG Limited
Kent DA3 8ND
07910 277210
Paul@cpdg.co.uk

FOOD

Bangers and Balls
Whitstable, Kent CT5 4FD
07517 404880
Bangersandballs@gmail.com

FRAGRANCES

Fragrances

We Make Scents
Ashford, Kent TN24 OBJ
Hello@wemakescents.uk

GLAMPING

Honey Bee Glamping
Devizes, Wiltshire SN10 3NE
Themelanielee@hotmail.com

GRAPHIC DESIGN

Howell & Hicks

Deal, Kent

07984 527686
Jen@hh-creative.com

GraphicKat
Sittingbourne, Kent
07399 712721
Kathy@graphickat.co.uk

Lemon Creative
Bossingham, Kent CT4 6DY
01227 752081
Drew@lemoncreative.co.uk

Gentle Giant Design
Designgentlegiant@gmail.com

HEALTH AND SAFETY

Health and Safety
Invicta Safety Ltd
Ashford, Kent TN23 6L.W
01233 226477
Info@invictasafety.co.uk

Wirehouse Employer Services

07496 523121
Matthall@wirehouse-es.com

HEALTH CARE

TEDAlert

Maidstone, Kent

075000 45599
s.palmer@tedalertuk.co.uk

Shaping Wellness
Faversham, Kent ME13 8UJ
01795 229151
Deborah@shapingwellness.
co.uk

Andrew Marsham Fitness Ltd
Kilbirnie, Ayrshire
07432122743
Andrewmarsham?7@gmail.com

Body Boost

Tenterden, Kent

0754 3054135
Herbalicious73@gmail.com

Insightful Minds
Maidstone, Kent ME17 3AW
07815904848
Liz@insightfulminds.co.uk

Moth Therapies

Whitstable, Kent
07788714588
Tracey@moththerapies.co.uk

Urban Bottles
Ashford, Kent TN23 5HX
07967 808728
Hello@urbanbottles.com

Inspired To Change Canter-
bury

Canterbury, Kent

078 287 93189
Richard@inspiredtochange.biz

Medway Sports Massage
Gillingham, Kent ME7 THF
07899 744817
Medwaysportsmassage@
hotmail.com

The Little Breathing Space
Clarissa@thelittlebreathing-
space.com

Performance Therapy &
Personal Branding

Battle, East Sussex

0797 3846934
Talktome@elaineflook.com

HOTELS

Broome Park Hotel
Canterbury, Kent

01237 831701
Sales@broomepark.co.uk

Forrest HR
www.forresthr.com
01892 726060
hello@forresthr.com

Realise HR Ltd
07546 854552
Jean@realisehr.co.uk

INSURANCE

Ideal4Ulnsurance
01304 364 899
info@ideal4uinsurance.co.uk

/I/L;,(L‘

edic Hecalthcare

Medic Healthcare Ltd
0781548 4513
Kevin.bates@medichealth-
care.co.uk

Healthcare
Practice

Michele Cole
www.wpa.org.uk/michelecole
07905586274
michele.cole@hcp-plc.org.uk

Martin Insurance Services Ltd
Rochester, Kent MET1LX
01634 407103
lan.martin@misonline.com

IT SERVICES

Blue Scorpion Limited
East Malling, Kent ME17 6BJ
Sales@bluescorpion.co.uk

Verbo Computers
Northfleet, Kent DAT 9DY
01474 353277
Cj@verbo.co.uk

Red Boot Tech Services
Dave@rbtechservices.co.uk

Mail Master Ltd
Ramsgate, Kent CT11 9JF
0333 224 8053
Tim.munday@mailxmaster.
co.uk

Liquid Computing Ltd
Molash, Kent CT4 8HF
Pmonger@liquid-computing.
co.uk

DIRECTORY

Highway Business Services
Sandwich, Kent CT13 3AS
David@hibits.co.uk

JEWELLERY

Jewellery

LLeon Designs

Ashford, Kent TN23 3FW
07718 882556
LLeondesigns@btinternet.com

LASER SERVICES

Ashford Lasers

Ashford, Kent

0779 2084344
Info@ashfordlasers.co.uk

LEGAL

SLS Wills and More
Aylesham, Kent CT3 3HB
01304 577998
Sara@slswillsandmore.co.uk

LOCKSMITH

SL Locksmiths
Steve@sllocksmithskent.co.uk

MARKETING

Coster Content
07462 455 894
info@costercontent.co.uk

b 2 MELR

Simple Advertising
(Marketing/SEO/Digital)

https:/simpleadvertising.co.uk
01634479957
Info@simpleadvertising.co.uk

WORDSMART

Wordsmart
(copywriting, social media
and website content/blogs)

https://www.wordsmart.biz
barry@wordsmart.biz
07721907997

MECHANICAL SERVICES

Alied Link Ltd
Romney Marsh, Kent
TN29 9LW

07856 598103

Info@atigagsanveemsINESS 17
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SALES TRAINING &
COACHING

MERCHANDISE PRINT

Wittering Promo Worx
Wittering, West Sussex
PO20 8PR

0774 2802 600
Wpworx@outlook.com

MORTGAGE BROKERS

Charles Mac

Ashford, Kent TN26 6HH
01233 733900
Elaine.cook@charlesmac.co.uk

PODCASTS

PROPERTY

Ventoux Digital
www.ventoux.digital
07940 516482
mark@ventoux.digital

PR AND MARKETING

MORTGAGE &
PROTECTION LTD

P g

MH
MCH Mortgages
www.mhcmortgages.co.uk
01227 807087
enquiries@mhcmortgages.
co.uk

PUBLIC RELATIONS

Izzy PR
Wwww.izzypr.co.uk
0330 094 9454
Hello@izzypr.co.uk

1zzy

NATURAL PRODUCTS

Aloe2Bee
¥

http:/www.aloe2bee.co.uk/
07815967445
Info@aloe2bee.co.uk

NETWORKING

Wonder Women Network
Maidstone, Kent

07846 759591
Info@wonderwomennetwork.
co.uk

Latte |Latte & Live
ED Alternative Online
i Networking
‘ www.latteandlive.
com

JenniferGilmour@Lattean-
dLive.com
07977229001

SERVICED OFFICES

Kent Space Ashford
Ashford, Kent TN23 6LN
01233 222233
Vt@kentspace.co.uk

PHOTOGRAPHY

StudioGB Photography
Welling, London DA16
0203 763 7703
Info@studiogbp.com
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JSPPR

Bearstead, Kent ME14
Jane@jsppr.co.uk
Markethinker

London SWTI

07946 661532
Ducasorana@gmail.com

PRINT

Geerings Print

Ashford, Kent

01233 658602
Martin.almond@geeringsprint.
co.uk

Symbian Print Intelligence Ltd
Stansted

01279 810740
Lee.deacon@symbianprint.
co.uk

Wittering Promo Worx
Chichester, West Sussex
07742 802600
Wpworx@outlook.com

Advanced Print
Coulsdon, Surrey

020 8668 1411
Info@advanced-print.com

The Print Directors
Needingworth Hello@theprint-
directors.co.uk

PROJECT MANAGEMENT

Special Projects Consultants
Rochester, Kent
twyles@specialprojectscon-
sultants.com

| SPRAY
L STYLES

www.spraystyles.co.uk
07514 133355
jamie.hunter@spraystyles.co.uk

Votta Sales and Lettings
Margate, Kent
Info@votta.co.uk

Kitchen Wraps UK
Sittingbourne, Kent

0774 527 3037
Architechuralwrapsuk@gmail.
com

Inspired Villages

London N1C 4AG
Jane.shotliff@inspiredvillages.
co.uk

PROPERTY MAINTENANCE

Allworx

Whitstable, Kent

0746 208 4024
Allworx86@hotmail.com

Frederick and Co Property
Services

Westgate on Sea, Kent

0770 283 2665
Martyn@frederickandcoproper-
tyservices.co.uk

Trinity Fencing and
Landscaping

01795 385070
info@trinityfencing.co.uk

PROPERTY - OVERSEAS

Beckett Hanlon Worldwide
Property

079664 96496
Fred.manning@becketthanlon.

REAL ESTATE
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Real Estate

Expat Housing Solution

New Delhi

982107 1240
Expathousingsolution@gmail.
com

RECRUITMENT

Kent Recruitment Bureau
Whitstable, Kent

01227 637 393
Tonyline@kentrb.co.uk

71
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SALES DEVELOPMENT
Proten Sales Development
Ltd
www.protensd.co.uk
Phil@protensd.co.uk
07776 203 431

SOCIAL MEDIA

Designed to Network
Gwynedd
Kim@designedtonetwork.co.uk

Socialincs

Ashford, Kent
07825137075
Charlotee@socialincs.co.uk

TEAM BUILDING

Carpe Occasio Creative Art
Herne Bay, Kent
07811196340
Fun@cocreativeart.co.uk

TELEPHONE ANSWERING

SERVICES

Miss’d Call

East Malling, Kent
01732 757 879
Hello@missedcall.co.uk

The Call Answering Company
Hessle, East Yorkshire

0333 8007 365
Info@thecallansweringcom-
pany.co.uk

TRAINING

HMD

TRAINING SERVICES

0000

HMB Training Services
https://www.hmbtrainingser-
vices.co.uk/
info@hmbtrainingservices.co.uk
01543 453 338

07506 906 641

Oregen Computer Training
Sittingbourne, Kent

01892 665 353
Info@oregentraining.com



TRAVEL

YMS Travel
www.ymstravel.co.uk
01227 456331

Not Just Travel - lan & Liz
Ashford, Kent

0777 168 3778
lan.liz@notjusttravel.com

Travel Counsellors

London W11
Cathie.ofea@travelcounsellors.
com

Arriva Bus

Maidstone, Kent

0788 4004 103
Christiem@arriva.co.uk

VIRTUAL ASSISTANT

Your Virtual Assistant Solu-
tions

Aldington, Kent
07981918458
Emilie.naiker@yourvirtualas-
sistantsolutions.co.uk

Get Ahead VAo
Godalming, Surrey
Office@getaheadva.com

Pitstop PA Services Limited
Milton Keynes, Bucks
Penny@pitstoppaservices.co.uk

Miss MPS

East Malling, Kent
01732 757870
Info@missmps.co.uk

VIDEO

Big Jam Studios
Sittingbourne, Kent
01795 385385
Info@bigjamstudios.co.uk

Steve Briant Dot Com
Canterbury, Kent

01227 832 910
Steve.@stevebriant.com

Taking The Pixel
Bexleyheath, London
0748 O1M591
info@takingthepixels.co.uk

Lovely Voice
www.Lovelyvoice.com
jennie@lovelyvoice.com

WEBSITES

<. BLUE DEER
L")
Blue Deer Creative
www.thisisbluedeer.co.uk/
hello@thisisbluedeer.co.uk
01482 697644

Local Websites
Westerham, Kent
07840 582 509
David@localwebites.biz

Liquid Computing
Molash, Kent
Info@liquid-computing.co.uk

WEALTH MANAGEMENT

Wealth Management
Letts Wealth Management
Maidstone, Kent ME14 5PP
01622 470101
Adam.letts@sjpp.co.u

DIRECTORY

BUSINESS DIRECTORY

VOICE OVER

DO YOU WANT YOUR
BUSINESS IN OUR
DIRECTORY?

Contact us at

media@steeryourbusiness.co.uk

Make sure your company has a consistent
presence in every issue of Steer Your
Business Magazine to maximise your
exposure to hundreds of our readers.

Contact us today to add your business.

YOURQBUSINESS

YOURQBUSINESS

are committed
to reducing their carbon
footprint by printing on
Carbon Woodland Paper.

) geerings print

Talkto '@ about
reducing your own carbon
footprint by opting for the
natural woodland solution.

www.geeringsprint.co.uk

Martin Almond
T: 01233 658602
E: martin.almond@geeringsprint.co.uk

FOREST
CARBON

CARBON WOODLAND PAPER

Creating UK forests, compensating CO2




Struggling to make sense of your business?

Making the move from employed to self employed is fantastic but is often overwhelming, stressful and
chaotic. If that’s you, then we'd love to have a chat and see how we can help bring calm and a better
work/life balance so that you enjoy your business and get the rewards that you deserve.

Visit our website to find out more.
www.sallymarshallgroup.co.uk




