
Nick’s “If I Could Do It All Again” 
Save & Grow The Business 
Tip Sheet (a continuation of page 26)

1.) Constantly brainstorm; take a quiet hour every day. I this learned from Earl Nightingale – to think about how you can improve 
your business. What new business lines can you get into? What new customers can you go after and how? And Implement from 
this list.

2.) Stay away from debt; keep your overhead low, especially personal debt. Acquire and protect your assets. Think asset creation  
not income.

3.)	 Cash	is	king.	Ask	yourself,	“Where’s	the	profit	in	that?”

4.) Constantly create and test new marketing campaigns and ideas, new sources of media, new business development ideas.

5.) Focus on your top 1%, 5% and 20% of your client base, spend as much time with them and create the strongest bonds that you 
can. My top clients are the ones that got me through the toughest times; they helped me come up with new business lines and 
ideas,	and	in	fact,	they	were	the	source	of	inspiration	for	my	sales	consulting	firm	that	took	me	to	wonderful	places.

6.)	 Constantly	be	filling	your	funnel	with	new	leads	and	new	prospects.	You	need	to	be	constantly	replacing	the	churn.	Yes,	it	is	
easyto stop marketing, but studies show those that spend, even in the downtimes, are able to grow their market share. 

7.)	 Create	your	“dream	list”	of	top	250	clients	that	you	reach	out	to	and	go	after	daily,	weekly,	monthly.

8.) Put a well-thought-out referral program into place today. (Look at our NO BS Referral Program or No BS book for ideas.) 

9.) Create a list of JV partners that you build relationships with. Think OPC, OPL.

10.) Create and harvest a list of thought leaders who can refer your business.

11.) Hire as many sales people as you can afford – even one person is enough. Train them well and track their results daily. I believe, 
and studies show, a well-managed and highly functioning sales team will take your business to new heights. It will also assist 
you with the valuation of your business when you go to sell, or take on equity partners.

12.) Create your giving account and saving account, which Dan talks about in our Wealth Programs and books. Even when I did not 
have it, I made sure to put something away into both these accounts.

13.) Keep yourself in the best physical shape possible, my second biggest regret during my toughest times, is not focusing on exercise 
and proper eating, I turned to junk food and stopped working out. 

14.) Constantly focus on the middle of your marketing funnel to drive quicker sales.

15.) Become better on closing and close every sale harder.

16.) Always be investing in technology and use outsourced help for the lower levels and cost task.

17.)	Keep	your	eye	on	the	money	at	all	times,	“never	ever	outsource	the	check	book	and	marketing.”
18.) Breathe deep, and look to the GKIC Community for help. Many of us have been through the dark times also, learn from our 

mistakes.

19.) Attend has many GKIC events has you can, go to our Fast Implementation Bootcamps, our one three weeks ago in Chicago had 
30% long-term GKIC’ers that come back for a refresher and become involved in our CMMA Chapter meeting.

20.) Be Seen be Active and don’t hide, my favorite Trump book is Trump: The Art of the Comeback

21.) If you have debt and creditors are calling, don’t hide, negotiate, or get outside help with this. Brining on a professional to deal 
with this, will take a weight off you and allow you to focus on the business and growing the business.

22.) Sharpen your saw daily with reading and programs, the greats always want to get better.

23.)	Remember	you	will	get	through	this,	the	dark	days	don’t	define	you,	how	you	get	through	them	does.
24.) Remember, Pivot if you have to!


