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The sticking business:
Expert ways to keep your
Mew Year's resolutions
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Want to shape up? Sort out your finances?
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Balance work and family? Build a better

business? Our experts offer foolproof advice
Jfor a successful 2007. By Karen Heinrich.

“l want to expand my business”
James Mash, 31, web designer

n four years, James Mash has built up his

Dusinass, NashasD, & mulinmecs desxgn

COMpany, Inom a one-man operation o ong

with & staff of four, At first, his management
consultant wife, Ermma, 34, was the breadwinrar
whila he “Darely scraped a Ivng™ astablishing a
cliant base. But since launching Nashweb in 2002,
Mash has driven a fourfold increase n gross profit
and a thresahold e in lurmover, atfracting a host of
N Chants through word of mouth,

Mash, who emigrated from London s years ago
and i5 a new dad (o bwo-month-old Henry, works
60 houwrs a waek from his home office N Sydney's
Clueens Park and wishes to develop Nashweb by
ToCuSIng on kiy chinis, sharpaneng MNasheweb
ViSU Drancng and targetng lucratied mew cliants

Strategist Anthormy Mitchell, of advisory firm
Bendelta, says James's strong account-handling
and interpersonal skills, combinad with the fact he
loves what he does, is a boon for his business. But
e could make some changes. “Tha way he's been
opearating is very reactive,” says Mitchell, “As ha's
got more work, he's red to cope with it by working
longer hours, But the problam is, you spand all your
himeryg responding 10 crnses and the wishes and
clamands of othars, and no tme determining your
own priorities and malang them happen,”

In Nash's case, baing busy wilh plenty of work
gt msdEn thal he mevesr Ras tirme 1o G0 what's

mast important for the big picture, says Mitchell,

*Long-term projects - such as re-designing his
awn website, pursuing new clients and hiring a
print-spacakst stall mambsr = might neser happen,”
aans Mitchall. “The résult of being reactve is that all
af your tirme is speant on urgent, relatively
unimortant matters and nod time 15 spent on
impariant, non-urgent mattans,”

irmproang his website wall “help 10 creata
CONQRUEncE i 8 potlental Chant's mand, [ust as wea
weowld wash 1o 58e a haalthy docior or well-dressed
fashion designer,” says Mitchell. Mash should raise
his margins and finetune his fee structure; his rates,
at half those of tha big agancies, are (oo Iow. “Ha
should select the clients that don't mind paying for
qualty and target “nuclear events’ - things such as
product laienches - that chants ane hapoy 10 pay a
bit maore for bacause they're oneg-offs,” he says

kAost importanthy, Mash should go out of his way
to cultrvate the scosting Chients wind Mg Dean most
luCratree and'or Pang gragn hirm valuabs ralemal
business, “The first thing I'd be encouraging him 1o

do i to think kong term. Once you sel goals in place,

suddanly you star working lowards the ‘how’ "

o do s, Mash - and indsed anyone who wanis
1o take thesr oam Business o canser (o 1he next lewvel
- should pen a two-page namative of where they
would like to be in 2008, “Write down things such
as what your office is like, who's working for you
who your chents are, what projects you're working
on = and really ket your mind go,” says Mdchel. *it's
a fantastically empowerning thing 1o do.”
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