Better Business Focus

January 2010
What Clients Want

By Ken Buist
Page 1

01 What clients want 08 Converting lookers into buyers
By Ken Buist By John Stanley
04 Bestseller Business Books 09 The stiff British upper lip is quivering
By Khalid Aziz
05 Networking from the societal web to
family 10 Profitable relationships
By William Buist By Barry Urquhart
06 A promise to remember 12 Why your cold calling isn’t working
By Ron Kaufman By Andy Preston
o7 How to have a highly productive and 13 Search Engines: An update
profitable team
By Lorraine Pirihi 14 Five sources of momentum
By Bob Apollo

Better Business Focus is the essential key for business owners and managers. It achieves that by focusing on the way in which successful businesses
compete and manage their organisations.

It focuses on how people are recruited, coached and developed; on how marketing and selling is undertaken in professional markets as well as in
markets with intense competition; on how technology and the Internet is reshaping the face of domestic and home business; and on how people are
being equipped with new skills and techniques. In short, it offers expert inspiration for a better business.




