
Better Business Focus
Expert Inspiration for a Better Business

Better Business Focus is the essential key for business owners and managers. It achieves that by focusing on the way in which successful 
businesses in the UK 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 off ers expert inspiration for a better business.
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Never has it been more important 
to set yourself apart from the 
crowd. Organisational change and 
downsizing has left many of us living 
under the cloud of redundancy or 
potential job losses or an unwanted 
change of role. A frightening prospect 
for many of us and with tough 
times ahead, your own personal 
development has never been 
more important. The job market is 
shrinking and in many sectors we are 
competing in the same arena, with 
the same set of skills as everybody 
else. So when it comes to the crunch, 
what makes you indispensible? 

Survival of the 
fittest By Steve Smith
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It’s about: Surviving 
It applies to:  Business Owner/Managers 
Sales Directors 

Main slant: 
Develop yourself to stand out from the  
crowd

What can you learn from this article

To ensure we continue to win it’s 
crucial to understand what makes you 
different and capitalise on this unique 
selling point. Trying to be good at 
everything can be a recipe for disaster. 
Think about it from an employer’s 
point of view, with the market flooded 
we are inundated with CV’s all from 
candidates with roughly the same 
skill sets and qualifications, with 
limited time to go through them 
something needs to stand out, grab 
our attention, and set you apart. Find 
your niche and develop your unique 
strengths.

As an athlete, Olympic high jumper 
Steve Smith knew this more than 
most, competing with other high 
jumpers most of whom where four 
to five inches taller than him, left 
him at a disadvantage, he couldn’t 
compete on their level, he had to do 
something different and this led to 
him developing the one thing that 
he believed gave him the edge and 
filled him with confidence. Whilst they 
all worked hard, they all had a great 
team, they all followed a 

similar training regime and they all 

competed for the same medals, the 
niche for Steve came from working 
on his diet. Working closely on 
nutrition enabled him to get more 
from each session. His body worked 
at optimal state when it was 80% 
alkaline and 20% acid, this took 
immense preparation and for Steve 
involved starting the nutritional 
process at 5am each morning!  
Steve didn’t believe that any other 
high jumper went to that level of 
preparation for each individual 
session so this 5am start ultimately 
gave him the edge and increased his 
self belief that he could compete at 
the highest level.

So what is your 5am start? What 
sets you apart and ultimately fills 
you with self belief and belief in 
your own brand? It’s true from an 
individual perspective, and in a 
market driven by customer choice, 
organisations have to think the same 
way too.

Think about some of the UK’s 
current thriving organisations. Many 
compete, just like you, in traditional 
markets. What are they doing 
differently? One organisation that 
consistently out performs the market 
is IKEA. 

So what is their value proposition?
Young first time or price sensitive 
buyers who want stylish, space 
efficient and scalable furniture and 
accessories at very low prices. 

So what sets them apart from other 
furniture retailers - Take your pick!

In house design of all products
A wide range of styles displayed 
in huge out of town warehouses.
Self selection

Extensive do it yourself assembly, 
catalogues, videos – Don’t expect 
world class customer service (But 
does the target audience want 
it?)
Long opening hours
Suburban locations with huge 
parking lots
Child care provided in store
Pick it up and take it with you
On site, low cost restaurants

Now compare that to their 
competitors.

Higher priced fully assembled 
products
Customisation of finishes
Most lines sourced externally
Medium sized showrooms with 
limited models on display
Long lead time for orders
Extensive time consuming sales 
assistance
Traditional retail hours
Is it any wonder that they 
outperform the market?

Now that’s organisations, but if 
we are to win we have to think 
differently, and think of ourselves as 
a business. To win in tough markets 
organisations aim to create a unique 
and sustainable competitive position 
and we have to too.

So like Ikea, what is your value 
proposition, what do you offer that 
your competitors don’t?

Try the following task to get you 
thinking in the right direction.

First, ask yourself the question, what 
do I bring to my organisation that 
others don’t?
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