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Introduction

My main aim of this book, is to help not only the business owners to understand the fundamental building 

blocks that make their business thrive, but also to show them how to build up their own bespoke growth 

strategy and plan to help keep their business on track and out of stress.

The tactics that you are going to discover in this book are from my IT Experts Growth Accelerator Model, 

and you can learn more about how it works over at my website here at InnovatetoSuccess.com

I have specifically designed this eBook with real life, tried and tested strategies that I’ve used over the last 

few years to build, grow, and develop IT and tech businesses regardless of whether you are in technical 

support, cyber security or software/web development.

If you want to want to see the tactics used in this book in action and hear from Business Owners who are 

accelerating their business growth, then come and join us in the IT Experts Community. Click below to 

learn more about how it can help you take YOUR business to YOUR next level.

Finally, there is no point reading and taking on board content IF you don’t IMPLEMENT. 

So, after each section there is a specific action point for you to complete that will relate to the Step 

Subject. This is not a big book because it doesn't need to be a big book, life is complicated enough!

I just know you are going to enjoy it, so get yourself a comfy seat and get ready for the ride!
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Let me start by asking a few questions. How’s your IT and Tech business actually going? Are 

you in control? Do you have enough leads coming in?  Do you know exactly how much each 

product or service makes you? Do your people add value to your business?  OR are you just too 

BUSY being BUSY to even think about it?

So many tech businesses start out with YOU being the expert and then all of a sudden YOU

are a business owner, and these are two very different roles in life. All of the support to start 

your business was there at the beginning, however this has now gone and you are left on your 

own, trying to keep it afloat and wondering why you are now working 100 hours a week.

Don’t panic though, because help is at hand. 

The fact that you are reading this book means that you are an action taker and someone who 

will succeed in business. I am confident that by taking on board and understanding the 

relevant steps in this book you can quickly take back control of your business and start to 

develop your own growth plans.

http://tiny.cc/ITEXPERTS
https://innovatetosuccess.com/ite-community-lp/


Different Businesses Need 

Different Methods

I was working with one of my tech

clients who wanted to double the

size of his organisation. He thought

that it was all going to be all about

getting more new clients and

increasing his leads. In fact when

we looked at his balance sheet it

was quite simple to see that he had

excessive and unnecessary costs.

Very quickly we managed to

increase his profit, not by

increasing any of his sales figures

whatsoever, but by simply looking

at his numbers.

Another one of my clients, who

was in total overwhelm and didn’t

want to spend any more time

working in her business, couldn’t

see how she could EVER grow,

because she was too busy. The

method we used here was about

leverage, time management and

processes and we outsourced

much of the admin work that she

was doing.

Step 1 – Why Grow Your IT Consultancy Business

YOUR ACTION
Take an A4 Sheet of paper and on it

write down WHY you started your

business? What was the reason, the

purpose, FOR YOU ?

Then note down WHAT winning

looks like for you and what you want

to get out of growing your business –

Is it more spare time? Is it flexibility

or is it more money to invest

elsewhere?

The first questions that need to be asked are: Why do 

you want to grow your IT Consultancy? Do you want to 

double the size of your organisation? Do you want to 

grow it by acquisition? OR Do you only want to work 

three days a week?

All these objectives are different ways of growing a 

business and that is why ‘one size fits all’ 

franchise/standard out of the box business growth 

models simply don’t work. The best way is to learn from 

people who have had the experiences, borne the scars 

and shed the blood!

Having a clear purpose is so important and it’s ok, it can 

change as time goes on. By having a clear vision of the 

future, for YOU and your BUSINESS, it will help you stay 

focused through the tough times and help you deal with 

distractions and when ‘life’ decides to get in your way! 

Without vision there is nowhere to build a structured 

plan from, without a vision you will fit into everyone 

else's plans and without a vision frankly, why bother 

getting out of bed in the morning?

Now I don’t know about you, but when I started my 

business, I knew exactly what I wanted to achieve. 

Yes, that has changed slightly now and does regularly, 

but guess what?

It’s written down and I work the plan every single day!
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Do you ever shudder when you get asked the question 

‘What is it that you actually do?’

Having certainty about our own personal purpose is one 

thing, but it is essential that you also have clarity around 

your business and how your help your clients as well. Now 

that we have fully identified and understood what YOU 

want out of your business, let’s get to work on what your 

business does for others.

The great Jim Rohn once said‘ If you help enough other 

people get what they want, then you will get what you 

want’.

How true is that?

As an ambitious business owner, what expert services and 

IT solutions do you provide? And more importantly does 

your target market know that you are the best person to 

solve their specific problems, and we need to be clear on 

WHY you are the expert in that field.

The most successful IT and tech businesses in the world 

totally understand their client's own businesses. When you 

talk to your clients, they need to have confidence that the 

‘lights are going to stay on’ and their infrastructure and 

business is not at risk, if you have a planned or unplanned 

outage.

The key here is to clearly know your own business purpose, 

your unique differentiators and your USP. More 

importantly making sure that this message flows right the 

way through your company and into your marketing

message.

Niching is Super Scary!

You can’t serve everybody in

every business; you can’t even

serve the majority, but niching is

one of the scariest and most

powerful tasks that any business

owner can do.

If you are going to serve the

whole of your market, you are

going to fail! Reason being is

that you are not going to be

specific and resonate in your

messaging and offer with your

audience. I see this every week,

when people are talking about

their target market and it is so

wide that the message never

lands with anyone.

In all honesty, I did that at the

beginning. I was going to help

EVERY business grow! Guess

how that panned out?

The real message on this step is

to ensure that when you talk to

your prospects that they

instantly ‘get you and your

business’; you will build that

rapport straight away because

you are talking their language

and you understand their needs,

which leads to solving problems

and delivering

Step 2 – Defining Your Business Purpose

YOUR ACTION
Take another A4 sheet of paper and make

some notes and have a good think about

your ultimate business purpose. What are

your values? What are your products and

your solutions? Who are you fixing with

those products and services?

Then look at your structure, your

organisation and people and check to see if

they all align to enable excellent customer

service and efficiencies.
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Understanding and knowing who your ideal customers are, is critical if you want to be 

successful in the crowded IT and tech space. This involves a process called ‘niching’, which is 

where you tighten up and basically slim down your target market to be as specific as possible. 

You do this using your marketing message to become more specific and targeted, so that you 

resonate with your ideal customer straight away and build that all important rapport.

For example, this book is not how to grow ANY business, it is specifically for IT and tech 

businesses (because not all businesses grow in the same way and you guys are great at the 

techy stuff, and maybe not so skilled in sales and marketing, for example). During niching, it’s 

a good idea to create an ideal avatar for your targeted clients. Give them names, identify their 

occupation; they need to have a pain point for you to help them buy from you. Understand 

where they work, what they do in their spare time, if they have families, where they spend 

their money, what is important to them, and what their values are. As soon as you understand 

who your clients are, as soon as you understand why they buy from you, then your business 

growth will be accelerated.

Messaging is key. If your message is wasted and too generic, then you will fail to resonate with 

your prospect and all efforts to secure new business will be wasted.

If I was on LinkedIn putting out content to help every business grow, most people would

scroll past the content and think, ‘That‘s nice’ and carry on with their day.

BUT when I specifically say ‘I help IT and tech business grow’ AND they are my target

market, they more than likely respond ‘How do you do that?’ maybe even download a

Free E-book to check out some more content! (Sound familiar?)

Step 3 – Who Do You Actually Help?

YOUR ACTION

Your action for this page is to make

a note of your key clients with

whom you have a great relationship

and that you can just phone up over

the next week. Schedule it out day

by day and ring them. Call them

and ask them how they are and if

there is anything you can do to help

them. Ask them about THEIR

Business and then match their

issues to your solutions.
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As an IT and tech business, you are an expert in your own field 

of knowledge and you provide that knowledge in many ways to 

help, support and provide bespoke solutions for your clients. 

The technical knowledge that you provide will help your clients 

in so many ways to increase profits, reducing business risk and 

increasing productivity.

Your clients come to you because you are the go-to technical 

support expert and you make them feel comfortable knowing 

that you are taking care of their business.

This is quite simply why your clients buy from you!

We want them to BUY from us rather than us SELLING to them, 

because buying is a much more powerful transaction, and no 

one likes to be sold to.

If we are to be a real success in business, then we must 

understand exactly how we connect with them and how we 

share our message. What is the one thing that makes them 

resonate with you? Also, what is their chosen and most 

convenient way to connect with you? It might not be what you 

think.

Every time you have an interaction with your client you should 

use the 70/30 rule in communication. Which means they speak 

70% of the time and you speak 30%.

By listening more and talking less, it means that when you do 

have an opportunity to connect that your message or pitch will 

be golden and will naturally hit the ‘sweet spot’.

Another key area that often gets ignored is asking your clients 

for some good honest feed back on your services.

You can then use this in tailoring your message further.

JUST HAVE A CHAT

I was having a catch-up call with

one of my 1:1 clients, she was

explaining how she hadn’t got

anything done that week, she

hadn't completed any of her

tasks, she was in total overwhelm

and behind and she felt that she

hadn’t achieved anything.

When I asked what she had

actually been doing she said, ‘I

have been on the phone the

whole week, talking to clients as

we discussed the previous week.’ I

asked her what the outcome of

those conversations was. She said,

‘Well, in actual fact it was quite

good because I landed a £7,000

order which was not expected.’

I then asked her what were the

steps that led up to that order and

she said, ‘Well, I did what we had

planned the previous week, which

was to phone up my existing

clients, (with no purpose other

than to ask how their business

was going and to reconnect) and

also to see if there was anything

that I could help them with’. So I

said, ‘So essentially you asked

them how THEY were, rather than

trying to sell to them directly’ she

said, “Yes, it was effortless.”

Step 4 – Connecting with Your Clients

YOUR ACTION
Your action is to make a note of your key 

clients with whom have a great 

relationship and that you can just phone 

up over the next week. Schedule it out 

daily and ring them and ask them how 

they are and if there is anything you can 

do to help them. Ask them about THEIR 

Business and then match their issues to 

your solutions
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Cash is king and ultimately the reason you are in business is to generate profit. This is the number one 

priority when it comes to knowing your numbers. However the actual mechanics behind extracting 

additional profit from an operating technical business is another thing.

Just because you can sell an Office 365 subscription for more than you paid for it, doesn’t mean that you 

have a sustainable IT business.

To be clear, knowing your numbers and how your finances work is not complicated. Many people will 

make you believe this to be the case, however the sooner you can identify and understand what affects 

your own profit level the better. Essentially to create more profit you can either increase your cash IN or 

decrease your cash OUT. If you can do both, then you will easily turbo charge your business 

performance.

Increasing cash in can be achieved easily by providing additional services and packaging your services and 

products differently to your existing customers; when you have an in-depth understanding of their IT 

Infrastructure and needs, this should be easy. The reason being is because you don’t have to spend a ton 

of money building the relationships, because they are already established.

In terms of reducing costs, again this is a relatively straightforward task of identifying and stripping out 

costs that don’t directly generate revenue. This can be hard when you need to bring in specialists to deal 

with one-off IT projects, but we need to be smart here. The easiest way to increase your income in any 

organisation is quite simply to sell more to the people who already know, like, and trust you.

You can’t afford not to invest in financial education

Your relationship with money will largely determine your level of success in your business. If you

think of everything as a cost you will not survive; you need to speculate (in the right areas) to

accumulate.

I was carrying out a business review with one of our new IT Experts Mastermind clients. He was

fixated on charging his clients a certain rate per day. I immediately said that it was too cheap and

we entered into a debate about why I thought so. He wasn’t really articulating the value that he

was providing to his client as he was fixated on cost per hour rather than outcome. People buy

RESULTS! Simple!

He repositioned his offering, contacted the client and increased the value that he was providing to

them (not the hours) and suddenly, overnight increased his profit by 30%.

The reason he was able to do this was because he changed the commercial perception of his value.

Step 5 – Know Your Numbers

YOUR ACTION

Your action in this section is to

take your top FIVE costs and your

top FIVE Clients and have a look

at each one of them. Identify ways

to decrease each cost and

increase the value and potential

income in the weeks and months

ahead.

How to Grow Your IT & Tech Business - Ian Luckett 2019



For somebody who solves complex IT business problems 

and solutions, your people are your number one key 

assets. In any successful business you will find a network of 

interconnected supporting experts. You quite simply don’t 

and can’t know all the information yourself.

Leverage is a key element to your business success.

Take for example an IT technical support business; you 

can’t possibly have all the information in your head to 

solve all of your client’s problems, whether they be 

infrastructure or software based. Think about the span of 

that alone. They could have different types of technical 

connectivity, individual products, services, networks, cloud 

based, server based, cyber security and the list goes on.

You need specific help for specific tasks.

The quicker you get a reliable and trustworthy team in 

place, the quicker you will be able to spend more time 

working ON your business rather than IN your business and 

in the meantime reducing your business risk.

Your own systems and processes area critical path when it 

comes to managing an excellent team of people.

It’s all very well and good having the ‘bums on seats’ in the 

office, but they are supporting your business and you need 

them to be efficient and effective with their time to 

maximize their productivity and value in your organisation.

Focusing any hired help on revenue-generating tasks is a 

must for any business owner. Essentially, everyone must

pay their way.

YOU CAN’T DO IT ON YOUR 

OWN

When you start or inherit your IT

and tech business you will

normally have an existing team

of people.

One client of mine had a

particularly poor-performing

team member on his service

desk. Now, I can’t abide poor

performance (simply because I

spent the last 20 years

developing and managing large

teams of people to achieve my

own business goals).

This guy wouldn’t even turn up

in the office on time!

Very quickly, by setting him

goals and objectives, the guy

had PURPOSE. He started to be

on time, get engaged with

activities and even then, started

to make suggestions to help the

business grow.

All because we had a structured

conversation with him and gave

him a reason for ‘living’ within

the business.

Step 6 – Plan Out Your People

YOUR ACTION
The key element here is to sketch
out your organisation chart.
Colour in the people that are
good and worth developing, and
colour in (a different colour) the
ones that require additional
support and development. Then
highlight the critical ones that
you class as risks. Immediately
put together a People Plan to
mitigate your risks and start to
develop your team.
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In the world today with all the noise around social media, technology, the internet, and even 

the rapid rate with which big data technology is advancing, to be ahead of our competition and 

to be in a position to deliver massive value to our clients, it is key that we are easily accessible.

This doesn’t mean that we need to answer the phone at midnight when we are on holiday; by 

this I mean that we need to use every technique and system possible to continue to provide our 

services and support to your clients when they want it. Choices in technology here are 

obviously Office 365, e-mail, text, Facebook Messenger, LinkedIn and even AI and automated 

messaging bots and this is now embedded with your front-line support desks as well.

The worst thing for any business is when your client is trying to get hold of you, and they can’t 

get through to the right person. They have either gone off on holiday with no call-forwarding, 

are in a meeting or are just busy! As far as your client is concerned, THEY are your ONLY client!

There are so many options today to enable communications leverage. You could up skill and 

train more of your staff to take tech support calls or you could employ a call-answering service, 

automatic message and text return systems. The most important thing to remember here, is 

that when your client regularly needs to get hold of you, you need to make sure that they can, 

and that they get their issue dealt with quickly.

If they can’t and this happens a lot, then there is always a possibility that when your contract is 

up for renewal, they won't comeback!

Let's take the recent influx of the new Metro Banks in the UK. I was intrigued when I first saw

them at a business expo a few years ago and now I am a raving customer! Why? Metro Bank

have gone out there and changed the way that banking works quite simply because they are

simply more accessible.

When you go into their stores, they are open 7 days a week and late in the evening which is

something that most high street banks don’t do. You can contact them via e-mail, text, OR

obviously by phone. They have drive-through banking counters and cash machines, so you don’t

even have to get out of your car. This is a brilliant example of being more accessible to their

clients and doing things differently.

Step 7 – Be Accessible

YOUR ACTION
Make a list of how people can
get hold of you and your
business and what issues they
can help your customers with. Is
it via your website, e-mail,
telephone, post or even
messenger bots? Then look at
how reliable those systems are
and who mans them when you
are not around.

Understand your pinch points
and deal with any issues.
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Planning is perceived by many as boring and unnecessary,

but I can tell you from experience that if you have a solid

plan that you measure and adjust as you progress, then

you will achieve so much more and with less effort than

you would without it. Getting a business growth plan

together can be difficult for some people.

The reason that people make it difficult is because they

try to achieve too much all at once and over complicate it,

which in fact puts you in more stress than if you didn’t

have a plan to start with! This is one of the challenges

with your ‘technical’ head.

One method that I use is to have a structured layered

approach to your plans, your goals and your outcomes.

When you have a high-level plan you can visualise what

winning and achieving those ultimate goals feels like.

Then you can start to break down and segment those

goals into manageable monthly, weekly and daily tasks.

The reason that segmenting a big goal down is important

is to keep motivated, as the brain needs to have little

bursts of endorphins to keep you going throughout the

day.

This way you will feel good and that you are progressing.

If you only measure a six months’ goal after six months,

then you will not be motivated to work on it everyday.

However if you are working on that goal daily or weekly,

you can see that you are making progress easier.

This way you are more likely to stay motivated, keep on

task and complete the goal with success.

LET’S TAKE A FLIGHT

Let’s look at an average flight.

When the pilot takes off, he

knows what he needs to do to

fly from the UK to America, for

example.

During the flight he travels

across the Atlantic Ocean and

at that time he really isn't

interested in the airport in New

York.

As he gets closer, he can see

the land and he then can

identify his next goal. As he

gets closer, he then identifies

the airport and his next goal.

He then lands the plane

successfully on the runway and

taxis to the terminal - Mission

complete!

The key trick in business is not

to worry about the landing

when you haven’t even taken

off yet!

So many people focus on

irrelevant and low value tasks

during their business growth

journey and staying focused on

the important tasks is how you

ensure success in your business.

Step 8 – Work Your Plan

YOUR ACTION
Let’s test this out. Take a relatively 

complex project that you are working 

on right now and break it down into 

smaller tasks over the course of the 

next two or three weeks. Identify 

what you want to achieve each week 

and of those weekly tasks, what you 

want to achieve each day. Look at 

that plan every morning when you 

get up and see how you now get 

more done.
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Measuring your business performance on a regular basis is 

crucial if you want to grow and take back control. You must 

be able to steer your business through changes that are 

coming and manage around the unforeseen challenges that 

lie ahead.

At the time of writing, Brexit is seen to be a real threat to 

many businesses, but we don’t know exactly how yet. 

Change is going to happen whether you like it or not and if 

you don’t know how all the ‘cylinders’ in your engine are 

firing then how do you know if you will survive or not? 

Getting a plan on one page is a great way of identifying 

quickly and easily whether you are having a good or a bad 

month. Correctly configured, it helps you see what the next 

six months look like in terms of cash flow and commercial 

performance. It will also help you track how many prospects 

you need to convert into clients to meet your targets.

Now that we are at Step 9 of 10 in this book, you will know 

so much more about your business than you did at the 

beginning. 

You have a clear vision of who your clients are, where they 

are, how you are going to serve them, how you are going to 

help them. Now it is your turn to start to monitor and 

manage your success.

Measuring your business is totally personal to you, so 

decide, is this something that you are going to do on a 

monthly basis, daily basis, or do you need to totally change 

the way that you plan and track your business performance

itself?

MAPPING OUT YOUR SUCCESS

When I worked for blue chip
organisations in London, we had
whole departments that tracked
the business performance of
multi-million pound companies all
on ONE page. This was normally a
coloured variety of rainbows,
heat maps, and charts that could
quickly and simply tell the CEO
how well the business was
performing.

This is a task and function where
medium-sized organisations miss
a trick. This measurement method
works well for large companies,
so let’s just scale this process
down and get measuring and
monitoring your own business –
properly!

This way we can identify any
peaks and troughs in our
performance and address and
adjust our plans and focus
accordingly as challenges and
changes arise.
Correct planning is one thing, but
NOT measuring your business is
“Commercial Suicide!”

Step 9 – Your Tech Business on One Page

YOUR ACTION

Take an A4 sheet and identify what
key elements you could measure in
your business, i.e., cash in, cash
out, number of new clients,
number of client presentations,
advertising, marketing etc.

Map this out over the next six
months and monitor on a monthly
basis whether you had a good or
bad month. Don’t make it too
complicated though and focus on
revenue-generating tasks!
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One of the most important things about growing your business is to make sure that it is sustainable. As I 

mentioned earlier, it is YOUR business, for YOUR purpose, for YOUR clients. Change is inevitable (as you 

know in the tech world) and when this happens to you, much of it will be out of your control. However, if 

you are not IN control then how are you going to drive your business through the tough times ahead and 

survive?

This means that it’s ok to accept that your business may look very different in years to come than it does 

now. Now that you have the fundamental building blocks in place—that essentially are the foundation to 

your business—and now that YOU ARE MORE INCONTROL, it means that you are in a much better place 

to grow than are your competitors. You now understand who your clients are, where they are hiding, how 

much money you are making and now you understand why you are making that amount. The trick now is 

to constantly and regularly rinse, review, and repeat this process. Every six months have a deep review of 

where your business is going, what your clients now want and need, and adjust your business accordingly.

As an IT and tech consultancy you are in a great place to earn a high profit margin that will afford you the 

lifestyle that you wanted at the outset. It is in your hands now to take the 10 steps of this book, work the 

plan and beat your competition right out of the park!

TIME TO REFLECT

For over 20 years, I have been managing and developing high performance teams and leaders

in a variety of businesses. The reason that I achieved great success with my people was because

I over-delivered on the yearly performance appraisal. Many other managers reviewed their

team's performance on a quarterly basis. I didn’t; I always had a monthly 1:1 and reviewed

performance more regularly.

This way I built better employee engagement and really built a solid rapport with the

individuals. Regular updates and reviews are the backbone to any business performance

system, whether it be for people or the business itself. It worked well for many years with

people and I now swear by these methods to work for businesses too! Remember – what gets

measured gets DONE!

YOUR ACTION
Now is your time! Make sure that you

plan your strategic thinking time on a

monthly basis, schedule it in your diary

whether it be during the week or over

the weekend to review your business

performance. Have an honest look and

see what you could have done to make

it better, to make it more efficient, and

to make it more profitable.

Then make actions, assign owners and

agree when to follow up progress

Step 10 – Rinse, Review and Repeat
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The Innovate to Success
IT Experts Model

If you want to shortcut your route to success, if you want to build and maintain a sustainable expert 

IT and tech consultancy business that will grow year in year out, serve more clients and earn you the 

lifestyle that you want, then you need a plan.

A plan and a strategy that is be spoke to your business and one that you can focus on day in and day

out! At the end of the day‘ If you have always done what you have always done then you will always

get what you have always got’. At Innovate to Success we have poured over 20 years’ business

growth experience into our IT Experts Model. This is our very own business growth system. This

model is specifically designed to help you understand the fundamental building blocks that can help

you build a sustainable business.

The image below shows they key elements and process that we follow:

People Planning

Your expert technical team and your network are as important 

as cash coming in the bank. You can’t run a business on your 

own and if you are serious about this then you only need to 

employ QUALITY PEOPLE. But do you know how?

If you are still reading to this point, then it means you are an action taker and someone who is serious 
about growing your business, so I invite you to come and join the IT Experts Community.

Every reader of this book gets a 48 Hour FREE Trial to test the community out to make sure it is right 
for you and your business. Click the image below to learn more.

Business Development

In this section, we dive into your 

sales pipeline, marketing, customer 

service, your USP and your systems 

and processes.

Personal Development

A sustainable business starts with a 

clear vision and a solid mindset. In this 

section we look at what you really want 

out of your business  and how your 

mindset can either help or hinder.

Finance and Commercial

Sales are easy to increase; however 

profitable sales and residual 

income are another issue. We look 

at your cashflow, income and risks 

to your business.

Business Performance

‘What gets measured gets done.’ By 

tracking how your business is 

performing, will enable you to really 

know the real health of your 

business
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Ian Luckett is an IT and Tech Business Growth Expert from
Innovate to Success. In this book he shares with you some
of his best tried and tested tips, tricks and strategies to help
you get more leads, take back control and grow your
Technical Consultancy Business.

IF you are too busy working IN your business and not ON
your business, then it simply won't grow.

Business Strategy & Planning doesn't need to be overwhelming, just as long as you have
the vision and an actionable, logical steps to keep you on the straight and narrow.

When Ian founded INNOVATE TO SUCCESS, the main aim was to simplify the way help
and support was available to businesses and professionals so that they can achieve
more each day. He has proven techniques from his 20 years in Business Development,
Commercial and Finance, and Leadership Development.

After navigating corporate obstacles while developing his own career and business, he
understands the pressure organisations and individuals are under in today's increasingly
demanding technical business development. He is therefore and ideal EXPERT to help,
advise and support both parties.

Ian supports many different businesses in a strategic capacity when they are either
experiencing growing pains or organisational change. His structured, logical yet realistic
approach ensures success while maintaining full stakeholder engagement.

His very own Business Growth Systems fast track your route to success and in this book
you will get a taste of things to come.

Ian's genuine passion, dedication, and energy helps businesses to:

• Generate more sustainable Leads

• Understand the steps to help take your IT & Tech Business to the next level

• Understand and know your numbers

• Make your business a nicer more enjoyable place to work

• Improve your Work Life Balance

http://tiny.cc/ITEXPERTS

