When your business lacks focus…

Faced with a depressed construction market, businesses and sole traders are finding their established client base is diminishing and their efforts to acquire new contracts and extensions to existing work projects is proving very difficult.  New Construction projects and tendering opportunities are down and margins are being constantly eroded and frustration within small businesses and recent start-up businesses has set in. 
Clearly, there needs to be change in operational values – products, processes and geography - and increased determination to successfully focus on and exploit new business opportunities within the overall sector and introduce a new mind set through networking and partnership working, telesales, marketing, business support, differentation and acquiring new skills to achieve competitive advantage.  The emphasis will be on developing existing client relationships by adding value through customer service, value for money, delivery and quality. Achieving competitive advantage is also down to the people you employ and engage and the way they ‘promote’ and ‘buy’ into your brand.  
