
You may encounter a time in your business life cycle where you have exhausted all 
resources and need to explore new opportunities. That may be a new product or 
service or an entirely new industry. Before you jump blindly into something new, take an 
inventory of a few things: What are you great at? Who are you competing against? 
What can you offer that your competition can’t? Finding a specific niche or an entirely 
new market may be the answer you need in keeping your business alive. 
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Established and Looking for New Opportunities

CAKE TIP: Regardless of what stage your business is in, you have to meet people 
face-to-face. While social media may be a long term game, in order to get 
customers RIGHT NOW, you have to go where your potential clients go. Know 
who you are trying to reach and find meetup groups, conferences, and other 
networking opportunities in and around your town. Be aware of superficial net-
working events. if everyone is just there to exchange business cards, run! 
Engage in meaningful conversation and start building a relationship that night. 
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A Few Customers Under Your Belt
Congratulations, you’re already bringing in business! Now what? You can go 
searching for new customers over and over again, or you can use the power of your 
happy customers to help land new clients. Yes... that’s right, get referrals! Even better 
if you can get personalized introductions to your potential new clients. After a while it 
becomes exponential. Also look into partnering with other established companies 
and organizations that can enhance what you do. 
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Just Getting Started
If you’re just starting up your business, reach out to family and friends to find your first 
few sales. The confidence boost will help you march forth and you can use them as a 
testing ground to perfect your pitch and work out any kinks. Once your mom buys 
into what you’re doing (expect her to still tell you to get a real job), you can venture 
out into new territory of hitting up strangers for money. Use every “NO” you get as an 
opportunity to ask “Why not?” It could be that you didn’t clearly explain the problem 
you’re solving -OR- the problem you’re trying solve doesn’t scratch a big enough itch.  
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PROBLEM:  I Need Customers...
Who doesn’t, right? We’re going to go on record and say, you will always needs 
customers. Always... Always... Always. The moment you stop becoming relevant to 
your fan base, is the same moment you realize that you should start looking for a job. 
The way you approach getting customers can vary on your industry or stage you’re 
at in business. We’ll cover three of many ways to grow your business.
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