
 

 

 

 



About The Author 
Kayleigh is a High Performance Coach for Business 

Owners. She specialises in working with clients to grow 

and develop their business so that it supports and 

enables their ideal lifestyle. She helps them to maximise 

their personal performance at work so that they can 

earn more, work less and love the business they run. 

 

  Is This You? 
My BEST clients are great at WHAT they do, they’ve been running their 

business for a little while and have established a client base, but they’re 

frustrated at having to work longer hours than they want to, not earning 

as much money as they’d like, and they’re often feeling stressed and 

overwhelmed.  

They know they’ll have a great business if they can just get it to the next 

level. 

They’re passionate about what they do, they deliver great customer 

service and they want to grow their business - they just need someone to 

help them grow it quickly; to free up their time to work with more clients, 

focus on doing what they love and significantly boost their income. 

 

Want To Learn More? 
I have a number of free webinars here on my website, and they’re also 

promoted on my Facebook Page.  

 

Connect With Me 
Connect with me on LinkedIn or follow me personally on Facebook. 

http://www.kayleighalexandra.co.uk/webinars
https://www.facebook.com/KayleighAlexandraCoaching/
https://www.linkedin.com/in/kayleighsteadman/
https://www.facebook.com/kayleigh.steadman.7


19 Ways To Grow 

Your Business When 

You Have No Time 
 

For many of my clients when they first approach me about 

wanting to work together it’s because they’re feeling stuck. 

They’ve been in business a little while and they’ve done a great 

job of establishing a client base, but they’re now so busy 

managing those clients as well as running the business (doing 

all the admin, management, accounts, sales) that there’s no time 

left to work on growing the business, and they’re already 

working longer hours than they want!  

 

They often feel like it’s catch-22; they need more time to grow 

the business, so that they can earn more to bring someone else 

into the business (or outsource) and reduce their hours.  

 

If this sounds a little bit like where you are right now, the good 

news is you can break the cycle! 

 

This report has 19 different ways to help you grow your business 

and regain your time without having to invest more money. 

Some of them you’ll have come across before, some will help 

you regain control of your time to focus on those high level 

tasks, and some are really simple, easy strategies to attract new 

clients that every business should be using regularly, because if 

you’re not you’re leaving money on the table.  

 

Happy reading and good luck. Kayleigh Alexandra 😊 



Section One: Maximise Your Marketing 

 

So many small business owners are not making the most of their 

existing client base. We spend so much time and money 

focusing on continually attracting in NEW clients, that we forget 

about the goldmine that is our EXISTNG clients. So this section 

is all about using your existing client base to help you 

significantly boost your income and minimise your marketing 

time. 

(BONUS Old clients usually also require less admin and sales 

time, making them an even more profitable income stream) 

 

1. Start a referral strategy 

 

This is probably THE quickest, cheapest and easiest way for 

ANY business owner to grow their business, and yet it’s so often 

overlooked. If you have done a great job for your clients, you’ve 

delivered an excellent experience and they’ve left happy, 

chances are they will be more than happy to recommend a 

colleague, friend or family member who they know could also 

benefit from your services, but so often we forget to even ask for 

the referral.  

It is such a simple step to make this part of your standard client 

process – add a note to ask EVERY client at the time that you 

deliver their product/complete their service. Just as you’ve 

presented them with the amazing work you’ve done and they’re 

thrilled with you. Just make a point of asking “who else do you 

know who might be looking for …..” and then WAIT. Give them a 

chance to actually think, and more often than not they’ll come 

back with a name, and if they don’t that’s fine, you can always 

check back again later.  

If you ask every client for a referral, even if only 1 in 5 go on to 

refer someone new, that’s a 20% client increase from literally 



just asking a question. So make it a habit. If you don’t you’re 

leaving money on the table! 

 

2. Look For Strategic Partnerships 

 

Another great way to build a steady stream of new clients into 

your business with minimal time and money, is to think about 

who else already has your clients and to build a partnership with 

them. If for example you’re a graphic designer, teaming up with 

marketing agencies who don’t have an in-house designer could 

be a great source of new leads. If you’re a HR consultant 

teaming up with recruitment agencies could be a good match.  

Think about the steps before and after clients come to you in 

their journey, and then approach those people about building a 

partnership where you cross-refer clients to each other, or 

perhaps you prefer to pay for referrals in which case you can 

build partnerships with several different partners in the same 

arena.  

Again a really simple strategy that for some of my clients has led 

to a constant influx of new work without them ever having to 

“market” themselves! 

 

3. Keep In Touch With Your Clients For Longer 

 

It generally costs a lot of money to bring a new client into our 

business, and often we forget to maximise that client 

relationship. If your clients are “transactional” rather than 

ongoing, then there’s a good chance that (unless you’re a 

undertaker) your clients may need your services more than once 

during their lifetime.  



So something as simple as having a way of regularly keeping in 

touch with those previous clients, can ensure that you’re the one 

they come back to when they need something else.  

I have several clients who’ve secured business from previous 

clients that now live on the other side of the world just because 

they’ve kept in touch and maintained the relationship. Take a will 

writer for example, that may appear to be a transactional 

business, however once you’ve bought a will there’s a good 

chance that in 10 years’ time it might need updating, your 

circumstances may have changed, you may get married or get 

divorced and need a completely new will written.  

And the great news is there’s software out there to help with this 

now. Invest in a CRM (Customer Relationship Management) 

system and write a series of touchpoints just once, and they can 

be scheduled to go out automatically to every client to ensure 

you keep in touch for when they need you again without having 

to do any more work!  

Again, is just 1 in 5 clients came back to you because you kept 

in touch, not only have you potentially doubled their lifetime 

customer value, you’ve also increased your turnover by 20% just 

by sending a few emails.  

 

4. Test, Measure, Review & Improve 

 

Another key way to get more clients without doing any additional 

work, is to make sure that you’re maximising your existing 

marketing channels. It’s important to be constantly tracking the 

results of your marketing and measuring the conversions so you 

know that it’s working. If it’s not converting at 100% then there’s 

room for improvement, so look to be continually tweaking it and 

then review it to see if it’s worked.  

If you run ads for example you might test using different 

wording, or a different picture, or running it at a different time of 



day, or any other minor tweaks. Watch and see what impact it 

has on results, if it improves them great, keep the changes and 

try improving something else, if not go back to the previous 

version and try changing something else.  

For just 5 minutes of thought and adjustments you might find 

that you could double your conversion rate from the otherwise 

exact same method and exact same marketing spend. Test 

using different words in your sales pitch or in your networking 

pitch or in your leaflet. 

Until you test it you won’t know what difference it could’ve made. 

 

5. Get To Know Your Clients 

 

This might sound obvious, but sometimes we can get so busy 

running our business and dealing with the leads we’ve attracted, 

that we don’t really take the time to get to know our clients, and 

the better we know them, the easier it will be in future to find 

them and to convert them – which cuts our time and our costs. 

You may be surprised to find that once you start asking your 

clients WHY they buy/work with you, their reason is different to 

what you expected. Or your clients may all turn out to have 

something in common that you hadn’t anticipated, and that 

means you can approach that target market from a different 

marketing route. Or it may just confirm what you’d already 

assumed about your clients.  

Very often when we start to really get to know our clients and 

understand their buying reasons we can discover a more direct 

way of marketing to them, or we can change our language and 

our wording to resonate with what they’re looking for and 

increase our conversions, or we can offer an additional service 

that solves another problem you hadn’t previously realised they 

had.  



Especially in the early days our marketing is largely driven by 

what WE have to offer and what We think people need, but as 

the business grows and develops the more you can talk to your 

clients and get to know them, the more you can start to market 

based on what THEY want and attract more clients quicker, 

easier and cheaper.   

For example, I’m really, passionate about helping my clients to 

free up their time and achieve a lifestyle they love, however for 

many of my clients when they FIRST come to me, their main 

concern is often earning more money and growing their 

business. Luckily for me the two areas are strongly linked, so I’m 

able to solve THEIR problem whilst also helping them achieve a 

better work-life balance, but because I know this about my 

clients the majority of my marketing talks about business growth 

and how to increase turnover and profits, because I know this is 

more likely to appeal to my potential clients. 

 

6. Look at how you could retain clients longer 

 

Another great way to increase profits is to look at what’s 

currently causing your clients to “leave” your business, if you’re 

not sure get on the phone and ask them (sometimes even just 

that can be enough of a prompt for them to come back). Once 

you’ve found out that information, you can start to consider 

whether there’s anything you can do to remove that barrier. If for 

example your clients still want and need your services but they 

just get busy with life, switching them over to a monthly package 

with a standing order can encourage them to keep using your 

services even when they get busy and prevent them from having 

to make a new buying decision every time they come to you.  

Another simple way can be to take the lead in booking clients 

back in for return visits. Let’s take a manicurist for example, it 

may be that your client would ideally like to come in every 3 

weeks, but once they leave the salon they get busy with “life” 



and 3 weeks arrives and suddenly they notice their nails are 

chipped and they need an appointment. So they add it to their 

to-do list, and after a few days they manage to find time to call 

and you have an appointment that suits them in a week. By the 

time they come in, it’s actually been 4 and a half weeks since 

their last visit. If, however, before they left the salon you booked 

them in back in for their next appointment in 3 weeks’ time, it 

would already be in their diary and they could plan “life” around 

it. Such a simple change, but that increases your client 

“transactions” from 11/year to 17/year a 54% increase for just 

taking the initiative to lead the relationship.  

Remember that you are the expert, that’s why your clients pay 

you, for your advice and expertise. You know what your clients 

need to achieve their desired outcome, so don’t be afraid to take 

control of the relationship and tell them - to lead them towards 

the next step to achieve their goals. 

Equally paying attention to when your clients should need your 

services again and making contact to initiate another 

transaction. If we again use the example of a manicurist, if you 

can’t get your clients to book in for their next appointment at the 

time, make a note in your diary to call them in 2.5 weeks’ time to 

book them in for their next visit.  

Your clients may not need your full services every time, but it’s 

also worth thinking about whether you could offer a “refresh” or 

“top-up” every few months or year to keep them buying more 

regularly.  

 

7. Use the 80/20 principle and focus on your top 20% 

 

The 80/20 principle (also known as Pareto’s Principle) states 

that 80% of your results are produced by just 20% of your 

actions. This suggests that 80% of your current turnover and 

profits are actually being produced by just 20% of your client 



base. Likewise, it’s quite likely that 80% of your hassles and 

customer service issues are equally being produced by just 20% 

of your client base. 

This has 2 great benefits for you and your business. Firstly, you 

want to really identify and focus in on that top 20%, these are 

your ideal clients, the ones who really “get” your brand - they 

buy easily, are easy to work with and rave about you to friends 

and family. When we’re talking about getting to know your 

clients these are the ones you really want to be focusing on, 

these are the clients you want more of in your business.  

Equally, you might want to think about “firing” those bottom 20% 

clients, because they’re the ones draining your time, energy and 

customer services trying to please them, when really they’re just 

not a good fit for your business and your brand. Now don’t get 

me wrong I’m not suggesting you go out and fire them all at 

once overnight, that might damage your cashflow somewhat, but 

if those top 20% clients are responsible for 80% of your 

turnover, then chances are just 1 or 2 new “top 20” clients will 

bring in enough income to more than replace the income from 

those “bottom 20” so you can let them go. This will massively 

reduce your stress and free up a large chunk of time which you 

can spend attracting more of those “top 20” clients to 

significantly grow your business.  

Repeating this process slowly and steadily means you’re 

continually streamlining your client base and shifting towards 

working with those ideal clients who are great to work with and 

high value to your business, and maximising your profit-per-hour 

to build your turnover and profits.  

 

 

 

 

 



Section Two: Get the right systems and processes in place 

 

Growing your business is all about increasing your capacity to 

take on more clients. This means being as efficient as possible 

in running your business and dealing with your clients, so that 

you can serve the maximum number of clients, and having the 

right systems and processes in place so that you and your staff 

can do this as easily as possible. Putting some of these in place 

can feel time-consuming or daunting upfront, but they’re an 

essential step to growing your business, otherwise you’ll hit 

capacity and your business will plateau as you run out of time to 

keep marketing for new clients or to train staff to help you. On 

the plus side, once they’re in place they should serve you well 

for years to come, and they’ll free up time, allow you to serve 

more clients, earn more money, and greatly reduce your stress 

levels.  

 

8. Look for software and automation to help you manage 

better 

 

With the advance of technology there is so much software 

available to help you manage your sales process, your client 

relationships and your marketing easier, and allow you to scale 

your business. So it’s worth looking for software that can help 

you grow yours. 

Some of the most obvious examples of this would be investing in 

a Customer Relationship Management (CRM) system. This will 

allow you to track all of your incoming leads and make sure that 

you’re getting the most out of all of your client relationships 

without having to manually try and remember everything 

yourself! We’ve talked about staying in touch with your 

prospective clients for longer, so a CRM system will enable you 

to write a sequence of email newsletters to communicate with 



each new lead as they come “into” your business without having 

to send out individual emails. We’ve equally talked about getting 

back in touch with clients when they “should” need your services 

again, so a CRM system can send you an automatic reminder 

when it’s time to call or check-in with a client. It can also help 

you store any information about the client to help you build the 

relationship by making them feel known and remembered – 

being able to remember a client’s daughters name when you’re 

chatting can go a long way to making them feel like a valued 

customer.  

There may also be software that can help you to deliver your 

product/service quicker, easier and better. One of my clients 

who’s a strength and conditioning coach recently found an app 

that he’s white-labelled to help him deliver personalised 

programmes to his clients. Not only does this set him apart from 

his competition as it’s still quite unusual within his industry, it 

makes it easier for his clients to follow their programmes and 

stick to them and it also makes it quicker and easier for him to 

design their new programmes as he’s created a complete library 

of exercises with videos and descriptions. He’s streamlined his 

processes and therefore increased his capacity, but also added 

massive value to his clients.  

 

9. Look for any current inefficiencies 

 

Pay attention when you’re currently working and serving your 

clients to anything that may be inefficient. For example where do 

you encounter “problems” that delay your service? Where can 

you see repetition in your business that could be reduced or 

removed? If for example you currently spend 20 minutes with 

each client “onboarding” them to how your service/product 

works, consider creating a video that talks them through it that 

you can just email over to them instead, or a client welcome 

pack. If you find yourself being asked the same questions, 



create an FAQ page that you can direct clients to for answers. 

This may feel like more work to do upfront, but it will save you 

HOURS in the long run which will enable you to serve more 

clients and grow your business knowing that your service and 

customer experience isn’t going to suffer. 

 

10. Create a business handbook 

 

This one may feel counter-intuitive if you already feel that you 

have little/no time, but it’s a follow-on from the previous step, 

and vital to the following step, and in reality it probably won’t 

take you as long as you think.  

Try to get in the habit over the next few weeks or months, of just 

documenting HOW you do something, every time you go 

through a process in your business. For example, when a new 

client comes into your business what are the steps that follow? 

The next time you get a new client, just take literally 3-5mins to 

put the action steps into a word document and save them in your 

“handbook” folder. It doesn’t have to be particularly complicated, 

just a clear, simple outline of the steps that need to be taken.  

For example your new client onboarding sequence might look 

something like this: 

1. Create invoice (use existing template and fill in new client 

details) 

2. Create client contract (use existing template and fill in new 

client details) 

3. Email client welcome pack (include invoice with payment link, 

contract and welcome letter which explains next steps). Use 

template email and change client details. Agree next meeting 

date, what you need from them before that, and what they 

should expect from you before that.  

It’s 3 steps and it’s really simple, it should take no more than 3 

minutes to put that together. But that’s a great first step to 



growing your business, because it now means that potentially if 

you’re out with other clients, someone else, could come in and 

easily execute that sequence.  

This is such a simple thing to do, it’s also really easy not to do! 

We’re all busy, and it feels like another step, but it will make this 

next step SO much cheaper, easier and less stressful….. 

 

11. Outsource your lower-level tasks so you can spend 

your time on the high-value tasks 

 

Growing your business is all about increasing its capacity to 

serve its clients - the bigger your capacity, the more clients you 

can serve and the more money you can make. In the early days, 

this is largely about increasing YOUR capacity because as a 

small business owner, most clients will deal with you (at least in 

some way). For many of my clients they ARE the face of their 

business, they know their clients personally, they are 

responsible for turning prospects into clients and their clients are 

largely buying them. As you grow this will change and adapt, for 

those of you who already have a small team this is maybe 

already slightly different, but largely in the early days this is the 

case.  

Initially, the easiest way to start to make this transition is to 

identify that your time is best spent on the high-value tasks, the 

ones that right now only you can do. This might be creating your 

marketing strategy, building partnerships, having sales 

meetings, getting to know your clients and most importantly 

delivering your product/service and managing your client 

experience. However, if you’re like many business owners, 

you’re also trying to do the admin, send the follow-up emails, 

manage your bookkeeping and accounts, enter client details into 

your CRM, answer the phone, respond to emails, manage your 

diary and a hundred other tasks. And this is where the step 

above becomes invaluable, because if you’ve got your systems 



and processes clearly documented, you can start to outsource 

(or bring someone in-house if you prefer) to help you manage 

the delivery of your products and services by doing those lower-

value, admin tasks that keep the business running.  

The good news is, those tasks should be considerably cheaper 

to outsource (especially if you have clear processes in place that 

make it easy for someone to follow and communicate 

expectations clearly) that what you’ll bring in by replacing that 

time with your high-value clients, so your turnover and profits will 

start to grow.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Section Three: Free up your time – get more done in less 

time so you can work with more clients 

 

As we’ve already identified, growing your business relies on 

increasing your capacity, and as the business owner, your 

personal capacity is critical to this. This section is all about 

increasing and maximising your personal capacity, tips and tools 

to get you functioning at your absolute best so that you can get 

the most done in the time you have available and therefore 

serve the maximum number of clients possible. If you already 

have a team around you, these can also help you get the most 

from them during their working hours so you might want to 

consider passing them on. So often the tools that keep us 

performing at our peak are the first things we let slip when we 

start to get busy, mistakenly overlooking the fact that they not 

only make us happier, healthier business owners, but they also 

dramatically improve how much we get done in our working 

hours. Whilst it may sometimes feel that they’re taking us away 

from work when we have too much to do, if we measured our 

output on the days when we incorporate these habits vs days 

when we just keep ploughing through at work, we’d see a 

noticeable difference in the results that we produce that more 

than outweigh the time away from our desks.  

 

12. Structure your day into 90-minute blocks 

 

Instead of sitting at your desk and facing down an 8hr day 

(minimum probably) stretching out ahead which can feel 

daunting and draining before you’ve even begun, try breaking 

your day instead into 3-5 90-minute power blocks. What this 

does is it allows us to put all of our focus and energy into 1 

specific task or project for just 90 minutes so that we can make 

significant progress on that 1 thing. 



By setting a time limit of just 90 minutes we don’t feel daunted, 

and we can get our heads down and really laser focus on the 

task in front of us. Knowing we’ll have a break soon keeps us 

focused and driving forward, and it’s also important to eliminate 

all distractions during this time – turn off your phone, turn off 

email notifications, and put a “do not disturb” sign on the door, 

so that you don’t lose this focus.  

By just focusing on 3-5 high-level tasks throughout your day, you 

won’t be continually switching energy and you won’t feel so 

drained by the end of the day. You’ll also be allowing your mind 

to put all of its power and focus onto 1 task at a time, harnessing 

it’s power, and reducing the mental drain of “multi-tasking”.  

You’ll be amazed at how much you can actually move 

something forward when you focus on it for just 90 minutes, and 

even just 3 of these blocks in a day, will probably make you 

more productive than if you’re currently just sitting at your desk 

for 8-10hrs straight with a never-ending to-do list.  

 

13. Take regular breaks throughout the day 

 

This is another key strategy for improving your performance at 

work, it’s so easy when you’ve got loads to do to assume that 

you have to just keep ploughing on, to end up snatching lunch at 

your desk or whilst running between meetings, and assume that 

as long as we’re doing something continually we’re moving 

forward. But in reality, it’s very counter-productive, and will not 

only have an impact on your short-term performance, but it will 

also lead to fatigue and burnout much quicker over a prolonged 

period of time.  

Something as simple as taking a 5 minute break away from your 

desk every hour to just get up, maybe have a quick stretch and 

get your legs and your blood moving, will refresh and rejuvenate 

you for the next hour ahead, significantly increasing your 



productivity. It gives your brain a chance to clear the fog and re-

focus and stimulates it with a quick change of scenery. I promise 

you for the 5 minutes you “lose” you’ll feel happier, healthier, 

less-stressed, and you’ll get MORE done in the next 55 minutes 

than you would have without it.  

On top of that, factoring in longer breaks throughout the day is 

also really valuable, to give your body a chance to rest and 

rejuvenate for the next period, especially if you’re using the 90-

minute blocks suggested in the previous point. Give yourself 20-

30 minutes to go off, have a quick wander outside, get some 

fresh air, make a cup of tea and sit quietly for a few minutes to 

let your brain switch gear. Equally, take a proper lunch break, 

eat slowly and mindfully and give yourself a few minutes to let it 

digest before heading straight back into the office. Giving your 

body and your mind this time throughout the day will help you to 

maintain consistently higher energy levels, you’ll find that you 

don’t feel as drained at the end of your day, and you feel better 

about coming back in the next day. It will make your working life 

not only more enjoyable, but more sustainable and more 

productive. 

So go on, go and make yourself that cup of tea and take a break 

for a few minutes, you’ll be glad you did! 

 

14. Batch tasks of a similar energy together 

 

Quite often we structure our days based around being reactive 

and what “needs” to get done, which can often mean that we’re 

switching energies constantly throughout the day. What I mean 

by “energy” is that different tasks require a different type of 

energy - a different type of mental focus/skill set/brain power. 

For example the type of energy that’s required to have a 

successful sales meeting will be different to the energy required 

to do your accounts or the energy to write a great blog post. 

They all put demands on very different parts of your brain, and 



it’s this constant shifting between different energies that is often 

where we lose time and end our days feeling drained and 

exhausted. Shifting between energies takes time, and it takes us 

15-20 minutes to really get into the swing of a new task (in the 

same way that an interruption takes 15 minutes to recover from), 

so if we’re switching between different tasks and different 

energies 8 times in a day, that’s 2 HOURS of productive work 

time that we’re losing every day!  

One really easy way to try to reduce this, is to look at structuring 

your day, and your week, so that you batch tasks that require a 

similar energy together into one chunk. If for example you 

normally write 1 blog post a week, try instead blocking out a 

couple of hours in the first week of each month to sit down and 

write 4 posts whilst you’re in the flow of writing, and then 

scheduling the other 3 to go out over the next few weeks. Or try 

booking several sales meetings into the same day each week, 

rather than having one every day throughout the week.  

If you can maximise your energy, you’ll maximise your 

productivity and performance, and you’ll be amazed at how 

much more you can get done.  

 

15. Get more sleep 

 

Sleep deprivation is something most of us have experienced at 

one time or another (exams, new business, new baby) and I 

think most of us would admit that we probably weren’t 

functioning at our best during those times. Whilst sometimes 

there’s a good reason for not getting enough sleep, the reality is 

that most of us are just generally not recognising its value and 

the detrimental effect of not getting enough sleep because it’s 

been a slow, cumulative effect.  

Sleep has become widely recognised for it’s importance over the 

past few years and there are hundreds of books, articles and 

studies that have been done about its importance on productivity 



and performance in the workplace. If you’re getting 6hrs sleep a 

night or less, your cognitive performance is the same as if you’d 

stayed up for 3 days straight! And yet chances are you think 

you’re fine.  

So, have a look at how much sleep you’re getting, it can be 

really hard when you’re running a busy business, you have too 

much to do, you’re working long hours and you’re feeling 

stressed to get to bed at a suitable time and to get a decent 

nights sleep, but prioritising it will have an enormous impact on 

how much you get done at work. 

 

16. Drink more water 

 

This one is SO simple, but again it’s so often overlooked. Many 

of us are simply not drinking the amount of water that we need 

each day, which means we’re dehydrated and performing at 

significantly less than our peak. It’s so easy if you’re in meetings 

all day to find you’re suddenly drinking 8 coffee’s a day, and 

especially in winter when it’s chilly and you want something to 

warm you up, but as mundane as it sounds, something as 

simple as making sure you’re drinking enough water and staying 

hydrated can have a MASSIVE impact on how much you get 

done in a day.  

Dehydration can make us tired (3pm slump anyone?!), can 

cause headaches and can affect concentration, memory and 

even cause anxiety, mood swings and anger! So if you’re 

looking to be performing at your best in that client meeting, 

making sure you’re staying hydrated could have a big impact on 

how many sales you’re closing!  

 

 

 

 



17. Go for a walk 

 

If you’re in a role which requires some creativity going for a walk 

has been proved to stimulate the production of ideas and 

creativity. As a business owner I’d argue that we’re all in a role 

that requires creativity, even if our service/product is “functional” 

we are required to create our businesses, design marketing 

strategies, create content, find solutions to client problems and 

manage and motivate our teams.  

Going for a walk is a great way to tie in with taking a break, 

getting out of the office, stretching your legs and giving your 

brain a complete change of scenery to switch off, allows your 

subconscious to do its job and start working on solutions to 

those problems you’ve been struggling with. Not only is it great 

for your health, it’ll help you to find solutions quicker, and 

perform significantly better once you get back in the office 

having had some fresh air to wake you up.  

 

18. Create some structure and boundaries 

 

One of the biggest killers of productivity is a lack of structure and 

boundaries, and this is one of things many business owners are 

guilty of. Parkinsons’ Law established that a task will expand to 

fill the time available, and we’ve all seen proof of this at one 

point in our lives – how many of us have overslept only to get up 

and out the house in under 10minutes when normally that’d take 

us an hour? Or had 3 weeks to complete an assignment, only to 

procrastinate and stress over it until the night before the 

deadline when we knock it out in 6hrs.  

What this means for us business owners, is that if we don’t 

create our own structure and boundaries, our work will just keep 

expanding to fill the time that we give it, and the reality is that as 

a business owner there is always something you COULD be 



doing, so you have to draw the line somewhere. If you have a 

deadline – you have to leave by 5.25pm to get to your daughters 

school play, you’ll get everything finished to make sure you’re 

out the office by 5.25pm, if however you tell yourself that you’ve 

got loads to do and you’ll stay until it’s done, you’ll probably find 

you’ll be there all night.  

So, one of the key strategies when you’re looking to improve 

your performance and productivity is to actively set some 

boundaries. Make a decision about what time you’re going to 

finish work, AND THEN STICK TO IT! Equally decide what time 

you’re going to start work, and how you’re going to structure 

your days to get the most out of them, in a way that suits you.  

By taking control of what your days look like you’ll not only be 

happier and start to feel more in control and more rewarded for 

running your business, you’ll also start to be more productive, 

you’ll get more done in less time because you HAVE to. Would 

you rather work intensely for 6hrs a day and then leave the 

office, or get the same amount done at a slower pace and be 

there for 10hrs? 

Setting boundaries also means that you don’t allow work to 

creep into your personal time. In an age of emails and mobile 

phones, it can be really tempting to find yourself checking emails 

in bed at 11pm at night, but it’s important to create boundaries 

because otherwise you never really switch off, and it’s this total 

break, this rest time, that will enable you to come back into work 

tomorrow and perform at your peak. 

So start making some plans – arrange date night with your 

partner, book tickets to the theatre, make dinner plans with 

friends, sign up for some new hobbies, to force yourself to start 

creating some boundaries and boost your productivity.  

 

 

 



19. Do something to actively rest 

 

For many of us, we get home from work and we’re so shattered 

we collapse on the sofa and we don’t move for the rest of the 

evening, and whilst this is understandable, it’s actually not the 

best way for our bodies to rest and rejuvenate for the following 

day.  

Finding something that you love to do, that fully engages your 

brain in the task (such as rock climbing or horse riding) is 

actually a much more powerful way to rest and recharge both 

body and mind so that you perform at your best the following 

day.  

So think about something you’ve maybe not done in a while, or 

try something new – what did you love to do when you were a 

kid? Maybe try signing up for a new class/team to see if you can 

find something that will help you to actively rest so that you can 

perform at your best in the office the following day.  

 

And that’s it!  
 

That’s 19 ways to help you grow your business if you have no 

time, maybe start by picking the one that appeals the most and 

implementing that, and once you’ve got that sorted, come back 

for the next one until you’ve worked your way through.  

If you can implement even just 2 or 3 of these tools and 

strategies it will have a big impact on your business and how 

quickly you grow.  

 

If you’re seriously committed to growing your business over the 

coming months then simply book in a time to talk here and see 

how I can help you accelerate your business growth and 

development.  

https://app.acuityscheduling.com/schedule.php?owner=13606620&appointmentType=3571212


 

 

 

 

 

If you want to find out more about  

how I can help YOU significantly 

grow your business, whilst achieving 

the work-life balance you want, then 

let’s chat. Simply click the link below 

and book in a time now. 

 

Book A Consultation 

. 

 

  

 

 

 

 

 

 

https://app.acuityscheduling.com/schedule.php?owner=13606620&appointmentType=3571212

