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Welcome to our latest monthly 

newswire - we hope you enjoy it 

and find it useful.  

The value of teamwork 

None of us is as smart as all of 

us. 

Way back in the 1920s the 

Hawthorne Studies, conducted by 

Elton Mayo, highlighted the 

importance of groups in affecting 

the behaviour of individuals at 

work.  

Fast forward to today and 

workplace design has evolved 

from solo workspaces and closed 

offices to open layouts that 

encourage teamwork and 

collaboration.  

Working in teams and ensuring our 

people have a sense of belonging 

makes individuals more effective.  

Research (see Abraham Maslow’s 

Theory of Human Motivation) has 

shown that teams of people that are 

carefully chosen and supervised 

will encourage collaborative, 

creative and more effective work.  

Today, businesses face the 

challenge of encouraging 

teamwork in a hybrid working 

environment, with individuals 

regularly working from home.  

Effective communication lies at 

the heart of successful remote 

teamwork.  

Businesses should invest in robust 

communication platforms that 

facilitate seamless interaction 

among team members.  

Utilising video conferencing, 

messaging apps, and collaborative 

tools not only ensures efficient 

information exchange but also 

fosters a sense of connection 

among remote team members.  

Setting clear expectations is 

paramount when working as a 

hybrid team.  

Establishing transparent guidelines 

regarding roles, responsibilities, 

and project timelines helps team 

members understand their 

individual contributions to 

collective goals.  

Clarity reduces misunderstandings, 

mitigates conflicts, and creates a 

foundation for cohesive teamwork. 

Teamwork is a cornerstone of 

organisational success, adding 

significant value to businesses in 

various ways.  

Collaborative efforts leverage the 

diverse skills and perspectives of 

team members, fostering 

innovation and problem-solving.  

When individuals with different 

expertise collaborate, they bring a 

range of insights to the table, 

leading to more comprehensive 

and creative solutions.  

While remote work introduces 

challenges to traditional teamwork, 

businesses can leverage 

technology and strategic 

approaches to foster collaboration. 

Strategy - choose what not to do 

The essence of a good business 

strategy is choosing what not to 

do. 

Resource allocation is a 

fundamental consideration in any 

business strategy.  

Businesses operate within finite 

constraints, such as time, finances, 

or human resources.  

Choosing what not to do enables a 

more focused allocation of 

resources towards activities that 

align with the overarching goals of 

the business.  

This distribution amplifies the 

impact of strategic initiatives and 

ensures optimal utilisation of 

limited resources. 

A clear strategy will help to ensure 

the effectiveness of decision-

making processes.  

When businesses commit to their 

strategy, they can make informed 

choices that reinforce their 

competitive advantage.  

Deciding what not to pursue helps 

in avoiding dilution of efforts and 

prevents the scattering of resources 

across unrelated or unnecessary 

activities, ensuring a streamlined 

and coherent strategic approach. 

Risk management is another key 

consideration, where, choosing 

what not to do can influence the 

success of the firm’s strategy.  

The temptation to chase every 

opportunity may lead to 

overextension and increased 

vulnerability.  

A prudent strategy involves 

assessing potential risks and 

consciously avoiding activities that 

could amount to nothing more than 
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a distraction for the management 

team. 

The essence of a good business 

strategy also lies in maintaining 

clarity of purpose. By defining 

what the business stands for and its 

unique value proposition, 

companies can carve out a distinct 

identity in the market.  

Choosing what not to do helps in 

avoiding activities that deviate 

from this core identity, preserving 

brand integrity and customer trust. 

A good business strategy typically 

involves setting a clear and simple 

goal or vision.  

Although the strategy itself may be 

easy to articulate, actually 

implementing the behaviours and 

activities necessary to deliver it 

requires the deployment of the 

firm’s resources in a focused and 

consistent manner.  

Choosing what not to do is 

therefore of great importance in 

order to ensure the success of any 

business strategy. 

Fulfilling demand 

If the pie’s not big enough, make 

a bigger pie. 

 

Fulfilling customer demand is the 

primary objective for any business.  

It involves accurately anticipating 

customer needs, ensuring product 

availability, and delivering goods 

or services in a timely manner.  

Meeting demand not only 

enhances customer satisfaction but 

also contributes to brand loyalty 

and positive word-of-mouth - 

essential for sustained success. 

However, the most successful 

businesses go beyond fulfilling 

existing demand. They actively 

work to expand their market share 

by growing the pie.  

This entails identifying untapped 

market segments, creating 

innovative products or services, or 

entering new geographical 

markets.  

By diversifying offerings or 

targeting new customer 

demographics, businesses can 

increase their reach and establish a 

more robust market presence. 

Strategic partnerships and 

collaborations can play a pivotal 

role in growing the pie.  

Forming alliances with 

complementary businesses or 

entering new distribution channels 

can unlock new avenues for 

growth.  

This collaborative approach allows 

firms to leverage shared resources, 

pool expertise, and access 

previously untapped markets.  

In addition, investing in research 

and development is crucial for 

sustained growth.  

By staying ahead of industry 

trends, businesses can innovate 

and introduce products or services 

that address emerging needs or 

preferences.  

This proactive stance positions the 

business as an industry leader, 

attracting a broader customer base 

and expanding the overall market. 

Effective stock management is a 

linchpin in ensuring your firm can 

fulfil demand efficiently and 

maintain customer satisfaction.  

Striking the right balance between 

stock levels and anticipated 

demand is a delicate art that 

requires strategic planning, data-

driven decision-making, and 

streamlined processes. 

One of the primary objectives of 

managing stock appropriately is to 

avoid stockouts.  

Running out of products, or 

capacity to provide services, can 

lead to disappointed customers, 

lost sales, and damage to the 

business's reputation.  

By maintaining optimal stock (or 

service capacity) levels, businesses 

can ensure they have the necessary 

inventory to meet customer 

demand promptly, fostering 

positive customer experiences and 

loyalty.  

Conversely, excessive stock levels 

tie up capital, incur holding costs, 

and risk product obsolescence.  

Effective stock management 

involves aligning stock levels with 

demand patterns, seasonality, and 

market trends.  

Fulfilling demand and growing 

market share are key objectives for 

any business.  

However, the success of any 

business depends on managing 

stock / service capacity effectively, 
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in order to ensure the firm can 

meet its commitments to its 

customers. 

Contextual Pricing 

A variable pricing model can 

help to strengthen customer 

relationships. 

Contextual pricing involves 

adjusting the prices of your 

products or services depending on 

specific variables which are often 

external to the business.  

These external variables could 

include customer demographics, 

purchasing behaviour, economic 

conditions, or competitive 

landscapes.  

Unlike static pricing models, 

which set fixed prices over an 

extended period, contextual 

pricing is responsive and 

adaptive, allowing businesses to 

stay agile in the face of market 

fluctuations. 

One key element of contextual 

pricing is personalisation.  

By analysing customer data and 

understanding individual 

preferences, businesses can tailor 

pricing to meet specific needs.  

For example, an e-commerce 

platform might offer personalised 

discounts to loyal customers or 

adjust prices dynamically based on 

real-time demand patterns.  

This not only enhances customer 

satisfaction but can also encourage 

brand loyalty. 

Contextual pricing considers 

external factors such as economic 

conditions and competitive 

positioning.  

During economic downturns, 

businesses may opt for flexible 

pricing strategies to accommodate 

budget-conscious consumers, 

ensuring continued market share.  

Additionally, monitoring 

competitors' pricing can allow 

firms to position themselves 

strategically, either as cost leaders 

or as providers of premium 

products and services. 

Furthermore, contextual pricing 

embraces the concept of value-

based pricing.  

Rather than solely focusing on 

production costs, businesses assess 

the perceived value of their 

products or services in the eyes of 

the consumer.  

This approach aligns pricing with 

the benefits offered, allowing 

companies to capture a fair share 

of the market based on the value 

they provide. 

By embracing adaptability, 

personalisation, and value-based 

assessments, firms can navigate 

the intricacies of the market more 

effectively.  

In today’s ever evolving business 

environment, contextual pricing is 

a dynamic tool that not only 

optimises revenue but also 

strengthens customer relationships 

and can help sustain long-term 

business success. 



 

 

 


