
7 dynamite tips 
for growing your 
client base

Do you want to grow your business and reach 
new clients? We can show you how with the 
following dynamite tips, which will inspire 
you to think bigger and boost client sign ups 
effectively and efficiently.



For most practitioners, encouraging word of mouth is 
the easiest way to grow your client base and it is also the 
cheapest form of marketing. All you have to do is find ways to 
encourage your happy clients to recommend you to others.

Are you doing everything you can to boost new referrals? 
Tried and tested methods include the introduction of a friend 
and family discount or referral rewards scheme. If you’re 
willing to give away a little something to introduce clients to 
your services, this can result in the development of some very 
profitable relationships.

Boost referrals 
from existing 
clients
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The amount of time that people spend on social media is 
rising, with the average person thought to spend 2 hours and 
15 minutes of their day on social channels. Regardless of the 
nature of your business, social media presents you with an 
opportunity to raise awareness for your services and reach 
potential clients. 

Join a relevant conversation on Twitter, connect with influential 
contacts on LinkedIn and post sharable articles and success 
stories on Facebook. Once you build up a presence on social 
media, be sure to respond to comments as fast as possible. You 
may be pleasantly surprised by how many potential clients find 
you through social media.
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Discover the power 
of social media



Could you compliment your existing services with a product that 
is relevant to many of your clients? Introducing an “add-on” service 
to your business could help you to serve your customers more 
effectively, drive additional revenue and also cast a wider net, when 
it comes to recruiting new clients. 

Countless practitioners have used services such as Lorisian’s food 
intolerance testing to do just that. By recognising a secondary set 
of client needs, they have been able to grow their business and 
improve their service to clients in the process.

Expand your 
horizons with 
add-on products 
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4
Learn more about 
your best clients 
How did your best clients find you? What other needs do they 
have, relating to your field of expertise? What were the strongest 
and weakest elements of your last consultation with them? By 
introducing a client survey, you can gain a hugely valuable insight 
into the opinions of your client. 

The results of your survey will not only help you to build on and 
improve your existing services but also understand the motivations 
that lead people to you in the first place. Showcasing testimonials 
and statistics from the respondents of your survey meanwhile will 
also demonstrate your credentials to potential clients.



Embrace the 
latest digital 
channels 
You may not have the most impressive following on social 
media or the largest amount of traffic coming to your website. 
That doesn’t mean that you can’t get your message in front of 
your target audience online. In the short term, you can always 
turn to paid channels to extend your reach.

Put yourself in the shoes of your typical client and consider 
what they would read or watch, whilst perusing online. Create 
some engaging content that fits around this and also drives 
traffic to your pages. Search engine advertising and paid social 
media posts are the best places to start and test the water. 
Later down the line you may consider the Google Display 
Network, Outbrain or Taboola to strengthen your digital 
strategy.
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Link up 
with partner 
businesses big 
and small
Whether you’re trading flyers with neighbouring companies 
or striking deals with giant corporations, forging business 
relationships can drive a significant amount of business in 
your direction. 

Many practitioners find partners relating to their niche 
services and run reciprocal campaigns to introduce each 
other’s business. Taking advantage of the synergy between 
your services can be mutually beneficial for both parties and 
it is often just a case of making the first move. As the old 
saying goes, “if you don’t ask, you don’t get”.
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Network at every 
opportunity
Attending events and seminars relating to your industry 
can provide the perfect scenario for meeting likeminded 
practitioners. Meeting face-to-face is often the most effective 
way of nurturing a relationship, which could in time grow into a 
highly profitable business partnership.

A few tips for maximising the value of these occasions – be 
sure to capture the contact details of everyone you meet, build 
the relationship in the weeks that follow and a little further 
down the line, don’t hesitate to ask for referrals. 
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Lorisian are a food intolerance 
testing company that serves 
practitioners around the globe. We 
can help you to grow your business 
by offering our innovative testing to 
your clients. 

With a simple finger-prick test, we 
can identify an individual’s unique 
food triggers and help them to 
optimise their diet, through an 
effective elimination diet.

Do you have a question for our 
team?

Email: info@lorisian.com
Tel:  01904 428550
Website live chat: www.lorisian.com
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