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Do your clients take you seriously? What can you do to make sure they do?

One of the biggest d isadvantages of working for  onesel f from home has tradi tional ly been that home businesses have

been seen as something less than a "real " business. However, that perception i s changing to such an extent that more

and more people, in a wide var iety of occupations, are giv ing up the unnecessary overheads of premises and moving

thei r  businesses back home.

This world-wide trend has been fuel led pr imari ly by rapid advances in technology, coupled wi th a signi fi cant drop in

the cost,  compatib i l i ty and ease of use of computers, communication devices and -  of course - the Internet. It's also

been dr iven by a more universal  desire for individuals to  meet l i festyle goals whi le taking into consideration thei r  need

to earn an income. Home business real ly has come of age, but i t sti l l  has to shake off the last of the legacy of

m isconception that surrounds working from a home envi ronment.

It's up to each individual  home business operator to bui ld credib i l i ty for  his or her  business - and whi le this may

ini tial ly be a disadvantage, the astute home business operator can also leverage i t to  create a distinct advantage. Once

that rapport i s establ i shed, the so lo operator i s often in a better posi tion to maintain the trust and credib i l i ty he or she

has earned, than a larger  organisation which rel ies on many individuals to  perform to a requi red standard or to have

intimate knowledge - despi te staff turnover -  of a cl ient's history, requirements and other detai l s.

So how, then, does a home business create -  or rather, earn - credib i l i ty?  It's usual ly the smal l  things that count.

Self-image

How you think of yoursel f and your business wi l l  pervade every aspect of your  business and have enormous impact on

your credib i l i ty.  Be proud of running your  own home business. Many of your cl ients wi l l  envy your abi l i ty to  be your

own boss, wr i te your own salary cheque and attain l i festyle goals they may also aspi re to . Pro ject a posi tive sel f- image

and most others can't help but bel ieve in you too.

Think big from day one

Hand in hand wi th bel ieving in yoursel f i s having a vision for your business,  and accepting the real i ty of i t r ight from

the start.  Behave - from the very fi rst day -  as i f you are successful ,  and you wi l l  earn credibi l i ty. Define what your

business wi l l  be l ike, think and talk about i t as i f i t i s al ready l ike this,  and behave as you wi l l  when your vision i s

ful f i l led. No-one does business wi th a business that i s "getting there" - your customers want to deal  with you in the

here and now. Having and projecting a clear vision for  your business, and creating systems and processes from the

beginning are powerful  ways to enable your business to grow to meet your  ideals.

Image

Every business card, letterhead, emai l  message, presentation, brochure, document, etc. ,  reveals to your cl ient how you

view your  business. So get r id of ink-j et letterhead,  have a good qual i ty business card designed and pr inted, keep free

emai l  accounts to personal  mai l  (and better  sti l l  use your business domain name in your  emai l  address). I f you have a

web si te, make sure i t i s clean, uncluttered and professional .  In short,  i f anything bear ing your  branding is not up to

scratch - don't use i t.  Cost i s a factor, but spending money on your image is a necessary and worthwhi le investment.

Professionalism

A nswer the phone in a businessl ike manner , dress appropr iately, be punctual  for  meetings,  return cal l s and emai ls,

honour promises and deadl ines, and don't badmouth the competi tion. Customers judge your business by your actions,

not just the product or service you del iver

Keep family and work commitments separate

Kids squabbl ing in the background of a business cal l ,  discussing a pro ject wi th a cl ient wi th the breakfast d ishes on the

table, or dr iv ing into a customer's premises wi th pi les of unwashed laundry on the back seat of your vehicle don't insti l

confidence no matter how good your product or service.

Quality of work

Be your  own qual i ty control ler! Hone your  experti se, i f  necessary. Many home businesses pay l ip service to high

standards but, dr iven by a desi re to please customers or earn a l i ttle more income, get too busy and find thei r

standards sl ipping or deadl ines sl ipping by. Take on work you can do - don't get talked into do ing something you

can't.  Turn down work i f you are too busy, or find a way to invo lve others to provide a timely, high-qual i ty, complete

service.

Charge what you are worth

If you undercharge, customers wi l l  not necessar i ly value your  product or service, and you could potential ly be ki l l ing

your business. It's preferable to add value so your  customers are happy to pay more but feel  they are sti l l  getting a
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good deal .  What you charge wi l l  reflect on your  business too - a business which i s thought of as "cost-effective" or

"offer ing value for money" - or even "dear, but worth the investment" -  wi l l  be much more credib le than one which i s

"cheap".

Build relat ionships

A bove al l ,  your  relationships wi th your customers wi l l  contr ibute to your  credibi l i ty.  Honour the o ld adage about

under-promising and over-del iver ing, share your experti se wi th your  customers, inform them of pros and cons of

var ious cho ices, address thei r  concerns, let them know about problems that crop up and what you are doing to

minim ise the impact of these, be pro-active, be a player  on thei r  team.

These are just some of the factors which wi l l  help you earn credib i l i ty wi th your cl ients -  and of course, your

suppl iers, associates, contractors, staff ( i f you have them) and even your competi tors.
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