READY, SET, ACTION!
HOW TO TURN DATA INTO
BUSINESS GROWTH

‘| MAKE SENSE OF YOUR DATA

First things first, you've got to figure out what those numbers mean. It's
like reading tea leaves, but with a lot more clarity (and less guessing). Start
by analyzing your data to find patterns, trends, and outliers. Look for
connections between metrics, like how customer behavior influences sales
trends.

Example: Maybe you notice that customers who buy Product A also come
back for Product B two weeks later. Ding ding! There’s a pattern you can
work with. Now, you know you could offer a bundled deal or a follow-up
discount for Product B to keep that cycle going.

2 USE INSIGHTS FOR SMARTER CHOICES

Data is useless if it just sits there. Once you've found those juicy insights,
it's time to put them to work. Use the trends you've identified to inform your
next moves. If one marketing channel is crushing it while others are flopping,
you know where to shift your energy (and budget).

Example: You find that Instagram is pulling in 75% of your online sales while
Facebook isn't delivering the goods. Guess what? Time to pump more into
Instagram ads and maybe cut back on the Facebook spend.

3 TEST MEASURE, AND ADJUST

Think of your data strategy like a living thing—it needs constant care and
attention. You've made your first data-driven decisions, but the work doesn'’t
stop there. Now, you've got to track the impact of those decisions. Did your
changes work? Did sales go up? Did customer engagement improve? Use your
data to measure what's happening and adjust as needed.

Example:Let's say you ran a promotion based on your data insights. The first
week sales jumped, but then they plateaued. Time to adjust the offer, maybe
extend the promotion or tweak the messaging.

L|. CREATE A FEEDBACK LOOP

Data isn't a one-and-done kind of thing. It's like laundry—it just keeps
coming! But here’s the good news: this never-ending flow of feedback (from
customers, employees, and sales) helps you constantly refine your strategies.
By creating a feedback loop, you'll be able to make improvements in real-time
based on what's working—or what isn't.

Example: Collect customer reviews, track employee performance, and use post-
purchase surveys. Keep gathering new data, adjust your approach, and repeat.

5 CELEBRATE SMALL WINS

Here's the thing about data-driven changes: they don’t always lead to
instant, overnight success. But that's okay. Small wins are still wins, and they
matter. Celebrate those little milestones, whether it's a slight uptick in sales,
more returning customers, or even saving time by automating a process.

Example: If your new email campaign brought in 5% more customers this
month than last, that's a win! It may not be huge, but it's progress—and
progress adds up.
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